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Felt Silver Belly Hats ... ... $27.50

White Pana@ma oo e ma e 19.95

Milan Straw (light tan) ... 16.95

London Fog-type Jackets with

NAA Emblem (assorted colors) ........................... 21.00

Auctioneer Hat WISP (Western Hat) ... 37.00

Stetson “Wisp™ 4-Color NAA Emblem ... e 3.00
S. S. Gold Plated Tie Tack

Demand for Stetson Hats Good! with .50 man-made diamond __.._.........ooooen... 50.00
S. S. Gold Plated Tie Tack

without man-made diamond ... ... ... 30.00

We have a complete line of sizes and brim widths
on the Silver Belly Felt ‘““Auctioneer” hats — 218", 238"
and 25’', as well as the summer Milan straw hats. We
will also have the white Panama by spring — in plenty of
time for summer wear.

l Our London Fog-type jackets with emblems are still
moving good with small, medium, large and extra large
sizes with most of the colors in stock.

Our sterling silver and gold plated tie tacs as well
|- as the 14K solid gold tie tacs with sparkling diamonds and
man-made stones made in the form of an auctioneers
gavel makes a good birthday or anniversary gift. Listed
below is what we now have in stock, ready to ship.

T-shirts with your name & NAA emblem
......................... $45 Doz.; 2-Doz. minimum

Deer and Pig Skin Gloves .................... $16.00 and $18.00

Plus — 4% Sales Tax

Col. W. Craig Lawing
Tel.: Office: 704 399-6372; Home: 704 399-3260
5521 Belhaven Bivd., Charlotte, NC 28216
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You get two great opportunities to bid for the
bu?/ers in the active Mid-American auction mar-
ketplace with the Chicago Tribune.

Put your ad in our Sunday Business section
Auction Mart and you'll reach over 2.6 million
Chicagoland adults. Run that ad in our Mid-
week Business Report Auction Mart on Wed-
nesday and, for a low daily add-on rate, as
little as $1.40 a line for commitment advertis-
e(rjs,I%fou’Il reach nearly 1.9 million Chicagoland
adults.

Our Sunday/Wednesday combination audience
includes your best prospects. With a daily/

IwWICe...

sold with the ChicagoTribune
Auction Mart, nhow on
Sunday and Wednesday.

Sunday schedule, you'll reach 80% of the
Chicago metropolitan newspaper readers with
professional, technical and managerial occupa-
tions; 86% of those with household incomes of
$35,000 or more.

It's no wonder the Chicago Tribune carried 86%
of the auction/bid advertising run in Chicago
metropolitan newspapers in the first eight
months of 1979.

For more information on the biggest auction
mart in Mid-America, and to place your ad
contact Mary Beth Howard at (312) 222-4493
or Charles Shanley at (312) 222-4042.

Source: Scarborough Report, daily/ Sunday single
issue, Chicago, 1978. Chicago Tribune Classified Ads
and Lines Report, 1979.

Ill \\Y/P Chicano Tribune




We’re Privileged — To Share,
To Benefit, and To Give

By C.E. “Chuck’” Cumberlin, President
National Auctioneers Association

Personally, the holidays remind me of the many
blessings we have as auctioneers. Though the
birth of Christ — Christmas — is a Christian ob-
servance, the holiday season can remind us all of
the many privileges we have through our profession.

We are reminded that the auction method of
selling offers the public an opportunity to buy and
sell in a free society. The system of free enterprise
will always be upheld as long as auctioneers pro-
vide our unique marketing service, where anyone
can bid, buy and benefit from their purchases. As
we enter into the holiday season, after observing
Thanksgiving, we can all be thankful that our system
of government allows us the opportunity to perform
our marketing services.

Catch the “Spirit of Christmas’, regardless of
your religion. Even though many NAA member auc-
tioneers do not hold Christian beliefs, during the
holidays, everyone can enjoy the spirit of good will
and peace on earth. Of course the holidays provide
an opportunity to exchange gifts. The main gift we
auctioneers have is our expertise to bring seller and
buyer together — both of whom will benefit from
our services. The auctioneer, in this respect, is a
“bearer of gifts’’, the one who administers the ex-
change between buyer and seller.

Remember that auctions serve in the actual
distribution of Christmas gifts. Many of the items we
sell will make someone very happy as a holiday
season present.

Have you been caught up in the “Spirit of
Christmas,” the spirit of holiday good will? If not,
re-evaluate and remind yourself just how important
your services are to everyone. Keep the “Spirit of
Christmas” alive throughout your career, because
that special spirit is needed today more than ever.

The National Auctioneers Association very much
endorses the spirit of good will that is present during
the holiday season. The Association brings together
the talents of 6,000 dedicated professionals, who
provide service to the public throughout the year.
We can all be thankful for our many members, who
exchange their ideas. and observations in programs
initiated by the National Auctioneers Association.
Immediately following the New Year, auctioneers and
auction-affiliated experts will exchange ideas at both
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the Williamsburg and Phoenix Seminars. Williams-
burg instructors include well-known auctioneer and
antiques consultant George Michael of New Hamp-
shire, plus Roger R. Early of Ohio, an antiques deal-
er and appraiser. Other Williamsburg professionals,
who are experts in their respective fields include:
Dana Blackwell, American Clock and Watch Museum
vice president from Connecticut; Dr. Robert Bishop,
Director of the American Museum of Folk Art in
New York City; Behrooz Hakimian, St. Louis, presi-
dent of one of the largest importers of handmade
oriental rugs; and R. Scudder Smith, editor and
publisher of a leading antique publication in Con-
necticut.

After the Williamsburg Seminar, a new host of
experts will share their experiences and skills at the
Phoenix Real Estate-at-Auction Seminar.

Both of the NAA Seminars are chaired by two
NAA leaders — volunteers — 1st Vice President
Archie D. Moody, and past president C. P. Terry Dun-
ning.

The sharing of talent and skill is a primary
reason for the National Auctioneers Association’s
existence, and when the talent is shared, the profes-
sion in general benefits. The end result is that the
Association grows, the auction method becomes
more respected, and the public continues to realize
the value of the auctioneer. Throughout the year, the
NAA returns to its members the benefits of associa-
tion. The Certified Auctioneers Institute which only
NAA members have the privilege of attendance is
an exemplary benefit. At the CAI, instruction and
services are provided in all of the business aspects
of the auction profession, which cannot be obtained
In one course through any other program.

To conclude the year, the NAA provides the
beneficial programs of the national convention. In
Nashville, July 28-August 2, 1980, fifteen hundred
auction-affiliated people will gather to review the
techniques and practices, which have made NAA
auctioneers successful in their businesses. And dur-
ing the convention, the officers and directors of the
Association are elected to continue the sharing of
benefits and talent with the 6,000 members in the
coming year.

Continued on page 5
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We’re Priviliged . . .
Continued from page 3

The spirit of Christmas — that special spirit
of good will toward all men — is strong throughout
the National Auctioneers Association. Remember, as
you share the festivities during the 1979 holidays,
that serving as an auctioneer can be a gift — the
gift of providing the American people with the auc-
tion method of selling.

The Cumberlins — my wife Carolyn, daughter
Shelly and | — wish you the happiest of holiday sea-
sons and continued good wishes for the New Year.
May you continue to see the “Spirit of Christmas” in
all your daily auction activities.

A Christmas Bid

“What do you bid for this Holy Eve?” the auc-
tioneer softly spoke to the small gathering. “| bid
Peace,” replied one bidder to his side, and “Love I'll
bid,” a shepherd advanced the sale.

“I| have Truth on this side,” a turbaned ringman
called out. ‘“Do | hear Rejoice?”’ the auctioneer
cried. “I'll bid Joy,” another bidder replied.

“Spirit | bid,” came from a regal garbed King,
“and | have Happiness from the left side,” another
ringman pointed to an innkeeper bidding.

“Wisdom is now bid, and here is Life,” the auc-
tioneer announced. And the bidding continued into
the single star filled night.

The auctioneer continued to cry the sale with all
his might, ‘‘And what is my final bid? Is there one?”
A woman’s gentle voice, kind and sweet, carrying

a swaddle wrapped child spoke out, “I bid one,
my only son, he is what all of you have bid . . . not
just one.”

Quiet peace filled the crowd as an aura glowed
above the Child’s head.

“Sold,” the auctioneer declared, ““Sold for Peace
on Earth, Good Will toward Men.”

An original short story by
NAA member
J. Wayne Taylor

You Can Learn To
Be An Auctioneer

INTERNATIONAL AUCTION SCHOOL

912 KENTUCKY HOME LIFE BLDG.
| LOUISVILLE, KENTUCKY

Send for Catalog

NATIONALLY KNOWN INSTRUCTORS
THE $UCCESS $CHOOL OF MID-AMERICA
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1980 Census Questionnaires
Have Gone To Press

The 1980 census forms are on the presses. Print-
ing plants in Arizona, California and New Jersey are
working around the clock through early December
to produce millions of the questionnaires. Laid end
to end, they would stretch around the earth three
times.

Each of the 86 million housing units in the United
States will receive a questionnaire in the mail next
March 28. The 1980 Census of Population and Hous-
ing actually begins on April 1. Instructions on the
questionnaire will ask people, depending upon where
they live, either to mail back the completed form or
keep it until a census taker arrives to pick it up.

Besides the March 28 mailing, millions of addi-
tional questionnaires are needed to count people
who live in institutions, colleges, barracks, and simi-
lar types of housing. These forms also are used to
count all households which do not return them in the
mail.

Printing the questionnaires will cost about $8.1
million, averaging less than five cents apiece. The
printing began early this spring at the plants that suc-
cessfully bid for the Government Printing Office con-
tracts. Five thousand tons of paper and 85 tons of
blue and black ink will be used in the eight-month
printing job.

After passing inspection, the questionnaires are
shipped to contractors who stuff them in envelopes,
place address labels on them and send the forms to
post offices for delivery to households.

Most households will receive a short version of
the questionnaire, four pages in length, which can be
completed in minutes. The remainder, about one
in five households, will be asked to spend 45 minutes
or so answering a longer, more detailed question-
naire.

Both versions of the 1980 census form were final-
ized and sent to press only after being tried in test
censuses and four years of review by Census Bureau
officials, State and Federal agencies, members of
Congress, business groups, civic organizations, and
private citizens.

(EDITOR'S NOTE: The NAA office has made ar-
rangements with the Census Bureau to publish forth-
coming census information about auctioneers and
the auction industry.)
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185,000 Western Hemisphere
metalworking plants with
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IMNC’s metalworking market mailing lists are
the most complete, accurate and productive
lists available for this market today. Hundred's
of satisfied users — including big-name
customers, such as Dun & Bradstreet, Thomas
Register, McGraw-Hill, and the U.S.
government — attest to that fact.

These mailing lists offer you the widest range of
options. They're available by geographic
location internationally, nationally, regionally —
and by state, by city and/or by zip code. They
can be selected according to products
manufactured — Standard Industrial
Classification coding (S.1.C. numbers) — by
in-plant operating machinery and equipment,
and by plant size in terms of number of
employees.

Interested in getting more action for your next
auction — with IMNC’s SELL-Ective
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Write, wire or call today
for complete information and
a free direct mail brochure
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THE PROFESSIONAL AUCTIONEER
AND WHAT HE NEEDS TO KNOW
By RUSSELL KRUSE

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

CHAPTER HEADINGS

1. Bid Calling 9. Insurance
. | |
2. Conducting the auction 10. License law — Bonds
3. Contracts 11. Fees — Commission
4. Sale summary 12. Appraising
5. Uniform commercial oy
S5 Bid EOEhRTes: 13. Land description and

liability RUTveys

14. Working together

15. Definition of 276 terms
and words every auc-

8. Ringman tioneer should know or

have available

o

Reserve bidding
7. Advertising

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

Yes, you can now enjoy the ease and convenience of the all-new Model
18R Voice Projector. This unit succeeds the Model 18, which has given
such dependable service over the years. The Model 18R comes equipped
with a top-quality Shure microphone, 16’ coil microphone cord, shoulder
strap, and in-put and out-put jacks for recording your sale or playing music
through the unit. The heavy-duty rechargeable power pack is good for a
thousand charges so you can forget replacing batteries now. Price: only
$295.

Many top auctioneers across the country believe that Voice Projector
products are the best on the market. They prove their confidence by buying
and using them with pride, pleasure, and profit. The Model 18R will save
you money and make you money.

We also have the new Model 18D, (powered by nine D" batteries —
not included). Price: only $210. Order your choice today!

COL. ROBERT S. MILLER
MEMBER

INDIANA COLLEGE
% OF AUCTIONEERING

8846 Holliday Drive, Indianapolis, IN 46260
317-844-1088 (Evenings) — 317-873-2500 (Days)
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The Successful Auctioneer:
Suggested Essentials

By Archie D. Moody
NAA First Vice President

I've heard the question asked many, many
times, “how do | become a successful auctioneer, a
business success in the auction profession.” The
answer is not as simple as one may think because we
first have to decide what is meant by ‘‘successful’.
Are we talking about self satisfaction or financial
achievement or both? The answer is still not simple.
| would be remiss to imply that auctioneering is a
profession for easily becoming successful. There-
fore, the following “‘essentials’ are part of succeed-
ing. | have tried to use them as a guideline for my
life, and | would like to share these essentials and
their meanings with you. | list these in the order that
| have applied them to my auction profession:
acknowledgement of God, integrity, honesty, initia-

tive, involvement, persistance, endurance, and pro-
fessionalism.

Acknowledgement of God. | have never been
ashamed to give God credit for the joy that | have
experienced in my chosen livelihood. There is one
thing that | do in my opening statements at every
auction | conduct; | thank the Lord for the beautiful
day regardless of the weather report. This has be-
come a part of my trademark. | have on several oc-
casions let the thankful prayer slip by, and usually it
Is brought to my attention by someone in the crowd.
| also thank God every night for all the blessing and
for the talent that He has given me.

Integrity. Integrity in the auction profession is
most essential. One must be of good character and
sound principle; integrity is something we just can'’t
do without. We need good character and sound
principle in the auction profession just as the public
demands integrity of lawyers, doctors, and other pro-
fessionals. Nearly all auctioneers, young and .old,
know that the first thing we auctioneers have to sell
Is ourselves. We sell a service, but first we have to
sell ourselves as professionals of some integrity.
Character and principle are essential to the service
we sell; and the longer you are in our profession, the
more priceless integrity becomes.

Honesty. ‘“He or she is an honest auctioneer,
honest in every respect.” | believe that is one of the
highest compliments that an auctioneer can receive.
For a customer to say this about you is strong incen-
tive for you to continue to do your best. Knowing full
well it’'s your customers who make or break you is
wisdom. But it is like fire, don’t play with it. Instead,
strengthen your profession and business with solid
honesty. It applies whether you are operating your
own company, or whether you are employed by an
auction company. Remember that you are self-em-
ployed even though you are working for someone
else, because your personal reputation for honesty
IS most important. Always be honest, it pays great
dividends.

Initiative. Stand tall among your fellow pro-
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fessionals, be above reproach, have confidence in
yourself. Knowledge gives you confidence to take
the initiative in business. Always hold your head high,
and when talking to a client or even just a friend, al-
ways look them in the eye. Speak clearly and with
authority, but welcome the chance to take the initia-
tive. Everyone can respect that.

Involvement. Involvement covers a lot of things.
Getting involved in community projects is one of the
best ways to make yourself known. Be available to
conduct charity auctions — benefits for schools,
churches, civic organizations — but make a judgment
about the type of benefit that will best display your
auction talent. Make sure the benefit is for a repu-
table organization; your valuable reputation is on the
line. Stay away from questionable projects. Be sure
that the organizations are of high moral character,
just as you, the auctioneer, must be. You are saying
to the public that this benefit is justified and that you
believe in, and have faith in the charity. Do your best
level of work, but remember, you are receiving pay,
but not in dollars and cents. Good experience, good
exposure is very important to your business.

Stay involved, get to be known, let the public get
to know you. Visit auctions that are already estab-
lished, get involved with further education, join your
State and National Associations and take advantage
of the seminars that they offer. These organizations
have much to offer you, because as | said above,
“*knowledge gives you confidence’’. Confidence also
helps you stay involved.

Attend the CAl, which is, in my opinion, like get-
ting your master’s degree in auctioneering. It is one
of the finest courses that has ever been offered to
auctioneers throughout the country.

Follow through with your learning process. Earn
the certification that is available for those who are
determined to educate themselves, determined to
stay abreast of the detailed aspects of the auction
profession. When you receive these certificates or
awards for different accomplishments, be proud of
them. They speak well of you; they show that you
are involved.



Persistance. Without persistance, no one would
be in the auction business. When | started out, per-
sistance was especially difficult in my area because
auctions, excluding livestock and tobacco, were al-
most never heard of. An auction was almost a sure
indicator that the seller was bankrupt or broke, and
was forced into auction by the creditors. There
seemed to be a stigma, but the profession has grown,
and now it is a different story these thirty years later.
| knew at that time that auctioneering was the field of
endeavor to make my livelihood. My confidence
grew, however, through persistance. Be willing to
travel that long rugged road that is a reality for every
one of us. It was difficult at times to continue back
in the early '50s, but | didn’t give up. | worked hard
at trying to become a successful auctioneer. The
hours might be long and the paycheck may be small,
but always persist. The auction profession is an ever-
growing business.

Endurance. Find the ‘‘tolerance” to endure.
Find the stamina to endure the hardships and heart-
aches that are sure to come your way. At times,
hardships, headaches and personal tragedies will al-
most make you give up. That’s the moment to find
the endurance which can help you use all the ener-
gies that you possess. Also, no matter how many un-
fortunate situations arise, the love of the profession
can help you endure.

Make the decision not to be a quitter. If you are
dedicated and determined to become a successful
auctioneer, your dedication will give you the courage,
strength and drive to carry on. You’ll see the need to
devote many, many hours that really belong else-

Learn Auctioneering |iv: [y

Complete cassette home study.
® 5 full hours of chant secrets,
training exercises and all phases
of auctioneering. -

American Academy of Auctioneers

1222 No. Kenwood Broken Arrow, OK 74012 :%gggéll?fg;g 95
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where, but must be given to the job at hand. And,
certainly, the many hours that you will put in as | have
done and am still doing, are part of our responsibility
to our families. Endurance sometimes demands that
we put our business first as part of our responsibility
to family and profession.

Professionalism. All of the things that | have dis-
cussed can apply favorably to both your personal
and business life. However, there is a single word
which brings them all together — professionalism.
We demand it from our lawyer, our doctor, and any-
one else in business that we trust and depend upon.
The public in general, represented by our clients,
are now demanding professionalism from auction-
eers. There is a lot of talk in our business about
professionalism, but the time for talking is over. We
must be professional.

The above eight ‘“‘essentials’ are, in my opinion,
suggested prerequisites for a successful auction
business. Give to your business only your best, trust
in God, follow our NAA Code of Ethics, and suc-
ceed. Let’s progress and become the successful auc-
tioneers and business people that we all can become.

ur Bid.

1,500,000 readers every Sunday. 1,200,000 readers daily. The largest readership in
New England Also, the most affluent. And no Boston paper has more classified ads. For
more Information call. Barbara Carroll (617) 929-2161 or Arthur Shachat (617)929-2160.

Ghe Boston Globe

BOSTON, MASSACHUSETTS 02107
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1980 NAA Seminars,
Register NOW

The 1980 NAA Seminars are filling up fast, with
each seminar limited to only 100 registrants. In order
to assure hotel lodging and control registration, the
special hotel reservation form for each seminar hotel
will be sent to the registrant only upon receipt of the
completed seminar registration at right.

For example, the special form that you’ll use to
make your hotel reservation at Williamsburg, must
be at the Williamsburg Lodge by December 30, 1979.
The only way you can obtain your Williamsburg hotel
reservation form is to mail your completed Williams-
burg Seminar registration to the NAA office as soon
as possible. Likewise for Phoenix. Registrations re-
ceived by the NAA office will be processed in the
order of earliest postmarked date, so prompt regis-
tration is most important.

The 1980 NAA Seminars are expected to be big-
ger and better than ever, and now is the time to as-
sure your attendance. Send the NAA office your
completed seminar registration; we’ll send you the
form to make your seminar hotel reservation.

Clocks Instructor Announced for
Williamsburg Seminar

Mr. Dana J. Blackwell has been selected as the
clocks instructor for the NAA Antiques-at-Auction
Seminar at Williamsburg. Mr. Blackwell’s back-
ground is indicative of his expertise in the field of
antique clocks.

After university graduation, Dana Blackwell
taught mathematics, Latin, German, and English for

Dana J. Blackwell

ten years. With twenty-four years as an engineer in
aircraft instrument systems, Mr. Blackwell joined
Howard Clock of Wattham, Massachusetts as chief
engineer and vice president in design and production
of traditional Howard clocks. From a very early age,
Dana Blackwell has collected and repaired American
and foreign clocks and watches. Many rare items
have been repaired for museums and collectors.

Mr. Blackwell lectures frequently on horological
subjects, and has published articles in Anti-Quaren’s
Horology (Great Britain), and the bulletin of the Na-
tional Association of Watch and Clock Collectors
(NAWCC). He has served as a vice president of the
American Clock and. Watch Museum and of the
NAWCC. A consultant to other museums, Dana
Blackwell is presently involved in the restoration of
clocks at the American Clock and Watch Museum.
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BRITTEN AUCTION ACADEMY
P.O. Drawer B, Bryan, Tex. 77801

Approved by Texas Education Agency
The School of Distinction

Special Room Rates at
Williamsburg Seminar

Special room rates for NAA Williamsburg Semi-
nar registrants are an added feature of the upcoming
Antiques-at-Auction Seminar, January 21, 22, 23. The
following NAA rates cover from arrival Sunday, Jan-
uary 20, to departure Thursday, January 24. Rates
are available only to NAA Seminar Registrants.

Williamsburg Lodge South Wing: Single, $29
Double, $32
Williamsburg Lodge West Wing: Single, $35
Double, $39

All rooms equipped with one queen size bed and
a single sofa-bed. Extra person charges at the
Lodge Complex, $8.

The NAA office will refund your seminar registra-
tion if the office is informed in writing that you will
not be able to attend because of an unforeseen
emergency. Refunds will be made before, and up
to, the date of the Williamsburg seminar. Your co-
operation concerning refunds is most appreciated
because the NAA seminar staff must give advance
luncheon and lodging guarantees as part of the semi-
nar planning.

Please feel free to contact the NAA office during
regular business hours for any additional seminar
information.

]
CONTAINER BUYERS

Pay low prices at Europe’s
largest wholesale source of an-
tiques. Buy F.0.B. England or
' Antwerp, Belgium with similar
e b services available from other
- 1IN S N T R | countries, or we’ll select, ship

RN g . and pay all charges and finance
Faond et | to your door. $150 to $300 full
o ST B P price for packing and paperwork
B o gy on 20 and 40 ft. containers.
Supplying U.S. and Canadian
East and West Coast wholesal-
ers. Write or call collect to Lynn
Walters. Annual volume over

ONE OF OUR ANTWERP WAREHOUSES

LYNN WALTERS
Clackamas. Ore. 97015

13011 S.E. 84th [903] 654-3000




Top Professionals to

Under the bright Arizona sun, real estate
professionals from across the nation wili
assemble in February, 1980, topic — Real
Estate-at-Auction.

To attend this most informative NAA
seminar, early registration is a must.

Professional auctioneers and non-auction, real
estate pro’s will be the instructors for the 1980 NAA
Real Estate-at-Auction Seminar in Phoenix. Del
Webb’s spacious Townehouse Hotel will be the site
of the NAA Seminar, February 18, 19, 20. All seminar
instructor sessions will be held at the Townehouse.
NAA members are encouraged to sign up early for
both seminars in 1980 — Williamsburg/antiques in
January, Phoenix/real estate in February — because
attendance is limited and registration is “‘first come,
first served”.

This AUCTIONEER article is a brief look at three
informative days in February. For the NAA member
whose auction activity includes real estate, the 1980
NAA Phoenix Real Estate-at-Auction Seminar will
definitely good for business.

Martin E. “Marty” Higgenbotham

In 1977-78 Marty Higgenbotham served the Na-
tional Auctioneers Association as its president, com-
pleting a career of service to the Association as first
and second vice president, director and convention
chairman. Marty has been a seminar instructor and
featured speaker at many professional meetings in-
cluding appraisal organizations, antique collectors
associations, realtors, and civic organizations. Pres-
ently serving as an NAA director, Marty is a member
of the American Society of Appraisers and the Na-
tional Association of Realtors.

POOLSIDE LUNCH adjacent to the meeting room will
be served during the seminar.

Real Estate

Discuss

HOTEL AND CONVENTION CENTER, Del Webb's
Townehouse awaits NAA Phoenix seminar registrants.

Arthur L. Schwartz, Jr.

Mr. Schwartz is currently the Real Estate Co-
ordinator at the California Polytechnic State Univer-
sity, San Luis Obispo. He is responsible for curricu-
lum development, student counseling, and other
activities in the real estate program. He is also an
Associate Professor of Finance and Property Manage-
ment in the School of Business at Cal Poly.

Arthur Schwartz, Jr. has published widely in real
estate publications and financial journals. He has
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served as an assistant vice president for research,
Watling, Lerchen and Co., Detroit, and an invest-
ment analyst for Prudential Insurance. Over the last
several years, Mr. Schwartz has consulted with large
private investors for real estate investment analysis,
security and portfolio analysis, and more.

Mr. Schwartz is a member of American Real
Estate and Urban Economics Association, Financial
Management Association and other professional
societies.

Dean W. Fleming

Dean Fleming, a native lowan, lives in Atkinson,
Nebraska. An early associate of Ernie Weller, promi-
nent Atkinson auctioneer, Dean has supplemented
his “farm operations” degree from lowa State with
years of experience in the livestock auction industry.
He has also remained active as a real estate broker,
mortgage loan broker and appraiser, insurance
underwriter, and auctioneer for the past 27 years.
Dean’s professional services range from Northeast
Nebraska to South Dakota and lowa.

- Dean Fleming heads a real estate firm with of-
fices in Atkinson, O’'Neill, and Bassett, Nebraska. His

firm has a staff of nine licensed real estate sales-
persons.

A past president of the Nebraska Auctioneers
Association, Dean Fleming is a past president and
current treasurer of the National Auctioneers As-
sociation. He was inducted in the NAA ‘“Hall of
Fame” in 1975. Dean is also a third year CAl can-

didate and secretary-treasurer of the Weller Founda-
tion.

Larry Lane

For nine years Mr. Lane has been the advertising
coordinator for Hudson and Marshall Inc., nationwide
liquidators and auctioneers. He supervises all phases
of auction advertising including print media, radio,
and television. Mr. Lane’s advertising background is
based upon ten years in the radio business, both as
a station sales representative and broadcast produc-
tion for radio stations throughout Georgia.

Mel Giller

Mr. Mel Giller is president of Nationwide Auction
Company which has offices in Tucson, Arizona; New-
port Beach, California; along with a broker repre-
sentative for his company in Honolulu, Hawaii. He
was born in Boston, Massachusetts, on May 8, 1926,
and attended high school and college in that area.
He served with the U.S. Marines in World War II.

He is involved with sales, sales management and
marketing for the past thirty years. He is National
sales manager for two major real estate development
companies. He has been active in the real estate field
since 1961 and is currently licensed as a real estate
broker in the states of Arizona and California.

He belongs to the National Auctioneers Associa-
tion; Arizona Auctioneers Association; California Auc-
tioneers Association; National Association of Real-
tors; Arizona Association of Realtors; California As-

December, 1979

sociation of Realtors; Tucson Board of Realtors; and
New Port Harbour-Costa Mesa Board of Realtors. He
attended the Missouri Auction School.

For years he has devoted himself exclusively to
the sale of real estate at auction. Over the past two
years he has gained a reputation in the real estate
community out there in the western part of the coun-
try as a lecturer, author and instructor on selling real
estate at public sales.

Sheldon Good

Mr. Sheldon Good, CCIM, is president of Shel-
don F. Good & Co. and its auction division, Real
Estate Inc. The firms specialize in commercial, in-
dustrial, and investment real estate sales. Mr. Good
is a past president of the Commercial Investment Di-
vision of the National Association of Realtors, and
past director of the Chicago Real Estate Board. He
has been desighated as one of Chicago’'s ten out-
standing young men.

The Good auction company is the only Chicago
firm that specializes in the marketing of commercial
real estate through the auction process. Real Estate
Inc. does not sell personal property, but rather auc-
tions hotels, motels, apaitment buildings, office build-
ings, condominiums, and vacant land. Since 1970,
the company has been successful in 102 out of 109
real estate auctions. Mr. Good’s auction company
uses a very professional approach to the use of the
auction as a real estate marketing tool.

In addition to being a real estate broker and
auctioneer, Sheldon Good is a well known author and
lecturer, speaking at the Wharton Graduate School
of Business, the University of Chicago, and UCLA.
Mr. Good has been quoted in articles appearing In
the Chicago Tribune, Newsweek, U.S. News and
World Report, and the Los Angeles Times.

Matthew S. Biron

Mr. Biron is an attorney at law engaged in gen-
eral practice in Philadelphia, Pennsylvania for many
years. He is a graduate of the Temple University
School of Business Administration with a Bachelor of
Science Degree. He obtained his law education and
law degree from the Law School at Temple. Mr. Biron
has had considerable experience, both practical and
legal, in the auctioneering profession as secretary
of, and the lawyer for Louis Traiman Auction Com-
pany whose main office is also in Philadelphia. His
experience with the Traiman organization has cov-
ered a variety of personal property sales, livestock,
and also real estate sales.

ATTENTION AUCTIONEERS

ORDER YOUR “AUCTIONEER SONG"” 8-TRACK OR LP
RECORD TODAY. RECORDED BY LEROY VAN DYKE.
ENCLOSE $6.50 CHECK OR MONEY ORDER. (CANADIAN
REQUEST PRICES)

MAIL TO:

CAMPBELL AUCTION SERVICE

57105 C.R. 21
l GOSHEN, INDIANA 46526
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Y eglie Swainbank Antiques Int.

Head Office-
34 Church Rd, Roby, Nr. Liverpool, L36 9TD,
Lancashire, England — Telephone 051-489 1142

Antiques! Antiques! For Sale!
| YWorld Wive Antique Exporters

CALLING ALL AUCTIONEERS

ARE YOU LOOKING FOR FINE AUCTION SALE ANTIQUES?
We Supply 40 Ft. Containers Direct From England

Consisting of 250 to 300 items of furniture, Rolltop Desks, Halltrees, Washstands,
| Bedroom Suites, Parlor Sets, Bric-A-Brac etc., etc.

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:

| WE OFFER THE FINEST QUALITY AT THE LOWEST PRICE THAT IS WHY, WE
HAVE MANY SATISFIED CUSTOMERS WHO BUY ANTIQUES DIRECT FROM
US, ON A REGULAR BASIS.

PLEASE WRITE TODAY FOR AN OFFICIAL CONTAINER ORDER FORM

| SHIPMENTS AVAILABLE FROM $5000 TO $50,000.

Container full of LEADED GLASS available by request.

WE HANDLE ALL PAPERWORK DOOR TO DOOR. FULL INSURANCE ALSO.

LESLIE SWAINBANK ANTIQUES LTD.

Worldwide Antique Exporters
Head Office 34 Church Road, Roby, Nr. Liverpool
L36 91D, Lancashire, England

Call 051-489-1142 or 051-207-4312 or 051-342-2543

WE CAN DELIVER A CONTAINER TO YOUR DOOR!
EXPERTLY PACKED! (At No Cost To You) WITHIN 30 DAYS

12 THE AUCTIONEER




1980 NAA Seminar — Phoenix, Arizona
February 18-19-20

Sunday, February 17

SEMINAR RECEPTION — Room to
be Announced, Del Webb’'s Towne-
house, Phoenix, Arizona.

Monday, February 18

SEMINAR REGISTRATION — Cortez
Room Foyer, Del Webb’s Townehouse
RESIDENTIAL REAL ESTATE AUC-
TIONS/COMBINING THE AUCTION
AND PRIVATE TREATY REAL
ESTATE FIRM — Cortez Room. Mar-
tin E. Higgenbotham, Director and
Past President, Lakeland, Florida.
LUNCHEON — Poolside, Del Webb'’s
Townehouse. Luncheon for Seminar
Registrants, Instructional and Semi-
nar staff only (informal).
m. to FINANCING FOR THE REAL ESTATE
.m. AUCTION — Cortez Room. Arthur L.
Schwartz, California Polytechnic
State Umversuty, San Luis Obispo,
California.
p.m. FREE TIME (Registrants to prepare
p.m. own arrangements for dinner).
p.m.
p.m.

:30 a.m. to

.00 a.m. to

12 noon to
1:15 p.m.

to SELLING FARM LAND AT AUCTION
— Cortez Room. Dean Fleming,
Treasurer and Past President, Atkin-
son, Nebraska.

Tuesday, February 19
9:00 a.m. to ADVERTISING THE REAL ESTATE

11:45 a.m. AUCTION — Cortez Room, Del
Webb’s Townehouse. Larry Lane,
Hudson & Marshall, Inc., Macon and
Atlanta, Georgia.

12 noon to LUNCHEON — Poolside, Del Webb'’s

1:15 p.m. Townehouse. Luncheon for Seminar
Registrants, Instructional and Semi-
nar staff only (informal).

1:30 p.m. to WRITING AND LISTING THE REAL

4:45 p.m. ESTATE AUCTION/PROMOTING

THE REAL ESTATE AUCTION METH-
OD — Cortez Room. Mel Giller, Na-
tionwide Auction Company, Tucson,
Arizona.
. to  FREE TIME (Registrants to prepare
own dinner arrangements).
. to COMMERCIAL AND INDUSTRIAL
REAL ESTATE AUCTIONS — Cortez
Room. Sheldon Good, Auctioneer,
Chicago, lllinois.

OQNNS
oOWw H
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Wednesday, February 20

to LEGAL ASPECTS OF SELLING REAL
ESTATE AT AUCTION — Cortez
Room, Del Webb’'s Townehouse.
Matthew S. “Sid’’ Biron, Louis Trai-
man Auction Company, Philadelphia,
Pennsylvania.

9:00 a.m.
11:45 a.m.
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LUNCHEON — Poolside. Luncheon
for Seminar Registrants, Instructional
and Seminar staff only (informal).
1:30 p.m. to ROUND TABLE DISCUSSIONS —
4:45 p.m. Cortez Room. Registrants to be di-
vided into groups of ten, twelve or fif-
teen. Round table discussions to be
moderated by registrants selected by
Co-Chairman C. P. “Terry” Dunning.
4:45 p.m. on SEMINAR REGISTRANTS DEPART.

12 noon to
1:15 p.m.

SPECIAL INFORMATION:

Registration: Registrations not accepted unless ac-

companied by Full Seminar Fees ($150 per NAA
member; $75 for NAA member’s spouses and
NAA members’ auction staff members).
Limited registrations not available. Registrants
must register for full, three-day seminar program.
Meal function head counts determined by total
number of registrants, instructional and seminar
management staff.

Hotel Reservations: NAA Seminar Hotel Room Rates
available ONLY to those registering for the NAA
Seminar. Individual registrants to make own ho-
tel reservations, using the reservation form sent
by NAA Office upon seminar registration. Hotel
will not accept phone reservations, as limited
number of NAA Seminar rooms are available.

Seminar Materials: Seminar registrants will receive,
during the Registration period on Monday morn-
Ing (8:30-9:00 a.m.) the following: schedule of
Phoenix Seminar, NAA pad and holder, NAA
ballpoint pen, and name badge.

Del Webb’s Townehouse,
How To Get There

The site of the 1980 NAA Phoenix Seminar is
only 20 minutes from Sky Harbor International Air-
port to the front door of the hotel. Eight major air-
lines serve the Phoenix area.

Airport limousine service is available from the
airport to the Townehouse Hotel for a nominal charge
per person (around $3). The limousine meets all
flights and stops are made at other hotels. Limousine
service from the hotel to the airport is available by
reservation, or every half hour.

Cab service is available at all hours. If four
people share a cab, the fare is the same as if for
one. From the airport to the Townehouse, the fare is
approximately $8.

If you're traveling by car to the Phoenix seminar,
the hotel address is 100 West Clarendon Avenue in
Phoenix. The location is accessible by the Black
Canyon Freeway (Interstate 17) with exits 10 minutes
from the hotel, or by Grand Avenue (Interstate 10).
Valet parking is available for all registered guests;
siX parking lots are adjacent to the hotel.

If you’re arriving by bus, the new Greyhound
Bus Depot is 10 minutes from the hotel.
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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 listening to |
your bid calls. Maybe you need three hands to hold up both the e
merchandise and your microphone.

-%&% .;
E‘xﬁa’%&%’ ......
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 tits 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
Unichannel 1 circuitry to eleminate unwanted inter- 4 al
ference. A protective carrying case is also provided.

o

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)-$665

Freedomike System Two
(with hand-held mike)-$685

Freedomike System Three -
(with both mikes)-$750 :

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

| eCctrosoNICo. INC

ALBUQUERQUE. NEW MEXICO., US. A

'1 all the features of the older model, | Plus Power 48R
k. plus high-level input and f @ == o (o
il B output for connecting AT Ampllfler / Speaker

to other audio o e [f you and your Freedomike
devices. Its system travel to places with no
rechargeable house P.A. system, Lectrosonics
power pack has the Plus Power 48R. With
lasts 50% longer its own powerful 16 watt rms
than the old VP18. amplifier, 8" speaker and
VP18R -$295 rechargeable batteries, the PP48R
enables you to use your
Freedomike system anywhere...
even if miles from the nearest
AC power source.

PP48R-$165

Lectrosonics products for auctioneers are available from:

Duane Gansz Forrest Mendenhall Bill Hagen Bob Miller
Duane E. Gansz Auction & Realty  Mendenhall College of Auctioneering ~ Western College of Auctioneering  Indiana College of Auctioneering
14 William Street Route 5 Box 1458 8846 Holliday Drive
Lyons, NY 14489 High Point, NC 27263 Billings, MT 59103 Indianapolis, IN 46260
315-946-6241 019-887-1165 406-252-2565 317-873-4601
Rowland Huey Art Schackman Hugh Miller Col. Gordon Taylor
John Huey & Sons Art Schackman Auction & Sound Service Curran Miller Auction Reisch World Wide College of Auctioneering
11660 Parkway Drive 307 North Church Street Route 3, Box 457 Box 949
North Huntington, PA 15642 Newton, IL 62448 Evansville, IN 47711 Mason City, Iowa 50401
412-863-4961 618-783-2084 812-867-2486 515-423-5242
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1980 NAA SEMINAR
REGISTRATION

Williamsburg, Virginia —
January 21, 22, 23 —
Colonial Williamsburg Lodge

SUBJECT: SELLING
ANTIQUES AT AUCTION

(At each 1980 NAA Seminar the general seminar
topic will be covered IN DETAIL by non-auctioneer
experts in the field as well as professional an-
tiques auctioneers.)

HOTEL RESERVATIONS —

Seminar registrants must make their own ho-
tel reservations for each of the two 1980 Seminars.
Hotel reservation forms for both the Williamsburg
(January, Antiques) and Phoenix (February, Real
Estate) Seminars will be mailed to the registrant
upon receipt of seminar registration. Hotel reser-
vations must be made by December 30, 1979 for
the 1980 Williamsburg Antiques Seminar.

1980 REGISTRATION
FEES INFORMATION

Only three-day registrations will be accepted.
One or two day registrations will not be accepted

1980 NAA SEMINAR
REGISTRATION

Phoenix, Arizona —
February 18, 19, 20 —
Del Webb’s TowneHouse Hotel

SUBJECT: SELLING REAL tounehouse
ESTATE AT AUCTION

(At each 1980 NAA Seminar the general seminar
topic will be covered IN DETAIL by non-auctioneer
experts in the field as well as professional real
estate auctioneers.)

HOTEL RESERVATIONS —

Seminar registrants must make their own ho-
tel reservations for each of the two 1980 Seminars.
Hotel reservation forms for both the Williamsburg
(January, Antiques) and Phoenix (February, Real
Estate) Seminars will be mailed to the registrant
upon receipt of seminar registration. Hotel reser-
vations must be made by January 27 for the 1980
Phoenix Real Estate Seminar.

1980 REGISTRATION
FEES INFORMATION

Only three-day registrations will be accepted.
One or two day registrations will not be accepted

for either 1980 NAA Seminar. Three-day fees are
$150 per NAA member; half price ($75) for NAA
member’s spouse or family member attending a
seminar with NAA member.

| HAVE MARKED THE FOLLOWING TO INDICATE
MY 1980 WILLIAMSBURG SEMINAR REGISTRA-
TION

$150 Three-day Williamsburg Seminar Regis-
tration

% 75 Spouse’s Three-day Williamsburg Sem-
iInar Registration

$ TOTAL WILLIAMSBURG SEMINAR
FEES

Enclosed is my check in the amount of $ :
made payable to the National Auctioneers Associa-
tion, for my 1980 NAA Williamsburg Seminar Regis-
tration.

NAA Member's Name

Spouse’s Name or Family
Member If Applicable

Address
City
State Zip

Send completed form and Seminars registration fees to:

NATIONAL AUCTIONEERS ASSOCIATION
135 Lakewood Drive, Lincoln, NE 68510

for either 1980 NAA Seminar. Three-day fees are
$150 per NAA member; half price ($75) for NAA
member’s spouse or family member attending a
seminar with NAA member.

| HAVE MARKED THE FOLLOWING TO INDICATE
MY 1980 PHOENIX SEMINAR REGISTRATION

%150 Three-day Phoenix Seminar Registra-
tion

% 75 Spouse’s Three-day Phoenix Seminar
Registration

$ TOTAL PHOENIX SEMINAR FEES

Enclosed is my check in the amount of $ ,
made payable to the National Auctioneers Associa-
tion, for my 1980 NAA Phoenix Seminar Registra-
tion.

NAA Member’'s Name

Spouse’s Name or Family
Member If Applicable

Address
City
State Zip

Send completed form and Seminars registration fees to:

NATIONAL AUCTIONEERS ASSOCIATION
135 Lakewood Drive, Lincoln, NE 68510

December, 1979

15




DEALER AUCTION _L’ DEALER AUCTION
MONDAY 10 AM E’:____,_: MONDAY 10 AM

Every MONDAY 10 AM.

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

PHONE (404) 234-5946 PHONE (404) 2329174

This 1s an absolute auction and 1s for the Disposal of Bankrupt Goods - Over-
runs - Dead Stock - Unclaimed Freight - Salvage - Import Goods - etc.

ALL NEW MERCHANDISE SOLD — LARGE AND SMALL LOTS

NO JUNK

NOTICE
We now have a complete stock of 8 TRACK STEREO TAPES For Sale.
Original Artists and Soundalikes - Country Western - Gospel - Pop - Rock
Soul - Bluegrass All Guaranteed - All Legal. $1.25 Each

10 PERCENT COMMISSION CHARGED ON ALL SALES ON PREMISES

Terms of Payment: Cash or Certiftied Check
We Act As Agents Only and Make No Guarantees Of Seller’'s Merchandise

For More Information Call Charlie Gay (404) 234-5940
GA. AUCTIONEER LICENSE NO. 129

it
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The General Auctioneer

By Lyle Erickson
NAA Director

The general auctioneer is usually a very busy
person, busy making a success of the auction busi-
ness. Part of that success comes through attendance
at community meetings and functions. By being ac-
tive in church, taking part in the many activities that
make God the Center of one’s life. Yes, general
auctioneers are busy people, both in their personal
lives and in the auction profession. Therefore, “‘busy
making a success of the auction business” describes
the topic of this article.

The general auctioneer is busy with clients: writ-
ing advertising, making lists, getting property adver-
tised for the auction. The cost of advertising today
often requires the auctioneer to write several differ-
ent ads for several different publications. Deadlines
keep auctioneers busy, and almost everything about
the auction business has deadlines to meet. The
advertising and the time of the sale have very little
grace periods.

The auctioneer stays busy visiting with clients '

about the merchandise to be sold. The merchandise
should be arranged in a manner so that the selling
may proceed in a continuous flow. The merchandise,
the public and the all important element of time must
always be considered.

| have always believed that one of the greatest
assets an auctioneer can have is knowledge of a
product’s value. In this age of rapid inflation that we
have had in the past ten years, it has been quite dif-
ficult to keep up with the changes of the prices, but
It can be done. Because the general auctioneer
sells such a large variety of merchandise, it is even
more difficult. Therefore, it takes a continuing effort
on the part of the auctioneer to keep informed. | feel
very guilty if | come to an item, small or large, when
I’'m auctioning and | don’t have any idea what it
should bring. The public, of course, will set the price,
but what bothers me is an item which | do not have
a proper price to sell, then move on to the next item.
When you inventory the auction, that's the time to
find out if you are knowledgeable of the value of the
merchandise to be offered. Don’t wait until the day
of the sale. With farm machinery, you have the Farm
Implement Trade In Manual which can be a very good
reference. Consult with the Farm Implement dealers
In the auction area. They are very willing to share
with you their thoughts and prices on used farm
equipment.

Use the resources of the local jewelers for
jewelry, glassware, china, silver, and other related
items. There are also price guides available on al-
most all antiques & collectibles. As | said before,
prices are changing so rapidly it is hard to keep cur-
rent, but a good effort certainly helps.

Another good source of price information is your
fellow auctioneers. | often contact a fellow auction-
eer to see what certain equipment has sold for at
other sales. | find other auctioneers very willing to
share their knowledge and experience with me.

Several of the larger equipment and construction
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auction companies publish reference books and price
guides which are very helpful in establishing current
prices. In our area we sell quite a lot of livestock,
and a stop at the local livestock market is very bene-
ficial in establishing values. Tune the radio to the
local livestock markets, and read about the markets
In the local paper.

Busy or not, when discussing your upcoming
sale with your client, be sure and remember the park-
ing. Arriving at a sale only to find that parking wasn'’t
considered, isn’'t good for business. Where custo-
mers are going to park is a very necessary part of
your sale. Decide and plan for all parking. If you
need to, hire additional help to see that customers
can easily get to the parking area.

The busy auctioneer should never stop learning
and for more than 25 years, the NAA’s national con-
ventions have always presented informative speakers
and workshops on how to set up and conduct an
auction. In recent years state auctioneer associa-
tions have held seminars on the sale of real and
personal property of all types. Seven years ago the
NAA began seminars. These have been excellent
sources of auction information. Not only do you
learn from the instructor, but you are with auction-
eers who are very interested in the profession that
they share. If you are not now attending seminars,
be sure you make arrangements to do so.

Four years ago the first class of the CAl (Cer-
tified Auctioneers Institute) was held in Bloomington,
Indiana. The CAl is sponsored by the NAA and is a
program well worth attending. | was privileged to
graduate from it last summer and received my CAlI
designation at the NAA Denver convention in July.

The “general auctioneer” is very busy, but very
much likes it that way — busy with clients, advertis-
Ing, sale management, price research, busy with
learning to be a better auctioneer. However busy
we keep ourselves, if we conduct ourselves in a re-
spectable and professional manner, we will become
the successful auctioneers that we are all working to
become — successful in business, community, family,
success in our relationships with God, the most im-
portant of all.
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@‘ ”: you have a deluxe auction gallery -
STOP OVEBHEAD ”‘_‘ it is in a metropolitan location

HEAT LOSS

I F your gallery is not having a sale every day

I creating more traffic by accepting
consignments as a result of our

national advertising suits you
. | you're interested in bringing new affluent
sr clientele to your doors

I you want fo increase your profits by our
providing the inventory and expert
art auctioneers

with

\H_ EI\IUIRONMENT&L S?STEMS

ENVIRO- F N

Give Livestock and people | |
more warmth, less moisture, = Call John Suarez, Director, ARTauction

and fresher air all winter associates™ at 404-428-5760 or at our 24hr
Efficient, low-cost, Enviro-Fan systems prevent ceiling heat loss by messqge Cenfer 800-824-7888 e)(‘l‘_ A3207, in

driving heat down to warm people and livestock. In confinement

systems, fuel bills can be reduced as much as 30%! And the even Calif. 800-852-7777: in Hawaii & Alaska 800

temperatures and continuous air movement also greatly reduce

condensation and floor moisture in any kind of set-up. Industrial 824—7919, |l'T|"| 1—916—929—9091, TeleX: 542198

quality, 3 year warranty, no maintenance, variable speed control, UL

Listed. home, commercial, and industrial models available. Cables: Suarez, Atlanta. Member: National

5333 Fahrnwald Road Oshkosh, Wisconsin 54901 Auctioneers Association.
Telephone: 414-235-7808

CLOSEOUTS! CLOSEOUTS! CLOSEOUTS!

) 'ﬂs the season to make money!

We are your one X-MAS stop for Large Quantities
ii of General Merchandise such as:

../ TOYS « GIFTWARES - PREMIUMS « APPLIANCES

TOOLS « NOVELTIES - JEWELRY « SOFTGOODS,

..........

ETC., ETC.
3 = @ @ 2 @
Bring in your truck & we’'ll load it right up!
Serving the i h Call or write us today

: - : - for your year around
o | 3 IT1.BASS, iNC. | e adine ore
y & g % = arrangements to fit
over 65 Years - ) your schedule.
HOURS:

MoNn.-ERiDAy ° Liquidation Consultants < Closeout Specialists ° Surplus Inventories
8 AM.-4 P.M. 806 NORTH PEORIA STREET « CHICAGO, ILLINOIS 60622  (312) 666-4727
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“Little Things” That Get
Auctions, Build Goodwill

By Sammy L. Ford
NAA Director

Have you as an auctioneer ever wondered why
you were chosen for an auction over a competitor?
| am sure we have all tried to answer that question
especially when we had no idea that we would obtain
a specific auction.

We are selected as the auctioneer for a variety
of primary reasons: the ability to get the job done,
being organized, having an effective advertising pro-
gram, utilizing an efficient sales staff, etc. On the
other hand, we sometimes get the contract for less
significant reasons. Although elementary to us, these
Insignificant reasons are extremely important to our
clientele. We can all site the ‘“little things” that have
made the sale, and our company has been chosen on
several occasions because of attention to the little
details that make a sale that much more successful.

Something that readily comes to my mind, that
may seem unimportant, is having a photographer at
the sale, particularly if it is an estate auction. Many
family members have a sentimental attachment to a
certain item simply because it was their parents’ or
relatives’. The auction is a day they want to remem-
ber. What better way to recall the sale than with
pictures. Because we don’t tell our clients prior to
the sale that we provide a photography service, they
are always pleasantly surprised when we present
them with a pictorial account of the auction. They
remember that special day and the company that
conducted the sale. In fact, they remember it so well
that the next time they need an auctioneer, who do
you think they will call or recommend?

Not noly do we take color photos for our custo-
mers, but we also take black and whites. We can re-
produce black and white prints for news stories, sales
brochures, and future promotions. Our photographer
Is advised to get some shots of the heirs or owners.
the crowd, particular items of importance, and
naturally the sales staff. Photography is an Inexpen-
sive way of generating future business because we
have had no problem finding a good amateur photo-
grapher in the community. Our photographer works
for an hourly rate, plus cost of films and developing.

Another small service that creates sales is as-
sisting in the loading of sold items. Many auctioneers
feel that their job is complete when the hammer falls.
However, those who are genuinely concerned in
building goodwill do not share this attitude. It doesn’t
cost a great deal to have a couple of helpers for a
few hours to help with the loading. | have had many
kind remarks from our customers who have not re-
ceived this kind of service at other auctions they at-
tend. Your clients will appreciate this “little thing”
just as much as ours.

Do you arrange for the parking of cars at your
auctions? We began a few years ago to systematical-
ly park cars at any auction where we anticipated a
large crowd, the possibility of traffic congestion, or
highway danger. Parking has proved to be extremely
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advantageous. There is nothing more frustrating than
to attend any kind of public gathering and not be able
to leave. And very seldom do we have to make an
announcement that we need a car moved because it
Is blocking another.

In the past few months we have utilized a secur-
ity agency which provides two uniformed guards‘ at
only four dollars per hour. They serve as auction
security in addition to the handling the parking,
thereby providing two services for a small investment.

More than anything else, however, | can recall
a specific example of a “little thing” that secured a
sizeable dairy auction for our company a few years
ago.
° After presenting our program to the sellers and
detailing how our firm would provide the best auction
possible, | was confronted with lowering my com-
mission by two percent. My competitor in this par-
ticular situation was two percent under me and he
had conducted a sale for the same people prior to
this occasion, and evidently a good one. Neverthe-
less, | stood firm on the commission and ultimately
we signed the contract.

After the signing | asked them why they chose
me, proudly believing | had done a super sales
job. Their reply, “because you told us you would give
us a sales receipt of each item upon conclusion of
the sale.” The competitor had failed to do this at the
previous auction, creating a cloud of suspicion and
fear. Needless to say, | always make it a point to In-
form prospective sellers that we always give an ac-
counting for items the day of the sale. Providing a
sales receipt got us the sale; it was a “little thing”
that we had always taken for granted. Remember,
we are in an age of consumerism, and anything we
do to alleviate public suspicion of auctions or auc-
tioneers needs to be done.

Finally, and quite frankly | am almost embar-
rassed to mention it because it is so basic, how
many times have we failed to thank a client? | do not
mean the principal auctioneer thanking the client,
but the entire staff. Nothing makes our clients feel
better than each of our staff shaking hands and say-
ing “‘thanks for allowing our company to handle your
sale, and it was a pleasure working for you”. By the
same token, the buyers should be thanked as well;
they may be the sellers next time. Our entire staff
does this regardless of the size of the sale — another
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We have been instructed to dispose of a vast quant-
ity of genuine gemstones. They are available to you
to be sold at your auctions regardless of price and
without minimum bid.

We need your help in liquidating these gemstones
(emeralds, rubies, sapphires, aquamarines, opals,
amethysts, garnets, etc.). They will come to you
packaged and ready for sale, with a simple invoice
to be returned to us when sold. You will receive a
parcel of (20) lots which normally sell for between
$800-$1500. Take your normal commission and re-
mit to us by your check.

DPIEIIPIEIIPIIPIIIIIIIIIIIIIIIIIIIIIIIIIID

RECEIVE COLORED GEMSTONES ON CONSIGNMENT

o

FIONEERS®

These gemstones will provide interest, color and
variety to your sales. They are guaranteed genuine
and have been weighed on a jeweler's scale to
1/100 of a carat accuracy. All are cut and facted.

We need the assistance of approximately 100 auc-
tioneers who sell general merchandise, household
goods or antiques. You need not have any prior
experience in selling jewelry to assist us.

Please call or write our office as soon as possible.

Thank you very much.

)))))))))))))))))))))))‘

Consolidated Equity Associates

P.O.Box 401216 e Dallas, Texas 75240
Phone: 214 386-0511; 214 245-8996

k(((((((((((((((((((((((((((((((((((((

YOUR NEW CAREER

eers show you how.

! LOG ...l CAN HELP YOU!

Col. Gordon E. Taylor
Owner and President

Reisch World Wide College
of Auctioneering, Inc.

FOR THE PROFESSIONAL
AUCTIONEER
clerking Supplies ® Sound

Systems
WRITE FOR INFORMATION

a

Learn how to receive the professional
auctioneer’s library and reference books,
and training record or cassette FREE
when you enroll in the term of your
choice.

Since 1933 Largest in the World

WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

MAKE BIG MONEY @ START

22 of the nation’s leading auction-

SEND FOR LARGE FREE CATA-

YOU can be an AUCTIONEER!

® V.A. Approved

| k(((((((((((((((((((((((

Graduates receive lifetime scholarship and
post-graduate assistance

ATTEND 2 WEEKS INTENSIVE TRAINING IN ALL
PHASES OF THIS RESPECTED AND HIGHLY PROFIT-
ABLE PROFESSION.

Col. Gordon E. Taylor

Reisch World Wide College of Auctioneering, Inc.

P.O. Box 949

Mason City, lowa 50401 Ph. (515) 423-5242 or 6396

Please send me your FREE CATALOG

MAIL

COUPON
TODAY!

NAME
ADDRESS
CITY _
STATE

ZIP

NA
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“little thing’’.

Statistics show that the American public is
hungry for service and is willing to pay the price for
it. We all like the individual attention that is shown
to us — it's human nature. The auctioneer who sin-
cerely gives this attention, by doing the “little things”’,
IS going to be in the forefront. That auctioneer will
be getting the auctions, and building goodwill for
both our auction business and the profession.

State License Law Update

To keep the membership informed about cur-
rent requirements, THE AUCTIONEER will publish
license law information as submitted by state as-
sociation officers. A complete summation of license
law information will appear in a Spring AUCTIONEER
iIssue.

Florida — The state does not require an auction/auc-
tioneers license. Submitted by Billy H. Wells, FAA
secretary-treasurer.

Kansas — The state does not require an auction/auc-
tioneers license. Submitted by Rex B. Newcom, KAA
secretary-treasurer.

Michigan — The state is currently (10/17/79) con-
sidering an auctioneer certification bill in the legis-
lature which will eliminate certified auctioneers from
having to purchase local or municipal licenses. Sub-
mitted by John Schowalter, MSAA secretary.

Missouri — The state does require an auction/auc-
tioneers license. License obtained at the county
clerk’s office, at any county courthouse. Submitted
by D. H. Livingston, MSAA secretary.

New Jersey — The state does not require an auc-
tion/auctioneers license. However, auction permits
and licenses are under local government control,
each jurisdiction setting their own requirements, fees,
etc. Submitted by Jack Sartor, NJSSA secretary.
North Carolina — The state does require an auc-
tion/auctioneers license. Contact: North Carolina
Auctioneer Licensing Board, Executive Director
George R. Fuller, 3509 Haworth Drive, Raleigh, NC
27609, (919) 733-2182. Submitted by Johnson B. Gil-
bert, AANC, Inc. secretary.

Ohio — The state does require an auction/auction-
eers license. Contact: Department of Commerce, Di-
vision of Licensing, Charles Carrol, 180 Broad St.,
Columbus 43215, phone (614) 466-4130. Submitted
by Byron Dilgard, OAA secretary.

South Dakota — The state does not require an auc-
tion/auctioneers license, but does require a re-
stricted real estate auction license. Contact: South
Dakota Real Estate Commission, Secretary/treasurer
Jack Burchill, 319 South Coteau, P.O. Box 490, Pierre,
South Dakota 57501, (605) 773-3600 or 3150. Sub-
mitted by Donald Sweeter, SDAA president.
Wisconsin — The state does not require an auc-
tion/auctioneers license law. However, many mu-
nicipalities have their own rules, ordinances, and
fees. There is not uniformity between cities, near or
far, as to the regulations and fees. Submitted by
Victor V. Voigt, WAA secretary.
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In Hemoriam ...

BERT HARPER

In October, the NAA office received notification

that member Bert Harper passed away on July 30,
1978.

SAMUEL A. MANNIS

The NAA office has been informed of the death
of member Samuel Mannis.

GORDON P. ALDRIDGE

In October, the NAA office received notification
that Gordon Aldridge died on March 4, 1979.

JOHN POUND

The Kentucky Auctioneers Association has also
notified the NAA of the death of John Pound of Louis-
ville, Kentucky, in July 1979. John Pound was a mem-
ber of the KAA since 1970.

HAROLD HORT

Mrs. Barbara Hort notified the NAA office of the
death of her husband, auctioneer Harold Hort, Ly-
man, Nebraska. An auctioneer since 1955, Harold
worked at regular sales in Brush, Colorado, Lusk,
Harrison, and Douglas, Wyoming, as well as the
Scottsbluff, Nebraska area.

estern

college of auctioneering
1948-1978 — 30 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
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MY LITTLE SALESMAN is
YOUR BIG SALESMAN

LOOKING FOR THE MOST EFFECTIVE WAY TO
REACH THE WESTERN HEAVY EQUIPMENT

You've found it—MY LITTLE SALESMAN. Our
monthly publications reach the real buying market.
Over the last few years, our growth has been at-
tributed to only one thing—we get our advertisers
results.

If you want results, you want to advertise with MY

The official = LITTLE SALESMAN.

guide to Western
Trucking, Logging and Construction.
Quickly Becoming an Official Auction Guide.

AUCTION BROCHURES—OUR SPECIALTY

We handle
everything on an

in-house production |
| S ca p a b i l i ty .

To meet the needs and demands of auctioneers,
we have developed our Promotional Services
Division. From your input-data and photographs,
we do the rest—in-house. We do the layout, set
type, paste-up, proof, make print-ready, print
and mail. Truly a “one-stop’ service. We're
fast, quality-minded and priced competitively.
What else is there? Give us a chance to work
with you on your next brochure and mailing and
we're sure you'll see what else there is!

Wednesday :
Dotoher 34, 1979 1888 sm. b

---------

Your One-Stop q
“Concept-to-Completion”

MAILING LIST & SERVICES

We will provide mailing ser-

4
vices to your list OR ENTER Far More information
YOUR LIST into our com-

puter. We'll maintain your list MY LITTLE
and keep it updated and get SALESMAN

you a copy when you need it.
We'll RENT YOU A LIST to A Division of Industrial Publishing

meet your need. P.O. Box 2328
Eugene, Oregon 97402
(503) 689-2711

Call
or Write
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Fine Horses at Auction,
NAA at the Microphone

The annual quarter horse sale at the Howard
Pitzer ranch near Ericson, Nebraska has gained the
reputation of a prominent display of excellent horses.
At the microphone during the sale was NAA auction-
eer Dean Parker who sells top quality livestock
throughout the United States and Canada. THE
AUCTIONEER attended the sale held at the Pitzer
Ranch in a large exercise building with breakdown

auction arena and holding pens. An excerpt from
the NEBRASKA FARMER magazine details the sale
highlights.

PITZER RANCH QUARTER HORSES

October 11, 1979 — Ericson, Nebraska
179 Horses . .. . . average $2,922
Auctioneers: Dean Parker, Harold Mclirath
Sale Manager: Parker & Lancaster & Assoc.

The third annual quarter horse sale for the
Howard Pitzer family drew another very large crowd,
and horses were sold to buyers from all over the
United States.

“BACKSTAGE’’ all horses were brushed and cleaned
before entering the auction arena. Nearby holding
pens (in background) allowed buyers to inspect the
animals anytime during the day long sale.
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AUCTION TEAM in brown, three piece suits and white
hats consisted of Dean Parker, auctioneer Harold
Mclirath, announcer Thane Lancaster, and ringmen
from around the nation, some from leading horse and
livestock publications. Any mixup in the bidding was
handled promptly and courteously, sometimes light-
heartedly. Owner Howard Pitzer often interrupted the
bidding to point out features of the lot, as well as en-
courage higher bidding.

A 1971 sorrel stallion, an AQHA champion, Two
Eyed Beaver, sired by Two Eyed Jack, sold for
$45,000 to Thad Bagenstos, Hoistein, lowa. Dr.

THIRD ANNUAL PRODUCTION SALE
OCTOBER 11, 1979 — 10:00 A.M.

DETAILED CATALOG with full color cover and
black/white inside provided a comprehensive sum-
mary of lot and sale. The auction, however, did not
proceed in lot number sequence.
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NEARLY BLOCK LONG and half-filled with bidders
and spectators, the Pitzer Ranch exercise arena
doubles as an auction site for the annual production
sale of top quality quarter horses.

Ronald Pappan, Dittmer, Missouri, paid $34,000 to
own Exotic Eyed Beaver, a 1977 sorrel stallion sired
by the high seller Two Eyed Beaver. Hesa Cadillac
Jack, a 1976 sorrel stallion sired by Two Eyed Jack
sold for $25,000 to Rick Hamlin, Holstein, lowa. Miss
Two Eyes, the top mare at $21,500 went to Jerry
Reimann, Dighton, Kansas. She was foaled in 1976
by Two Eyed Jack and was sorrel.

The following photographs also detail a well
organized, smoothly run sale which, at times, en-
countered what any auctioneer can expect — lower
than average bidding. However, by midpoint of the
sale, prices were as expected. The following inter-
view with NAA auctioneer Dean Parker is not only a

IN PHILADELPHIA,

There is only one newspaper
for Auction Advertising:
THE SATURDAY INQUIRER

t u,\'a aY
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Thie, Philadelphia Inquiver

The § No. 1 Auction Advertising newspaper in
. America’s fourth largest market.

candid look at the successful Pitzer Ranch sale, but
also an honest description of a problem facing most
auctioneers — ever increasing expenses.

“ ... A tiger by the tail that we
don’t khnow where to turn loose.”

During a break, while an assisting auctioneer
handled the sale, THE AUCTIONEER interviewed
veteran livestock auctioneer Dean Parker.

THE AUCTIONEER: Why is this particular sale good
for the quarter horse buyer?

DEAN PARKER: Well, mainly because of the quality
that is being offered. At no other sale in the country
can you buy these pedigrees, and this quality. This
Is the only place in the nation.

AUCTIONEER: As an auctioneer, what are you look-
Ing for in terms of condition of stock, auction facili-
ties, etc?

PARKER: Those are all things that we look for. It's
pretty obvious as you watch the sale that horses that
are in better condition bring the most money.

AUCTIONEER: All the ho:ses are produced right
here on the ranch?

PARKER: Yes. Every horse was owned by the Pitzer
Ranch, and born and raised here.

AUCTIONEER: How was the sale promoted?

Positioned every week in the first main news
section, The Saturday Inquirer’'s Auction Page is a
Philadelphia tradition.

It’s the first place serious buyers check when they
want up-to-the-minute coverage of auction sales
and trends.

And it’s the first place that auction firms turn for
unsurpassed advertising results — reason why we
publish 300% more Auction Advertising than any
other newspaper in this market. pnistatistical, first half '79

For further information and rates, call:
FRANK RUGGERI (215) 854-2418
TELECOPIER (215) 563-8928
Deadline: Thursday, 5 P.M.
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DEAN PARKER

NAA AUCTIONEER Dean
Parker at the microphone
above the well lighted,
green turfed, Pitzer auc-
tion arena.

PARKER: We spent about $30,000 in advertising, pro-
motion, catalog, expenses, facilities, that kind of
thing.

AUCTIONEER: You're selling about 200 horses to-
day, how long will the sale run?

PARKER: We’re going to sell the entire 196 head in
about 8 hours.

AUCTIONEER: From the seller’s perspective, ap-
proximately how many buyers out there?

PARKER: | think that everybody out there is a po-
tential buyer. Sure, there will be some that aren’t
going to buy, but | think if the right situation hits
anybody, they will buy a horse.

AUCTIONEER: Looking at it again from the seller
standpoint, why does a horse producer choose you
as the auctioneer?

PARKER: To get more money.

AUCTIONEER: Why does he get more money with

Important Insurance Protection
endorsed by

National Auctioneers Association
for members

Return the coupon today

for information on the programs
available to you at Association Group
rates through the National
Auctioneers Association.

December, 1979

Mutual

70maha.

People you can count on...

MUTUAL OF OMAHA INSURANCE COMPANY
HOME OFFICE: OMAHA, NEBRASKA

you rather than anybody else?
PARKER: Well, a little more salesmanship.

AUCTIONEER: Personal salesmanship or salesman-
ship in terms of advertising?

PARKER: No, salesmanship in terms of an auction-
eer.

AUCTIONEER: Dean, you're coming from Logan,
Utah, your sale manager, Mr. Lancaster, from Idaho,
ringmen from all over the country . ..

PARKER: We have ringmen from Utah, Texas, Colo-
rado, lllinois, and all points in between.

AUCTIONEER: What are the coordination problems
of putting together an effective auction team?

PARKER: Well, no problems now because we've
worked together long enough. You know, we’ve been
working together, most of us, for three to five years,
so there’s no problem now. When you first put to-
gether a team like this, it's a little difficult because
you've got to find the right people.

AUCTIONEER: How many quarter horse sales like

this will you do?

PARKER: 150.

AUCTIONEER: Mostly in the West or do you get .. . ?
PARKER: All over the United States.

AUCTIONEER: And Canada?

PARKER: Yes, quite a few in Canada.

ALfC;I'IONEEFI: Dean, what’s the background on this

sale”

PARKER: Well, this is kind of the ultimate in the

whole horse industry. Mr. Pitzer has been the leader

In the industry for years. And | don’t say this to be

conceited, but we're the horse sales leader in the

auction industry. The horses are the best, Pitzer's

are the best, we like to think that we're best, so it's

a matter of putting the whole thing together. Now

there may be other sales. and we’ve had other sales

;vheée horses average higher than this, but not on 200
ead.

We started three months ago researching the
pedgrees on these horses. The advertising, actually,
began nearly a year ago, so this is an ongoing thing.
When you do a complete four generation research on
200 pedigrees, that takes time. We have a full-time
researcher that does nothing but research horse
pedigrees for us and be available twenty-four hours
a day. And, we have put out about 45 such catalogs
in the last ninety days.

AUCTIONEER: Quite a production. Did printing take

| Mutual of Omaha Insurance Company
| Attention: Association Group Sales
® | Dodge at 33rd Street ®* Omaha, Nebraska 68131

I
|
Please provide me with information on the programs a\fail— |
able to members of the National Auctioneers Association.
O Disability Income Protection 0O Hospital Coverage |
O Life Insurance O Cancer Protection O Mutual Care |
Name :
Address |
| City State 74| =
| Best time to call
l *Not all plans available in all states.
e et G il RN e Al el Ry B i, S e i)
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We've got

your klnd Real Estate
f and
O .
IE' Business
peop ° Liquidation
New York Times readers are “SPECIALIST”
intelligent, educated, affluent.
They’ll make a point of being |
where the auction action is Fred Mullis, CAl .
when something they want—
for business or personal investment— % A track record for over 18 years '
goes on the block. w Selling in 22 states
Call your advertising agency
for more information and rates. Mr. Auctioneer, if you need our service . . .
Or call us direct. In New York
call (212) 556-7221. From other CALL (803) 283-4574
areas, dial our toll-free number WRITE P.O. Box 727 |
800-223-7437. Lancaster, SC 29720
nd $
Che New Hork Times MULLIS BROS. AUCTION CO.

First Time Available on Cassette Tape.

AUCTION BID CALLING 7 step approach

Analysis of the Auction Chant for the beginning Auctioneer
or anyone who desires to improve his or her bid calling.

1. Counting
& Fronancintion $24.95 includes postage
3. Rhythm and handling
4. Voice Pitch To: Vince Simmons, Jr.
5. Projection P. O. Box 67
VINGE SIM“_AONS’ JR. 6. Breath Control Lakeland, Fla. 33802
Professional Auctioneer - 11 years o
Experienced Auction School Instructor 7. Filler Words
Past President
Florida Auctioners Association
Member
National Auctioners Association Send Money Order or Cashiers Check.

2 Week Delay on Personal Check.
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Reppert School of Auctioneering, Inc.

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

Founded in 1921

Decatur, Indiana

Box 189 46733 AC 0033

place back in Utah?

PARKER: No, Idaho, we have a print shop in Idaho
that does this for us. The schedule has really been
busy this year, we’ve had sales on the average of
about four a week now for the last three months. The
next forty five days we’ll put on 50-75,000 air miles
besides handle probably thirty sales.

AUCTIONEER: Is it an understatement to say that
this is a good business year?

PARKER: Yeah, that’'s an understatement. It's been
a tremendous business year. We’ll handle some-
where in the neighborhood of $15,000,000 gross this
year. But, as in all auction businesses, we're feeling
the crunch. Travel expenses are up about 30-35%.

AUCTIONEER: Are you feeling the crunch in terms
of the buyer or terms of the seller?

PARKER: No, it doesn’t seem to be bothering the
buyers much, nor the sellers. It doesn’t seem to be
bothering business. The cost factors bother our
business because, we're not able to raise commis-
sions fast enough to compensate for the rise of ex-
penses. Printing paper alone, for example.

AUCTIONEER: A little bit of background, do you auc-
tion other livestock besides horses?

PARKER: Oh, yes, | annually do quite a bit of pure-
bred bull sales, purebred hereford sales, | specialize
in herefords. | sell several of the bigger bull sales in
the country like the big Red Bluff sale in California,
several private sales around. I'll annually sell 40-50,
purebred hereford sales, then | also sell quite a lot
of Arabian horses.

AUCTIONEER: Now back to the auction expenses,
how are you going to cope in the future?

PARKER: | don’t know. | don’t know whether we're
going to have to raise commissions, or whether we're
going to try to find a way to cut expenses, or what.
This is by far the biggest year we’ve had. We'll prob-
ably have a 30% bigger year than we’ve ever had be-
fore. But our net profits, at this point, are down about
20% , just because of expenses.

AUCTIONEER: The auctioneers that are smaller in
business volume than you are, they're feeling the
same thing?

PARKER: I'm sure they are. The only difference be-
tween them and us, is the numbers of zeroes behind
the front figure. And, God bless 'em, | don’t advise
them to get into this kind of a deal. It's a rat race.

December, 1979

We’ll average nearly half million miles a year. It's
astronomical. We've got a tiger by the tail, that we
don’t know where to turn loose. You can’t tell cus-
tomers that have been supporting you over ten, fif-
teen, twenty years, “No, | haven’t got time for you.”
This week, | had two days at home, well two and a
half days. First time I’d seen my family.in two weeks.
| spent 18 hours a day in my office both days.

AUCTIONEER: How is your office staff organized?
PARKER: Right now, | have five secretaries taking
care of my business. Where secretaries used to cost
$2.50 to $3 per hour, now I'm paying $5. Where the
airplane used to cost me $70 an hour to fly, now
costs me $130. And, where this catalog used to cost
us about $2.75 a piece to print, now they're up to
$5.50. Advertising used to be $275 per page now its
$450, and yet our commission hasn’t raised. We
haven’t raised our commission in ten years.
AUCTIONEER: That’s quite a long time.

PARKER: Itis. And its really got us in a bind.
AUCTIONEER: You’'ll finish today around 7:30 or
8:00 pm?

PARKER: I'm hoping for 6.

Dean Parker finished the Pitzer sale only to fly
to Denver that night for a sale in California the next
day. Again, the night after the California sale, Dean
flew back to Colorado for a sale that partner Lan-
caster was setting up in eastern Colorado. ““We have
to rent airplanes instead of cars because they're so
much faster,” explained NAA auctioneer Parker be-
fore he made his way back to sale microphone.

Nashville Auction School

Nashville, Tennessee

THE NATION’S FINEST SCHOOL

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

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

<+ WRITE FOR OUR FREE CATALOG

NASHVILLE AUCTION
SCHOOL

P.O. Box 190
Lawrenceburg, Tennessee 38464
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CELEBRATE SHELDON CORD'S

$2,000,000 SUPER DEALER SALE. OPEN 7 DAYS.
DON'T WASTE TIME! BRING YOUR CAR OR TRUCK AND LOAD-UP. OPEN EVERY SATURDAY & SUNDAY 9 A.M. to 4 P.M.

© UNBEATABLE PRICES °* UNBEATABLE VALUES
CASH & CARRY CASH & CARRY

In-Dash AM/FM
8 Track

DELUXE Deluxe

40-CHANNEL 8-Track or
CB UNIT AM/FM Cassette - Deluxe Men's
Deluxe Model 8-Track
lEPDA .’.l:::: No. 9090 Ea. $38.95 Car Stereo ul'!! T!!Iﬂ
ye Ea. $79.95 Electronic
Squeich Control or Cassette
Ba. ”,'” with SP“k.l'l OUG"'I wu'Ch
LADIES’ Ea. $18.50 Ea. $ '0-95
BIC Deluxe
Adults
Carded " : E. 3 Novelty
Butane Kloisipisabid X-Rated 7 pc.
Lighters Quartz Watch T-T-F Watch Del GUTTER
Ea. $11.95 Ea. $6.25 SRR MOUNT

Gross $54.00

Heavy Duty

aved
ROOF MOUNT Copper Clad C'B, AI:TE';NA
ANTENNA ORDER DIRECT FROM THIS AD — SEND CASHIER'S check, Cookware Set BERE LD
Ea. $3.60 money order or certified check for immediate 24-hour service. to Carton
Packed 20 SORRY, NO PERSONAL CHECKS. Best in prices-service-quality. $11.93 Ea. $3.00
ba-acobd Minimum order accepted $50. Servicing the wholesale trade for I

over 25 years. All merchandise shipped F.0.B. Chicago. All mer-

chandise is brand new and comes with a factory guarantee. Men’s and Ladies’ Sunglasses..................... Doz. $ 3.90
Large Size Grandfather Clock ....................... Ea.$ 11.90
m Large gll;an::l(lathor Clock w/Chime..................... $ 10.90
@ ) Large Size Kerosene Lamps—Asst. Colors ..Doz. $ 9.00
MEN’S L.E.D. 5-FUNCTION QUARTZ WATCHEa. $ 9.95 P L CUE SPECIALS Assorted Cultured Pearl Pendants .............. Doz. $ 12.00
Men's Gold Watch With Band....................... Ea.$ 495 SOLD IN DOZEN LOTS ONLY Beautiful Star Sapphire Pendants................. Doz. $ 16.50
MLM' (.s'i:hld Watch ;ﬂhd‘ o Cd::: ..... Ea.$ 6.50 DBoautlful Asst. Cocktall Rings - in Display...Doz. $ 5.00
's Diver’’ Watch with Calendar ...... Ea.$ 6.50 2 Pe. Tournament Cue Stick Set ... Doz. $21.80 O 2Doz.$ 7.50
Ladles’ Nurses Watch with Band................... Ea.$ 650 | 5pc Hand-Carved Prof. Pool Cue Set .. Doz. 34 00 Ass t. Rhinestone Earring & Neckiace Set ...Doz. § 24.00
Ladies’ Fashion Watches.............................. Ea. $ 10.00 9 Pc. Hand-Carved Pool Cue Set. .. Doz. $54.00 Trick Brandy Glass—Hot Seller! .................. Doz.§ 4.50
Ladies’ or Men's Digital Watches .................. Ea.$ 7.95 8 Pc. Hand-Braided Pabst Blue T Ronson Cigarette/Vanity Case set.............. Doz. § 19.00
Ladies’ Date-O-Matic D&D Watches .............. Ea. $ 10.00 Ribbon Beer Cue Set Doz. $54.00 8-Track & tte Car Player (Combination).Ea. $ 29.95
Men's 17-Jewel Calendar Watch—Swiss ........Ea. $ 9.50 6 Pc. Hand-Braided Budweiser o Beautiful Super Star ““Nothing”’ Necklaces..Doz. $§ 3.00
Ladies’ SEIKO Look Watch with Calendar......Ea. § 9.50 Beor Cue Set....... . Doz. $54.00 Deluxe Phonograph-Radio Comb.................... Ea. § 16.50
Ladies’ BRILLIANT CUT—HAND SET T Doz. $24.00 Nothing Necklaces........................cccooreeenne. Doz.§ 1.50
173 STONE WATCH..............coevecnrrreennneee. Bl 2 e g i Cadillac Eldorado Novelty Radio.................... Ea.$ 7.50
17-Jewel Hunting Case Pocket Watch............ Ea. $ 19.00 17-Pc. Antique Coffee Set - Boxed................ Ea. § 14.50
Mor's Asst. Stone Watches ........ .. MECEN = oS '44-Pc. Indan Jowsiry Dieplay nchuies
Ladies’ H APED WATCH .................. Ea.$ 8.50 40-PC. COM IC & REG. eckiace, Bracelets, Earrings & Rings ............ $ 50.95
Ladies’ Deluxe L.C.D. Watches..................... Ea. $ 15.95 socxs? s%? uma ...... ﬁ .................... Ea.§ 675  Glant Size Electric 3-D Picture...................... Ea.§ 8.9
Men's Deluxe L.C.D. Watches ...................... Ea. $ 14.95 50 Ft. Drop Cords—Al Copper Wire............. Doz. $ 24.00 Diamond CutCrosses ..................oooevvunnnnnn. Doz.$ 3.50
2-pc. Perfume Pen & Pencli Set .................. Doz.§ 9.90 100 Ft. Drop Cords—All Copper Wire ............ Ea.$ 3.00 40 Channel Citizen’s Band Receiver with
4-pc. French Leather Gift Set ..................... Doz. $ 18.00 7-Pc. 2-Fisted Screwdriver Set................ PerSet$ 2.65 Deluxe AM/FM Radlo..................cccreeeunn.... Ea. $ 10.90
Men's Wallets, Boxed................................ Doz.§ 6.90  29-Pc. SOCKE SOt ...........eoveeeereenrereerrnnns Sets 690  Men's Cotton-White Tee-Shirts................ Doz.§ 9.90
Trucker’s Cowhide Wallet Q0-PC. TaD & DIO SOt v T Es.$ 975  Men's Cotton-Colored Tee-Shirts................ Doz.§ 1090
w/5 Compartments ................................ Doz. § 33.00 4-Pc. Pipe Wrench Set, 8”-10"-14"-18" .......... Set $ 10.90 Glant Barlow Knife..................ccccueneunennen. Doz. $ 12.00
21-Jewel Men’s Calendar Watch.................... Ea. $ 11.00 4 Pc. Adjustable Wrench ...................o.o........ Set$ 12.50 Bunny Necklace with Red Eye..................... Doz.§ 6.00
's & Girls’ Asst. Disney 25-Pc. 2" Socket Set w/Metal BOX............... Set$ 10.80 Bunny Stick-Pin with Red L, Doz. $ 6.00
haracters Watch.........................cceceueeee. Ea.$ 6.50 Rosco 7-Pc. Screw Driver Set ... Set$ 1.75 Beautiful Gold Pipe Neckiace...................... Doz.$ 6.00
; ' Cigarette Pack Size Radio............................. Ea.$ 475
APPLIANCES n HOUSEWARES RADIOS'n NOVELTIES Yorky Radio, all Plush................................... Ea.§ 5.00

ELEC. CAN OPENER—KNIFE SHARPENER

—BTL. OPENER........ooeeeeeeeeeenn. DELUXE CHARGER RADIO—#1 SELLER AM/FM

Ea.$ 7.50

Steam’n Dry Iron—NAME BRAND ................. Ea.§ 9.90 s::tgoo“'n”'mgmfg: RIC oo, g : g: DON'T WASTE TIME! VISIT US NOW

A s Sy on Stand with Bowl.....E0. 8 1200 oy g 5-Band—Police—AM/FM Radio......Ea.$ 1150 BT Ll UL LT T

B e TEFLON TS Ry et g Boor Can Radios......................ooo... Ea.$ 4.00 TRUCK AND CAR LOAD PRICES. AF-

Musical Beer Stein—Large Size..................... Ea.$ 500 Track AM/FM Home Stereo Set with 2 TER 30 YEARS IN BUSINESS, MR.

19-pc. Decorated Handie—Shetfield, England large Matching Speakers .......................... Ea. $ 49.95 SHELDON WILL PROVE TO YOU THAT
cmmi w" ms ‘w mmmm—mtm ttttt E‘a‘ "-w

) HI Dokixe Steak Knife Sot Doz, § 10.00  MOLLS ROYCE CAR RADIO.........ccccrerreee Ea.$ 6.90 NO ONE, BUT NO ONE, WILL BEAT

12 Cup Stainiess Percolator “Ea s 1250  AM/FM Radio—Medium Size...................... Ea.$ 4.95 HIS PRICES. DON'T MISS OUR MAY

7-Pc. Deluxe Stainiess Steel Cookware Set..Set $ 1800  Clectronic Radar AM/FM Digital Clock Radio .Ea. § 16.50 AND JUNE WEEKEND SUPER SALES.

6-Pc. M Sheffield Sword Knife Set......... Ea. $ 5.50 6x9 Triaxial 20 oz. Spﬂtm ........................... Pr.$ 21.90 Sheldon

5 -yt ke o sy > 4 LAST MINUTE SPECIALS WHOLESALE ONLY! FOR RESALE ONLY!

6-Pc. Emperor Knife Set.................cccucu........ Set$ 5.75 Automatic Switchblade Comb ..................... Doz. § 11. Send $1.00 for Complete Catslog. Visit our

2-Pc. Deluxe Chef Master Knife Set .............. Ea.$ 2.50 8- Calculator ...............ooereeereeerereen, Ea. $ Glant New 25,000 Ft. Showrooms. Parking

50-Pc1m \'Viﬂmbwu it;dmﬁthvm ..................... %:t; 132 'Hr:ﬂoli Bdls.:ai' m Ph-FligMﬁ : for over 100 cars. Bring your truck or car and

............................. ’ . 4 Pistol 4 joed up—$2,000,000 inven hand st
6 Pc. Chef Master Knife Set ... Set$ 5.50 c.m Towels—Glant Sze....................... Doz. S Y . -
. o . “%xasr?w)ﬂg'gngﬁrsmmmw .................... Set $ 24.50 Opon: Mon. thru Fri. § to 6
g Bmiapriiogs Yoo O RAND e St "“giﬁ"‘""’ Ea CALL US Fonstfigesouuﬂi:n?v‘nlcu
BRAND NEW—13-inch by eeereeeennnr ED. $230.95
Toll Free (800) 621-7999 10 Page Photo AIbum..................co.cooovn.... Doz. $ 14.00 “WE AIM TO PLEASE"

—— Mini-Stereo Radio w/Speakers.......................Ea. $ 590

st De Ave. Chi 1L 60659
SHELDON CORD PROD. “riones 512 9737070 973707
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State Association Reports

IAA Meets in Northeastern lowa

The lowa Auctioneers Association 31st annual
convention was one of informative seminars, fun auc-
tion, new champion, good banquet speaker, informa-
tion on CAIl and NAA seminars, food, fellowship, and
a family affair.

Northeastern lowa was the location of the meet-
ing in Waverly, lowa, on October 27th and 28th.

Registration started Saturday morning, with
auctioneers in their respective committee meetings.
The Board of Directors met at 11 to formulate plans
for the weekend. At noon a smorgasbord was en-
joyed by about 85 people. Saturday the Auxiliary was
honored and were seated at the head table. After the
meal two seminars were held — “Uniform Commer-
cial Code” presented by Gaylen Hassman, an at-
torney in Waverly, and “Improvement of Voice-Qual-
ity, Power and Duration” given by Luther College of
Decorah.

The Auxiliary had a tea honoring NAA Ladies
Auxiliary President Irene Dudley. Mrs. Howard
Buckles of Keosauqua served the punch and past
NAA Auxiliary president Bernice Ritchie of Marathon

SCHOOL OF
AUCTIONEERING

‘“A Very Select School’’

PLAN TO ATTEND THIS TERM!!!!

If you miss this term, it will be SIX MONTHS
before you have another opportunity to attend
SUPERIOR. A term only lasts two (2) weeks.
Your EDUCATION IS FOR A LIFETIME. Doesn’t
it make sense to learn from TODAY’S auction-
eers? From the people who are selling many
of the Nation’s top sales — not from someone
who is not an auctioneer. He cannot tell YOU
how to be a SUPERIOR auctioneer.

SEND FOR OUR FREE CATALOG. YOU WILL
KNOW US.

SUPERIOR SCHOOL
OF AUCTIONEERING

334 RIVERSIDE BLVD.

WICK ALE
LERK JYsTem Guarantee!

Try Kwick Klerk for THREE sales. If not completely satis-
fied, return unused portions for complete refund!

COMPLETE AUCTION SALE SYSTEM
$35.00

This system supplies a receipt, check-out slip
and a complete record of the sale with ONE
WRITING! Allows several clerks to make settle-

ments during the sale. Speedy, accurate and
complete. No posting.

QUANTITY

( sneets) 4-Page Clerking Sheets — 10 tickets
on a sheet $20.00 for 100 sheets.

K

( ) Name Imprint $15.00 for one line each
ticket regardless of number.
( ) Bidder Registration and Buyer Num-

ber Cards — 1000 or more $22.00
per M. includes your imprint. (send
copy) Disc. 5% 2M or more. 11x33% "

( ) Bidder Card Imprinter $125.00
(Uses plastic, embossed drivers li-
cense.)

Here’'s the new modern way to clerk auction sales. One
clerk or two clerks — Use names or numbers. Provides
fast settlement, check-out, receipt and sales total on ONE
sheet. Used by many successful auctioneers, auction
barns and Bankers.

Box 147, 313 Washington
Northfield, Minnesota 55057
RUSH ORDERS 507 645-4407
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poured. Another past National Auxiliary president,
Irene Erickson of Cresco, presented Mrs. Dudley with
a gift.

The Fun Auction followed the informal outgoing
president’s reception given by Ken Erickson of Cres-
co. Bidding was brisk for a great variety of items,
adding over $1500 to the IAA treasury. Three judges
tallied scores to pick a champion auctioneer for the
convention, Kenny Leonard of Elkader, lowa. Par-
ticipating auctioneers were given their score sheets
and comments for improving performance and auc-
tion skills.

At noon Sunday one of the largest group of lowa
Auctioneers, their families and guests gathered for
a family style banquet. When auctioneers introduced
themselves, all corners of lowa were represented.
Leland Dudley of Hampton was chosen as the 1979
recipient of the Man of the Year plaque. Harvey
McCray, NAA executive director spoke to the IAA
convention on NAA projects, national conventions,
and other national association matters. NAA second
vice president Howard Buckles of Keosauqua, lowa,
thanked the |AA for its support, and spoke on national
convention attendance. Guest speaker was Mr.
LaVern W. Andreessen, Assistant Professor of Ac-
counting, Wartburg College, Waverly to speak on
“The Why’s of the Tax Law”.

Each year auxiliary members bring centerpieces
that are auctioned at the noon banquet adding more
dollars to the |IAA treasury.

The general membership board meeting followed
with election of the 1980 Officers. Dale Smith of Po-
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cahontas was named the new president; Wayne
Stewart of Audubon, 1st vice president, and Jerry
Tubaugh of Belle Plaine, 2nd vice president. Elected
to a 3 year board term was Gordon Taylor of Mason
City, and Ed Malmanger of Grand Mound. ltems of
business were the forthcoming lowa license law to be
presented to the legislature next session; plans to
continue the regional meetings; the newsletter;

changes in the By-laws; and more membership in
1980.

President Ken Erickson was given the outgoing
president’s plaque by Clarence Prange of Charles
City. President Erickson in thanking the group for
his year, turned the gavel over to the new president,
Dale Smith. Smith announced some of his plans for
1980 and that the Spring Convention will be the last
Sunday in April in Des Moines; and the Fall Conven-
tion will be the last weekend of October in Fort
Dodge.

Mississippi Auctioneers Association
Names Officers for 1980

At its annual meeting at the Grenada Holiday Inn,
October 21, the Mississippi Auctioneers Association
elected officers who will serve through 1980. Those
elected were: president, J. Drue Lundy; vice presi-
dent, J. Marshall Riddick, Jr.; secretary-treasurer,
Mrs. Karleen R. Lawrence (at this time the only wo-
man auctioneer in Mississippi).

In many areas of merchandising, the auction
method of selling has been quite popular in Missis-
sippi for a number of years. More in recent years,
however, real estate is being offered at auction in
Mississippi, and the trend toward auction companies
becoming auction and real estate companies is clear-
ly foreseen. The fact that Mississippi may now need
a practical, well written auctioneer licensing law is
plainly recognized, and consideration of such a law
will be a matter of importance to the MAA as it sets
objectives for 1980.

Cecil Ingram, past secretary-treasurer, was
named as a director to replace J. Drue Lundy, presi-
dent-elect. Other directors are D. V. Gillentine, Jr.,
and D. V. Gillentine, Ill.

During 1979, the Mississippi Auctioneers As-
sociation experienced the death of one of its found-
iIng members, Lew Henderson of Gulfport, Mississippi.
This fine charter member was honorable, ethical and
firmly dedicated to the highest principles of both the
Mississippi Auctioneers Association and the National
Auctioneers Association. In the sudden passing of
Lew Henderson, all of us who wish the very best
for the auction profession have sustained a great
loss.

SALE CLERKING SHEETS

and other Auction forms
Write for Samples and Prices

BURTON PRINTING CO.
P.O. Box 597 Hastings, Nebr. 68901
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“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 ... $24.00
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 sym-
bols, front end views, vehicle number, etc.
(Mr. Auctioneer: worth the price for you per-
sonally to trade automobiles with!)
NATIONAL FARM TRACTOR & IMPLEMENT
BLUE BOOK .. e $25.00 |
Valuations, Nebraska tests, major acces-
sories — past 10 years. Published yearly.
BLUE BOOK OFFICIAL USED TRUCK
VALUATIONS e $40.00
Issued twice yearly. Lists all trucks, past 7
years . . . Gives values of trucks and major
optional equipment.

OUTBOARD MOTOR GUIDE ... $ 6.95
Over 35 major manufacturers of outboard boat motors

OUTBOABD BOAT BLHIBE . convmsmenmmmne s s s s s s $ 6.95
More than 185 manufacturers, 15,000 models listed

INBOARD & DUTBRIVE BOAT GUIBE .. vvrmvummnmmmpasnnmessed 595
Does not include inboard boats

INBOARD BOAT GUIDE .. o $ 595
Does not include | O or stern drive boats

BOAT TRAILER GUIDE .............. 8 BLO5
Over 5,000 different trailers llsted

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

TRUCK CAMPER GUIDE . . . $ 595 |
Over 177 manufacturers listed

MOTOR HOME GUIDE $ 595
More than 167 different manufacturers shown

SAILBOAT GUIDE e $ 5.95
Over 116 different manufacturers listed

PONTOON HOUSEBOAT GUIDE . . $ 5.95
Now shows over 80 different manufacturers

GEHAIN SAW GBLIDE cascumpsenenmmsism s s s e s e i s sy v $ 5.95 |
More than 900 different models listed

SNOWMOBILE & ATV GUIDE .. $ 595
There are over 200 different manufacturers Ilsted

MOTORCYCLE & MINI-BIKE GUIDE ... ... . . $ 5.95 {
Over 120 different listings — plus trailers

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

COMPACT TRAGTOR GUIDE . wovvanmmsnsnsrenanmmnmannass 3 585
All the major manufacturers are listed in this book

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

POCKET KNIVES GUIDE . . e $ 5.95 |
Complete descriptions and :IIustratlons — years made —

variations — stampings and mint prices, etc.

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

- .\\\
BUS RETMIER'S
VALUATION GUIDE SERVICE

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

Please enclose $1.50 handling & mailing
charge per order for UPS charges.

Dear Bus: |
Please send me the items circled above for which | am enclosing

(—check) (——money order) in the amount of $

Name __

Address

City State Zip
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Springfield Hosts MSAA Fall Convention

A good number of Missouri State Auctioneers
Association members assembled at the Lamplighter
Motor Hotel for the semi-annual Fall meeting. Con-
vention Chairman Gary Ryther had a program of
varied interests — Marketing of Registered Cattle,
speaker Boyd Michael, Interesting Concepts of Auc-
tions around the World, speaker Dick DeWeese.

On Saturday evening after dinner the seminar
on Bid Calling, instructed by NAA President Chuck
Cumberlin, held the attention of a full audience right
through to the finish which came seemingly too soon.
To close the evening activities, the MSAA Auxiliary
held their first Fun Auction prior to the regular Auc-
tion. Both lady auctioneers and some who do not
sell auctioned their articles reaping an even $100.

The regular auction was enjoyed by all who partici-
pated.

Sunday luncheon followed meetings of the
Ladies Auxiliary and the Board of Directors at the
Heritage Cafeteria. Lunch preceded an address by
Chuck Cumberlin on continuing education, and the
efforts of the NAA to offer its assistance.

MSAA President Glenn H. Binger conducted the
general business meeting of the attending body.
Matters of business included future activities of the
association and appointment of a Recognition of
Honor Committee of MSAA members. The Missouri
State Auctioneers Association Spring Meeting will be
held at Osage Beach, May 3 and 4, 1980.

‘25 jewels; with and without calendars;, mens
A and ladies; railroad pocket watches. We alsov
ﬂcarry the popular electronic watches. Check \

for our closeout deals in watches!

€< KL

*Lowest Prices *All new, factory fresh

*All watches boxed
with warranty

*Same day shipment

WAGNER WATCH CO.

8 W. 37th Street
New York, NY 10018
Phone: 212 695-7962
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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 batteries, 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
“LITTLE BIG VOICE" — JR-2

It is a voice saver. Select the set that

| 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.

December, 1979 31



Col. JOE REISCH
Author & Publisher

(Photo taken Nov. 1978)

10 Books — First edition now off the press s

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 &

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
SALES YOU HAVE NOT BEEN GETTING.

Nothing Is Left Out

REFERENCE BOOKS

T

NEW
MICHIGAN YORK
PENNSYLYANIA
L/
WES]
YIRGINIA

For That Antique, Estate

or Collector's Auction

A

Be Sure to Use

The Weekly

TRIESTATE*<TRADER

N
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More than 100,000 Readers Weekly!
FOR A CROWD OF GOOD BUYERS

Circulated primarily in Illinois, Indiana. Ken-
tucky, Michigan, Missouri, Ohio, Tennessee, West
Virginia, Wisconsin, Western New York. and
Western Pennsylvania.

Since 1968 the Tri-State Trader has had more an-
tique auctions for the East-Central States than any
other publication in the world! Results guaranteed
or no pay! (Inclement weather excepted). Ask for a
show of hands. Yes, we're that sure!

~ 2 @ ' =

Phone (317) 345-5133
P.O. Box 90T A, Knightstown, Ind. 46148

Reasonable rates.

Auctioneer Discount plus 5% early payment discount
Normal Ad Deadline: Every Wednesday, 9:00 a.m.,
for Monday delivery. Ads accepted until 8:30 a.m.
E.S.T. Friday, small surcharge if not reserved by
Wednesday or postmarked by Tuesday.
Delivered every Monday in primary states

Free Samples Sent to Auctioneers on Request

THE AUCTIONEER



Successful Auctioneering Across the Nation

Schlagenbusch Antique Auction

A well attended auction of antique glass was
held in early October at the Roberts Memorial Audi-
torium in Keosauqua, lowa. The auction was con-
ducted by NAA second vice president Howard
Buckles Auctioneering Service of Keosauqua. The
auction was one of the largest glassware auctions
ever held in Southeastern lowa and possibly the Mid-
dle West. The antique glass auction included hard
to find glass patterns and many museum pieces.
Twenty states were represented at the two day auc-
tion, ranging from New York to California and Alaska.

Thirteen pieces of Holly Amber, which is very
hard to find at auction were among the auction high-
lights — Holly Amber toothpick holder sold for $1200;
a Pink Slag water set with 6 Tumblers brought $4125;
a carnival glass punch bowl and 12 punch cups, $750;
a jJumbo pattern covered butter dish $825; a Regina-
phone sold for $1200; damaged Burmese fairy lamp
$690; 4 Klondike tumblers, $900; small Klondike wine,
$700; pair of small Peach Blow lamps, $1800; custard
toothpick holder $900; dog game set with platter and
8 plates, $1000; Klondike water pitcher $825; Klon-
dike syrup pitcher $975; Holly Amber syrup pitcher
$750. Also included in the auction was one of the
largest knife rest collections ever sold. There were

TET sEeT=m FTE e

ENROLL NOW
GEORGIA AUCTION SCHOOL

| 12 of the nation’s best auctioneers will instruct
you in a good general knowledge of auctioneer-

Ing.

APPLICATION
Name
Street
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
Phone: 404 942-9110

Terms: February — May — August — November

= mrTm e
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776 knife rests of all sizes, shapes and forms, but
they were only part of the sale which included 1159
lots that were auctioned in the two days.

The merchandise belonged to Mr. Sidney
Schlagenbusch of Ft. Madison, lowa. The 90 year
old Schlagenbusch and his brother Carl, 97, had
traveled the United States extensively, and collected
the merchandise from across the nation.

JIM GRAHAM

! SCHOOL OF AUCTIONEERING
204 US 1, North Palm Beach, F1 33408

'i|_.i. I

Col. Jim Graham
CCIM AFLB CRB

Antique Prices Good at Kansas Sale

NAA auctioneer Lonnie Ruff found sale prices
and attendance high at a sale he conducted in Jet-
more, Kansas. Lon’s Auction Service is a family
affair — father taking bids, brothers clerking, wives
cashiering — that handled the antique sale of 150
registered buyers. Highlights of the sale included:
oak china hut $955, oak secretary $975, square oak
table and 6 leather covered chairs $405, marble top
dresser $250. All antiques were in “‘mint”’ condition.

KSU Cleans House

Like a group of families going together to hold
a garage sale, Kansas State’'s colleges and depart-
ments all contributed castoff equipment for a huge
surplus auction in August.

Microscopes, desks, calculators, camera equip-
ment, light fixtures, commodes, lawn mowers, typing
chairs and fans were but a few of the thousands of
items which covered the dirt floor of Weber Arena
and spilled out into the hallways.

Because of its grand scale the auction seemed
to be as much of a tourist attraction as a sale. Hun-
dreds of people who had no intention of bidding
merely wandered through Weber to poke through the
merchandise. But many people did come to bid.
Nearly one thousand took bid cards on Saturday
alone.

I

—

“Real Estate auctions our specialty”_l



PUT US ON YOUR
MAILING LIST

We buy doors, windows and related
items. Any location. Please contact:

J. Robert Walker

WALKER DOOR LTD.

1366 S.W. Marine Dr.
Vancouver, British Columbia
Canada

The Basic Concept of Bid Getters . . .

“The right thing said at the right time in the right way
makes people bid,” Col. Fred Andrews, noted Ohio and
multi-state auctioneer for 65 years.

almost 4,000 proven

BID GETTERS

bY  Earl D. Wisard

auctioneer
R 1 Dundee Ohio

BID GETTERS
(4th Edition) — Revised, Enlarged, Improved

is a 160-page book loaded with sayings, quips, laughs,
ribs, banter, bits, etc., mostly one-liners, collected from
100’s of auctioneers all over the U.S. and Canada during
a 53-year period. BID GETTERS AND AUCTION CHANTS
ARE WRITTEN TO
Get More AIDD: Attention, Interest, Desire, Decision.
Included at no extra charge a 12-page booklet (copy-
right 1976) entitled “AUCTION CHANTS"”. 52 basic chants.
Improve your present chant or develop a new one. The
price of the booklet if ordered separately is $5.00. BID
GETTERS sells at $10.00 postpaid, check, money order or
C.0.D. Order from Earl.

Earl D. Wisard, Auctioneer
R 1, Dundee, Ohio 44624
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IMPRINTED WITH YOUR NAME &
NUMBERED OR NUMBERED ONLY AS LISTED

ALL CLERKING TICKETS - 3 copies 8% 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 telephoone number, 250 sets $50.00,
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 sets $100.00.

CLERKING TICKETS - 10 on onily - Numbered 1 to 1000
and imprinted your name, address and telephone number

on each ticket. 250 sets $60.00, 500 sets $90.00. 1000
sets $135.00.

ALL FORMS LISTED UNDER THIS HEADING are 8'4»*

x 11 sold in pads of 50 each pad at $1.75 per pad,
10 pads at $1.40 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 mames.

FORMS LISTED BELOW NUMBERED FROM 1 to 1000
50 sheets each pad, 1000 numbers; 1 pad $3.15; 10
pads at $2.55 each, 20 or more pads at $1.95 each.

CLERKING SHEETS - BUYER’'S REGISTRATION

CASHIER’S STATEMENTS - Numbered from 1 to 1000

1000 lots only, $41.00. imprinted your name, address
and telephone number and numbered 1 to 1000, 20 pads
lots only $50.00.

TAGS Cardboard 22 x 5%’ - 3 part perforated, hole
gz Ot%% 1000 tags $9.50. 2000 tags $18.00, 5000 tags

TAGS - Form No. EATN-26 - Cardboard 22" x 514"
numbered 1 to 1000; 1’ numbers; 3 part perforated: hole
at top, 1000 tags $18.50; 20G0 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
peroforated, 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 carsd $85.00. NO NAMES

ARROW DIRECTION SIGNS Word AUCTION in beg type
& BOLD ARROW colored cardboard 9 x 11, 50 signs
$7.50, 100 signs $10.00. Arrow directions assorted.

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

STOCK YARDS PRINTING CO.

AUCTION FORMS

1613-A Genesee, Kansas City, Mo. 64102

THE AUCTIONEER



It took more than 20 hours — from 9 a.m. to
11:30 p.m. Saturday and from noon to 6 p.m. Sunday
— for the auctioneers to work their way through the
maze of equipment.

Evelyn Hupe, administrative officer for the Di-
vision of University Facilities, which organized the
event, said its main purpose was to ‘‘free storage
space around the university.

“Every attic and every little bit of available space
was crammed full of stuff. It was kind of an out-of-
sight, out-of-mind situation. We are always looking
for space for people to utilize and someone said we
ought to have a sale.

“It turned out to be a much bigger project than
we thought it would. We started moving things into
Weber on July 1, and we were still moving things in
on August 17, the day before the sale. As it turned
out, the building wouldn’t hold it all.”

Mrs. Hupe said an additional bonus derived from
the project was that, during the process of combing
through the attics for sale merchandise, workmen
threw out accumulated junk which might have posed
fire hazards.

Most profits from the auction were put into the
Division of University Facilities’ storeroom fund.
“That will allow us to stock more items and better
serve the entire university,” Mrs. Hupe noted.

If the auction organizers had it to do all over
again, Mrs. Hupe said, they would probably do one
thing differently. “l don’t think we would do another
on such a large scale,’”’ she said.
(Reprinted with permission from the K-STATER
magazine, Kansas State University.)

Book Brings Top Money

A copy of Goodspeed’s Missouri History dated
1888 — a history of Lawrence, Barry, Stone, Newton
and McDonald Counties — sold for $217.50 at the
Bud Hudson sale, Saturday, October 13, 1979, at
Neosho, Missouri. The sale was conducted by NAA
auctioneer Allan Elliott, also a member of the Mis-
souri State Auctioneers Association.

Although the material in Goodspeed’s Missouri
History has been reprinted for the various counties,
copies of the original publication are often not avail-
able for purchase.

Army Benefit Sale Good Publicity

The Fort Leavenworth, Kansas, Officers and
Civilians Wives Club (OCWC) sponsored a September
28 benefit auction to raise money for various club
sponsored welfare organizations. Handling the sale
at the Army OCWC event was NAA auctioneer Jay
Williams, Atchison, Kansas. The auction was held
in an airfield hangar at Fort Leavenworth, with the
Williams auction staff donating its time.

Contributed and consigned sale items included
everything from cooking utensils to antique furniture.
The sale grossed nearly $10,000, with baked goods

December, 1979

NAA AUCTIONEER Don Dain pushed hard to get the
best prices for the surplus Kansas State equipment.

sold at the auction grossing almost $800.

Outstanding prices included: six sterling silver
spoons, $200; Hummel plates from $60 to $210;
wooden tub washing machine, $72. The sale crowd
was estimated at 600 to 700 people.

“This was the first public auction of its kind at
Fort Leavenworth,” explained auctioneer Williams,
“but we’re looking forward to more in the future. |
was also guest speaker at an OCWC luncheon where
| explained auctioneering.

“For both me and the OCWC, the auction was a
big success. | received a lot of publicity by way of
this benefit sale which made more money than any
other fund raising event at the fort in recent years.”

(Photo by U.S. Army Public Relations, Fort Leaven-
worth, Kansas.)

NAA AUCTIONEER Jay Williams at the microphone
with assisting auctioneer Susan Stuke.
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" A. MARCUS CO.

Hillside, lllinois

ESTABLISHED 1908

TOOL

Wholesaler Distributor of Brand Name
AIR TOOLS — STATIONARY TOOLS
ELECTRIC TOOLS — HAND TOOLS

GENERAL MERCHANDISE — CLOSEOUTS

VISIT OUR SHOWROOM
OR
| Write for our FREE monthly catalog

Order NOW by cadlling us 800 323-0231
| lllinois call (312) 544-9510

Our FIVE MILLION DOLLAR INVENTORY means any or-
der is shipped immediately!

All merchandise is fully quaranteed!

| $500.00 MINIMUM ORDER — MERCHANDISE FOR RESALE ONLY

4170 MADISON ST., HILLSIDE, ILL. 60162

S f 1
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Sailboat Items Benefit Childrens Hospital

A benefit auction conducted by NAA auctioneer
Wally Laumeyer, St. Paul, Minnesota, netted $5,421
for the St. Paul Childrens Hospital. Contents of the
sale? The “ship’s stores’” which accompanied sailor
Gerald Spiess on his record setting voyage across
the Atlantic Ocean. The more than 250 sale items
were mostly canned goods labeled ‘““Souvenir — Not
For Consumption”. The Spiess homemade 10 foot
sailboat, “Yankee Girl”’, made the Atlantic crossing
In 24 days during July, with the sale of the ship’s
items occurring in August.

Auctioneer Laumeyer received good Twin City
newspaper coverage of the sale which was also cov-
ered by local television. Location of the sale was the
Northwestern National Bank in Minneapolis.

London Comes To Newark, Delaware

Imported from London for the Harlan C. Williams
Co., the Williams Bus has multiple uses. Although
advertising is one of its many purposes, the bus is
also used for open houses, mobile field office, espe-
cially for our Auction Division, and a general public
relations unit. The interior of the bus will be partially

e o i s b Faie] j:
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rearranged as a public relations lounge on the first
level and a mobile office with display/conference
areas on the upper level.

The Auction Division uses the bus as a mobile
office at all real estate auctions, including personal
property and estate liquidations, to house cashiers
and registration personnel when the bus is parked
at sale sites. It also serves as a giant 30’ sign and
locator.

“The bus must project a happy image’ says NAA
auctioneer Mike Selvaggio, ‘‘because when people
see us drive by, they usually look in awe and then
smile.”” The bus can be seen at University of Dela-
ware football games, parades, and public events
throughout the greater tri-state area including Mary-
land and Pennsylvania.

If you’re wondering how to order such a vehicle,

December, 1979

OCEAN GOING sailor Gerald Spiess and NAA auc-
tioneer Wally Laumeyer entertain bids from the audi-
ence during the auction of ship’s stores from the
sailboat ‘“Yankee Girl”.

you're requesting a Bristol, Model F.L.F., aluminum
handmade coach with a Bristol diesel 6 cyl. engine,
30 ft. long, 13'4” high, 7’6" wide, with a 40 gallon
tank. Economy? 13 miles per gallon (interestingly
enough the toxic fume content is only 22% as harm-
ful as automobile fumes).

e T e i =

PORTABLE SOUND SYSTEM MODEL TA2
Over 200 yards coverage

Complete portable sound system for indoor or outdoor
applications. Ideally suited for guided tours, school field
trips, information to visitors product demonstrations, pas-
sengers’ traffic control, auctioneers, etc. Complete with
microphone and shoulder strap. Volume and Tone con-
trols, auxiliary input for tape or tuner. Operates on 8
size D batteries. Power output: 15 Watts — Weight: 4 |bs.
— Dimensions: 12" W. 8" H. 32" D. — Finish: Light grey.

The price is $149.00 postage paid. Send payment
with order, we pay charges, on COD you pay
charges.
NASHVILLE AUCTION SCHOOL
1917 N. Locust Ave.
P.O. Box 190

Lawrenceburg, Tennessee 38464
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'DEALER'S AUCTION

Every 2nd & 4th Thursday of each month
11:00 a.m. C.S.T.

[ N i

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

—— TP i

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.
205-468-3556 Route 2, Hwy. 78
205-468-2705 Gu-Win, Ala. 35563

We Sell Anything for Anyone, Anywhere

Ray Webster, Member: Alabama and
National Auctioneers Association
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ALL DEALERS WELCOME

Auctioneer:
Col. Ray Webster
Ala. Lic. #174
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Ebeling Herd Sire Prospects Average $3,425

Round Mountain, Texas — NAA auctioneer Bert
Reyes and brother Ruben held one of the best Here-
ford sales ever in Texas before a capacity crowd re-
cently at the beautiful Jack Ebeling Hereford Ranch.

Bidding was spirited and active from the very
beginning as the Lot 1 bull sold for $7,500. The sec-
ond bull in the sale went for $4,000.

Three bulls selling for $3,500 each went to L. C.
Duderstadt of Cuero, Texas, Ronald Lee of Houston,
Texas, and Muir Hereford Ranch of Aledo, Texas.

High selling female went to La Jolla Corp. of
Austin, Texas, for $2,750. They also bought a bull
calf for $2,800. Jack Clark of Ingram, Texas, bought
a heifer for $1,800 and a bull for $2,300.

One of the volume buyers was the M. E. O’Con-
nor Trust, purchasing three bulls for $7,200. Others
incluuded Elmer McCoy, Jr., of Karnes City, Texas,
buying three bulls for $5,000; Leslie Keese of Llano,
Texas, buying two bulls for $4,100; and Scull Brothers
of San Marcos, Texas, buying two heifers for $3,000.

Auctions & Answers

THE AUCTIONEER’S question and
answer column

The following syndicated column appeared in
an October issue of the OMAHA WORLD HERALD,
Omaha, Nebraska. A copy of his subsequent re-
sponse to the column was submitted to the NAA
office by member auctioneer Ronald Sabata. Though
the column and letter are not necessarily indicative
of how Auctions & Answers will appear in later issues,
the column and its response is an example of an NAA
member taking the initiative to challenge one writer’s
point of view concerning real estate auctions.

Reprinted with permission of the OMAHA

WORLD HERALD and the REAL ESTATE FEATURES
SERVICES, Robert J. Bruss editor.

Real Estate Mailbag
By Robert J. Bruss

Q: A large home in our town was recently sold
at public auction. It had been for sale for many
months with no buyers. |s this becoming a good way
to sell homes?

A: No. Auctions imply a distress sale. Bidders
go to auction sales in hopes of getting a bargain. My
experience is that a negotiated sale, with the aid of
a top real estate agent, is the best way to get the
best price and best terms for a home.

While there have been some successful auction
sales of homes and large condominium projects,
the key to success is to have prearranged mortgage
financing. If you'’re selling just one home, this is
often very difficult unless you or the auctioneer know
a cooperative lender. You’ll probably be better off
listing your home with a good agent.

December, 1979

Dear Mr. Bruss,

| am most interested in your source of informa-
tion regarding your answer to the question, “Should
| sell my home by public auction?” It would appear
to me that you have not kept up on the auction meth-
od of selling in recent years.

As an auctioneer | do not consider an auction a
distress sale, very much the opposite. Here in Co-
lumbus, Nebraska homes from $5,000.00 to $72,000.00
are sold at public auction. These sales represent in-
dividuals selling as well as estates.

Our office sells homes both by private treaty and
at public auction. | do agree that a good real estate
broker will do a very good job selling a home, but
remember all auctioneers selling real estate are also
licensed real estate sales representatives or brokers.

Regarding financing for a home sold at auction,
we encourage and help prospective buyers arrange fi-
nancing through lending agencies. We have had no
problem obtaining sufficient financing for homes
sold at auction. We offer a complete auction service
which handles all sale preparation and promotion.

The auction method of selling is one of the
oldest marketing systems in the world. I'm proud to
be an auctioneer and intend to continue promoting
the “auction way’ as an effective means of selling
real estate.

Ronald L. Sabata
auctioneer and real estate broker

ARE YOU INTERESTED
IN HAVING A
TOOL AUCTION?

We are not a New Tool Auction
Company, just operating under a
new name. We still have the
semi-load of tools, ready for de-
livery to your door.

FOR MORE INFORMATION CALL
(513) 667-1939

DAYTON INDUSTRIAL
TOOLS INC.
8415 St. Rt. 202
Tipp City, OH 45371

GARY SHROUT — MEL TAYLOR —
DAN FIELY (OWNERS)
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AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

HALF-MILE HAILER SOUND CRUISER S
MODEL S-610 MOBILE P.A. MODEL S-310 SRS
List: $207.00 List: $340.00 '
Auctioneers Cost: $185.50 Auctioneers Cost: $282.50

HALF-MILE HAILER MODEL S-610 — Projects further, louder, clearer than horn hailers SOUND CRUISER MOBILE P.A. MODEL S-310 — Make any car a sound truck in 45 seconds.
. . . doesn't block vision . . . perfect for crowd control, athletics and other outdoor use. Ideal for cars, trucks, buses, boats. AMPLIFIER: Model S-302: 32 watts: all transistor. Con-
AMPLIFIER: Model S-702: 35 watt: all transistor. CONTROLS: On-Off, Volume. Inputs: For trols: On-Off/Tone; Master Volume; Auxiliary Volume. Inputs: For microphone: for radio,
ceramic or dynamic microphone: auxiliary input for phonoy tuner, tape recorder, etc. 3 Out- tuner, recorder, etc. Outputs: For 8 or 16 ohm speakers. Power Source: 12V dc: plugs into
puts: For additional speakers: tape recorder. Power Source: Ten ‘D" size flashlight bat- auto cigarette lighter socket. Terminals provided for permanent installation. 120V ac and
teries: alkaline type provides up to 200 hours operation. MICROPHONE: Cardioid probe- flashlight battery adapters available. Size: 83" wide x 3% high x 8% " deep. Mounting:
type, noise-cancelling, hand-held microphone, supplied with 8 coil cord, on-off switch. Handle supplied for easy carrying or ready mounting under dash. SPEAKERS: Model
SPEAKER: Weatherproof horn, can handle full amplifier output: detachable. CONSTRUC- S-1210: Two weatherproof horn speakers that swivel and lock in any direction, can handle
TION: Removable metal bracket attaches to amplifier with screw knobs: gripper handle full amplifier output, mounted on car-top carrier ready to clamp to car. MICROPHONE:
and shoulder strap included. Dimensions: 112" high, 11" wide, 9" deep. WEIGHT: 14 Ibs. Model S-2080: cardioid probe-type, noise-cancelling hand-held microphone, supplied with
(with batteries). Order Model S-610 8" coil cord, on-off switch, mounting clip. WEIGHT: Complete system, 25 Ibs. Order Model
S-310

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, BEEEN If you need good quality equipment, e
Member —

this is your opportunity.
Write for Equipment Brochure today.

U.S. HWY. 29 & 70 (185) HIGH POINT, NORTH CAROLINA 27263 PHONE (919) 887-1165

AT THE

WISCONSIN AUCTION SCHOOL

YOU WILL LEARN ABOUT A. E. Pourchot-Pres.
John Miller-V. Pres.

Ethics of the Auctioneering Profession Members

Voice, Poise, & Public Speaking You will learn from successful
Physical Fitness auctioneers, educators, and
Motivation & Enthusiasm business people.

Advertising & Promotion

Clerking & Cashiering Instant replay video tape system will let you, the

Ring Work student auctioneer, both see and hear yourself
Salesmanship & Sale Management in action. You will also sell at regular auctions.
Promotion of Your Auction Career

Sale Barns & Auction Houses
Antique & Furniture Auctions
Farm Auctions

Bankruptcies

Machinery & Automobile Auctions
Real Estate Auctions

Estate Liquidations

Livestock Auctions

Merchandise Auctions _ ) .
Tool Auctions The  Wisconsin  Auction WISCONSIN AUCTION SCHOOL

; _ School is approved by the ;
Bid Calling Wisconsin Educational Ap- Box 1032 Phone: 815 633-3426

and more. proval Board. Beloit, Wisconsin 53511

You will learn by doing.
- SEND FOR BULLETIN -

Two Week Terms in June &
August

Weekend Sessions Also —
Write for Dates.
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7 Pc. Stainless Copper-Clad

O (S,

#12DBb
72" Chuck
72HP Motor

December, 1979
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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

IMPORTERS of TOOLS & ELECTRONICS
WATCHES & GENERAL MERCHANDISE

Closeout Merchandise Buyers.
Suppliers to the Auction Trade
of Promotional & Nationally
Advertised Merchandise such as

PANASONIC, MIDLAND, SHARP, SONY,
KRACO, MECCA, SPARKOMATIC,
BETAMAX, TEABERRY, ROYCE, COLT,

REGENT,
EDISON,

PROCTOR SILEX, MCGRAW-
plus many others.

We import tools directly from our
overseas manufacturers. Items

such as;:; socket sets, wrench sets,
5 speed drill presses, bench
grinders, mallet sets, screwdriver
sets, heavy duty vises, etc. Direct
importing enables us to offer
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Is Ei-:’-'|_|l'-.":"1.-"'"'.--.""""'- fa el e fiL T, LY FEPLIL i Y L
T HE R R TR H ;l. ;',1l -|ia|!‘!~'q: L B M PR L B e e AR TR el T
T AT "1' ll' ll-l' ol .h. Hi :: ML BT B I-i"; f 1"H:.-.:' iiiq:j; s H;! lr:i.'!:! I|ill Hlull
w1 a1
- ————— I s : U™

the lowest prices possible. aw
Visit our showrooms and 1nspect | v " A
our quality merchandise ready | s e
in our 48,000 sg. ft. warehouse TE e

for fast pickup or delivery. T

Serving the Auctioneer Trade

SUF 2% IR |
et
) L ——
FRIEDER' |NC. WHOLESALE '_? “'I- F-@:ﬁ "'"“Illhlllllllll 4 .
2553 Superior Avenue ONLY '?‘.--.1. '. . i :_ 5. : -

Cleveland, Ohio 44114
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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.

® 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!!!

BROKER PARTICIPATION INVITED.

Call Toll Free

In Georgia Call
800/342-2666

Elsewhere Call
800/841-9400

REALTORL ¥

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 1l N
triplicate, with three sides glued together.
There are 21 items per sheet. These are e
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)

$32.00

Package of 600 Sheets (12,600 Items)

$90.00

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

_________
.......

:

We pay shipping charges on all items

HUDSON AND MARSHALL
LIQUIDATORS AND AUCTIONEERS Q
(912) 781-2601 ,

3683 HOUSTON AVE.,

% Filing System
% Supplies Carrier

$99.95

100 Siot I:ile .
| (Slots—312"" deep - 2 wide&sq.qs * Sale Form‘

100 Siot Fil

(Slots—-g" d;eep . 2" wide) w SPECIAL «w
$59 95 100 Slot 2” File

. ’ Supply Carrier

?sqotfl_ogyﬁ!“edeep - 2%" wide) 200 Clerking Sheets
$29.95

50 Slot File

(Slots—2"’ deep - 2 wide)
$29.95

Supplies Carrier

Home Offices
Macon, Georgia

Atlanta Offices
Suite 109
333 Sandy Spr. Cir.

404/256-5450

f, INC.

MACON, GA. PH

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

Sales Forms, in triplicate

$19.95 200 sheets (1‘200 ) $32.00
[ Ttem e
,mjif . | Purchaser _
. Price

This is for the 2" file

Send Check or Money Order to:

LUNDEEN SALES FORMS

423 East Avenue Holdrege, Nebraska 68949

_—_———#I
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The Ladres Auxmary To The .
Nat;onal Auctioneers Assocfamn - ;;if;;_r;"?

1979-80 Officers

Mrs Leland"' '(!rene) ﬂueﬂlay, Houte 4 Hampton, lowa--:_‘f
~ 50441. Phone: 515 456-4284 e
. ‘IST VICE PRESIDENT: .
~ Mrs. Charles (Glenda) Johnson, P.O. Box 46, Sevier-f}t_?;

 ville, Tennessee 37862. Phone 615 453-8417
_;;-_;‘2ND VICE PF«'ES!DE NT:
Mrs Harvey (Pat) Lambright- | 1-1-2 N Detmlt St ;:-;}f_;;':f

| '_:SE CHE TARY-Tﬁ"f’:*‘f'?ifff’ffﬁf?U?:_::_ EF? |
~ Mrs. Ken (Marian) Barnicle, 3555 Blueberry Dr Lake- -
land, Fk:rida 33803 Phone 813 644-3804

HISTORIAN: o
 Mrs. Ed (Be.;_ ) Shart 11017 Nmth Cave Creek:
Phoemx, Anzcma 85020. Phona 692 944-5626 .

- - DIRECTQRS . v
--'Mrs Walter (Ruby). Hartman, 12063 Smtth St. Route 122
Camden, Ohio 45311. Phone: 513 787- 3011 .

i. :;Mrs Norman (Kay) Aldmger Rt. 1, (.‘.leveland Nﬂl’th Ba-:i?ii?’??
~ kota 58424. Phone: 701 763-6351 |
_Mrs W. F. (Eleanor L.) Moon, 12 Lewrs Rd Neorth Ame—
‘boro, Massachusetts 02760. Phone 617 781-8003

".TERMS EXPIRING 1981 -
~ Mrs. Wylie (Joan) Rittenhouse, 9 Derrick Avenue Umm- ;j_;;ff_
~ town, Pennsylvania 15401. Phone: 412 438-0581 .
:'Mrs Charles (Ahce) Connour, 9770 Wmterwaod Dallasi‘@_”ifg_
~ Texas 76238. Phone: 214 348-2838 -
3'Mrs Rex (Naeml) Newcom, P.O. Box 458 Whitewater
Kansas 67154. Phone: 316 799-2273 ..

?'-_"_TERMS E-:_PIRING 1930 . -
:_;Mrs Martm (Brenda) Higgenbatham, 1702 Edgewj_j:;_*d:i':':;_;'f

M Paint North Caralma 27233 Phane 919 337-5]5@;'_}5;;
. 1165 .
jj}éMrs Bob (Am;) w:iliams, PO Box 183 Arﬁngtnn, _Wash-_;-;;g
~ ington 98223. Phone: 206 435-3608 | : .
;f-:__”'Mrs Ed (Jeri) Hmsman, 12890 Alabama Fmad G&It, Cah—j;j?:i;g@
. fomia 95632 Phona 209 748-2659 .

Dear Ladies:

Fall has arrived here in the New England area
with its beautiful foliage and shortly winter will arrive
with lots of snow and ice. Soon our outdoor auctions
will close for the winter and not open until late In
April. Spring, Summer and Fall Auctions have been
great in the area, and we are Iookmg forward to a
great winter season. Auction prices here in the win-
ter are usually much higher than during the warmer
months. It seems auctions still remain the best way
to sell your property and to determine a true market
value here in the Northeast.

At this time | would like to thank all the ladies’
committees and their chairwomen for a great conven-
tion in Denver. It was a job well done and our family
had a great time during our week’s stay in Colorado.
The NAA convention is a family convention with many
family oriented events. Also, we always learn many
ideas that have helped us in our auction business
back home.

Holidays are soon approaching, and we are cer-
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tainly looking forward to them. Hope each and every-
one of you have a well and happy holiday season.
Looking forward to seeing you all in Nashville, Ten-
nessee, at our next NAA convention in July 1980.

Mrs. Eleanor Moon, Director
Ladies Auxiliary to the NAA
North Attleboro, Massachusetts

The Legal Aspects

Of Auctions . . .

Bank Asks Car Dealer
To Return Stolen $500

(Editor’'s note: The following article was submitted
by an NAA member who included the warning, “it
could happen to an auctioneer,” in his accompanying
correspondence. Yes, you can imagine a buyer pur-
chasing at auction with stolen money. However,
stolen money might not pose the danger to the auc-
tioneer as much as the possibility of selling stolen
goods at auction. For example, a seller brings stolen,
untitled items to be sold at your auction — antiques,
art, furnishings, etc. The respective buyers leave
your auction with the items. The next day the thief is
caught, the stolen items are recovered, and a claim
might be made against you by the buyers for their
money back.

This AUCTIONEER legal column is by no means
expressing an official judicial opinion. Rather, the
following article points out the limits that a robbery
victim could go to recover stolen property.

Long Branch, New Jersey — The president of
Jersey Shore Bank wants to recover $500 taken in a
bank robbery Monday and reportedly used by the
accused robber to buy a used car.

“The car was paid for with stolen money, and |
can prove it,” Bank President Peter F. Beil said
yesterday. “The money the car dealer deposited in
Colonial First National Bank was what we call bait
money and was recorded by our bank.”

On Monday Randy V. Coker, formerly of Florida
and who had been living in the city for the last six
weeks, was arrested and charged in connection with

a $2.000 robbery at the bank’s branch on Ocean
Boulevard at about 10 a.m.

According to police, after the robbery Coker al-
legedly went to Kingsly Auto Sales on Route 36 in
West Long Branch and purchased a car for about
$500. The car has been impounded by Long Branch
police.

“If the car dealer wants to recover his assets,”
Beil said, “he should take it up with police and get
the car back. But in view of the fact he (Coker)
bought the car with stolen money we want it back. It
is only $500 but it belongs to the bank.”

Beil said he sent Sol Packin, owner of the dealer-

43



ship, a letter on Tuesday requesting the money.
Packin yesterday said he had not received the letter
and would not comment further.

On Tuesday Packin said a man, who police al-
lege robbed the Jersey Shore Bank, bought a car
from him for about $500 at about 10:45 a.m.

price.”

Coker is being held on $10,000 bail in the Mon-
mouth County Jail on charges of robbery, delivering
a menacing note and entering without breaking with
intent to commit a robbery.

ber,

“The man certainly didn’t talk like a bank rob-
"He haggled with us over the

Packin said.

(Reprinted with permission from the ASBURY PARK
PRESS, Asbury Park, New Jersey.)

State Association Conventions — NAA Officer or Director Representative Requests

Convention Chairman NAA Officer
State Hotel or Motel or NAA Officer or Director or Director
Convention Dates Association and City Request Made By Representative
December 1-2 Virginia Manassas H. Layton Laws, Jr. no request
December 8-9 Florida High Q Quality Inn Billy Wells C. E. Cumberlin
Orlando
January 13 Colorado Regency Inn no request
Denver
January 17-18 Michigan Long’s Convention Don Diesing no request
Lansing
January 19-20 North Carolina Hickory Request Being

Considered

January 20-21 Minnesota Holiday Inn on Hwy. 15 Duane Benoit C. E. Cumberlin
St. Cloud
January 20-21 Ohio The Marriott Inn Byron Dilgard no request
Columbus
January 21-22-23 NAA Seminar The Lodge at Colonial Williamsburg, Virginia — Registrations and Hotel Reserva-
Antiques tions MUST be made in advance (hotel reservation deadline: December 20, 1979 —

Reservation forms will be submitted ONLY to those registering in advance of the
NAA Seminar).

January 25-26 Pennsylvania Host Inn Clay Hess R. E. Musser
Harrisburg

February 1-2 New Jersey Marriott Hotel Don Castner C. E. Cumberlin
Somerset Pamela Moore Epstein

February 8-10 North Dakota Williston Norman Aldinger C. E. Cumberlin

February 14-15 California Inn at the Park David Huisman C. E. Cumberlin
Anaheim

February 18-19-20 NAA Seminar Del Webb’s Townehouse, Phoenix, Arizona — Registration and Hotel Reservations

Real Estate MUST be made in advance (hotel reservation deadline: January 10, 1980 — Reser-

vation forms will be submitted ONLY to those registering in advance of the NAA
Seminar.)

April 12-14 Kentucky Owensboro C. E. Cumberlin

April 25-26 Arkansas West Memphis A. J. Appling, Sr. Martin Higgenbotham

April 27 lowa Des Moines no request

May, 1980 Nebraska Holiday Inn Harold Kraupie C. E. Cumberlin
Ogallala

May 3-4 Missouri Osage Beach Doran Livingston Harvey L. McCray

May 3-4 Oklahoma Oklahoma City Paul Wells no request

June 12-13 Wisconsin Victor Voigt Howard Buckles

June 13-14-15

July30-August 2

South Dakota

Archie D. Moody

NAA Convention Opryland Hotel, Nashville, Tennessee.

Representatives of State Associations have offered the above dates, places and facilities of
State Association conventions and/or annual meetings. Added to the information is the name of
the NAA officer or director who has been requested by the State Association to attend as the of-
ficial NAA representative. All NAA officer or director requests have been coordinated through the
NAA office and if any of the above information is not correct, please contact Executive Director
Harvey L. McCray at 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.
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Better Auctioneers Start With Better Tralmng

54 J{ama/f
J* SCHOOL OF

- AUCTIONEERING

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,

Write or call for

MEMEER ENROLL TODAY! fFes [RTSIMEIGH
today.
U.S. HWY. 29 & 70 (I-85) e HIGH POINT, NORTH CAROLINA, 27263 e PHONE (919) 887-1165 _|

D-VOX COMPLETE --- $285.00

FIBERGLASS CASE — 25 WATT MODULE — TWIN SPEAKERS

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
residents add 3%2% sales tax.

DODGE MANUFACTURING CO- DWIGHT V. DODGE, Owner

1123 W. 6th Street * P.O. Box 1513 ¢ Topeka, Kansas 66601 + (913)234-6677
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722 BIG EXTRA
PROFITS

o 113 N. May Street,

bt B g™ 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 “Large inventory always
*Same day shipment *“Direct importers
*Merchandise warranted against factory defects

*Catalogs without our name available for your use

R g SR AR SR  GEET SRR oERve SEEE NS ST U ST NN R St Ry SO Jipeest Gl SO NS GEEES Gink SRS Taas Sset omnyy  SFRY JEER JEeP ---—------|
To: Cook Bros., Inc., Dept. A976 :
113 N. May St., Chicago IL 60607 I
Yes, | want to make more money! RUSH my copy of your big, new wholesale cata- :
log.
og |
AV IVBING............commrencmmenmmmmsonmssamn s s s A R S S oo et i s !
B OEE. oiicicneriessas v s ess s sormew s A AR AR AR AR OSSR 0 8 s A R :
Y. cmmmsmmcnm s R o e N i s o e :
State. . oo ZIP..oooooooeeee e |'
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Auctioneer, it's a fact . . .

Keep in Mind for Next Spring Dept. — the following
adjectives are the weatherman’s method of possibly
indicating the probability of rain in the form of “show-
ers’.

“Slight chance of showers,” probability is that two
such forecasts out of ten will result in showers.
“Chance of showers’” means three out of ten to re-
sult in rain. “Likely showers” means the forecaster
is looking for showers six or seven days out of ten
with this forecast.

When no modifier of ‘““‘showers” is included in the
forecast, hold your sale indoors, because the chance
for rain is eight to ten days out of ten.

FARM & DAIRY

—

‘“‘Let's Talk About Auctions” and '‘Common Sense in the Auction Business’’. The books are
designed as fundamental guides for amateur auctioneers and as refreshers for more sea-
soned professional auctioneers.

In “Let's Talk About Auctions”, the basic ideas from the "Common Sense’’ series are
enlarged upon, added to and reorganized to logically cover both broad and specific aspects
of general auctioneering. Topics include "The First Steps", “Getting the Sale”, "Preparing
I for the Sale””, “Conducting the Sale”, “The Auctioneer”, Your Crew", Ordinances and Se- |

TWO BOOKS FOR AUCTIONEERS ]

curity”, “Ethics in Auctioneering”, ‘Partnerships — Good or Bad?", "“Auction Accessories”,
and more. The text is illustrated.

“Common Sense in the Auction Business" is a booklet compilation of the "Common
Sense’ articles exactly as they appeared in THE AUCTIONEER magazine. The booklet is
complete and includes articles whose material was not directly pertinent to “Let’'s Talk
About Auctions’'.

I'm sure you'll like them. Hang in there.

AUCTION

i A
~ Let’s Talk About -

ATCTIONS

! . AUCTION

SAT MAY 8
[0:AM

AUCTIONEER

| "y . dmJones
#ht W BEEX0

rh.

AUCTIONEER

A
A )
B o o agueedhadl Syt BEFORE AFTER
THROW AWAY AUCTION SIGNS
Paper signs, 18" by 24". in bright red lettering. Simply fill in date, time, name and

phone number.
Please send me the following:

“Let's Talk About Auctions"” @ $5.95 each postpaid.

“Common Sense in the Auction Business” @ $2.00 each postpaid.

SPECIAL: Both books for $7.00 postpaid.

18" by 24" Paper Signs in 4" bright red lettering in the following quantity:

50 signs $15.00 postpaid 100 signs $25.00 postpaid

100 AUCTION ARROWS, 8% " by 11" bright red arrows with word AUCTION above
red arrow — one-third showing arrow point right; one-third showing arrow pointing
left; one-third showing arrow pointing straight — 100 AUCTION ARROWS @ $10,
plus $1.00 for shipping and handling.

AUCTION

A

AUCTION ARROWS

Auction Arrows — 100, 8%2" by 11" bright red arrows with the word "AUCTION" above
them on white background. One third showing arrow pointing to the right; one third showing
arrow pointing to the left; and one third showing arrow pointing straight. Shipped complete
with helpful hints on how to make full use of the arrows.
| 100 ARROWS, $10, plus $1.00 for shipping and handling. (Offer good in the U.S.A. only.)

Order Your Auction Supplies from:

JESION'S AUCTION SERVICE

P.O. Box 46 @ McKeesport, PA 15135
Phone: 412-751-5566

| enclose Check or Money Order for $

Name

Address

City State Zip
Send to:

m

December, 1979

Auctioneer, it’s a fact . . .

New York — Sotheby Parke Bernet Inc. said a two-
day auction here was the largest jewelry sale ever
held with proceeds totaling $8.6 million.

“The prices for this auction should squelch any ru-
mors going around that jewelry prices have peaked,”
Sotheby said. “There’s every indication that prices
will remain strong if not increase.”

Before the auction, the largest sales had been held
In Switzerland, mostly in the $7 million range.

WALL STREET JOURNAL

The prices of autographs and other hand-written
documents are soaring. A Thomas Jefferson letter,
bought for $700 in 1974, recently brought $14,000
at a New York City auction.

THE AUCTION NEWS

Up 2.4 percent from last year, this year’'s 4-H live-
stock Auction at the South Dakota State Fair brought
$155,285,

LIVESTOCK MARKET DIGEST

More customers, more markets or both? The world
population is growing at the rate of almost 200,000
people a day, six million a month, 72 million a year.

HIGH PLAINS JOURNAL

W i
WORLD’S MOST MODERN AND

EFFICIENT AUCTIONEERING SYSTEMS
Registered U.S. Patent Office

Auction Tops
Fits on Standard
15 or 3 Ton Truck

Clerkmobile T.M.
Patented Clerking
System Installed

Used auction tops and Clerkmobiles for sale.

For Free Literature and Additional information —

Art Feller. Box 267

Cissna Park, Ill. 60924 Ph. 815-457-2202

Yes . .. Send me Free Literature.

Send me examples of clerking tickets and buyers num-
bers.

Name
Address
City
State Zip

a7
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It's A Privilege to Belong to the

National Auctioneers Association . . .

It Also is a Privilege
To Display the NAA Emblem!

By Harvey L. McCray
NAA Executive Director

Public interest in auctions and
auctioneers is at a high point.
More information is being sought
by the public — sellers and buy-
ers — Iin the methods of selling
real and personal property by the
auction method. Due to the in-
creased interest, the public looks
to “Associations’ for information
about auctioneers, the auctions
they conduct, and, unfortunately,
how to obtain help against auc-
tioneers who many feel have acted
unethically in the conduct of their
auctions.

One of the first places people
look to obtain help is in direc-
tories, newspapers, etc., — espe-
cially the many almanacs or books
of facts where listings of trade and
professional associations are pub-
lished — therefore much cor-
respondence is sent to the Nation-
al Auctioneers Association.

Many people feel that if an auc-
tioneer displays the emblem of
the NAA, this means that some
authority or policing power exists
in the National Auctioneers As-
sociation. However, the NAA does
not have ‘‘policing power” over
anyone but its own membership.
The only method the NAA has of
policing its membership is to re-
scind memberships when it has
been proven that members have
acted unethically, or violated the
many local, county and state li-
cense laws. Itis indeed a privilege
to display the NAA emblem but
too many auctioneers are display-

Be An Auctioneer

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

FREE CATALOG!

Missouri Auction School
1600 GENESEE / KANSAS CIiTY, MO. 64102
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ing the NAA emblem improperly,
and the privilege of use will be
held only by the NAA membership.

Many NAA members fail to
realize that membership in the Na-
tional Auctioneers Association is
by individual auctioneer only. To
join the National Auctioneers As-
sociation, a prospective member
must be sponsored by a current
NAA member in good standing.
The current member must sign the
prospective member’s application.

Concerning auction firms, the
Board of Directors of the National
Auctioneers Association has been
quite lenient in allowing such
firms, which include several NAA
members, to display the NAA logo
In advertisements and on sale
bills. Primarily, this practice is
encouraged. Displaying the NAA
emblem offers the public a sense
of security, and this is one of the
goals of the Association. How-
ever, too often misuse of the NAA
emblem creates bad publicity for
the Association and every member
who holds membership in our
nearly 6,000-member organization.

Examples of misuse of the NAA
emblem include an NAA auction-
eer who allowed a buyer to write
a check for sizeable purchases at
the NAA member’s auction. The
buyer’s credit was not researched
because the buyer had the NAA
emblem on his check. It was diffi-
cult to say no to the buyer —
another NAA member — yet the
end result of the purchase was
that the buyer’'s check did not
have enough funds in the account
to cover the purchase. Countless
requests have been unsuccessful
In recovering the goods or the
money.

Even though the buyer’'s name
appeared on the check, the buyer-
member was using the privilege of
NAA membership to imply that the
check was a good one, when it
was not. The only recourse the
NAA has in this instance is to sus-

pend the buyer-auctioneer from
membership in the NAA, but that
does not solve the other NAA auc-
tioneer’'s problem of recovering
goods sold, or payment on a bad
check.

Another instance is the misuse
of the NAA emblem on many
‘standard’ sale bills, where a
company provides pre-printed sale
bills to several auctioneers. Too
often the auctioneer customer is
not an NAA member, but the sale
bills already include the NAA em-
blem. This is a violation of the
NAA By-Laws, and even though
the printing companies are re-
minded of the violations, the dam-
age Is done if the auction is un-
successful, or conducted in an un-
ethical manner. It is a privilege to
display the NAA emblem and the
only ones who hold that privilege
are members of the National Auc-
tioneers Association — those in-
dividual auctioneers (not firms)
who pay the annual $30 dues for
the privileges and services offered
to them by the NAA Board of Di-
rectors.

Recently another violation was
noted at the NAA Office. A pro-
spective member submitted his
application and under his signa-
ture signed his name as the NAA
auctioneer sponsoring his mem-
bership. That application was to
be returned to the auctioneer, with
the explanation that he must ob-
tain a signature — sponsorship of
a current NAA member in good
standing. However, it was noted
that the applicant’s annual dues,
on an auction firm’s check with
no individual names printed on
the check, were paid with a check
that already displayed the NAA
emblem.

The applicant violated two re-
quirements: first, his application
was not sponsored by an NAA
member in good standing; and
secondly, he already was display-
ing the NAA emblem illegally. The
check number submitted was a

SUBSCRIBE NOW

| Are you interested in equipment,

trucks, auctions, etc? Then sub-
scribe to the TEXAS TRADER, semi-

monthly publication. $10.00 per year.
Box 3945NA, Bryan, Texas 77801
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high sequence number, and no
doubt the firm has been writing
checks with the NAA emblem for
some time. No one holds the
privilege of using the NAA em-
blem except the individual NAA
auctioneers — not auction firms
— who have been sponsored by
another NAA member and ac-
cepted into membership by the
NAA Board of Directors.

Many NAA members feel that to
restrict auction firms from using
the NAA emblem will mean that
few members will display the em-
blem at all. Many of our mem-

bers are sole owners of auction
firms, and even though the mem-
ber’s name does not appear in the

P
i
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firm name, the member still wishes
to display the NAA emblem in auc-
tion advertising. The Board of Di-
rectors has not in the past re-
stricted the use of the NAA em-
blem by firms which are owned by
NAA members. But the practice is
becoming more popular, and
problems arise when auction firms
use the emblem, but do not list the
NAA member auctioneers’
names. Many times the firm has a
grievance or complaint registered
against it.

The NAA membership applica-
tion form clearly states: | hereby
make application for membership
in the National Auctioneers As-
sociation. If elected, | will abide

ENTER T0 LEARN GO FORTH T0 SERVE

S B LAMER DoR3E W 49

by its By-Laws, support its objec-
tives, comply with the Code of
Ethics of the National Auctioneers
Association, and pay the estab-
lished dues.”” These very clear re-
quirements, however, cannot be
policed when concern iIs not
shown by the membership for the
misuse of the NAA emblem. For
that reason, it is hoped that this
article will make each NAA mem-
ber more aware of his or her re-
sponsibilities as an NAA auction-
eer and display the emblem with
pride and dignity. The emblem is
only as good as the organization’s
membership, and it is up to the
NAA membership to make the em-
blem as meaningful as possible.

STERN COLLEGE OF AUCTIONEERING =

oo e

WESTERN COLLEGE OF AUCTIONEERING, with its September class, from 15 states, Canada, Belgium, and

Iran, graduated its 108th term.

Gabel, Warren Smith, secretary Lorraine D

Instructors and staff seated left to right are: Dean Roberts, Jack Ellis, Gene
ivver, president Bob Thomas, Edie Hagen, executive secre-

tary Bill Hagen, and Mike Hunter. Instructors not present when photo was taken: Ron and Ray Granmoe,
Bob Musser, John and Craig Mandeville, Armon Wolff, Larry Stokes, Jack Bowser, Stan Bucholz.

stand up. That's when | want you to play the appro-
priate music.”

“What do you mean by ‘appropriate music?"”
asked the orchestra leader.

“That's the time for you to play the ‘Star
Spangled Banner.” ™

Final Bid

The high-powered executive was the featured
speaker at a fund-raising dinner. Before the affair
began, he drew the orchestra leader aside and said:
“Now after | finish my talk, I'm going to ask everyone
who wants to contribute another $100 or more to
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Additions to Your NAA Member Directory

Advertising Rate Schedule — THE AUCTIONEER MAGAZINE . . .
riising [Bate: Schecuie: == A 2 The following names were mistakenly omitted
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 from the 1980 NAA Member DlreCtory' Please! phOtO-

not published. Eleven issues are published annually. THE AUCTIONEER Maga- copy the list and include in your directory under the

zine is published as a means of exchanging ideas that will serve to promote the : '
auctioneer and the auction method of selling. approprlate SeCtlon-

2. ADVERTISING RATES: One (1) Time Six (6) Times Eleven (11) Times
Full Page ... $125.00 $120.00 $115.00
Half Page ...................... ... 62.50 60.00 57.50
Quarter Page ........................ 3125 30.00 28.75 INDIANA
Column Inch: $7.00 per column inch — column is 21 picas wide (3'2 inches). HEYERLY, HOMER. 914 Elm Drive, Box 71, Bluffton
(a) Color Rates: Two colors (black and issue color) are availdble only upon 46714
consultation with editor. Cover pages also available only after consultation
with editor if and when cover (outside back and inside front and back) pages PENNSYLVANIA
are available. Add 25 % to above rates if second color authorized by editor. LEIBY. C. J. 1541 North 19th St.. Allentown 18104
(b) Short Rate and Rebate: Rates are based on the number of insertions in a 11- LEIBY. GEH’ALD RD 1, c/0 Simon Meyers Inn, Allen-
month period. Short rates will be charged if a contract is terminated pre- tc;wn 13104'
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 Auctloneer, it’s a fact . . .
will apply.
5. MECHANICAL REQUIREMENTS: Printed offset. Trim size: 8%2 by 11 inches.
Number of columns: two (21 picas wide columns). Binding method: saddle You mlght have to sell one at auction some day

stitched. Colors available: black on white and upon consultation with editor,

second, or issue color. Solar grain dryers are making their way into present

Dimensions for ad space: Full page — 7%a by 9%2 inches: Half page — 7% by farm operations_ One farmer near Sterling, CO|0radO,
458 inches; Quarter page — 32 by 43 inches or 7Y4 by 2%a inches.

6. ISSUE AND CLOSING DATES: Published monthly with the exception that an Au- dried close to 6,000 bushels of corn last year. Solar
gust issue is not published (11 issues annually). Issued on the first of the publi- hog hUtS are a|so on the market, reducing p|g StreSS,

cation month. Deadline for ad copy is the 10th of the month preceding publica-

TENNESSEE
HARRIS, JERRY F., P.O. Box 684, Dunlap 37327
SMITH, HARLON GENE, 1903 N. Locust, Lawrenceburg
38464
VANCE, CARL J., 733 Benton, Nashville 37204

tion date. increasing feed conversion, reducing death loss, and
Submit all advertising to: The National Auctioneers Association, 135 Lakewood I i Tal " "
Drive, Lincoln, NE 68510. Phone: 402 489-9356. IncreaSIng flﬂIShlng C&pﬂClty.
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AUCTION ~# SUPPLIES

® "“CLERK-SAVER” CLERKING TICKETS—Form No. CT-12 ® BUYER’S REGISTRATION FORM . .. Form No. BR-69

Original and 2 copies on NCR paper (makes its own cai-
bon copies) 8%2x11" sheets perforated to make 12 tickets
1% x4Y2". This is an extremely fast, easy, and accurate
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) ............... $22.50
18 000 Tickets (1-3 White, Canary & Card) ................ 43.50
36,000 Tickets (1-3 White, Canary & Card) ............... 85.00

STANDARD CLERKING SHEETS ... Form No. CLS-2
8¥2x11", 50 sheets per pad. Has column for lot number,
description of item, quantity, purchase price, etc.

$2.00 per pad, 10 pads at $1.50 ea., 20 or more at $1.25
ea.

STANDARD CASHIER’S STATEMENT ... Form No. CAS-1
2-part, original for auctioneer and copy for buyer, 50 sets
per pad, 572x8%2".

$2.00 per pad, 10 pads at $1.50 ea., 20 or more at $1.25
ea.

EQUIPMENT AUCTION TAGS ... Form No. EAT-59
3 part perforated tag with hole on top. Space to mark lot

number on all 3 sections. 2V2x5"
1,000 Tags........ $9.75 5,000 Tags........ $42.50

WIRES FOR EQUIPMENT AUCTION TAGS, 12” LONG
1,000 Wires....... .$10.00 5,000 Wires......_. $47.50

BUYER CARDS . .. Form No. BC-70
For buyer’'s number and purchase notes. 3Vax7'2"" (fits
In buyer’s shirt pocket).

1,000 Cards....$7.50 2,500....$17.50

TERMS OF SALE — Form TOS-74

8V2x11", 50 sheets per pad. Gives standard terms & con-
ditions of sale to be displayed at auction site.

$2.00 per pad, 10 pads $1.50 ea., 20 or more at $1.25 ea.

CONSIGNMENT CONTROL ... Form No. CC-73

872x11", NCR paper, 3 sheets per set. Space to list many
items. Seller signs he has good title. Original for auc-
tioneer, copy to seller at check-in and last copy mailed
with payment check. Eliminates Form CC-69.

250 sets $16.50 500 at $32.50 1,000 at $59.50

FINAL SETTLEMENT FORMS ... Form FS-69

8¥2x11" 50 sheets per pad. Space provided for total
gross proceeds of sale less expenses and commissions to
be paid by seller. Seller signs that he received net pro-
ceeds and guarantees to provide merchandise title to all
items sold and deliver title to purchasers.

$2.00 per pad, 10 pads at $1.50 ea., 20 or more at $1.25
ea.

5,000....$32.50

8Y2x11", 50 sheets per pad. Space for buyer's number,
name, address, phone number and other information.
$2.00 per pad, 10 pads at $1.50 ea., 20 or more at $1.25
ea.

CONSIGNMENT CHECK-IN FORM . . . Form No. CCI-69
8%2x11", 50 sheets per pad. Original for auctioneer, copy
for consignor. Space for seller’'s name, address, phone,
date, lot number, description of items, sale price, sale
commission or expense and consignor’'s net payment.
Space to list a number of items.

$2.00 per pad, 10 pads at $1.50 ea., 20 or more at $1.25
ea.

PERSONAL PROPERTY CONTRACT ... Form No. PPC-
69

8Y2x11", 50 sheets per pad. Space provided for general
or detailed listing of items to be sold, sale date, time,
location, expenses to be paid by seller, and other terms
and conditions of sale. Seller signs that he has good
title to all items and the right to sell.

$2.00 per pad, 10 pads at $1.50 ea., 20 or more at $1.25
ea.

AUCTION BANNERS

Heavy, outdoor drilicloth hemmed on all sides. Built to
stand up in rugged weather, 13 x 19 inch blue drillcloth
panels with 15 inch red letters that spell AUCTION. Ban-
ner is 10 feet long and 16 inches high with 50 feet of
rope at top and bottom. Folds to 13x19x3 inches for easy
storing.

Complete Banner........... $16.95 Postpaid.

ARROW DIRECTION SIGNS ... Form No. ADS-811
Orange cardboard 8%2x11". Word AUCTION and ARROW
in bold black print. Package of 50 signs for $7.50 100
$10.00 postpaid. (Arrows assorted, one-third point left and
one-third right and one-third straight ahead) Form No.
ADS-811.

GAVEL

Northern Rock Maple Hardwood Gavel in a beautiful wal-
nut finish. Weighs 4 oz., 9-inch handle..... . $4.95 postpaid.
BUSINESS CARDS

1,000 Cards with black or blue ink ... . . ... $12.50
1,000 Cards with red and black ink ........................... $16.50
1,000 Cards with gold ink ... ... ... $19.50

AUCTION PROMOTION SCHEDULE . .. Form No. APS-72
18%2x11". 50 sheets per pad. Column to list seller's name,
property location date, estimater cost, date ads ordered,
amount paid and amount advanced by seller. Itemized by
newspaper, radio-T.V., signs, sale bills postage, address-
Ing, labor for tagging, clean-up, security, etc.

$2.00 per pad, 10 pads at $1.50 ea., 20 or more at $1.25
ea.

PERSONALIZED OR CUSTOM PRINTING

All of our forms are printed in large runs on a high speed press and therefore we can not offer per-

sonalized or custom printing. | |
NOTE, No single form or set of forms can fit all situations. Your attorney should advise you in

situations not covered by these forms as we can assume no liability for errors, omissions, or local
requirements.

Payment with Order—We Pay Postage . . . C.0.D. Orders—You Pay Postage
Order by Mail . . . Send Check or Money Order To:
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Missouri Auction School
Top Floor Livestock Exchange Building

1600 GENESEE / 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 94" long.

WEIGHT: 7 Ib., 12 oz.

There is a two year repair or re-

place warranty on everything ex-
cept batteries.

List Price $398.00

Auctioneers Cost $238.00

Order by Mail . . . Send Check or Money Order To:

T\
—3

L)

Missouri Auction School
Top Floor Livestock Exchange Building

1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117

'RECHARGEABLE
& LIGHTWEIGHT

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: 1134 high x 8”
Wide x 9%4"' Lonag.

® WEIGHT: 8 Ib., 13 oz.

List Price $565.00
Auctioneers Cost $338.00

THE AUCTIONEER
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