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ABSTRACT

Business opportunities will always remain a top huesire for the world population. As
population increases, there is always need toereate jobs to cater for the growing population
as they get into employment age bracket. Auctiseske money out of auctioning items and
by that are not only able to earn good living bsbable to employ other people in their firms.
Kenyan population is served by approximately orfy¢ Zicensed auctioneers for the year 2013
(KALB-2013, Appendix 3). This means that this inttyss not yet fully exploited by the people
of Kenya, yet it can be an excellent opportunity ttte many people who are jobless and may
want to engage in some meaningful business that liftathem and their employees from
poverty levels to good living. It is this revelatidhat led to the study on the determinants of
participation of auctioneers in the auctioneerinduistry, specifically in the Nyanza /Western
chapter of Kenya Auctioneers. The purpose of thislys was to examine the various factors
influencing participation of auctioneers in the ustty in the Nyanza and Western regions of
Kenya. The study was guided by four major objestias follows: to establish the extent to
which socio-cultural factors influence participatiof auctioneers in auctioneering industry, to
explore how economic implications influence invehent of auctioneers in auctioneering
industry, to determine how government regulationsl @olicies influence participation of
auctioneers in auctioneering industry and to exarhiow the use of technology influences their
involvement in auctioneering industry in the NyalW¥astern chapter of Kenya auctioneers.
Primary and secondary data was collected usingiguesires. Questionnaires were issued to all
the 28 auctioneers in Nyanza/Western area to ¢allt@ which was organized in key thematic
areas in line with the study objectives. SPSStighizal Package of Social Sciences) was
utilized to code open ended data, enter, clearlyamand interpret the data to come up with
frequency distribution tables and percentages. Shely revealed that majority of the
respondents were middle aged, business -culturerilcot®d negatively to auctioneers
involvement in the industry as family members dafwlittle to support the respondents, the
venture is also male dominated with the study ravgdhat only 4.2% of the respondents are
women. Finances is a hurdle to overcome in thisshg because for one to acquire a license, an
individual needs not less than ksh100,000, goveminregulations are not favorable to
respondents, and though computer literate 87%eofdbhpondents are not aware of the existence
of an auctioning website in Kenya, meaning thatrégpondents do not embrace e commerce, a
factor that can to see to it that their operatiaresmade easy in the industry. The study therefore
recommends that auctioning schools be establisheehhance auctioneering knowledge and
activities, Banks should offer loans to auctioneditse Government should relax some of the
requirements for and during practice of auctiomgprand auctioneers ought to embrace e-
commerce by using the internet and having an auetiong website to boost their activities.
This would see many people engaging in auctiongextha business venture. Further research is
suggested on the impact of technology in advanaungioneers participation in auctioneering
industry, the role of auctioneering industry inifi¢éating economic transformation in Kenya and
the challenges facing potential auctioneers’ pi@iiton in auctioneering industry.

Xiii



CHAPTER ONE

INTRODUCTION
1.1Background of the Study

Auction means a public sale of property, or a metbb selling a property in public
through open and competitive bidding. Over the geauctioning has progressed and today
remains more popular than ever (Levitt 2011). Aurtdi have touched almost every century,
industry and nationality. Records handed down feosroient Greek scribes document auctions
occurring as far back as 500 B.C. At that time, worwere auctioned off as wives. In Rome
Italy, around the time of Christ, auctions were ylap for family estates and to sell war
plunder. The licensed auctioneer called ‘Magistactfonarium’ drove a spear into the ground

to start the auction. Today auction gravel is UdHA-U.S.A, 2011).

American Auctions date back to the pilgrim’s artiea American Easter shores in the
1600s and continued in popularity during colonmatwith the sale of crops, imports etc.
Selling at auctions was the fastest and most effttmeans to convert assets into cash. Many
auctions schools started in the early 1900s in AcaeflLevitt 2011). The John’s National
school of auctioneering and oratory was believetedhe first. For the first term, the school
promoted ‘competent instructors, teaching generatchrandise, real estate and fine stock
auctioneering (NAA 2011). However, many auctionedrihat time did not believe auctioneers
could be trained. They believed that Auctioneenvegs a natural ability that one was borne
with. According to Fisher (2006), Auction in Ameaxibegan to make great strides after the
Second World War. The sale of goods and real éstats booming by then. There was need
in certain cases to move real estate and persoopénpy faster than the private market would

allow, thus the Modern day auction was borne. Aungers began to have links to banks,



attorneys, accountants and the court system. Mantioas today offer both live and online
auctions to meet the needs of customers near andidehnology allows buyers to participate

in the sale without even being there.

There is a steady growth in Auction industry in Aioa and majority of consumers
view auctioneers as professional, respectful, kedgeable and trustworthy. Auctions are a
strong force in today’s business economy (Krusé&120Sellers get quick turnaround for their
merchandise at the fair market value while buyarsfand unique items and bid at prices they
can afford. This has seen the total number of aneérs rise to more than 80000 in the region.
Each American state has different requirementslié@nsing, education, bonding and other
aspects of conducting auctions. While some statg mot specifically require an auctioneer
license, there may be other requirements for opgrain auction business. Where licensing is
required approved auctioneer course and apprehicas a must. In this view, many
auctioneers in American states attend auction dshioolearn their trade, and then become
licensed in their profession. They also attend ahoontinuing education classes to keep up on
current trends and methods of auctioning. Beingaantioneer involves hard work and
countless hours of practice and training. Beforeob@ng an auctioneer, one should consider
attending an auction school. There are auctiondshend programs throughout the U.S that
provide aspiring Auctioneers with the training agdlication needed to start their careers. In
addition to learning the art of bid calling, Aucticchools provide students with training on
marketing their services and sales as well as geogtudents with training on starting and

operating an auction business.(NAA-2011).

In India, Auctioneers work for different companiefio sell different materials for
maximum profit. They also work with different awati houses where they establish themselves

as reputable auctioneers. In some areas a licensé loe required in order to auction and this



call for one to undergo training which usually tador four weeks in recognized auction
schools. In this region, research show that ther@a absolute education requirement for
auctioneers but they should have excellent pulg&aking skills. There are also individuals
who have a background and degree in Art and usekttowledge to properly present objects in
auction. Different types of auctions in this regalso require different degree or experience in
the same industry. Training for this type of woskuisually based on experience. More to that,
those who work with different auction houses als@ldy to work as auctioneers as they

become more and more familiar with the job. (Brzl/@82).

In South Africa, auctions are the preferred metlbdsale in certain sectors i.e. in
commercial property. Over the last decade, padrtylthe last few years, the South African
Auction Industry has seen impressive growth in gewh market share, asset inventory and
familiarity within the public domain. Although theerare no formal qualifications required to
become an auctioneer. Most auctioneers work asigucierks and general assistants while
studying intensive in-service training courses attian companies accredited with South
African Institute of Auctioneers. Training is mgspiractical and takes 4-5 years, exposing the
auctioneers to auctions, sellers and buyers. Duhigytime, the auctioneer develops his/her
own personal auction styles. The South Africanegsl of Auctioneering offers a 4-5 day
diploma course in Auctioneering. Auctioneers whtt sEal estate must be licensed. (SAIA-

2010).

The Nigerian Certified institute of auctioneers \pdes leadership and training in
professional auction. The institute provides preif@sal qualifications of high standards
through its training courses, seminars, sharingxpieriences ideas and development of contact
between members nationally and other Auctioneessties around the globe. The institute

places great emphasis on education and its tagkcafiting and preparing people for a career



in Auctioneering. It does this by making Auctionagra teaching subject and course of study
in Nigerian University and Polytechnics, organiziegnferences, seminars trainings and
workshops as a means of impacting more knowledgieet@uctioneers. It also increases public
awareness and understanding of auctioneering atalabusiness factor that contributes to

make the nations and citizens of Nigeria prosper(@asska, 2002).

Auctioneering in Kenya is yet to be embraced faldya business and profession by the
Kenyan population. This industry is operationaldmyAct of Parliament, i.e. The Auctioneers
Act, 1996.There are rules and regulations that gotlas industry today and may be cited as
‘The Auctioneers Rules, 1997.The Auctioneers LiggnBoard is mandated by the Act of
Parliament to issue licenses to interested indalglawwvho may want to practice. No formal
training is required save for evidence that theliappt has four ‘0’ level passes including
passes in English and Mathematics, and also a mgiknowledge of the rules applicable to
Auctioneering having worked for a minimum of thrgears with a reputable firm of

auctioneers.(Laws of Kenya ,Auctioneers Act, 19896pendix 4).

1.2. Statement of the Problem

Research indicates that Nyanza in the year 2005H&aldighest incidence of absolute
poverty in Kenya with a poverty incidence of 63%iethwas above the national average of
52%.(CBS-2005).The above nortion, is supported ibglé(2005) who gave the following
statistics in relation to provincial poverty indsce Kenya; Nyanza-65%, North Eastern- 64%,

Western- 61%, Coast- 57%, Eastern -55%, Rift val&o, Nairobi -45% and central- 29%.

Entrepreneurial activity is a vital source of inatien, employment and economic
growth. (Birch, 1979) .Vandenberg (2006) assertt #n major antidote to the menace of

unemployment and poverty reduction in the world atpdis entrepreneurship or self



employment. Therefore in order to change this thaenb, governments need to develop and
sustain entrepreneurship. Auctioneering is a forimbuasiness venture or entrepreneurial

activity that people can engage in to earn proftt hence make a living.

Kruse (2011) argues that auctions are a strongg for today’s business economy as
sellers get quick turnaround for their merchanabde buyers can find unique items and bid
at prices they can afford. Auctioneering is onerfaf business venture in Kenya today that
can offer employment not only to the firm owner bigo to several people employed to work
in such firms hence aid in poverty reduction in toentry. It is a lucrative business venture as
the auctioneer’s fees is regulated by the governmielkenya in the Auctioneers’ act of (1996)
(Appendix 4). It is important to note that, not bogy can be an auctioneer in Kenya. An
individual must be licensed to operate in Kenyamaswuctioneer by the Auctioneers Licensing

Board of Kenya (KALB).

Kenya has approximately 294 licensed auctioneens the year 2013 with
Nyanza/Western chapter having only 28 licensedi@utrs compared to a single region like
Nairobi which has a total of 123 licensed auctioee€KALB 2013, Appendix 3). Other
countries like America has over 80000 auctioneeesctiring, (NAA-2011). Records also
reveal that out of 28 licensed auctioneers padiaig in auctioneering industry within
Nyanza/Western chapter, only one is a woman agdidstvomen who practice in Nairobi
region. (KALB 2013) The reasons for the low invatvent in this industry in this region are
not known, yet auctioneering is a lucrative anaMiusiness venture that individuals ought to
engage in. This study therefore sought to find thé determinants of participation of
auctioneers in auctioneering industry within theaNza /Western Chapter of auctioneers of

Kenya.



1.3 Purpose of the Study

The purpose of this study was to examine varfagtors influencing participation of

auctioneers in auctioneering industry in Nyanzai&ien chapter of Kenya auctioneers.

1.4. Research Objectives

The study was guided by the following research abjes:

1 . To establish the extent to which socio-culturattbrs influence participation of
auctioneers in auctioneering industry within theaNza/Western chapter of Kenyan
auctioneers.

2 .To explore how economic implications influence atwement of auctioneers in
auctioneering industry within the Nyanza/Westerapthr of Kenyan auctioneers.

3 .To determine how government regulations and padianfluence participation of
auctioneers in auctioneering industry within theaNza/Western chapter of Kenyan
auctioneers.

4 .To examine how auctioneers’ technological know-hofluences their involvement in

auctioneering industry within the Nyanza/Westerapthr of Kenyan auctioneers.



1.5. Research Questions

The following research questions guided the study.

1. To what extent do socio-cultural factors influerthe participation of auctioneers in
auctioneering industry within the Nyanza/Westerapthr of Kenyan auctioneers?

2. How does availability of funds influence involveme auctioneers in auctioneering
industry within the Nyanza/Western chapter of Kengactioneers?

3. How do government regulations and policies infeeeparticipation of auctioneers in
auctioneering industry within the Nyanza/Westeraptbr of Kenyan auctioneers?

4. How does the use of technology influence auctimiervolvement in auctioneering

industry within the Nyanza/Western chapter of Kengactioneers?

1.6 Significance of the Study

It is hoped that the outcome of this study willorm future planners and strategists in
formulating effective intervention measures thah dse utilized in uplifting auctioneering
industry as a viable business venture. It is hdpaticritical gaps in auctioning industry will be
identified in the process and solutions proposedsome possible descriptions of how to
address the identified gaps. It is also hopedttie@tGovernment will borrow from this study to
deliberately draw a policy framework to guide thasierested in auctioneering industry as a
business destination. This is imperative in contifig to sustainable economic development.
Besides, findings of this study may enlighten thenya Auctioneering Licensing Board
(K.A.L.B) in regards to training needs for auctier® and by extension the need for
introduction of auctioneering schools, to equipividlials with prerequisite skills needed in
auctioneering industry. Finally, it is hoped thaist study will contribute to the body of
knowledge by offering suggestions for improvemenauctioneering industry as an additional

business venture to the Kenyan population.



1.7 Limitations of the Study

Since auctioneering industry is an upcoming @ablisiness option that is not fully
exploited in the country, information available iextbooks was not very adequate. The
researcher was able to overcome this by relyingtlan internet, business journals and
Government publications on auctioneering indusiigme respondents were not willing to give
valuable information to the researcher during @datéection for fear of victimization. This was
overcome by explaining to respondents that theystuals solely for academic purposes. By

extension, the researcher assured respondentosuconfidentiality.

1.8 Delimitations of the Study

This study was carried out in Nyanza/western regimirKenya, known as The Nyanza/
western chapter of Kenya Auctioneers. With regarcéuctioneering industry, the country is
divided into five regions, which form the five chaps that determine the specific areas of
operation for the licensed auctioneers. They ineludairobi Chapter- 123 Firms, Mount
Kenya Chapter- 83 Firms, Coast Chapter- 30 FirntgtiNand south Rift Chapter -30 Firms
and Nyanza/Western Chapter- 28 Firms. The fact fhatnza/Western Chapter covers two
large regions in Kenya with 9 counties, and onlg B8 licensed Auctioneers compared to the
123 licensed auctioneers in one county(Nairoimjprmed the researcher to de-limit the study
to this region, to investigate reasons for the iowolvement of individuals in this industry in

this area.



1.9 Basic Assumptions of the Study

The study was conducted based on the followingrapsans; Socio-cultural factors
influence involvement of auctioneers in auctionindustry, Economic implications influence
involvement of auctioneers in auctioneering indysovernment regulations and policies
influence involvement of auctioneers in auctioneglindustry and finally, Auctioneers use of

technology influence their involvement in aucgening industry.

1.10 Definitions of Significant terms as used in # Study

Auctioning industry: Activities concerned with auctioning business fog sake of
making money.

Socio-cultural factors: Factors relating to society and beliefs, custorharad people’s
way of life pertaining to auctioning as businesstuee.

Economic Implications: The relationship between money and involvementigtianing
as a business option.

Technological Know-how A term for practical knowledge on how to accorsbpli

something. For example, knowledge on geaf technology.
Government regulations and rules Controlling auctioning industry by initiating ed and
regusas to be complied with by the Government.
Auction: Public event at whitings are sold to the person who

offers the highest money.

Auctioneer: Person whose job is todign auction and sell goods.
Bid: To offer toypa particular price for something especially
at auctions



1.12. Organization of the Study

The study is organized into three chapters; iehiagne basically gives the introduction
and describes the background of the study, stateofetime problem, purpose of the study,
objectives of the study, research questions, sggmte of the study, basic assumptions of the
study, limitations of the study, delimitations bktstudy and definition of significant terms as
used in the study. Chapter two provides a revieWefature related to the study thematically
as per the research objectives, the theoreticalefraork, the conceptual framework as well as
the summary of literature reviewed. Chapter threeuses on the research methodology
discussed under the following sub-headings; rebedesign, target population, sample size,
sample selection, research instrument, pilot tgstod instrument, validity of research
instrument, reliability of research instrument, adatollection procedures, data analysis
techniques and ethical issues in research. Chiptecontains analyzed data, presentation and

interpretation. Lastly chapter five comprises afiings, conclusions and recommendation.

10



CHAPTER TWO

LITERATURE REVIEW

2.1 Introduction

This chapter entails literature reviewed themaltyced line with the study objectives.
This includes socio-cultural factors and auctioseénvolvement, economic implications,
government policies and regulations and the tedgylknow-how of auctioneers in the

industry.

2.2The Concept of Auction

An auction is the process of buying and sellingadds or services by offering them up
for bid. It involves taking bids and then sellingetitem to the highest bidder. In economic
theory, an auction may refer to any mechanism oofsiading rules for exchange. (Klemperer
2004) Basically auctioneering is a business ventia¢ can be seen in several contexts and
undoubtedly, almost anything can be sold at an@ucthe word “auction” is derived from the
Latin word “auctio”, which means an increasing ogradual increase. The word “auction”
means a public sale of property to the highestdiditherefore, an auctioneer is a person who

makes a business of selling at auction (Klempe®&d.p

Today, auction method is more widely accepted #haar before. People have come to
think of auction method as the fairest method atdvaand are usually willing to dispose of
their property at auction, as a means of collectimye money than at a private treaty and
doing it quickly. Everything can be or has beermslauction from eggs to airplanes and from
Indian blankets to skyscrapers. Some people sayitthes competition that attracts them in

auctioning while others argue that it's the entaitgy nature of the business. Whatever the

11



case, items everywhere can be sold on auctionseK({2011) argues that auctions are and will
remain a strong force in today’s business econoBgllers get quick turnaround for their
merchandise at the fair market value while buyarsfand unique items and bid at prices they

can afford.

According to Kruse (2011), there is a steady growthhe auction industry and the
great majority of consumers view auctioneers agepsional, respectful knowledgeable and
trustworthy. From the moment they've been contthae auctioneer fills several roles: office
manager, public relations manager, accountanfjdrabordinator and janitor to nhame a few.
Cassidy (1967) discusses the four main types diangas envisaged: first type, ascending-bid
auctions, also called English auctions. These anstare carried out interactively in real time;
with bidders present either physically or electcatly. The Seller gradually raises the price,
bidders drop out until finally only one bidder rans and that bidder wins the object at this
final price. Oral auctions in which bidders shout prices, or submit them electronically, are
forms of ascending-bid auctions. Second type, dawbog-bid auctions, also called Dutch
auctions. This is also an interactive auction fdrnma which the seller gradually lowers the
price from some high initial value until the finstoment when some bidder accepts and pays
the current price. These auctions are called Dataitions because flowers have long been sold
in the Netherlands using this procedure (McMillard aMcAfee 1987). Third type, first-price
sealed-bid auctions, here, bidders submit simuttase‘Sealed bids” to the seller. The
terminology comes from the original format for sughbctions, in which bids were written
down and provided in sealed envelopes to the selleo would then open them all together.
The highest bidder wins the object and pays thaevalf her bid. Fourth type, Second-price
sealed-bid auctions, also called Vickrey auctidigders submit simultaneous sealed bids to

the sellers; the highest bidder wins the object@ag the value of the second-highest bid.
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The history of auctions according to Ralph (196X)ends back to 500 B.C. when
Herodotus reported the use of an auction. Thesé@oagscwere for the purpose of selling
women under the condition that they be marriedbfeihg purchase. Reports indicate that less
attractive women were sold with monetary compeasagjiven to the bidder. Whether or not

these auctions were ascending or descending bittbasavas not recorded.

The Roman Empire used auctions to liquidate prgpemd estate goods. The
mechanism implemented was referred to as the hatauctionarium”. It is not known whether
or not these auctions were ascending or descermthguctions, but the name used for the
market mechanism would lead one to deduce thatatltitions were ascending. The word
"actus" in Latin means increasing, and since ih@®rporated into the name of the market it is

assumed that bids were made in an increasing fashio

Within the Roman Empire the "atrium auctiona" was also used by the soldiers to
sell goods acquired "sub Hsia"(under the speaobdhly the most bizarre account of early
auctions concerns the year 193 A.D. when the eRtnman Empire was put on the auction
block after being sacked. Aside from the earlieroamts of the Roman auctions, there also
exists evidence of Buddhist monks in China usingtians to fund the creation of temples,
as it became customary to auction off the propeftyleceased monks for this purpose

(NAA-2011).

The earliest modern era records of auctappeared in the Oxford English Dictionary
in 1595. Therefore, the presence of auctions inldfgpreceded this date yet but how
much is not known. Following the appearance ofiaanstin the Oxford English Dictionary,
the London Gazette often reported the auctioningrtwork at coffeehouses and taverns

throughout London in the late 17th century. In daly 18th century the great auction
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houses were created. Sotheby's was created inaticd€hristie's was created in 1766.

Early accounts of the use of auctionémnerica occurred in the South when slaves
were often sold at auction. Auctions were ofterduseliquidate estates. An often time, the
owner of the goods was not disclosed because thentusocial norms did not look

favorably upon auctions.

Apart from the early modern records of tise of auction mechanisms in England and
America, auctions were used in the NetherlandsGeminany as well in the later part of the
19th century. Auctioning in the Netherlands dataskbto 1887 when it was used for the

sale of fruits and vegetables.(Myerson 1981).

Under the laws of Kenya, auctioneeringsibeiss was legalized by an act of
parliament(AuctioneersAct,1996) and recognizescenked person who attaches for sale
any movable or immovable property in execution cfoart order made pursuant to the
provisions of any written law or contract; sellsaffers for sale any movable or immovable
property or any interest therein by auction or by ather mode of sale by competition,
Carries out evictions under an order of a court espbssesses goods from any person

pursuant to the provisions of any written law onttact, as an auctioneer.

2.3. Socio-Cultural Factors and Participatiorof Auctioneers in Auctioning Industry

Culture is the collective programming of the mirngtt distinguishes the members of

one group or category of people from another (Haolss 2001).According to Landes (1998)
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culture is an important determinant of economiccess. He further points out that if one is to

learn anything from the history of developments ithat culture makes all the difference.

A study conducted by Chrisman, Chua and Steir®0Zp to investigate whether
different dimensions of culture influences the parfance of a cross section of new ventures in
the U.S, and also to examine how culture might caffine collective perception of the
entrepreneurs who started these firms revealsdhigt family involvement has a consistent
impact on perception and performance of new vestuCarter and Wilton (2006), argue that
societies vary in their ability to create and susentrepreneurial activity. This study seeks to
investigate if in any way business culture and mece family involvement influences
auctioneers participation in the industry withine tiNyanza /Western chapter of Kenyan
auctioneers, with the view that auctioneering isipooming business venture in Kenya. In the
same light, an analysis of cultural factors affegtientrepreneurship in the Philippines, by
Jesselyne and Mitchell (2000) discovered that sld=m be used in specific instances as
entrepreneurial role models. Dana (1997) conduatecthnographic study of entrepreneurs
from Lesotho and found out that the culture in ltkeencourages entrepreneurship in as much
as it values the accumulation of wealth; however $ame culture hinders some aspects of

entrepreneurial activity through value laden petiogpof property.

A National Knowledge Commission (NKC) report on repteneurship in India by
Goswami et al. (2008), noted that socio-cultural factors sucts@sal norms, family values,
networks and social value of entrepreneurship pl&gy role in nurturing the entrepreneurial
ecosystem. The NKC study explored the degree oflfyasapport (a socio —cultural factor,
particularly in India) that the entrepreneurs reediat the time of starting their venture, and
over rally, as many as 74% of the entrepreneurs wepported by their families. Support by

family members to auctioneers in the Nyanza /Was@napter of Kenyan auctioneers is not
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known and therefore in this study, this will beealed and hence it will be discovered if this is

a determinant in the auctioneers’ participation.

In terms of gender as a socio-cultural factor mrepreneurship, the NKC study
revealed that out of the 24 female entreprenetesviiewed two thirds said their gender did not
make any difference to their entrepreneurial veaguMore than a fifth considered their gender
to be an advantage rather than a disadvantage asteepreneur. Only 13% of the female
entrepreneurs interviewed said that their genddr Hiadered them on the way to becoming
successful entrepreneurs Our study seeks to kndwefNyanza/Western Chapter of Kenyan
auctioneers identifies with the situation in Indsaitting into consideration the fact that out of

the 28 licensed auctioneers in this region only @irthem is a female.

Women’s lower wages and under representation @& riost competitive
professions is well documented. For example, orByp2rcent of top five executives for a large
group of U.S firms are women. (Bertrand and HallaBR1).According to O’ Brian (2006) only
about 17 percent of partnerships at major law fiimgshe U.S were held by women in
2005.Auctioning business being technical is exmkdte have low participation by women

probably because of the nature of work that atgicadls for masculine activities.

A study conducted by Flory and List (2010), on Tig¢gomen of Chinese University,
about gender signaling of a desire to win, revekat & difference in competitiveness is due to
gender differences in confidence and that competits pervasive in most spheres of life. In
anyone of these, it is observed among the winnargnabination of ability, risk attitude and
confidence in ability. This research also reveathdt women tended to select out of
competitive jobs for which they were equally guatif and therefore labor markets disparities

may not be due only to discrimination. The discguwaade in this study may point a finger to
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the involvement in this industry in the Nyanza /tees chapter of Kenyan auctioneers as there

is only one woman auctioneer practicing.

A study by Cater (2010), about auction industrgfites, trends, and success keys in
The U.S.A, talked about the auctioneer and basdtiemode of responses to the demographic
questions on the survey, the profile of the typaadtioneer is a male, 51-65 years of age with
a high school diploma, works full time business dwad been in business 21 plus years. In
terms of gender more clearly according to this wt@®% of the total population studied was
male whereas 10 percent were female. The reasotisef@above revelations were not given in
this study and therefore, in the Nyanza/westerpiehaf Kenya auctioneers the study will find

out the reasons for the low involvement in the stduif the scenario is the same.

Talking about the age bracket of entrepreneursrdatg to the above study, 46% of the
respondents were between51-65 years of age, 30% 3850 years, 14%were over 66 years,
9% were 25-35 years and 1% were 18-24 years. Apaimeasons for the above findings were
not clearly spelled out, and therefore in this gfutlis paramount that an explanation is put

forth, peradventure the scenario becomes similar.

Schoof (2006) acknowledges that the provision wirepreneurship education and
training is critical for the growth and developmeaftentrepreneurship. Auctioneers dedicate
many long hours to prepare for and orchestrat@glesauction, so that when the gravel falls,
the outcome is positive for both the buyer andsiléer. Some of their responsibilities include
rendering appraisals on Merchandise, advertisiegstie, repairing and cleaning up items for
display, keeping financial records of items soldl ateaning up the site after the sale. The
National Auctioneers Association of America (N.A2811), reports that many auctioneers
attend auction school to learn their trade therobmeclicensed in their profession. They also

attend annual continuing education classes to kpem trends and to learn new methods such
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as video auctioneering and live internet auctiongerThis then makes some auctioneers
specialize in fields such as real estate, pergomglerty agri-business and more. The ability to
market auctions and merchandise effectively commsa fin intimate knowledge of the specific

types of merchandise, its value, the demand foh snerchandise, and the targeted market.
Beyond being able to juggle a number of duties, phespective auctioneer needs to be
personable and work well with a variety of peojering the course of organizing a sale, the
auctioneer consults with the seller, field questidrom potential buyers and, on occasion,

mediates disputes.

Brandly (2008), in his research on auctionees® of marketing skills and urgency
concluded that auctioneers use marketing skills wagéncy to sell property fast. Auctioneers
are trained today to be experts in marketing sg tam bring exactly the right bidders to their
auctions, making an effective sale with a goodepfiar the seller in a timely fashion. This
increased effort in Marketing is often what dravesmkers, attorneys, court appointed trustees
and others to turn property over to auctioneersafoapid and successful sale. Auctioneers
learn more sophisticated marketing techniques mmrs&'s, real estate auction programs and by
networking with peers who use technology well. Aorceers today know the real key to
making an auction successful is not just talkingirdputhe auction but it is getting the right
people at the auction and moving them to bid .Fhisly seeks to find out hurdles faced by the

auctioneers during the sale of their goods.

In America young auctioneers start wogkes clerk or bid callers for the family auct
business. Some NAA members now run businesseshévwvat been in their family for two
three consecutive generations (NAA-2011). Manyianatompanies continue to be famhgic
endeavors, with extendednfidy members helping organize and staff sales. @heme als

dozens of auction schools and programs, eitherpentent institutions or programs that
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affiliated with a community or fouyear college. Schooling can last for a couple wemka:
long as a college semester (NAA-2018n individual can expect to learn the traden
auctioneer chant, how to market your services abelssand how to get started in the auc
business. The NAA has developed a growing listuatian schools from across Nbr&merica
Practical experience as an apprentice under anrierped auctioneer is also a way to ¢

many of the crucial days - to-day operations ohiag an auction business.

Carter (2010) in a research project ‘Aarctindustry (2010) concluded that auctioneers
required assistance mostly in the area of marketidgertising and technology to be able to
participate successfully in the industry. He canpe with the following statistics. When
auctioneers were asked what areas they requiradtaas® in order to be confident and
effective in their practice, they responded marigeti advertising and technology 43% of the

time. Below is a statistic of the finding.

Table 2.1: Areas requiring assistance

Areas Requiring Assistance

Business Proposals 10%
Licensing 4%
Contracts 8%
Clerking / Billing 4%
Accounting / Record Keeping 13%
Marketing / Advertising 20%
Insurance / Bonding 6%
Technology 23%
Human Resources 9%
Other 3%

Source: Industry profiles trends and successesane(2010)
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In this study also, 2007 respondents of differg@ groups were asked about influences
on becoming an auctioneer and the data below vaigsed. It is therefore quite clear that many

young people were in the business because of eststamily business.

Table 2.2: Means of new entry

New Entries in the Auction Business
_Referral from _ _

Exposure to Famil _ Career Counseling Experience

Age Group ) Someone in ) _
Business _ Career Program  Attending Auctions

Business

18-24 63% 6% 0% 31%

25-35 51% 11% 0% 39%

36-50 33% 10% 2% 55%

51-65 24% 14% 1 61%

Over 65 18% 13% 1% 68%

Source: Industry profiles trends and successesane(2010).

In the NKC study, it was deduced that entrepresteprrequires ample number of
productive human resources with multiple skills #rsustained period of time that can
transform opportunities. Entrepreneurs generallse@agon the utility of education, however
there is potential to improve the relevance of scigj of study. The study further suggested that
to improve the educational space for entreprengurédien entrepreneurship ought to be

introduced as a compulsory subject in businessatsho

Recent studies in South Africa (SAIA-2012) revélaat auctioneers should enjoy
working with people and have a good people’s skdisod sales skills, are able to influence

other people, be physically strong and healthy wdbd eye sight, be a confident speaker with
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a good voice and have the ability to talk rapidifris has contributed immensely to people’s
participation in this industry as many enjoy thedrspeaking. According to the South African
Institute of Auctioneers (2012), there are no fdrmaalifications required to become an
auctioneer. Most auctioneers work as auction clemkd general assistants while studying
intensive years In-service training courses at ®wactompanies accredited with the South
African institute of Auctioneers. Training is mosfiractical and takes 4-5 years, exposing the
auctioneer to auction sellers and buyers. During time, the auctioneer develops his or her
own auctioning style. Senior certificate is reqdite train as an auctioneer. African languages,
Afrikaans, English and accounting are recommenddgkests for metric. It is useful to have a
tertiary qualification in marketing, sales or pubhelations from a University, technical or
private college. The Kenyan case is not clear dmo@ing and any extra training for
auctioneers. In this study, the researcher soughtind out the academic and practical

experiences of auctioneers to know if this mayu@fice their participation in the industry.

As stipulated in the Auctioneers Act (1996), in tkenyan Laws, to operate as an
auctioneer there must be evidence that the appli@four ‘O’ level passes including passes
in English and Mathematics. Together with that,dpplicant must have a working knowledge
of the rules applicable to auctioning and attachnwérsale of property with a minimum of
three years experience with a reputable firm oftiaoeers. This requirement is quite a
challenge to the Kenyan people in that the knowdadgiot in the public domain and also very
few operating auctioneering firms would open tldmors for the public to gain experience in
the profession. Considering the art of auctioningitbess and its operations as shown in the
concept of auctions above, one is left wonderintdpéf academic requirement for this business
in Kenya would be enough to make an individualipguate in it excellently. Ones social status

and satisfaction to do a certain job perhaps hdeeta do with formal training. (Storey 1994).
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The most common public perception of an auctionsethat of a man or woman,
holding a gavel, spitting out a torrent of wordsdarelling "Sold!" as one lot after another
crosses the auction block (Vijay 2001).The chdrdt bften-indecipherable string of words, is a
crucial, but minor aspect of an auctioneer’s johisTmay be a hidden issue in the public
domain. The single most important role an auctiortakes on is that of marketing expert.
Auctioneers are adept at marketing a client’s pitygérough the appropriate media and reach
a specific audience. In large part, their livelidodepends upon being able to attract those
individuals most interested, and therefore, modlingito buy a particular item. In addition to
long hours, an auctioneer’'s annual income depepds the effort and time devoted to the
business. There are auctioneers who have becomiéghywedter establishing their business.
But, often, beginning auctioneers get their stastkinmg as a part-time auctioneer and holding
down another job. Like any business venture, tlhiermein income is largely dependent upon
the amount of time and effort spent doing that karginess. Ochs (2012 ) Believes that the
public often associates auctioneers with rural comities and livestock barns, notes that
auctioneers have the opportunity to reshape ppleliception and re-brand the auctioneer as a

business professional capable of marketing anchgedll types of real and personal property.

According to Chandler and Hanks (1993), auctiomge been viewed in varying lights
over the centuries. An address by the colorful Aunaer Millington included in an auction
catalogue of Paintings and Liningsthe Barbados Coffee-House in London in Febra&gg
implied that art auctions were considered disrdgatdn the eighteenth century, those in the
art auction trade, and the very trade itself, veatrized in political cartoons and the theatre by
artists like William Hogarth. However, this satdees not appear to have focused on attempted
fraud such as the dealers’ ring, but rather on rttenerisms of the auctioneers. In the
nineteenth century, an overriding stigma attacleethé¢ business of auctioneering because of

its identification with the auction of slaves. Aatiiction.
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Sentiments were recorded in Paris, London and Nevk,Ythe three most important markets
for art. In these cases auctioneers were accusathlpiractice including causing bankruptcy;
providing an instrument for the sale of stolen akef art; selling inferior goods; corruption,
fraud and having a deleterious affecting the bwssngf dealers It was not until government
began to regulate the art trade and the frequeh@rtoauctions, with their growing social
cachet, increased that auctioneers and auctiomebegan to cast off some of their former
unsavory image. The public perception of auctiopdergan to change by the late eighteenth

and early nineteenth centuries. (Smith 1990).

Over the last decade, particularly the last fearg, the South African auction industry
has seen impressive growth in terms of market slagset inventory and familiarity within the
public domain. The future of the local industryksorery positive as the benefits of the auction
method for the buyer and seller are recognized omider scale, and the perception that
auctions are exclusively used as a channel foclosed and liquidated properties is dispelled.

(Levit 2010).

A study conducted by Brandly (2012) in Indianahwiheme to find out how ethical
auctioneers are, concluded that generally the puldesn’t perceive auctioneers to be ethical.
A group of 100 auctioneers were asked to give reafwr the above and it was clear that it was
the belief in the public domain that people paicdadary are more ethical than those on
commission, People with more education are moreatthan those with less. People with
jobs portrayed as ethical on television are mohécat than those who are not. People in the
personal-care industry are more ethical than thdse are not. People who provide a service
are more ethical than those who provide a prodecpk who are paid indirectly are more
ethical than those paid directly. People who haweeensonsistent contact with a client are more

ethical than those who may only have one contambpl in non-sales jobs are more ethical
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than those in sales jobs. Definitely auctioneeesrat found in any of the above description of
ethical people. This is because, they era in thes $eeld, are paid on commission, they are not

in the personal care industry and meet clients onb/time.

2.4 Economic Implications and Participation of Autioneers in Auctioning Industry

Auctioneering like any other business venture nexpucapital to start up and also has
economic implications to operate. Shubik (2004)raef startup capital as the money that is
required to start a new business whether it is fmedffice, space, permits, licenses, inventory,
marketing or any other expenses. This money caredosm a bank in the form of a bank loan,

from investors or from an individual’'s personal isgs.

Some auctioneers who have good reputation and ieadesds start their own auctioning
companies while other find opportunities for caréerthe field of sales and marketing.
Auctioneers work mostly on commission basis. Theam of commission depends on the
auction, the company they are working for and tems sold. It is worth noting that for those
who start up their own companies to break into lwawery difficult as the market is saturated
in some areas, therefore they have to be preparedidtion movable items rather than real
estates and this requires an auction premise. lerisa any premise used for public auction
must be registered unless the auction is a onecdayty event. There is an application fee
which must be paid at the time of registration,ides the coast of leasing or renting the

premise (NAA-2011).

Brandly (2008), points out that there are manydaskolved in conducting an auction
other than bid calling. Adverts have to be plactaif has to be hired and trained. This is rather

a tall order for individuals beginning becausesjuires a strong financial base.
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In Kenya today, The Auctioneers Act (1996), manslaldhe Kenya Auctioneers
Licensing Board (K.A.L.B) to issue licenses to thasho may want to practice. Class ‘A’
license application form is to be sent togethehwait application fee of ksh.1000, evidence that
the applicant has available to him secure prem@esgptable to the board and sufficient to
store and auction goods. Cash deposit of one hdrttieusand shillings or a guarantee of a
similar amount from a bank. There should also bdesnce that the applicant has insured his
premise against burglary fire and theft for a mimmsum of five ksh.500, 000.An application
for a class ‘B’ license is also forwarded with gopkcation fee ksh.1000, and evidence that the
applicant has insured his premises against burglarg and theft for a minimum of
ksh.1000000, and for goods in trust for a minimwm $f ksh.500, 000(Auctioneers Act-1996.
Appendix 4).This study sought to find out how affable is the above to an auctioneer to
propel and sustain one to participate in the ingusiore so in the Nyanza /Western chapter of

the Kenyan auctioneers.

Storey (1994) highlights the problems that entrepues face in terms of credit
acquisition for startup businesses. This is bectheséenders are never certain if the businesses
are low or high risk businesses. Auctioning bussrfadis under this category of business and
acquiring credit to begin it is not easy. It is damt that the auctioning business depends
entirely on an individual's marketing strategy,aatbr that lenders can not be so sure if it will

be done well by the borrowers.

However reporting the findings of a study undertaks Cambridge researchers on
small firms R&D Technology and Innovation in theK,).Hoffman et al (1998), state that
despite being found to be a frequently cited bafaesmall businesses, only a small number of
firms seeking finance failed to find. Generally skiag, states in the eastern-half of the United

States require licensing, where as the statesenméstern-half of the United States do not.
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However, each state has their own licensing remerdgs like schooling, testing,
apprenticeship, a bond, continuing education asdaated fees; other states require nothing

of the kind.

There are no formal auctioneering courses availablew Zealand. So, auctioneers
who want to participate in professional developmarg increasingly taking online training
courses. This means that an individual must be @blpay some money towards this. To
become a licensed auctioneer you need to be indiihdlicensed by the courts. You must
meet requirements under the Auctioneers Act 1928chware based on an assessment of
whether you are a "fit and proper person”. The tailso takes into account your financial
position and character .Licenses are renewed eyeay, and the police are responsible for
vetting applicants. This study sought to find dut Kenyan situation, if finances determine
involvement in this industry. In the NKC study,wis revealed that 63% of the respondents
financed themselves into their businesses, 22%wvet&nancing from the banks, 3% received
from venture capitalists, another 3% from angekstors and 9% from other sources. It is not
known the sources of financing to the Western/ dganohapter of Kenyan auctioneers, an

important question that this study sought to answer

2.5 Government Regulations and Participation of Auttoneers in Auctioning Industry

Firm creation has been believed to be an impbthannel of GDP growth at leashce
Joseph Schumpeter. (Kaplanal 2007). In addition to expanding the range of prdsiuentn
can create more competition, lower prices for camexg, and may lead to better techno
adoption. Changes in the status of existing firmamf informal to formal ray also hav
important effects on GDP growth. The ability torsta firm, however, is limited by seve

factors including the burden of complying with gavaent regulationgBruton and Runan
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2002). Excessive governmental regulations can geovan inentive to operate illegall
Government regulation also may prevent some erm@ngors from operating at all since there
inherent disadvantages of operating in the inforseator A study by World Bank in developil
countries (2005) revealed that mess registration processes and costs involvedgaite
cumbersome for new ventures.

Based on data from 85 countries Djan&oal (2002) found a considerable burden or
entrepreneur looking to register a firm with thempriate authoritiesthe average number
procedures required to start a firm around the avizr[10, the average number of days is 47
the official cost of following these procedures gosimple firm is 47 percent of annual per c:¢
income. Djankov et al. (2002) cdode that for an entrepreneur in most countriegallentry i
extremely cumbersome, time-consuming, and expensweghermore, the authors found that \
stricter" regulation of entry is associated wittagily higher levels of corruption, and a gre
relative size of the unofficial economy.

Straub (2005) argues that the main reason thas faimoose to be informal is the desir
evade taxes. It is also possible that entreprere@sble to avoid the “excessivegulation
through bribesthus effectively reducing the impact of regulatioklowever, in spite of tt
multitude of barriers to formal firm creation, teehas been considerable emphasis ol
difficulty of complying with all of the regulationgquired to open a firm in develog countrie
(World Bank 2006, Economist 2004, De Soto 1989, Basterly 2006).

Governmental regulations can affect the motivediehts and customers. In America,
lack of auction licensing regulations in many states made it easier for lotigie auctioneel
to stay in business without the concerns of meetgglationsput it has also made it easier
people that want to call themselves auctioneergetointo the business. Because auctior
have fought new auction regulations for so manyrgjethey are now realizing the nega

consequences of making it easier for others taingethe business (N.A.A, 2010).
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Small businesses are responsible for nearly twaglof job growth in this country, but
their ability to move our economy forward has beeited by the more than 4,000 regulations
currently in the works. When governments imposeil@gns on small businesses that drive
up the cost of doing business, it's like imposingra That's why whenever small businesses
are polled, such as by Gallup, business ownerdadgyut regulatory burdens at or near the
top of concerns. And it's not just business ownpesception. As Professor Scott Shane has
pointed out in the past here on Small Business dgenesearchers and even World Bank
studies have shown that regulations adversely imgaall businesses, in four ways:(World
Bank 2006 ) Regulatory compliance puts a disprogaately large burden on small companies
because they don't have as much revenue to spreadcdsts over, as do large firms.
Regulations make small businesses less compe#iiagnst foreign competition. Regulations
add uncertainty, which keeps small businesses ineasting in capital purchases, services and

hiring. New regulations add complexity and ofternédnanintended consequences.

Campbell (2003),in a survey to discover the biggbstllenge facing small businesses
concluded that Inappropriate regulations resu#irinincrease in costs and damage productivity
and Competitiveness. Appropriately targeted regaiatcan have distinct benefits and the key
issue for policymakers is to ensure that thereni®@@nomic justification for any regulations
introduced and that they are framed in a mannechviminimizes the negative impact on
economic welfare. Complying with government regolas was the major headache for

individuals who desired to venture into small besses.

A study on the impact of regulations on compameSweden by Hjalmarsson (2010)
indicates that indirect economic consequences efreélgulatory burden are considerable. The
regulatory burden can theoretically have severdiréet effects. To begin with, it can be

expected that competitive pressure and entreprehiguwould be affected since the entry of
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new companies is negatively affected. These efimetisly occur through the companies’ cost

structure is affected by the regulatory burden @agse entry barriers into businesses.

The NKC study (2008) again shed some light on tleblpms faced by entrepreneurs in
India, and pointed out strongly that Governmentlagons were a major hurdle in the process.
The following indicators were noted; starting aibhass required 13 procedures and 33 days to
complete, dealing with licenses required 20 procesland 224 days, registering a property, 6

procedures and 62 days and paying taxes 60 paymiE2id hours.

Maina (2012) examines the cost of doing busineskenya and concludes that it's
unacceptably high. One major contributor is businmegulations in the country. The damaging
effect of this single factor is so immense thaisiffelt right from the point of registering a
business, through the life business operationeathint of business closure. The effect is also
felt by manufacturers when say, buying or leasmgnovable property, complying with the
onerous tax requirements, getting credit to finatiegr business operations as well as in
dealing with export and import procedures Kenya imaghe past received international
accolades for her efforts in streamlining the lgiag system and improving her regulatory
decision making. (World Bank, 2008) It is a welkaowledged fact that this happened after
the government took major steps to instigate licenseforms by reviewing the regulatory
regimes that resulted in the elimination, simpéfion, consolidation and harmonization of
business licenses. This study therefore seeksdodiut if government regulation like licensing
is a determinant in the participation of auctioseerthe Nyanza / Western chapter of Kenyan

auctioneers.
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2.6 Technological Know-how and Patrticipation of auttoneers in the Auctioning Industry

The use of technology in the present day businesklws inevitable. For any business
to expand and compete favorably in any market @new attempting to cut a niche for
operations and good profit making, the use of eurtechnology like online or internet has
proved quite useful and has in turn made the baesiaeena make great strides in the present

and resent past.

Pinker, Seidmann and Vakrat (2003) acknowledgdatiethat electronic markets based
on the internet has made auctions a more commonnaéegral part of the way commerce is
conducted. The expanded applicability of this tngdmechanism and the enormous flexibility
granted by the computational power behind onlingians present firms with many important
decisions and that auctions in purchasing areaively new topic in academia, regardless of

the internet type.

The earliest Internet auctions appeared in 1998y aictions based on Internet news
groups (Lucking 2000). In 1995, the first Interraiction websites opened, with On Sale

(www.onsale.comand eBay (www.ebay.com) starting operations. ayodhere are hundreds,

if not thousands, of websites dedicated to onlmetians. An incredible variety of goods and

services is auctioned on the Internet.

A study by Beam and Segev (1998) on auctions orintieenet, reveal that auctions on
the internet have recently become quite an actiga both in industry and academic research.
They further reveal that an online auction is msichpler than a full blown negotiation, in that
it reduces the state space of the negotiationite @one, and has the additional advantage of
being an institution where conduct can be delegetteh unsupervised agent. The above view

is supported by Milgrom, (1998). For over 20 yeamn, automated auctions have been
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determining the real time price of commodities .tlevelopment of secure transactions ,the
spread of easy to use web browsers and point ackl telichnology the tremendous cost of
going paperless and the growing internet populatiave all contributed to the raise of more
online auctions. In this study, | therefore seeldigcover if auctioneers in Kenya, especially
the Nyanza /Western chapter section embraces asdcusrent technology in their day to day

operations and the benefits of the same as indicatdhe study above.

Online auction is a web page, which displays infation about a good or service with
the intent to sell it through a competitive biddipgpcedure to the highest bidder(s). While
some online auctions also allow telephone or irs@erbidders to participate, a bidder must
have the ability to bid for (and possibly win) itermompletely online in order for the auction to
be considered an online auction in this study. @kbvery and payment processes do not
necessarily have to be electronic; often, an espnesil shipment would deliver the product
and payment would be made online by credit cardfime by check or purchase order
(Milgrom 1998). Online auctions are an extremelyalyic, fast-changing brand of electronic
commerce which is still in their infancy. The teology is just beginning to develop to the
point that it is feasible to run an online auctiand the business models are just beginning to

serve the tremendous online activities.

Auction Web was founded in San Jose, CaliforniaSeptember 5, 1995, by French-
born Iranian-American computer programmer (Beam Sedev ,1998) as part of a larger
personal site that included, among other thingsjd@an's own tongue-in-cheek tribute to the
Ebola virus. One of the first items sold on AuctMieb was a broken laser pointer for $14.83.
Astonished, Omidyar contacted the winning biddeas& if he understood that the laser was
broken, and in his reply he customer astonishedbyiractually saying that he was a collector

of broken laser pointers.
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EBay Inc. (stylized as eBay) is an American mutimaal internet consumer-to-
consumer corporation, headquartered in San Joddpr@G@. It was founded in 1995, and
became a notable success story of the dot-com buiblis now a multi-billion dollar business
with operations localized in over thirty countridhe company manages eBay.com, an online
auction and shopping website in which people arginesses buy and sell a broad variety of
goods and services worldwide. Such a site in theyke auctioning industry would be of great
importance to auctioneers and the researcher sawogifind out in this study if the 28
auctioneers in The Nyanza /Western chapter of @uetrs in Kenya are aware of a similar site

and if at all they are involved in online auctiogin

Millions of collectibles, decor, appliances, congrst furnishings, equipment, domain
names, vehicles, and other miscellaneous itemdisteel, bought, or sold daily on eBay. In
2006, eBay launched its Business & Industrial aatggbreaking into the industrial surplus
business. Generally, anything can be auctionedersite as long as it is not illegal and does
not violate the eBay Prohibited and Restricted #epolicy. Services and intangibles can be
sold, too and other services. Moon, (1999) poinis tbat bidding on eBay’s auction-style

listing is called proxy bidding and is essentiatyuivalent to a vickery auction.

In America, The National Auctioneers Associatioreated the Auction Technology
Specialist (ATS) professional designation to previductioneers with training in today's
technology, as well as provide instruction on howse technology to improve one's auction
business. In today's marketplace, technology aedriternet are affecting the way consumers
choose to buy and sell goods. Adapting to advaimceschnology and meeting the expectations
of your clients via the use of the Internet is betw an industry standard. The ATS program
was developed to assist Auctioneers in their usieafnology in their auction business(NAA

Education Department.USA,2013).This study sougleveal if at all such a programs exist in
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the Kenyan context of auctioneering, especiallytha Nyanza/Western chapter of Kenyan

auctioneers.

The study by Pinker, Seidman and Vakrat (2003)nmanaging online auctions in
America shows that the biggest hurdle for auctioh@eanting to implement internet bidding is
inventory management. It is in the same light that study sought to reveal the major hurdles

to the use of internet by auctioneers in the NyANeatern chapter of Kenyan auctioneers.

The study by Carter (2010) on auction industryAmerica asked 1972 auctioneers if
they had a business website and 76% said yes ag@d¥swho said no. When the same group
was asked about their use of social media, 64%onelu that they don’'t use while 36%
acknowledged the use of social media. This studyefbre sought to find out the significance

of use technology by the auctioneers in the Nydwsstern chapter of Kenyan auctioneers.

2.7 Theoretical Framework

This study is inclined to Keynesian theafyincome and employment propounded by
John Maynard Keynes in 1936. John Maynard Keynddighed the book "The General
Theory of Employment, Interest and Money to expldahe prolonged and massive
unemployment in the Great Depression (Edmund 20TIhg book criticizes the classical
model. Unlike the Classical economists, Keyneselel that prices and wages are rigid,
especially in the downward direction and hence #&wenomy is not a self-correcting
mechanism. In other words, Keynes believes thairiaes and wages are rigid, the economy
can stay at a below-full-employment equilibrium.pfase that the economy is at the full-
employment equilibrium. Further suppose that agageglemand falls. When this happens,
national output will fall below the full-employmemgvel which will lead to unemployment

resulting in a downward pressure on wages. Singgesvare rigid, in Keynes’s view, they will
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not fall. Therefore, firms will not increase outpamd hence national output will stay at a
below-full-employment level. Keynes attributes gmlonged and high unemployment in the
Great Depression to a prolonged and huge deficiemcyggregate demand and downward
rigidity of wages.

Auctioneering also uses John Maynard lesytheory especially during the process of
bidding to establish the price of a commodity. Jik&t in Keynes view, wages are rigid and
may not fall beyond a certain minimum even if tiggr@gate demand falls. In the same breath,
the price of a commodity may fluctuate as much @ssible during the process of bidding but
may not go beyond a certain minimum ceiling regsssllof the aggregate demand for such a
commodity. Auctioneering industry has been usedamsantidote to tame the menace of
unemployment through self employment. Auctioneerinmdustry, being one of the modern
business options provides excellent business opptds for many aspiring entrepreneurs.
Thus, auctioneering as an aspect of business weptovides solution to unemployment by

creating consistent streams of income to thoseasgledbe to it.

2.8 Conceptual Framework
Conceptual Framework is a diagrammatic explanaifche research problem hence an
explanation of the relationship among several factbat have been identified as important to

the study (Ngechu, 2006).
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Figure 2.1: Perceived Conceptual Framework showinthe interplay among variables
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The conceptual framework (Figure 2.1) verbalizes thterplay among the various
variables used in the study. Variables which haaenlbconceptualized as independent include;
Socio-cultural factors made up of age, gender, &tlut and business culture of the community

concerning the business.

Auctioning just like any business set up, reqaireertain minimum age. Though there
are no written laws in support of this school ajubht, age comes with maturity. Maturity is a
very important ingredient when it comes to entrapteship since it enables an individual to
work with people and through people freely, an easpadly needed in any business venture.
Education just like age is vital requirements whiegomes to entrepreneurship. Education
enables an individual to accumulate a working kmaolge about any business, facilitate the
processing of daily business obligations, helpbraaking up social barriers which sometimes
acts as stumbling blocks in business. Needlessayp education is used as a conduit in
transacting virtually all business transactionsnd& may not be a factor any business venture,
but in reality more men than women tend to ventarauctioneering business as witnessed in
Nyanza/ Western chapter of Kenya auctioneers whetr®f 28 licensed auctioneers, only one
iIs a woman. Culture is also very instrumental irfaasas business is concerned A family that
has some business tends to carry on with the saisiedss for several generations. Another
important independent variable is economic impiae. No business venture can be started
without money, as such; money plays a vital rolestarting up a business (venture capital).
Once a business has been started, its overheagl roast be sustained. Another independent
variable, technology know how is equally signifitam business especially in auctioneering
industry where networking and public relations gmdper marketing are core values. As an
independent variable, the Government plays a drucla in providing an enabling business
environment. The Government sets up the businessipaproviding trading license to willing

individuals who have applied and met the legal reguents. Individual/ personal business
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traits come in handy in any business. This is beealifferent people posses’ different business
traits and the far one can go in business depemdssoinner synergy one is bestowed with. All
these variables interact in order to determinepiuicipation of auctioneers in auctioneering

industry which is a form of business venture.

2.9 Summary of Literature Review

The literature captured in this section has touabredhe concept of auctioning as the
public sale of property to the highest bidder aad given a brief history of this industry that
clearly shows that this industry is one of the etdbusinesses existing. It reveals that
auctioning began in 500B.C, when it was the methedd for selling women under the
condition that they be married. Four types of amitig process has also been captured as
Ascending bid auctions, Descending bid auctionsst Firice sealed bid auctions and second
price sealed bid auctions . Auctioneering requs@se level of education but more so training
in the field of marketing as this is one of the omajluties of an auctioneer. Socio-cultural
factors like culture where family members have beerdently present and propelling to
auctioneers has assisted many auctioneers to qggadine people who practice auctioneering
according to this literature are middle aged ars® &l is clear that auctioneers attend auction
schools to learn their trade. Economic implicatiaesording to the literature reviewed mean
SO0 much to start ups in this business because wtitb@pital, one cannot be able to move.
According to the literature also, Government regofes mean so much to people who may
have an interest in doing this business. Many getodraged because of strict rules and
regulations that delay registration, and more oftean not some people resort to practicing
illegally. Finally Use of technology like the inteet has enabled auctioneers in other parts of
the world like the developed countries to tradehwat lot of ease and also the internet has

widened the markets of those who use it.
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CHAPTER THREE

RESEARCH METHODOLOGY

3.1 Introduction

This chapter describes the methodology that waadeel in conducting the study. It
describes the research design, target populat@onple size and sample selection, the research
instruments used, their reliability and validityopedures for data collection, techniques for

data analysis and ethical considerations.

3.2 Research Design

The study adopted descriptive survey researchgmedescriptive design was
appropriate for this study because it enabled ésearcher to collect and analyze quantitative
data. Descriptive survey design is a method ofectilhg information by interviewing or
administering questionnaires to a sample of indiald hence suitable for extensive research. It
is an excellent vehicle for the measurement of aittaristics of large population (Orodho,
2003). It maintains a high level of confidentiality is convenient and enables data to be
collected faster, enables questions to be askesbipally in an interview or impersonal through
a questionnaire about things which cannot be obserasily. It also gives the study an
opportunity to get an accurate view of responsessiges at both the individual and group level

(Kothari, 2003).
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3.3. Target population

The study was conducted in Nyanza/ Westhapter of Kenya auctioneers. The study
targeted all the 28 licensed auctioneers foundhm Nyanza/Western chapter of Kenyan

auctioneers.

3.4. Sample Size and Sample Selection

This section describes the sample size angpke selection that was used in the study.

3.4.1. Sample Size

A sample is a smaller group obtained from the whmdeulation. It is a sub group
carefully selected so as to act as a representafivbe whole population (Mugenda and
Mugenda, 2003) A population of 28 licensed auctradound within Nyanza/Western chapter

of Kenya auctioneers were considered as respontterttse study.

3.4.2. Sample Selection

Sampling is the process of selecting elements fagmopulation in such a way that the
elements selected represent the entire popula@odho, 2005). It is a statistical practice
concerned with the selection of individuals inteshd® yield some knowledge about a
population of interest. Sampling is useful in reéskabecause one learns some information
about a group by studying a few of its members awng time and money. This study did not
sample because the entire targeted population vBaswztioneers. All the 28 licensed
auctioneers found within Nyanza/ Western chapterKehya auctioneers were therefore
selected for the study. This is in line with Muganand Mugenda (2003) who suggested a

complete count (census) in a population of less th@0. Mugenda and Mugenda explained
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that a population of less than 100 does not recgarapling of representatives for the study.
Mugenda asserted that a population of less thanslfa® small to be sampled. For this reason,
all the 28 licensed auctioneers were included ensiudy. The researcher employed purposive
sampling technique in selecting respondents (liegnsuctioneers) who participated in the
study. According to Oso and Onen (2008), purposiampling is a technique whereby the

researcher consciously decides who to includearsthdy.

3.5. Research Instruments

The research tool that was used for collecting el&a a structured questionnaire. A
questionnaire is a research instrument that is tseglather data over a large sample and
diverse regions. It upholds confidentiality, satiese and has no interviewer bias (Tromp and
Kombo, 2006). The structured questionnaire had bptn-ended and closed ended questions.
The guestionnaire was organized into sections d#érnto extract specific information from
respondents. Each section addressed specific ofgecind by extension sought to answer
specific research questions. Section A sought tailmknformation related to demographic
characteristics of respondents; section B adddegsestions related to the extent to which
socio-cultural factors influence participation oégple in auctioneering industry, Section C
contained questions related to how economic impbas influence participation of people in
auctioneering industry, Section D had questionated to the extent to which government
policies and regulations influence participationpeople in auctioneering industry and lastly
section E focused on technological know-how of gloetioneers specifically, the use of the

internet to enhance their activities.
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3.5.1 Pilot Testing

Pilot testing is a trial run of procedures and nmstents that one plans to use. Pilot
testing may prevent costly mistakes. It is an ingoarstep in the research process. The process
of pilot testing commenced when the researchefendied her proposal successfully and
thereafter got an introductory letter which endblé&er obtain a research permit from the
National Council of Science and Technology. Theeaesher presented the permit to the
relevant authorities within Nyanza/Western chapfeKenya auctioneers. Due to the vastness
of the study area, the researcher recruited tlesearch assistants with knowledge on research
who were holders of Diploma in Research Methods fidsearcher then trained the research
assistants on how to administer the instruments. résearcher carried out the study together
with the three research assistants within the lstipd time. Purposive sampling technique was
employed in selecting respondents who participaténe study. According to Mugenda and
Mugenda (2003), a pre-test sample of a tenth of tttal sample with homogeneous
characteristics is appropriate for a pilot studyr this study, 3 respondents which is equivalent
to 10% of the sample size were interviewed durigt pesting. The researcher made formal
arrangements with relevant licensed auctioneerghenmost appropriate date and time of
conducting the pilot testing. The information gadteduring pilot testing was used to improve

the instrument.
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3.5.2. Validity of Research Instruments

Validity of research instrument is a measure of élxeent to which the instruments
measure what they are intended to measure (KadhdriPals, 1993). A research instrument is
valid if it actually measures what it is supposedneasure and when the data collected through
it accurately represents the respondents’ opinigasin, 2002). Validity of the research
instruments were ascertained by conducting a ptlady. This ensured that instructions were
clear and all possible responses to a question eaptured. Content validity of a measuring
instrument is the extent to which it provides adeqlcoverage of the investigative questions
guiding the study (Mugenda and Mugenda. 2003). His tstudy, content validity was
determined by consulting experts in research metlmthe school of continuing and Distance
learning of the University of Nairobi. These expgeiboked at every question in the
questionnaire vis-a-vis the objectives of the stadg did their own analysis to verify that the
questions contained the content of the area unddy.s Recommendations from experts were

taken into consideration to improve the instrument.

3.5.3. Reliability of Research Instruments

Reliability is a measure of the degree to whiclesearch instrument yields consistent
results or data after repeated trials (Mugenda Modenda, 2003). The researcher adopted
split half technique of assessing reliability besmit requires only one testing session. This
technique was also preferred because it eliminatesrs due to the respondents ease in
remembering responses from the first test, a phenom common in test-re test technique.
The split half technique overcomes this problendbyeloping one scale for each variable and
then dividing the scale into two halves (even vems#d numbers) which are scored separately

for each respondent. The scores are then correlateleck on the consistency of responses
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from respondents. Since split half procedure isebagpon a correlation between scores
obtained on only half the test, a correction isdeeeto determine the reliability of the entire

test. The spearman Brown prophecy formula is ts@dake corrections as follows:

WhereR is the corrected reliability coefficient
ris the reliability coefficient from originadalculation.

R = 2r ie. 2 x reliability for % tests

1+r 1 + reliability of ¥ tests

The reliability coefficient of the research instreimt used in this study was 0.6.
According to Dalen (1979), a co-efficient of 0.@0ndicates that there is a high degree of

reliability.

3.6. Data Collection Procedures

In order to collect data from the targeted respaotsjethe researcher obtained an
introductory letter from the University of Nairobnd a permit from the National Council of
Science and Technology. The researcher then sqeghtission from relevant authorities in
charge of the 28 licensed auctioneers within Nyaik¥astern chapter of Kenya auctioneers.
Thereatfter, the researcher visited each licensetdoager to make appointment on when to
administer the questionnaire. The researcher caedute study in person with assistance
from the three research assistants. Questionnages collected immediately after being filled
by respondents in order to minimize losses throungkplacement of questionnaires by
respondents. To ensure a high response rate, sbaroher explained the purpose of the study
to respondents, made questions precise and coraa#jed difficult questions asked by
respondents and assured participants of total dentiiality. Before data entry, questionnaires

were checked for completeness and data cleaninglerasto enhance data quality.
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3.7. Data Analysis Techniques

Data analysis is the process of systematicallycbéay and arranging field findings for
presentation (Bogdan and Biklen. 1992). It inveha@ganizing the data, breaking it into
categories and units and then searching for tramdspatterns before deciding to report. It
seeks to fulfill the research objectives and presidnswers to research questions. The choice
of analysis procedure depends on how well the igaenis suited to the study objectives and
scale of measurement of the variable in questi@taas analyzed using descriptive statistics

and presented using frequency and percentage tables

3.8. Ethical Issues in Research

A permit and research authorization letter webtaimed from the National Council for
Science and Technology in the Ministry of HighemEakion. An introductory letter seeking
respondents’ permission to be part of the study grasn to all potential participants (Refer
Appendix | for letter of Transmittal). A copy dfi¢ permit approving the study together with
the letter of transmittal is attached on the redearstrument as a confirmation that the study is
legitimate. Written informed consent for partidipa was obtained from all participants. For

confidentiality purposes, respondents’ names weteaquired.
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CHAPTER FOUR
DATA ANALYSIS, PRESENTATION, INTERP RETATION AND DISCUSSIONS

4.1 Introduction

This chapter presents findings of the gtwdhich have been discussed under thematic
sub sections in line with the study objectives. Tiematic areas are: Demographic
characteristics of respondents, socio-culturaloiacinfluencing participation of auctioneers in
auctioneering industry, economic implications iefiging involvement of auctioneers in
auctioneering industry, government policies andul&gpns influencing participation of

auctioneers in auctioneering industry and finalyctioneers technological know-how.

4.2 Questionnaire Return rate

A total of 28 questionnaires were admarstl to the respondents, only 24 questionnaires
were returned for analysis which formed 85.71% rret@te. According to Amin (2005), a
questionnaire return rate or response rate of G)%&omnsidered appropriate for research. This
therefore meant that the questionnaire returnab85.71% was appropriate for the study. The
guestionnaire return rate was high because thandss administered the questionnaires in

person to the respondents and collected them osatne day.

4.3. Demographic characteristics of respondents

This section sought to present the influence of afpaphic characteristics of
respondents on participation of auctioneers in ianictg industry. The demographic
characteristics that were investigated were agenaarital status. This gave a deeper insight
on understanding how these variables influencegoredents’ participation in auctioning

industry.
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4.3.1 Distribution of Respondents by Age

Knowledge of the respondents’ age bracketbked the researcher to be in a better
position of fully understanding respondents’ agstribution. For this reason, respondents
were asked to identify the age bracket which thelgig to. Findings were as tabulated in table

4.1.

Table 4.1: Distribution of Respondents by Age

Age bracket(years) Frequency Percent (%)
20-30 2 8.3
31-40 6 25.0
41-50 10 41.7
51-60 6 25.0
Total 24 100.0

Out of the 24 respondents who patrticipated in thelys2(8.3%) belonged to the age
bracket of 20-30 years, 6(25%) were of 31-40 yeH0§41.7%) were in the age category of 41-
50 years and 6 (25%) belonged to the age brack&il«f0 years. Based on findings of the
study, majority of the respondents 16(66.70%) bgdaohto the age category of 41-50 yrs and
51-60 respectively. This could be attributed tofte that age comes with maturity which is an
essential requirement in auctioneering industryis Tarther means that the youth or young
people in this region are not adequately involvethis industry yet, in the region, majority of
youths are not employed or do not have some sairiceeome a factor that has been put forth
by research carried out by the Central Bureau afis$ics(2005) indicating that the region has

high poverty incidence.
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4.3.2Distribution of Respondents by Marital Status

Understanding respondents’ marital statas wecessary in order to establish the link
between auctioneering industry and social roleedéffitiation. For this reason, respondents

were asked to state their marital status. Findwg® as tabulated in table 4.2.

Table 4.2: Distribution of Respondents by Marital $atus

Marital Status Frequency Percent (%)
Single 2 8.3
Married 20 83.3
Separated 1 4.2
Divorced 1 4.2

Total 24 100.0

Out of 24 respondents who participated in theyst@¢@8.3%) of the respondents were
single, majority of the respondents 20(83.3%) waearied, 1(4.2%) of the respondents were
both separated and divorced. From the findings,dtear that the majority of respondents were
married 20 (83.3%). These cadres of respondentmatere and responsible, attributes which
are essential for any entrepreneurial activity. Tinedings again indicate that this business
venture is somewhat a no go zone for the younglpemipo are found in this region assuming

that majority of youths are usually not married.
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4.4 Socio cultural factors and participation of autioneers in auctioneering industry

This section sought to establish the extent toclwisocio-cultural factors influence
participation of auctioneers in auctioneering irtdusThe socio-cultural factors that were

investigated were business culture, gender, agkeedncation.

4.4.1 Culture and Participation of Auctioneers in Aictioneering Industry

Literature reviewed pointed out that famityolvement, a business cultural factor has a
consistent impact on perception and performanggwef ventures. In the same light, this study
sought to find out the extent of family support fibre respondents in question. Hence,
respondents were asked what influenced them tonbecauctioneers. Their responses are

tabulated in table 4.3.

Table 4.3: Influences to becoming an auctioneer

Responses Frequency Percent (%)
Exposure to family business 3 12.5
Referral from someone in business v 29.2
Experience attending auctions 14 58.3
Total 24 100.0

Out of 24 respondents who participated inghugly, 3 (12.5%) indicated that exposure to
family business influenced them to become auctina¥29.2%) were referred to the business
probably by friends while majority of the respont$efh4(58.3%) got into business because of
experience attending auctions. Based on the firsdihgs rather obvious that business culture
has not contributed to the participation of auctens in the Nyanza western chapter of the

Kenyan auctioneers because culturally, theretig lgupport or influence by family members
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into this business venture. This goes a long wagxplaining why the auctioneers in this
region are only 28 out of the total 294 in the dogrand the reason here is that families don't
encourage their members to participate in thisrimss venture maybe because they themselves
are not involved in it. Suppose so many familiescpced auctioneering then definitely their

children would take up or inherit the family busises.

Findings of this study differ with that @fhristian and Chua (2002) that explained that
family involvement had a consistent impact on penfance of new ventures. Another similar
study with different findings from this study is &#sselyne and Mitchell (2000) that discovered
that elders can be used as entrepreneurial modelsnkthis study, friends counted much.
Lastly, this study has given different indicators lsusiness culture as compared to the study
by NKC India (2008) that gave a revelation tha%/df entrepreneurs studied were supported
by their families to start up their ventures. The#éerent revelations could be attributed to
business cultural difference between the communitiethe said studies and the communities

present in the Nyanza /Western regions of Kenya.

4.4.2 Gender and Participation of Auctioneers in Aationeering Industry

In order to deeply appreciate the inflleraf socio-cultural factors in auctioneering
industry, the researcher looked at gender andcpgaation of auctioneers in auctioneering
industry. The researcher wanted to know the seentation of respondents in order to deduce
gender difference and its significance towards Ivenment of auctioneers in auctioneering
industry. Respondents were asked to state theiosentation. The results were as depicted in

table 4.4.
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Table 4.4: Gender and Participation of Auctioneersn Auctioneering Industry

Sex Frequency Percent (%)
Male 23 95.8
Female 1 4.2
Total 24 100.0

Out of 24 respondents who took part in the stuehgjority of the respondents
23(95.8%) were male whereas only 1 (4.2%) was alienThis revelation is in line with a
report by KALB (2013), about the licensed auctiosem the Nyanza/Western chapter of

Kenya Auctioneers.

In order to fully know the reasons behihd tow involvement of women in auctioning
industry, respondents were asked to identify remsdry few women participated in auctioning
industry through an open ended question in the topesire. Majority of respondents 22
(91.70%) quoted that auctioneering requires a Iotemmergy and therefore women were
disadvantaged. This could be attributed to the tia&t auctioneering is believed to be- men’s
work and more to that, women fear confrontatiomsigering the fact that confrontation is

inevitable in auctioneering business.

Based on findings of this study, it isazl¢hat gender is a determinant of participation of
auctioneers in auctioneering industry as few woareninvolved. Findings of this study concur
with empirical studies conducted by Flory and 1(210) which revealed that Tiger women of
Chinese University tended to select less competjolbs for which they were equally qualified.
However, findings of this study do not concur WitlEK study (2008) that revealed that gender
did not make any difference to women’s entrepreiaéwentures and that only 13 % of the

female entrepreneurs interviewed acknowledged ttheit gender had hindered them on the
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way to becoming successful entrepreneurs. The migicovery in this study as relates to
gender aspects is that women are disadvantagédsimenture because culturally in this region

auctioneering is considered a masculine activity.

4.4.3 Age and Participation of Auctioneers in Auctineering Industry

Age as a social cultural factor is also aedatnant of participation in the auctioneering
industry. The researcher in this study sought towkithe age bracket of auctioneers in the
Nyanza/Western chapter of Kenyan auctioneers. Ikigrreason, respondents were asked to

identify which age bracket they belonged to. Figdiwere as shown in table 4.5.

Table 4.5: Age and Participation of Auctioneers irAuctioneering Industry

Age bracket Frequency Percent (%)
20-30 2 8.3
31-40 6 25.0
41-50 10 41.7
51-60 6 25.0
Total 24 100.0

Out of 24 respondents who took part in the study8.3%) of the respondents were
within the age bracket of 20-30 years, 6 (25.0%)eweathin the age bracket of 31-40 years, 10
(41.70%) of the respondents were within the ageketaof 41-50 years while 6 (25.0%) of the
respondents were within the age bracket of 51-@0syeBased on the findings of the study,
majority of respondents were aged between 41-56syaaclear sign that they were of middle
age energetic and perhaps able at such an ageetalmechallenges of auctioneering industry.

What is clear from the findings is that the youngpple do not engage in this industry.
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Therefore auctioneering comes with age, conside¢hedact that the majority of unemployed
people in the country are the youth, could make #einture not so easy to engage in for the
young people. The findings of this study are irelimith a similar study in the U.S by Cater
(2010) on auctioneers that saw the young peoplth@sninority group in this venture of
auctioneering. The profile of the typical auctienaccording to Cater, is a male, 51-65 years
of age with a high school diploma, works full tirnasiness and has been in business 21 plus
years. The scenario is more or less the same iNyhaza/Western regions as per the findings

of this study that reveal that 66% of the respotglare above 40 years of age.

4.4.4 Education and Participation of Auctioneers irauctioneering Industry

The level of education of practicing auctioneers wéainterest in this study. This was
to establish if level of education would contribtibeauctioneers participation in this industry.
To establish this, the respondents were askedte 8teir highest academic qualifications, and

the findings were as they are in the table 4.6\belo

Table 4.6 Highest academic qualification

Responses Frequency Percent
Certificate 16 66.7
Diploma 6 25.0
Degree 1 4.2
Doctorate 1 4.2
Total 24 100.0

Of the 24 respondents in this study, 16(66.7%) veemrtificate holders, 6(25%) were
diploma holders, 1(4.2%) and again 1(4.2%) heldelmgnd doctorate certificates respectively.
This therefore means that the academic qualifinati@quired for this venture is reasonable as

one does not need very high academic qualificattongvolve in the industry. This is an
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advantage to the people who may wish to take umthestry in this region. The findings are in

line with the requirements found during literatuegiew of this sub theme with reference to the
auctioneers act (1996) of the Laws of Kenya whitdtes in part that that, to operate as an
auctioneer there must be evidence that the appli@four ‘O’ level passes including passes

in English and Mathematics, among other requirement

The researcher was also determined to find outffieet of education and training with
respect to auctioneering activities within the Nzan/Western chapter of the Kenyan
auctioneers. A question was posed on the quesiirewaich asked respondents whether they

had attended any auction schools. Findings wetaebagated in tables 4.7.

Table 4.7: Auction School Attended

Responses Frequency Percent (%)
Yes 1 4.2
No 23 95.8
Total 24 100.0

Out of 24 respondents who participatedhe study, only 1 (4.2%) had attended an
auction school where as a whooping majority of oesients 23 (95.8%) had not gone to any
school specifically to learn about auctioneeringibess. The literature reviewed in this study
revealed that there are no auction schools in Ke@y@er countries like America, South Africa
and India have auctioning schools where auctienattend to learn their trade. A report by
the NAA (2011) indicated that many auctioneers imekica attend auction schools to learn
their trade and then become licensed in their gsad@. In other words, for one to be licensed,
he or she must have attended an auctioning schbelKenyan case is different. There are no

auctioning schools, instead an individual is expeédb have an O level pass, with a pass in
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English and Mathematics, there after attend wongshand seminars while practicing. This
revelation qualifies that the area of education &adthing poses a challenge to auctioneers
because one is left wondering how they learn thefaauctioneering. Comparing the findings
of this study and the NAA report, it is evidenttthactioneers in this region do not find it easy,

because for any venture of this caliber to succeedcation and training is a major booster.

In order to appreciate the importancedefoation and training in auctioning industry, the
researcher cross tabulated course attended iroageting industry against workshop attended

and obtained the results reflected in table 4.8.

Table 4.8: Course Undertaken In Auctioneemg Industry against Workshop
Attended

Attended a workshop

Yes No
F % F %
Course on Auctioneering 21 87.5 2 8.3
0 0 1 4.2
Total 21 875 3 12.5

Out of 24 respondents who participated ie #®tudy, majority of respondents 23
acknowledged the fact that they had attended wopgshvhere as only 1 respondent had not
attended any workshop. This highest number of medgats who had attended workshop acted
as a positive pointer that education and traingi@m important requirement for practicing
auctioneers, an aspect which justifies the fadtedacation and training is a determinant in the
participation of auctioneers in the Western/Nyartteapter of Kenyan auctioneers. The
auctioneers in this region value training, an iatian that practicing without training is

impossible. Auctioneers definitely require formedining to excel. The NKC study (2008)
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emphasized the importance of education and trainijngecommending that entrepreneurship
be introduced as a compulsory subject in businelsadds, to help those who might in their

lifetimes desire to become entrepreneurs.

4.5 Economic Implications and Participation of Aucitoneers in Auctioneering Industry

This section sought to discover the sources ofnfiea for the respondents and if
finances had anything to do with their participation auctioneering industry. Economic
implications that were investigated include; veataapital, overhead costs as well as financial

obligations.

4.5.1 Venture Capital and participation of auctioners in Auctioneering Industry

In order for the researcher to explore hewonomic implications influenced their
involvement in auctioneering industry, respondentse asked to state how they acquired

capital to start off their businesses. Their respsnwere as reflected in table 4.9

4.9: Sources of Venture Capital

Responses Frequency Percent (%)
Bank loans 3 12.5
Personal savings 21 87.5
Total 24 100.0

Out of 24 respondents who participated in the studgjority of the respondents
21(87.5%) acquired their venture capital from peassavings while only 3 (12.5%) of the
respondents received venture capital from bankslo@his means that not so many people can

venture into auctioning business in this regionaboese it takes only personal savings to start
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up, a fact that is difficult to achieve keepingmind that this region has a high level of poverty
incidence. Literature reviewed noted that auctioneeindustry depends entirely on an
individual’'s marketing strategy; a factor that lersl feel is a tall order for the borrowers.
These findings are in agreement with NKC study @O0that revealed that majority of
entrepreneurs (63%) financed themselves into thesinesses. This study revealed two major
sources of venture capital; bank loans 12.5% amsgopal savings 87.5% which differ from
NKC study that revealed several sources other geasonal savings including; bank loans

22%, venture capitalists 3% and angel investors 3%.

4.5.2 Overhead Costs and participation of Auctionegs in Auctioneering Industry

The researcher was interested in estabiistiia overhead costs auctioneers incur before
engaging in auctioneering industry. In order to teep this important information, the
researcher enquired from respondents whether it affasdable for beginners to acquire a
trading license or not because only licensed anedos are allowed to practice in Kenya, by

the Laws of this land. Their responses were as showable 4.10

Table 4.10: Cost of Licensing for Auctioneers

Responses Frequency Percent (%)
Affordable to beginners in business 4
29.2
Not affordable to beginners in the business 17
70.8
Total 24 100.0

Out of 24 respondents who participated i study, 17(70.8%) asserted that the cost of
licensing was not affordable to beginners wheradg 6(29.2%) echoed their voices that the
cost of licensing was affordable to beginners ia Husiness. Sentiments from majority of

respondents clearly signaled that auctioneeringdradt economic implications which if not

56



met hindered auctioneers participation in the itgud.iterature reviewed indicated that an
auctioneering business license costs not less ¢hanhundred thousand Kenya shillings to

acquire.

4.5.3:Financial Obligations and Auctioneers Partigpation in Auctioneering Industry

In order to understand the financial obligation fodividuals interested in engaging in
auctioneering industry, it was prudent for the agsker to establish the range of capital
required to obtain a trading license before ventuinto auctioning business. For this reason,
the researcher cross tabulated the capital reqtorednture into auctioneering industry against

the cost of securing an auctioneering license.rébelts were as reflected in table 4.11.

Table 4.11: Capital required to venture into auctiaming industry against Cost of securing

an auctioneering license

Cost

Below 10 000 20 001 -50 000 Above 50 000

F % F % F %

Capital 10001 - 50 000 0 0 1 41 O 0
50001 -100000 1 41 15 625 7 29.3
Total 1 41 16 66.67 29.3

Based on findings of the study, it was eviddsat one needs not less than 100 thousand
shillings to be able to venture into auctioneeririgterature reviewed also indicated that for
one to secure an auctioning license, one requireasa deposit of 100 000 shillings or
guarantee of a similar amount from the Bank. Tlais turther emphasized that in this industry,

finances are an issue, or even a thorn in the #epkcially if one has a weak economic base.
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4.6 Government Regulations and Participation of Aationeers in Auctioning Industry

This section sought to know if Governmengulations and policies determined
participation of auctioneers in the industry, witlthe Nyanza/Western chapter of the Kenyan
auctioneers. The Government regulations that waemaed included licensing and legal

requirements.

4.6.1 Licensing of Auctioneers and their Participabn in Auctioneering Industry

In order to understand the role of Governtmierauctioneering industry, the researcher
sought to know from respondents the duration thee@oment took to issue a license after

application by auctioneers. Responses of resposdare tabulated in table 4.12.

4.12: Time before the license is issued after appétion

Responses Frequency Percent (%)
1 month 1 4.2
2 - 6 months 13 54.2
7-12 6 25.0
Over 1 year 4 16.7
Total 24 100.0

Out of 24 respondents who participated in the ystudijority 13 (54.20%) received
their licenses from the government within a perd®-6 months, 6(25%) of the respondents
received their licenses between 7-12 months, 47%)p.of the respondents received their
licenses after 1 year and only 1(4.2%) of the redpats received their trading license within a
duration of one month. Comparing the findings aé tetudy and the NKC Indian study of

2008, whereby Government regulations were a majodlé in the process of starting a
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business in which case starting it required 13 gulaces and 33 days to complete, dealing with
licenses required 20 procedures and 224 dayse€gis a property, 6 procedures and 62 days
and paying taxes 60 payments of 271 hours. It cardéduced that in the Kenyan case,
Government regulations are also a hurdle. Anothatyssignificant to the above findings is

that of Hjalmarsson (2010) on the impact of regafe on companies in Sweden that
concluded that companies affected by regulatorylémrcan cause entry barriers into these
businesses. The findings of this study on the durateveal that one has to wait for several
months in order to acquire a license in Kenya;@ofathat can easily discourage somebody
who is interested in practicing. This duration adédtects renewal of licenses for those who
practice putting into consideration that beforaratividual’s license is renewed, one cannot be

in business. Renewal is done on yearly basis iry&en

4.6.2 Legal requirementsand Participation of Auctioneers in Auctioneering hdustry

The researcher looked at legal requiremienbe met before one engages in auctioneering
industry in order to further determine how governinpolicies and regulations influence
participation of auctioneers in auctioning industhy order to achieve this noble course,
respondents were requested to identify the legalirements to be met before venturing in
auctioning business through an open ended questidhe questionnaire. An introspection
carried out in responses of majority of respondel@s(75.0%) revealed four major legal
requirements. These include; one must be a Keniaerg one must pass in mathematics and
English, one must have worked with an auctioneefing for a minimum of three years
finally, one must possess a certificate of gooddoah not forgetting that licenses are renewed
yearly. One legal requirement identified by thepmxlents is quite difficult to achieve. This is
for one to have worked with an auctioneering firon hot less than three years. Literature

reviewed earlier indicates that the Nyanza /Westdrapter has only 28 firms licensed to
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practice, which means that the number of employe#sese firms is also limited and therefore

it can be concluded that this regulation hindersiggpation of auctioneers in this industry.

4.7 Technological know-how and Participation of Autioneers in Auctioneering Industry

This section sought to examine how auctomieechnological know-how influences their
involvement in auctioneering industry. This wascdssed under the following sub-sections;

computer literacy, use of internet and existencanouctioneers website in Kenya.

4.7.1 Computer Literacy and Participation of Auctioneers in Auctioneering Industry

In order for the researcher to capture ithfeuence of technological know-how on
participation of auctioneers in auctioneering iridysthe researcher was interested in
establishing the computer literacy of respondelfts. this reason, respondents were asked to

identify whether they were computer literate. Thhesponses were as shown in table 4.13.

Table 4.13: Computer Literacy

Responses Frequency Percent (%)
Yes 20 83.3
No 4 16.7
Total 24 100.0

Out of 24 respondents who participated in the studgjority of respondents 20
(83.3%) were computer literate and only 4(16.7%) Im® knowledge of computers. This
affirms that auctioneers are capable of using cdempuin the activities that appertain to
auctioneering, an indicator concurring with a stbgyBeam and Segev (1998) that concluded

that auctions on the internet had become an aatae both in industry and research.
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4.7.2. Use of Internet and Participation of Auctioeers in Auctioneering Industry

The researcher was interested in ascertpimhrether auctioneers technological know-how
influenced their involvement in auctioneering inolysin order to achieve this, respondents
were required to state if they were aware of onéinetioning and to say if they knew of any

firm within their chapter which auctioned itemsioel Findings were as tabulated in table 4.14

4.14: Knowledge of online auctioning

Responses Frequency Percent (%)
Yes 5 20.8
No 19 79.2
Total 24 100.0

Out of 24 respondents who took part in this stuahajority of the respondents
19(79.2%) were not aware that online auctions sxigtile 5 (20.8%) of the respondents said
that they were aware of online auctioning. Themfar goes without saying that majority of
auctioneers do not auction online. This means ti@atmarket of the auctioneers is limited
because the internet enables one to connect witlomsi of potential customers far and wide.
This limitation can translate into this businessnbea nightmare because live auctions are

difficult to conduct in comparison to online auctso

4.7.3 Auctioneering Website and Participation of Aationeers in Auctioneering Industry

In the final phase of investigating the influendeaactioneers’ technological know-how
on their participation in auctioning industry, tresearcher inquired from respondents whether
any auctioning website existed in Kenya. The redearasked this question with a view that
electronic markets based on the internet has macteoas a more common integral part of the

way commerce is conducted. Findings were as depiot@able 4.15.
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4.15: Existence of an Auctioneering Website in Kema

Responses Frequency Percent (%)
Yes 3 12.5
No 8 33.3
Not sure 13 54.2
Total 24 100.0

Out of 24 respondents who participated in the stowjority of respondents 13(54.2%)
were not sure of the existence of an auctioneenafsite in Kenya. 8(33.3%) respondents
confirmed the existence of an auctioneering webaitd only 3(12.5%) of the respondents
asserted that an auctioning website existed in EeRindings of this study differ with those of
Carter on auctioneering industry in America (20@djich inquired from 1972 auctioneers if
they had a business website. Results indicated’@%tof the respondents had websites against
24% who did not have. The absence of an auctiamgpevebsite revealed by this study means
that in terms of technological advancement of aneters in the Nyanza/Western chapter of
Kenyan auctioneers, there is dire need to havesméss website to ease auctioneers work and

also widen their market base.

In order for the researcher to furtherrapjate the integral role played by technology in
advancing auctioneering business, the researchghsto know how auctioneers do marketing
of their goods and services. Respondents were askstate whether they marketed through

print media or the internet. Findings were as ifated in table 4.16.
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4.16: Mode of Marketing auctioning Business

Responses Frequency Percent (%)
Print media 23 95.8
Internet 1 4.2

Total 24 100.0

Out of 24 respondents who took part in the stuabjority of respondents 23(95.8%) use
print mediawhereas only 1(4.2%) of respondents utilize theriret to market their auctioning
business. Findings of this study differ with a sanistudy by Carter (2010) which discovered
that out of the 1972 auctioneers studied; only 3§%hem used print media for purpose of
marketing against 64% who used the internet. Tleeafighe internet is bound to popularize
this industry if at all it can be embraced by thectineers. This therefore meant that
technology especially the use of e-commerce habewt embraced by majority of auctioneers

in Nyanza/Western chapter of Kenyan auctioneers.
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CHAPTER FIVE

SUMMARY OF FINDINGS, CONCLUSIONS AND RECOMMENDATION S

5.1 Introduction

This chapter contains summary of findings, condasrecommendations, contributions

to knowledge and suggestions for further resear@uctioneering industry.

5.2 Summary of Findings

The study sought to find out the determigaftauctioneers participation in auctioneering
industry. The study revealed that majority of teepondents 16(66.70%) belonged to the age
category of 41-50 yrs and 51-60 respectively. Tdusld be attributed to the fact that age
comes with maturity which is an essential requinetrie auctioneering industry. It was also
noted that majority of respondents were married803%). These cadres of respondents are

mature and responsible, attributes which are nacg&sr any entrepreneurial activity.

The first objective of the study was to bt the extent to which socio-cultural factors
influence the participation of auctioneers in amugiering industry. The study found out that
majority of respondents 14(58.3%) got into businessause of experience attending auctions.
Based on the findings it is rather obvious thatifess culture has contributed negatively to the
participation of auctioneers in the Nyanza westehapter of Kenyan auctioneers because
culturally, there is little support or influence Egmily members into this business venture. On
gender and participation of auctioneers in auctong industry, majority of respondents 22
(91.70%) quoted that auctioneering requires a Iotemmergy and therefore women were
disadvantaged. This could be attributed to the flaat auctioning is believed to be- men’s
work, women fear confrontation, considering thet fétat confrontation is inevitable in

auctioning business. Majority of respondents weyedabetween 41-50 years, a clear sign that
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they were of middle age energetic and perhaps abseich an age to meet the challenges of
auctioning industry. Finally, the study revealedttimajority of respondents 23 (95.8%) had not
gone to any school specifically to learn about ianetering business. The literature reviewed in
this study revealed that there are no auction dshaokenya. Other countries like America,

South Africa, and India have auctioning schools nelaictioneers attend to learn their trade.

The second objective of this study wasxpl@e how economic implications influenced
involvement of auctioneers in auctioneering industihe study established that majority of the
respondents 21(87.5%) acquired their venture dafpiten personal savings. This meant that
not so many people could venture into auctioneemmigistry because it took only personal
savings to start up. Majority of respondents 18%§). asserted that the cost of licensing was
not affordable to beginners. These sentiments fnoajority of respondents clearly signaled
that auctioneering had great economic implicatwhgh hindered many individuals interested
in auctioning from participating in the industry.was evident from the study that one needs
not less than 100 thousand shillings to be ablevanture into auctioneering industry.
Literature reviewed also indicated that for oneségure an auctioning license, one required a
cash deposit of 100 000 shillings or guarantee sifralar amount from the Bank. Therefore,
due to economic constrains few auctioneers marabe in the business as renewal of licenses

also has economic implications.

The third objective of the study was to edetine how government policies and
regulations influenced participation of auctioneéns auctioneering industry. The study
revealed that majority of respondents 13 (54.2086¢ived their licenses from the government
within a period of 2-6 months, a factor which com$ that Government policies and
regulations are hurdles for those who are intedesteventuring in auctioneering industry.

Majority of respondents 18 (75.0%) revealed foujankegal requirements. These include; one
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must be a Kenyan citizen, one must pass in mathesnand English, one must have worked
with an auctioneering firm for a minimum of threeays, finally, one must possess a certificate

of good conduct.

The fourth objective of the study was t@amine how auctioneers technological know-
how influences their involvement in auctioneerindustry. Findings of the study revealed that
majority of respondents 20 (83.3%) were computerdie. This affirms that auctioneers are
capable of using computers in activities that ajgierto auctioneering. On use of internet in
auctioning, majority of respondents 19(79.2%) weat aware that online auctions exists.
Therefore, it goes without saying that majorityaofctioneers do not auction online. Majority of
respondents 13(54.2%) were not sure of the existehan auctioning website in Kenya. With
regard of marketing auctioning business, the stuglealed thatmajority of respondents
23(95.8%) use print medihereas only 1(4.2%) of respondents utilize thermet to market
their auctioning business. This therefore meant teahnology especially the use of e-
commerce has not been embraced by majority of auextrs in Nyanza/Western chapter of

Kenyan auctioneers.

5.3 Conclusion

The purpose of this study was to exantieedeterminants of auctioneers’ participation
in auctioning industry. In terms of the stated a@sk objectives, the following findings

emerged from the study:

The study revealed that majority of tespondents belonged to the age category of 41-
50 yrs and 51-60 respectively. This could be aited to the fact that age comes with maturity

which is an essential requirement in auctioningustdy. It was also noted that majority of
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respondents were married. These cadres of respsnden mature and responsible, attributes

which are necessary for any entrepreneurial agtivit

The study found out that majority of res@ents got into business because of experience
attending auctions. Based on the findings it iseabbvious that culture has not contributed to
the participation of auctioneers in the Nyanza emsthapter of Kenyan auctioneers because
culturally, there is little support or influence Egmily members into this business venture. On
gender and participation of auctioneers in auatignndustry, majority of respondents quoted
that auctioneering requires a lot of energy andefioee women were disadvantaged. This
could be attributed to the fact that auctioningoedieved to be- men’s work, women fear
confrontation, considering the fact that confrootatis inevitable in auctioning business.
Majority of respondents were aged between 41-5@syeaclear sign that they were of middle
age energetic and perhaps able at such an ageeitimeechallenges of auctioning industry.
Finally, the study revealed that majority of respemnts had not gone to any school specifically
to learn about auctioning business. Auctioning intso many activities that may require
marketing skills, management skills like human wee management, issues to do with the
law and therefore it goes without saying that awntig schools with specific and relevant
curriculum or syllabus should be available for amers. The literature reviewed in this study
revealed that there are no auction schools in Keinjike other countries like America, South
Africa, and India that have auctioning schools wehauctioneers attend and are equipped with
necessary skills to learn their trade. This stutgréfore concludes that socio-cultural factors

influence participation of auctioneers in the irtays

The study established that majority @& tespondents acquired their venture capital from
personal savings. This meant that not so manyleemuld venture into auctioning industry

because it took only personal savings to startMajority of respondents asserted that the cost
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of licensing was not affordable to beginners. Thesatiments from majority of respondents
clearly signaled that auctioneering had great esocidmplications which hindered many
individuals interested in auctioning from partidipg in the industry. It was evident from the
study that one needs not less than 100 thousartinghito be able to venture into
auctioneering industry. Literature reviewed alsdicated that for one to secure an auctioning
license, one required a cash deposit of 100 0Qbngjsi or guarantee of a similar amount from

the Bank.

The study revealed that majority of resporid received their licenses from the
government within a period of 2-6 months, a fastiich confirms that Government policies
and regulations though quite a number, are notjarnhardle for those who are interested in
venturing in auctioneering industry. Majority oéspondents revealed four major legal
requirements. These include; one must be a Keniyiaerg one must pass in mathematics and
English, one must have worked with an auctioneefing finally, one must possess a

certificate of good conduct.

Findings of the study revealed that m&joof respondent were computer literate. This
affrms that auctioneers are capable of using cdempuin activities that appertain to
auctioning. However, on use of internet in audtign majority of respondents were not aware
that online auctions exist. Therefore, it goes witthsaying that majority of auctioneers do not
auction online. Majority of respondents were naesof the existence of an auctioning website
in Kenya. With regard of marketing auctioning besis, the study revealed thagjority of
respondents use print medidnereas only a small percentage of responderizeuitie internet to
market their auctioning business. This thereforamh¢hat technology especially the use of e-
commerce has not been embraced by majority of @anextirs in Nyanza/Western chapter of

Kenyan auctioneers, yet according to a study meaticarlier by Beam & Segev, it was clear
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that online auction is a much simpler than a fldwn negotiation in that, it reduces the state
space of the negotiation to price alone, and hasdlditional advantage of being an institution

where conduct can be delegated to an unsuperviged.a

5.4 Recommendations
Based on the study findings, the researcher sugtestfollowing recommendations;

Auction schools and colleges with specific and vate curriculum and syllabus for
auctioning should be established in Kenya to eqoiential auctioneers and even those already

practicing with auctioning knowledge, skills antitaties needed to do the auctioning business.

The Kenya Auctioneering Licensing Board shouldrcaut a nationwide campaign
and awareness to demystify auctioneering as a duatenated field and encourage women to
overcome stereotypes ideas concerning auctione&iramable them participate fully in the
business. The board should also create an awarengwspublic domain of how auctioneering

is a viable business venture for the Kenyan porato help in poverty reduction.

Banks should provide loans for persons interestacenturing into auctioning business
because auctioneering industry requires huge d¢apitaot less than 100,000 at inception
which is difficult to acquire from personal savireysd also a lot of money is required to run the
business, as the auctioneers headache is alwagdvertising his goods and maintaining his

employees, if at all making profit is somethinggtoby.

The Government should step up the processing diomeering license acquisition and
renewal within a period of 1 month to encourage anootential auctioneers to participate in
auctioneering industry and also ease the work aftming auctioneers, for the reason that if

ones license expires then he or she can not peaatitd! it is renewed.
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Technology, especially the use of e-commerce shbalémbraced by auctioneers in
transacting auctioneering activities. The governmamuld create an auction Technology
specialist profession designate as is the caseneri&a ,according to the literature reviewed, to
provide auctioneers with training in today’s, teglogy as well as provide instruction on how
to use technology to improve one’s auctioneeringjriess. An auctioning website ought to be

created in this industry too.
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5.5 Contributions to the Body of Knowledge

Table 5.1shows how the study has contributed to the bodgnotvledge in view of objectives.

Objectives Contribution to the body of knowledge

1. To establish the extent to which socio-cultura Auction schools and colleges should be
established in Kenya equip potential
factors influence participation of auctiorsesr auctioneers with auctioning knowledge,
. o skills and attitudes needed to learn the
auctioneering industry.
auctioning business.

2. To explore how economic implications Banks should provide loans for persons
interested in venturing into auctioning

Influence involvement of auctioneers in business since auctioneering industry
requires huge capital of not less than

100,000 at inception which is difficult to

auctioneering industry.

acquire from personal savings. Running
costs of the business also need substantial
amount of money, like when advertising
in the local dailies.
3. To determine how government regulations and The Government should step up the
processing of auctioneering license within
policies influence participation of auctionegrs a period of 1month to encourage more
auctioneering industry. potential auctioneers to participate in
auctioneering industry.
4. To examine how auctioneers technological Technology, especially the use of e-
commerce should be embraced by
know-how influence their involvement in majority of auctioneers in transacting

. . auctioneering activities.
auctioneering industry.
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5.6 Suggestions for Further Studies
This study did not explore certain areas Were equally important. Such areas were left
out because the scope of this study warrantedieim of this, the study suggests the following

areas for further research:

1. Impact of technology in advancing auctiongedicipation in auctioning industry.

2. Role of auctioneering industry in facilitagjieconomic transformation.

3. Challenges facing potential auctioneers’ipgtion in auctioning industry.
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APPENDICES

APPENDIX 1
LETTER OF TRANSMITTAL
Tel: +254725773819
Dear Respondent,
RE: REQUEST FOR QUESTIONNAIRE ADMINISTRATION
| am a final year Master of Arts student in BobdjPlanning and Management of the
University of Nairobi. As part of the requiremeifds the course, | am undertaking a study on:

“Determinants of Auctioneers Participation in Auatning Industry. A Case of Nyanza/

Western Chapter of Kenya Auctioneers”

You have been nominated to participate in the arggoesearch study. The interview will take
no more than ten (10) minutes and will be incorpatavithin your routine; your participation
is purely voluntary. If you choose to participgiease give as accurate and honest answers as

possible.

As a confidentiality measure, your name will net fequired. As a sign that you are
willing to take part in this study, however, youllvign or mark on the questionnaire before

you are asked questions. A copy of this letter bellgiven to you to carry home.

Thanks in advance for your support towards thigs®u

Yours Truly,

BEATRICE N. KAGOMBE

Student — UON
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APPENDIX 2

QUESTIONNAIRE FOR AUCTIONEERS

Instructions

Complete this questionnaire as honest asilple by either ticking the appropriate box for

closed ended questions or filling in the blank sgafor open ended questions. Do not write

your name in the questionnaire.

SECTION A

GENERAL INFORMATION

1. Which age bracket do you belong?

[ ]120-30yrs [ 1] 31-40yrs [ 1 41-50yrs

2.Sex orientation

[ ] male [female

3. What is your marital status?

[51-60yrs

[ ]single [ ]married [ ]separdte[ ]divorced [ ]windowed

4. What is your highest academic qualification?

Certificate [ ] Diploma [ ] Degree[ ] Masters |

Doctorate [ ]

5. Kindly indicate the number of years that you hagerbin auctioning business? ............
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SECTION B

SOCIO-CULTURAL FACTORS

6. Have you ever attended any auction school?
Yes|[ ] No [ ]
7.1f Yes in Q 6, which school did you attend? ...,
8. Have you ever undertaken any course on auctianatustry?
Yes|[ ] No[ ]
9. If Yes in Q 8, state where you attended theS®RIL...........ccoieiiiiii i,
10. What influenced you to become an auctioneer?
Exposure to family business [ ] Career counseling in school [ ]
Referral from someone in the business [ Experience attending auctions [ ]
Other reasons (SPECITY) ... vt e e e

11. In your opinion, why do you think most womee apbt involved in auctioning industry?

12 . How did you know about auctioneering business?

D Electronic/ Print Media D School

D Friends D Seminars

ANY Other (SPECITY) ...ttt e e e e e e e e e
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13. Please indicate your level of agreement/desargent to the following statement: Kenya
Auctioneering Licensing Board (KALB) officialsave adequately sensitized the public

on auctioneering business.

5= Strongly Agrees= Agree;3 = No comment2 = Disagreel = Strongly Disagree

Strongly Agree D Agree D
No comment D DisagreD
Strongly DisagreD

14. How do you market your auctioning businesh#opublic? | market my auctioneering

business through...............................

News paper adverts [ ] Radio [ ]

Brochures [ ] other means (Specify) ........c.cooovviiiiiniennns
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SECTION C

ECONOMIC IMPLICATIONS

15. Does availability of funds influence ones inmayhent in auctioneering industry?

Yes|[ ] No [ ]

16. If Yes in Q. 15, what range of capital do yaguire to venture into auctioneering

industry?

Below Ksh. 10,000[ ] 10,001- 30,000 [ $0,001- 50,000 ] Above 50,000

17. How much does it cost one to secure auctiongddense?

Below Ksh. 10,000 [ ] 10,001 —20,000[ P,@01- 30,000 ] 30,001-

18. What is your view on the cost of licensing in1@?

Affordable to beginners in the busines$jo} affordable to beginners in the business| |

19. How did you acquire capital to start off yoursiness?

Bankloans|[ ] Personal savings|[ Jother means (specify)...........cccevenn ..

20. How much does it cost you to marketryamuctioning business?

Ksh. 500 - 1500 [ ] 1501 - 2500 [ ]2501 — 3500 [ ] 3501 — 4500 [ ]
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SECTION D

GOVERNMENT REGULATIONS AND POLICIES

21. What are the requirements by the governmetrder to be given an auctioneering

TTo1=] AT

22. How long does the license take before beingegafter application?

1 month [ ] 2-6 months [ ] 6-12 months[ ] Over lyear [ ]

23. How often are you required to renewnyjmense?

After2years[ ] Yearly[ ] after 6 months|[ ] Monthly [ ]

24. Has your license ever been revoked?

Yes[ ] Nd ]

25. If Yes in Q.24, under what conditions was valeed?
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SECTION E

TECHNOLOGICAL KNOW-HOW

26. Are you computer literate?

Yes[ ] No[ ]

27. Are you aware of online auctioning?

Yes|[ ] No[ ]

28. Do you auction online?

Yes|[ ] No[ ]

29. Do you know of any auctioneering firm that doene auctions within your chapter?

Yes[ | No[ ]

Notsure[ ]

30. Does an auctioneering website exist in Kenya?

Yes[ | No[ ]

Notsure[ ]

Thank You for taking your Time to Participate in hStudy
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APPENDIX 3

NOTICE / Page 41

P. 0. BOX 30420 - 00100, TEIEPhune Nairobi 2715622 | 2715846, Telegram: ‘AUCGTIONEER’ Nairobi E-Mail: Auct gboard@yal COorm
The Auctioneers ucan;mg Boare is establishud under section 3(1) of the Aucticneers Ad 1336, The ‘object and purpose for which the Board is established is to exercise the general supervision and control over the business and practice of auctioneers. The Board issues licences and fias pawer to
discipline licansed auctioneers for miscenduct. It also carries out trai ng programines for licensed auctioneers.

The following is a st of auctioneers, both class A and "8’ wha have complied with allconditions for issuance of licences 35 at the date of this natice, A class & Jicence is a general auctioheering licence limited to specific districts whereas a class ‘6" licence is a general auctioneeri ng licence
which shall enable the holder to realize charged securities, repossess and sell any property thioughout Kenya, execute court orders and levy distress within specific districts.
: - ,
S/NO \ucsucs NAME AND PHYSICAL AND POSTAL JuRISDICTION 3. |3 Samson T. Tumbo Bungoma tawnship 577 Westzm and Rift 61 3308 Kenns . lacob Plax Ne. 2064 DC Road Opp. [Nyanza province
O TRADE NAME ADDRESS T/a Domindon Yards  |Tengezs hse 2*fl.0r.No5  |Valley Provinces Tfa ss-lm Intel Co, lcam (K) Migari only
. 3295 Franklin Anyana Osoro | ldmg il Valley only uctionears P O Box 1814-50200 only 1 P 0 Box naMaAoo
/a Pacific Auctioneers |st. & [| R, 40: BUN . [ SUNA MIGORI
54 o 1 20]00 32 5278 |Cherles | Korami Ondiek Higway foimer Nyanza Province 62 [3309 |George A Omill Chekimula nuudmg 395, km.32 [Nyanza end
NAKURU - T/a Jakach: Nngimugxiz Madrar collage T/a Demigen PO Box 3450-401 Western province
2 [3216  |David M Gchuli Pinkarm hse 2 . Fm 156 Rift Valley and i Box | ' HIsuMy ]
T/a Davis P O Box 3407 NAKURU MNairobi provinces KISUMU 63 [3310 Henry Ousa Ogutus Chekmula building 2 floor Nyafiza and
Aucti Services onl 33, |3273 Speke H. Nyamako 5880/Pioneer house Nyamia Rrﬂ \hlley, Nyanza T/a Odambo General [P 0 Box 3016 festern anly
3 3247 Dicksan Riri Monjo | Kawangware Kikuyu Road Naitobi and T/a Shenya Services [T Agencies Kisumy
T/a Da'Dikwai P O Box 53218-00619 Central province P 0 Box 28340500 NYAMIRA memsun' 4. [3317 |Peter Omari Obina | Mwalimu building Kisil/ Nyanza only
uctioncars NAIROBI only 36 [380 |Peter Simipy 2uljanah Cenve Giound floor | Coast Province T/ Omani Auctioneers Mumupal/sln(k/g\ 112 .
4 [s248 | William 0. Osiemo Garden Chambers 37 F. Suite | Cential and RIft T/aBeyand Moi Avenue only PO B
T/a Wil 303 B Moktar Daddah Street | Valley Pravince P O Box [ _ l(lsn
Auctioneers P ] Bvx 53421‘00100 only I MOMBASA [FAESE] Joefrick Nzyoki Muinde | Nyatero Plaza 39 Fl. Rm 6 Nyanza province
353281 [losephat K Mai ima Co-op hse 10 floor | Nairobi only /a Kimu Auctioneers |adiacent to stendard d«enered only
5. 3248 Dicksan Omonde mee- Nss Bdg next o Equrty Western Province V/a Twinstar slassie Avanue P 0 Bux 132
T/a Dimonde Agencies | Bank 2* Ir Rin.5 ioi Avenue | |anly |P'0 Box 195800100 HAmOBI |
& Auctioneers PO Bex2521-50200 36 [3282 | Grayan M. Muthon) valfi building Mokta daddah | Nairchi only - {88 33137 | Rase [\’Einz Nioki Epmri Cenise, Block A, Opp. | Nairobi any
- BUNGOMA T/a Vintage stesd app. evamee Gardens T/a Rorick Auctionaers | Butubur police station sut 264|
6. 3350 lsaak Miango Ngetne anman/cmalumx hse nixt 1o Nairobi only i O Box 598-00100 NAIROBI P o Bux -w,.aus
incipal Khaja Mosque Myakach lane 3¢ 37 . |328a Hudson Kariuki Njiru Rchemo hse Luthuli Avenue | Nairoi and
| Auctioneers | oot Rm3o3 T/a Vision Auctionsers |RM 4100 % Cenual anly 67 [3314 | Duncan Ndegwa Kinyua xmhm Mans\on Morkiar Nairgbi only
P 0 an Eﬁjiﬂ-ﬂﬂm B T/a Naduwande Daddah street opp. revan]ee
Auctioneers Gardens 2 flacr RM
7 3351 Boaz Mulinda huli _ nl Jazazlm building Kwashibu | Coast and Eastern 36, [3285 Solomon W. Njoroge Rift Valley only PO 501 6122!-00100
T/a Mumu Auctio éers wad Miwembe nyan Nombasa |Province only T/a Freeman NAIROBI
Box 42579-8| Auciie 68. 3315 Peter Okoth Oloo Mwalmu Hotel buddlng 2 [Rift Valley and
I T/a Indomitable floor Temple Roat Nyanza Frovince
B |3252 ufwd_ Muthela, snsmess Cenlle off logoo road | Nairobi province 3% (3286 |Samson T. Mzungn JEast to West market door Hyanaa province Auctioneers PO Box 1133 only
T/2 Girmat enly E T/a Sparknet |5 behind Eco bank Oginga ~[only . ERICHO
[Auctioneers itd P o am mawmoa Auctiongers Services | Gdinga road, Nyanza, 6. [3316 |Pamela Joy Ouka Afya Centro 10° Floor Hairobi Province
L PO um 776140 oo T/a Sadique P O Box 297-00204
- 13|33 [Anthony Kintihia Shnppmg Tomplex 7% floar | Centeal Province iisum Enterprises ATHI RIVER
Nyokabi Suite 14°and 15 Kimathiway ~ [only 40. (3287 Henry Shisia Matalanga Nahonal Cereals and Pvud\me Western province
T/a Antotech P O Box 1289 NYERL T/a Rhemat Eoard Mumias road. anly 70. 3317 [olumbe 5, Mogaro Rehema Block 4/10;
| jAuctioncers neers P o Bm: mu 50200 7/2 Mombasa P O Box 5606-30100
0. (3256 [Peter Muinde Munuve | Salama hse 3% lloor RIAS1Z  |Naiob] Provinee Chartless Rgencies __|ELDORET
T/a Enem Auctioneers |p O Bux 1&555 00100 only 41 |3288 mxan odtuamim ange Plaza 24floor KISUMU | Nyanza and 7. (3318 John K. Wanderi Plutos Emldmg Kenyatta avenue | Ritt Valley only
] "g Box 1003:40100 KISUMU | Westem province 1/3 ) K Wanderi 1# flooy
W 13387 [lrene W, fragn Pangam lum\:n Centre: Nairobi Province m lmu Consult only PO on ITQBI-ZDHW
T/a Janics \Avestment Murang'a road only NAKURY
Auctioneers 0 Box 5257500220 4% |38 |Wilson Mws Wachita | Chege hse opp. Bolana hotel 1| R Valley only 3308 lsaac Musila Mutis | Protocol Ploce Unuru Street | Contral provinge
NR!E T/a Whitesitver flaor RM. 18 T/a Superview Opp- Murathe plaza near only
[E Richard Wainaina Idoret Aucuun Centre, Opp. |Rilt Valley cti P O Box 88-20100 NAKURY Investments December hotel
T/a Seventy Seven John Pastorel Centre Eldarel | Province only 43, |5250 Jovan H, Kariuki Ufanisi hse 5* floor Haile Nairobi enly P '-7 Box 1899
0 Box 334-30100 ELDORET . T/a Muhatia Pala Sellasie Avenue HIKA
13, [3253 Zephania A. freba National Cereals and Pmduce Western Province Aucti PO Box 75 (3320 Jaseph Mwangi Kingori W’Ltexuue Hs-e]" ﬁwr right Central province
T/a Remma Board (N.CPB) o only NAIROBI T/a Bemac ing room
Rnud Opp. 44, |5291 | David K Kariuki Utali hse 37 floor room 3 Nairobi and Auclionsars P 0 Box 336!2-90500
Dehvermte Chunch, T/a Aztec Auctioneers |South Wing Utalii street Naxmbl Central Province M L NAIROBI
PO 2573-50200 EUNGOMA PO ch ssm-oulm only 74. (3321 Salomon Mlmguﬂ Cafe lodge Annex Shop No7 | Nairobi and
14 [3360|Cripus Woithaka Ndoha mkt office Rm 105 |Coast Province NAIR T/a Expaditious park road Nursing home Central provinces
/2 Five Eleven mbaraki r0ad Mombasa only 45. (3292 [aairo Ounza Mukoya  [Sifa hse 1- floar Kisumu Nyanza and P 0 Box 162-00100 anly
fors & Auctioneers (P O Box J2652-80100 T/a Yamuko Kakamega roa Western Province NAIROB|
L] P 0 Box 9147 KISUMU only 75 {3322 [lrene Adhiambo Ouma  |Bavesh Cenne No.10 Mgara | Nairobi and Rift
115 [3261 John 14, Kariuki Muratini nse Biashara Street | Central and 4. |3265 " [lomes Mbatia Cirege | Icon house Ngars road Nairobi only T/a Zasha Auctioneers |P O Box 947.00200 Valley onl
T/ Jo-Mwalia Kiambu Eastem province T/ Outright Waves (P O Box 3171400600 - 01
L P 0 Box 641100100 NAIROBI |only 76, (3323 Fhilip Makau Kamuyu Rift Valley
16 (3282 [ Wadwku Maina  |Wbaria Complex 1™ 1l Rm. 14 |Central Province 47 [3204 [Ezekiel Mutuky fl. Rm 61 Coastonly - - T/a Crates view Province
T/a tiu 0'80x 2082 NYAHURURU | any T/2 Autoland p 3 ok ST .00100 onaars enty
P 0 Box 3751-20100
T [3265 | Welter Odhiamba Muhu building, hsa 39 floor | il Val . 325 |franck 6 o Valey onl l—v Naxisu)
Hilan next 1o ColfCourse Keryatta | Priot oy ancis Muatha E?éfj;‘ﬁ,,d soor Mbu e ony T [5326  |Rosemary Waithia | Richmond Fause, 3% Floor Rm_[Naabiand
T/a Garam Investment | market T/a Freeman P O Box 3408-20100 NAKURU | Mbuthia No 2 A7 Mhngmu Street. Central Provinces
Auctioneers 7.0 Box 55279.00512 Services i T/a ibusera 9 0 Box 5184000200 only
49. 13296 |Anthony Michael INSSF Building 7%l _m 716 | Coast Province NAIROBL
16 (3263 | Dkech Bemard Oyug) oo buddmg Bankrosd | Nyanza provincs ooy Micha g T & 78,3527 stephen Kvarja New [Bhavesh i fm 104 Ngara, [ evobi Proviee
T/a Blegif Consult P O Box 2419 KISII only T/a Swiftway MOMBASA T/a Eleventh Hour npgnswm Fig Tree Hnrel anly
ctioneers
19. 15265 [Humpheey W. Okuku | Haile Selassie fvenue Ulanisl | Naobi Frovines 50. (3297 |Edwin Mwangi Waiagu | Muhu haldings hse 57 fL Next | Haiobi on NAIROBI
T/a Okuku Agencies | hse 5 Fioar door . T/a Garam Wvestment «M Colf Coure Commercnl i 79. [3328  [lasephat O Nyachoti St Judes Bwldmg oﬁnu;pml Nyanza Province
Auctioneers F0 Bax 75452:00200 | Auctionears T/a_Minmax Road, 1* Fi Rr only
NAIRO eors 7.0 Box 3540-40700
20, 5266 |Chares Kok b 55 T Maa road | eirob] and st
T/a Stanford Agencies v o Uc: 572120020 Central Province 5. |30 cgwﬁmy Hdungu Makueu Municpality Black /31 | ift Valey and |8a. (3329 Hamsnn Mm Neunjiri | Embassy Hse Harambee Nairabi Province
anly Josey Mburu Gichuz ma'? yanza pravince Enterprises |Avenue, Rm. No.9 only
2. (5267 |Jacob M. Muthenya Tnhau:u Hsﬁ Behind Mokamithi [Eastern province T/a mmm Kanu_hse 1% floor Ry Iy P 0 Box 51
T/a Lijaeva stares RM.3 only PO Box 175282 R _ NAIROBI
Auctionears 7080 216350100 George M. Kinuthia | wabhial Vaketia buiding Taveta | Contral orly 81" [3330  |Dovid Mugo Burubur business Centre 1 Nz\mhl and
MACHAKDS T/a Immediate Rd 3 floor suite 306 '3 Manyatia Prime  |fioor Rm. Uf 17 Kajiado Provinces
22, (3268 |Fenuy Sanja Natioral Cereals and Produce |Westem and Rift i P O Box 75185-00200 Auctioneers 0 Box 7‘3!5“0400 only
T/a Sakame Board Bungoma depot Valley Provinee NAIROBI - NAIROBI
|Auctionears P D Bm 1317 suzou 53, [3300 Calleb 0. Awich smm Piazs, Muranga R, Roam [Nai obi and ‘|6z (3331 Simbii E Kyalo Keum Towers 16% Floor Room | Nairabi Province
OIA T/a Carebase . KLE Central Province T/a Norern Nel
25 3269 |lesse Cyr\ls M. Mmga. Va\p Bldg 211, Mokler daddah bi only |investment P o an :5571-msoa only ictioneers ? 0 5ox 52514-00200
7/a Nairobl Chaanels | st. Opp. Jevanjee Garden, . NAIROD! NAIROBY
P 0 Box 598-00100 NAIROBI 547 (3301 |Protws Wanga Njereman Galakatm Investment house | Nairobi, Central 8. |3852 |Samuel M. Muthangya | Kanini Bidg Migwani Mwingi | Eastem Province
4. |3270 |Linus Wenjohi Weriry  (Blue Bush Hse. Opp. Kimando | Central Province T/a Timeless Dolphin Mo, 2 Tom Mbnya Street Konja |and Rit Vall T/a Samumu P 0 Box8g
T/a Mathira General |Bros., markzt ok fl.Rm. 4 |anly Auctioneers Round About Provinces o [ — Auctionvers MIGIWANI - KITU1
Auctioncers ' P. 0. Box 10925-00100 B4 (3333 Kevin Githaiga Mutahi | Rihal Hse, gd il. Tum Mbaya St, [ Nairobi Province
i . KAraTIA NARIOBI - [Tfa kaveo  Enterprises (P 0 Do 30 orl
25 13271 Godtiey Callins Gmondi |Alpha hse 27 floor vm‘ B N,.m and 55 [#302 ohn Macharia Mursguit [ Nature hse 3 floor room 5-13. |Rit valley and el |Auctiones NAIROBI
T/a Colinet Oginga Odinga stree! Westemn province T/a Cleverfine umeaya street/5upreme hse|Nyanza Province B5 |3334 Samsnn B ﬂﬂluli Busia Street Building 1% Westem and Rift-
Auctioneers P.0. Box 30!:4—40100 KISUMU |onl Auctioneers % ja Odinga avenue , T/ Dasemy P O Box 209 BUSIA Valley Provinces
26, |5212 |Agnes Munyaa Gill hse 1* Tloor RM3 1B Nairobi Province N S (PO Sox 304-00200 NAIROBI
/8 Mbaki Auctioneers |P O Box 22091-00100 NAIROB1| J[ss [0 [Lecnard Twa: |Syndicate ¢ bullamg 1% ficor next | Coast and Eastern B7 3338 |Lucy Wanja Thitu Wakika Hse Muun;‘a Road  |Nairobi Province
70 [3273 |Eunice W. Okello Off KSW Mambolea junclion: | Nyanza and Rilt T/a Ndutumi to splendid hotel Provines only T/a Njawaty P D E only
T/2 Jewo Auctiancers. |Miwari o4d behing junction | valley province Auctionses P 0 Box 141380100 |
Inn adjacent to new Dawn only _ . oM _ 88 3339 Petar Nderitu aupr.m u;c 4% Fl. R, 405 Nairobi only
orphanage home 7 [3304 | Peter Nduya Mwose | Uianisi hse 5* Foor Door C | Nairobi only T/a Folks Auctioneers [along Moktar Dacdah Street
S P 0 Box 3863-40100 - T/2 Muhatia Pala le Sellassie Avenue next o Famiy Bark
wsumy Auctioneers P 0 Box 7545200200 P 0 Box 00
28 15274 . |Paul Waithaka Githinwe | Pangani Auciion, Centa Nairobi nly NAIROBI “‘“"“'
T/a deal Auctioneers | Murang’a 10ad . 58 |3308 James Karongo Ng'ang'a | Popman hse room 317 3% fl, Nairobi only B9 (3340 WE\Im tnne Msnuu Sila_|Plutes Building 1411, Rm. No.2F |Rit Valley
L P 0 Box 42174-00100 NAIROBI T,' 'a The Ale P 0 Box 2167-03621 VELLAGE T/a E Along Kenyatta Avenue Makuru |Province only
29, 3275 Susan Wavery [Meru road off Moi Avenue Opp. |Coast and Eastemn | MARKET - NAIROBI -
T/a Trevo Auctioneers (Asha Trust building Mombase  |Province only 59, |3306 iusvhat Kipchin umbo Valley Complex Endoret [Rift Vﬂﬂq NAKURU .
P 0 Box 85000-80100 /3 Genaval Rift v;nq Kisumu road Province only 66 (3343 |Francs Njiru Njagi Epr:n Centre (Cumplrx) Nairobi Province
MOMBASA Auctioneers P 0. Bax 634-30100 ELDOREY . T/a Smart R Buruburu (opp. Pelice station, |enly
30, [3276  |Aled K Reya Fanana hause Kibas Road Nyanza Pravince 60 3307 |Kelather Joseph Giau | Park road Business Centre, Park | Nairobi nmnm ionears 2~ foor Rm.
T/a Pavement Opp. Paul Mark College anly 7/a Njogl Auctioneers (Rd st. Opp. Fquity Bank Ngara ly PG Bax 470-005 15
|Anﬂinlwers P 0 Box 4087-40103 £ P O Box 100410-00101 NAIRO!
KISUMU NAIROBI
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I.ICENCE NAME AND 'HYSICAL AND POSTAL JURISDICTION 003132 {Dennis K. Mwangi . [Rattansi Educational Trust Nairobi, Thika and 64. 003164 |James K. Muthoni Syndicate blg 1% Fir Mombasa & Kwale
TRADI NAME ADDRESS T/a Kenya Shield ~[building Opp. Kengeles Kiambu only T/a Jakimu P O Box 1413-80100 only
00}10] ala [Ufanisi hse 5* floor Haile Nairobi, Thika, auctioneers Restaurant MOMBASA e
T/a Mnh-ﬂa pah Selassie Avenue Machakos and P O Box 60879-00200 65.. 003165 |Stephen Karanja Fair lane hse Golf Course 4™ fl. [Nairobi, Kiambu
Auctioneers P O Box 75452-00200 Kajiado only NAIROBI Mbuthia P 0 Box 73198-00200 and Machakos only
: ROBI 33 |003133 |loseph Mungai [Muhu Rolding hse 3% i next to [Nairob, Kajiado, 7/a Wanji NAIROBI
2. 003102 |Jesse Mburu Gitau |Utalii House Utalii Street 2 | Nairobi, Kajiado Gikor Golf Course Commercial Centre [Kiambu and Thika A'Lﬁivnms 2
7/a Gallant Floor Rm2178 and Kiambu 7/a Garam Bagamoyo Road only 66.  |003166. |Efiud Chai Wambu _|Mark Photo building 1 FI. Nairobi, Kiambu
Worldwide P O Box 39805-0623 Investment PO Bux 5}279-00519 T/a Chador . | Commercial St. Thil and Thika only
Consultant: NAIR - Auctioneers P O Box 27304-00100
3, |003103 [losephNg'anga |Popman Hse 3 Fioor suite - |Nairobi, Thika, 34. - |003134 |Margaret Wanjiku  [Agip Hse Ent. B. 5% Floor Haile |Nairobi and le- .4 : NAIROBI -
Kariuki 3.09 behind Koja Mosque Moi | Kajiado and Njoroge Selessie Avenue Kiambu only 67. 003167 . | Moses Kariuki Nature Hse 3 Floor Nairobi, Thika,
T/a Josrick | avenue Kiambu only T/a Chestem P O Box 28157-00200 Macharia PO Box 3734-00200 NAIROBI |Kiambu an
Merchants P O Box 21841-00100 NAIROBI T/a Prodigy Kajiado only
if NAIROB 35. 003135 {Samuel Mutahi NHC Hse 209/4293 Agakhan [ Nairobi, Kajiado, i
4. 003104 - |Joseph Kariuki Karoki| Githurai 45 Roundabout next to [Murang'a, Nyeri Gathogo Wall Kiambu and Thika 68. 003168 | Francis Gitau Magero hse \’ floor RM:14 Moi | Bungoma, Trans-
T/a Muibau Highway View Hotel (NRB)  |and Nairobi only 1/a Valley P O Box 57893-00200 only /a Femfa Avenue KIT oia and uasin
P 0 Box 251310140 NYERI 4fﬂlmoneers NAIROBI .10 Box lsauozm KITALE -_|Gishu onl
5. 003105 | David Obare Old Kahawa hse Kisii Town | Kericho, Kisii, 36. 003136 |Stanley T. Mugacha ~ [Pangani Auction Centre Nairobi, Kajiado 003169 | Mary M. Weru Raisiri Hse 3% floof iambu, Nairobi
Omwoyo P.0.Box 1331-40200 Migori, Homabay T/a Galaxy P O Box 72113-00200 Thika and Kiambu, +|7/a Tigwoods P O Box 9477430500 NAIROBI |and Thika omy
T/a Omwoyo KISl and Nyamira t - | |Auctioneers NAIROBL onl
. 37, 003137 | John Maina Kingori |Duge hse Opp. Botana Hotel ~ [Nakuru only 70. 003170 |Daniel G. Muindo ~ |Wason House Ngara road Nairobi, Kajiado,
& 003106 | Charles Wanyeki | Mawaidha hse opp. HFCK % |Nyer, Kifinyaga, T/a Jogedah 2% {l. Rm 24 Tom Mboya St. T/a Sannex P O Box 53579-00200 Thika and Kiambu
iragu floor suite No.1 Murang'a and Auctioneers P O Box 12100-200100 : NAIROBI only
7/ Hippo P O Box 2024-10100 Laikipia only Services INAKURY 71. 003171 [Margaret Anindo |Pioneer/Racecourse Block Nakuru, Uasin
auctioneers Gen  |NVERI 38. [003138 |Elam Ngase Lumwaji |Jarmat Hse 5* F. Rm 508 P O _|Nairobi and T/a igare (Kapckechui)16 Gishu and Trans-
lerchants T/a Domicile Box 59201 -00200 NAIROBI ' |Kajiado only P O Box 334-30100 ELDORET _|Nzoia only
7. 003107 |Lydiah N. Waweru  [Krishna Mansion 1* Floor suite | Nairobi, Kajiado Auctioneers . 72. 003172 [Josephat Musila Nacico Plaza Ladhies road  [Nairobi, Machakos
T/2 Purple Royal |14 Moktar Daddah Street opp. |and Kiambu only {fiuu . P O Box 44199-00100 and Makueni only
{Auctioneers Jevanjee Garden . 39. [003139 Slephen Nyamu |Bhavesh Centie Opp. Fg e |Naiwobi, Kajada T/a Eastern Kenya |NAIROBI
P O Box 26093-00100 11* Floor Ngara road and Kiambu only
Bl L o Yli l-lhline P O Box 1539-00100 NAIROBI 73. 003173 [James Kimani Nature hse 3% floor RM.518 Nairobi , Machakos
5. 003108 |Johnstorie Kitheka. | Salim Mwamgunga. Road off | Mombasa, Kilf Ndirangu Tom Mboya Street and Kajiado only
Muli Jomo Kenyatta Avenue Behind - |and Taita Taveta 40. 003140  |Peter Kinyua Meru Road Syndicate building | Mombasa, Kwale T/a Cash gate P O Box 103845-00101
T/a Kithemu Majengo Sokoni Behind only Muchendu floor next to Splendid Hotel - -{and Malindi only i
Auctioneers Rembo Bar T/a Kinyua & Co. - |P O Box ESBHmwO 74, [003174 [Mutia Muindu Davdra Mansion zlong Joe Mombasa, Kwale
P O Box 84656 MIOMBAS| T/a Mutibra Kadenge street Opp. Fire and Kilfi only
MOMBASA a1, 003141 |Samuel Mugendi  [Jarmat hse Former Summit hse | Nairobi, Thika and i icipal yard next to
9. 003109 Isack Klpyegun Plutos Building 2" floor RM.9  |Nakuru, Kericho, T/a Clear Real 7% floor room 711 Moi Avenue |Kajiado only Mombasa High schaol
Kenyatta avenue Bomet and Buret | Auctioneers junction Monrovia lane opp. P O Box 88877-80100
I'/: Knl.to P OBox 215520100 NAKURU |only Central police station MOMBASA
P O Box 829-00200 75, |003175 [Joseph Kahoro Nellea Plaza 1# fl. Rm .3 Ngara Nairobi, Kiambu
10. 003110 |Ernest Mwangi Tel Aviv bldng Mama Ngina Strt |Kirinyaga, Murang'a NAIROBI lundia Rd (near Equity Bank) and Thika only
joroge Embu RMB & C 42 003142 |Kennedy Kweyu Kakamega Dairy Co-op Society {Kisumu, Kakamega T/a Upstate Kenya |P O Box 103754-00101
T/a Mwangi PO Box zsmsmoo EMBU ikuku Maziwa road and Bungoma only | uctioneers NAIROBI -
T/a Eshikhont P O Box 1980-50100 : 76. |003176 |Benard M. Gaturaku Mangu hse 3 floor room 36 - [Nyeri, Laikipia,
1. |003111 |James Mulua Musila |Gill hse 2 fl. RM.1 Nairobi, Machakos Auctioneers KAKAMEGA y T/a Bensure KISI! Roa Thika and
T/a Wansfield P O Box 39825-00100 and Kitui only Reuben Japheth Meru Castella Bmldmg RM NO. |Meru North, Meru Auctioneers Mt
Auctioneers NAIROBI Nkonge B3/39 Meru town South, Mery, lsiolo 77 |003177 [Elijah M. Mogeni - |St.Jude Building Court 1” floor Humabay, Migori,
12, 003112 | Peter M: Nature hse 3¢ Nairobi, Thika and T/a Japhet P O Box 774 MERU Central, and Embu T/aElimonyaco  |room 8 - Kisii only
Ndirangu bi Kiambu only, Reuben Nkonge . Auctioneers P O Box 4143-40200 KISH
T/a Express P 0 Box 67170-00200 = = - — 78. 003178 [Simon G. I Tusker hse Ronald Ngala street | Thika, Nairobi and
Agency Robert Maina Nguru [Nacico Plaza Ladhies Road 4% {Nairobi and Ngomonge P O Box 607500100 NAIROBI | Kajiado only
- T/a Nguru Floor Wing B Kajiado only : T/a Dollar Auctions :
13 [003113 " [Benson Njoroge _|Karuna hse 1% floor Commercial | Nairobi, Thika and Au P O Box 58371 -00200 75, 003179 | Dickson Matei Jeevan Bharat House 397, Rm | Nairobi and
kariba eet Kiambu only e} *—r‘_ﬁlﬂ — © |¥/a Machete No.3 Harambee Avenue Kajiado only
T/a Jaypat trading |P O Box 79153-00400 45. 003145 |George Gitonga | Richmond hse 2~ floor room | Murang’a, Nairobi, J_ P O Box 1956-00100 NAIROBI
o NAIROBI Muchiri 247 Mfangano street P O Box |Thiks, and Kajiado 003180 |Samuel Mudaki | Sauti ya Kenya Rd off Lawatoni |Mombasa, Kifi
14 (003114 [Jeremiah A Tembo Co-op. hse 3% floor suite Nairobi , Kiambu T/a Fantasy 146-00600 NAIROBI only Mugaro Rd. Opp. Sacted Heart High [and Malindi only
Muchendu 7 Moi Avenue and Thika only . 7/a Misa Mugaro 00l
T/a lcon P O Box 40781-00100 46." 003146 . |Gitu Wa Muniu * . [Business Centre off .Jogoo Rd .- Nalrob-, Kiambu, | Auctioneers P O Box 42,7‘@,00
i ROBI 2 T/a Girmat. behind Shell 2~ flflat 1 PO - - {Thika and Kajiado - MOMBA! B
15, [003115 |oshua O. Cargen hse Harambee Avenue | Nairob, Kiambu, Auctioneers | Box 47481-00100 81. 003181 |Geoffrey Kang Popman h Nyakach Lang Nairobi, Kajiado,
Oriuganda. 5 Floor RM.310 Thika and Kajiado - |nairost . [ et Kengehe:opman i Malach Lane of . Nairobh
'T/a Eshikhoni P O Box 8543 -00200 only 47. 003147 | Eliud Mungai Pangani Auction Centre [Nairobi, Kajiado, 5 Murang’a and
Agency NAIROBI King'ara Muranga road Opp. Guru  Thika and Kiambu |~ |Auctioneers Machakos onl
T/a Starline Nanak Hospital only 62, (003182 |Ben Mbugua Gathuri |57 Westland Road House, 1% [Nairobi and
16. 003116 | Okuyosi E. Timothy | Motar Mart Building 1# floor - _ |Mombasa, Kwale, | Auctioneers P O Box 62579-00200 ' /. Auckland floor RM.1, opposite Standard ~ |Kajiado only
g T/a Tip Top Mo Avenue Kilifi and Taita . [NAIROBI z Chartered Bank, Chiromo
Auctioneers P O Box 40147-80100 Taveta only 48 |003148 |Peter Muya LR. No. 209/676 Afya Centre | Nairobi, Kiambu, Actiomess Branch. Westland Road.
OMBASA 7/a R Tom Mboya Street NAIROBI _ * |Thika and Kajiado P.0 Box 62210-00200
17. .. [003117 |[Philip Mwaura Plutos Building 14 floor Uasin Gishu, Concepts P.0 Box 104463-00101 JAMIA  |only 3 INAIROBE
upyua P O Box 13919-20100 Nakuru, Tran-nzoia S— 83, |003183 |osephat G.Mararo |Trishul Towers Murang'a road |Nairob, Kiambu,
T/2 Gillete NAKURU, and Nandi only 49. 003149 | Godfrey Ngure 209/4271 Mescantile hse 1#fl. *|Nairobi, Kajiado, - 17/aMararo P O Box 46938-001 Thika and Kajiado
i Mburu m. 133 B Koinange street  [Thika and Kiambu : 1 ony
18. 1003118 |Richard Njoroge  |Gathungu house 3 floor Kirinyaga, Nyeri 1/a Beki Traders [P Box 46010.00100 only 84. 003184 [Joseph D.B.K. Richmond Hse 3%floor room | Nairobi, Thika,
Wachira Raom No.49 Kanisa Street and Laikipia only - |NAIROBI . Kimani 3.4B along Mfangano  Street  |Kajiado, Kiambu
T/a Greenbells [P O Box 3026-10140 50.  [003150 [Lawrence Mugambi |Uphill House 1* floor Mama |Meru, Embu and 1/a Pyramid 8001 and Machakos only | ~
NYERI Rutere Ngina Street Kirinyaga only
19. 003119 * [Michael Mutahi Witejthie hse 3" floor Nairobi and Thika T/a Giant P O Box 2211 EMBU 85. 003185 |Zacharia W. Baraza ~ | Development hse 2% floor Nairobi, Thika and
Githaiga THIKA only _ T/a Siuma ro0m 7 Moi Avenue Kajiado only
T/a Nyalgunga P O Box 1330 THIKA 51, |003151 |Godirey Githinji Nashi Hse 3° floor Mokta __ ’ialrobi and. auctioneers P O Box 21960-00100
Traders Kamiri Daddah Street opp. Jeevanjee  [Kajiado only NAIROBI
20 [003120 |Timothy O. Awuor | Viewpark towers Utalil Lane | Nairobi, Kajiado /a Westminister | Gardens 86.  [003186 |[Richard N. Nyariki |East African Growers building | Nairobi and
T/a Nairobi suite No. 1 Wing C 4* floor and Kiambu only Commercial P O Box 7102-00100 NAIROBI K 7/a Baseline 1* floor opp. Longonot place | Kajiado only
Connection P 0 Box 5444-00100 Auctionaars Kijabe street
Services NAIROBI 52, |003152 |Wilson Arap Koech wng e hse 34 floor ight wing | Maragua P O Box 79001-00400
Auctioneers /a Koemat 5A Thika Murang'a and NAIROBI
21 003121 |Stephen Giathi Kahia | Amstrong building 2*floor- ~|Mombasa, Kilifi, |Auctioneers P 0 BOX 86801000 Thika only 7. 003187 |Elizabeth W, Kamau | Mijikenda building hospital | Malindi, Kilf, Lamu
T/a Rariga Traders |Moi Avenue Mombasa Malindi and Lamu - T/a Malindi Utalii road opp. Malindi fire  |and Mombasa only
Auctioneers P O Box B7454-80100 only S3. 003153, {Rosemary Njeri Austln hse 1% floor above K- rep |Mombasa, Malindi, " Auctioneers station
MOMBASA Wawery bank Mai-avenue MOMBASA ~ |Kwale only ¥ P 0 Box 1546-80200 MALINDI
22. 003122 |Samuel Wangai Wason hse Ngara Rd Nairobi  [Nairobi, Kajiado, 7/a Thaara P O Box 85000-80100 88.  |003188 |Paul Thumbi Kabai |Protocol place Uhuru street Nairobi, Nyeri,
Mugo P O Box 53579-00200 Thika and Kiambu MOMBASA SR T/a Suparview | opp. Mwathe plaza near Thika and Kiambu
T/a Sannex NAIROBI 54. 003154 |Benard L Mugo Wanyori house Parkroad 1% Nairobi and ’ Auctioneers December hotel only
Enterprises 7/a liinu floor Rm. 19 opp. Musiim Girls |Kajiado only R P O Box 1899 THIKA
Auctioneers |Auctioneers academy (89, [003189 |Hamuza A Jeneby | Msa Block 42/Xv1 Mombasa _|Mombasa, Lamu,
25 [003125 |Wison Mureithi Nelea Plaza Ngara Road Nairobi and P 0 Box 33626-00600 T/a Jeneby P O Box 83470 MOMBASA | Malindi and Kilifi
Kariuki P O Box 33812 -00600 Kiambu only ROBI S Auctions
T/a Wiskam NAIROBI 55. 003155 [Peter Githiwa Pangani Auction centre Nairobi, Kajiado, 50, 003190 |James M. Niurit—[Nature hae 29 fioor suite Nairobi, Kafado
aweru P O Box 42174-00100 Kambu and Thika T/a Evasijame (42108 Tom Mboya Street  |and Kiambu only
2. [003124 |Peter Maina Mwangi | Lotus hse, 3¥ floor RM.302 LR, T/a Ideal NAIROBI only Auctioneers P O Box 67129-00200
T/a Cash Crop NO. 209/2718 Nairobi L1 |Auctioneers' . NAIROBI
|Auctioneers. P O Box 58385-00200 56. 003156 | Denis Kirui Sel & Barnet hse Moi road 1# ﬁ_akum, Uasin [o1. 003191 |Elizabeth W, Muigai |view park towers 11811, Nairobi, Kajiado
NAIROBI T/a Saddabri floor room 1 opp. Electricity | Gishu, Kericho, 7/a Integra P O Box 7031-00200 NAIROBI | and Thika only
25 [003125 |zachary Wachira Lulhuh Avenue, Luthuli hse 7 Narob and |Auctioneers hse Nakuru Narok, Transnzoia, |Auctioneering (K)
Kihu floor RM.B 2 Kajiado only PO Box 1308420100 Keiyo, Baringo and i Company -
T/a Zack-mak P O Box 12160-00100 | NAKURU Bomet only 92. 003192 Stephen Karanja Kijabe strt next to Universal Nairobi, Kiambu,
Enterprises NAIROBI 57 |003157 |Sammy Muli Mutua |lamimah-Court off Jomo [Mombasa & Taita 7/a Dalali Traders” {church OPPE. A. Seed Co. Itd |Kajiado and
i /a Work No Kenyatta Avenue Taveta only P.0.Box 2213-00100  ~ |Garissa
26.|003126 |lohn Kirithio Muits [ New Muga hse 3¢ floor RM. 35 |Uasin Gishu, Words Auctioneers (P O Bos 42575-30100 93. [003193 [lustus Matundura - _| Gl Hse 1* floor Suite 3113 Mol | Nairobi and
T/ Jomuki Kenyatta Street Eldoret Nakuru and Trans- MOMBASA 8 2 T/a Jumbo Airlink | Avenue Kajiado only
Auctioneers P O Box 156230100 nzoia only 55 (603158 [Jemes 0 o Tom Mboya Estate Indusi foad - | Kisumu, Siaya, | Auctioneers P 0 B,,x 117, 0-00400
ELODORET a Nyaluoyo P O Box 64840100 Busia, Kakamega
27 |003127 |ishmaelElisha  ~|Rehema hse 3¢ floor Kaunde | Nairobi only | _____|Auctioneess land Bungoma onl 54 To03184 |DicksonKarame—THi g,mw Estate off Mhagaihl = .
ikote Street . [003155 [ John O. Omutimba | Wami hse 2% 1l Rm. 7 Jogoo _|Machakos, Thika Karioki - | oad nestKemst et K‘amhu o"hr
T/a High Class * [P O Box 9088-00100 T/a Mutrix road opp. KCB Building and Naicobi only 1/a Dikemwa P O Box 46602-00100 1
i NAIROBI A P O Box 7645 00200 i i |Auctioneers - -|NAIROB!
28. 1003128 [Robert N. Maina [Blessed hse 2*fl. Dr 5 Ngara  |Nairobi, Thika, NAIROBI 5. |003185 [David Wanded - |Gl Hse 3% Fl Rm. 6 Moj Avenue| Nairobi, Kiambu,
T/a Antique Road opp. Ngara Post office . (Kajiado and 60. 003160 frednck N Ng‘anga Popman hse next to Khoja Nairobi, Kiambu, 5 T/a Taifa P 0-Box 9762-00200 Thika and Nyeri
Auctions Agencies |P O Box 32229-00600 Kiambu only - mosque Nyakach lane off Moi -|Kajiado, Maragua NAIROBI only
NAIROBI auenue 5 floor RM30S and Murangaonly | | \G5=T555755 | Cladys Kesi Nidisya | Mokena hss Baludht sueet o[ Moorbass, Kawale
29. 003129 \Mlsbon Kiama Og‘p Kléen;bems Bap:s{ Primary M;:irinba;a and - P O Box 69258-00400 T/a Trophy Kwal d and Malindi only
A% ibuini Schools along Bamburi ilii onl - ctioneers
1;': Dask ~Kiembeni s 61. 003161  {Felix Apollo Owuor - |Nafaka hse Oginga Odinga opp: numab;‘y.kl:isii, et F10 By 1225:60100
Auctioneers P O Box 84642-80100 T/a Victoria Surani centre ligori, Kakamega - - s
SA Blue Services P O Box 1661-40100 KISUMU (& Kisumu only o7 {o0si98 {:g‘ﬁa”‘“"’ge g'e‘:"ﬁ:'ef;:‘fr‘z%’;:;;"' Fig |Nairobi only
30.  [003130 |Daniel Maina Nacico Plaza 3% floor Rm. 312 |Nairobi only Auctioneers S 7/a Joyland P O Box 11229-00400
ospeter d 62 |003162 B/:njamln Kisoi Sila | Nacha Plaza 31d floor Rm 19 Naﬁbl,_g‘akuru[ . ot NAIROBI
T/a Damas Services|P O Box 35156-00200 T/a Legacy along Kijabe Ro and Kericho only . =
Auctionecring  |PO Box 18121 20100 NAKURU 98, |003199 !Rsiari:e glkmgi ;:.nMg:;: bulldlng 2%floor room M:rr‘: j?;k:;“Mem
31, 003131 |John M Mbijiwe Uganda hse 2" fl. RM15 Nairobi, Thika, Services — . 1/a Viewline P 0 Box mwuno Mzuu North and Embu
T/a Bealine Kenya |Kenyatta Avenue Kiambu, Kajiado | | [63.  |003163 |lames Frandis Trust Mansions blgs 1" l. left | Nairobi and Thika only
{Auctioneers P O Box 52280-00100 and Machakos only ang’a wing dou( x Tobman road opp. |only 55 (005200 |Hezron G, Onsongo [Kainee! plaza temple road 79| Uasin Gisha and
T/a Ndarugu & | City M T/a Hegeons floor room 2.09 Kericho only
Co. Merchant P o Bux #7104-00100 P O Box 1835-20200 KERICHO
Auctioneers
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100. 004288 Xsabel Waruguns Ll Hse 57 Sute C16 | Nairob, Kambu 003522 |lones Nyaimwa mhum hse along Kehancha | Kisumy, Migori, 166, |003555 |Evans M. Maabi Burton house 37 floor Moi | Mombasa and
Luthuli avenue Kajiado, Thika and Marwa Taranganya road at lgeria Cisii, Kuria, Kericho T/a Murphy Avenue Malindi only
r/a Excellence P 0 Box 45307-00100 Muranga only T/a lkimwanya  |P O Box 38 KEHANCHA and Transmara only| |Auctioneers - P O Box 3070-80100
& Integrity NAIROBI i MOMBASA
. . |003525_|Mohamed Jaffer A. | Nehru road Portuguese road | Mombasa, Kwale, 167 |003556 [Kennedy N. Mulwa _|Whitestone Hse Chepkori
T01. 004289 |Joseph Njenga Coffee Plaza 6" fl. Haile Sellesie | Nairobi and agani Mombasa Kilifi only = |7/a Whitestone  |Road off Lusaka an
Njoroge Avenue Kiambu only T/a Jagani P O Box 84200-80100 Auctioneers P 0 Box 79157-00400NAIROBL
T/a Jenen P.0 Box 28961-00200 Auctioneers MOMBASA 168. 003557 Juhus Mbilu Kiko | Masaku Tobacco hse Ground fl.
i 003524 |Mohamedali MH. | Nehru road/Portuguese road | Mombasa, Kwale 7/a Falcon Mbolu Malu Rd Machakos
702, |004290 |Simon Kanure Kibue Sumays hse 2 flr. Suite 213 Nairobi, Thika, lagani Mombasa and Kilifi only . Recovery P 0 Box 34042-00100
T/a Restorers off Kilome road Nairobi Kajiado an T/a Jagani P O Box 84200-80100 - |Ructioneers NAIROBI
Consuit P O Box 1375-00232 RUIRU Kiambu only | Auctioneers MOMBASA 169. 003558 |Michaels Thuita Othaya Kabete hse 2% fir Rm Thika and Nairobi
Auctioneers 136.  [003525 |Oscar Otieno Magsons Plaza 3 floor Hospital Gachoka 37 River Road _ only
1o [ooe9n [ nhya Matei | Mbitini Hse 1* fir Machakos | Nairobi, Machakos, Odongo road M 7/a Beyond Vision |P O Box 13439-00800
Kingoti next to Equity Bank Kitui, Makueni and . T/a Odongo PO Box 330-40200 KISt NAIROBI
T/a Max P 0 Box 1924-90100 Mwingi only . Investment T70. |003559 |Nashon K.Murii |Felta house OPP. Grabu Hotel | Kuria, Migori,
MACHAKOS /2 Muriri Migori Suna, Nyamira,
704, |004292 |Reuel Mungai Kirathi | Valji building 2 Fl RM. 203 | Nairobi, Kajiado 003526 | Paul Barasa Wamoto |Former NSSF Building next to | Bungoma, Auctioneers P O Box 468 SUNA MIGORI Transmara,
T/a Nai next to garden chambers and Kiambu only T/a Pawaba Equity Bank 1% floor room 7 |Transzoia and Homabay and
Channels - Moktar Daddah street Auctioneers next to Farmax Insurance Moi |Uasin Gishu only Gucha only
i P O Box 598-00100 NAIROBI Avenue - Bungoma . 171, |003560 |Geoffrey | Kariuki |Prestige Mall Nakuru Nakuru and
105, |004293 |Gerald M. Thuita Narshi house 1* floor RM. Nairobi, Kiambu, P O Box 494 BUNGOMA - 7/a Direct ‘0" P O Box 13041-20100 Kericho only
6 7/a Startruck Moktar Daddah Street app. do and Thika 138, [003527 |Onesmus Macharia |View Park Towers 9% floor Nairobi and Auctioneers NAKURU
Auctioneers Jevanjee Gardens only Waithaka Wing A" Kajiado only 172 |003561 |Philemon Ngewa |Ambalal house 5 floor South | Mombasa, Kwale,
P O Box 10633500101 T/a Watts P 0 Box 7337600200 Mweu tower Nkurmah road Mombasa | Malindi and Kilifi
NAIROBI Auctions NAIRO! T/a Coconut P O Box 42304-80100 only
106 |004294 |Peter M. Gachie | New Kireita building Kirinyaga | Nairobi and Kajido 739. (003528 |George Njoroge Leaky‘s smrage kd SuitNo.6 |Nairobi, Thika and -___|Auctioneers MOMBASA
7 T/a Regent road only Muiruri Lunga Lunga i¢ Kajiado only 175 |003562 | Philip J. Wishaminya | Nacico Chambers 37 floor Moi | Nairobi only
Auctioneers P O Box 22826-00400 T/a Leaky's P O Box |0I0050 T/a Speedman | Avenue:
NAIROBI Auctioneers VIWANDANI NAIROBI Auctioneers P 0 Box 35309 - 00200
107, |004295 Muganda Wasulwa _|Laptrust hse 7% floor Nairobi and Eljah Mpumla Trura | Trishul Towers next to Nairobi, Kiambu, NAIROBI
8 a Keysian Hailesellasie Avenue Kajiado only T/a We plaza Murang’a ji ika an¢ 174 |003563 |Ballon Wanjala Reli Co-Operative house 2nd | Nairobi and Thika
P O Box 2788-00200 NAIROBI | - Aucﬂunws _|P 0 Box 73104-00100 Murang'a only ] |Nangalama Floor Room 309 only
108, 004296 |Peter Mwangi Pazuri Place 2% Floor Kasarani | Nairobi and Thika NAIROBI T/a Hebros P O Box 101887-00101
9 Gathogo Road off Thika Highway next to |only 141, |003530 |Francis Thuri LR. No.209/9251 Summit hse | Nairobi, Thika, Auctioneers NAIROBI
T/a Daystar Naivas Supermarket Mwangi 7" Floor Rm. 706 Moi Avenue | Kiambu and 175 003564 |zablon O. Olany Gusii County Council Room | Kisumu, Migori,
Auctioneers P O Box 68212-00200 /2 Dews Nairobi Kajiado only T/a Homelany 0 Ann Homabay and Kisii
NAIROBI ) Auctioneers P O Box 103644-00101 Services PO Box 00 s only
109, {004297 |loseph Gathiwa Nacico Plaza 4% Floor RM. 411 | Nairobi and Thika L1 NAIROBI - .
1 Muturi Ladhies Road only 742, |003531 |Ruth Karago Wnemue house 27 floor Nairobi, Thika and 176 |003565 |Peter G.Gichuki | Soko house Post Bank Oloo | Tran-nzoia, Uasin
T/a Mug; P O Box 8461-00300 ) Ndung'u room 214 Murang'a only T/a Peter Birds Street Eldoret Gishu and Nakury
Fctionsers & Gen. | NAIROBI /a Kingpin 50 Box 696501000 . : Auctioneers P O Box 9407 | only
- Auctioneers KA .
110, 004298 |Kennedy Moruri s.xver Building 1+ floor off Ki 143, 003532 |Racheal W. Mutahi |NCM Hse Tom Mboya St. 1* | Nairobi and Thika 177 |003566 gun Wan,om ip house 3" floor Room 322 | Nairobi and
1 Mokua pital road Kisii KAsumu, ndn T/a Toplink floor Rm. No.3. only T/a Ki Haile Selassie Avenue Kajiado only
7/a Moco P 0'B0x 2750 Kisil and Homabay anly Auctioneers P O Box 57693-00200 | Auniono-rs |0 Box30348-00100
111, |004299 [James O Asudi Cargen hse Harambee Avenue |Nairobi and 144. |003533 |Naftary Kiroto Njoka |Bhagat Sigh Electrical hse Thika, Kiambu and 178 003567 |john Mugendi E. Trishul Towers Murang'a Nairobi, Thika and
1 T/a Lolwe 3 Floor room 305 Kiambu only r /a Njnka and P 0 Box 1451-01000 Nairobi only Ngai Road P O Box 28262-00100  |Kiambu only
Auctioneers P O Box 10511-00400 joka Auctioneers | THIKA T/a Jocet NAIROBI
145, |003534 nams Nyamu Njoka Bhagat Siogh Electrical hse next | Nairobi, Thika,
12, |004300 |Francis M. Mbuvi | Masaka Tobacco Building Machakos, Kitui T/a Njoka & to STD Bank Itd Uhuru street | Muranga, Kiambu 779 |003568 |lohn Muthee Pinkam house 1% floor room | Nyandarua,
1 T/a Mambu Mbolu Malu road and Mwingi only Njoka Services P O Box 1451 THIKA and Kajiado only B - |Ngunjiri 4C NAKURU Nakum, Kmba!ek,
i P'0 Box 1926:30100 NAIROBI | |Auctioncers 1/a Tango PO Box 2926 Eldoret
13, |003501 | Peter Muchiri S\gzreme hse F 4 Oginga Laikipia, Nakuru,, 146, [003535 |Emmanuel Gitau- | Uundi Co-op. Plaza 5 floor | Nairobi and Auctioneers & Gen. |NAKURU Laikipia anly
Kariuki a road .|Nyeri and ‘ang’a Moi Avenue Kajiado anly
T/a Airways 70 Box 1265 NAKURU Nyandarua only T/a Sheflo P O Box 33340-00600 180[003569 |Samuel Anzetse |Samima Hse 4% fl. Rm. 5 Munyu|Nairobi only
Auctioneers NAIROBI T/a Magic Trade  [Rd opp. Election hse
114 [063507 | George M. Kinyua —[GPO &% Floor RM. 615 Digo | Mombasa, Kwale 147, 1003536 |Paul K. Ole Yiale —nterink Bufiding 2 . Kenatia|Narok, Naku, |Auctioneers P O Box 90668-00100
/2 Mal Road Mombasa and Malindi only T/aNasioli.  © |Lane idoret, Nyandarua NAIROBI
Auchnlwers P O Box 2261-80100 . i P O Box 15497-20100 NAKURU and Laikipia only. 181 003570 |Michael Wachira Phoenix House 3% floor Room | Nairobi only
Agencies MOMBASA Nancy Wanjira Vera Towers Kanisani Rd Nyeri, Kirinyaga, T/a Tradopoint |4 Kenyatta Avenue
115, [003503 |Esther Gicmu Off Mbaraki Road Behind Mombasa, Kilif, Wardingi P O Box 683-10100 Laikipia and PO Box 1103-00515 ..
7/a Mwara Fumiture palace adjacent Little {Malindi and Kwale T/a Providence  |NYERI Nyandarua only NAIROBI .
Auctioneers Theatre club only Auctioneers -[182 -~ [003571 |Francis Njoroge Embassy house off Harambee | Kakamega only
P O Box 90387-80100 James Nzioka Bhavesh Centre 2™ floor suite | Nairobi, Madnakus T /2 Regent Avenue
_ Kilonzo A33 Ngara Makueni only Auctioneers () |P O Box 47250-00100
116, |003504 |Paul Muchiri Dick |Interlink Kenyatta Avenue Nakuru, Bomet, T/a Base P 0 Box 51929-00200 NAIROBI
T/a P M Dick jakuru Narok only | Auctioneers NAIROBI [183 003572 |Andrew K A Ngetich |Kony Centre Ground floor Bomet, Kericho,
_|Auctioneers P O Box 13944 NAKURU 150, [003539 Dickson Mbulu Afya Centre 10° floor Nairobi, Machakos, T/a Ronboy LDORET Nandi, Uasin-Gishu
117, |003506 athew Murang’a Farmers Building | Thika and Muraga Tumbo P O Box 297-00204 ATHI Thika and Kajiado Auctioneers P O Box 3927 ELDORET and Kakamega
Mbatia Nkurumah Road 2% floor only T/a Sadique RIVER on . only
T/a Matson Room 7 Enterprises P 0 Box 36525-00200 184 Stephen Juma Cianda House Mezanine floor | Nairobi, Athi River
P 0 Box 4613 THIKA . NAIROBI Onyango - |1 Koinange Street and Kajiado only
118, |003507 Jarnrs Ng‘ang‘a Richmond hse 3" floor Rm 3C3 | Nairobi, Thika and 751, |003540 |StevensKori NHC bdng RN, NO. 103 1% Fl. | Nairobi, Thike, T/a Intime P O Box 3719-00100
Mfangano street Kiambu Ng'ang'a Harambee Avenue NRB Murang'a, Maragua Auctioneers NAIROBI
T/u I.It!le Vineyards| P O Box 32490-00600 T/a Gladsom P O Box 20315-00200 and Kiambu only 185 |003574 S,mgn N,,,.ga LR. NO 209/1241 Unit 54 Suraj | Nairobi, Kajiado,
Lo 1 Auctionears NAIROBI 3 NAIROBL “Iv/ak Plaza 2 floor, Rm. 54 Opp. Kiambu and Thika
715 003508 [Joel Titus Musya | NSSF Building 11% floor Mombasa, Kilif, 152, |003541 |Joseph Nderitu Kiambu Mwituberia building | Kiambu, Thika, |Ractioneers Jamhuri High School Limuru — {only
7/a Makuri Nkrumah road Taita-Taveta and T/a logan Dries | Opp. Ngara past office Ngara | Nairobi and Road ]
Auctioneers P O Box 37788-80100 Kwale only Auctioneers road. | Machakos only - P O Box 41459-00100
MOMBASA P O Box 376-00600 NAIROBI NAIROBI
720, |003509 |Benjamin M. Mutune | Masaku Tobacco Building Machakos, John Benard Ndung | Blessed Hse 1% floor within _|Nairab | and 86 003575 Samuel Kinyua Buruburu Business Complex 3 | Embu, Kirinyaga
T/a Faith Agencies |behind Kitanga hse off Mbolu | Makueni, Kitui and T/a Kenwide Kam Herbs offices Ngara Road, |Kajiado only Mutug fl. Mumias's Road BUBUBURU |and Nyeri only
Auctioneers Mwingi only i next to Wason House T/a shndard P O Box 60403-00200
P O Box 2112-50100 P O Box 49733-00100 | Commercial NAIROBI
NAIROBI |Auctioneers
121, |003510 |James N. Mwangi . |Nellea Plaza 1* floor foom 1.3 | Nairobi, Kajiado, Kiarie Watenga Davids Business Cenre Nairobi | Nairobi, Thika and 87 |003576 |Peter Njunge Kahura | Wason Hse 17 fl. Rm. No. 6 Neirk] Thyka,
T/a Elan Traders | Ngara near Equity bank P O Box Th\ka and Kiambu T/a Front -Bench NO. 4 ext to Equity Bank | Kiambu only T/atnverbrass  (Ngara Road Kaji
58400-00200 NAIROBI | Auctioneers Ngara road Auctioneers P 0 Box 71033-00622 Klambu nnly
122. |003511 |John Kameta Royal Ceramic Building 2% Mnmbasa, Malindi P O Box 146-00600 NAIROBI_ IROBE
. T/a Kameta floor Digo Road nextto Bank |and Kilifi only Emmy Karimi Mbae _|LR. NO.13330/366 Thome Nairobi only 168 003577 Stephen Muinds | Nellea Plza Hear Equity Bank | Nairobi, Machakos,
{Enterprises of Baroda 7/a Rucha Agencies|near CK Villa before Safari park Kamwalo 34Fl, RM.7 NgaraRoad - |Kajiado and Thika
Auctioneers PO Box 42212:60100 Auctioneers Ruaral T/ Nairobi only
- _|mOMBASA P O Box 425-0061 RUARAKA Enterprises P O Box 206900200
723, [003512 |Stephen Kimani | Kiambaa Properties building | Kiambu and . . NAIROBI || lAuctioneers 1
Karuu Ngara road Nairobi anly |l 189 |003578 |Peter Kariuki Ghale Hise 1% Fl. Moi Avenue | Nairobi, Kiambu
T/a Kirityu P 0 Box 31041-00600 756, |003545 |Geofirey Maina | High view 1 Estate off Mbagathi | Nairobi and Thika 7/a Libco Nairobi and Murang’a only
|Merchants NAIROBI Kamau way near Kemri NEMA only Auctioneers ? 0 Box 51092-00100
N | T/a Dikemwa NAIROBI . NAIROBI __
124. (003513 Samuel Kariithi Consolidated bank 1* fir. Kirinyaga, Meru Auctioneers P O Box 466602-00100 : 190 [003579 |Charles Ndungu Wambaa House Kikuyu "ﬁaunm, Kiambu.
igi P O Box 1656 EMBU. South, Meru NAIROBI waura - |P 0 Box 1092-00902 and Kajiado only
r/: nniddlna Central and Embu 157.  [003546 |Evans N. Osoro Nyama Kuroto house 4% floor | Nakuru and Kisi T/a Melody Traders | KIKUYU
Auctioneers only T/a Weskem RM. NO. 404 Biashara Street |only
725, |003514 |Benard Gichuks GPG Building 6" floor Digo | Mombasa only P.0. 2916-20100 NAKURU ‘Henry Kuria Karara | Narshi Hse, 1% Fl. Moktar Nairobi only
Mwangi Road 158, |003547 |Paul Mboya Okech lndusa Road/Tom Mboya estate' | Kisumu, Busia, T/a Westminister |Daddah St. Nairobi .
7/ Sure P O Box 16846-80100 T/a Pambo umu Siaya, Kisi, ants P O Box 12548-00400
Auctioneers 50 Box 3963 40100 KISUMU Kakamega ai i NAIROBI
126, |003515 |Paul Wambua Kethi |Whitestone hse Chepkrio Road Nanrobr, Thika, . Migari Patrick Ng'ang'a KCB Building, Jogoo Rd. 5% Fl.  |Nairobi and
T/a Milestone off Lusaka ro: Kiambu only 159, |003548 |John Mukeya Kitiabi |Kakamega Municipality Maraba |Kakamega, Vihiga Mburu Block A/SA [Kajiado only
Auctioneers F.0 8o 79|57~ouaoo T/a Nyuki Rd. next to KBL. - {and Bungoma P O Box 25888-00100
P O Box 725 KAKAMEGA - NAIROB!
737 |003516 | Charles Mwangi Bxunel Asm Towers Ngara road |Nairob, Kajiada, 003549 | Peter K. Kariuki Wakulima House (KPCU) 4% | Nairobi and GPO Building 5 fl. Rm. 503
Kamande 2% floor No. 9 Kiamby and Thika 7/a Parlview floor RM. 406 Kajiado P O Box 89221-00100 -
T/a Chaka & Co. P O Box GMEE-DDGZO only Auctioneers P O Box 48814-00100
i NAIROBI NAIROB!
128. [003517 |lonathanM. Maingi {Mbitini hse Mbolu Malu Road ~ {Nairobi, Makueni 161, (003550 |Thomas K.Sambu |Moi Road TAS Building Kenzhg Ken'EEa. Bomet, Joseph Nyutu Kamau |Nellea Plaza 3 fl. Rm. No. 5 | Nairobl, Kajiado
7/a Bellpoint akos and Machakos T/a Solal PO Box404 KERICHO NandA and Buret 7/a Phutuma Ngﬂla Rd. Opp. Total Petrol Districts only
ictioneers. P O Box 1672-90100 Auctioneers . Auctionaers tion
AKOS Alfred Mdeizi isit Munmpahw Block 111730 Klsu Soum Nyanza,
129, |003518 |Peter Njoroge hse 2% floor Nairobi and T/a Pave -jasn
T/a Sportlight Nairobi Kajiado only Auctioneers PO an 561-40400 SUNA Nyanda only James Nyingi Nairobi and
Intercepts P O Box 73111-00200 . MIGORI Wachira Kajiado only
__|Auctioneers NAIROB! I . 163.  |003552 |George G, Manini | Plutos Bmldmg Nakuru Nakuru, Baringo
T30, |003519 |Serah Njoki Munge |Nanka plaza 14 fi. R.22 Narok |Nakuru, Narok and 7/a Manis Municipality 2% ond Keicho only
X T/a Sanjomu - Najrobi Road Trans-Nzoia only Auctioneers 7.0 Box 13666 NAKURY Nairobi, Machakos,
P O Box 77620500 NAROK. {764, 003553 |Gearge A. Sino Giro Bank Building 2+ floor | Kisumu, Kisii, Kiambu an
131, |003520 |Alfred Wesonga Chekmula Building 3 floor | Kisumu, Vihiga and 7/a Maywood Oginga Odinga Street Migoriand . B Kajiado only
Orembo Jomo Kenyatta highway Kisumu | Kakamega only Auctioneers P O Box 6016 - 40103 Kakamega
T/a Madume P O Box 2672-40100 KISUMU KISUMY - -
165.  [003554 |Omakori James Magero house 1+ floor Room _ | Tran-nzoia, Uasin 196 Mutungoni Fse T+ Floor Rm. 14 [Machakos,
003521 |Benard Onkoba J W Mall 1¥floor room 22 Kendm Uasin Onkundi 20&21 Gishu, Nandi, and 15 Mwatu wa Ngoma Road | Makueni and
7/a Betico Uganda road fGishu, Transzoia 7/a Lifewood P O Box 1036 Kericho Nairobi
i 55 Box 136-30100 ELDORET |and Bungoma anly Traders KITALE Nakurs
NOTE: Under the provisions of section 9(1) of the Auctioneers Act, no person shall in Kenya, carry on the business of an auctioneer unless he holds a valid licence issued by the Board. A licensed auctioneer shall at all time while conducting auctioneer’s business wear his/her
identification card issued by the Board. For any further clarification, members of the public may contact the Board using the address given hereinabove.
Hon. Justice B N Olao . Hon. Kennedy L. Kandet -
Board Chairman : E . Board Secretary -

87




APPENDIX 4

RELEVANT SECTIONS OF THE AUCTIONEERS ACT

LAWS OF KENYA

The Auctioneers Ad

Chapter 526

Revised Edition 2009 (1996)

Published by the National Council for Law Reportimgh the Authority of the Attorney
General:-

(a) The full names and identity card number of thetianeer;

(b) The place of business in respect of which thense is granted;

(c) The district or districts to which the licenséates;

(d) The date of expiry of the license;

(e) Particulars of any amendment to the license;

(f) Particulars of any revocation or suspension eflitense;

(g) Any other particulars the Board may require tadimorded.

(2) Any person may, during working hours and onrpagt of the prescribed fee, inspect the
register of licenses:

Provided that a person who is

(&) A member of the police force or a public offi@ting in the course of his duty; or

(b) Authorized in writing by the Board, may inspeue tregister without payment of any fee.
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21.(1) The date, time and place of every sale by anchall be advertised in the prescribed

(2)

3)

(4)

(5)

(6)

(7)

(8)

manner and such sale shall take place on the dathe time and at the place so
advertised.

Where any movable or immovable property isyqufor sale by auction in lots, each lot
shallprima facie be deemed to be the subject of a separate confraate.

It shall be stated in the particulars or ctinds of any sale by auction of any property
whether such sale shall be subject to a reseree pri not or whether a right to bid is
reserved.

If it is stated that the sale be without reseor to that effect, then it shall not be lawful
for the seller or any person employed by him todiiduch sale, or for the auctioneer to
take knowingly any such bidding:

Provided that if it is stated that the sale shallshibject to a right for the seller to bid,
then it shall be lawful for the seller or for angrpon

Auction salesRev. 2009]Auctioneers CAP. 52613 acting on his behalf to bid at such
auction.

If it is stated that the sale will be subjexta reserve price as regards any one or more
lots, it shall be lawful for the seller or any pamsacting on his behalf to give one bid
for each such lot and no more.

If the seller or any person acting on his lifebals at any sale contrary to any of the
provisions of this section, any purchaser may etodulfill his purchase:

Provided that the highebbna fide bidder shall be entitled, if he shall so electh&ve
the property at the price offered by him.

No auctioneer shall make a bid either on Hebiahimself or as agent for any other
person unless on making such bid, he announces thédtis bid.

A bidder may retract his bid at any time befthre sale is complete.
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9)
(@)
(b)

(10)

A person who, knowingly

Receives or makes any bid contrary to the prongsof this section; or

Makes a bid which he cannot honor or is fraudijler is intended to avoid a valid sale
which is subject to the bid, commits an offence.

Where a person convicted of an offence utiisrsection is a licensed auctioneer, he

shall, in addition to any other penalty imposedli#ele to having his license revoked.

22.(1) A licensed auctioneer making any sale othan trmauction of attached property shall,

(2)

23.

(@)

(b)

(©

unless it is otherwise agreed between him andédhersbe entitled to sue for, recover
and discharge all sums due in respect of the sale.

A licensed auctioneer making any sale, uniessotherwise agreed between him and
the seller, shall be liable to the due paymenh&seller of the net proceeds of all sales
of property within fifteen days of the sale.

A licensed auctioneer shall

At all times act in a manner befitting an officaf the court Recovery of charges by
auctioneer.

Duties of auctioneer€AP. 526 AuctioneersRev. 20091 4 and shall ensure that his
employees, servants or agents act in like manner;

Act in accordance with such rules as may beqpitesd when repossessing, attaching,
storing or selling any property pursuant to thevmions of any written law or contract;
Maintain such books, accounts, records or ottomuments as may be prescribed and

furnish the same to the Board at such time andc¢h snanner as may be prescribed.

24.(1) A complaint against a licensed auctioneer cfamnduct, which expression includes

disgraceful or dishonorable conduct incompatibléhwine status of an auctioneer, may
be made to the Board by any aggrieved person wdhperiod of one year after the

occurrence of the event giving rise to the complain
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(2)

3)

(4)

(@)
(b)

(©

Where a person makes a complaint under thitiope the complaint shall be by

affidavit by himself setting out the allegationsrofsconduct which appear to arise on
the complaint, and shall be forwarded to the Baagather with the prescribed fee.

The Board shall give the licensed auctionggirest whom the complaint is made an
opportunity to file an affidavit in reply to theledations and to appear before it, and
shall furnish him with a copy of the complaint, asfdany evidence in support thereof,

and shall give him an opportunity of inspecting aelevant document not less than
seven days before the date fixed for the hearing:

Provided that where in the opinion of the Board tbhenplaint does not disclose any
prima facie case of misconduct, the Board may at any stageeoptoceedings, dismiss

the complaint without requiring the licensed auaier to whom the complaint relates
to answer any allegation made against him and withearing the complaint.

After hearing the complaint and the licensadti@aneer to whom the complaint relates,
if he wishes to be heard, and considering the egeledduced, the Board may order
that the complaint be dismissed or if it is of dpnion that a case of misconduct on the
part of the auctioneer has been made out, the Boaydorder

That the licensed auctioneer be admonished; or

That the auctioneer’s license be suspendeduch period, not exceeding six months
as the Board thinks fit; or

That the auctioneer’s license be revoked; or

Rev. 2009Auctioneers CAP. 526[Subsidiary] 23 limited to specific districts;

(b)

a class “B” license which shall be a generatianeering license which shall enable the
holder to realize charged securities, repossessahdny property throughout Kenya,

execute court orders, and to levy distress witpecdic districts.
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(2)

(i)

(ii)

(iii)

(©

(d)

(€

(f)

An application for a class “A” license undecson 12 of the Act shall be in Licensing
Form | set out in the Schedule and shall be accaregady;

(a) Such application fee as the Chief Justice magqiiee;

(b) The following recommendations

A current certificate of good conduct from tl@&iminal Investigation Department
obtained at least six months prior to the applarati

A recommendation of Licensing Form 2 set aaotthe Schedule from the area
magistrate and the auctioneer or firm of auctiopegrder whom the applicant has had
experience for the two years prior to the applaragti

A recommendation on Licensing Form 3 set outhe Schedule from either a religious
leader, or the locational chief of the area ofdpelicant’s residence, or an advocate of
at least 10 year’s of standing;

Evidence that the applicant has four “O” levakges including passes in English and
mathematics;

Evidence that the applicant has available to Beuoure premises acceptable to the
Board, sufficient to store and auction goods;

A cash deposit of one hundred thousand shillimga guarantee of a similar amount
from a bank or insurance company properly execatetlapproved by the Board for the
due performance by the auctioneer of his dutiesadtidations under the Act and these
Rules or such higher amounts as the Chief Justial grescribe valid for three years
from the date of the proposed commencement oficbade applied for;

Evidence that the applicant has insured his @esragainst burglary, fire and theft for a
minimum sum of five hundred thousand shillings octs higher amount as the Chief

Justice may prescribe;
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(9)

3)

(@)

(b)
(©

(3A)

Evidence that the applicant has a working knowledfethe rules applicable to
auctioneering and attachment and sale of propewntits a minimum of three years’
experience with a reputable firm of auctione€@AaP. 526 Auctioneers [Rev. 2009 2 4
[Subsidiary];

An application for a class “B” licence madeden section 12 of the Act shall, in
addition to the requirements stated in rule 3102}d (€), be accompanied by;

Such application fee as the Chief Justice magqibe;

Evidence of the applicant having held a classligence for at least three (3) years;
Evidence that the applicant has insured his @esmagainst burglary, fire and theft for a
minimum of one million shillings and for goods irust for a minimum sum of five
hundred thousand shillings or such higher amounthe@ Chief Justice may prescribe.
The applicant shall only be required to coypith paragraphs (2), (€) and €) after
the Board approves his application.

At the time of issuing a licence the Board kaslo issue an identification card to the
licensee under section 13 of the Act which idecdition card shall be in such form with
such safeguards as to validity and against cowgitieid as the Board may consider

fitRev. 2009Auctioneers CAP. 526[Subsidiary] 55 .

Rev. 2009Auctioneers CAP. 526[Subsidiary] 55
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PART Il AUCTIONEERS’ CHARGES
Kshs
1. Receipt of court warrant or letter of instruoso 1,000.00
2. Where no property is found to attach or where
the property found is worth KSh. 4,000 or less 4,000.00
3. Fees before attachment or repossession 4,000.00

4. Fees on attachment/repossession/distrait and

expenses.

KSh. 4,001 to KSh. 100,000.00 10%
KSh.100,001 to KSh. 1,000,000 5%
Over KSh. 1,000,000 .............c...... 10%
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APPENDIX 5

RESEARCH AUTHORIZATION LETTER

REPUBLIC OF KENYA

NATIONAL COUNCIL FOR SCIENCE AND TECHNOLOGY

Telephone: 254-020-2213471, 2241349, 254-020-2673550 P.0. Box 30623-00100
Mobile: 0713 788 787 , 0735 404 245 NAIROBI-KENYA
Fax: 254-020-2213215 Website: www.ncst.go.ke

When replying please quote
secretary@ncst.go.ke

ourrei. NCST/RCD/14/013/1202 pate: 2"¢ July 2013

Beatrice Nyaloma Kagombe
University of Nairobi

P.O Box 825-40100
Kisumu.

RE: RESEARCH AUTHORIZATION

Following your application dated 1°* July, 2013 for authority to carry out research
on “Determinants of Auctioneers participation in auctioning industry: A case of
Nyanza/Western Chapter of Kenya Auctioneers.” 1 am pleased to inform you that
you have been authorized to undertake research in Kisumu and Kakamega
Districts for a period ending 30" September, 2013

You are advised to report to the District Commissioners and District Education

Officers, Kisumu and Kakamega Districts before embarking on the research
project.

On completion of the research, you are expected to submit two hard copies and
one soft copy in pdf of the research report/thesis to our office.

DR. M. K. RU ) PhD, HSC.

DEPUTY COUNCIL SECRETARY

Copy to:

The District Commissioners
The District Education Officers
Kisumu District

Kakamega District

“The National Council for Science and Technology is Committed to the Promotion of Science and
Technology for National Development”.
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