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Looking forward to the
1981 NAA Convention
Las Vegas Hilton Hotel
July 29-August 1
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ABOVE, CENTER-
,800 delegates to

Century 21 conven-
ion at the Las
egas Hilton in
ecember. RIGHT-
hildren at Hilton
outh Hotel.
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L Auctioneer Hat
Stetson “Wisp”

“IT’'S SPRING TIME” and time

to order your summer straws. They come in 3
brim widths in the Milan straw (light tan) —
28’ 2387, and 2% ’’, — and white Panama in
2%2" only. Of course, we have the “Auctioneer”
in felt as shown above in the same 3 brim
widths. The Wisp in 4x Beaver (silver belly) is
also available year round. | apologize for the
Increases in the prices, but this is beyond my
control. The prices quoted herein are still well
below the regular store prices.

This is the time of year for the London Fog
type windbreakers with the 4-color NAA emblem
on the left chest. Please do not forget the

beautiful diamond-gold or silver tie tacs. The
prices have stabilized somewhat on them.

Felt Silver Belly Auctioneer Hats ....................... $ 42.00
White Panama 272" brim ... 24.00
Milan Straw Auctioneer Hat ..., 19.95
London Fog Type Jackets with NAA Emblem ....... 28.00
Wisp (Western style) hat, 4X Beaver ........................ 45.00
NAA Emblem, 4-color embroidered .. .. .. .. ... 3.00
Sterling Silver Gavel Tie Tac ... ... 50.00
Gold Plated Gavel Tie Tac ......cooomeemmieeeeeeeeeee. 50.00
Sterling Silver with man made diamond ................. 80.00
Gold Plated with man made diamond ...................... 85.00
14K Gold Gavel Tie Tac ..o 320.00
14K Gold Gavel Tie with .15K diamond .................... 450.00
14K Gold Gavel Tie Tac with .20K diamond ............ 485.00
14K Gold Gavel Tie Tac with .25K diamond ............ 550.00

14K Gold Gavel with larger diamonds .... price on request
Deer and Pig Skin Gloves By Stetson .... $16.00 and $18.00

PLUS 4% SALES TAX

Col. W. Craig Lawing, CAlI

5521 Belhaven Blvd., Charlotte, NC 28216
Phone: office 704 399-6372, home 704 399-3260

Standing
Room Only.

Is what can happen when you advertise to the 1,500,000 readers of The Sunday Globe. The largest
readership in New England. And the most atffluent. And no Boston paper has more classifed ads.
For more information call: JoAnne McCoy (617) 929-2169 or Arthur Shachat (617) 929-2160.

The Boston Globe

BOSTON, MASSACHUSETTS 02107




Letters to
THE AUCTIONEER

Thanks for the seminar

| enjoyed the Oklahoma City seminar and got
some good points from each instruction. The one
point of selling mounted birds or animals that are a
protected species more than paid my expenses to
the seminar.

Please accept my thanks to the NAA staff and
the Association for another worthwhile seminar.

Blackie Witzel
NAA member auctioneer
Oak Harbor, Washington

The American way, or “Who
pays for the cost of the sale?”

It depends upon which auction school you at-
tended, or which historical account you read, as to
where you place the origin of auctions. However,
the competitive bidding process at public auction,
has certainly become an American institution.

Most law books and state statutes refer to an
auctioneer as one who sells for others. This profes-
sional must be knowledgeable and be able to orches-
trate the bidding process by auction or gradual incre-
ments. The auctioneer is an agent, with a fiduciary
responsibility to the one for whom he or she is per-
forming such service.

Basic contract law requires an agreement be-
tween two parties with a stated performance and a
consideration. The owner of the goods or property
to be sold and the auctioneer represent the two
parties, respectively. The performance is the con-
ducting of the auction and the consideration is the
cost of the sale or commission charge.

It has been said that ‘““a workman is worthy of
his hire,”” and this is true be he a ditch-digger, an at-
torney, or an auctioneer. An auctioneer should be
paid by the owner of the goods or property for the
services he performs. The American way has always
been to pay the auctioneer either a fee or a com-
mission of the sale receipts. Commission rates
have varied according to the type of goods sold and
the area or location of sale, but in all cases, the cost
of the sale has been assumed by the seller.

In recent years a new phenomenon has arisen
in auctioning. A new phrase, “Ten-Ten” and other
variations have emerged, referring to the splitting of
the fee obligation between the seller and the buyer,
each being responsible for half of the auctioneer’s
twenty percent fee, for example. The proponents of
this innovation maintain, among other reasoning, that
such a fee set-up produces better quality consign-
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ments, when in fact, the basic motive is a competitive
edge in soliciting consignments.

| have no quarrel with an individual’s right to
conduct his business in the manner he sees fit. That
too is the American way of free enterprise. However,
the method of charging seller and buyer for the same
service seems unethical, if not in fact, illegal. The
auctioneer must conduct his business in a profitable
manner, and the seller should expect to pay for ser-
vices rendered.

This new arrangement of buyer premium charges
appears to be a case of the buyer subsidizing the
seller operation. By statute, most states require the
auctioneer to have a contract with the seller. Per-
haps the ‘“new way” should require him to have a
contract with each buyer as well, since the buyer is
paying part of the cost of sale.

Better still, those who have experimented with
this foreign system should re-evaluate their reasons
and the results. In the opinion of many who have
been in the business for a long time, it is sincerely
believed that the seller should pay for the cost of
the sale. It’s the American way.

Don Castner
NAA member auctioneer
Branchville, New Jersey

AUCTIONEER, ‘“fine magazine”

| have in hand THE AUCTIONEER your national
magazine. The magazine that | am reviewing is the
March 1981 issue, and there are a few articles with-
in this magazine that | would like to use in our bi-
monthly newsletter that we send to all our licensees.
It is a mailing list of approximately 5000 people. We
will give your magazine credit for the information
used.

You should be commended for such a fine maga-
zine, and we would like to subscribe. Could you
please put us on your mailing list and bill our office
for such service. Thanking you in advance.

Jack C. Burchill
Executive Secretary
South Dakota Real Estate Board
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Reppert School of Auctioneering, Inc.

Tuition $300 for 3-Week Term — Also Home Study

Founded in 1921

Decatur, Indiana

46733 AC 0033

Box 189
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Constant professional

convention helps

By Archie D. Moody, CAIl, President
National Auctioneers Association

The auction business has been excellent during
the 1980-81 NAA year, and in many areas of our
country good weather may be the reason auctioneers
have been able to conduct auctions on a regular
basis. Newspaper and magazine reports continue to
suggest that the economic situation has much to do
with our success, but | continue to believe that the
~auction successes the NAA members have been en-

joying are due to our method of selling real and
personal property.

| have been privileged to attend state associa-
tion conventions recently and | appreciate very much
the hospitality which has been afforded me. Auction-
eers, their families and associates are attending state
auctioneers associations’ conventions in larger num-
ber due to the interest being shown in our profession.
And, when we get together and share information,
the end result improves the individual auctioneer’s
relationship with the seller, buyer and general public.
We must participate in the activities of our associa-
tions — National and State Auctioneers Associations
— because when we do, the slogan used in past

years by the National Auctioneers Association,
“Strength in numbers’ will prove true.

We need to strengthen our programs, which af-
fect the general public. We need to improve on our
procedures and practices, which affect the general
public. We need to be aware of the new innova-
tions, laws, regulations, which affect the auction
profession. We need to continue to improve our-
selves and improve on our methods, so that the gen-
eral public will rely on us as consultants when there
is a need to market the real and personal property.

Recently | attended the convention and seminar
of the New Hampshire Auctioneers Association. At
that convention, state association officers from
many New England and northeastern states were in
attendance. The New England Council of Auction-
eers held a meeting during that convention to
strengthen the auction profession in that area. The
NAA Board of Directors assigned two representatives
to the New Hampshire meeting, primarily to confirm
the Board’s interest and concern for the auction pro-
fession, and the NAA members in the New England
and northeastern area. NAA past-president and di-
rector Marty Higgenbotham attended the meeting
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improvement . . . NAA

with me, to offer information about the procedures
of the NAA Nominating Committee.

| have served on the Board of Directors of the
National Auctioneers Association prior to being
elected as the second vice president. | was not
elected second vice president when my 3-year term
as director ended, and later announced my candidacy
for the second vice president position. | am in my
sixth year as a member of the NAA Board of Direc-
tors and | have been very impressed with, and feel
very privileged to serve with, those who are elected
by the membership at our annual convention.

Normally, the slate of candidates as announced
by the NAA Nominating Committee is approved or
elected by the membership. However, | am aware
of, and have seen where those who were not nomi-
nated by the Nominating Committee, have been
elected. That makes me believe that our procedures
are democratic in nature, but we still are aware that
too often all areas are not represented. | am not a
member of the NAA Nominating Committee, but will
be next year according to NAA by-laws, and the fol-
lowing two years. Hearing Marty Higgenbotham offer
his explanation to the auctioneers in New Hampshire
helped me to understand that our Nominating Com-
mittee has worked to nominate the most qualified
NAA members to the positions. Because of the
1980 convention where one of the four newly elected
directors was nominated from the floor and was
elected, | am assured that we are following a truly
democratic procedure.

| continue to be concerned, however, when all
geographical areas are not represented on the Board
of Directors of the National Auctioneers Associa-
tion. And, | encourage state associations to seek
out qualified candidates, and submit their names 1o
the Nominating Committee, (the procedure for nomi-
nating candidates for NAA offices is published in this
issue of THE AUCTIONEER magazine) to be con-
sidered for the election of officers and directors
during the 1981 Las Vegas Convention. | also en-
courage state associations to attend the convention
and support the candidate of their choice, so that
the membership will realize that a state’s auction-

Continued page 6
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eers are convinced that their nominee is qualified for
the position.

Much of our effort now will be directed toward
the 1981 Las Vegas Convention. Many members
have asked about the Las Vegas hotel situation and
the highly publicized fire at the Las Vegas Hilton
Hotel, the headquarters hotel for our NAA Conven-
tion. The NAA office has been in contact with the
Las Vegas Hilton Hotel management, and of course,
the hotel management is concerned when something
as serious as the fire occurs. However, it is obvious
that the fire was caused by the crime of arson and
not mechanical error. We will proceed with our con-
vention plans as expected, and hope that everyone
will continue to reserve their room accommodations,
and register early for the 1981 Las Vegas Convention.
The National Auctioneers Association will offer each
and every attendee information about any and all
safety precautions as announced and used by the
hotel. The Las Vegas Hilton Hotel continues to be a
leader in safety precautions, especially fire precau-
tions, and it is hard to fault the hotel when a criminal
act causes the problem.

One of the major events of the 1981 Las Vegas
Convention will be the Fun Auction. The convention
Fun Auction provides great entertainment for those
attending the NAA convention, but the primary pur-
pose for sponsoring such an event is to allow the
auctioneers attending the convention the opportunity
to perform for their peers, and the guests of the con-
vention. Having 500 auctioneers from different areas
of the country call for bids on items, which have

¥
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“First in Auction Advertising in America’s Fourth Market”

been contributed by those attending the convention,
Is an educational event. Styles differ in every area
of the country. NAA members who reside in other
countries, including Canada and Australia, will be
present at our Las Vegas Convention; and all of us
can learn about auction techniques and procedures
by havng everyone participate in our Fun Auction.

To have a successful auction you must have
excellent quality merchandise. Annually, state auc-
tioneers associations make a contribution of mer-
chandise which assures a successful Fun Auction.
| hope the Boards of Directors of the state auction-
eer associations will provide quality merchandise
for the 1981 Las Vegas Fun Auction. | am asking the
officers and directors of the state associations to
support the NAA Fun Auction so that we can have a
successful auction, and once again, through the pro-
ceeds, help defray some of the many expenses in-
curred by the NAA to conduct our convention. The
NAA continues to provide more educational, social
and business events at our conventions at the lowest
registration fee cost. Many associations charge
three times as much as the NAA does, and they do
not offer as much in return for the registration fee.

| urge you to participate in the 1981 Advertising
Contest, which is conducted at the annual NAA Con-
vention. The Advertising Contest categories are pro-
moted in THE AUCTIONEER magazine, and even
though there can be only one winner in each cate-
gory, the opportunity to participate in this event is a
benefit to the membership. The entries are judged
by a non-partisan panel of judges, all of whom are

DDERSWEET

Only The Inquirer effectively targets your bidders for
auction values in the Philadelphia market. We deliver a
proven marketplace: 83% of the auction linage,

82% of the ads.

And the day that most buys are announced for the
block is Saturday, when we publish THE AUCTION
PAGE in the main news section. Major houses
throughout the U.S.A. advertise here, with their
messages positioned adjacent to our own in-depth
coverage of the auction market.

A proven, cost-efficient buy. Unsurpassed impact.
Ideal editorial environment. Biddersweet results for you
when you schedule us through:

FRANK RUGGERI (215) 854-2418
24-hour Telecopier Service: (215) 563-8928
Deadline: Thursday, 5 P.M.

dhe

400 N. Broad St.
Phila, Pa. 19101

THE AUCTIONEER



experts in the advertising profession. The judges are
not affiliated with, or acquainted with, the auction-
eers submitting entries. The winning entries are dis-
played in THE AUCTIONEER magazine following the
convention, and this allows each entrant the oppor-
tunity to compare his entry with those which are
judged best.

Please register early for the 1981 Las Vegas
Convention and be present when the business of your
association is conducted. Use the advance registra-
tion packet in this issue of THE AUCTIONEER maga-
zine, and plan on attending and supporting your as-
sociation’s programs. If you feel that your area is
not represented on the Board of Directors, attend
the convention and cast your vote for the qualified
candidate of your choice. If you feel that you need
educational help in your auction business, attend
the workshops which are provided at the conven-
tion, which are conducted by those auctioneers who
are recognized as being successful. Workshop in-
structors volunteer their time, and offer their ex-
pertise, at no charge to the convention. Instructors
register for the convention as do all members of the
association.

Make your hotel reservation early by using the
hotel reservation form in the center section of this
magazine. The Las Vegas Hilton Hotel has ample
space, but like all hotels they are in business to sell
rooms. If the NAA membership does not reserve
rooms early, the hotel must, within 15 days of the
convention, sell those rooms to other people. You
will not be assessed a penalty for canceling your
room if the unexpected happens and you are unable
to attend the convention. However, cancellations
must be made in advance for not only the rooms you
have reserved, but if you have to cancel and have
registered in advance, you must cancel your conven-
tion registration in advance.

Refunds will be made to any and all NAA mem-
bers who have registered for the convention, but
discover they must cancel. Advance registrations
are needed so that we can prepare for everyone who
wants to attend our convention. We want and need
your attendance and support of your association’s
convention and hope to see everyone there.

| feel privileged to have served as president of
your association and even though my term of office
is not completed, before long | will be congratulating
Howard Buckles who will assume the presidency
after me. | appreciate the many letters and personal
conversations | have had in regards to the programs
and activities of the National Auctioneers Associa-
tion. |1 urge each and everyone of you to make your-
self known by offering your ideas and comments to
the NAA Board of Directors so that your suggestions
and programs can be considered. The NAA Board
of Directors makes the decisions for the organiza-
tion, but many of those decisions are made due to
the efforts of the individual member. This is what
makes our association successful and | continue to
urge your individual participation.

Thank you for a good year, and let me per-
sonally offer you and your family my appreciation in
Las Vegas during the 1981 NAA Convention, July 29-
August 1. Las Vegas certainly looks great to me!
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Press-on letters
are now obsolete

......
'''''''''''''

) '
o

The adhesive backed tapeis
incredibly easy to position. And
reposition. Sticks to any surface.

No waiting or processing.
KroyType lettering is ready for use
by simply removing the firm backing.

- L. P. “Pat”’ Foster & Son

The KroyType 80 Automatic

Five times faster than press-on letters. Save
time. Save money. Makes press-on letters ob-

solete. For more information for the machine
itself, CALL:

Professional Auctioneers

1696 Ridge Road, lowa City, IA 52240
Ph. (319) 338-5833

For complete information, fill out and send this
coupon to the KROY dealer named above:

Name _ _ _

Company

Title

Address.

City State - Zip

| PHONE Area ( )




Our Best
Sellers...

Our Best Sellers Because:

WE OFFER HIGH
QUALITY PRINTING.

One, two or four color printing. You send your
copy and photos—we do all the rest. Even

mail it if you want.

WE OFFER A
QUICK TURNAROUND

On our Custom Plan we can produce from
5,000 to 100,000 brochures and mail them in
less than 3-4 days. On our Consolidated Plan
we guarantee 48- hour turnaround (2 color
printing for orders of 250 to 5,000 brochures).

WE SAVE YOU MONEY.

We’'ll tell you the whole cost in advance—no
surprises. No matter what the size or the run—
we've got the know-how that saves you

money.

For completely detailed literature and samples, call or write

INDUSTRIAL PUBLISHING

P.O. Box 2328, Eugene, Oregon 97402

S Call direct or collect
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Letters to THE AUCTIONEER Cont.

Golden wedding anniversary

NAA member Henry Buss and his wife Leona,
Columbus, Nebraska, were married April 22, 1931.
Auctioneer Buss is also a member of the Nebraska
Auctioneers Association, and Leona is a member of
of the NAA and Nebraska Auxiliaries.

Henry Buss was the first president of the Ne-
braska Auctioneers Association, and served as
secretary-treasurer for several years. Leona Buss
served as secretary-treasurer for the Nebraska Auc-
tioneers Association Auxiliary for nine years.

Mrs. August Runge, Jr.
(their daughter)
Columbus, Nebraska

Do you know these auctioneers?

The NAA office has made repeated and varied
attempts to contact the following NAA members, so
that the AUCTIONEER and other Association mail
can be delivered to them. If you know any of the
people listed below, please have them contact the
NAA office as soon as possible. If no correct ad-
dress can be determined for the NAA members listed
below, they will be removed from the NAA mailing
lists.

Harold W. Adolpf, P.O. Box 238, Poncha Springs,
Colorado 81242

Herry Carlson, 8780 Santa Monica Blvd., #203, Los
Angeles, California 90069

Charles P. Braden, 1300 N. 135c, Suite 120, Carroll-
ton, Texas 75006

James Steuart Constantine, 15 Montclair Ct., Peta-
luma, California 94952

Robert H. Fletcher, 600 North G Street, Monmouth,
lllinois 61462

John A. Gonder, 2255 Highland Ave., Birmingham,
Alabama 35205

Kimmon Johnson, 1300 N. 135E, Suite 120, Carroll-
ton, Texas 75006

Robert F. Larner, 361 S. Pacific Hwy. Sp. #9, Med-
ford, Oregon 97501

Lee Levine, c/o0 Action Auction & Lig., 1909 Jeffer-
son Highway, Jefferson, Louisiana 70121

Scott I. Moore, P.O. Box 543, Coeur D’Arlene, Idaho
83814

George William Rosedoff, Green Road Box 215, Am-
herst, New York 14226

Rene F. True, 173 Woodland Avenue, Lexington, Ken-
tucky 40502

Jack Ward, Box 411 Star Rt. A, Anchorage, Alaska
99502

When business was slow, a shoeshine lad at
O’Hare Airport offered to shine the left shoe for free.
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Additions to your NAA member directory

The following names were mistakenly omitted
from the 1981 NAA Membership Directory. Please
photocopy the list and include the names in your
directory under the appropriate section.

ARKANSAS
BROWN, DALE, 823 Cavanaugh Road, Fort Smith 72903

MARYLAND

BAKER, GEORGE WILLIAM, 1323 Principio Furnace
Rd., Perryville 21903

MISSOUR!
RIDGLEY, JOE, Route 2, Box 243M, Belton 64012

NEW YORK
Change John F. Stevens, Rochester, New York, to:

STEEVES, JOHN F., 1801 Penfield Road, Penfield 14526

OHIO
DAVIS, EVAN C.. 9260 State Route 193, Farmdale 44417

Display the NAA emblem

These NAA emblem reproductions can be used
by your printer, to display your NAA member-
ship on sale brochures, business cards, busi-
ness stationery, and in auction advertising.

The Chamber of Commerce of Lawrence, Kan-
sas, sponsored a ‘“Pocket of Prosperity” promotion
to help stimulate sales — from cars to candy bars.
“POP” buttons were distributed via the local news-
paper and the public was asked to wear them. But-
tons were numbered and those wearing lucky but-
tons won gift certificates, movie passes, free meals
at local restaurants — and other prizes.
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"APPRAISAL GUIDES

“You can’t tell the names of the players, without a program.” We have the
tools for the auctioneer, appraiser, banker, finance company, car salesman,
etc.

RED BOOK OFFICIAL USED CAR VALUATIONS ...... $27.00
Complete Regional Edition issued 8 times
yearly . . . Retail, finance & wholesale values for all
U.S. cars, popular import cars, light duty trucks, past
6 years. Insurance symbols, front end views, vehicle
number, etc. (Mr. Auctioneer: worth the price for you
personally to trade automobiles with!)

NATIONAL FARM TRACTOR & IMPLEMENT

BLUE BOOK e $35.00
Valuations, Nebraska tests, major accessories
— past 10 years. Published yearly.

BLUE BOOK OFFICIAL USED TRUCK
VALUATIONS . .. g e o $56.00
Now issued 4 times yearly — Jan. 1, Apr 1,
July 1, and Oct. 1. Lists all trucks for past 7 years
. Gives values of trucks and major optional equip-

ment. Only truck valuation publication issued quarterly.

QUTBOARD MOTOR GUIDE ........oonnevmmmnaan s immaessesie $ 6.95
Over 35 major manufacturers of outboard boat motors

OQUTBOARD BOAT GUIDE ..o $ 6.95
More than 185 manufacturers, 15,000 models listed

INBOARD & OUTDRIVE BOAT GUIDE — VOL. | A-M ..., $ 6.95

INBOAHD BOAT GUIDE ................................................................................ $ 6.95
Does not include | O or stern drive boats

BOAT TRAILER GUIDE ... $ 6.95
Over 5,000 different trailers listed

CAMPING TRAILER & TRAVEL TRAILER GUIDE ... $ 6.95
More than 200 different lines included

R SRR ETH BUIRE, - o oo e s po B! $ 6.95
Over 177 manufacturers listed

MOTOR HOME BLUIDE covvmnupmuennr enrameesssmmmnesenmusasnss $ 6.95
More than 167 different manufacturers shown

SAILBOAT GUIDE e $ 6.95
Over 116 different manufacturers listed

BONTOON HOUSEBOAT GUIRE ..ciucaunmamnsmesnmsmmessnssssss $ 6.95
Now shows over 80 different manufacturers

CHAIN SAW GUIDE ..o $ 6.95
More than 900 different models listed

SNOWMOBILE & ATV GUIDE .. o $ 6.95
There are over 200 different manufacturers listed

MOTAREYGLE "8 WINEBINE "SBUIDE.: . ouemmesnbesenmn s o $ 6.95
Over 120 different listings — plus trailers

LAWN EQUIPNIENT GUIDE .covssamumemnrnesnmesmesessmssmmicms $ 6.95
Includes walking and riding mowers, snow blowers, etc.

COMPACT TRACTOR GUIDE ....... e $ 6.95
All the major manufacturers are listed in this book

MOBILE HOME BLUE BOOK ... $10.00
January or June edition (Whichever is most current)

RECREATIONAL VEHICLE BLUE BOOK ..o $10.00

April or October edition (Whichever is most current)

Bus Retmier, CAl, is a 1951 graduate of the Reppert School of Auctioneering
and has successfully completed CAl (Certified Auctioneers Institute). He
has sold the above appraisal books to the auction profession for the past 40
years on a moneyback guarantee. \ \\\

BUS RETMIER'S || B ||

VALUATION GUIDE SERVICE

P.O. Box 50248 - 8481 Bast St., Indianapolis, Indiana 46250
Phone: 317 849-3304

Please enclose $1.75 handling and mailing charge per order. All books
shipped UPS except used car, farm tractor, and used truck books which
are mailed.

Dear Bus: Please send the items circled above. | am enclosing the amount
Of § v -

Name ____

Address ..  _._

City . . = State ...

The Legal Aspects

Of Auctions . . .

Laws, ordinances to stop
resale of stolen goods

The problem is one that has been around for
years — stolen items being sold through pawn shops,
antique and secondhand dealers, flea markets, auc-
tions and auction houses. Solutions to the problem
have taken many forms, as states and metropolitan

areas try to prevent theft and subsequent resale of
the stolen items.

A few states have either passed, or are consid-
ering, legislation requiring certain businesses to in-
form the police beforehand exactly what will be sold,
and who the sellers are. This list of items and sellers
would be required a certain number of days, if not
weeks, before the sale. The implication for auction-
eers who sell the property covered by the laws is
obvious — part of your sale arrangements would be
informing the local police of exactly what you will
offer at auction, who is selling it, and doing this for
each and every auction.

The article that follows is another example of
proposed legislation to stop the resale of stolen
property. Even though it refers to dealers, many
auctioneers handle the same or similar items covered
by the legislation.

THE AUCTIONEER contacted the sponsor of the
bill, New York State Senator Mary B. Goodhue. A
representative in her office stated: that there was
never any mention of New York auctioneers to be in-
cluded in the bill; Senator Goodhue’s bill is still in
committee, but a similar bill (if passed) will require
dealers to have county licenses; and the Goodhue
bill was proposed to curtail the flow of stolen items
through ““fly by night’’ dealer shops.

Because more states and cities are exploring
different means of stopping the resale of stolen
goods, it can be safely said that you may encounter
some Kkind of legal requirements to keep stolen
property from entering your auction. One of those

possible requirements is described in the following
article.

When customers finish eating at Capt. Barnaby’s
Fish & Chips, Warwick, Rhode Island, they receive
no check. On the way out they pay what they feel
the meal was worth. Manager Dave LeBlanc says:
“People aren’t overpaying, but ‘Pay What You Want’
Is balancing out. It’'s drawing volume and we’re mak-
Ing money. That’s what counts.”

THE AUCTIONEER



Attention: New York
dealers of precious metals

By Betty G. Flood

Albany, New York — Dealers in gold, silver and
other precious metals who ply their trade in New
York State may soon find themselves carting more
than just their wares to market. If a bill presently
under consideration in the State Legislature is
passed, they will also be hauling a camera device
similar to that found in many stores for check cash-
ing.

The camera device would be required so that
dealers would have a visual record of every trans-
action which would then be available to law enforce-
ment officials for assistance in apprehending thieves.

Additionally, the bill proposes that dealers must
record all details of the sale and must hold any ob-
ject of precious metal for at least two days before
reselling, melting it down or otherwise disposing of it.

All records would be available to law enforce-
ment officials without a warrant or subpoena.

The bill’s sponsor, Senator Mary B. Goodhue,
(R-Mt. Kisco), explained the necessity for such legis-
lation by noting that increased house burglaries and
street crimes involving precious metals have
reached epidemic proportions and that frequently
responsible dealers often become unwitting fences

for stolen material.

The camera device was specifically requested
to be included in the new regulations by New Castle,
New York Police Chief Frank V. Comito, who testified
that such visual records would thwart thieves who
give false identification.

If passed by the current session, the Goodhue
bill will become effective September 1, 1981.

In another attempt to stem the tide of thefts of
precious metals, Assemblyman John Perone (R-
Mamaroneck) has introduced a bill which would re-
quire the licensing of sellers and purchasers of
jewelry, gold, silver, platinum and palladium, as well
as”requiring such merchants to take a photo of the
seller.

The Attorney General would be empowered to
iIssue licenses for a period of three years at a fee of
gf $500, with renewal option for an equal period for

250.

Licenses could be suspended or revoked for
such cases as false statement on the application,
violation of any provision of the law, conviction of
any crime involving moral turpitude, or the commis-
sion of any fraudulent practice in the offer to sell or
purchase any jewelry, gold, silver or other precious
metal. Mislabeling or misrepresentation or conceal-
ment of true metalic composition would also consti-
tute fraud.

Any license holder found gquilty of violation
would be guilty of a felony.

Continued page 13

Col. JOE REISCH
Author & Publisher

(Photo taken Nov. 1978)

10 Books — First edition now off the press

WRITE FOR FREE BROCHURE

Address All Mail To —

Col. Joe Reisch’s Auction Library
Box 850, Dept. NA
Mason City, lowa 50401

THE AUCTIONEER’S LIBRARY & REFERENCE BOOKS

Latest Advanced Methods
For The Professional Auctioneer

The Most Comprehensive Information Ever
Published On Auctioneering

TELLS YOU HOW TO KEEP THE BUSI-
NESS YOU HAVE AND HOW TO GET THE =1 =] =] =]
SALES YOU HAVE NOT BEEN GETTING. =il

Nothing Is Left Out

May, 1981
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COMPUTERIZED
AUCTION
CONTROL SYSTEM

R.S.1.—Sales Group and BOMAC Computer Services, Inc.,
subsidiaries of Rosen Systems, Inc., now have available for sale a
computerized auction control software and hardware package
featuring the following:

Sale inventory input

Sale catalogue

Auction sheets

Buyer registration input
Buyer registration printout
Sale input

Sale control and reconciliation
Invoicing

Buyer status inquiry
Inventory inquiry

Sale recapitulation
Report of sale

Designed and programmed by BOMAC Computer Services, Inc., this
sophisticated data processing package combines modern computer
technology with the ever-increasing informational demands of
today’s auctioneer. This system operates on a state-of-the-art
minicomputer which weighs 65 |b., is a single unit, portable and
most importantly, low cost and cost justifiable.

For more information, call or write Mike Rosen, R.S.l.-Sales Group,
or Bob McDonald, BOMAC Computer Services, Inc.

Bals 0
. BOIMAGC
group

CDIVIPUTER SERVICES, INC

R.S.l. Sales Group BOMAC Computer Services
214/350-2381 214/350-5633

2520 W. Mockingbird Ln.
Dallas, Texas 75235

12 THE AUCTIONEER



Other provisions of the proposed law, which
would become effective 19 days after passage, in-
clude hearings on charges, judicial review, penalties
for violations, and the setting up of trusts upon the
purchase of such items.

(Reprinted with permission from the ANTIQUES &
THE ARTS WEEKLY, Newtown, Connecticut.)

License law update:

Baton Rouge has license law,
other parishes, too

The City and Parish (county) of Baton Rouge,
Louisiana, has had a license law in effect, at least
since November, 1980. These parish and city license
laws are in addition to the required state license
law. THE AUCTIONEER called the secretary of the
Louisiana Department of Commerce to verify that
any auctioneer selling in Louisiana must comply with
both the state requirements and any local license
requirements.

The best advice is to contact the governing body
of the Louisiana city or parish (county) where you
plan to conduct your auction. Provisions of the
Baton Rouge ordinance include the following:

All auctioneers will have a valid license,
required to sell almost anything at auction, ex-
cepting livestock.

The license is non-transferable, good for
one year, costs $50 for residents ($100 for non-
residents) and can be applied for at the Director
of Finance’s office.

Three days before the sale, the auction-
eer must submit to the Director of Finance: a
notarized statement of the time, date and place
of the sale; names, addresses, and license num-
bers of all auctioneers conducting the sale; and
a general description of the type, kind, or
character, and quantity of items to be sold.

Within twenty days after the sale, the auc-
tioneer will furnish a statement of the total
amount of sales, and the amount of taxes due.
(The twenty day statement is not required of
auctioneers who maintain a license to sell at
retail or also maintain a permanent established
place of business in the city or parish of Baton
Rouge.)

The above items quoted from the Baton Rouge
auction ordinance are only a partial listing of the re-
quirements set forth in the ordinance. A copy of the
auction ordinance is most likely available upon re-
quest from the Director of Finance’s office in Baton
Rouge.

Information about the Louisiana state license
law can be obtained from: Donald J. Bernard, Secre-
tary of Department of Commerce, P.O. Box 44185,
Baton Rouge, Louisiana 70804, phone 504-342-5388.

May, 1981

Pending legislation
in Pennsylvania

House Bill No. 105 has recently been introduced
to the State Government Committee in Harrisburg,
Pennsylvania. The act requires a re-evaluation of
certain government agencies, and the termination of
said agencies if their existence does not meet stated
qualifications. The State Board of Auctioneer Exami-
ners is included in the termination date of December
31, 1983.

A copy of H.B. 105 was forwarded to all Penn-
sylvania state chapter secretaries.

The Winter edition of the PENNSYLVANIA AUC-
TIONEER NEWSLETTER asked state secretaries to
“please review the act and write to your representa-
tives showing support of our Board. In this era of
tax cutting measures, all of us must review all gov-
ernmental needs. The auction board, presently
established with association members, has now
reached its full effectiveness. We must support our
past work and prove to our legislators that the board
is certainly worth every bit of its cost.”

If You Buy, Sell or Appraise
Used

WILL SAVE YOU
TIME & MONEY!

R . How To Buy
" Metalworking
° Machinery and
Equipment

Serial
¥ Number
Fas Reference

e Gives you expert advice on
evaluating metalworking
machinery & equipment.

e A must for the new buyer—
a great refresher for the
experienced. g

e Easy-to-read, clear & %
concise language.

e Fully illustrated with
detailed drawings.

e Over 500 pages — 30
chapters.

Gives you the actual age
of metalworking machin-
ery quickly and reliably.

e Helps take the guesswork
out of machinery appraisal
and evaluation.

10-DAY FREE TRIAL! ORDER YOUR BOOKS TODAY!

MAIL TO: INDUSTRIAL MACHINERY NEWS BOOK DIV.
C.S. #5002, Southfield, M| 48037

Please rush me ____ copies of How to Buy Metalworking Machinery ($39.95
ea.) and _____ copies of the pocket size Serial Number Reference Book ($24.95
ea.) with a 10-day trial privilege. (Michigan Residents Add 4% Sales Tax)

O Payment enclosed (Publisher pays postage & handling charges in U.S.)
O Bill me later at cost plus postage & handling charges. Purchase order enclosed.

Name _ o

Company
Address -
City . | State Zip

Sign in a Philadelphia park: “If you’re an advo-
cate of Law’n Order — then keep off the grass!”
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e This new series of 60 one column and
two column ads gets proven results.

e Their cartoon format received over
86% readership in research studies con-
ducted by the National Advertising Bur-

Examples of the 60 Ads.in the Series.

INCREASE YOUR AD READERSHIP

/

X’

U0\ T, e

LESTATE IS A _
E IYUESTPIENT

©Patton Agency

*Ad No. 6 can be used in many ways, for recruit-
ing new associates (we have 6 such ads in the
package), listing houses, farms, commercial real
estate, etc.

14

¢ You are guaranteed exclusive use of
the ad series in your area.

® We already have clients in over 40
states advertising the Patton Agency
way. Maybe you should try our way.

your selling needs. Simply have your news-

There is a cartoon ad to cover many of l
paper drop in your logo at the bottom and

your ad is ready.
;-----------------------.
g [I'm interested in the Action Real Estate News- 3
g baper Ad series. Please send me without obli- i
. gation price information and details of the ’
g Program. g
§ Name &
g B
§ Company 2
fi 4
. Address '
I B
: State___ N 74 R :
: Newspaper(s) servicing area :
: Phone No. :
i The Patton Agency :
- Box 47063 ® Nashville, TN 37204 :
§ (615) 883-7362 Or (615) 885-0653 gy

THE AUCTIONEER



AUCTIONEER
advertising rates
o Increase

THE AUCTIONEER magazine has always been a
valuable source of information to NAA members; and
THE AUCTIONEER advertisers have always made a
valuable contribution to the success of the NAA’s
official publication. However, the NAA Board of Di-
rectors, at its January 26, 1981 meeting, revised the
magazine advertising rate schedule. The new ad-
vertising rates will first affect the advertising placed
in the September, 1981 AUCTIONEER and subse-
quent issues.

Advertising rate increase. All AUCTIONEER ad-

vertising rates will increase approximately 25%.
The following rates will apply after July 1, 1981.
One Six Eleven
(1) time (6) times (11) times
Full page $160.00 $155.00 $150.00
Half page 80.00 {7.50 75.00
Quarter page 40.00 38.75 37.50

Column inch 8.75 per column inch

Changes in advertising copy. Advertising orders
can be placed anytime, changes in advertising can
be made at anytime. But only orders and changes
made by the tenth of the month, preceding date of
issue will appear in the next issue of THE AUCTION-
EER. Orders and changes received after the tenth
of the month will appear in the second issue after
the order or change.

Advertising orders or changes in advertising
copy will not be accepted over the phone. All adver-
tising space orders and copy changes must be made
In writing to the NAA office.

The following charges occur when the NAA of-
fice must prepare or make changes in your advertis-

ing.

Initial composition

quarter page ........ $20
half page .............. $30
full page ..... it $45

Changes in advertising

copy changes ...... $15
artwork
changes ............ $25

More information in June. Along with the 1981
advertising statements, a form will be included which
advertisers will use to place advertising. Advertisers
will then have until August 10 to return the form to
the NAA office, placing advertising to run from Sep-
tember 1981 through a future specified month.

If the NAA office does not receive the completed
form by August 10, an individual’s advertising will
not be placed in the September AUCTIONEER.

Specific details. Realizing that some AUCTION-
EER advertisers have paid for their ads beyond July
1, 1981, the following policies will apply.

1. As stated in the Advertising Rate Schedule
which appears on the last page of THE AUCTIONEER
magazine, ‘‘the editor reserves the right to revise

May, 1981

all rates quoted herein upon sixty (60) days written
notice to holders of contracts. If a rate revision is
made and not accepted, the advertiser may cancel
the contract.”

Therefore, advance payments for advertising at
the pre-duly 1, 1981 rates will be credited to the ad-
vertiser’'s account, to pay for advertising at the new
rates. All advertisers will continue to be billed each
month after their advertising appears in THE AUC-
TIONEER.

2. The new advertising rates and charges are
first appearing in the May AUCTIONEER, then from
July on, published in the Advertising Rate Schedule.
All rates and charges will apply to both present and
new AUCTIONEER advertisers, with specific credit
information required for new advertisers.

Within the framework detailed in the above
policies and rates, the NAA office hopes to maintain
a beneficial business relationship with its AUCTION-
EER advertisers. If any current or potential AUC-
TIONEER advertiser has any questions concerning
the new policies and new rates, the advertiser should
contact the NAA office immediately.

IF you have a deluxe auction gallery
IF it is in a metropolitan location
l F your gallery is not having a sale every day

”: creating more ftraffic by accepting
consignments as a result of our
national advertising suits you

IF you're interested in bringing new affluent
clientele to your doors

| you want to increase your profits by our
providing the inventory and expert
art auctioneers

Call John Suarez, Director;, ARTauction
associates™ at 404-428-5760 or at our 24hr
message center 800-824-7888 ext. A3207; in
Calif. 800-852-7777; in Hawaii & Alaska 800-
824-7919; Int'l 1-916-929-9091; Telex: 542198
Cables: Suarez, Atlanta. Member: National
Auctioneers Association.

You may have to sell one at auction someday,
the robot industry is clanking toward prosperity. Ro-
bot sales have grown from $60 million in 1979 to $90
million last year, and could hit $500 million by 1985,
according to experts.

AMERICAN BUSINESS
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Las Vegas information section . . .

Plan your NAA
convention around
these dates

As you will see by the following ‘““Program-at-a-
glance”, the 1981 NAA Las Vegas convention could
mean a full week of pre-convention tours and official
convention activities. However, to assist in your con-
vention planning and travel arrangements, keep these
dates in mind.

* Wednesday, July 29 — The 1981 NAA con-
vention officially begins. The program-
at-a-glance shows tours are available
both on this day and the Tuesday before.

¢ Saturday, August 1 — The Las Vegas conven-
tion officially ends at midnight. There-
fore, your checkout day would be Sun-
day, August 2, not Saturday which is the
last full convention day.

Making immediate travel arrangements is highly
recommended. It can be safely said that air travel
fares will increase at least once, if not twice before
the NAA convention in July, 1981. Your complete
convention registration and hotel reservation packet
Is in the center section of this AUCTIONEER issue.

THE SCHOOL OF
THE PROFESSIONALS

Professional

Auctioneer

INTERNATIONAL AUCTION SCHOOL

Route 5 - South Deerfield, Massachusetts
413-665-2877

Make plans now for
New England’s only Auction School.
Call for information on next term.
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1981 Las Vegas Convention

Program-at-a-glance
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4:00
9:00
10:15

10:00
11:45

10:30
11:45

12 noon

2:00

am —
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gl —
am

am
am

am
am

Ppm

3:30 pm

Tuesday, July 28

CAl CONTINUING STUDIES WORKSHOP (CAl
Members Only)

HOOVER DAM & OLD VEGAS TOUR (optional)

HOOVER DAM TOUR (optional)

Wednesday, July 29
CONVENTION REGISTRATION

LAS VEGAS CITY SIGHTSEEING & SHOPPING
TOUR (optional)

HOOVER DAM & OLD VEGAS TOUR (optional)
HOOVER DAM TOUR (optional)

DISPLAYS OPEN (for only those displayers who
have paid the display fee in advance)

LAS VEGAS LOOKS GREAT SHOW (all conven-
tion registrants)

Thursday, July 30
STATE OFFICERS’ BREAKFAST & WORKSHOP

CONVENTION REGISTRATION

LADIES HOSPITALITY HOUR & EDUCATIONAL
PROGRAM

YOUTH ACTIVITIES ROOM
PUBLIC/NIGHT AUTO AUCTIONS WORKSHOP

MULTIPLE BALLROOM REAL ESTATE AUCTIONS
WORKSHOP

NAA CONVENTION LUNCHEON

CONSIGNMENT FARM EQUIPMENT AT AUCTION
WORKSHOP

ANTIQUES/FINE ARTS AT AUCTION WORKSHOP
1981 NAA FUN AUCTION

Friday, July 31
CONVENTION REGISTRATION

YOUTH ACTIVITIES ROOM

YOUTH SKATING & MOVIE ACTIVITIES (optional
— lunch included)

COMMERCIAL & HEAVY EQUIPMENT AUCTION
SALES WORKSHOP

LIVESTOCK AUCTIONS WORKSHOP
NAA AUXILIARY ANNUAL MEETING

BOOK AUCTIONS WORKSHOP

ADVERTISING WORKSHOP
LADIES LUNCHEON (optional)

IN AUSTRALIA, AUCTIONS ARE THE ONLY WAY
TO SELL REAL ESTATE! WORKSHOP

THE AUCTIONEER



7:00 pm — NAA AWARDS BANQUET & FESTIVAL
12 midnight

Saturday, August 1
7:30 am — CONTINENTAL BREAKFAST & ANNUAL MEETING

9:00 am  OF THE CAI
9:00 am — YOUTH ACTIVITIES ROOM
12 midnight

9:00 am — SMALL BUSINESS — BIG BUCKS WORKSHOP
10:15 am
PERSONAL PROPERTY LIQUIDATIONS WORK-
SHOP

10:30 am — ANNUAL MEETING OF THE NAA
11:45 am

1:30 pm — ANNUAL NEETING OF THE NAA (continues)
4:00 pm

7:00 pm — PRESIDENT’'S BANQUET

10:00 pm

10:00 pm — PRESIDENT'S BALL
12 midnight

Sunday, August 2

ALL DAY — NO OFFICIAL NAA EVENTS. (Conventioneers de-
part for home, tours, etc. Headquarters hotel
check out day.)

NAA Las Vegas
Convention — who
may attend

To clarify exactly who may attend a convention,
the following Board of Directors’ policies apply.

1. NAA member auctioneers can register them-
selves, family, and non-auctioneer business associ-
ates for the entire program. Under no circumstances
will a non-member auctioneer be allowed to register
for an NAA convention.

2. Only NAA auctioneers can attend NAA spon-
sored functions. If an auctioneer works for an NAA
member, that non-member auctioneer employee can-
not attend the NAA convention. The non-member
auctioneer employee must first join the NAA — full
membership — in order to attend an NAA conven-
tion.

3. On the other hand, non-auctioneer em-
ployees — clerks, cashiers, ringmen, secretaries,
etc. — can attend the NAA convention only when
they are accompanied by the NAA member employer.
The reduced registration cost for the non-auctioneer
employee only applies when the NAA member ac-
companies the employee to the NAA function.

4. NAA spouses can attend the convention
without the NAA member, but the spouse must pay
the full convention registration cost. The reduced
registration fee only applies to the second, third,
fourth, etc., registrations after the NAA member
makes a full registration for the event. |

The complete Las Vegas registration packet Is
in the center section of this AUCTIONEER. To meet
all registration deadlines and avoid increased air
transportation fares, now is the time to register, make
your air travel arrangements, and reserve your hotel
accommodations at the Las Vegas Hilton.

May, 1981

AUCTION FORMS

IMPRINTED WITH YOUR NAME &
NUMBERED OR NUMBERED ONLY AS LISTED

ALL CLERKING TICKETS - 3 copies 812" x 11" NCR
12 on or 10 on - not numbered - 250 cets $22.50, 500
sets $43.50, 1000 sets $85.00.

CLERKING TICKETS - 10 on or 12 on - Imprinted your

name, address and telephone number, 500 sets $75.00;
1000 sets $125.00.

CLERKING TICKETS - 10 on only - Numbered 1 to 1000
100 sets $18.00, 200 sets $35.00, 500 sets $65.00,
1000 cets $100.00.

CLERKING TICKETS - 10 on oniy - Numbered 1 to 1000
and imprinted your name, cddress and telephone number
on each ticket. 500 sets $90.00. 1000 sets $135.00.

ALL FORMS LISTED UNDER THIS HEADING are 82"
x 117, sold in pads of 50 sheets each at $1.95 per pad,
10 pads at $1.45 each, 20 or more pads at $1.20 each

pad. Not numbered.

CLERKING SHEETS - CASHIER’S STATEMENTS

TERMS OF SALE - CONSIGNMENT CHECK-N
CONTRACT FORMS - PROMOTION SCHEDULE
BUYER’S REGISTRATION - 2 FORMS - 1 with room for
13 names - new form for 20 names.

FORMS LISTED BELOW NUMBERED FROM 1 to 1000
50 sheets each pad. 1000 numbers, 1 pad $4.00; 10
pads at $3.00 each, 20 or more pads at $2.50 each.

CLERKING SHEETS - BUYER'S REGISTRATION

CASHIER’'S STATEMENTS - Numbered from 1 to 1000
1000 lots only, $50.00. Imprinted your name, address
and telephone number and numbered 1 to 1000, 1000

lots only $65.00.

TAGS Cardboard 22" x 512" - 3 part perforated, hole
at top, 1000 tags $9.50. 2000 tags $18.00, 5000 tags
$40.00C.

TAGS - Form No. EATN-26 - Cardboard 272" x 512"
numbered 1 to 1000; 1’ numbers; 3 part perforated; hole
at top, 1000 tags $18.50; 2000 tags $36.00; 5000 tags
$85.00.

WIRES FOR TAGS - 12" long -

1000 wires ........ $9.00 5000 wires ........ $42.50
TAGS — Sticky Back - Form No. EATSB-35 - 3 part
perforated, with room to write numbers. Need no wires.

Peel off and stick on, 1000 tags $20.00; 2000 tags
$38.00; 5000 tags $90.0C.

TAGS - Form No. EATCBN-36 - Sticky Back - 22" x 5",
no wires needed, peel off and stick on; 1 numbers, 1000

tags $30.00; 2000 tags $55.00; 5000 tags $125.00.

BUYER CARDS - Form BS-20 34" x 7 - 1000 cards
$7.50, 2000 cards $14.00, 5000 cards $32.50.

BUYER CARDS - Form No. BCN-30 Numbered from |1
to 1000 - 1000 cards $15.00, 2000 sards $29.00, 5000
cards $75.00.

BUYER CARDS -—— No. BCND-50, Numbered 1 to 1000
1"* display numbers; 1000 cards $25.00, 20C0 cards $40.00,
5000 cards $85.00. NO NAMES.

ARROW DIRECTION SIGNS Word AUCTION in beg type
& BOLD ARROW colored cardboard 9 x 117, 50 signs
$7.50, 100 signs $10.00. V3 each direction. .-

Payment with Order — We Pay Postage
C. 0. D. Orders — You Pay Postage
— WRITE FOR FREE SAMPLES TO —

STOCK YARDS PRINTING CO.

1613-A Genesee, Kansas City, Mo. 64102
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Enter auction business
stationery in 1981
advertising contest

A total of eight categories is now available to
NAA members entering their auction advertising in
the 1981 NAA Advertising Contest in Las Vegas.
However, to enter Category H, ‘““Auction Business
Stationery’’, you’re sending three ‘‘sets’” of your
stationery to the NAA office.

An entry into Category H must consist of a set
of three items — one piece of your auction business
letterhead, one of your auction business envelopes,
and one of your auction business cards. The letter-
head and the card must both display the NAA em-
blem, or state that the auctioneer is an NAA member.
(The envelope is excluded from the ‘“must display
NAA emblem” rule.) To this set of three items —
letterhead, card, envelope — attach the entry form
that must accompany an entry into the contest. Also,
you're sending in two more sets of these three items,
as explained in contest rule #7. The NAA office
must receive 3 full sets of your auction business
stationery to complete your entry into Category H.

The rules for the Advertising Contest will be
published in each AUCTIONEER between now and
July, so that everyone will have time to prepare en-

tries for the 1981 Contest. Awards will be presented
at the Awards Festival of the 1981 NAA Convention,
Friday, July 31.

To enter, photocopy or retype the entry form
(one completed form for each contest entry, three
samples per entry). The completed form will help
the contest judges in identification and evaluation
of your advertising.

Advertising Contest Rules

1. Entries must display the NAA emblem or the
statement that the auctioneer is a member of the
NAA.

2. Entries must be submitted to the NAA office —
three copies of each entry — by July 1, 1981,

3. Entries must be on the current year sales (July
1, 1980 through June 30, 1981).

4. Each member entering the contest must select
one entry, which he feels he wants to be repre-
sented in any of the particular categories. Each
entry must be labeled, or clearly marked, as to
the category for which it is being entered, and
three pieces of each category must be submitted.
(NOTE: If the advertising is not labeled as to
which category it is being entered, it will not be
submitted to the judges and additional advertis-
iIng pieces will be maintained in the NAA office
for reference only.)

5. Members of the advertising committee are not

eligible to compete for an Advertising Contest
Award.

IMN’s metalworking lists are the most complete,
up-to-date, and productive available today. PLUS,
IMN has all the options you need on your list.

Looking for a geographic list? We have it. Need a
list of large metalworking plants? Small metal-
working plants? We have them, too. How about a
list specifying machinery or equipment in use or

IMN Can Also Handle Your Printing Work
From Concept To Finished Product.

I Call, Write or Wire For More Information Today!

METALWORKING MACHINERY

NOW YOU CAN REACH OVER 190,000 METALWORKING MACHINERY PLANTS

AUCTIONEER

- . O R e KK W

S L L e e B e B R e S T

SELL-
mailing
lists

one with S.I.C. numbers? You name it, we have it.

SELL-ective mailing lists have hundreds of satis-

fied users—including names such as Dunn &
Bradstreet, Thomas Register, McGraw-Hill, the
U.S. Government, Norman Levy Co., Wershow-
Ash-Lewis, Stephen L. Winternitz, Inc., Ron Tim-
mons & Co., Roland Grenier & Co., etc.

INDUSTRIAL MACHINERY
NEWS CORP.

29516 Southfield Rd. ® C.S.#5002 e Southfield, M| 48037
Phone: (313) 557-0100 Telex: 231237
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6. Previous year winners — those who won an
award in 1980 — are not eligible to compete in
the category in which they won in 1980, but they
may enter any of the other categories.

7. Of the three entries submitted for each category,
one copy will be maintained in the NAA office;
one copy will be maintained in the judges’ file;
and the third copy will be displayed for viewing
by the convention registrants after the awards’
recipients are announced.

8. Two first place awards will be presented in each
category; one for one-color ink on paper; and
the second for multi-color ink on paper.

9. A “Best of Show’ award will be presented to the
best entry submitted for the contest (and will
not be included in the other award categories).

10. The categories are as follows:

Commercial and Industrial;

. Farm (an operating farm liquidation);

Real Estate;

Antiques;

. ‘Specialty’”’ (cataloged sale);

Consignment Sales with General Household
and Estate Liquidation;

g. Institution (auction firm promotion);

h. Auction Business Stationery (letterhead, plus

envelope, and business card).

Remember, all NAA members are eligible to
enter their advertising (three copies of one entry per
category), but reference to the member’s NAA affilia-
tion must be displayed on the advertising piece (NAA
emblem, or ‘“‘John Doe, Member, National Auction-
eers Association”).

It is not too early to select your best auction ad-
vertising for the above categories, and submit it to
the NAA office by July 1, 1981. Be sure and have
an entry form completed and attached to the three
examples of each entry. Any questions concerning
advertising rules or contest procedures should be
directed to the NAA office.

ToQo0oTp

MOVE MERCHANDISE
IN DALLAS, TEXAS

When you advertise in the Sunday, Dallas
Times Herald, you reach more than 693,000
readers in the Dallas area.

When you want to reach auction goers with
money to spend, Dallas is the place and the
Dallas Times Herald is the newspaper.

Now featuring ‘‘The Auctioneer’’ every Sun-
day in the Classified s&ction.

Contact Debbie Dent, 1101 Pacific Avenue,
Dallas, Texas 75202, 214/741-1515.

Source: Dallas Times Herald Continuing Market Survey,
1979, 4,000 Telephone Interviews.

Dallas Times Herald

The newspaper Dallas can be proud of.

May, 1981

ENTRY FORM

National Auctioneers Association
1981 Advertising Contest
NAA Annual Convention

Las Vegas, Nevada

Please type or print.

CONTEST CATEGORY

(include letter and name of category)

SUBMITTED BY _

(name of NAA auctioneer advertiser)

STATEMENT OF PURPOSE FOR THE

ADVERTISING

NUMBER PREPARED

NUMBER DISTRIBUTED

HOW DISTRIBUTED?_

BRIEF DESCRIPTION OF SALE

DEADLINE FOR ENTRIES: July 1, 1981

Photocopy or retype this form; and send one
completed form for each entry, three samples
of the advertising per entry. Send all entries to:

Advertising Contest
National Auctioneers Association
135 Lakewood Drive
Lincoln, Nebraska 68510

Antiques and art auctioneers have known it for
years; 19th century posters have become popular.
Last fall, Sotheby’s sold one for $70,000, Phillips for
$52,000. Why are they popular? One expert ob-
serves that ‘“‘posters do not pretend to be high art.
Posters are the people’s art — the only branch of
the art field in which the artist speaks directly and
compellingly to the customer.”

AMERICAN BUSINESS
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Good variety in
workshops selected for
1981 NAA Convention

NAA president Archie D. Moody has re-
quested NAA members, from a variety of auc-
tion specializations, to serve as the instructors
for the 1981 NAA Las Vegas Convention work-
shops. Hoping to cover the educational topics
which are in great demand by the NAA member-
ship, the following workshops have been sched-
uled during the Las Vegas Convention. The
names of the instructors, meeting room assign-
ments, etc., will be published in the June, 1981,
issue of THE AUCTIONEER magazine, when
the entire 1981 Las Vegas Convention program
IS printed.

Thursday, July 30

7:30 to STATE OFFICERS’ WORKSHOP
10:15 am (presidents and secretaries of State
Auctioneers Associations)

9:00 to PUBLIC/NIGHT AUTO AUCTIONS

10:15 am
10:30 to  MULTIPLE BALLROOM REAL
11:45 am ESTATE AUCTIONS
3:00 to CONSIGNMENT FARM EQUIPMENT
4:45 pm AT AUCTION
ANTIQUES/FINE ARTS AT AUC-
TION
Friday, July 31
9:00 to COMMERCIAL & HEAVY EQUIP-
10:15 am MENT AUCTION SALES
LIVESTOCK AUCTIONS
10:30 to BOOK AUCTIONS
11:45 am
ADVERTISING
2:00 to IN AUSTRALIA, AUCTIONS ARE
3:30 pm THE ONLY WAY TO SELL REAL
ESTATE!
Saturday, August 1
9:00 to SMALL BUSINESS — BIG BUCKS
10:30 am

PERSONAL PROPERTY LIQUIDA-
TIONS

Closeout JEWELRY 55¢ doz.
Catalog — 25¢
Roussel’s 107-190 Dow Ave.
Arlington, Massachusetts 02174
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Big sale In
Las Vegas!

Convention Fun Auction
awaits your contribution

The word ‘“contribution” has two meanings
when you discuss the 1981 Las Vegas Convention
Fun Auction. You, your auction business, your family,
your auction school, and your state association can
all contribute items to be sold at the 1981 NAA Con-
vention Fun Auction. As a matter of fact, all donated
sale items for the Fun Auction are tax deductible.

Your next, and most important, ‘“contribution”
IS your own auctioneering skill — selling at the NAA
Fun Auction to the best auctioneers in the business,
your fellow NAA members.

The NAA Fun Auction set a proceeds record last
year in Nashville, and a new record is waiting to hap-
pen at the Las Vegas NAA convention in July.

State associations can lead the way. At the 1980
NAA Grand Ole Convention in Nashville, Tennessee,
many state auctioneers associations contributed
items representative of their state or region to the
convention Fun Auction.

A handsome gun from Texas, a beautiful quilt
from Tennessee, gorgeous artwork and sculpture,
delicious cheeses and other regional foods, all have
been sold at past NAA convention Fun Auctions.

The months between now and Thursday night,
July 30, 1981 could be just enough time for state
association enthusiasm to build, and choose an auc-
tion item representing the state or region.

NAA member, you’re up next. Every NAA mem-
ber auctioneer is eligible to auction an item (or items)
at the 1981 Las Vegas Convention Fun Auction. And,
of course, every NAA member is eligible to contri-
bute an appropriate sale item (or items) to the Fun
Auction — especially if you are attending the Las
Vegas Convention. However, if you are not able to
attend, your sale item will still be gratefully accepted
and sold at the convention. Please give your item to
someone who is attending, and they will sell your
Fun Auction contribution.

The actual selling order will be determined in
advance by the Convention Host Association, Fun
Auction Committee so that everyone will know when
they will appear on the stand, according to the fol-
lowing format.

1. The NAA president will sell the first item.

2. The NAA officers and directors will follow and sell
the next items.

3. The convention chairman will sell the next item.

4. The State Associations will sell their respective
items, and determination of which state associa-
tion sells first will be made by a draw.

5. Past presidents and Hall of Fame recipients will
sell their items.

6. The NAA membership will sell their items, and a
draw also will establish the line up for everyone.

THE AUCTIONEER



The clerking, cashiering, and bid taking duties
will be administered by the members of the Arizona
Auctioneers Association, Inc., co-hosts for the Las
Vegas convention with the Nevada State Auctioneers
Association.

Public to attend 1981 Fun Auction. This year,
Las Vegas residents and Hilton Hotel guests will be
invited to attend the NAA convention Fun Auction.
More than any other Fun Auction, the general public
will get to see NAA auctioneers as professionals in
the auction method of selling. Please be assured
the public will be treated as respected guests; and in
keeping with NAA tradition, no alcoholic beverages
will be permitted at the NAA Convention Fun Auction.

Also in keeping with tradition, all proceeds from
the NAA Convention Fun Auction help defray the
expenses of the convention. The NAA is still one of
the few trade or professional organizations, which
can hold convention fees to a low figure (the 1981
$50 pre-registration is very reasonable compared to
fees above $100 for other trade associations).

The 1981 NAA Convention Fun Auction is going
to be another sale success, and one way or another,
you can be a part of it all. The Fun Auction is your
opportunity to help support the NAA convention, and
display your auction talents to the world’s best auc-
tioneers — your fellow NAA members.

Any questions concerning contributions to the
convention Fun Auction should be directed to the
NAA office as soon as possible.

July nominations
deadline for NAA
candidates

Any NAA member can be nominated for elective
office in the National Auctioneers Association. What
must be submitted on behalf of the candidate is a
resume of the candidate’s qualifications for office, a
letter (or letters) of support for the candidate’s nomi-
nation (a candidate does not necessarily have to be
nominated by a state auctioneers assocation), and a
black/white glossy photograph of the candidate.
The deadline for nomination is July 1, 1981.

In accordance with the 1980 NAA By-Law re-
visions governing officer elections, not only will the
members elect the four directors (the retiring presi-
dent automatically assumes the fifth directorship),
but the members will also elect the treasurer, a vice
president, and a president-elect. The current presi-
dent-elect will assume the president’s office.

It is a policy of the National Auctioneers As-
sociation that announcement of candidate declara-
tions be submitted in writing to the NAA office prior
to July 1 of the year in which the elections are to be
held: and that the NAA office then will reproduce

Continued page 23

camwork

The execution of the right play creates the winning effort.
Teamwork is what makes it all happen and can put dollars in
your pocket. You may not always have the knowledge or ex-
perience to tackle every sale or lead. Michael Fox Auctioneers
can be the part of your team that can make the difference
between a touchdown and a field goal. In fact, Michael Fox
Auctioneers can handle the entire job for you, at auction, or
by outright cash purchase from the seller! We're specialists in
the field of commercial and industrial auctions and liquidations
and one of the country’s largest. Our size, experience, financial
strength and liquidation know-how can make Michael Fox Auc-
tioneers and you an unbeatable team. Call us collect whenever
you have a sale or a lead where teamwork can help.

Michael Fox Auctioneers, inc.

EXECUTIVE OFFICES

SUITE 1915 ¢ CHARLES CENTER SOUTH e 36 S. CHARLES STREET
e BALTIMORE, MARYLAND 21201
(301) 332-1333 Baltimore ® (301) 621-1776 Washington ® (215) 564-1175 Philadelphia

May, 1981
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YOU CAN LEARN TO AUCTION REAL
ESTATE SUCCESSFULLY...AND

BECOME A QUALIFIED AUCTIONEER

THE FIRST COMPLETE HOME STUDY TOURSE
EVER DEVELOPED ON HOW TO SUCCESSFULLY AUCTION REAL ESTATE

BROKERS/AGENTS:

m Offer this additional successful marketing technique
to your clients.

m There are many advantages to a public sale
(Auction).

®m |Learn what they are and offer this alternative to
your clients.

® Give yourself and your company this important
edge.

m Auctions can produce sales where all other
marketing techniques fail.

For many of you this could mean the beginning of a
whole new career in real estate; for others it will mean
many extra dollars in income. This detailed course,
authored by one of America's foremost real estate
auctioneers, will teach you all you need to know...
There is no other course offered anywhere quite like
this one.

A comprehensive marketing education by aninstructor
who combines his knowledge as a highly successful
practicing auctioneer, together with the teaching tech-
niques from his seminars that have been so widely
acclaimed by graduate students.

About the Author: Melvin A. (Mel) Giller. Realtor—
Auctioneer. Thirty years’ background in sales, sales
management and marketing and is a nationally recog-
nized author, lecturer and instructor on the Marketing
of Real Estate by Public Sale. He entered the real estate
profession in the early 1960’s. He has been involved as
a Real Estate Developer, and at one time in his career,
operated a company that was comprised of 87 sales
people. Several years ago, herecognized the enormous
potential of the Public Sale as a marketing tool for the
sale of real property, and he has dedicated himself to
this profession. He is the President of Nationwide
Auction Company, with offices in Tucson, Arizona and
Newport Beach, California.

GRADUATES WRITE:

Thank you for introducing me to a new Real Estate phenom-
ena... Auctioneering.

My first auction was a tremendous success thanks to your
training and support. By using your workbook as a guide, |
was able to coordinate the entire auction step by step and
everything fell into place.

J. Johnson, Real Estate Broker
Los Angeles, California

My first series of auctions resulted in my selling 3 out of 4
properties offered, for a sales price totalling $310,000. What is
even further exciting is that | placed an additional $582,000
into escrow from my regularly listed real estate, as a result of
the contacts that | made from the auctions.

Lettheseresults betestimonialtotheincredible success of the
auction technique and the course you taughtmein Las Vegas.

G. Artoux, Realtor Associate
Malibu, California

T'he most exciting thing to happen to me in the 10 years that |
have held a real estate license, was to attend your course on
how to auction real estate. The instruction was fast-moving
yet complete in every detalil.

You have introduced me to an exciting profession, and with
all due respect to your excellent teaching, | am now conduct-
ing my own successful real estate auctions.

| heartily recommend your course to anyone interested in
learning how to auction real estate.

J. Platt, Real Estate Broker
Anchorage, Alaska

Your course has changed my entire career. At my firstauction
sale, we offered 21 apartment houses and sold 19 of the 21
properties, with total sales in excess of $4,000,000.

| was simply amazed as | watched the auction magic unfold.
| followed the contents of your course to the letter, and they
became words of gold, now proven again.

As a real estate broker, this marketing method is quite reward-
Ing. Your experience and advice made the difference between
mediocrity and the sensational success of our auction. | am
deeply indebted to you.

C. Ormbrek, Real Estate Broker
Santa Fe, New Mexico

COURSE INCLUDES A 76 PAGE INSTRUCTION
MANUAL, AND FOUR (4) cassettes covering 24 topics.
The topics include: HOW TO ACQUIRE LISTINGS,
CLIENT COUNSELING, HOW TO CHARGE FOR
YOUR SERVICES, PROMOTING THE AUCTION,
CONDUCTING THE SALE, THE SECRELS OF HOW
TO CRY THE CHANT OF THEAUCTIONEER (asound
that has thrilled millions of auction goers throughout
the generations). A separate section will instruct you
on how to auction personal property. The course
comes complete with samples of newspaper ads, bro-
chures, and all the forms you will need to be a qualified
auctioneer.

It's all here. Read it at home. Listen to it in your car.
Practice in your leisure. All for a one time cost of...

COMPLETE COURSE
ONLY

$8950

r-_-_----—---—_--—-_--_----------

e D e e e e S R e TRy R TR e SR e

Send me my course on HOW TO BECOME A SUCCESSFUL
REAL ESTATE AUCTIONEER. (Please Print) (California Resi-
dents add 6% sales tax.)

Name
Address
City State Zip

O Check enclosed. Make payable to Natl. Inst. of Real Estate
Auctioneers Inc.

O MasterCard 0O VISA
Exp. Date Signature

Mail to: National Institute of Real Estate Auctioneers Inc.
3400 Irvine Ave., Suite 218, Newport Beach, CA 92660
(714) 957-0045

Card No. _

THE AUCTIONEER



the candidates’ resumes and photographs to submit
to the Nominating Committee for review and con-
sideration.

The nominations for the offices of directors
(four) and officers (treasurer, vice president, presi-
dent-elect) are open for the 1981 NAA Convention.
All letters declaring the candidate’s nomination for
an NAA elective office, should be directed to: Harvey
L. McCray, Executive Vice President, National Auc-
tioneers Association, 135 Lakewood Drive, Lincoln,
NE 68510. Written nominations should be submitted
prior to July 1, 1981.

Remember, if you are supporting a candidate for
NAA elective office, submit your letter immediately
to Harvey L. McCray and enclose with the letter of
support, the candidate’s resume (qualifications) and
black/white glossy photograph. The Nominating
Committee sincerely hopes that candidacies will be
announced, and support letters submitted soon, so
that ample time will be available to the committee
for thorough review and consideration.

SALE CLERKING SHEETS

and other Auction forms
Write for Samples and Prices

BURTON PRINTING CO.
P.O. Box 597 Hastings, Nebr. 68901

When it comes to Midwest auction
advertising, there is no second best.

Last month, over 90% of Auction/Bid
advertising in Chicago newspapers was
in the Chicago Tribune. The Auction Mart
IS the Midwest’s #1 auction marketplace
because it brings the interested auction-
goers and sellers together in a unique
selling atmosphere.

¢

May, 1981

Exhibitor’s fee increases
for NAA conventions

Pursuant to the January 1981 NAA Board of Di-
rector decisions regarding NAA convention exhibi-
tors, changes have been made in both policy and fee
amount for convention exhibitor space. All dis-
players at the Las Vegas convention, and future con-
ventions must be NAA members, or advertisers in
THE AUCTIONEER magazine. Also, the cost of ex-
hibiting at NAA conventions has been increased from
$75 to $200 by the Board decisions.

Since there will be a limited number of exhibitor
spaces available, it is highly recommended that NAA
member/exhibitor requests be received at the NAA
office as soon as possible. If past conventions are
any indication, NAA convention exhibitor spaces will
be filled quickly.

Any questions regarding convention exhibitor
space should be directed to the NAA office, not the
Las Vegas Hilton Hotel. Actual requests for con-
vention exhibitor space should be made in writing,
accompanied by $200 payment to NAA executive vice
president Harvey McCray, at the NAA office.

When Boardman Hardware, Sun City, Florida,
moved to ‘“shiny new quarters” they announced the
move by giving each visitor a ‘““‘shiny new quarter”.

We've got a new Auction Mart brochure with
complete details. For your copy call Barbara
Wentz at (312) 222-4493 or Charles Shanley
at (312) 222-4042, today. Or write them

at 435 N. Michigan/Rm. 915, Chicago,
lllinois 60611.

h'I' urn to the

icano Jribune
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113 N. May Street,
Chicago, IL 60607
Area Code 312-421-5140

Or Visit our Giant Showrooms

Mon.-Fri. 7 a.m.—5:30 p.m.
Saturday 7 a.m.—3 p.m.

Auctioneers and independent sales organizations have long relied on Cook Bros. as their

leading source for a wide variety of merchandise . . .

including tv’s and radios, CB radios,

stereos, appliances, watches, cutlery, jewelry, cameras and small novelties . . . items that
can be profitably and quickly sold.

All orders are shipped the SAME DAY we receive them! Whether you sell strictly from
the auction block, in a store, or house-to-house or business-to-business, Cook Bros. should be
your NUMBER ONE supplier for all types of general merchandise and closeouts! Mail cou-
pon below for your big, new wholesale catalog. You’ll boost your profits promptly!

“Lowest Prices “Name Brands
“Same day shipment
“Merchandise warranted against factory defects
*Catalogs without our name available for your use

MAIL
THIS
NO-RISK
COUPON
TODAY

To:

Cook Bros., Inc., Dept. A976
113 N. May St., Chicago IL 60607

“Large inventory always

“Direct importers

Yes, | want to make more money! RUSH my copy of your big, new wholesale cata-

log.
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---------------------------------------------------------------------------------------------------------------------------------------

- e o W W N W R N W E R w W OE R SR R R omommm R E O E E R m R OE R om oo e T OB S W R O e e W M S m S B S e R e B G R T O S R O e e e E e e e e O M e A e e e e e e o w wm E

- EE S S o m o m E m E EmE m Ss B R S MR O s e o o R R M R M M M o i e o o E o o S S M M G M o S m m E o om s o =

THE AUCTIONEER



Bidder Reagistration Gards

KWICK KLERK'S personalized Bidder Registration Cards are the perfect
way for qualifying your buyers. Each card is printed on heavy, colored card
stock. The top of each card is perforated and detaches for filing in your
“KABINET"™ while the bottom detaches with your personalized logo printed
on ft....... a great business card! Only $22 for the first 1000 cards. $20 for
each additional 1000. Give them a try! We know you’ll like them!

lerking She

Our Clerking Sheets have been redesigned by our professional graphics staff.
The sheets are available in 3 or 4 part NCR (carbonless) varieties and are pre-
cut with a card stock back copy. Our unique sales tabulation section on each
sheet helps in eliminating posting errors and gives you a constant report of
your auction’s progress. Each sheet contains 10 tickets and they re shipped
in 100 sheet packages. 3 part sheets are only $18/package. 4 part are $20.

CALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT

Wick Rlerk

Box 147 Northfield , M\n. 55057

(507) 6454407

REISCH
WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

Since 1933 Largest in the World
Approved for VA

YOU can be an AUCTIONEER!

START YOUR NEW CAREER NOW v

AND MAKE BIG MONEY *-
Col. Gordon E. Taylor Attend 2 weeks intensive training in all
Owner and President phases of this respected and highly profit-
Full-time Auctioneer  able profession, taught by 25 of the na-

e e = S e

EIVE LIFETIME SCHOLARSHIP, DI

R o

TES REC

| will Help You ion’ - o i _ GRADUA
.. p_. SR SRS | P W— PLOMA & POST-GRADUATE ASSISTANCE. OUR “ON
FOR THE - THE CAMPUS” HOUSING & DINING FACILITIES, CON-
OROFESSIONAL ‘il ~  _ TRIBUTE GREATLY TO ENHANCE YOUR PROFESSIONAL
AUCTIONEER y TRAINING.
Clerking Supplies Please send me your FREE CATALOG.
Sound Systems -
WRITE FOR T T T T
INFORMATION Col. Gordon E. Taylor

Reisch World Wide College of Auctioneering, Inc.
P.O. Box 949

|
|
W | Mason City, lowa 50401 Ph. (515) 423-5242 or 6396
PON
TODAY: I .
| ADDRESS
i
OBTAIN OUR MODERN AUCTION LIBRARY WITH CITY
YOUR CHOICE OF TRAINING RECORD OR CAS- STATE ZIP
SETTE TAPE. FREE WHEN YOU ENROLL IN THE

TERM OF YOUR CHOICE. | NA |
© Gordon E. Taylor, Member J_

May, 1981 25
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Aésrled Characters

THE WATCH
THAT HAS = Check for our
S— EVERYTHING! T
~ HHA 4| * Hours, minutes d ?‘;%??'?”d
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%i% = % Back-up light for nite-time viewing. f?{"‘ ,’fr
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easant song. i 117
wens P : LADIES Dealers Inquiries Welcome

8 West 37th Street, New York City, New York, 10018

WAGNER WATCH CO. A2z
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Become a specialist In
auctioneering and appraising

By B. G. Coats
NAA member auctioneer
Rumson, New Jersey

Auctioneering and its allied pursuits have made
tremendous progress in the past twenty-five years.
The practice of auctioneering, with the advent of in-
creased business organization, appears to have
mellowed in an atmosphere of relative calm and
tranquility, when set against the shocks, strains and
stresses of the past. The auctioneer of yesterday,
chewing tobacco and telling dirty stories, but being
of good voice and the ability to transmit bids with
great gusto and sequence, was looked upon by the
public as a good auctioneer.

That day has now passed forever and the public
demands that the auctioneer of today exercise both
skill and the application of knowledge.

Emphasis on bid calling, while one of the tools
of our profession, has been more or less relegated
to the application of knowledge. It is to be presumed
that auctioneers can be, or become, experts in the
variety of things which they may be called upon to
advise, to value, and to sell. But auctioneers can —
with pain, study and experience — attain such a
knowledge as will enable them to be professionals in
particular fields.

Through the application of knowledge, many
states now require an auctioneer to obtain a license
as a prerequisite to practice. The granting of a li-
cense does not make an auctioneer an expert. It is
only the beginning. It has elevated the profession
to one of a legal status, gives the auctioneer security,
and should inspire the auctioneer to specialize and
become an expert. Then and only then can auction-
eers be looked upon as professionals.

It matters little what phase of auctioneering you
pursue. You can become a specialist in more than
one category, but you can never become a specialist
in all of them. The auctioneer who has fingers in
every pie is causing irreparable damage to his or her
reputation as an auctioneer, and hasn’t added any
prestige to the profession.

No sphere seems to be exempt from the frantic,
feverish bidding which is sweeping the country. In
almost every field an advance in price is recorded.
Buyers are diversifying their interest to the point
where anything in or around the farm, or anything
kept in Grandma'’s attic is bound to be worth some
money. Goods are increasingly becoming more per-
plexing to obtain. The flight from goods to money
may make your local banker nervous, but it brings
joy to the auctioneer.

Diversify your operations and try and become
an expert in the field of appraising. To every auc-
tioneer money is the basic element. Literally, the
auctioneer is the one who knows the price of every-
thing. When some one needs something appraised,
a reputable auctoneer can be the person to ask, for
auctioneers are eminently qualified to estimate what
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a piece would bring at auction. You will discover the
field of appraising most lucrative, because doing ap-
praisals can certainly mean new business. But one
can never expect to become an expert without hav-
ing had considerable experience as an auctioneer.

THE PROFESSIONAL AUCTIONEER AND
WHAT HE NEEDS TO KNOW
F BY RUSSELL KRUSE

A book every auctioneer should have in his possession.
Prepared for practicing auctioneer and the student or
beginning auctioneer.

CHAPTER HEADINGS

1. Bid Calling 10.License law — Bonds
2. Conducting the auction 11.Fees — Commission
3. Contracts 12. Appraising

4. Sale summary

5. Uniform commercial code
and auctioneer liability

6. Reserve bidding

13.Land description and
surveys

14, Working together

15. Definition of 276 terms and

7.Advertising words every auctioneer

8. Ringman should know or have avail-

9.lnsurance able

Price of book $10.00 (Volume discount available). Being used by several states
— auctioneer associations and auction schools. WRITE: Kruse Office: 305
South Union Street. Auburn, Indiana 46706. ATTENTION — Russell Kruse

ALSO AUCTIONEER TRAINING AT
KRUSE AUCTION INSTITUTE
AUBURN, INDIANA

Number #1: Three Week Course starting in February, June
and October. Personalized training with actual book study
and written tests. Be sure to inquire. ($300 fee)

Number #2: Consulting for Auctioneers already in the
business who are not satisfied with their present progress.
(Fee on request)

Number #3: Special One Day Course including Kruse
Book, three hour written test, bid calling, contrgcts and
sale summary. Excellent for state exam preparation. ($75
fee)

Special Correspondence Course: Home Study Course - in-
cludes live tape - Kruse Book and other written material
that should be very helpful in state test preparation as well
as making you a better auctioneer. Fee only $200.00.This
also includes Number #3 if desired.

Contact Russell Kruse, Kruse Office Building, Auburn, IN
46706. Finance available in all courses.
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NAA officer/director articles . . .

Estate sales, first
consider the client

By Hugh B. Miller, CAI
NAA Director

Estate auctions are the type of auction business
where everything sells well, the auctioneer is happy
and the seller is happy — not necessarily so. Have
you as an auctioneer ever stopped to think that
many times your client in an estate auction is an un-
willing client who may be under a great deal of
stress at the time of the auction? We as auctioneers
many times deal with clients that are going through
a period of great turmoil, sadness, or distress. | feel
that if we are going to do our job properly, we need
to recognize the pressures on people being forced
into having a public auction. An estate auction may
be the result of an untimely death of a loved one or
a very close friend. During times such as these, an
understanding individual who is going to help solve
some of the problems can be a great comfort.

If the professional auctioneer explains in great
detail the marketing process to be carried out, and
exactly what transpires at an auction, the auction-
eer can alleviate some of the fears and anxiety that
our clients may be experiencing. Sometimes | think
we fail to realize, as people who work with auctions
everyday, that many of our clients have never at-
tended an auction. Primarily they have heard the
stories of how people’s real estate or personal
property was sold at far less the market value dur-
ing the Great Depression, or how some poorly pro-
moted and handled auction produced values far less
than could have been realized through an alternate
sales method. These people are understandibly con-
cerned about seeing their property sold at public
auction.

| would suggest that we, as professional auc-
tioneers, take the time to counsel and explain to
our clients the benefits of the auction method of
marketing. At that time, it would probably do us
good to once again review the basics in our own
minds, as to why the auction method of marketing
has withstood centuries of time, and is still a very
viable method for disposing of assets in any estate.

The auction method of disposition enables the
heirs to set the date and time that the assets of the
estate will be sold. This can be very important for a
family which is dispersed over a wide geographical
area.

The auction method allows the orderly distribu-
tion of the assets to the heirs. Many times hard
feelings are created over the physical possession of
the personal property. If all of the personal property
Is sold at the auction with a bid, the division of the
money and proportion is very easy.

The auctioneer can relieve the personal repre-
sentative of many duties and responsibilities. The
auctioneer can conduct inventories of the assets,
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handle real estate closings, and work with the at-
torneys on conducting appraisals of the real per-
sonal property.

The auctioneer should have at his or her dis-
posal, experienced personnel to assist with the auc-
tion. The clerks and cashiers should be qualified
and furnish all change, office machines, and sup-
plies. The people who set up the auction should be
knowledgeable about the type of merchandise being
sold. It is advisable for the auction company to have
tables and supplies available for the estate auction.
The auction company should be equipped to handle
all details of the estate auction.

The accounting to the personal representative
should be clear and complete showing all expendi-
tures made on behalf of the estate. It is very im-
portant for the auctioneer to explain in detail, a
“before and after’” itemization of all auction expenses
incurred.

In summary the estate auction is an important
part of the general auctioneer’s business. Estate
auctions can enhance the image of the auction pro-
fession, but only if those estate auctions are proper-
ly conducted.

Auction Supplies
Paddle Cards o
Clerk Sheets o

Item Receipt System @

Direction Signs

Write for Samples and prices |

SMART ART PAPER PRODUCTS
501 Penna. Ave.

Downingtown, PA 19335

e

A teacher was having fits getting boys to work
on decimals until she pointed out they were neces-
sary in figuring batting averages.
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You’re busy . ..
but take time
for others

By Sammy L. Ford
NAA Director

Here we are in the spring of 1981, which hap-
pens to be my favorite time of the year, and also
the busiest. | am sure whatever region of the coun-
try you are from, this holds true. Spring is a tradi-
tionally busy auction time.

However, | would like to take this opportunity
to issue a challenge to NAA auctioneers, not to be-
come so busy that we cannot give to our family and
our community and our civic organizations. My ob-
jective is not to single out the auction profession for
its lack of commitment to its community, but instead
to issue a challenge to the auction profession to
take a lead in doing so. It is easy to become ob-
sessed with our work and our business, to the point
that our entire lives revolve around our auction
work alone. | am not saying that we shouldn’t have
a real genuine concern and dedication to our busi-
ness, but | am saying that we need to have some
diversification in our lives so that we can enjoy
happier, richer, more rewarding lives by providing
service to others.

Here in my own small community, we have
more Little League and Senior League baseball
players than we have coaches to train them. News-
paper solicitations, as well as radio advertisements,
have sought coaches to fill the positions for those
teams, so that no child can be turned away from
playing ball. However, the attitude seems to be,
“let someone else do it, | am too busy. | don’t have
time.” | am sure that my community is no exception.

In my opinion this passive attitude prevails
throughout the country. No doubt we can all see
this attitude reflected at our State Associations,
through the lackadaisical attitude of many auction-
eers across the states. Oh sure, we always have the
faithful who never miss a meeting and always give
others time and effort, but it is doubtful that any
state organization has the participation that it would
really like to have. After all, we must have active
members in order to be the reliable organization
that we need to be.

Let’s each examine ourselves and see if we are
being responsive to the needs of our family, church,
civic organizations, and towards others in general.
Nothing is more repulsive than people who are con-
cerned only with their own selfish gain; people who
are always taking something from the community,
but never ready to give something in return; people
who are all ready to take something from their auc-
tioneers association, but never to give of themselves
to the association. Let us in the auction profession
take the lead, in giving of ourselves to others —
some of our time, effort, and talent.
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Realize Your Dream
To Be An Auctioneer

We teach down-to-earth auction meth-
ods anyone can learn. We give much
personal attention to help you develop
a pleasing chant.

(We also handle the Voice Projector l
public address line. See the full page
Lectrosonics ad elsewhere in this issue.)

COL. ROBERT S. MILLER
MEMBER

ey INDIANA COLLEGE

OF AUCTIONEERING

8846 Holliday Drive, Indianapolis, IN 46260
317-844-1088

L - 1

Paul Masson’s ad manager tried to sign a TV
contract for a series of commercials while the grapes
were still on the vine. He was turned down. The
station said: “We will sell no time before it’s wine.”

Minnesota’s goalie, Don Beaupre (5 ft. 8) was
asked, “Aren’t you small to be playing professional
hockey?”’ He replied, “l just have to stop the puck,
not beat it up.”
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60 DAY LIMITED OPPORTUNITY

60 DAY LIMITED OPPORTUNITY

60 DAY LIMITED OPPORTUNITY

60 DAY LIMITED OPPORTUNITY
60 DAY LIMITED OPPORTUNITY

$24.95

NEVER BEFORE has so much been offered to so
few...for so little! This advertising concept is only for
Auctioneers who truly desire to make it to the top! It
was developed by an Auctioneer (my name and
company is listed below), and consists of an All-New
Auction song and radio jingle concept (six of them)
packaged on vinyl disk, and ready to SELL...SELL
.SELL, YOU!
Over six months in the making...backed by a com-
bined 18 years of entertainment and recording
experience. A similar recording package could cost
as much as Ten thousand dollars to produce!
It can be yours for considerably less - without
production hassles. For the next sixty days a limited
number of American and Canadian Auctioneers, (on
a First-Come...First-Served Basis) will be able to
purchase the final “Complete Concept Recording”
(exactly as | have) for just $24.95!!
Only a fool could not make this promotional concept
work for him. And only an Auctioneer who already
has a million dollar business can afford to pass it by.
An old but popular auction song tells the story of a
boy who wanted to become an auctioneer. Well, if
this recording is any indication he made it,...right to
the top! He's the celebrity, the super-showman
...and the Very-Best Seller in the auction game
today! He’s what this record and advertising concept
is all about... SUCCESS! He's the kind of auctioneer
we all desire to become.
The recording you receive includes the complete
song plus the six fascinating jingle variations based
on the lyrics and auction rhythm. Ready to use the
moment you receive it. All geared to promote the one
and only YOU! This advertising concept could put
the smart auctioneer so far ahead of his competition
that the next sale he conducts could be the
“Competition’s Close-Out!”
This man’s opinion is that you deserve the best,...
and this is it! Hindsight is 20/20 vision. For the sake
of a few dollars don't let this opportunity become the
one that got away. There is absolutely no substitute
for success.
KEN KANTEN
SUPERMOUTH AUCTION SALES

TO ORDER:

Mail certified cheque or money order to:

SUPERMOUTH AUCTION SALES
Post Office Box 483
RED DEER, ALBERTA, CANADA T4N 5G1

Allow 3-4 weeks for delivery.

NOTE: This limited offer is void for Auctioneers of the Province of Alberta, Canada. My

regrets, fellas.

The ‘“basics’ of
professionalism

(Whatever became of
Mr. Roebuck? — Part Il)

By Joe E. Small, CAI
NAA Director

In the April AUCTIONEER, NAA director Joe
Small answered the question he raised, “whatever
became of Mr. Roebuck’, the other half of the na-
tion’s largest retailer, Sears Roebuck, Inc. Quoting
the last few sentences of that April article, ‘““Alvah
Roebuck died broke in 1948 at the age of 84.

“There you have it — two men who came to-
gether in 1887, one went on to astronomical success,
the other went down in flames. Why?

“I would suggest simply this: one man’s pride,
professionalism and dedication sent him each day
to work! The other fellow just reported to his job.”

As a further definition of such professionalism,

Mr. Small continues with the “basics” of profession-
alism.

~ The following, in my opinion, are some sugges-
tions that may help you grow in professionalism.

(1) GOOD GROOMING — Every day, in every
way, always look sharp. (Remember, ‘““‘the Saturday
night bath” is not considered a permanent solution.
Good grooming must be repeated often, if it is to be
effective.)

(2) GRAMMAR — In dealing with other profes-
sional people, we want to deal as equals and meet
them on their own level. Nothing does more to shat-
ter this equality than poor grammar, which suggests
a lack of education and polish.

(3) COURTESY — Exercise courtesy in your
day-to-day dealings with clients, as well as friends
and business associates. You might make their day
a bit brighter through your good humor and courtesy.
They will appreciate you for it and always look for-
ward to seeing you because of this favorable trait.
Don’t be too busy to be courteous.

(4) OVERALL KNOWLEDGE — Learn all you can
about our business, about your competitors, about
the economy in your area. Look at new trends in ad-
vertising, estate planning, tax shelters, etc. Read at
least one good newspaper a day and one good book
a month.

(5) “IMAGE” — Realize that all you do and
say, how you look, how you pay your bills, how you
treat others, how you conduct your sales, all contri-
bute to what the community thinks of you. Work to
make this image a fine one. |t can become your
most treasured asset.

(6) COURAGE AND OPTIMISM — Go about
your business with a feeling of enthusiasm. Believe
in yourself and others will soon believe in you, too.
“Expect the best, but plan for the worst.” Do not
spend precious time worrying or fretting, take action!

THE AUCTIONEER



(7) HAVE A PLAN — A plan is like a roadmap
that takes us where we want to go. The most modern
sophisticated sailing ships, with the finest crews,
could not even get out of the harbour, let alone
across the seas to distant ports, without a plan, or a
course. First, “plan your work — then, work your
plan”.

(8) PERSONAL ORGANIZATION — At the be-
ginning of each day (or the night before) list on paper
the things you want to accomplish that day. Always
list the most important things first, so that if you
can’t accomplish them all, you will have gotten the
most important ones done. As you finish a job,
mark it off your list. Things you don’t get done, go
on tomorrow’s list, then throw away yesterday’s list.
(Show things like “meet attorney at 9:00 a.m., Mr.
Thorne at 11:00 a.m., estate people here 2:00 p.m.,
place ads, dentist, cleaners, cash check”, etc.)

You will find this simple procedure will prevent
you from forgetting anything, if you will make it a
lifelong habit. (Always carry a small spiral notebook
of a size that fits in a shirt pocket.) In short, do it
today!

(9) SELF-DISCIPLINE — No person in today’s
world, no matter how talented, will get very far with-
out self-discipline. This is the ability to motivate
yourself, and to guide and direct your own efforts
along productive lines. If you don’t do it, you can be
sure no one else will do it for you.

(10) ATTENTION TO DETAILS — Planning for
the little things is very important if we expect the
overall picture to be successful. The auction busi-
ness consists of a sea of details, small things that
must be attended to. It's fine to be a dreamer or
planner of grand schemes. However, someone must
do the careful follow-up planning to make the great
dreams work. Don’t be too important for details —
they are the foundations upon which success is built.

(11) CONSISTENCY — Most people are more
comfortable with routine and regularity. Be consist-
ent in your policies and procedures. If your ads say
your auction starts at 2:00 p.m., then start at 2:00
p.m. Don’t start two sales late and the third one on
time. Don’t make rules today and cancel or ignore
them tomorrow. Make your policies apply fairly to all.
Don’t make exceptions for special people, friends or
relatives. Be fair and firm. You must run your busi-
ness or it will surely run you.

(12) INTEGRITY — | have purposely left this
point until last to emphasize that underlying every-
thing you do and say, everything you are or try to be,
there must be a strong, unswerving sense of truth,
honesty and integrity. In my view, to be successful
today people must know with absolute certainty that
they can count on you to speak truthfully and to
safeguard their money and property as if it were your
own. Your reputation is your most cherished and
valuable asset. It will remain so throughout your
lifetime. Morals aside, it is downright short-sighted,
foolish and, yes, even stupid, to do or say things that
will chip away at your integrity.

It is said that we have the face we were given
until the age of thirty-five, and from then on, we have
the face we deserve. So it is with integrity. Remem-
ber, the ancient quotation “we are becoming each
day that which we will finally be”.
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. AUCTION PITCH and the booklet

A Book For Every AUCTIONEER

P

Over 4,300 Proved
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“Bid Getters’ “=* ‘“Auction Sayings”’

a veritable goldmine
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52 BASIC AUCTION CHANTS

A 176 page book loaded with auction sayings, quips,

laughs, bits, facts, etc., mostly one-liners, gathered from

100’s of auctioneers throughout the U.S. and Canada dur-

Ing a 53 year period.

Here is what auction schools and auctioneers say:

“An excellent book, used in our school.” — Mendenhall
School of Auctioneering, High Point, North Carolina

“Your book is a riot.” — E. Grant Luter, Suffolk, Virginia

“| feel no auctioneer should be without AUCTION PITCH.”
— Edsel Edwards, Sandy Level, Virginia

“Very good.” — Executive Secretary, Reppert Auction
School, Decatur, Indiana

“Nothing less than a masterpiece.” — Whipple Auction-
eers, Canton, Ohio

“Priceless.” — Edward Esber, Canton, Ohio

“Much of what is in AUCTION PITCH will be used by auc-
tioneers as long as there are auctions and auction-
eers.” — John Loomis, Bend, Oregon

Only $12.50 for both, postage paid

Earl D. Wisard, Auctioneer
Dundee, Ohio 44624

FORT SMITH

AUCTION SCHOOL
Fr. SMith, Ark. 12903 —— (RC) 501-046-1101

QUALITY TRAINING SINCE 1947

TERMS
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Ed’s DEALER AUCTION
10:00 A.M. 2nd Wednesday Each Month

Highway 59 North, Linden, Texas

Terms of Payment: Cash or Certified Check NO JUNK
ATTENTION: — Dealers, Store Owners, Station Operators, Traders, Haulers and Bargain Hunters —
% This sale will consist of all new merchandise — large and small lots to be sold.

% This is an absolute auction. We will sell tools, electronics, jewelry, sundry items, household
items, antique reproductions, furniture, anything sellable!

% We intend to make this your marketplace in East Texas. Give us your support by attending.
We will assure you, the buyer, plenty of quality merchandise at your own price, right here the
2nd Wednesday of each month — Thank you, Ed!

All new merchandise sold — Large and small lots

ATTENTION: Haulers, Consignors

% We offer all new auction house facilities, heated/cooled. concession stand, restrooms. Drive
l your truck inside, work out of your truck!

% Spot selling starts at 10:00 am sharp.

% Good 'advertising, competitive commission rates (10%). We have the buyers, you provide the
goods!

% All consignors will be paid at the end of sale by cash, or Ed’s Auction House Check (D.B.A.

rated)
ED’S AUCTION HOUSE

Auctioneer: Col. Ed Lawless

NAA Member Lic. # Texas 0081-0746 Phone 214-756-5733
Assistant Auctioneer: Bret Lawless

Located 2%2 miles out of Linden, Texas on Rt. 59 North, or approximately 10 miles south of At-
lanta, Texas on Rt. 59. Watch for signs advertising “Ed’s Antiques’’.

Our other regular auction dates —

2nd Sunday of each month — antique auction 12:00 noon
Every Tuesday Nite 6:00 PM “Sell & Pass” Auction. All new merchandise, small lots sold!

Every Friday Nite 6:00 PM General merchandise consignment auction — new, used, miscellaneous.
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Check company
responds, NAA

emblem on
personal checks

The problem has probably been around since
registered trademarks began — unauthorized use of
an emblem by Association non-members. And in
response to notification from an NAA member, the
NAA office contacted a large bank note company
that was publishing the NAA emblem on checks, but
omitting the registered trademark sign (®). The re-
sponse from the company explains just who is iIn
control of NAA emblem use — you, the NAA mem-
ber, and your bank who orders checks from the bank
note company to include the NAA emblem.

Our company, as a matter of policy, makes
every effort to protect the integrity of all trademarks,
registered or not, that are held in our cut files.
Please accept our sincere apologies for inadvertent-
ly deleting the ‘““circle R” from the National Auction-
eers Assocation. This oversight will be corrected
immediately.

We share your concern about the unauthorized
use of registered trademarks. Check imprinting cuts
are offered as an inexpensive service to the custo-
mers of financial institutions by all check printers.
In that almost 100% of all check orders are executed
by the financial institution, the check printer must
rely on the financial institution’s judgement on the
individual, business or organizations’ authorization
to use a trademark. Our sales representatives rou-
tinely review with new employees of financial institu-
tions’ new accounts and check order departments
the importance of refusing requests for unauthorized
use of tradename cuts. We also state on page three
of our catalog cut section “IMPORTANT. Many of
these cuts are registered trademarks and are to be
used only by authorized accounts.” Other ways and
means of controlling the misuse of trademarks are
currently being reviewed.

Again, we apologize for the absense of the
“circled R” on your trademark and we appreciate
your candid review of the proper use of the National
Auctioneers Association emblem.

Bert Riggs

Marketing Manager

The Rocky Mountain Bank Note Company
Denver, Colorado

What must always be emphasized is that use of
the NAA emblem is a direct benefit of NAA mem-
bership. Under no circumstances is a non-member
authorized to display the emblem, especially to im-
ply or claim NAA membership. If you know of a non-
member auctioneer using the NAA emblem, please
contact the NAA office immediately.

It was because of such notification from an NAA
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member that one of the largest check printing com-
panies in America was notified to improve its repre-
sentation of the NAA emblem on literally thousands
of checks across the country.

Castaway items present a
field day for auctioneers

By B. G. Coats
NAA member auctioneer
Rumson, New Jersey

Old, unfashionable furniture and various items
stored in the attic and elsewhere are finding their
way into public auction sales where they are selling
big. Real big. Published articles in the past fifteen
to twenty years have contributed to educating the
public. Reports and discussions through the media
of auction publications, seminars, state and national
conventions have contributed to educating auction-
eers, and keeping them abreast of changing condi-
tions.

Organization has and will continue to play a
vital part in the progress of the auctioneering pro-
fession. If you are a member of your state and na-
tional auctioneers organizations, don’t you feel sorry
for the auctioneer who is trying to make it alone.

If you know of one or more auctioneers, invite
them to become members of their state organization,
and to affiliate with the National Auctioneers As-
sociation. If they are not interested in so doing, in
my opinion, their future as auctioneers is destined
for disappointment and ultimate failure.

Auction prices reflect what the public is willing
to pay. But unless you are knowledgeable of value
and changing conditions, and cooperate with your
fellow auctioneers who are enjoying good business,
prestige and influence acquired through organization,
you are confronted with a dismal future.

CONTAINER BUYERS

Pay low prices at Europe’s
largest wholesale source of an-
tiques. Buy F.0.B. England or
Antwerp, Belgium with similar
services available from other
countries, or we’ll select, ship
and pay all charges and finance
to your door. $150 to $300 full
price for packing and paperwork
on 20 and 40 ft. containers.
Supplying U.S. and Canadian
N e East and West Coast wholesal-
oG .o waEE grs. Write or call collect to Lynn
T W ST Walters. Annual volume over

ettt

J

Loows» N $1,000,000.
ONE OF OUR ANTWERP WAREHOUSES
| LYNN WALTERS
13011 S.E. 84th Clackamas. Ore. 97015 [503] 654-3000
I = - = e .
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Antiques ® Antigues ® Antiques ® Antiques @ FOR SALE!

CONTAINER BUYERS ANTIQUES BONANZA
Beat Inflation @ Buy Direct From England

Every item shipped is ready for immediate sale upon delivery in U.S.A. WE DO NOT SHIP UNSALEABLE OR BROKEN
ITEMS. Satisfaction Guaranteed.

SAVE TIME; EXPENSIVE HOTEL BILLS; AIR FARES; PACKING CHARGES. OUR SHIPMENTS ARE EXPERTLY PACKED
FREE OF CHARGE, saving at Least $600 per Container Load.

| Please select your shipment Requirements from inventory below. All these items can be included in
your container 20 ft. or 40 ft. containers: Guaranteed: 200 to 250 items per load.

Please check in boxes below the type of merchandise you would like to receive with preference in your Antiques Shipment.

| Rolls Royce Vintage Cars available by order

Roll Top Desks
Organs
Parlour Set

Bowl & Pitchers
Whicker Furniture
Smokers Stands

Windsor Chairs
Draw Leaf Tables
Cast Iron Iltems

Biscuit Barrels
Dressing Tables
Inlaid Furniture

China Cabinets Carriages Pianos Spelter Figures
Gateleg Tables Bentwood Chairs Hall Trees Dinner Wagons
Eterges Flo Blue Washstands Piano Stools
Bamboo Furniture Minton China Fire Places Swords

Towel Racks Bureau Bookcases Bureaux Shefioneers

Marble Clocks Buffets Barrometers Oak Furniture

Hat Racks Queen Anne Chairs Pottery Corner Cabinets
Paintings Leaded Glass Wall Clocks Silver Plate

Royal Doulton Pine Furniture Prints Grandfather Clocks

Fern Stands

Bedroom Suites

Carnival Glass

Primitive Furniture

Mirrors Coal Scuttles Candlesticks Sea Chests
Carriage Clocks Paintings Captains Chairs O Tapestries
Curio Cabinet Sets of Chairs Bookcases High Boys
Player Pianos Brassware Pub Furniture Oriental Items
Sideboards Mantle Clocks Wardrobes Music Boxes
Secretarys Cut Glass Bronze Figures O Carvings
Rocking Chairs Wedgewood Chest of Drawers O Architecture
Spode Card Tables O

2 Months 3 Months [

Could you handle a 40 ft. container every 1 Month

What is the population of your ar@a? ............oo et eeeeeennmnnees

Do you sell Retail/Wholesale/AUCLIONT ... oeeeeeeeeeeeeeeeeeeeeeeeee e e e eeeae

% Our prces are quoted for 40 ft. high cube containers

vy Economy graded shipment $9,000: Better economy grade $12,000
% Auctioneers Wholesale Graded Shipment $15,000

% Fine Quality Graded Shipment $20,000

Leglie Swainbank Antiques Ine. Lwst

Possible
Head Office - Prices?
34 Church Rd, Roby, Nr. Liverpool, L36 9TP, Lancashire, England
Telephone 051-489 1142 Oak Items
Our
Porld Bide Antique Exporters Speciality!

OUR WAREHOUSE
Please write for a catalogue or telephone for immediate delivery: 22 days door to door service.

e
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Remembering one year ago . . .

Auxiliary president’s
acceptance speech

By Glenda McCarter Johnson, 1980-81 president
Auxiliary to the National Auctioneers Assocation
Sevierville, Tennessee

| am thrilled at being elected your president of
the Auxiliary of this great auctioneers association.
As many of you know, auctioneering has been a way
of life for me since | was very young. My father, C. B.
McCarter, has been in the auction business for al-
most th:rty years. | have great pride in the auction-
eering profession and it is because of this pride that
| humbly accept the presidency of the Auxiliary to
the National Auctioneers Association.

| am honored beyond measure to have this
privilege to serve as your president and | know that,
with your support, we will have a great year.

With your help, | feel confident that many
achievements will be made in the coming year in our

educational program as well as our membership pro-
gram.

With the advent of the new decade of the 80’s,
we have heard many orators state the many goals
and challenges of the 80’s.

| say the challenge of the 80’s is for us to set

our goals; to help our auctioneers improve the auc-
tion way of life across this land; to enhance the free
enterprise system by supportmg our auctioneers.
We can meet the challenge if we have the determina-
tion to see these goals through.

Earlier on this year, we often heard an old say-
ing, “As Maine goes, so goes the Nation”. Well, my
friend, | say tonight, ““As auctioneers and the auction-
eering profession goes, so goes the Nation”. It is up
to us to meet the challenge of the 80’s and to keep
the free enterprise system working in these great
United States. God bless America and in doing so,
may God bless the auctioneer and the families of
auctioneers. Thank you.

Dear Auxiliary members,

Commumcatlon IS @ most important tool in life’s
activities,” | read that somewhere. But here | am,
without a clear topic for this article! | feel the
Auxiliary page should be something special for you
since 1980-81 is record high for membership. And,
each issue of THE AUCTIONEER magazine this year
has been filled with such exceptional features.

Since | haven’t yet come up with any earthshak-
ing subject, maybe easy-does-it’'s and penny savers
will get me off the hook.

I’m not Heloise, but did you know that
stepladders are less treacherous with a strip of
sandpaper glued to each step?

If you need to locate wall studs to hang a
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heavy mirror or picture, use a cheap compass.
The needle will be drawn to the nail in the wood.
When making up your marketing list, use

the back of a used envelope.
inside.

If you roll link sausages in flour before fry-
ing they will not break or spit.

For odd shaped cookie cutters, use the ser-
rated cutting edge of foil or waxed paper boxes.
Form in the desired shapes.

To renew the look on blem;shed aluminum,
use paint solvent with fine steel wool or dry
Scotchbrite.

Half a potato placed flat in a vase and
pierced with an ice pick in several places makes

a fine flower holder.
Rub an old white candle stub over ad-

dresses on packages and mail so they won't
smear in the rain.

Tuck all coupons

Continued page 45
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DON'T MISS SHELDON CORD'S $2,000,000

SUPER DEALER SALE

BRING YOUR TRUCK OR CAR AND A BUNDLE OF CASH. WE WILL BEAT ANYONE'S PRICE!
o UNBEATABLE PRICES - UNBEATABLE VALUES

FLEA MARKET IN-DASH . 1:"“34 " xglll z
SPECIAL CAM/ FM LCB Crodis GLOVES
ASS'T JEWELRY - assette Card Style DOZ.
EARRINGS AND Car stereo CALCULATOR $3.00
Deluxe Model EA. $7.50
NECKLACES. efc. Ea. $34.95

DOZ. $3.00 . 11-Pe. o
Novelty Box & 1/4” and 3/8"

X-Rated Open-End Socket Wrench

T-T-F Watch Wrench Set in Display

Set $35.00

FLEXIBLE

RATCHET SET Cordes T
Butane ORDER DIRECT FROM THIS AD — SEND CASHIER'S check,
PER SET Lighter money order or certified check for immediate 24-hour service.

Gross $40.00 SORRY, NO PERSONAL CHECKS. Best in prices-service-quality.

Minimum order accepted $50. Servicing the wholesale trade for
over 25 years. All merchandise shipped F.0.B. Chicago. All mer-
chandise is brand new and comes with a factory guarantee.

$8.90

CASH & CARRY

14" and 3/8" Ultra Thin
Socket Wrench Set L.C.D. Electronic
Quartz Watch

in Metal Display

7 pc.

Deluxe FOR ORDERS ONLY

LADIES’

Heavy Duty Deluxe CALL TOLL FREE
Copper Clad L. C. D. 800-621-7999
Quartz Watch

Cookware Set

Ea. j
$11.95 Pl Rt

ANTIQUES WANTED

WE BUY OLD INDIAN ARTIFACTS;
BASKETS, NAVAJO RUGS, ETC.
ALSO GOLD, SILVER, POCKET
WATCHES, STERLING FLAT-

BTN | WARE, GOLD RINGS, DIAMONDS,

MEN'S L.C.D. QUARTZ WATCH ..................... Ea.$ 8.00 ORIENTAL RUGS AND FURNI-

Men's ‘‘Skin Diver'' Watch with Calendar ....... Ea.$ 7.50 TURE

Ladies' Nurses Watch with Band.................... Ea.$ 6.50 y

Ladies’ Date-O-Matic D&D Watches................ Ea. $ 10.00 BRING YOUR ANTIQUES TO US —

Men's 17-Jewel Calendar Watch - Swiss......... Ea. $ 9.90

Ladies’ BRILLIANT CUT - HAND SET WE PAY CASH ON THE SPOT'
173 STONE WATEH ovconmmnsmamviivis Ea. § 14.50

17-Jewel Hunting Case Pocket Watch............. Ea. $ 19.00 WE WILL BUY " SELL ) TRADE

Men's Asst, Stone Watches...............c.ceeeenis Ea.$ 7.50 Open Seven Days

Ladies' HEART SHAPED WATCH ................... Ea. § 10.50

2-pc. Perfume Pen & Pencil Set ................... Doz. $ 9.90 POOL CUE SPECIALS

Butane Pen LIgREr......cnmnnninuummims. Doz. $ 48.00 SOLD IN DOZEN LOTS ONLY

Men's Wallets, Boxed .........coocovvvveeivinvinnnnnn. Doz. § 8.90 \

Trucker's Cowhide Wallet w/5 Hand-Carved Walklng Cane Pool Cue Doz
COMPAMMENES .....voveeeeeeeeeeeeeeeeee e, Doz. $ 36.00 5 Pc. Hand-Carved Prof. Pool Cue Set....Doz

21-Jewel Men's Calendar Watch .................... Ea. $ 12.90 9 Pc. Hand-Carved Pool Cue Set Doz

6 Pc. Hand-Braided Pabst Blue
Ribbon Beer Cue Set

6 Pc. Hand-Braided Budweiser
Beer Cue Set

Pool Cue Carrying Case

Boys' & Girls' Asst. Disney Characters Watch.Ea. $ 6.90

APPLIANCES'n HOUSEWARES

7-Pc. Hard TEFLON-II Set - Asst'd colors........ Set § 13.50
Musical Beer Stein - Large Size..................... Ea. § 6.90
19-pc. Decorated Handle - Regent,
Sheffield English Cutlery Set, 1 yr.

RADIOS'n NOVELTIES
DELUXE CHARGER RADIO - #1 SELLER

QUAraNtee ..........coooviuiiiiiiiiiiiiiiie e Set$ 6.50
Car Spotlite with Safety Reflector................. Doz. § 24.00 AM/FM RADIO - BATTERY/ELECTRIC.......Ea 599
32-Pc. Cook-N' Serve, Oven Proof................. Set $ 11.00 Novelty Beer Can Radios................. e, Ea.$ 4.00
2-Pc. Deluxe Chef Master Knife Set .............. Eiis 050 iosckeAMIFM Home-lierao NALWI £
50-Pc. Stainless Steel Flatware ...................... Set § 11.90 large Matching Speaker_s ......... e Set § 59.95
1500 Watt Dryer & BIOWET ..................ccoovven... Fa. $ 7.25 ;g'ﬂas‘ ;gﬂég‘gfﬂq‘ffg;g' ABS U008 e Eg : ggg
6 Pc. Chef Master Knife Set ..................ceoee.. Set$ 5.00 80 Triasiel 20 62 SOBAKEIS corrmsssccesssmssssrms Pr § 19.90
b LN TOOLS - LAST MINUTE SPECIALS
FOOT PUMP - |deal Flea Market and Automatic Switchblade Comb....................... Doz. § 12.00
KUEUBA B, oo ia i el $450 Mighty Midget Pistol Key Chain ................... Doz. $ 6.00
50 Ft. Drop Cords - All Copper Wire ............. Doz. § 30.00 Cannon Towels - Giant Size...........cooevevnnenen, Doz. § 15.90
100 Ft. Drop Cords - All Copper Wire............ Doz. § 42.00 (10x50) Binoculars with Leather
7-Pc. Screwdriver Set - Wood Handles .....Per Set§ 2.25 Canying G0 .....anuismnanvammssamis Set § 26.90
40-Pc. Tap & Die Set.......cccvevvrvieeniiiiiieiinn, Ea.$§ 9.75 10 Page Photo AIDUM.........cceovveeeieieiennenns Doz. $ 12.00
4-Pc. Pipe Wrench Set, 8"-10"-14"-18" ........... Set § 10.50 18" Backgammon Game ........cccuumsuiisanss Ea.$ 9.90
25-Pc. 2" Socket Set w/Metal Box................ Set $ 13.50 Large Size Grandfather Clock .............c.cueuee. Ea. $ 15.90

SHELDON CORD PROD.

CASH & CARRY

40-PC

Combination Deluxe Men's

Set $6.00

MIRROR
SUNGLASSES

Doz. $11.50
Deluxe SMOKE LENS
8-Track SUNGLASSES
Car Stereo Doz. $10.80
or: CRMETe SUN SENSOR TYPE

Ec. $16.50
SUNGLASSES

Medium Size Kerosene Lamps -

ASSE COlOrS :vvnnannmuniniraas i Doz. $ 12.00
Musical Buttertly MIrror..... s s Ea.$ 4.50
Beautiful Asst. Cocktail Rings - in Display.....Doz. $ 5.90
Ass't. Rhinestone Earring & Necklace Set ....Doz. $ 12.00
Deck of Playing Cards - Radio............ccceervnnn. Ea.$§ 4.50
Ronson Cigarette/Vanity Case Set............... Doz. $ 24.00
8-Track & Cassette Car Player (Combination) ..Ea. $ 34.95
Beautiful Super Star ‘‘Nothing’' Necklaces...Doz. $§ 3.00

Nothing NeeKIECE usuvismsswmvsmmmmsre co Gr. $ 30.00
Cadillac Eldorado Novelty Radio .................... Ea.$ 6.90
17-Pc. Antique Coffee Set - Boxed.................. Ea. § 19.50
144-Pc. Indian Jewelry Display includes

Necklace, Bracelets, Earrings & Rings............. $ 59.95
Giant Size Electric 3-D Picture ..........ccceevnneenn. Ea. $ 10.80
Men's Cotton-White Tee-Shirts .................... Doz. $§ 9.90
Men's Cotton-Colored Tee-Shirts ................. Doz. $ 10.90
Gignt Barlow KnHe...oummsminsin (Carded) Doz. $ 18.00
Beautiful Gold Pipe Necklace....................... Doz. $ 9.00
Yorky Radlo; all PIUSH .conansmsamsssimns Ea.$ 5.90
3-Blade Jr. Camper Knife #1066 ................... Doz. $ 12.00
4-Blade Camper Knife - Carded.................... Doz. § 18.00
3" Little Buke Gold Bolster Lock Knife ......... Doz. § 18.00
5 Gold Bolster Lock Knthe ...cummeasmnssunn Doz. $ 24.00
6" Double Gold Bolster Lock Knife................. Ea.$§ 4.90
Fisherman's Knife with Pearl Handle............ Doz. $ 24.00
2-Blade Barlow Knife - Carded ..................... Doz. § 19.80
Giant Barlow Knife - Carded.............c..ccunenn. Doz. $ 16.80
30 Pc. Master Pocket Knife

(0701 [ 1=Ye] (o] | PP UTT OO PPP Per Display $ 36.90
Super Fly Fist Grip Lock Knife....................... Ea.$ 3.25
4" Stag Handle Sportsman Knife.................... Ea. $§ 4.50
Large 5" Stag Handle Sportsman Knife .......... Ea.$ 5.50

Sheffield Pocket Knife - One Doz Per Display....... $ 13.95
Small Deluxe Wild West Hand Carved Knife

AWNIh Brass Hantle «co..iovuanmminmrainss Ea.$ 7.90
Medium Deluxe Wild West Hand Carved

Knife With Brass Handle ...........cccoeevnvnninnens Ea.$ 9.90
Large Deluxe Wild West Hand Carved Knife

With Brass Handle .........coovvvvivvineenieiciennes Ea. $ 11.90

WHOLESALE ONLY! FOR RESALE ONLY!

Send $1.00 for Complete Catalog. Visit
our Giant New 25,000 Ft. Showrooms.
Parking for over 100 cars. Bring your

truck or car and load up — $4,000,000
inventory on hand at all times.
OPEN MONDAY THRU FRIDAY 8 A.M. TO 6 P.M.
SATURDAY 9 A.M.TO 4 P.M.
OPEN SUNDAY 10 AAM. TO 4 P.M.

2201 WEST DEVON AVE., CHICAGO, IL 60659

PHONES (312) 973-7070 973-7071
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If you are having a party and some of the
guests have never been to your house, substi-
tute a colored light bulb for the regular one
over your front door or in the post yard light.

But mention of parties leads me to thoughts of
convention — our National Auctioneers Association
convention in Las Vegas.

Last year it was so exciting to experience the
enthusiasm and participation in the activities of the
Auxiliary. We continue to make each convention
better than the last, but remember, it takes each of
you, and all of us to make the NAA Auxiliary a suc-
cess. As your membership chairperson, | urge you
to keep your membership current.

All Auxiliary members will not be able to attend
each convention, but your continuing dues guarantee
the quality of the inspirational and informative pro-
grams which can be presented to you at the conven-
tions you do attend. Remember that 20% of your
dues is allocated for education and information to
the Auxiliary membership; and 20% for the youth
activities. Expenses and reserve for emergencies,
along with donation to charities, total the rest of your
dues.

In the center section of this magazine is the
complete NAA convention registration packet. Even
if you are not planning to attend, please fill out that
portion of the packet pertaining to Auxiliary member-
ship ($5.00). You can send it to me along with your
payment. I'm going to fill out my Auxiliary renewal
right now.

| would like to point out we are an auxiliary
(members can be male as well as female) to the Na-
tional Auctioneers Association, and would welcome
anyone eligible. It is interesting to note, in a recent
year, that the national president of the Auxiliary to
the Postmasters (postpersons) of the United States
was a male — Mr. Clarence Monson of Silvana,
Washington.

I’'m certainly looking forward to our national
convention is Las Vegas, and hope to see all of you
there.

Mrs. Ann Williams, 2nd Vice President
Auxiliary to the NAA
Arlington, Washington

men— — e Loz mo s T L

Careful Dry Cleaners, Bridgeport, lllinois, runs a
coupon in the local newspaper which may be ex-
changed for a free box of Tide, Comet or facial
tissues with each $3 order.

. Learn Auctioneering

Complete cassette home study.

® 5 full hours of chant secrets,

training exercises and all phases
of auctioneering.

: American Academy of Auctioneers S

- 1222 No. Kenwood, Broken Arrow, OK 74012 | %gﬁglé?ﬁw 95

' -
Tﬁ“-mmwr‘r.'.mtn-‘.'_rr‘r-' r"_".'"‘.rtr'—ln-rnn """"""""""""

ADJUSTABLE CAPS:

| camera ready artwork. Colors: Red Royal, Black,
Brown and Tan.

“IMAGE ADVERTISING”

When was the last time you did not read a cap?

#50 Summer Mesh-Open Weave, two-tone with solid white front panel,
colored body, visor and button. Your Company Name, Logo and Ad-
dress screen printed in one color, at no set up or art charge with your

#60 Winter Polyester — Lined with shape retaining, breathing poly-
foam for comfort. Colors and printing same as above.

Kelly, Gold, Navy,

NP2 -
él.,_"&

Chicago, Illinois

-
4504 HAMBURG PIKE -l B
JEFFERSONVILLE, INDIANA 47130 | S
; | 30 : -
$2.75 o |
CAPS r
812/282-6043 | o
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Livestock
at Auction

June 12 deadline for
championship contest

Kansas City, Missouri — A gold ring, merchan-
dise prizes, and the recognition that comes to the
best in the business — that’s what will be on the
line June 12 in South St. Paul, Minnesota, at the
1981 World Livestock Auctioneer Championship.

The annual event, now in its 18th year, is spon-
sored by Livestock Marketing Association (LMA),
Kansas City. It is conducted by an allied company,
Livestock Market Digest, Inc., to recognize the role
of the professional auctioneer in livestock merchan-
dising.

%he championship gets underway at noon at the
St. Paul Union Stockyards, and a record number of
contestants is expected, according to contest man-
ager Gerald D. Nevins. |

Winners of the three world and nine region titles
will be announced at an awards ceremony the eve-

ning of the 12th.

estern

college of auctioneering
1948-1981 — 33 Years

Learn to Be — One of the most respected and
successful individuals in your community.

We can start you in a profession which is hon-
orable, pleasurable and most rewarding finan-
cially. We have been doing same since 1948.

Ask your successful auctioneer — he has been
there!

We Stress Quality — Not Quantity!
Smaller Classes — Large Results!

11/ estern

college of auctioneering

Box 1458, Billings, MT 59103 Phone: 406 252-2565

— — . B
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Contestants are judged by a panel of livestock
market owners on the criteria they look for when
hiring an auctioneer. Contestants must be livestock
auctioneers.

The winners receive trophies and merchandise
prizes. The entry fee is $175 and contestants may be
sponsored.

Further details and additional entry forms can
be obtained from the Digest, 4900 Oak Street, Kan-
sas City, Missouri 64112, phone (816) 531-2235.

Program plans announced
for Livestock Marketing
Congress ’81

Kansas City, Missouri — Who are the livestock
industry’s customers today? Who are its competi-
tors, and what can the industry learn from them?

These are just some of the questions to be
answered at Livestock Marketing Congress ’'81, to
be held June 10-12 in Minneapolis, Minnesota. This
year’'s Congress theme is “Competing For The Pro-
tein Dollar’.

Congress General Chairman Joel Bennett said
the Congress program will be divided into four ses-
sions. The first session will be an audiovisual pro-
duction, followed by sessions titled, “Our Customer,”
“Our Competition,” and a final summary session
titled, “Our Challenge’.

“The competition for the customer’s protein
dollar is the number one challenge facing the live-
stock industry today,” Bennett said, “and Congress
‘81 will take a close look at all aspects of that com-
petition. What we’re seeking are ways the livestock
industry can capitalize on the changing climate in
which we do business.”

In addition to analyzing pressures on the con-
sumer’s pocketbook, the session will probe his cur-
rent attitudes on food safety and health, Bennett said.
“Knowing what our ultimate customer thinks, and
what he wants from us, is vital for building the in-
dustry’s future.”

The third session will include speakers from
competitors of the red meat industry, Bennett said.
“These protein competitors include vegetable pro-
tein, dairy products, fish and poultry. We’'ll ask these
people how they got where they are today, and what
they see as their future.”

The final ‘‘challenge’” session, Bennett said,
will tie the other sessions together, and try and pro-
vide a blueprint for the industry’s future.

The annual Congress, conducted since 1970 by
Livestock Merchandising Institute, is open to any-
one with an interest in the issues affecting the live-
stock economy. Further registration information can
be obtained from the Institute, 4900 Oak Street, Kan-
sas City, Missouri 64112, telephone (816) 531-2235.

In 1973 Burger King fast food chain went on TV
with a catchy tune: ‘““Have it your way”. Business in-
creased 29% in the first nine months.

THE AUCTIONEER
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1981

world Livestock
Auctioneer it

'''''''

ST. PAUL UNION STOCKYARDS

Friday, June 12 beginning 12:30 PM at St. Paul Union Stockyards, So. St. Paul, Minnesota

ENTRY FORM

Each contestant must be a livestock auctioneer. Entry fee of $175 is required and must accompany entry
form. All entries should be received by May 15, 1981 to be included in program and pre-contest publicity.

Please Print

Name Date
Home Address City State Zip
Home Telephone Business Telephone

Entry fee of $175 is enclosed. 1 Head & Shoulders B/W Photo enclosed for program.

All Contestants Must Complete The Following

Number of years as auctioneer Have you entered previous championships?
If you have competed, please write year and awards won.

If employed by a livestock market(s) please complete the following. Use additional paper if necessary.

Name of Market

Address of Market Town State Zip

Are you sponsored by other than yourself? . Please list name(s) of sponsor(s) and address(es). Use
additional paper if necessary.

Name of Sponsor Town State Zip

Name of Sponsor Town State Zip

Please list names and addresses of newspapers, radio or television stations you would like to receive publici-

ty about your participation.
Name Mailing Address

Name Mailing Address

Mail this entry form with entry fee and photograph to:

1981 World Livestock Auctioneer Championship
Livestock Market Digest, IncC.
4900 Oak Street
Kansas City, Missouri 64112

world Livestock Auctioneer Championship is sponsored by
LIVESTOCK MARKETING ASSOCIATION
conducted by Livestock Market Digest, InC.
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IF YOU OWN SOMETHING OF
GALLERY OR MUSEUM QUALITY

SHELDON CORD

-Will BUY, TRADE or SELL

OPEN 7 DAYS
A WEEK

SHELDON CORD PRODUCTS
2201 W. Devon Ave., Chicago, IL 60659
Phone 973-7070

Antiques
at Auction

Antiques & Americana . . .

Eastlake furniture

By George Michael
NAA member auctioneer
Merrimack, New Hampshire

Until about 10 years ago, some of the late 19th
century furniture was labeled ‘“late Victorian’ for
want of a better definition. Appearing mostly in wal-
nut, then later in oak, it was a radical departure from
the earlier Victorian style. It wasn’t until an exhibi-
tion put on by the Musuem of Fine Arts in Boston,
early in the 1970s that the name of Charles Locke
Eastlake received much attention. The exhibition
featured his designs carried to great fruition by such
luminaries as Henry Hobson Richardson and Frank
Furness of the Boston area.

Eastlake’s book of design was printed in 1868
— titled, HINTS ON HOUSEHOLD TASTE. Straight
and architectural lines replaced the flowing curves
of the Victorian period. The lighter walnut and oak
replaced the dark stained mahogany and rosewood.
Eastlake continued the use of marble tops and carv-
ing as decoration, adding burl walnut panels in mar-
quetry for decoration.

Earlier books have titled the era, “Gothic Ren-
aissance’”’, which in effect it was, but Eastlake modi-
fied the earlier Gothic proportions, streamlining
them to fit the era’s fashion. Back in the 1950s, the
style was still considered in bad taste, and this vint-
age furniture, dated between about 1870 and 1890
went begging in this country. Much had sat in Grand-
mother’s parlor, used only on Sundays or when the
minister would call. This is why much is found in
excellent condition today.

This period saw the complete pine bedroom sets
in Eastlake style. The table we picture could have
been part of such a set if made in pine. When you
see a table with such a base, you can call it Eastlake
and know exactly when it was made. Wooten desks
are Eastlake in style. Prices are relatively low as
against what they will be someday, for furniture of
this period.

Recent publications

CHAIRS, by Lano Synge, $6.95 paperback, Ster-
ling Publishing Co., Two Park Ave., New York, New
York 10016. The history of chairs going back to
Tutankamen is fully explored with a multitude of
colored photos along with a most interesting text.
It deals with English and European styles, none from

THE AUCTIONEER



chairs.

BICKNELL’S VICTORIAN BUILDINGS, $5, Dover
Publications, 180 Varick St., New York, New York
10014. This is a reproduction of the catalog of A. J.
Bicknell & Co., New York City, 1878. In it are floor
plans and elevations for 45 houses and other struc-
tures. We liked the one story frame cottage which
sold then for $1,600. A fine reference book.

THE DAGUERREOTYPES OF SOUTHWORTH &
HAWES, by Robert A. Sobieszek and Odette H. Appel,
$6.95, Dover Publications, 180 Varick St., New York,
New York 10014. These two photographers set up
business in Boston in 1843, just 5 years after Da-
guerre perfected his system. Ths book contains
much of their early work plus a fascinating look at
the challenges of early photography. Landscapes
as well as portraits are featured.

EASTLAKE
STYLE table.

Questions/Answers

From Wakesha, Wisconsin — Intrigued by hand-
irons and handcuffs, | acquired one top cylinder,
which is solid brass and measures 12”. Loop sec-
tions are iron. Mechanism is activated by inserting
key in end screwing, then pulling a plunger which re-
leases the latch. Initials “T.R.” are stamped. Can
you help identify?

Answer — We have seen and purchased these
in markets in England. They could have been made
this country, but is most helpful in revealing the anytime from the mid-17th century to the mid-19th
origination of form, decoration, proportion and con-  century, almost anywhere in Europe or British Isles.
struction. Most interesting is a chapter on Windsor = The stamping of the initials would suggest the latter.
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CHICAGO ¢ NEWYORK o CANADA . ENGLAND e FRANCE = |ITALY = |SRAEL <+ JAPAN

— AUTHORS - ANTIQUE DEALERS — AUCTIONEERS — APPRAISERS - JEWELERS - STAMP & COIN DEALERS - PUBLISHERS -

1981 MID YEAR CONFERENCE

JULY 17,18, 19, 20 - WALDORF-ASTORIA HOTEL - NYC, NY
WORKSHOPS e LECTURES ¢ PANELS

If you are presently appraising personal property and would like to expand your professionalism and
increase your profits, you are cordially invited to share this most important event.

We believe in sharing our ideas and ideals with other professionals and welcome you to network with us.

We have a large block of rooms reserved at greatly reduced rates for early registrants . . . For more
information, write or call. ..

COLLECTORS
SUILONOd

Maurice E. Fry  President Diana V. Hickman  Vice President

724 W. Washington Boulevard 245-10 Grand Central Parkway, Suite 4-G
Chicago, lllinois 60606 Bellerose, New York 11426

Phone (312) 882-O706 or 454-1176 Phone (212) 423-4242 or 423-1M19
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DEALER'S AUCTION
Every 2nd & 4th Thursday of each month
11:00 a.m. C.S.T.

e e e TE wr e R

I
Midway between Guin and Winfield, Ala. |
Hwy. 78 in Gu-Win, Ala.
for information
call 205-468-3556 or -2705 I

I " — e — §

ALL DEALERS WELCOME

Come BUY or SELL a load!! All merchandise
sold — large & small lots.
10% Commission on all sales on premises

cash, certified check or letter of credit from
bank. We act as agents only and make no

guarantees of seller’s merchandise.

NO JUNK |
Sale managed and conducted by:
Phone: Webster’s Auction Co. Auctioneer:
205-468-3556 Route 2, Hwy. 78 Col. Ray Webster
205-468-2705 Gu-Win, Ala. 35563 Ala. Lic. #174

We Sell Anything for Anyone, Anywhere

Ray Webster, Member: Alabama and
National Auctioneers Association l

J
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State Association Conventions — Dates and Locations
Convention Chairman or

Convention Dates State Association Hotel or Motel and City State Association Secretary
May 2-3 Missouri Holiday Inn-East Holidome, Columbia Doran Livingston
May 2-3 Nebraska Camelot Inn, York Randy Ruhter

May 2-3 Washington High Climber Restaurant, Enumclaw Marjorie Burnham
May 16-17 South Carolina Sheraton Motel, Santee Larry J. Meares

May 19-20 Kansas (Seminar) Wichita Royale, Wichita Rex B. Newcom

May 31 Alabama Sheraton Inn-Downtown, Birmingham  Pete Horton

June 4-5 Wisconsin Mead Inn, Wisconsin Rapids Robert Massart
June 7-8 Georgia Hilton, Atlanta Ron Harris

June 12-14 South Dakota Wrangler Motel, Mobridge Jim Payne

June 12-13 Texas Marriott Inn, Dallas Charles Connour
June 14 Arizona Point Resort, Phoenix Fred Quick

June 14-15 Tennessee Quality Inn South, Chattanooga E. B. Fulkerson
June 27-28 Ohio Marriott Inn North, Columbus Byron Dilgard

July 29-August 1 NAA Convention Las Vegas Hilton, Las Vegas, Nevada

October 25-26 lowa Savory Hotel, Des Moines Margaret H. Bloomer
November 1-2 New York R. Thomas Jones
November 8-9 llinois Sheraton Inn, Galesburg Ken Gravlin
November 15-16 ndiana Marriott Inn, Indianapolis Harry E. Buckles
November 16-17 llinois (Seminar) Ramada Inn, Rockford Henry Hachmeister

Representatives of State Associations have offered the above dates, places and facilities of
State Association conventions and/or annual meetings. All NAA officer or director requests should
be coordinated through the NAA office.

If you have any questions about State Association conventions or meetings, contact the State
Association, not the NAA office. All the meeting information submitted to the NAA office is in-
cluded above.

Better Auctioneers Start With Better Training!
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SHORTCUT TO BEING A "TOP AUCTIONEER"

WHEN YOU GET YOUR AUCTIONEER TRAINING AT MENDENHALL SCHOOL OF AUCTIONEERING YOU GET
AN AUCTION PROGRAM THAT IS TAUGHT BY 15 OF THE NATION’'S TOP AUCTIONEERS AND BUSINESS LEAD-
ERS. EACH INSTRUCTOR IS A SPECIALIST IN HIS OWN FIELD AND EACH IS AN OUSTANDING INDIVIDUAL.

SEVERAL OF OUR INSTRUCTORS HAVE PARTICIPATED AS INSTRUCTORS AT SEMINARS SPONSORED BY
THE NATIONAL AUCTIONEERS ASSOCIATION THROUGHOUT AMERICA.

IT'S SUCCESSFUL PEOPLE LIKE THIS THAT YOU LEARN MORE FROM. YOU WILL BE TRAINED BY SOME
OF THE BEST AUCTIONEERS AND INSTRUCTORS IN THE WORLD.

FORREST MENDENHALL,
MEMBER
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P.O. BOX 7344 e HIGH POINT, NORTH CAROLINA 27264 ® PHONE (919) 887-1165
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Write or call for
free catalog
today.

ENROLL TODAY!
VETERAN APPROVED
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Gordon E. Taylor
President

St. Paul Unon
Stockyards

SOUTH ST. PAUL AUCTIONEERING SEMINAR

SOUTH ST. PAUL, MINNESOTA
BRANCH OF REISCH WORLD WIDE COLLEGE OF AUCTIONEERING, MASON CITY, IOWA

SPECIFICALLY FOR LIVESTOCK AUCTIONEERS AND THOSE
WHO WORK AS RINGMEN OR ASSISTANTS

A specialized course in Livestock Auctioneering and Sale pavillion operation and management.
You will be selling in the world’s largest, near-new, air-conditioned cattle and hog pavillions at
the South St. Paul Stockyards.

For catalog and enroliment information Send to:

Col. Gordon E. Taylor
LIVESTOCK AUCTIONEERING SEMINAR
REISCH WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

P.O. Box 949 — Phone 515-423-5242 or 6396
Mason City, lowa 50401

o\des? Auctiop Co

m
(Established 1917) pa”}’ ”

Lis'r;;‘ Your
Property with Us

Reg. U. S. Trademark

331 Broad Street
LICENSED o BONDED o INSURED

GA.- AUCTIONEERS LIC.NO. 137
Atlanta Telephone 577-2634

Invites Participation
By Auctioneers & Real Estate Brokers, Nationwide

REALTOR \ We will be pleased to cooperate in turning your listings into immediate cash.

Call Toll-Free Ga. 1-800-282-2662/U.5.A. 1-800-241-7591
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Real Estate
at Auction

“How do | generate more
real estate auctions?”

Good question, but it’s one that you must re-
peatedly answer to keep your real estate auction
business growing. In order to determine an answer
to “how do | generate more inquiries . . . how do |
book more real estate auctions,” THE AUCTIONEER
surveyed a group of excellent real estate auction-
eers — the NAA Board of Directors.

At the January NAA Real Estate at Auction Semi-
nar held in Atlanta, Georgia, NAA directors pro-
vided these ideas, these answers to ““‘how do | gen-
erate more real estate auctions?”

Advertise, advertise, advertise. Work hardest on
the auction you now have, and future business will
come around.

Keep asking for new business. There is no kind
of advertising or promotion that can take the place
of personal contact. Get in your car and go down
the road calling on people, because there are a lot
of new clients who need to have an auction, but they
don’t know it. New business needs to be told about
the benefits of auction, and what you can do for
them. A couple of weeks in your car, if done cor-
rectly, will produce more business than you can
take care of in the next six months.

Review the job you are now doing to serve your
clients, to find ways to be more effective. Auction-
eers must be doing business in order to get other
business. Successful business will attract more
business; so much so, that if you are not getting a
good referral of new business from past sales, there
Is something wrong with what you’re doing now.

Ask satisfied clients for names of other prospec-
tive clients whom you might serve. If it is legal in
your state, consider paying a ‘“finder’s fee’”’ or ‘‘list-
ing fee”’ to those who refer business to you.

Promote charity auctions, and followup on all
inquiries and contacts. Join and become active in
your local services clubs, to help spread the word
about your professional auction services.

Build a “presentation folder” — leather cover,
plastic pages, definitely a high quality piece. Include
in the presentation folder: pictures of successful
auctions — large crowds, etc.; 6-8 letters from satis-
fied clients; at least two strong letters of reference;
4-6 sample mailers/sale bills; photo of your offices,
gallery, auction house, etc.; plus a sample of your
letterhead and business card.

Be responsive to the needs of your total busi-
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ness community. Stay in touch not only with attor-
neys, banks, PCA’s and other lending institutions
with property to sell, but also government agencies
ta_nd businesses with inventories to liquidate by auc-
on.

Survey those who attend your auctions for leads
on who they know might be considering a sale. Also,
personally inquire about businesses that are adver-
tised as being for sale. That same personal contact
goes for properties listed as “for sale by owner”.

Get results of your previous sales into the news-
paper, either by a news article or putting the sale
results in an advertisement.

Lastly, as one NAA director put it, “there is
ample business available for any auctioneer who is
able to conduct an auction business on the basis of
financial success. If your auctions are conducted
on a highly professional level, those sale successes
will attract more business.”

Appraiser head sees
improved residential picture

Chicago, lllinois (March 18, 1981) — Speaking
for the more than 5,000 professional members of the
American Institute of Real Estate Appraisers, Presi-
dent William S. Harps, MAI, says he expects an in-
crease in the sale of new and existing houses in 1981.

“l don’t expect all of President Reagan’s eco-
nomic reforms to be adopted. Enough should pass
the Congress to slow the rate of inflation and at the
same time free money for investment in homes and
Industry — which should in turn — lower interest
rates. Once rates drop, pent up demand will cause
a spurt in the housing market.”

The Institute has a vital interest in American
housing since almost 20% of its membership certifi-
cation is in the residential field, holding the RM
(Residential Member) designation given to those who
have proven knowledge and expertise in the field of
one to four-unit residential buildings. Harps himself,
the vice president of John R. Pinkett, Inc., real estate
|tn Washington, DC is the holder of the MAI designa-
jon.

“The commercial-investment end of real estate
has held up well in the past year,” Harps stated,
“particularly in view of institutional and foreign in-
vestors who have paid anywhere from 50% up to all
cash on the properties they wanted, but now we can
look forward to national optimism and the rebirth of
hope for those wishing to purchase a home of their
own.”

BRITTEN AUCTION ACADEMY
P.0. Drawer B, Bryan, Tex. 77801

Approved by Texas Education Agency
The School of Distinction

The Russians may be ahead of us in missiles,
but we're five years ahead of them in Japanese cars.
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AUCTIONAIRE® speclal Features of

AUCTIONAIRE®
P.A. SYSTEMS

Portable Public Address Systems ATTENTION GETTER®

& PERSONALIZED

Designed for Professional Auctioneers i (A

ATTENTION GCETTER?® :Elec-
tronically produced wavering type
siren at the push of a button (re-
places gavel for getting attention).
Personalized, engraved brass name
plate on face of unit. (indicate on
order blank the exact way you
want your name to appear).

e
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AUCTIONAIRE® 5

AUCTIONAIRE® 5: Convert your car or truck to a moblie

AUCTIONAIRE® 1

AUCTIONAIRE® 1: Attractive, sturdy wooden case, spe-
clally designed for clear sound, covered with heavy duty,

weatherproof, automotive vinyl. SPEAKER: 6"x9" Dual- AUCTIONAIRE® 3 sound unit In seconds. Also works well In auction houses.
cone acoustical suspension speaker produces a crisp, . Powered by our 30 watt, all transistor amplifier with elec-
clear sound. WIIl handle power amp at full capacity. AUCTIONAIRE® 3: Amplifier, micro- tronically produced, wavering type siren. Plugs Into any 12
AMPLIFIER: Solld state, all transistor, low consumption. phone, power source, shoulder strap, volt automotive clgarette lighter socket or regular 120 AC
MICROPHONE: Condenser type, directional pattern, bulit- and Inputs same as Auctionaire® 1. for Indoor use. Two all weather, Indoor/outdoor, full range
In fliter for close talk. Brushed aluminum body. On-off SPEAKER: All weather Indoor/outdoor, Public Address horn speakers with rubber damping rings for
switch. mike holder and Deluxe storage case. SHOULDER full range public address horn. Rubber a clear smooth sound. Speakers can be rotated up or down
STRAP: 2" wide adjustable with carrying handle. INPUTS: edge damping ring for crisp, smooth In any direction. Anti-feedback microphone with bulit-in
1 microphone and 1 auxillary for tape recorder, etc. sound. DIMENSIONS: 10%" high, 8% fliter for close talking. On-off switch and 20 feet of cable.
Separate volume controls. All mounted horizontally to wide, 84" deep. WEIGHT: 82 Ibs. with AUCTIONEER'S COST $259.00

be kept free of molisture and forelgn particles. POWER batterles (batteries not Included).

SOURCE: 8 D Cell, flashlight batterles, many, many hours AUCTIONEER'S COST: $187.00 WIRELESS

operation with alkaline type. DIMENSIONS: 10%" high, 8" MICROPHONE SYSTEM

wide, 72" deep. WEIGHT: 9 Ibs. with batteries (batteries
not Included) AUCTIONEER’'S COST $197.00 This system takes advantage of
the new 49 Mhz band, which
permits 100 milliwatt transmitter
long range power without an FCC
license. ldeal for auctioneers,
school auditoriums, bingo pariors,
etc. Recelver features an on-off
pliot light, signal control meter
and plugs Into your existing P.A.
system. Power source, 9V radio
batteries. One year warranty.

AUCTIONEER'S COST $149.00

B e e e e A e o

AUCTIONAIRE® 4
AUCTIONAIRE® 4: Same as Auctionaire®

" AUCTIONAIRE® 2

3 plus a rechargeable battery power
AUCTIONAIRE® 2: Same as Auctionalre® 1 plus a pack with charger. WIIl last over 12 P
rechargeable battery power pack with charger. Will last hours per charge.
over 12 hours per charge. AUCTIONEER'S COST $279.00 AUCTIONEER'S COST: $269.00

LIMITED WARRANTY: All AUCTIONAIRE® Portable Public Address Systems are guaranteed to be free of defects In material or
workmanship (except batteries) for a period of one year from the date of purchase. Should a unit fall to dellver satisfactory
performance during the warranty period, It wlll be repaired or replaced, at our option, without charge to the original customer.

— PURCHASE FACTORY DIRECT —

From: AUCTIONAIRE DIVISION, P.0O. Box 1805, Victoria, TX. 77901 (512) 578-9811
Auctionaire® 1 Auctionaire® 2 Auctionaire® 3 Auctionaire® 4 Auctionaire® 5
] $197.00 ] $279.00 0 $187.00 T $269.00 ] $259.00
Wireless Microphone System
1 $149.00 (Texas Resldents add 5%)
MNAME ADDRESS

(Indicate exact way name should appear on nameplate)

CITY STATE 2IP PHONE NO.

— MASTERCARD VISA  CARD NO. SICNATURE

Victor McDonald Company, Auctionaire® Division
_ CHECK ENCLOSED (Payable to AUCTIONAIRE DIVISION) _ C.0.D. (You pay shipping, $50.00 deposit) P.O. Box 1805 Victoria, Texas 77901
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State association
reports

New Hampshire Auctioneers meet

The castle-like Sheraton Tara Hotel in Nashua,
New Hampshire was the site of the spring meeting
of the New Hampshire Auctioneers Association,
March 22 and 23. Sunday’s meeting was for NHAA
members only, and election of officers was held. The
new NHAA president is Emory Sanders, New London,
New Hampshire. Other New Hampshire officers
elected were first vice president Archie Steenburgh,
of Pike, second vice president Ron Rosenbleeth, of
Henniker, secretary George Michael, of Merrimack,
treasurer Wayne Mock from Tamworth, and three
year term directors, retiring president William Smith,
Plainfield, and Morgan Willis of Eliot, Maine.

Monday’s meeting was opened to auctioneers
everywhere and they came from all the New England
states, New York and New Jersey. Also attending
were NAA president Archie Moody and chairman of
the NAA nominating committee, director Marty Hig-
genbotham. President Moody gave the dinner ad-
dress and assisted in the fun auction, discussing the
NAA and CAIl, plus answering questions from those
attending. Director Higgenbotham outlined how the
nominating committee of the NAA works, what it
looks for in candidates for the offices, and the
method by which they are chosen. He also assisted
in the fun auction.

The NHAA meeting, chaired by Ronald Rosen-
bleeth, opened with a panel discussion on advertis-
ing, led by Morey Piper of the New England News
Bureau. The panel featured Gail Miller of the
NASHUA TELEGRAPH, John Kallander of the MAN-
CHESTER UNION LEADER, Frank Limoncelli of the
BOSTON GLOBE, Scudder Smith of the ANTIQUES
& THE ARTS WEEKLY, Ted Jones from the AN-
TIQUES TRADER, and Loren Osborn of the Concord,
New Hampshire MONITOR. Discussion was held on
all aspects of improving the auctioneers’ image
through advertising with proper layout, etc. Some
discussion was held on expanding the use of the
classified columns to reinforce the ads which usually
appear on Sundays in the large metropolitan papers,
and on Thursday in the locals. It was suggested that
followup advertising on Friday and Saturday in the
classified section would attract people who are not
in the area earlier in the week. New Hampshire
being a tourist area, the idea has great validity.

Book dealer and appraiser, Walter Robinson of
Henniker spoke on how to recognize and sell old
books. He stated that the vast majority of books sold
at auction are not collectible. He said they ‘“‘are not
old or scarce enough to be collectible, or new
enough to be useful’”’. He stressed that people like
good bindings for decoration. Presently, 19th cen-
tury floral bindings are very good; books on early
travels in America and those on Indians are desired
now. He cautioned that many local histories are
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NHAA PANEL OF AUCTION ASSOCIATION presi-
dents and representatives discuss the auction pro-
fession. From left, Don Castner, New Jersey, Bill
Josko, Connecticut, Richard Keenan, Maine, George
Michael, secretary of the NHAA, moderator, James
Torteson, Massachusetts, Archie Steenburgh, New
Hampshire and Robert Matson, New York.

being printed and this will affect the value of the old.

‘Gregory Michael, attorney for the NHAA, spoke
on the Uniform Commercial Code and how it affects
auctioneers. He stressed the importance of inform-
ing all creditors of an impending sale. Then, a panel
of presidents and representatives from various state
auctioneers associations served as a forum panel to
discuss mutual problems. NHAA secretary, George
Michael, moderated.

State association reports continued page 56

Nashville Auction School

Nashville, Tennessee

THE NATION’S FINEST SCHOOL

Y¢ Six terms held each year . . . one
just for everyone

| ¢ School is held in Music City USA
Nashville, Tennessee . home of the
Grand Ole Opry

¢ FREE CATALOG — LEARN AUCTIONEER-
ING

NASHVILLE AUCTION
SCHOOL

Box 190
Department 5

Lawrenceburg, Tennessee 38464

95




A great variety of items was sold at the fun
auction just before dinner. Russian brass lamps
were sold with modern prints, along with a brief-
case which was filled with money by those who at-
tended. Over $2,000 was raised for promotional ef-
forts on behalf of the auction profession and the
NHAA.

A dance band was provided by the MAN-
CHESTER UNION LEADER and it was enjoyed by all,
following the evening banquet and address by NAA
president Moody.

NEWSPAPER ADVERTISING panel discussion during
NHAA meeting. From left: Gail Miller, NASHUA
TELEGRAPH; John Kallander, MANCHESTER UNION
LEADER; Frank Limoncelli, BOSTON GLOBE; mod-
erator Morey Piper, NEW ENGLAND NEWS BUREAU,
Scudder Smith, ANTIQUES & THE ARTS WEEKLY,
Ted Jones, ANTIQUE TRADER; and Loren Osborn,
CONCORD MONITOR.

Be An Auctioneer

Two week term and home study.
Nationally recognized. G.I. approved.

FREE CATALOG!

Missouri Auction School
1600 GENESEE / KANSAS CITY, MO. 64102

NAA PRESIDENT, Archie Moody, assisted by NHAA
fun auction chairman George Foster, calls the prices
on a dozen golf balls.

The Reisch Auctioneer's Speaker

The greatest ever used in the auction profession. Nothing its equal. Either of these speakers
will do the job — loud and clear — and can be heard for a half mile or more. The leading auc-
tioneers throughout the U.S.A. and Canada use these speakers. Why not you? We have sold
these speakers for the past 25 years. They are American made and of the finest quality.

THE JR-1 is the most powerful portable speaker made. It is powered by
three 6 volt lantern batleries, giving 18 volts of power. Batteries last
60 hours or more. Set weighs 8 Ibs. Comes with 12 ft. cord and shoulder
strap and mike support holder, which leaves both hands free. Easy to
carry at side, or can be placed on truck top, or used on a ladder. If you
want the best, this is it.

THE JR-2 “Reisch Special” is a powerful little set. Operates on two 6
volt lantern batteries and has a battery powered mike. Only weighs 6

Ibs. Complete with neck support to hold mike, shoulder strap and 15 ft.
cord.

Be Modern. Use a Proven Up-To-Date Speaker

° ° REISCH SPECIAL
It is a voice saver. Select the set that “LITTLE BIG VOICE” — JR-2

REISCH SPECIAL you feel will work best for you.
“MR. BIG VOICE" — JR-1

THESE SPEAKERS CAN ONLY BE PURCHASED FROM:

Col. Joe Reisch, Reisch Sales Company, Box 850, Mason City, la. 50401
Phone: 515 423-1465. Call or write for Special Wholesale Prices.

]
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FOR AUCTION ADVERTISING THAT GETS RESULTS
ADVERTISE IN

Xlab THE AUCTION BULLETIN

Now, the nation’s only nationally distributed weekly publication listing coming auctions

from throughout the country is accepting

DISPLAY ADVERTISING

The Auction Bulletinreaches subscribers who pay to find out where auctions are and travel
long distances to attend sales. To improve your auction attendance and to attract this
quality and affluent audience advertise in the Auction Bulletin.

For information and ad rates,

PHONE TOLL FREE 800-621-1574
orwrite THE AUCTION BULLETIN, P.O.Box 5676 -
Chicago, lllinois 60680

In Memoriam...

MAURY F. RIGANTO

The NAA office was notified of the March 16
death of NAA member Maury Riganto, Norfolk,
Virginia. Mr. Riganto operated his own auction com-
pany as well as being an appraiser for the Bank-
ruptcy Court of Eastern District of Virginia. A well
known auctioneer and sportsman, Maury Riganto was
active in many Norfolk community organizations, and
was also a member of the Virginia Auctioneers As-
sociation and the National Society of Appraisers.

ERNIE SMITH

The annual dues statement for NAA member
Ernie Smith, Ft. Lauderdale, Florida, was returned
with that information that Mr. Smith had died, Feb-
ruary 5, 1981.

LELAND D. DUDLEY

At a Hampton, lowa, hospital, NAA auctioneer
Leland Dudley died March 11, after a prolonged

May, 1981

Iliness, at the age of 56. Services were held March
14 in Hampton.

Mr. Dudley was engaged in agriculture, auction-
eering, and real estate throughout his entire life. He
served as president of the lowa Auctioneers Associa-
tion and was an active NAA member. Leland Dudley
also served as a past vice president of the lowa
Quarter Horse Association, past president of the
lowa Limousin Association, and was a founder mem-
ber of the North American Limousin Foundation with
one of the first Limousin cattle herds in America.

Leland Dudley actively served as a 4-H leader
for 25 years, and also judged many horse shows
throughout the Midwest.

The April AUCTIONEER carried an article about
radioactive dinnerware, now radioactive rings. Old
rings made decades ago from gold “seeds’ are caus-
ing concern because the seeds were hollowed out
gold pellets filled with radon gas, used about 40-50
years ago to treat tumors. Some of these seeds were
melted down by jewelers and made into gold rings.
Wearing these rings can cause cancerous sores on
the hand.

Why worry after all these years? The high price
of gold has caused people to sell these old rings
thus putting the contaminated gold back on the
market.

MEDICAL WORLD NEWS
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LINES WE
CARRY ARE
TOOLS BY
CHAMPION

A.P.F. CALCULATORS

CASIO WATCHES
& CALCULATORS

PANASONIC
ELECTRONICS

SONY
ELECTRONICS

KRACO
ELECTRONICS

SANYO
ELECTRONICS

SANBORN
AIR COMPRESSORS

LINCOLN ELECTRIC
WELDERS

FUZZBUSTER
RADAR DETECTORS

WHISTLER
RADAR DETECTORS

YORX
ELECTRONICS

VIDEO TAPE
RECORDERS

ATARI
GAMES

CUTLERY
POOL CUE STICKS
BIBLES
GOLF BALLS
BEER WAGONS
COSTUME JEWELRY
WATCHES

LI,
TAPES

MAXELL
TAPES

VIDEO
TAPES

BETAMAX
TAPES

AND
10,000
OTHER
ITEMS

PAKISTANI
KNIVES

LOW PRICES — HIGH QUALITY — QUICK SERVICE
LARGE INVENTORY — QUICK DELIVERY

For thirty-one years the auctioneers
wholesaler. Call Frieder the Importer
for the best deals. By-pass the middle-
man, buy directly from the Importer and
pocket the profits.

Closeout Merchandise Buyers, Suppli-
ers to the Auction Trade of promotional
& nationally advertised merchandise.
Direct importing enables us to offer the
lowest prices possible. Visit our Show
Rooms and inspect our Quality Mer-
chandise ready in our 48,000 sq. ft.
warehouse for fast pickup or delivery.

Buy Champion Tools. The largest sell-
ing tool line in the Middlewest. A qual-
ity fast selling line. Champion Tools —
the profit makers. We ship to all 50
states.

Frieder’s

2553 Superior Avenue
Cleveland, Ohio 44114

Come in or call 216 781-6477 or 781-6497
Out of state WATS line Call: 800 321-8192
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WAA planning on license law

The secretary of the Washington Auctioneers
Association, Margie Burnham, informed THE AUC-
TIONEER that the WAA is presently working on the
Washington State Auctioneers Law. The law has
been sponsored and introduced, and is now in legis-
lative committee.

The WAA Spring convention will be held May
2-3, at the High Climber Restaurant, 1334 Roosevelt,
East Highway 410, Enumclaw, Washington. NAA di-
rector Dean Parker will be the guest speaker.

County in Kansas honors The Week

The three district commissioners of Wabaunsee
County, Kansas signed a proclamation of National
Auctioneers Week in their county. The proclamation
recognized that the ‘‘continual efforts of the National
Auctioneers Association and the Kansas Auctioneers
Association to preserve the American free enterprise
system are paramount in their endeavors.”

PROCLAMATION SIGNING of National Auctioneers
Week for the State of Oklahoma. Standing behind
Oklahoma Governor George Nigh are, from left,
Senator Kenneth Landis, Lt. Governor Spencer Ber-
nard, and Representative Jay Blodgett. Mr. Blodgett
is an NAA member auctioneer who still remains
active in the auction business, despite serving as a
state legislator five months out of the year.

As an inducement to mail in a subscription, a
farm magazine offered prospects two all-metal “NO
TRESPASSING” signs-made to conform with state
regulations. The mailing was made in September
just prior to the annual visit of the “hunter”. It was
a winner.
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PROCLAMATION SIGNING to honor National Auc-
tioneers Week. The officers and Board of Directors
of the Georgia Auctioneers Association and the
Ladies Auxiliary met with Governor George Busbee
and three state representatives for the signing of a
State of Georgia proclamation. First from left: H. C.
Thomas, John Suarez, Betty Thomas, Bonnie Baggett,
Dixie Waldrip, Barbara Suarez, Governor George
Busbee, Representative John Adams, Representative
Buddy Childers, Representative Ken Fuller. Second
from left: Lynn Dempsey, Terry Hansford, Harold
Cohn, Pete DeSantis, Ron Harris, Mike Loftin, Charlie
Gay.

SIKESTON, MISSOURI, PROCLAIMS AUCTIONEERS

WEEK. Mayor Mary L. Doggett, seated above,
signed a proclamation of National Auctioneers Week
in Sikeston, Misouri. Sikeston NAA members attend-
ing the signing, from left, Clay Hunter, CAl, Lenzie
Beck, then Bill Welbourn from the Sikeston Chamber
of Commerce. The proclamation cited the auction
contributions of both the NAA and the Missouri State

Auctioneers Association.

John Hallinan of Evansville, Indiana, is 7 feet,
62 inches tall and has a basketball scholarship to
Indiana State. To stem the gaping curiosity that fol-
lows him wherever he goes, he wears a T-shirt. On
the front are the words “Don’t Ask”. His height ap-
pears on back.
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Directory of state
association presidents

and secretaries —
May, 1981

Alabama Auctioneers Association — President: Gene Motes, 305
North Church St., Jacksonville 36265; Secretary: Pete Hor-
ton, 111 4th St., Huntsville 35805, phone 405-536-7497.

Auctioneers Association of Arizona, Inc. — President Donald J.
Parker, 5203 E. Washington, Phoenix 85034, phone 602-
244-8294. Secretary-treasurer: Raymond G. Warner, 13611
N. 50th Place, Scottsdale 85254, phone 602-996-4430.

Arkansas Auctioneers Association — President Tommie Walker,
1208 N. Main, Mountain Home 72653. Secretary: Jayne
Lowery, P.O. Box 34, Dennard 72629, phone 501-745-4261.

California Auctioneers Association — President: LeRoy C. Blum,
10108 Gan Line Road, Elk Grove 95624. Secretary-treasurer:
Grant Theodore, 4037 North Washington Blvd., P.O. Box
196, Livingston 95334.

Colorado Auctioneers Association — President: Eldon Brough-
ton 1647 South Tejon, Colorado Springs 80906, phone 303-
635-9400. Secretary-treasurer: Ernest L. Wimmer, 170 Palm-
er Drive, Fort Collins 80521, phone 303-226-3121.

Connecticut Auctioneers Association — President: Dominick
Scavone, 695 High St., Naugatuck 06770; Secretary: Lar-
raine M. Smith, 37 Wallingford Road, Cheshire 06410

NEXT CLASS
APRIL 20

Col. Jim Graham
CCIM, CRB, AFLB

e |earn the Professional chant

e Every type auction is covered

e | atest video training equipment
.. lets you view your progress

e Every student personally trained
by Col. Jim Graham

e Highly professional Instructors

FLORIDA

— Enjoy the Ocean and the Palm Beaches while you learn —

Florida Auctioneers Association, Inc. — President: Ben Campen,
P.O. Drawer 1209, Gainesville 32602. Secretary-treasurer:
Billy H. Wells, 121 Aldean Dr., Sanford 32771, phone 305-
323-2820.

Georgia Auctioneers Association — President: Mike Loftin, P.O.
Box 5872, Rome 30161, phone 404-291-7007. Secretary:
John Suarez, 2025C Peachtree Rd., Atlanta 30309, phone
404-355-8254.

ldaho Association of Professional Auctioneers — President:
Dean C. Smith, Route 2, Box 304, Idaho Falls 83401, phone
208-522-7136. Secretary: Carol Coffey, Blackfoot 83221.

lllinois Auctioneers Association — President: Bob Wuebbels,
New Memphis 62266, phone 618-558-4500. Secretary-treas-
urer: Ken Gravlin, 211 No. Center, Melvin 60952, phone
217-388-2211.

Indiana Auctioneers Association — President: Jack T. Early-
wine, 3110 So. Lafountain, Kokomo 46901. Secretary: Harry
E. Buckles, RR 1 Box 262, Anderson 46011, phone 317-
378-7924

lowa Auctioneers Association — President: Wayne Stewart, Box
265, Audubon, 50025, phone 712-563-4288. Secretary:
Margaret Bloomer, Rt. 3 Box 51, Glenwood 51534, phone
712-527-3615.

Kansas Auctioneers Association — President: Robert E. Shank,
P.O. Box 275, Salina 67401. Secretary: Rex B. Newcom,
215 S. Main, Whitewater 67154, phone 316-799-2278.

Kentucky Auctioneers Association — President: Jack Wilkerson,
Lowes, 42061. Executive Director: Wilma Atherton, Box
148, Hodgenville 42748, phone 502-674-5659. Secretary:
E. Howard Hunt, P.O. Box 16048, Louisville 40258.

Louisiana Auctioneers Association — President: Larry Nobles,
2902 Carol Jack Drive, Baton Rouge 70816, phone 504-
292-0576. Secretary: Jean Stutzman, P.O. Box 243, Vidalia
71373.

LEARN

AUCTIONEERING

in Beautiful

Become a Professional Auctioneer in 1 Week

JIM GRAHAM training makes you STRONG . . as an
Auctioneer: Businessman; Speaker.

Men or women.
REAL ESTATE auctions . . our specialty
You'll like our FAST START system

Graduates from other schools are welcome

FREE BROCHURE

JIM GRAHAM SCHOOL OF AUCTIONEERING

204 U.S. 1, North Palm Beach, FL 33408 (305) 844-1723
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P.O. Box 90T A, Knightstown, Ind. 46148
5 Phone 317-345-5800 or 317-345-5133
CALL TOLL FREE TO RESERVE ADS OR FOR INFO ¢
FOR A CROWD OF GOOD BUYERS Outside Indiana (111, Ky., Ohio, So. Mich.) 1-800-428-4156: A
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Maine Auctioneers Association — President: Richard Keenan, Nebraska Auctioneers Association — President: Don Dirks,

Rt. 1 Box 405A, Kingfield 04947, phone 207-265-2011. Secre-
tary: George A. Martin, New Road, East Lebanon 04027,
phone 207-457-1237.

Auctioneers Association of Maryland, Inc. — President: Larry
Makowski, 1100 E. 25th St., Baltimore 21218. Secretary-
treasurer: Jonathan Melnick, c¢/o Jonathan Melnick Auc-
tioneers, 900 E. 25th Si., Baltimore 21218.

Massachusetts State Auctioneers Association — President: Evan
N. Gavrilles, 60 Emmett Ave., East Dedham 02026, phone
617-329-5469. Secretary: Phillip O. Davis, 128 North St.,
Foxboro 02035, phone 617-543-7170.

Michigan State Auctioneers Association — President: Donald C.
Diesing, 108 Clarke St., Scottville 49454, Phone 616-757-
2578; Secretary: John Schowalter, 6071 East E Avenue,
Richland 49083

Minnesota State Auctioneers Association — President: Don Fitz-
ner, 1610 W. Lincoln, Olivia 56277, phone 612-523-1889.
Secretary: Eileen Reisch, 838 W. Main, Luverne 56156,
phone 507-283-8445.

Mississippi Auctioneers Association — President: J. Drue Lundy,
Box 577, Belzoni 39038 Phone: 601 247-3292; Secretary:

Karleen R. Lawrence, 324 |berville Drive, Biloxi 39531
Phone: 601 374-8367
Missouri State Auctioneers Association — President: Gary

Ryther, 209 S. Main, Excelsior Springs 64024, phone 816-
637-5511. Secretary: Doran H. Livingston, Rt. 1 Box 21-A,
Willard 65781, phone 417-742-2568.

Montana Auctioneers Association — President: Davar Gardner,
Box 943, Kalispell 59901, phone 406-755-2736. Secretary-
treasurer: Craig Mandeville, 1225 Springhill Rd., Boseman
59715, phone 406-587-2522.

May, 1981

Bruning 68322.
Prosser 68868.

Nevada State Auctioneers Association — President: Jeff Blake,
P.O. Box 10182, Reno 89510. Secretary: J. M. “Bill” Wat-
son, 734 N. Nellis, Las Vegas 89110, phone 702-452-6699.

New Hampshire Auctioneers Association — President: Emory
Sanders, Shaker Road, New London 03257. Secretary:
George Michael, P.O. Box 776, Merrimack, 03054, phone
603-424-7400

New Jersey State Society of Auctioneers — President: Victor
Sabatino, 35 Ewingville Rd., Trenton 08638. Secretary:
JoAnn Fawcett, 33 Davies Ave., Dumont 07628, phone 201-
384-5598.

New York State Auctioneers Association — President: Robert
W. Matson, 117 Main St., Randolph, 14772, phone 716-
358-6752. Secretary-Treasurer: R. Thomas Jones, Water
St., P.O. Box 365, West Winfield, 13491, phone 315-822-5243.

Auctioneers Association of North Carolina, Inc. — President:
Edmund P. Huntley, P.O. Box 696, Wadesboro 28170, phone
704-694-3183. Secretary-Treasurer: Johnson B. Gilbert,
Route 1 Box 349K, Lincolnton 28092, phone 704-732-0177.

North Dakota Auctioneers Association, Inc. — President: Sid
Stromme, Halliday 58636. Secretary: Kay Aldinger, Cleve-
land 58424, phone 701-763-6262.

Ohio Auctioneers Association — President: Terry Logsdon,
33939 C.R. 452 Brinkhaven, 43006, phone 216-674-7640.
Secretary: Byron Dilgard, 135 Union, Ashland 44805, phone
419-325-2122.

Secretary: Randy Ruhter, P.O. Box 40,

Directory continued page 63
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An ounce of Freedomike. _.

is worth a pound of EA.

Freedomike Wireless Microphones From Lectrosonics

Without even realizing it, many auctioneers let “something” get between them and
the bidders. That “something” is supposed to help the auctioneer reach his
audience, but it also gets in the way.

That “something” is the P.A. system. Maybe it gets in the way when you
have to stop your bid calling and lug it to another table. Maybe the
bidders watch you drag your mike cord around instead of listeningto .}
your bid calls. Maybe you need three hands to hold up both the wead e }
merchandise and your microphone. +« X ¥

Now you can discover total freedom from your P.A. system...with a
Freedomike wireless microphone system from Lectrosonics. Each
system consists of a microphone connected to a cigarette-pack

size transmitter which sends your voice signal to a receiver. The
microphone clips to your tie or shirt. The transmitter fits in your
pocket, or in a belt-clip pouch. The receiver, which can be
a hundred yards away, plugs into the microphone input
of any P.A. system. The Freedomike system uses special " 4
Unichannel 1y circuitry to eleminate unwanted inter-
ference. A protective carrying case is also provided.

Freedomike...for the auctioneer who wants the bidders
attention focused on his bid calls, not on his P.A. system.

Freedomike System One (with tie tack mike)-$725
Freedomike System Two

(with hand-held mike)-$745

6"
Freedomike System Three S .
(with both mikes)-$815 .
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Voice Projector 18
Ultra Portable P.A.

For years the Voice Projector 18 has been the
benchmark by which auctioneers measured

quality in self-contained P.A. equipment. Now
meet the all-new VP18R. The VP18R’ has ~  § &

all the features of the older model, \ & # Plus Power 48R
o _ plus high-level input and | Amplifier/ Speaker

output for connecting
If you and your Freedomike

to other audio
devices. lts system travel to places with no
house P.A. system, Lectrosonics

rechargeable

power pack . has the Plus Power 48R. With
lasts 50% longer its own powerful 16 watt rms
than the Old VP].B ’amplifier, 8” Speaker and
VP18R-$325 rechargeable batteries, the PP48R
enables you to use your
Freedomike system anywhere...
even if miles from the nearest

AC power source.

PP48R-$195

L eCroOSoNICS, INC

ALBUQUERQUE. NEW MEXICO, U S A

Lectrosonics products for auctioneers are available from:

DUANE GANSZ BILL HAGEN BOB MILLER
Duane E. Gansz Auction & Realty Western College of Auctioneering Indiana College of Auctioneering
14 William Street Box 1458 8846 Holliday Drive
Lyons, NY 14489 Billings, MT 59103 Indianapolis, IN 46260
315-946-6241 406-252-2565 317-844-1088
KEN McCORMACK ROWLAND HUEY HUGH MILLER COL. GORDON TAYLOR
McCormack Auction Co. John Huey & Sons Curran Miller Auction Reisch World Wide College of Auctioneering
8229 Golden Avenue 11660 Parkway Drive 13020 N. Street, Highway 57 Box 949
Lemon Grove, CA 92045 North Huntington, PA 15642 Evansville, IN 47711 Mason City, Iowa 50401
714-697-1778 412-863-4961 812-867-2486 515-423-5242
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Oklahoma State Auctioneers Association — President: R. D.
Bentley, 2321 Austin Dr., Lawton 73501. Secretary: Ray
Patterson, 113 N. 9th, Frederick 73543, phone 405-335-2320.

Oregon Auctioneers Association — President: Gary Day, 12773
S. Union Hall Rd., Canby 97013. Secretary: Carol Boston,
P.O. Box 7645, Salem 97303.

Pennsylvania Auctioneers Association — President: Harry An-
derson, R.D. 1, Georgetown 15043. Secretary: Blaine Brown,
Box 96, Wycombe 18980.

Professional Auctioneers Association of Rhode Island — Presi-
dent: David F. Lucas, 2 High Street, Esmond 02917, phone
401-231-0920. Secretary: Louise E. Wordell, P.O. Box 93,
Kingston 02881, phone 401-789-0390.

South Carolina Auctioneers Association — President: Jimmy
Blocker, P.O. Box 484, Walterboro 29488 Phone: 844-2770;
Secretary: Larry J. Meares, P.O. Box 57, Pelzer 29669
Phone: 947-9460

South Dakota Auctioneers Association — President: Irvin Salzer,
Timber Lake 57656. Secretary-treasurer: Charles A. Sutton,
RR 3, Flandreau, 57028. Executive Secretary: Marti Dun-
lap, Route 3, Box 135, Colman 57017.

Tennessee Auctioneers Association — President: Dean Howard,
Rt. 1, Box 236, Decatur 37322. Secretary-Treasurer: Edwin
B. Fulkerson, Rt. 14, Box 182, Johnson City 37615, phone
615-282-1236.

Texas Auctioneers Association — President: Roland Reese,
707 N. Robinson Dr., Waco 76706, phone 817-662-0500.

Secretary-Treasurer: Charles Connour, 9770 Wisterwood,
Dallas 75238, phone 214-348-2838.

Utah Auctioneers Association — President: Glenn Short, 250 E.
6790 S., Midvale 84047. Secretary: Steve Hansen.

Vermont Auctioneers Association — President: Walter Flatow,
Rd. 1, Waterbury Center 05677. Secretary: Marie Flatow,

® BEST AUCTION SCHOOL e BEST AUCTION SCHOOL e BEST AUCTION SCHOOL e BEST

YES!

YOU CAN BECOME
AN AUCTIONEER
IN ONE WEEK

you can do it with our —

* EXPERIENCED INSTRUCTORS

all personally recommended by
the nationally known
Col. Joe Reisch

MODERN METHODS

video tapes, study guides,
comfortable quarters,
small classes

COMPLETE COURSE

every phase of auctioneering
taught by specialists

BEST AUCTION SCHOOL e BEST AUCTION SCHOOL

® TOOHOS NOILONY 1S39 @ TOOHOS NOILONVY 1S39 @ TTOOHOS NOILONV 1S389 @ TTOOHOIS
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Rd. 1, Waterbury Center 05677.

Virginia Auctioneers Association — President: Stephen Sheets,
15 South Jefferson Street, Roanoke 24011; Secretary
-Treasurer: Jeanette Desper

Washington State Auctioneers Association — President: Elmer
Burnham, 1421 Fern Dr., Moses Lake 98037. Secretary:
Marjorie Burnham (same address).

West Virginia Auctioneers Association — President: Wilson E.
Woods, State College, West Liberty 26074 Phone: 304 336-
7116; Secretary: Bob Mills, P.O. Box 3261, Morgantown
26505 Phone: 304 292-7286

Wisconsin Auctioneers Association — President: Jim O’Brien,
Eden 53019. Secretary: Robert Massart, 2545 Finger Road,
Green Bay 54301, phone 414-468-1113.

Occasionally the NAA office receives inquiries
from the public for auctioneers to sell certain items.
The caller is informed that the NAA office does not
have such information, and the caller is instructed to
contact auctioneers in the caller’s local area. One
such recent inquiry, however, has taken the cake, as
they say.

He called the NAA office looking to sell the lock
on the door of the Democratic Headquarters office
that was broken into by the Watergate burgiars,
which started the entire Watergate scandal. The
locksmith has a certified letter that this is indeed
the genuine item. The caller himself is a former
superintendent of the Watergate office and apart-
ment complex.

THIS PROGRAM WORKS
WRITE TODAY

FOR DATES

AND YOUR
FREE CATALOG

MASON CITY
COLLEGE OF
AUCTIONEERING

515-423-7200
Col. Don Wendel, President
Wm. Meeker, Vice President
P.O. Box 1463
Mason City, lowa 50401

Don Wendel, William Meeker NAA Members
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Successful
auctioneering across
the nation

Heavy equipment auction
industry thrives internationally

Richardson, Texas — Two recent Saudi Arabian
auctions, conducted by Parks-Davis Auctioneers In-
ternational, Ltd., proved that the equipment auction
industry is thriving amidst the worldwide economic
instabilities.

With approximately 900 buyers and sellers from
around the world, in attendance at the five-day
American Arabian Oil Company (ARAMCO) and
C.A.T.-Houston Constructors heavy construction
equipment auction, February 22-26, 1981, combined
gross sales figures were in excess of $22 million.

"l believe one reason the world-wide market for
used machinery is much stronger today is because
of the effect of inflation on new machinery,” said Jim
Parks, president, Parks-Davis Auctioneers, Inc., the
parent company.

Parks-Davis Auctioneers regularly hold equip-
ment sales in the Middle East, and in the last 24
months has held eight similar sales. Parks com-
mented that the reason the company has been suc-
cessful with foreign auctions is largely attributed to
the compilation of lists of foreign buyers who have
attended Parks-Davis sales; a marketing strategy that
Parks-Davis implemented in order to develop an in-
ternational auction market for machinery.

“Due to effort and planning over a period of
years, we have been able to acquire worldwide mail-
ing lists totaling more than 200,000 names and ad-
dresses,” said Parks, a 20-year auction veteran.

According to Toem Carpenter, PDA vice presi-
dent and ARAMCO/C.A.T.-Houston sales coordi-
nator, three main elements are involved in the pro-
duction of a successful sale: 1) worldwide market-
ability of the equipment, 2) a proper advertising pro-
gram to reach the international market, and 3) the
integrity and consistent performance of the auc-
tioneer.

“No firm in the United States can draw buyers
from such a distance. By using our three basic
strategies, we had buyers from the West Coast of
California to the South Coast of Australia, and from
major points across Europe, Asia and throughout
the Middle Eastern countries,”’ said Carpenter.

Parks said, “Our company has enjoyed tremen-
dous growth because we have been able to prove to
the industry that our unique system is the best meth-
od to dispose of large spreads of equipment quickly
and profitably. We have proved that our auction
method is lucrative for both buyers and sellers.”

Repeat business also plays an important role

in the continuing success of Parks-Davis Auctioneers.

The firm has conducted six auctions for Houston

64

EQUIPMENT AUCTIONS THRIVING. A multinational
crowd gathered around the Parks-Davis Auctioneers’
booth (center) to bid on heavy construction equip-
ment at the February 22-26, Saudi-Arabian held auc-
tions.

Constructors, a subsidiary of Sedco, two for
ARAMCO Services Company, one of the world’s
largest oil companies, and 12 for the Alaska Pipeline
Joint Venture.

“We’'re very proud of the fact that our clients

HALF-MILE
HAILER

Model S-610
Our Price Only

192.95

FINEST PA SYSTEM AVAILABLE
AT ANY PRICE!
We Ship!

JIM GRAHAM

School of Auctioneering

204 US 1, North Palm Beach, FL 33408
(305) 844-1723

Learn Auctioneering

A Powerful Week . . . in the beautiful Palm Beaches!

MONEY BACK GUARANTEE
IF NOT SATISIFIED.

Next classes: April 20 - July 20 - October 26
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like the way we perform our service so much that
they solicit us to repeat many times. After just com-
pleting our second ARAMCO auction, officials of that
Company have already asked me to announce that
in the future we will conduct two international sales
per year,” said Parks. He concluded that careful
planning, good marketing strategies, years of ex-
perience, and a team of professionals are the keys
to operating a successful equipment auction firm.

Perry, Oklahoma sale success . . . Buyers and
bidders from four states and thirty cities attended a
March auction in Perry, of antique consignments
from the local area. Conducting the sale were NAA
members Starling Miller and Gary Ryther.

Top selling items included: roll top desk,
S-shaped, made in the 1890’s, $2300; C-shaped roll
top desk, $1300; an ‘“‘Acers Renfrow Cabinet Co.”
file cabinet, pat. 1896, $925; and two, Thomas Edison
cylinder phonographs, $800 each.

Toys and other items sold equally as well, in the
516 lots sold during the seven hour auction.

Brisk bidding for Wisconsin estate . . . Over
300 registered buyers participated in the Alta Gudsos’
estate sale, March 7, in Cashton, Wisconsin. Hand-
ling the sale was NAA member Wayne Huntzicer of
Cashton, and another auction firm from Sparta, Wis-
consin.

The enthusiastic crowd braved chilling weather,
but kept warm during the active bidding with an
occasional hot cup of coffee and lunch served by
the V.F.W. Auxiliary of Cashton. Highlights of the
sale included: a Simon and Hallig doll, $425; a regu-
lator clock, $340; a Seth Thomas mantle clock, $330;
and a love seat and chair sold for $525.

A total of 560 separate lots dispersed the out-
standing selection of household furnishings and col-
lectibles.

Benefit auction brings in more . . . On March
25, El Dorado Springs, Missouri, held its centennial
celebration which included a benefit auction. Hand-
ling the sale was NAA member Jack Tough.

The community hoped to raise $5,000 with the
auction, but due to the enthusiastic participation of
the town’s citizens, just under $7,000 was accumu-
lated. A partial list of the variety of auction items
tells of the sale’s success.

Kansgs City Chief Henry Marshall’s game jersey,
40

1 fat hog, $75

1 night’'s lodging at the Kansas City Hyatt Re-
gency, $100

10, 1881 silver dollars, $379

Kansas City Royals World Series baseball, $50

Kansas City Royals, U. L. Washington’s bat $60

1 pickup load of firewood, $55

Successful auctioneering continued page 67

The Auctioneer’s ‘‘Auctioneer’

HEN YOU HAVE AN AUCTION THAT
REQUIRES THE FACILITIES THAT
ONLY A NATION-WIDE ORGANIZATION CAN
OFFER, HUDSON AND MARSHALL, INC. IS
READY TO WORK FORYOU. IN ADDITIONTO
THE SERVICES AND EQUIPMENT LISTED HERE, A
LARGE STAFF OF HUDSON AND MARSHALL
SALES ASSOCIATES IS AVAILABLE FOR CON-

SULTATION IN PRACTICALLY EVERY CATAGORY
OF REAL OR PERSONAL PROPERTY.

BROKER PARTICIPATION INVITED.

Call Toll Free

In Georgia Call
800/342-2666

Elsewhere Call
800/841-9400
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LIQUIDATORS AND AUCTIONEERS

3683 HOUSTON AVE., MACON, GA. PH. 1912) 781-2601 i

® COLORFUL TENTS (For Outside Sales)

® ALL ASSOCIATED EQUIPMENT (P.A.
Systems, Chairs, Organs, Sound Trucks,
Cattle Pens, Portable Generators, Etc.)

® NATIONWIDE ADVERTISING (In House
Agency)

® NATIONWIDE MAILING LISTS

® FINANCING AVAILABLE (On Most All
Properties)

® NATIONWIDE TOLL FREE TELEPHONE

CALL THE AUCTIONEER’'S AUCTIONEER",
HUDSON AND MARSHALL, INC. . ..
WE'RE READY TO WORK FOR YOU!!!

Home Offices
Macon, Georgia

Atlanta Offices
Suite 109
333 Sandy Spr. Cir.

404/256-5450

HUDSON AND MARSHALL T INC.
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BEALER AUCTION

HINBAY ¥ N

Wholesale .

2550 Shorter Avenue (Ga. Hwy 20 West)
ROME, GEORGIA

~ Every MONDAY 10 AM.

This is an ABSOLUTE Auction where we sell Tools-Electronics- W atches
Furniture-Carpet - Gift Items-Household Goods and many other items

| to the HIGH BIDDER.

ALL NEW MERCHANDISE SOLD — LARGE AND SMALL LOTS

NO JUNK
I Terms of Payment: Cash or Certified Check

PHONE (404) 234-5946 GA. AUCTIONEER LICENSE NO. 129
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Victorian parlor chair, $176

The auction was attended by 250-300 people,
and was considered to be a huge success. NAA
member Tough’s centennial benefit auction for El
Dorado Springs, Missouri, was the largest centennial
money raiser to date.
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CENTENNIAL BENEFIT AUCTION for EI Dorado
Springs, Missouri. NAA member Jack Tough, seated
at microphone, handled the sale. (Photo reprinted
with permission from the EL DORADO SPRINGS
SUN.)

HALF-MILE HAILER
MODEL S-610
List: $227.00

Auctioneers Cost: $192.95

..
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HALF-MILE HAILER MODEL S-610 — Projects further, louder, clearer than horn hailers
. . . doesn’'t block vision . . . perfect for crowd control, athletics and other outdoor use.
AMPLIFIER: Model S-702: 35 watt: all transistor. CONTROLS: On-Off, Volume. Inputs: For
ceramic or dynamic microphone: auxiliary input for phono, tuner, tape recorder, etc. 3 Out-
puts: For additional speakers: tape recorder. Power Source: Ten ‘D" size flashlight bat-
teries: alkaline type provides up to 200 hours operation. MICROPHONE: Cardioid probe-
type, noise-cancelling, hand-held microphone, supplied with 8' coil cord, on-off switch.
SPEAKER: Weatherproof horn, can handle full amplifier output: detachable. CONSTRUC-
TION: Removable metal bracket attaches to amplifier with screw knobs: gripper handle
and shoulder strap included. Dimensions: 11%2" high, 11" wide, 9" deep. WEIGHT: 14 Ibs.
(with batteries). Order Model S-610

Order by mail — payment with order — we pay postage . . . C.0.D., you pay postage.

North Carolina residents add 4% sales tax.
Col.

Forrest Mendenhall,
Member

U.S. HWY. 29 & 70 (185)

School spirit pays off . . . How much can stu-
dents, parents and alumni show their love and ap-
preciation for their own high school? The people of
Cathedral High School, Indianapolis, Indiana, recent-
ly put their feelings into dollar signs, to help keep
the %chool doors open during the present economic
pinch.

Each year, just as soon as the benefit auction
has been completed, plans are laid out for next
year's benefit to be even better. But the 1981
“Shramauction” seemed to be the best of the other
five past auctions.

Reservations for 600 at the $100 per couple
black tie banquet and breakfast following the auction
was such a success they had to turn down requests.
Three of four local Indianapolis auctioneers who
were present to handle the sale were NAA members
— Herman Strakis, CAl, Bus Retmier, CAl, and Bob
Gerdenich (Cathedral alum and co-founder of the
annual auction). The auctioneers sold such items
as: a K-Car for $7,000, a side of beef for $500, $3,500
for an 8-Day Irish Get-A-Way, $1,900 for an evening
with a movie star in Hollywood, $2,600 for a TV,
$3,100 for a sailboat and $4,300 for a student scholar-
ship. The total results came to a little less than
$200,000 for an evening of fun and excitement.

The significance of the total is diminished how-
ever by the astonishing sale price of one collectible
— a baseball dated 1929 and autographed by the
late Babe Ruth and his teammates.

Successful auctioneering continued page 68

AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

MOBILE P.A. MODEL S-310

If you need good quality equipment,
this is your opportunity.
Write for Equipment Brochure today.

HIGH POINT, NORTH CAROLINA 27263

SOUND CRUISER

List: $388.00

Auctioneers Cost: $330.00

SOUND CRUISER MOBILE P.A. MODEL S-310 — Make any car a sound truck in 45 seconds. I
Ideal for cars, trucks, buses, boats. AMPLIFIER: Model S$-302: 32 watts: all transistor. Con-

trols: On-Off/Tone; Master Volume; Auxiliary Volume. Inputs: For microphone: for radio,
tuner, recorder, etc. Outputs: For 8 or 16 ohm speakers. Power Source: 12V dc: plugs into
auto cigarette lighter socket. Terminals provided for permanent installation. 120V ac and
flashlight battery adapters available. Size: 83" wide x 3%a" high x 8% ' deep. Mounting:
Handle supplied for easy carrying or ready mounting under dash. SPEAKERS: Model
S-1210: Two weatherproof horn speakers that swivel and lock in any direction, can handle
full amplifier output, mounted on car-top carrier ready to clamp to car. MICROPHONE:
Model S-2080: cardioid probe-type, noise-cancelling hand-held microphone, supplied with
8" coil cord, on-off switch, mounting clip. WEIGHT: Complete system, 25 Ibs. Order Model |
S$-310

"""

PHONE (919) 887-1165

May, 1981
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Bus Retmier was on the auction block, and had
invited a local TV sports announcer to make a few
comments about the priceless item that was about to
change hands.

The announcer was explaining how much he
would love to own this baseball himself, when the
bids started to flow in from the efficient student
groundmen. Then auctioneer Retmier started in on
his bid roll. The bid was advanced at a $500 rate
until the astronomical amount of $8,500 was the final
knockdown price. The crowd was on its feet, and
the gymnasium was in an uproar. Few seemed to
believe what they had just witnessed.

Bus Retmier was interviewed after the auction
and was quoted as saying, ‘“‘why | always sell base-
balls for this amount at auction. You just can't tell
when she starts and when she shuts off — that’s the
great advantage of selling the auction way. Boy, it
always pays off.”

HE SOLD THE BASEBALL, for $8,500, signed by
Babe Ruth and his 1929 teammates. NAA member
Bus Retmier, at right, shown during Indianapolis
school benefit auction.

The Church Mutual Insurance Co. now offers
malpractice insurance to the clergy. The policy pro-
vides coverage up to $300,000 if the minister is sued
for giving parishioners bum advice.

PLEASE STATE SIZE OF
FILE YOU WISH TO ORDER

You can use any of the above files for
several hundred bidders or more.

We have the clerking sheets that come in
triplicate, with three sides glued together.
There are 21 items per sheet. These are
made for the 2’ file. We do not make a
clerking sheet for the 32" by 22" file.

Package of 200 sheets (4,200 items)
Package of 600 Sheets (12,600 Items)

$90.00

Telephones—Office (308) 995-8614
Home (308) 995-5098

We pay shipping charges on all items
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% Filing System
% Supplies Carrier

100 Slot File

(Slots—312" deep - 22" wide)$59 95 e Salc FOI’I‘I‘I‘

100 Siot Fil

(Slots-—g” d;eep - 2" wide) * SPECIAL *
$59 95 100 Siot 2" File

: ’ Supply Carrier

?S‘Ltf-l-?;‘/ﬁ’nﬁeep - 22" wide) 200 Clerking Sheets
$29.95

50 Slot File

(Slots—2" deep - 2" wide)
$29.95

$89.95

Supplies Carrier

11%" x 19" x 3%" includes
Clip Board for sales forms.

$19.95

......

Sales Forms, in triplicate

200 sheets ( 120 ) $32.00
ems
[ Ttem - No.
T
Purchaser
Price - =

This is for the 2" file

Send check or C.O.D.

LUNDEEN SALES FORMS

423 East Avenue

Holdrege, Nebraska 68949
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Spotlight on
NAA auctioneers

NAA brother team, member subject of article

The auction business brother team of NAA
members Jim and Mark Hunter, plus another NAA
auctioneer John Reid, all from Council Bluffs, lowa,
were the subjects of a newspaper article in the
Council Bluffs NONPAREIL. The consumer oriented,
staff written article explained all phases of the auc-
tion business, to point out consumer advantages of
buying and selling at auction. Significant quotes
from the auctioneers’ interview well represented the
auction method.

“It's a very honest open way to sell. If you've
ever wondered what goes on behind the scenes
of a sale, at an auction it’s all open.”

Jim Hunter

*‘Most people think that the ‘magical’ chant of
the auctioneer is what makes things happen.
But pre-market planning is about 75% of the
work, and that determines the success of the
sale.”

Mark Hunter

WORLD’S MOST MODERN AND

EFFICIENT AUCTIONEERING SYSTEMS
Registered U.S. Patent Office

e R

T

By ﬁ. Sl T R L e s TR

Auction Tops
Fits on Standard
2 or ¥ Ton Truck

Clerkmobile T.M.
Patented Clerking
System Installed

Used auction tops and Clerkmobiles for sale.

For Free Literature and Additional information —

F —

Auctioneering Systems
Art Feller-Box 267
Cissna Park, lll. 60924

Yes . . . Send me Free Literature.

Send me examples of clerking tickets and buyers num-
bers.

Ph. 815-457-2202

Name
Address
City
State Zip

L
May, 1981

“You can always tell when someone is con-
fused, just by looking at them. So you stop and
tell them what the bid is and if they're in. Peo-
ple who really slow down a sale are the ama-
teurs who think they should be the auctioneer,
and bidders who like to confuse the auctioneer.
But a good auctioneer can control the crowd,
though.”

John Reid

Other sources quoted in the article included
the Smithsonian Institution which reported that the
average auctioneer can chant 340 words a minute,
with one auction being clocked at 888 words a
minute. Auctioneer Reid explained that he hasn’t
checked how fast he goes, but fast enough to sell an
Item every 50-60 seconds.

Nurse, now auctioneer and celebrity

After being a nurse for 18 years NAA member
Nita Gray had enough and decided it was time for a
change. She wanted to do something exciting and
so she decided to become an auctioneer, and things
haven’t been the same since.

After completing auction school in 1979, auc-
tioneer Gray returned home to Cerritos, California,
iIn southeast Los Angeles County. As she made the
rounds doing sales at Southern California auction
houses, charity auctions, as well as booking her own
sales, Nita Gray became ‘‘discovered’”. Her auction
skills, auction enthusiasm and just plain hard work
led to a chain reaction of appearances and publicity.

Nita Gray was on the Dinah Shore Show in Jan-
uary 1980, “You bet your life”’ in February, local Los
Angeles shows in September and October, plus tap-
ings for the Tony Tennille Show, and Real People
which aired in March 1981. She has been a guest on
several Los Angeles radio stations, and the subject
of feature stories about “The Lady Auctioneer” in
several Los Angeles community newspapers.

How has she been able to gain so much atten-
tion? ““Most people have never seen nor heard a
female auctioneer. So that's part of the attraction,”
explains auctioneer Gray. ‘“But if you don’t promote
yourself, no one else will.” Her first TV appearance
was the result of self promotion, and other appear-
ances resulted from someone seeing or hearing her
In action.

When she isn’t conducting an auction, Nita Gray
maintains a daily schedule which includes practicing
her auction skills, calls for speaking engagements
and auction assignments, plus donating her services
to fund-raisers and charitable organizations. In the
future, Nita Gray’s promotional appearances will in-
clude more TV shows, plus commercials, and even
movie appearances.

Yes, NAA member Gray is married, and husband
Rex often serves as clerk, cashier or ringman at
many of her auctions.

Sign in an auction house: “Secondhand church
pews. The first five rows have never been used’.
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BE A PROFESSIONAL AUCTIONEER
-

You Will Soon Learn The Auctioneer’s Chant &

VICTOR J. McDONALD
Member

How To Successfully Conduct Auctions

victor J. McDonald, Master Auctioneer, Real
Estate Broker & successful businessman, has
conducted many, many auctions. (Even one

............................

Years of preparation and research have gone
Into this 8 cassette auctioneering course and
study gulde textbook. The steps you must
follow to reach your goal are set out In an
easy and practical plan designed to be
followed at your own rate of progress.

NO need to travel across the country and try to cram the
foundation for a lucrative profession into a 1 or 2 week
school. Listen, learn and practice at your own pace.

YOUR CASSETTE COURSE COVERS SUCH IMPORTANT TOPICS AS:

Auctioneer's Chant — Hear It on the cassettes and see It In the Study Guide
Text BOOK.

Number Brackets — Transcribe them In your Study Gulide and hear your pro-
gress on the practice cassette.

Filler words — Learn how they link numbers and add continulty to your chant.
Oopening Chants — Choose from many and create your own individual style.
History of Auctions — Know about your profession.

Opening Presentations — Set the pace for the auction and establish your
authority.

conditions of Sale — The finer points of a smoothly conducted auction.
Salesmanship — An auctioneer Is a super salesman.

Buying and Selling — The true art of negotiation.

contracts — Essentlal In any profession.

Banking — The right banker can be your best friend.

Ethics — The foundation of any successful business.
Practice Cassette — Use dally and return for CERTIFICATE OF COMPLETION.

sample materials include brochures, tags, buyer cards, contract, actual
newspaper ads, opening presentations, solicitation letters and over
100 one-liner jokes.

Money Back Guarantee: if you are not completely satisfled with this
course at the end of 3 days, return It to us for a full refund. (You pay postage.)

Victor Mcbonaild Company Continuving Education Division — —

MAIL TO: Auctioneering Course

P.0. BOx 1805

x~ Bonus Offer «

COMPLETE COURSE

victoria, TX. 77901 $89.00 || -

PLEASE SEND: The Professional Auctioneer Course

] $89.00 (Texas Residents add 5 %)

Dynamic Sound P.A. + (Only avallable when you order course) ; . - |
O $119.00 ) A e
B £
NAME ADDRESS DYNAMIC SOUND P.A. +
Portable P.A., AM, FM Cassette Re-

CITY STATE 2IP PHONE corder Player all In one. Six Inch Dual

MASTERCARD [ VISA [ CARD {

Range Speaker audible from both
sides. AC/DC (6 D cell batteries not In-

SIGNATURE

cluded). Perfect for business liqui-
dations.

Auctioneer's Cost $159.00

CHECK ENCLOSED (I (Payable to Auctioneering Course) C.0.D. (] (Call 512-578-9811, you pay shipping)
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510 Davidson at South 5th Street Near Downtown
Nashville, Tennessee 37213

1ST & 3RD WED. - EACH MONTH - 10:00 AM

The place where buyers and sellers meet, from all over the US, to buy or sell.

POSITIVELY NO BI-BIDS,

RESERVE BIDS OR NO SALES.
ALL SALES FINAL

DEALER AUCTION

Items sold in DEALER QUANTITIES at WHOLESALE AUCTION PRICES. Everyone
is invited to come buy or sell. BUYERS MUST PROVIDE SALES TAX NUMBERS OR

PAY STATE SALES TAX.
SALE WILL CONSIST OF:

Cases Canned Dog and Cat Food
Cases of Canned Grocery Items
Cases Paper Cups—Plates, Etc.
Cases Paper, Toilet, Napkins, Etc.
Cases Soaps and Detergents
Cases Assorted Candies
Cases Assorted Health & Beauty Aids
Cases Jams, Jellies, and Syrups
Typewriters—Manual and Electric
Adding Machines and Calculators
Cash Registers—Electric and Manual
Copy Machines
Rolls Wrapping Paper
Rolls Plastic Film Wrap
Cases Nails, Nuts and Bolts

Truck Load Living Room Furniture
Folding Chairs
Folding Tables
Otfice Desks
Stack Chairs
Truck Load of Bedroom Furniture
Round Cafe Tables
Two-Door Metal Cabinets
Four Drawer File Cabinets
10 Metal Lockers
Swivel Office Chairs
Glass Showcases
20 Bar Stools
Student Desks
Section Display Shoe Racks

PLUS: Light Fix_tures * Lamps » Hardware = Bric-A-Brac » Bath Tub & Lavatories » Gift Items « Imports « Tools
Goods « C_foth:qg » Shoes » Drygoods » Jewelry » Electronics » Store Fixtures » Appliances « Glassware
The above listed items are only a partial list of hundreds of items that will be sold in thi< big sale.

Directions: Off I-65 or I-24 at Shelby Street exit. Go one block east, turn right on South Fifth S
blocks to Davidson Street and sale warehouse. We're on the banks of the bsaufi?ul Cmun:ﬂ:a:rl.mat:ir eﬂeito?g:::

looking downtown Nashville. For More Information, Call: Col. Newt Billings, 615 / 256-1507

EXIT SHELBY ST
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MERCHANDISE CORPORATION

25-PC. 1/2” DRIVE
SOCKET SET

Bl - St W il Tl

SPECIAL COUPON OFFER
Clip This Coupon and Save 2% Off
Invoice (Offer Expires June 1/81)

Name

Address

State
(Limit 1-Per Cus

11 PIECE
COMBINATION BOX AND "

OPEN END WRENCH SET
e 38inTO lin
DROP FORGED CHROME
PLATED ALLOY STEEL ..
~ . N
e, s : : ;
CHEYERC AR - ELECTRIC
O
E

v _ ' BENCH GRINDERS 00
' H

5-PC. MECHANIC'S | 11-PC. COMB. WRENC
PLIER SET
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May an auctioneer bid
on merchandise? That’s
a question with a
variety of answers.

By Dave Kessler
NAA member auctioneer
New Paris, Ohio

It would be easy if all questions could be an-
swered with a yes or no. But the question of “may
an auctioneer bid on merchandise?” must be an-
swered with a maybe. Auctioneers must serve many
masters, must adhere to a Code of Ethics and must
comply with a number of laws. And these factors
may vary all over the lot depending on who you’re
working for and where you’re at when conducting
the auction.

It is sometimes perfectly legal to bid for your
own account. The Auctioneer & Auction Licensing
Act effective September 1, 1980 in Indiana provides
the example. Sec. 26 says that “‘a licensee shall re-
frain from buying or selling at his own auction for
personal gain, unless disclosed to the seller.”

That seems to give the auctioneer the right to
bid. But questions might arise concerning the dis-
closure to the seller. Must it be before or after the
fact of bidding? And, was it bought for personal
gain or personal use? And is there a legal difference

between gain and use?

Then, another question might arise if you are
selling for certain clients. The Small Business Ad-
ministration specifically forbids an auctioneer, or his
representatives, from bidding on or buying any arti-
cle offered at an SBA auction. The Indiana State
law says you can, but your agreement with your
SBA employer says you can't.

A third factor must be considered. If you're in
compliance with all applicable laws and if you have
approval by your client, will your bidding on mer-
chandise be acceptable to the people who attend
your auctions?

You have a definite responsibility in serving the
public. If the people who attend your auctions should
perceive your bidding to be excessive or unethical,
you may well find that it will be a long time between
auctions. And the crowds could be described some-
where between siim and none.

Seasoned auction pro’s have developed differ-
iIng philosophies and policies. We are acquainted
with auctioneers who won’t bid on anything. Some
will start merchandise and pay for it if no other bids
are made. Some will ‘““snag” a bargain once in a
while, and some bid aggressively. If you haven't de-
veloped your own answer to this question, here are
some things to do. Read the law, consult with your
attorney, reach agreement with your clients, and
listen to the public. But don’t buy all the bargains if
you want to have public to listen to.

(Reprinted with permission from AUCTION MARKET-
ING NOW newsletter, New Paris, Ohio.)

* * *

residents add 312% sales tax.

1123 W. 6th Street ¢ P.O. Box 1513

D-VOX COMPLETE --- $285.00

FIBERGLASS CASE — 25 WATT MODULE — TWIN SPEAKERS

DODGE MANUFACTURING CO.

e Topeka, Kansas 66601 =+ (913)234-6677

INCLUDES: Rechargeable Ni-Cad Battery Pack— Charger — Carrying Strap — Shure Unidyne
Microphone — Complete unit weighs approx. 5 Ibs.

SATISFACTION GUARANTEED * * *
Order by mail: Payment with order — we pay shipping . . . C.0.D. — you pay shipping. Kansas

DWIGHT V. DODGE, Owner

May, 1981
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| ENROLL NOW

GEORGIA AUCTION SCHOOL

| You will be trained by 12 of the best auction-
eers and instructors in the world.

. APPLICATION

Name _ _ -

Street _ S

l City ... State __ Zip

Enclosed is $50.00 for my deposit. | will pay you
balance of $250.00 in cash upon entering school.

Enclosed is $300.00 as payment in full for my two
week course.

MAIL TO:

GEORGIA AUCTION SCHOOL

Bankhead Hwy., P.O. Box 297
Douglasville, Georgia 30133 |
Phone: 404 942-9110

Terms: February — May — August — November

B~ T S N e e el = e T R S e L S R P

Advertising Rate Schedule — THE AUCTIONEER MAGAZINE

1. THE AUCTIONEER Magazine is the official publication of the National Auctioneers
Association and is published monthly with the exception that an August issue Is
not published. Eleven issues are published annually. THE AUCTIONEER Maga-
zine is published as a means of exchanging ideas that will serve to promote the
auctioneer and the auction method of selling.

2. ADVERTISING RATES: One (1) Time Six (6) Times Eleven (11) Times
Fll PGS -ovnmmmnassnms $125.00 $120.00 $115.00
Half Page ...................... .. .. 62.50 60.00 57.50
Quarter PAQE ... 31.25 30.00 28.75

Column Inch: $7.00 per column inch — column is 21 picas wide (3%2 inches).

(a) Color Rates: Two colors (black and issue color) are available only upon
consultation with editor. Cover pages also available only after consultation
with editor if and when cover (outside back and inside front and back) pages
are available. Add 25 % to above rates if second color authorized by editor.

(b) Short Rate and Rebate: Rates are based on the number of insertions in a 11-
month period. Short rates will be charged if a contract is terminated pre-
maturely.

(c) Rate Change: The editor reserves the right to revise all rates quoted herein
upon sixty (60) days written notice to holders of contracts. If a rate revision
Is made and not accepted by the advertiser, the advertiser may cancel his
contract.

NEW ADVERTISERS: Submit payment in advance (with copy) before advertising

will be accepted. If applicable to new advertisers, advance payment for the first three

months will be required.

3. AGENCY COMMISSION: Agencies must add amount of commission to stated
rates above and collect from advertiser.

4. COPY AND CONTRACT REGULATIONS: The editor reserves the right to reject
any advertisement. No cancellations accepted after closing date (see item 6.).
If advertising is discontinued before completion of contract, short rates for space
will apply.

5. MECHANICAL REQUIREMENTS: Printed offset. Trim size: 8% by 11 inches.
Number of columns: two (21 picas wide columns). Binding method: saddle
stitched. Colors available: black on white and upon consultation with editor,
second, or issue color.

Dimensions for ad space: Full page — 7% by 9%z inches: Half page — 7Va by
456 inches: Quarter page — 3% by 45 inches or 7% by 2% inches.

6. ISSUE AND CLOSING DATES: Published monthly with the exception that an Au-
gust issue is not published (11 issues annually). Issued on the first of the publi-
cation month. Deadline for ad copy is the 10th of the month preceding publica-
tion date.

Submit all advertising to: The National Auctioneers Association, 135 Lakewood

Drive, Lincoln, NE 68510. Phone: 402 489-9356.
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® ‘‘CLERK-SAVER” CLERKING TICKETS—Form No. CT-12

Original and 2 copies on NCR paper (makes its own carbon copies) 8Y2x11" sheets
perforated to make 12 tickets 134 x4%". This is an extremely fast, easy, and ac-
curate combination clerking and cashiering form. This one form replaces both
the standard clerking sheets and cashiers statement. You'll like these.

9,000 Tickets (1-3 White, Canary & Card)
18,000 Tickets (1-3 White, Canary & Card)
36,000 Tickets (1-3 White, Canary & Card)

CﬁT(:SAVEEM- - World_'s No. 1 ClerkingrSystem

More Professional Auctioneers Use the Clerk-Saver™ System Than Any Other Method.
THE CLERK-SAVER™M |S:

® f[ast — check out in minutes.

® Accurate — Clerk writes buyer, item &
price. Cashier writes nothing.

® Less expensive than any known system.

® Keeps a running total of the sale.

----------------------------

® ALUMINUM WRITING TRAY

The aluminum writing tray is a lightweight, spring-loaded tray which
is designed to hold ample forms for continuous operation throughout
the sale. A storage compartment, a special feature of the tray, holds

additional forms and completed auction item sheets.
Aluminum Writing Tray

® 100 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

Slots are 23% " x 78’ x 3V2"". Handle
for easy carrying or nail to a wall for permanent installation.

Overall size 23"'x16'x4"".

Slots numbered 1 to 100 plus A to £

........................

® 10 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

Slots numbered 1-2-3-4-5-6-7-8-9-0. All tickets with buyer
number ending in one are filed in the one slot (example:
1-11-21-31-41-51-61-71-81-91-101-111-121, etc.). Likewise all
tickets for buyers ending in two go in the two slot; all tickets
for three in the three slot, etc. Small, compact, easy 1o
carry. Size: 16” by 4"’ by 4. Weight 1 Ib., 8 oz. Only $22.95

ONLY $59.95

® BUYER CARDS ... Form No. BC-70

For buyer's number and purchase no
in buyer’s shirt pocket).

1,000 Cards....$7.50 2,500....$17.50

@ BUYER'’S REGISTRATION FORM . ..

tes. 3vax72" (fits

5,000....$32.50

Form No. BR-69

812x11"", 50 sheets per pad. Space for buyer's num-

ber, name, address, phone and other

information.

$2.00 per pad, 10 pads at $1.50 ea., 20 or more at

$1.25 ea.

SPECIAL CLERK

THE SPECIAL KIT INCLUDES:

® Aluminum Writing Tray

® 9,000 CT-12 Clerking Tickets

® 1 Pad FS-69 Final Settlement Forms

All of the above plus:
One 10 Slot Clerking Ticket File (a $75.90 Value)
One 100 Slot Clerking Ticket

Forms

Payment with Order—We Pay Postage .

File (a $112.90 Value) Only 4.9
.. C.0.D. Orders—You Pay Postage

SAVER STARTER KIT

® 1,000 BC-70 Buyer Cards

® 3 Pads BR-69 Buyer Registration
Only ... ... $48.90
....................... $84.95

SAVE

$27.00

— -

Order by Mail . . . Send Check or Money Order To:

N\
|

_-—

Missouri

1600 GENESEE

Auction School

Top Floor Livestock Exchange Building

/ KANSAS CITY, MO. 64102

PHONE: 816-421-7117




Now. ....

LIGHTWEIGHT

COLONEL 6 ®

Payment with Order—We Pay Postage ... C.0.D. Orders—You Pay Postage

COLONEL®?,!'The Sound That Sells”
The all new COLONEL Series of
Portable Heavy Duty P.A. Systems
Designed Exclusively for Auctioneers

® Electro-Voice Model 671 Anti-
Feedback low impedence profes-
sional ball type dynamic cardiod
microphone, on-off switch, de-
tachable 10 foot coiled cord, and
built in windscreen.

® SPECIFICATIONS: Batteries
Eight “D” size flashlight batteries
(not included) (Alkaline batteries
will give many hours of extra ser-
vice).

® Rugged metal re-entrant 9"’ weath-
er resistant 8 ohm horn speaker.

® DIMENSIONS: 113" High x 8"

Wide x 9% " long.

WEIGHT: 7 |b., 12 oz.

There is a two year repair or re-
place warranty on everything ex-
cept batteries.

List Price $495.00
Auctioneers Cost $297.00

Order by Mail . . . Send Check or Money Order To:

N\
—

)

Missouri Auction School

Top Floor Livestock Exchange Building
1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117

COLONEL 7 ®

The COLONEL 7 has the same fea-

tures as the COLONEL 6 plus:

® RECHARGEABLE BATTERY: Extra
capacity battery will last all day

long. Fully rechargeable over-
night.

® Complete with recharger. Charger
rater 120 VAC, 8 Watt, 300 MA.

® SPECIFICATIONS: Battery: Gel
Type (2) #626 2.6 AH rating re-
chargeable.

® INPUTS: One microphone; one

tape recorder, one battery charg-
er.

® OUTPUTS: One extension speak-
er, one tape recorder. With in-
dependent controls.

® DIMENSIONS: 113" high x 8”
Wide x 9V4"’ Lonag.

® WEIGHT: 8 Ib., 13 oz.

List Price $645.00
Auctioneers Cost $387.00

THE AUCTIONEER

NATIONAL AUCTIONEERS ASSOCIATION

135 Lakewood Drive, Lincoln, NE 68510

ADDRESS CORRECTION REQUESTED

- N
BULK RATE
U. S. POSTAGE

Paid
Lincoln, Nebraska
Permit No. 9
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