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The Young Auctioneer

Cultivates Success

By WALTER S. BRITTEN

If you were to discuss with a group of
auctioneers their ideas of success, each
would give you a different answer. Per-
sonally, I think it depends very much on
one’s mental attitude and outlook.

Success means prosperity and prosper-
ity is the ability to excell. We cannot
hope to become perfect, neither can we
become completely successful. Your suc-

cess will depend upon your ability to act
along with much work. Some will judge
an individual’s success only by his earn-
ings. Would it not be better to judge a
man by his accomplishments? Your com-
missions may be good, but, if you have
failed to contribute to your community
and country or to make friends, you can-
not have much success.

We all are endowed with much person-
al power that comes from mental inde-
pendence. It is only natural that young
auctioneers will observe other auction-
eers, but you must be yourself. You must

think for yourself and create for yourself
if you desire to succeed. With determina-
tion, there are those who will climb up-
ward.

All great men have been individual
thinkers and perhaps no profession has
more individuality than does the auction
profession. We never seem to appreciate
the power we possess until it is fully de-
veloped. Perhaps we can influence a
single man or a thousand, but we can
never influence anyone until we have con-
fidence of our own ability. The best way
to develop your ability is to do everything
as thoroughly as you can and set your
sight at perfection. Always maintain con-
fidence and have no fear of what the
public may think of you, just as long as
you are doing your best and gaining
knowledge and developing ability.

It is well to associate with successful
people and to listen to their experiences
and ideas, but do not always let yourself
be guided by them. Weigh their ideas and
listen to advice, but decide for yourself
which is the best policy to follow. Great
men have said the world is ours. The
limit of your ability is the limit of your
own mind, which will develop to the pro-
portions of your desires. So long as you
endeavor for something better, you are
succeeding and the minute you become
lax, you will become weaker. If you have
that difficult sale and you likely will have
do not lose your courage; but think in
terms of success. If you have courage in
your heart, the future will always be
bright.

The successful young auctioneer must
have knowledge and he must have the
ability to use it because all the knowledge
in the world cannot help you if you do not
put it to practical uses. Have faith in
your ability and work toward a goal and
you will be properly rewarded for your
effort.

Shakespeare said, ‘‘Some men are born
great, some achieve greatness, and some
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have greatness thrust upon them.” Any
young auctioneer can achieve greatness
if he puts forward the effort and if he
goes about it in a proper manner. Many
times we may surrender our pleasures in
order to attain our success. A familiar
statement that we hear quite often is: ““If
I had money I would get things done.”” It
would be very interesting if we knew the
background of the many successful auc-
tioneers. If records could be checked, no
doubt they would show that the auction-
eers achievements were accomplished by
having started at the bottom rung of the
ladder along with much work and time
and not from having had the wealth.

The younger auctioneers of today have
many opportunities that did not exist
twenty years or more ago. There are
many advantages today that the real
pioneers did not have. Many countries
have become auction minded and today
many types of sales are in existence that
were not dreamed of a few years ago.

You, as young auctioneers, have the
power within you awaiting to be devel-
oped. You may utilize your abilities or
you may waste them. One’s abilities can
help you alone, your ability is not for
other people. It is for you and you must
develop it. May your ambitions be guided
by your aspirations. There are no super-
highways to success, but there is a road
that will take you there and your pay for
this service is countless.

Four Markets Set
Pace Among CLMs

KANSAS CITY, MO. — In categories
of combined dollar and livestock totals,
top dollar volume, number of cattle, hogs
sheep and goats, four CERTIFIED LIVE-
STOCK MARKETS, Norfolk Livestock
Sales Company, Norfolk Nebraska; Mec-
Kinley - Winter Livestock Commission
Company, Dodge City, Kansas; Amarillo
Livestock Auction Company, Amarillo,
Texas and Producers Livestock Auction
Company, San Angelo, Texas, set the
pace in livestock merchandising by auc-
tion in 1963.

According to figures released by the
business trade association from its of-
fices in Kansas City, the Norfolk market
sold a total of 585,248 head of livestock,

with hogs accounting for 355,147 of the to-
tal, for a combined sales volume of $50,-
180,677; McKinley-Winter was high in to-
tal dollar volume at $56,687,074 on 372,249
head of cattle sold; the Amarillo market
led in the total number of cattle sold du-
ring the year with 401,660 head that re-
turned $48,950,360; Producers Livestock
was tops in sheep and goats with the
sale of 557,375 head which brought $5,303,-
990.

While the levels of prices for all live-
stock worked lower in 1963 than in the
previous year, the number of head of live-
stock sold by each of the four markets
exceeded those of previous years and
were typical of the trend among all CER-
TIFIED LIVESTOCK MARKETS, accor-
ding to C. T. ‘Tad’ Sanders, general man-
ager of the Association.

Owners and managers of the pace-set-
ting markest are: C. O. Emrich and W.V.
Emrich at Norfolk; T. R. McKinley and
Karl Winter at Dodge City; Jay Taylor,
E.B. Johnson and Jay R. Taylor at Am-
arillo; and John S. Cargile and Jack
Drake at San Angelo.

Renewed confidence in competitive live-
stock market services and returns by
livestock sellers and buyers is predicted
by Sanders as one of the significant
trends throughout the livestock industry
in 1964. He states that the January, 1964,
volume at such markets throughout the
United States indicates a high increase
over the same month in 1963.

Auctioneers Exhibit
At State Farm Show

After years of waiting the Pennsyl-
vania Auctioneers Association was grant-
ed space for an advertising booth at the
State Farm Show at Harrisburg, in Janu-
ary. Thousands of circulars were distri-
buted as well as copies of ‘“The Auction-
eers’, the latter to prospective members.

A great deal of favorable publicity re-
sulted from the venture, PAA and NAA
members had a stopping place and sev-
eral non-member auctioneers inquired
about the organizations.

Harold K. Keller, Secretary of the PAA,
says, ‘“We feel this is another way to
elevate the profession and sell the Auc-
tion Method to the people. “We're doing
it again next year.”
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Winter finds things slow on the farm
and a welcome break in a farmer’s week
is an auction. Until the spring months,
when farmers will be back on the land,
there are numerous farm auctions in cer-
tain areas of the mid-west cornbelt like
the one pictured on these pages.

These pictures were taken on the Wil-
liam Haak farm, near Elkhorn, Wis., on
January 13, 1964. The auctioneer is Col.
Willard Olson, NAA member of Delavan,
Wis. They were originally used in the
pictorial section of the NEWS GRAPHIC,
Delevan. We are indebted to the NEWS
GRAPHIC for their courtesy in making
the pictures available to THE AUCTION-
EER.

Above, we see the crowd gathering as
Col. Olson explains the terms and condi-
tions of the auction, the recording clerk
is ready to go as is the helper with the
big box of merchandise (?) in his arms.

A farm auction serves as a gathering
place for prospective buyers as well as
those who really don’t intend to buy. You
see old friends at auctions and have a
chance to discuss farming and as you
watch the sale you get an idea of what
cows are worth, how hay is selling and
what the used machinery market is. It’s
a great place to spend an afternoon.

On the opposite page we see a cross-
section of a farm auction. Col. Olson is
rapidly selling the small items from the

uction Today

wagon but some fellows came to buy
cows and are making their inspection
prior to the time they enter the sale ring.

Hot coffee, pie and sandwiches are al-
ways a necessity at a winter time farm
auction. This is the only purchase many
folks make. In the center, right, we see
the newest member of the “Wish I Had
Club.” He wishes he had bid once more
on the piece of equipment he is gazing
at so longingly.

Trucks are plentiful on sale day. Some
come prepared to haul their purchases
home and even if they don’t buy anything
they can charge the day off to advertis-
ing. The sunny side of a building, prefer-
ably out of the wind, is always a favorite
spot for the non-buyers on a January day.

Box Supper

The Patriarchs Militant branch of Odd-
fellows and its auxiliary sponsored a box
supper-auction at Oddfellows Hall, 424%
East Commercial, Springfield, Mo., with
Col. Andy Little and Col. Willie Little ser-
ving as auctioneers. Both are NAA mem-
bers.

Half the proceeds of the auction will go
to the Oddfellows visual research founda-
tion at Johns Hopkins University and the
other half to a fund to be used for mount-
ing the bronze gates at the International
Peace Garden on the Canadian border.
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Days Before The Dispersal . .

Allow plenty of time; set date when most cattle will look their best:
then get them in the best possible condition.

Reprinted by permission from December 10, 1963 issue of HOARD’S DAIRYMAN.
Copyright 1963 by W. D. Hoard & Son, Fort Atkinson, Wisconsin.

By Dr. J. L. & John W. McKitirick

There are some basic rules that per-
tain to any dairy cattle dispersal, grade
or purebred. When you finally decide
to have a dispersal, the rest all falls
into a pattern.

Plan a date for your dispersal and
stick to it. Many things were considered
when we set the date for our sale. We
wanted several months between our
sale announcement and the sale date
in order to have time to advertise it
properly.

We wanted to have our catalogs out
at least three weeks prior to the sale.

We wanted a date when we thought the
bulk of our cattle would b= looking their
best.

We wanted a date that would be con-
venient to the most people that might
be interested in buying.

We wanted a time of year when the
export buvers like to import cattle into
their respective countries.

It was In January that we decided to
disperse our herd. The sale date was
st for Monday and Tuesday, October
2} and 22. This permitted weekend trav-
el.

This gave us nine full months to pre-
pare. which was plenty of time for fit-
ting the cattle, trimming feet, and break-
ing to lead. It also gave us th= tim->
to set up a planned advertising program.
The time span also enabled interested
parties to see the herd prior to the
sale.

Still another reason for having the
sale in October was that 52 cows were
calving in July, August, and Septem-
ber. It has been our opinion that a re-
cently-fresh cow will bring about as
much as a springer. Mavbzs more, be-
cause the buyer can see her udder ex-
terided. This also gave us her calf to
sell.

After our sale date was set, we had

to decide on a sale manager, auction-
eers, and the place.

One of the biggest problems that con-
fronted us was deciding upon a one-day
or a two-day sale. We finally agreed on
a two-day sale for several reasons. With
about 175 head of cattle to sell there
were enough to warrant a two-day sale.

Ten years previously we had good re-
sults with a two-day sale. It simplified
getting the animals ready to enter the
ring. It did away with the problem
of having to serve lunch during the
course of the sale, as we could start
at 12:30 each day. It helped us in mak-
ing out a sale order.

Since our milking cows have always
been in near show condition, our major
task was getting the voung stock ready.
Most of them were broke to lead, but
it was necessary to get them in bloom.

We started taking more photographs
than usual, especially after the weather
broke last spring. This is especially im-
portant for potential buyers that are
unable to attend the sale. Many times
a photograph will result in mail bids.
When our catalog finally went to press it
contained 160 photographs.

On July 1, we started putting the cata-
log together. We made all of our own
pedigrees. We sorted the photographs,
decided on a cover and the introductory
pages.

One page included all the pertinent sale
information. Another page contained
maps with directions to the farm. Still

another included our veterinarian’s state-
ment.

There were two pages of show win-
nings, covering the last three vyears,
and two pages of production leaders.
One page was devoted to photographs
of our foundation cows.

This information was taken to the
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Universal Pedigree Company where they
verified the information.

The catalog was sznt to press August
1, and a ‘“dummy’ copy was sent to
us for editing September 1.

There were some 500 inquiries for
catalogs beside what were passed out
by the sale manager and ourselves. They
were available at the National Dairy
Cattle Congress where many were
passed out. It also was important to
get catalogs to foreign buyers at least
a month before the sale.

There was a lot of cleaning up to
do around the farm. Decisions had to
be made on the size and number of
tents needed and where they should be
placed. A sale ring had to be built,
chairs and bleachers rented, toilet fa-
cilities provided, and provisions made
for a speedy system of serving lunch.
We had to provide facilities for parking
more than a thousand cars and set up
so the sale could be handled in case of
bad waether.

The manner in which we had the cat-
tle housed was very important. Every
day for a week preceding the sale we
were switching cattle around, trying to
E’lake the line-up we thought looked

est.

During ths two weeks prior to the
sale, we didn’t have a seriously sick
animal. This was unusual since many
were moved from another farm. At the
time of the sale, 34 calves were still
on milk. This was one of the most
critical jobs because a sick calf is worth
nothing at public auction.

Immediately prior to sale day, our vet-
erinarian checked every animal for
pregnancy. His findings were announced
from the box. The results of our Bang’s,
T.B., and lepto tests also were an-
nounced.

One of the final jobs was working out
a sale order. We wanted to divide the
quality as equally as possible between
the two days. This was complicated by
trying to keep families together in the
sale order.

It takes a lot of teamwork to put on
a dispersal. It gives us both an empty
feeling to walk through the vacant
barns. It is not a very pleasant experi-
ence. Yet, when we think about the way

OBTAINED A
NEW MEMBER?

our cattle were accepted, we can feel
pride as well as emptiness. . .

EDITOR’S NOTE — The record break-
ing Brown Swiss auction of Welcome In
Farms, owned by the authors of the

forgoing article, was reported on page
12 of the December issue of ‘“The Auc-
tioneer.”

Parke-Bernet Sales

Parke-Bernet Galleries, New York City,
has listed the following sales for the
month of March:

March 13-14—Fine English Furniture,
Dorothy Doughty Birds and other Deacor-
ative Objects belonging to Mrs. Harold
Stanley and others.

March 17—Rare American and English
Books collected by Mrs. Robert M.
Strong, Jr., and others.

March 21—French and other Furniture
and Decorations from the Estate of the
Late Martha A. Burke and other owners.

March 25—Paintings of the XV-XX Cen-
tury from various owners.

March 26 & 28—English and American
Furniture and Decorations, property of
the Estate of the Late Dr. Richard C.
Young and from other sources.

March 31—MSS and Autographs from
the Collections formed by the Late Philip
Ward, Jr., and others.

April 3—Important Paintings, Drawings
and Sculptures from various owners in-
cluding Baron Elie De Rothschild and
Ann Phillips.

An auction is where, if you’re not careful,
you’ll get something for nodding.
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Why Have Property Auctions

By COL. BERNARD P. DAY
President, Joseph P. Day,
Inc., New York, N. Y.

There are three distinct advantages in
selling property at auction. FIRST:
People who have shown interest in the
property will realize that if they want it,
they must commit themselves to pur-
chase at a definite time and place. SEC-
OND: it focuses the attention of all pros-
pective purchasers upon the property and
they are put on notice that the property
is definitely up for sale. THIRD: The
auction method is one way of bringing
about such sales in a manner whereby
there never can be any criticism as to
the price obtained or the manner in
which the property is sold, as the courts
and other trustees in almost all cases
have held that a well advertised, well
attended public auction determines the
fair value.

All this holds true if certain factors are
adhered to in preparing a property for
auction. The auctioneer himself, though
important, is only a very small part of
it. Back of him is a six weeks’ sales
campaign involving advertising in se-
lected newspapers (national, regional or
local, depending on the property); the
preparing of an attractive sales brochure
pointing up the highlights of the property
the mailing of same to selected lists of
prospective purchasers, including users,
investors and real estate brokers:; tele-
phone, letter and personal solicitation;
necessary inspection arrangements.

The principal question asked, is, ‘“‘Does
public auction mean distressed selling?”

The answer is an emphatic, “NO!”.
For instance:

1. If two or more parties are making
approximately the same offer on a par-
ticular piece of property, an auction is
bound to obtain a higher price for it.

2. Very often it is to the advantage of
an estate to sell at auction, particularly
if there are many heirs, including min-
ors. If properly advertised and promot-
ed, it avoids criticism of the trustees. Al-
so, for inheritance tax purposes, sale by
auction is very effective in establishing

e A eI
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a price recognized by the Internal Reve-
nue Service as being the fair market
value.

3. When a majority stockholder wish-
es to purchase a parcel of property offer-
ed for sale by his company, in order to
avoid criticism by minority stockholders,
he and the company should insist that it
go to public auction and have the pub-
lished upset price as his bid. Then if he
should be the successful bidder at this
price or higher, there again can be no
criticism by any minority stockholder.

4. Also, it is common sense on the part
of the owner, not distressed selling, to
dispose at auction of surplus real and
personal property that is standing idle
and costing money in taxes, insurance,
watchmen, heat, etc. In this way he can
stop the outgo of funds as soon as pos-
sible and acquire immediate cash for
other uses.
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Another question is, ‘“Can an owner be
protected?”’

Yes he can — by either having the
right to accept or reject the high bid
either at the sale or within twenty - four
hours; or in offering it at absolute auc-
tion above a published minimum up-
set price.

In conclusion, it is always important
for the owner to have broker cooperation.
This should mean higher prices. We are
proud to say that in the past two years
we have paid cooperating brokers over
$300,000 and only wish it were more.

Car Auction Like
A 3-Ring Circus

(From the CHICAGO TRIBUNE,
issue of December 15, 1963)

CHICAGO, ILL. — It’s a real three-ring
circus every Thursday at the Greater
Chicago Auto Auction, 7750 S. Cicero ave-
nue, one of the three largest used car
auctions In the country.

Dealer representatives from all over—
Washington, Texas, Colorado, the Dakot-
as — come looking for bargains to fill up
their used car stocks. And there’s plenty
to choose from. Midwestern dealers bring
in about 600 cars every Thursday to sell.

The auction is divided into three
‘“rings” — actually stalls about 50 feet
long and 25 feet wide. Ring No. 1 hand-
les ’63s and ’64s. Ring No. 2 features '62s
and ’61s, and ring No. 3 is used for ’60s
and older.

Four auctioneers are used. They move
from ring to ring.

The machine-gun delivery of the auc-
tioneers comes out at the unbelievable
rate of 500 to 525 words a minute. To the
unaccustomed listener, it sounds like gib-
berish, but after a while you begin to
get the message: ‘‘Whatdayawantagivefo
ritIgotfourwho’llgimmiefourten. . . . How
doyoulikeithowdoyoulikeit . . .”” You ex-
pect him to say ‘“‘Sold American” just
like on the cigaret commercials.

Auctioneers and the car men have a
jargon all their own to describe cars and
equipment. ‘“Four on the floor’ is a four-
speed transmission with the gear shift on
the floor. ‘“White with red guts’ translat-
es as white exterior with red upholstery.

A fully-equipped model is the ’whole ball
of wax,” or ‘‘got air, got power, got all.”
And if a car has a ‘“Mogen David” it
means there’s a little w(h)ine somewhere.
Cars are rated as ‘‘cream puffs’’ or ‘“‘doll
babies’ or as ‘‘clunkers.”

The four auctioneers used by Greater
Chicago are: W. P. (Bud) Drake, Vern
McCracken, Dick Head, and Aaron (Mac)
McGowen. (Cols. Drake, McCracken and
McGowen are members of the National
Auctioneers Association).

Not all cars put on the block are sold.
One recent Thursday 792 cars went thru,
but only 398 were sold. A dealer will usu-
ally specify what price he’d like to get.
If the bidding falls short, he had the op-
tion of not selling the car. It costs $5 if
the car is not sold, $30 to $35 if it is.

The used-car market is sluggish this
time of year (December) according to
Joseph Briley and Edward Golden, co-
owners of the auction. But in the late
spring, the market picks up rapidly and
80 per cent of the cars shown are sold.

The auction begins at noon. It’s a re-
stricted to dealers only, which is prob-
ably just as well. An itchy nose might
cost a spectator $3,000.

Real Estate Auction
Results Exceed Base

So. Pasadena, Calif. — Forty-one lots
brought a total of about $623,000 at the
first auction of building sites conducted

by the South Pasad2na Community R2de-
velopment Agency.

The average price was about 10%
higher than the base price the CRA had
listed on the lots, according to Mrs. Vir-
ginia Delano, executive director.

“We are very delighted with the re-
sults,”” she said. ‘“The action was brisk,
and it took-less time than we had antici-
pated.”

A total of 50 lots wer~ v for auction.
The lowest price — at a basz2 of $9,500—
went for about $12,000, she said. One bid-
der paid the highest price of $22,500 for
a lot the CRA had listed at $19,000.

Marsh Dosar, Los Angeles real estate
auctioneer, conducted the sale.
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Coloradans Meet,

Elect New Officers

By H. W. “Bill”’ HAUSCHILDT
A very successful meeting of the Color-
ado Auctioneers Association was held
January 25, 1964. For the benefit of those
not present, we had one of the most edu-

cational meetings the Association has
ever held.

Our Banquet was at 6:30 in the evening
following which Pete Smythe of Radio
and TV fame introduced, Dr. Mummy,
the foremost authority on the early his-
tory of Colorado.

The business meeting was called to
order at 8:30 at which time Fred Ra-

Scenes from the Annual Meeting of the Colorado Auctioneers Association. Upper
left, President-elect Fred Ramaker and Mrs. Ramaker take home the Banquet Center-
piece. On the right, the Banquet which is always an important part of a gathering of

auctioneers and their wives.

Lower left, the new officers of the Ladies Auxiliary, from the left, Mrs. Troil
Welton, Mrs. Fred Ramaker, and Mrs. Lee Sears. Lower right, the new officers, Troil
Welton, Vice-President, Fred Ramaker, President, and Reuben Stroh, Secretary-Trea-

surer.
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maker of K-R Auction, Denver was elect-
ed President. Troil Welton, of Welton
Auction House, Wray, was elected Vice
President, and Reuben Stroh, Loveland,
Colo., Secretary-Treasurer.

The Board of Directors consists of the
retiring President and Secretary, respec-
tively, Lyle Woodward and H. W. Haus-
childt, both of Denver; Si Lockhart,
Steamboat Springs; Ernie Austin and
Dean Davis, Greeley; and Harvey Bald-
win, Denver.

This is my last official duty before
turning my records over to the new Sec-
retary-Treasurer. I want all members to
know it has been a pleasure to have been
of service. I wish my successor all the
luck in the world. I feel the same as the
retiring President, Lyle Woodward, that if
we could get new blood in these offices
our Association would possibly have a
chance to grow and get bigger.

The attendance at this last meeting was
49 members and wives. Don’t hesitate to
call upon your new officers for any infor-
mation concerning the Colorado Auc-
tioneers Association.

Save Your National
Convention Program

That good advice, ‘“Hold on to your pro-
gram,” gets more important all the time.
The Treasury has now confirmed its val-
ue as evidence that convention expendi-
tures are deductible. In Revenue Ruling
63-266, issued December 23, the Internal
Revenue Service declared:

““Tt is the position of the Internal Reve-
nue Service that the test for allowance of
deductions for convention expenses pro-
vided in section 1.162-2(d) of the regula-
tions is met if the agenda of the conven-
tion or other meeting is so related to the
taxpayer’s position as to show that at-
tendance was for business purposes.”

This clarifies an earlier ruling (59-316),
in which IRS held that deductibility of
such expenses depended on whether the
relationship between the taxpayer’s trade
or business and his attendance is such
that he benefits or advances the interests
of his trade or business. It said one met-
hod of determining this would be to com-
pare the individual’s duties and responsi-

11

bilities with the purpose of the meeting
as shown by the agenda.

That ruling, IRS now explains, ‘“‘is clar-
ified to remove any implication that sec-
tion 1.162-2 (d) of the regulations requires
that the agenda of a convention or other
meeting deal specifically with the offi-
cal duties and responsibilities of the tax-
payer’s position in order for his expenses
of attendance to be business connected
and deductible for federal income tax
purposes as business expenses.’’

The effect of the new ruling is to sup-
plement and bolster the blanket exemp-
tion which IRS has accorded for ‘‘any
expenditure for entertainment directly re-
lated to and necessary to attendance at
bona fide business meetings or conven-
tions of organizations exempt under sec-
tion 501 (c¢) (6) of the Code, such as bus-
iness leagues, chambers of commerce,
boards of trade and certain professional -
assoclations.”

Illinois Auctioneers

Will Meet April 12

Illinois State Auctioneers will hold their
Annual Spring Convention at Alton, Ill.,
Sunday, April 12. All Illinois auctioneers
who are intereested in the future of their
profession and their association are urged
to attend.

Secretary, Edward Bilbruck, says, ‘I
feel it 1s just as important to treat con-
vention dates the same as one would treat
a sale date on their sales calendar. ‘‘Just
as the auctioneer learns something new
at every sale, he can do the same at his
local state and national convention.”

The date, again, Sunday, April 12!

Big Household Sale

HOUSTON, Tex. — A 12-day auction of
household effects in the estate of Mrs.
Miles Frank Yount ended with sales to-
taling $508,758.

Auctioneer Samuel Hart estimated 25.-
000 to 35,000 persons attended the sale
of more than 7,000 items assembled from
Mrs. Yount’s six mansions.

Proceeds will go to Miss Mildred Ma-
nion of Beaumont, a granddaughter. Mrs.
Yount, widow of a southeast Texas oil--
man, died in October 1962.
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lLife in the Soviet Union

New York NAA Member Brings Back Vital Information, Fascinating Story
By LORETTA CARL

Peace in the world is the desire of Rus-
sia’s average ciizen, says Frank Taylor,
prominent Cortland auctioneer, discussing
his educational trip to the U.S.S.R. last
summer as part of a New York People-to-
People Good Will Tour.

The three weeks tour by some 40 per-
sons took them to Belgium, Poland, Hun-
gary, West Germany and other places be-
sides some of the provinces of the Soviet
Union.

“With tears in their eyes, some Rus-
sians will tell you they want peace,’”’ said
Mr. Taylor, a dairyman, auctioneer, and
real estate broker in the Town of Cort-
landville.

Partly an agricultural tour, the August
trip in which Mr. Taylor participated was
dedicated to promoting understanding be-
tween people as a more lasting passport
to peace,”’ noted the area resident. The
entourage left on August 2, returned on
August 22, and altogether covered 13,689
miles.

To get full benefit of such a tour, one
must go ‘““with an open mind,” pointed
out Mr. Taylor. He admitted that initially
he felt Big Brother was watching but that
was a short - lived first reaction on arriv-
ing in the U.S.S.R.

“We were free to travel around by our-
selves if we chose to look into something
that was not in the planned itinerary.
Our guides, Irene Makeiva, 30, and Irene
Kovaleva, 23 were otherwise always with
us.”

Mr. Taylor, whose home and 600-acre
farm is on Owego Street extension, said
the summer ftrip was an unforgettable
one. Eagerly, he tells what his group saw
and did and since his return he has been
showing color slides of tlie tour to nu-
merous organizations in the Cortland
area.

Some depict Red Square and the Krem-
lin with one showing long lines of visitors
to Lenin’s Tomb and the nearby grave in
which Stalin’s body now rests. One slide
presents milkmaids on a collective farm
in Kishinev, capital of Moldavia which is
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In Southern Russia. Another shows an im-
pressive structure graced by strong col-
umns and long walks to its doors — Mos-
cow University.

Commenting on the wide streets in Mos-
cow, Mr. Taylor said young persons told
him (quite casually) that before the turn
of the century Moscow would be the
world center, and since traffic would be
overwhelming, there would be a need for
wide roadways. This is said with com-
plete conviction, notes Mr. Taylor.

Gradually, Moscow is being transform-
ed into a city of wide streets or boule-
vards, many parks in the center of town,
and multi-story apartment houses on out-
skirts. Throughout the city, an extensive
public transportation system including
subways, buses and street cars moves

people throughout the city, said Mr. Tay-
lor.

It is predicted that by 1980 all transpor-
tat_idon will be free in the Soviet Union, he
said.

As for the education picture in the
U.S.S.R., Mr. Taylor said some 2,500,000
persons are engaged in higher education.
In 1917, he noted, three fourths of the
entire population in the Soviet Union were
illiterate.

Some 450,000 physicians are registered
in the Soviet Union, said Mr. Taylor. He
said in 1917 there were 28,000 doctors in
the U.S.S.R. compared to today’s figure
of 30,000 for Moscow alone. Seventy-one
per cent of the medical doctors are wom-
en.

Before a student can successfully com-
plete elementary school he must have a
good knowledge of English, German or
French — depending on where he lives in
the Soviet Union.

Throughout his schooling, the Russian
student carries with him a black book in
which are recorded: character observa-
tions, school grades and other data about
the student and his work. ‘“The little
black book, or log, plays an important
role in Russia,”” Mr. Taylor said, He said
it 1s often used as the student applies for
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further education and is one of the refar-
ences on -which acceptance is based.

On completion of elemenetary school
and high school, the student who seeks
higher learning must pass rigid examin-
ations, Mr. Taylor said. ‘“‘He must go be-
fore three Communist party school offi-
cials and they determine whether he’d be
a good medical student for example.

If a would-be medical person passes
the tests, then he faces a five-year pro-
gram at one of the 40 universities. Since
studies of medicine are among the special
fields (so is music and nuclear science),
the scholar is exempt from the normal
two-year compulsory military service.

Mr. Taylor said that after graduation,
the citizen must serve six hours a day
for the free medical program offered in
the Soviet Union. He pointed that school-
ing is free to those engaged in professions
such as medicine and that besides free
lodging and books, the medical student
receives an allowance ranging from $25
to $100 a month.

Pointing to the ‘‘rigid educational sys-
tem,” Mr. Taylor said it is largely re-
sponsible for the ‘‘lack of juvenile delin-
quency.”” Another strong factor In pre-
venting delinquency is the ‘“‘strict discip-
line but affectionate bond’’ of the average
Russian home.

According to Mr. Taylor, the crime rate
is very low. He conjectures that ‘“‘each
man is always watching the other man”
probably has something to do with this.
He also noted a lack of unemployment.

The average work day, according to
Mr. Taylor, is an eight-hour work period,
six days a week. ‘“The government insists
on one day of rest and generally this is
Sunday.’’

A familiar sight on Sundays is the typi-
cal family walk to one of the many parks
where members sit and chat near a
sparkling, gushing fountain and beauti-
fully landscaped grounds.

Families also are encouraged to take
a month’s vacation each year and pre-
ferably away from home, said Mr. Tay-
lor. “A popular and common resort for
many is the area of the Black Sea.”

On Sundays, often some 2,000 persons
will crowd in the 400-capacity lone Bap-
tist church in Moscow. Altogether, there

are 500 Baptist Churches in the Soviet
Union, said Frank Taylor.

Most of the 150 museums in Moscow

formerly were churches.
- ““The government doesn’t forbid religion
outrightly but takes no part in it; it does
not encourage it, but it discourages it to
the extent that no church leader can be
accepted as a communist.”’

Mr. Taylor believes that many persons
in the Soviet Union would like to practice
religion more but ‘“‘fear criticism by oth-
ers In their own community.”

Tourists were told that nine churches,
mostly Russian Orthodox Church, hold
services in Moscow.

The one Baptist congregation employs
10 paid ministers. No Sunday school or
other youth education programs are per-
mitted. ‘“Nothing for persons under 18
years of age,” emphasized Mr. Taylor.

Sunday breakfast in Moscow for the
visitors from the United States consisted,
at times, of: fruit juice, mineral water,
generous slices of ham with fried cucum-

ber slices or two eggs — but no fried
ones.

Mr. Taylor said caviar was served at
every meal but breakfast. Wine always
was available at extra cost. Chicken or
pork often was served at dinner; beef
was very scarce, said Mr. Taylor.

Desserts were fruits or ice cream —

- vanilla and strawberry. “We had no pie,
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cake or pastry.”” Mr. Taylor noted state-
owned ice cream carts, a common sight
that was colorful as well. But he observed
distrust among cart operators as they

changed shifts and held tight to their
money.

Those who prefer vodka to ice cream
can find 1t sold at grocery stores.

The American entourage discussing ag-
riculture at the U. S. Smbassy in Moscow
noted the fact that the state sets the
price on which produce is sold in state
stores. However, there is a fresh market
in which persons sell at whatever price
they can obtain from the public. It was
estimated that more than one-half the
total production of vegetables, one half
the total production of potatoes and milk
comes from private enterprise.

Success comes before work only in the
dictionary.
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Eighty-eight To Go
In Next Four Months °

By COL. POP HESS

This is the month of March — how
time does pass by — and our National
Auctioneers Association is within four
months of Convention Time and end of
the current fiscal year.

The writer wants to thank all the Ohio
auctioneers and NAA members who re-
membered me with cards and wires on
my 84th Birthday, last February 6. It
was quite a collection in cards, from the
serious to the most comic. I even got one
from my old side-kick who always ad-
dresses me as the ‘““Old Goat from Ohio,”
and on his card he had the goat. All I
can do is say, ‘‘Many thanks.”

It was very gratifying to see our NAA
membership had passed the 1900 mark,
according to our February issue of THE
AUCTIONEER. If we can hold what we
have and pick up 88 more members we
will have 2,000 — one-third of what we
should have for a united front as a Na-
tional Auctioneers Association.

We note a strong interest among the
members and are glad to see comments
and writings coming for publication as it
is interesting to read and know of general
activity of our members through out the
other states. Here in Ohio, our auction
sales have been quite numerous since the
first of the year and it looks like 1964 will
have the average run of selling by auc-
tion and much employment for our Ohio
auctioneers. Here on my Farm and Live-
stock Sales Announcement Program at
Radio WRFD we have been very busy
with many of our Ohio auctioneers, sales
managers and breed associations using
our Program extensively. This Program
is now in its 15th year on the air and its
customers and supporters are auction-
eers, farmers and livestock men, some
who have been using it since its begin-
ning in 1949 and we do appreciate very
much their continued support. We have
done our best to render a good service
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to all our customers. All auctioneers listed
on the sales are named in our announce-
ments along with their mailing addresses.
This publicity covering a wide area, lets
folks know who the busy auctioneers are
and John Q. Public generally leans to-
ward the busy auctioneer as he feels he
must be good or others would not be us-
ing him. This is a good key to all those
who wish to be an auctioneer in demand.
His name listed on sales he is conducting,
widely publicized, is the seed that re-
turns a good harvest year by year.

We here in Ohio have been operating
for the past two months under our
amended Auctioneers’ License Law. The
gossip and grapevine does not bring back
too much in comments one way or the
other. However, I have now received
some complaint on this law, not from an
auctioneer but a livestock breed associ-
ation who held a sale and hired an out of
state Colonel who served as auctioneer on
their sales last year and they were so
pleased with him they wanted him back
for this 1964 sale.

This was the sale of a large herd and
from the tone of the complaint it was on
the arrival of their out of state auctioneer
that he was not permitted to be in the box
as an auctioneer. No one looksd into the
matter weeks in advance in order that
this out of state man could be informed
he would have to make some arrange-
ments and get cleared before sale date.

While I was not at the auction I knew
much about the sale and the importance
of its success. It looks to me and to the
managers of the sale there should be
more advance light or rul-s to work out
to prevent this sort of affair. This report
came to me personally by one who has
known me for years and was well in-
formed, a long time member of our Ohio
and National Auctioneers Associations.
And I was left with somewhat a red face
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as he was sore and gruffly remarked.
““Is this the fruits of your State and Na-
tional Auctioneers Associations — to dic-
tate who conducts their sales and the
sellers have no choice?”’

My suggestions are: To our Ohio auc-
tioneers who are working on Ohio sales
and know they have an associate auc-
tioneer coming in from out of state to
see to it he is fully advised on what he
has to face to be able to work. Both, the
man holding the sale and the non-resident
auctioneer, should be informed in ample
time.

Even back in my ‘“Haydays” 1 often
bumped into similar situations on local
and city laws that one had to comply
with or be shut out and I know the feeling
and all one goes through. Now, in this
special sale I have referred to, there were
two strong Ohio auctioneers on the sale
but the particular breed of livestock at-
tracted the attention of farmers in all
parts of the U. S. and Canada. This non-
resident auctioneer was employed last
year and again this year, not only a na-
tionally known auctioneer but a man with
contacts with other breeders who depend
upon his services and advice in purchas-
Ing.

All state auctioneering laws should have
a clear understanding and special
arrangements for the non-resident who is,
in most cases, a specialist in the particu-
lar type auction he is asked to conduct.
If he is required to jump a lot of hurdles
some one will wind up with a sore toe and
a red nose. I do resent anyone blaming
the State or National Auctioneers Associ-
ation for being the entire cause of the
law. This we could debate for some years.

But we now have the law on the bcoks
here in Ohio. Let us, through our State
Board of Auctioneers and others in the
know, be available in seeing that all can
be cleared before we get a storm of pro-
tests that could bring about actions for
repeal, especially by our farmers and
livestock breeders. They are strong
throughout our state as in most of the
agricultural states. Breeders of livestock
depend on auctions to sell their products
but if they are going to be pushed around
they can sell through other channels —
and the auction profession suffers.
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My mails have been the average in let-
ters from auctioneers who read this pub-
lication or know of it and the NAA. They
are all very interesting with many ques-
tions and suggestions and through my
columns from now to convention time I
will sort out the answers to some I have
not mentioned in past writings.

Our winter here in Ohio has been the
average but not as bad as some we have
had. However, we have this month of
March that may bring us a few bent
feeder conditions in driving but as of
this writing it looks like an early spring.

The farm and livestock industry is very
strong in production and while we have
many sales resulting from farms being
sold or offered for sale and a few far-
mers are quitting but where one quits an-
other is taking his place or some other
farmer or livestock man is expanding his
operations. The trend in the farm and
livestock field has been toward mass
production. This can be a trend to put
three sales into one, cutting down the
number of sales but larger totals on the
sales made. This also tends to cut the
number of auctioneers needed. These are
points that all auctioneers should not
overlook in building for the future. As in
all businesses and professions the results
of services rendered is one that will carry
the weight in decision of securing the auc-
tioneer for the job. But I am quite cer-
tain no machine can be made to replace
the auctioneer even though we are seeing
machines do many things man formerly
did as a laborer and it is something to
watch.

Again, boys, the road will be travelled
better by keeping your State and National
Associations intact and strong.

In Moscow, the magazine Atlas reports
on a legendary character by the name of
Rabinovitch, who is the subject of thou-
sands of stories. He leaves Moscow for a
trip through Europe, sending postcards
back from wherever he might be at the
time. Successively, he writes: ‘“Greet-
ings from a free Prague,” ‘“‘Greetings
from a free Budapest,” and then he fin-
ally reaches Paris, where he writes:
“Greetings from a free Rabinovitch.”” —
John G. Fuller, Saturday Review.
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Competition Makes

Better Marketing

By C. 0. EMRICH

We hear comments, pro and con, as to
which is the better way to szll our live-
stock — direct, through private treaty
marketing agencies, or through auction
markets. Admittedly there are different
schools of thought among the producers.

However, what is most important is the
fact that we have different channels
through which we can merchandise our
livestock. This keeps the whole merchan-
dising procedure on a competitive basis.
In other words, we have the right to mar-
ket in the way that we like best. One met-
hod of marketing competes against an-
other. As long as we as an industry can
maintain the different methods of mar-
keting we are in a better position to mar-
ket from strength. This is particularly

LAPEL BUTTONS: “Dress Up” with this distinguished piece of

Jewelry.

Promotional ltems

true at times when we create an over
supply.

From a prejudiced point of view, how-
ever, 1 would like to point out that mar-
keting by auction really comes into its
own when going gets tough. The auction
method takes the fullest advantage of all
of the competitive forces at hand — the
highest price of one buying interest
against the highest price of another, each
bidding at the same time, under the
same circumstances, and with the know-
ledge that its now or never as each draft
of livestock is presented in the ring.

Proof that the cattle feeders of this
area are recognizing this is evidenced in
the fact that our fat cattle runs at the
Norfolk Livestock Sales Co. have increas-
ed by a greater percentage than is our
share. If you want to know more about
our fat cattle sales feel free to call us. We
will be glad to come out to your place
and visit with you. (From Livestock Mar-
ket Digest).

$2.50 each

INSIGNIA CUTS: Add distinction to your cards, letterheads and

advertising.

$2.50 each

DECALS—3 color, reversible, new supply @ 25c¢ each.

BUMPER STRIPS—Advertising the Auction method of selling.

35¢ each; 3 for $1.00

All Items Sent Postpaid

Send your order with remittance to
THE AUCTIONEER

803 So. Columbia St., Frankfort, Indiana
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Memberships Processed,

January 16 thru February 15

Lamar McCamy, Texas
Grover Howell, Texas

Ivan Reel, Indiana

John Logsdon, Oklahoma
Mardiz Ingersoll, Florida
Mary J. Cole, Michigan
Vernon I. Cole, Michigan
“Harold Kindred, Illinois
Frank Deeb, Indiana
Hubert Amos, Ohio

Pierce P. Wall, New Jersey
Bob Berger, Washington

W. J. White, Alabama
Bernard J. Wehinger, California
Carl W. Busby, Illinois
William H. Amoss, Maryland
Edward J. Kaye, Michigan
Andy Little, Missouri

Willie Little, Missouri

“Jay Payne, New Mexico
Clarence W. Latham, Ohio
Donald R. Florea, Ohio
Keith J. Armstrong, Alberta
Michael B. Lawrence, Alberta
Robert Goldstein, Illinois
Jay Friedman, Illinois

J. T. Denton, Kentucky

O. L. Hamilton, Kentucky
Paul Herron, Jr., Kentucky
John Patton, Kentucky
George Scott, Jr., Kentucky

Raymond E. McConn-ll, Kentucky

Wallace McCord, Kentucky
Orville R. Mboore, Kentucky

J. H. Barnard, Kentucky

“George A. Bauer, Maryland

Charles Vosburgh, New York
Ed Vierheller, Oklahoma
Tom McCord, Alabama
George E. Borum, Illinois
Clifford L. Swan, Maine
Albert T. Robertson, Missouri
James T. Priest, New Mexico
Charles B. Dailey, Ohio
Robert Schnell, South Dakota
O. M. Swaim, Colorado
Wilbur Oversteg, Colorado

C. W. Rosvall, Colorado

Carl Self, Texas

Wayne Gibson, Texas
Clarence Mathews, Texas
George Clower, Texas

Wm. M. Miller, Texas
Delbert M. Fisher, Texas

C. R. Tomlinson, Texas

Don Estes, Texas

Irving B. Rosen, Texas

Bill Bell, Texas

Frank J. Barron, California
Samuel W. Savedow, Florida
G. O. Krenz, Illinois

Noble Stokes, Jr., Indiana
Clinton A. Peterson, Iowa
Leslie A. Russell, New York
Albert 0. Maas, Minnesota
Paul Van Houten, California
Harry H. Hansbrough, Kentucky
Harold Cox, Kentucky

Paul Wilkerson, Kentucky
Bennie Wilkerson, Kentucky
John L. Cummins, Kentucky
Elbert J. Smith, Kentucky
Franklin Wilkerson, Kentucky
Arlis W. Blair, Oregon

Paul Brownfield, Wyoming

“James E. Bridgman, Virginia
*John R. Bell, Michigan
“*August Meltzer, Indiana

E. V. Wing, California

John Di Bello, New York
Bernard Jellema, New York
Henry W. Howes, New York
R. A. Smetzer, Ohio

Don R. Bruns, Ohio

Roger D. Rumbaugh, Ohio (Life)
Arthur J. Allen, Ohio

H. K. Hirschberg, Ohio

Lyle M. Paddick, Illinois

Joe Perlich, Alberta

Edgar C. Walker, Kentucky
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Manuel Staton, Kentucky
Leslie L. Lucas, Georgia
“Paul D. Pastore, Illinois

Alex Cooper, Maryland

Gill White, Nevada

John D. King, North Carolina
Carl Stanton, Ohio

Fred H. Rosner, Virginia
*Ed H. Broline, Texas
Richard Hargan, Kentucky

Ira Potter, Kentucky

Wayne Kessler, Kentucky
Jack S. Gray, Kentucky
Donald V. Cady, Kentucky

C. M. Carter, Sr., Kentucky
J.: C. Carter, Kentucky

Hazel Brooks, Kentucky

Don Burke, Kentucky

Russell Beans, Kentucky

O. M. Faust, Kentucky

Ray E. Knight, Indiana
Curran Miller, Indiana

John Varner, Indiana

Paul A. Taylor, Indiana
Edward H. Ahrens, Illinois
Myron Berman, Massachusetts
Andrea Licciardello, New Jersey
Albert Frauhiger, Ohio

C. L. Showalter, Virginia
“Gerald D. Pendry, Virginia
*Jack W. Peoples, Virginia
Henry M. Stanley, Sr., Ohio
Henry M. Stanley, Jr., Ohio
Edward Gibson, Colorado
*Keith Brown, Colorado

T. R. Welton, Colorado

Fred Ramaker, Colorado

J. Lee Sears, Colorado

Lyle Woodward, Colorado

F. Harvey Baldwin, Colorado
*Cookie Lockhart, Colorado
Gail D. Katz, Colorado

*John Stulp, Colorado

*“W. R. Bonsen, Colorado
“Harland Harrington, Colorado
Howard Roland, Colorado

J. Herbert Peddicord, Ohio
Preston L. Black, South Carolina
R. O. Root, Jr., Virginia
Calvin Brown, Michigan

Coyte D. Carpenter, North Carclina
Dean H. Parker, California
Richard W. Dewees, Missouri (Life)

Norman Hudson, Kentucky
J. L. Kachler, Kentucky
A. T. Rose, Kentucky
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Glenn Casey, Michigan
Edward Bilbruck, Illinois
Harold Cohn, Georgia
Earl D. Pigg, Indiana
Mike Fahnders, Illinois

*Thomas F. Bingham, Idaho
“George Pigue, California

Don R. Manning, Utah
Wilbur T. Clair, Indiana

*R. L. Nelson, Jr., Texas

Abe Levin, Massachusetts
William J. McKay, Montana

*“Elmer R. Cordsmeyer, Jr., Missouri

Jim Messersmith, Idaho

Joseph Leger, Massachusetts
Joseph Finn, Massachusetts
Wayne Coffey, Illinois

Mosrton M. Goldberg, Louisiana
Dan Schlichter, Ohio

James E. Trunk. Illinois
Charles D. Roop, Maryland
Anthony J. Di Benio, New York
Fred McFarland, South Dakota

*Atlee Gehres, Ohio
“Don Nash, Iowa

Joe Reisch, Iowa

*“Hank Brahm, Indiana

Homer Harden, North Carolina
Clifford Dablon, North Dakota
Freeman F. Glenn, Michigan
Harvey W. Schwartz, Wisconsin

“Wilmer Hilgendorf, Wisconsin

Richard Gray, Massachusetts

“Sam Roberio, Jr., Massachusetts
“Domenic Carpenito, Massachusetts

Ernest 0. Maine, Rhode Island
Adrian Atherton, Kentucky
Roy J. Draper, Kentucky

“John J. England, Kentucky

Billy Mitchell, Kentucky
E. I. Thompson, Kentucky
W. C. Ledford, Kentucky

“Julius Wise, Kentucky

Hask-=1l Stratton, Kentucky
Martha Kurtz, Kentucky

W. R. Walters, Kentucky
George Kurtz, Kentucky

Ben Miller Osborne, Kentucky
Johnnie Taylor, Kentucky
Rufus Hansford, Kentucky
Billy Kachler, Kentucky

Ray Reams, Kentucky
Emmett Moore, Kentucky

J. T. Albritton, Kentucky
H. H. Lacy, Kentucky
Clarence Foss, New York
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It was the biggest turn-out in history for the OHIO AUCTIONEERS ASSOCIATION
for the Noon Banquet.

“Donald F. Kennedy, Oregon
Daleard L. Pettijohn, Colorado D enver Market TO
Reuben J. Stroh, Colorado :
“Joe D. Beck, South Dakota Increase AuCthHS
“Monroe Gilbertson, North Dakota DENVER — Two changes have been
“John Benish, Wisconsin made in Denver stockyards cattle auc-
“Albert J. Durham, Tennessee tions. The first, designed to help feeder
“Jack W. Hall, Michigan cattle movement, increases the number
Loyal K. Smeltzer, Indiana of Spring Bellringer feeder cattle sales, 4
H. C. Staats, West Virginia starting them earlier. The second change
Harry D. Francis, Virginia limits Tuesday and Thursday cattle sales .
J. E. Sutphin, Virginia to auction only, with private treaty selling
(“Indicates New Members) reserved for Monday and Wednesday. i
= Four Spring Bellring2rs are now sched-
BROTHER OF POP HESS DIES uled, partly as a result of a successful
George Hess, brother of our be- fall sale season. The first special feeder
loved ‘““Pop”’ Hess, passed away at sale will be held Thursday, February 20,
Springfield, Ohio, February 10. He at 11 a.m., followed by others on March
was 87 years old. 12, and April 2 and 23.
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When volume and quality of cattle jus-
tifies it, a show will be held the Wednes-
day prior to each feeder sale, and a tro-
phy and ribbons will be awarded to finish-
ers. To be eligible, cattle must be in loads
of 20 or more head and arrive by 1 p.m.
Wednesday.

Reserving Tuesdays and Thursdays for
auction selling only, is an effort to con-
centrate all buying power each day on one
method of selling.

Stockyard officials comment that both
the Tuesday and Thursday auctions have
proved versatile in providing a competi-
tive market with plenty of buying power
for all classes of cattle. At th=s> sal:s,
loads of fat cattle sell first.
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Annual Meeting at Columbus, Ohio, January 12, 1964. A total of 171 persons sat down

Sells Same Trunk

Twice In 30 Years

Thirty years ago on September 7, 1933
Albert Maas, Millville, Minn., auctioneer,
sold a trunk at an auction in the Millville
area for $4.50.

Recently, at an area auction, he recog-
nized the trunk- and resold it for $11.00 to
a relative of the first owner.

The price and date of the first auction
was written in red ink on tha2 bottom of
the trunk.

Prices of trunks have raisad in the last
30 years.

Doing little things well is a step towards
doing big things better.
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Hawaii In 19657

Windward Oahu. This is the Windward view.

HAWAII awaits you . lovlier than
you dreamed, nearer than you think.
Hawaii, the world-over a symbol of hos-
pitality, gayiety, informality. Here you’ll
wander about in an Aloha shirt or muu-
muu, with a flower lei around your neck
or a hibiscus in your hair . . . barefoot on
Kalakaua Avenue, if you like. Yet all
about you are some of the finest hotels in
the world, the most unique night clubs
and an unending variety of activities to
enjoy . . . all year ‘round!

And on the ‘‘neighbor islands,” away
from Honolulu, the primitive Hawaii
awaits you . . . towering volcanoes, black
sand beaches, fern grottos, coral gar-
dens, palm-lined shores, tremendous fish-
ing and millions of orchids and tropical
plants. Above all, the charming people of
the neighbor islands. You’ll meet these
and you’ll love them, and perhaps take
back with you some of their carefree
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spirit, their kindness, and their deep en-
joyment of life.

The ‘Crossroads of the Pacific’”’ 1s
comprised of 8 major islands: Niihau, pri-
vately owned; Kauai, the Garden Isle of
lush greenery and tropical foliage; Oahu,
where the capitol city of Honolulu is lo-
cated; Malokai, where Father Damien’s
szttlement at Kalaupapa is still in exist-
ence; Lanai, the Pineapple Island; Maui,
the Valley Isle with its famed extinct
crater, Mt. Haleakala; Kahoolawe, the
only non-inhabited Island; and Hawaii,
the Big Island or Volcano Island with its
active Kilauea Crater, and orchids and
anthuriums in abundance.

On March 12, 1959, after having been a
Territory of the United States since 1898,
Hawaii offically became the 50th State.
The total populated area of 6,435 square
mil-s exceeds that of the states of Con-
necticut, Delaware, and Rhode Island.
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_ You name the racial strain, Hawaii has
it ... as witness these Oriental beauties
mixed with Hawaiian belles. Which is

which . . . or who is who?

The total population, including military
personnel, is 632,772, of which 509,409 live
on the Island of Oahu.

For the year, the average temperature
iIs 75.2 degrees. The average rainfall is
25 inches. Out of 365 days, 108 days are
clear, 178 days are partly cloudy, and 79
days are cloudy. Gentle trad=winds pre-
vail all year ‘round.

Hawail extends a warm Aloha to the
National Association of Auctioneers, and
looks forward to hosting its Convention in
1965!

ALOHA!

EDITOR’S NOTE: Hawaii has been
suggested as a possible Convention Site
in 1965. Reaction of the membership will
aid the Board of Directors in arriving at
the decision ‘‘to go or not to go’’ that
must be made during the Des Moines
convention in July. Please advise the
NAA office if you will attend the 1965
National Convention if it is held in Haw-
aii.

Through the years man has been mak-
ing enormous strides in producing wea-
pons of war — from headbusters, to fort-
busters, to blockbusters, to citybusters,
and he’s well on his way now to produce
countrybusters.
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NAA Member A Part
Of Financial Empire

In WALL STREET JOURNAL, issue
of January 30, 1964, there appeared
an article, entitled ‘“Empire Builders.”
This article is too long to reprint in THE
AUCTIONEER. However, Victor Muscat,
the man who was featured in the article
IS an assoclate of one of our own mem-
bers, Col. Edward Krock, Worcester,
Mass.

Possibly many of our members, have
already read the article, which refers to
Mr. Muscat and his two business associ-
ates as the ‘“‘three Muscateers’ in a grow-
ing financial empire.

$10,500 For MSU Bull

DENVER — Sale of cattle in auctions
and private agreements passed the $1
million mark at the midpoint of the Na-
tional Western Stock Show.

An Angus bull owned by Michigan State
University sold for $10,500, topping last
year’s best Angus price by $200. The buy-
er was Baughman Farms Inc., of Lib=ral,
Kan.

“The only way women could have equal
rights nowadays would be to surrender
some.’’ —Burton Hills.

..your Association works for you !
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Col. J. M. Casey—Birmingham
Col. Freeman Smith—Long Island

Col. Eugene C. Waldrep—Birmingham

Col. W. J. White—Birmingham
ARIZONA

Col. Leroy Longberry—Phoenix
ARKANSAS

Col. W. E. Hancock—Jonesboro
Col. R. E. Harris—W. Helena
Cel. William J. Massey—Jonesboro

Col. Herman Paul Peacock—Winchester

Col. Brady L. Wooley—Little Rock
CALIFORNIA

Col. Bill Arnold—Grover City

Col. Leonard Burleson—Torrance
Col. Tom Caldwell—Ontario

Col. Keith Cullum—Chino

Col. Melvin H. Ellis—Napa

Col. James Gibson—Alameda

Col. Phil Hanson—Santa Ana
Col. Harold Henry—S. San Gabriel
Col. Rudy Larkin—W. Covina

Cel. R. W. “Bob”’ Main—Garberville
Col. John W. Permar—Los Angeles
Col. Roy Roberson—Grover City
Col. Morris Schwartz—Holywood
Col. R. E. “Bob”’ Stanley—Downey
Col. E. V. Wing—Gerber
COLORADO

Col. F. Harvey Baldwin—Denver
Col. Ed. Gibson—Denver

Col. Herman W. Hauschildt—Denver

Col. Cookie Lockhart—Steamboat Springs
Col. Si Lockhart—Steamboat Springs

Col. Howard Roland—Grand Junction

- Col. C. W. Rosval—Denver
Col. Howard Shults—Denver

Col. Reuben J. Stroh—Loveland
Col. Lyle D. Woodward—Denver

Boosters for ‘The Auctioneer’

The members whose names ap-
pear under their respective states
have each given $5.00 for their
names to appear for one year in sup-
port of their magazine. Is your name
among them? Watch this list of
names grow.

CONNECTICUT

Col. Richard K. Mather—Granby
Col. Al Tirelli—Hartford
DELAWARE

Col. Crawford Carroll—Dover

Col. Riley Jefferson—Lincoln
DISTRICT OF COLUMBIA

Col. Ralph A. Weschler—Washington
FLORIDA

Col. W. E. Hancock—Madison

Col. Thomas A. Scarane—Miami
Col. Joseph F. Sedmera—Lakeland
Col. P. Frank Stuart—St. Petersburg
GEORGIA

Col. Paul E. Baker—Atlanta

Col. George E. Collins—Decatur

Col. R. A. Waldrep—Gainesville
HAWAII

Col. Louis L. Stambler—Honolulu
IDAHO

Col. Delbert Alexander—Castleford

Col. Jim Messersmith—Jerome
Col. Paul L. Owens—Boise

ILLINOIS

American Auction Associates—Chicago
Col. Edward E. Bilbruck—Chicago
Col. Wes Chapman—Seneca

Col. Gordon Clingan—Danville

Caol. J. W. “Jim” Cushing—Coal City
Col. W. P. “Bud” Drake—Decatur
Col. John H. Dieken—Pecatonica

Col. Charles Dunning—Elgin

Col. Mike Fahnders, Pekin

Col. Art Feller—Cissna Park

Feller’s Auctioneering College—Kankakee
Col. William L. Gaule—Chatham

Col. Michael M. Gordon—Chicagu

Col. Harold Hilliard—Greenville

Col. Ray Hudson—Morrisonville
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Col. Lane R. Hyett—Aledo

Col. Charles F. Knapp—Cissna Park
Col. A. R. McGowen—QOak Lawn

Col. J. Hughey Martin—Colchester
Col. Clay H. Metz—Des Plaines

Col. Michael Modica—Chicago

Col. J. H. Oberwise—W. Chicago

Col. Paul D. Pastore—Chicago

Col. Melvin R. Penning—Forreston
Col. Fred G. Quick & Son—Aurora
Cols. L. Oard & Lloyd Sitter—Anna

Col. Tom Sapp—Springfield

Col. Burton A. Tunick—Des Plaines
Col. Herman F. Welch—Downers Gove
INDIANA

Col. Charles Bagby—Indianapolis

Col. James A. Buckley—Shelbyville
Col. Dale Christman—Columbia City
Col. Ray Clark—Dyer

Col. 0. S. Clay—Shelbyville

Col. G. W. Croddy, Madison

Col. Frank Deeb—Mishawaka

Col. Robert Ellenberger—Bluffton

Col. Leo Grindley—Ft. Wayne

Col. Robert L. Harrison—Monticello
Col. Hubert L. Jones—South Bend
Col. August Meltzer, Jr.—Lake Village
Col. Amon H. Miller—Evansville

Col. L. W. “Bill” Porter—Brownsburg
Col. Earl Ray—Tangier

Reppert School of Auctioneering—Decatur
Rossville Auction Exchange—Rossville
Col. Romayne Sherman—Goshen

Col. Loyal K. Smeltzer—Elkhart

Col. Lewis Smith—Cicero

Col. John C. Stanley—Hagerstown
Col. Noble Stokes, Jr.,—New Castle
IOWA

Iowa School of Auctioneering—Ames
Joy & Johnson Auction Co.—Ames
KANSAS

Col. Donald L. Day—Council Grove
Col. Paul J. Doss—Wichita

Col. E. R. Harrison—Norton

Col. J. B. Hickerson—Wichita

Col. Fred Hiett—Topeka

Col. George Morse—Shawnee Mission
Col. Jack D. Sheets—Wellington

Col. Frederick Sherlock—St. Francis
Col. Edwin A Turner—Wichita

Col. Gene Watson—Hutchinson
KENTUCKY

Col. James 0. Briggs—Compton
Carter Realty Auction Co. —Scottsville
Col. Fred A. DeVries—QOak Grove
Col. Wayne Kessler—Campbellsville
Col. John Patton, Jr.—Richmond

LOUISIANA

Col. Charles S. Gerth—New Orleans

Col. Jack C. Minter—Jennings

Col. Bob Strange—Shreveport

MAINE

Col. George A. Martin—East Lebanon

Col. Gardner R. Morrill—Harrison

MARYLAND

Col. Robert H. Campbell—Annapolis

MASSACHUSETTS

Col. Henry A. Berman—Worchester

Col. Phil Goldstein—Boston

Col. Dick Gray—Malden

Col. Abe Levin—Fitchburg

Col. Wallace W. Olson—Whittensville

Col. Frank ‘‘Honest Chuck’’ Onischuk
—Westminster

Col. A. L. Tremblay—No. Attleboro
MICHIGAN

Col. Elwyn W. Bentley—Fenton
Col. L. E. Drake—Battle Creek
Col. John M. Glassman—Dowagiac
Col. Freeman F. Glenn—Jeddo
Col. Bob Handrich—Fairview

Col. Charles J. Kinsey—Farmington
Nelson’s Auction School—Detroit
Col. Fred W. Smiley—Saginaw

Col. Garth Wilber—Bronson
MISSISSIPPI

Col. W. E. “Bill” Tinnin, Meridian
MISSOURI

Col. Ken Barnicle—Ellisville

Col. Vernon McCracken, Wheaton
Missouri Auction School—Kansas City
Col. Jerry D. Popplewell—Amity
MONTANA

Col. Pat Goggins—Billings

Col. Wm. J “Bill” Hagen—Billings
Col. Earl Kinney—Billings

Western College of Auctioneering—Billings
NEBRASKA

Col. W. V. “Bus” Emrich—Norfolk
Col. E. A. Camfield—North Platte
Col. Rod Gillespie—Gothenburg

Col. John W. Heist—Beatrice

Col. Jim Walker—Omaha

Col. Rex Young—Plattsmouth
NEVADA

Col. Mary Neer—Las Vegas

NEW HAMPSHIRE

Col. Ray G. Houle—Intervale
Col. Merle D. Straw, Jr.—Seabrook
NEW JERSEY

Col. Ralph S. Day—Leonia

Col. Herbert Van Pelt—Readington
NEW MEXICO

Col. Elmer Bunker—Albuquerque
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Col. Monroe Goree—Roswell

The New Mexico Auctioneers

Col. Joe McGoldrick—Albuquerque
Col. John Overton—Albuquerque

Col. W. T. “Wag” Wagner—Farmington
NEW YORK

Col. Roy Abbey—Lake View

Col. Tim Anspach—Albany

Col. Tim W. Anspach—Albany

Col. Paul W. Calkins—Peru

Col. Clarence Foss—Holland

Col. B. F. Hayes—Forest Hills

Col. Victor Kent—Hinsdale

Col. Ronald D. Kniffen—Montgomery
Col. Donald W. Maloney—Syracuse

Col. William Maloney—Syracuse

Col. Pete Murray—Ballston Lake
Col. Les Russell—Ogdensburg

Col. Harold Spoor—Baldwinsville

Col. Ben Schwadron—Queens Village
Col. David H. Tracy—Pavilion

Col. Richard C. Tracy—Dansville

Col. Sidney White—New York City

Col. Charles Vosburgh—Cortland
Col. Harris Wilcox—Bergen

NORTH CAROLINA

Col. Neil Bolton—Winston-Salem

Col. Billy Dunn—Larinburg

Col. E. F. “Jack” Glascoe, Forest City
Col. Homer Harden—Greensboro

Col. Forrest A. Mendenhall—High Point
Col. Robt. (Red) Mendenhall—High Point
Col. A. T. Morris—Durham

Col. Hugh Simpson—Union Mills

Col. Kenneth W. Teague—Burlington
NORTH DAKOTA

Col. H. Gene Harrington—Minot

Col. Bob Penfield—Bowman

Col. Elmer Zimmerman—Hettinger

OHIO

Col. Don R. Bruns—Cincinnati

Darbyshire & Associates, Inc.—Wilmington

Col. Donald R. Florea—Milford

Hunter-Wilson-Mayhugh Co.—Hillsboro

Col. Harry W. Kerns—Urbana

Col. 0.L. Lansaw—Middletown

Clem Long Auctioneers—Dayton

Col. Mearl Maidment—Bowling Green

Col. Harley O’Day—Columbus

Col. George Roman—Canfield

C. Garth Semple & Asssciates,
Inc.—Milford

Smith-Babb-Seaman Co.—Wilmington

Col. Carl V. Stahl—Toledo

Col. Carl C. Stanton—Canton

Col. Steve Steinmetz—Springfield

Col. Roy N.Trotter—Lorain
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OKLAHOMA

Col. V. K. Crowell—Oklahoma City
Col. Jim Richards—Spencer

Col. William D. Towler—Yukon
OREGON

Col. Harold E. Ball—Portland
Col. Virgil R. Madsen—Halsey
Col. C. A. Morrison—Grants Pass
Col. Lee W. Putman—Eugene
Col. Virgil Munion—Roseburg
Col. S. J. Frey—Sweet Home
Col. Lynn Walters—Clackamas

PENNSYLVANIA

Mrs. Tom D. Berry—West Newton
Cols. Q. R. Chaffee & Son—Towanda
Col. H. L. Frye—Pleasant Unity

Col. Jacob A. Gilbert—Wrightsville
Col. Ralph W. Horst—Marion

Col. J. Omar Landis—Manheim

Col. Marlin J. Reifein—Fredricksburg
Col. Oliver M. Wright—Wexford
RHODE ISLAND

Col. Max Pollock—Providence
SOUTH CAROLINA

Col. Fred T. Moore—Honea Path
SOUTH DAKOTA

Col. Herb Bader—Timber Lake

Col. W. J. Kirkpatrick—Belle Fourche
Col. 0. W. Wilson—Belle Fourche
Col. Reginald R. Oakley—Silver City
TENNESSEE

Col. L. B. Fuqua—Nashville

Col. Joe Hawkins—Woodbury

Col. J. Robert Hood—Lawrenceburg
Col. H. C. “Red” Jessee—Morristown
Col. Harold Kemp—Lafayette

Col. James Matthews—Cowan

Col. C. B. McCarter—Sevierville

Col. Jack L. Ward—Goodlettsville
Col. Bob Winton—Winchester

TEXAS
Col. Walter S. Britten—College Station
Col. Dub Bryant—Big Spring
Col. Russell de Cordova—Mexia
Col. K. L. Espensen—Tyler
Col. J. W. Foust—Lubbock
Col. Tom Jeffreys—Andrews
Col. Gene M. Jones—George West
J. 0. Lawlis Associates—Houston
National Auction Institute—
College Station
Col. R. L. Nelson, Jr.,—Gonzales
Col. Carl Self—Lubbock
Col. Earl S. White—Madisonville
Col. W. J. Wendelin—Henderson
Col. Odus Wittenburg—Del Rio
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VIRGINIA

Col. Willie T. Catlett—Lynchburg
Col. Harry D. Francis—Newport
Col. David H. Gladstone—Norfolk
Col. James E. Mullins—Pound
Col. J. E. Sutphin—Newport
WASHINGTON

Col. Bob Berger—Pasco

Col. Hank Dunn—Kennewick

Col. Bill Johnson—Seattle

Col. Robert F. Losey, Sr.—Renton
WEST VIRGINIA

Col. O. B. Harris—Beckley

Col. H. E. Covert—Charleston
WISCONSIN

Col. Joseph W. Donahoe—Darlington

Col. Fred C. Gerlach—Brookfield

Col. W. C. Heise—Oconto

Col. Willard Olson—Delavan

WYOMING

Col. Paul Brownfield—Riverton

Western Auction Sales & Service—Casper

ELSEWHERE
The Ladies Auxiliary to the
National Auctioneers Association

THE MEMBERS SAY ...

Dear Bernard:

Enclosed find check for $15.00 for my
1964 dues, also the Booster Page. I feel
I'm very fortunate to be a member of the
National Auctioneers Association. I have
been an auctioneer for over 20 years.

I'm enclosing the auction notice that
appeared in the Port Huron Times Her-
ald for the K-Mart auction sale. This was
the second auction at K-Mart and we had
another successful auction, January 31,
1964. The store manager, Mr. Charles
Reed, and myself were the originators of
the K-Mart auctions. Every K-Mart store
in the nation had an auction January 31,
1964.

I'm also enclosing an advertisement of
the Yale Lions Club Auction to which I
donated my services and which was very
successful. I had a very good year in
1963, selling a great many auction sales,
including farms, businesses, houszhold

and many real estate auctions.
I sure enjoy reading The Auctioneer.
Keep up the good work.
Yours sincerely,
Freeman F. Glenn
Port Huron, Mich.
e e B

Dear Sir:

In your recent publication, “The Auc-
tioneer,”” I thoroughly enjoyed the ar-
ticle written by Col. John Fishdick of
Eagle River, Wisconsin, covering the
subject of charity auctions.

In fact, I wrote to Col. Fishdick to swap
ideas with him and from his letter would
say this is one gentleman who has a
wealth of auctioneering information. Hope
that he will favor your publications in the
future.

Very truly yours,

Roy I. Crain

Fort Smith, Ark.
Dear Col.

Please find enclosed $5.00 for the Boos-
ter Page. I enjoy reading ‘“The Auction-
eer’ so very much. Please keep it com-
ing.

Sincerely,
Roy Roberson
Grover City, Calif.

i %

-

Dear Col. Hart:

Enclosed you will find my remittance
for $10.00 covering my membership dues
and renewal to “The Auctioneer.” I hope
that our membership will gain more
ground in 1964 than it has in the past. I
am not very happy with our low number
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of members in Minnesota. I appreciate
the good work you are doing on behalt
of the auction profession.
Yours very truly,
Albert O. Maas
Millville, Minn.
Dear Bernie:

Enclosed you will find my dues for
1964. I am very sorry to be so late but
being fairly new at the auction profes-
sion my funds are somewhat limited. I do
hope that I am not so late that I will
miss a copy of ‘“The Auctioneer’”. You
might not believe it but I am so anxious
each month to get my copy that I am
really on edge at least ten days in ad-
vance.

My business before auctioneering was
printing — and you can take it from a
former printer, ‘“The Auctioneer’ 1s one
of the BEST LOOKING, BEST LAID OUT
trade magazines I have ever seen.

Yours truly,
Arthur J. Allen
Cuyahoga Falls, Ohio

. £ Ed

Dear Col. Hart:

Enclosed you will find a check for $10.00
for membership in the NAA for my auc-
tion partner, Elmer R. Cordsmeyer, Jr.,
Vichy, Mo.

I enjoy ‘“The Auctioneer’’ very much.

Yours truly,
Leonard A. Elrod
Vienna, Mo.

Dear Col.

I am enclosing a check for fifteen dol-
lars to cover my 1964 dues and to sup-
port our Booster Page. I am always glad
to receive ‘“The Auctioneer” as it is full of
very good reading material.

As ever,
Herman F. Welch
Downers Grove, Ill.

2 ® H S

Dear Bernie:

We are having a good year, not as
much snow as last year. Sales normal,
prices and attendance good.

Always look forward to the magazine.
Keep up the good work.

Respectfully yours,
John M. Glassman
Dowagiac, Mich.
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Dear Sir:

I appreciate your acceptance of my ap-
plication for membership in the Associ-
ation. It seems good to be working with
p2ople in the same field.

Have you any back copies of ‘“The Auc-
tioneer”” I may purchase from you?

Yours truly,
J. Smith
Port Credit, Ontario

$90,000 Realized In

Implement Auction

Charlotte, Mich. — One of the largest
auctions ever held in Eaton County was
the Wertz Implement Sales all-day event
which attracted more than 4,000 people to
Charlotte last Saturday and grossed more
than $90,000 in the sale of farm machi-
nery.

The all-day auction was called by two
auctioneers, Harold Dingman of Bellevue
and William J. Stanton, NAA member of
Vermontville, with one ready to proceed
with another item of merchandise as soon
as the other competed a sale.

Of the more than 300 items sold, top
price articles brought as much as $5,000,
and the highest price for a self-propelled
combine was $3,575. The auctioneers had
set the closing time of the sale at 3:30
p.m. and concluded five minutes ahead of
schedule. This meant that there was a
sale at approximately every minute dur-
ing the auction, which began at 9:30 a.m.
on the Charlotte fair grounds.

Buyers came from four states, includ-
ing Michigan, Indiana, Ohio and Illinois,
and from as far away as Traversz City,
Pinconning and the Thumb district of
Michigan. Some purchases had to be mo-
ved more than 200 miles. Duane Wertz
stated that as a result of the sale he
learned the names of 12 Michigan towns
he never knew existed.

The Eaton County Farm Bureau wo-
men, who operated the lunch stand for
the sale of hot coffee, milk, sandwiches
and chili, reported sales of more than
$600.

The sale was widely advertised with a
page adveritsement in the Republican-
Tribune and large sales bills were cir-
culated over a four-state area.
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Pennsylvanians Respond

For Record Convention

By HAROLD KELLER

It was a record turn-out for the Annual
Convention and Business Meeting of the
Pennsylvania Auctioneers Association at
Harrisburg, January 10th and 11th. Fol-
lowed by an instructive program it prov-
ed to me a most successful event.

Cols. Claude Smith and Clay Hess were
the first program participants, each ma-
king brief remarks about personal prop-
erty appraisals followed by a question
period. A few pointers taken from their
talks follow:

A. Be qualified or don’t take the ap-
praisal. For example, the average
auctioneer is not familiar with coins,
stamps, industrial equipment, etc.

. Make sure of ownership of items.

Appraise systematically, give full

description.

Don’t let heirs influence valuations.

. Charge a fair fee. Sometimes the

attorney sets the fee.

In Pennsylvania, real estate must be

appraised by a broker.

. Have your appraisal notorized and

sworn to.

Present a neat and professional look-

ing report.

I. Actual auction prices may be used

when sold within three months.

J. Use Blue Book for cars.

K. Be reliable. You may called in to

substantiate your figures in court.

Cols. Elmer Murray and J. Omer Lan-
dis, assisted by Roy Rossey, presented a
very appropriate skit on how a profes-
sional auctioneer and an amateur ap-
proaches his prospective client. This was
humerous as well as poignant.

Closing the Friday evening program
was the ‘“Auction Clinic’’ wherein an
open question and answer period for the
good of the auction profession was con-
ducted.

Saturday morning saw the call to order
by President, Russell Kehr. Minutes and
reports were read and approved. Pro-

T QW EY QW
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gress reports were presented by each of
the six Area Presidents. A memorial ser-
vice service was conducted for deceased
members. Committee reports were given
as weall as a report of the 1963 National
Auctioneers Convention, the latter by
Cols. Mervin Adams and Harold Keller.

Following a Group Luncheon new offi-
cers were elected. Elmer Murray, Lititz,
was elected President; Wylie S. Ritten-
house, Vanderbilt, Vice President; and
Harold K. Keller, Mount Joy, Secretary-
Treasurer.

President-elect Murray gave a chal-
lenging talk on Associations, reminding
this year has an extra day and suggesting
it be used in getting new members.

Closing event was the Banquet held at
the Capitol Motel with H. Grant Hurst
as guest speaker. His subject was, ‘“‘De-
veloping Your Sense of Humor.”’

THE LADIES AUXILIARY TO THE
NATIONAL AUCTIONEERS
ASSOCIATION

President
Mrs. Lewis Marks, Abingdon, III.

1st Vice President
Mrs. Albert Rankin, Alger, O.

2nd Vice President
Mrs. Walter Britten, College Station,
Texas
Secretary-Treasurer
Mrs. Harvey Baldwin, Denver, Colo.

Historian
Mrs. Ken Burrows, New Wilmington,
Pennsylvania

Directors

Mrs. Charles Corkle, Norfolk, Nebr.
Mrs. James Buckley, Shelbyville, Ind.
Mrs. Lou Stamblier, Honolulu, Hawaii

| Mrs. John L. Cummins, Cynthiana, Ky.
Mrs. Margaret Berry, West Newton, Pa.
Mrs. Al Boss, Carroll, lowa

Mrs. Owen Hall, Celina, Ohio

Mrs. David Tracy, Pavilion, N. Y.
Mrs. Clint Peterson, Webster City, la.
Mrs. Ernest Freund, Fond du Lac, Wis.
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Shown here are those who gathered for the Annual Convention and Business Meet-
ing of the Pennsylvania Auctioneers Association, held at the Penn Harris Hotel in Harris-
burg, January 10-11, 1964. Those with the asterisk (*) preceding their names are mem-
bers, the other guests. '

Top row (standing) left to right: *Marlin J. Reifein, *William Kraus, *“Henry Leid,
*Ammon Boyd, *Raymond Patterson, *Roy Ebersole, *Clyde Wolgemuth, *J Omar
Landis, *Blaine Rentzel, *John Lewis, *Wilbur Hosler, *Vernen Martin, “Ralph Horst,
“Kenneth Upperman, *Amos Detwiler, Sam Gray, *Ronald Chaffee, *Harlan Gundy,
*Harold Showalter, Zigmond Yobbagy, *Cecil Blair.

Second row (standing): *S. John Gray, *Clay Hess, “Eugene Derr, *Jake Spencer,
*Paul Martin, *Q. R. Chaffee, *C. Morrell Brown, *L. M. F. Hocker, *C. S. Detwiler,

Livestock Markets
Improved With Times
By C. 0. EMRICH

We in the livestock auction marketing
field take great pride in the strides that

nally known as ‘‘sale barns.”” These ‘‘sale
barns’ were little two by four places that
were commonly known as ‘‘trader’s
roosts’’ where one trader would try to
outsmart the other and many times where

farmers and ranchers were caught in the
middle.

have been made in our industry. Live-
stock auction markets grew up through
many long years of hard knocks.

They sprouted from what were origi-

These ‘‘sale barns’’ came into exist-
ence, however, because of a need for
some method of merchandising livestock
in each specific community.



IN UNITY THERE

IS STRENGTH

Dreibelbis, Richard D. Roan, Harold Leightley, Charles C. Roan, *Paul Gilbert, “Henry
Brooks, *Stuart Smith, Dick Crittenden, *John Ensminger, *“Woodrow Roth.

Third row (seated): *Lloyd Force, “San Lyons, *Harry Wimer, *John Schrock,
*Oliver Wright, Mrs. Harold Keller, Mrs. Elmer Murry, Mrs. Dick Crittenden, Mrs.
Cecil Blair, Mrs. Zigamond Yobbagy, Mrs. Vern Cotton, Mrs. Clay Hess, *Kenyon B.
Brown, Paul Wasson, Jr., *“William Boes, Leon W. Fraker, *Vern Cotton.

Front row (kneeling): *Wylie Rittenhouse (Vice President), *Harold K. Keller, (Sec-
retary-Treasurer), “Elmer Murray, (President), “Russell Kehr (Retiring President), *Lee

Pillsbury, *“Mervin Adams.

As it became more evident that the
auction method was a good way in which
to sell and buy livestock, it also became
more evident that it was necessary for
markets to get together and set up a
high code of business standards. This is
for the protection of buyers and sellers
on these markets. Within the past few
years this has been done.

A market that abides by this strict code
of business standards is now recognized
as a ‘“‘Certified Market.”” Certification of
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any given market means a great deal to
that market operator. In fact, there are
some markets that have already lost
their certification status because of a
laxity on the part of that particular mar-
ket operator in adhering to this code of
standards.

Operators of Certified Markets are
proud of their status and all prefer not to
be called ‘‘sale barns” because they
feel that the ‘“‘sale barn’” degrades the
type of a service that they now perform.
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In other words, selling livestock by auc-
tion now means good merchandising
through the auction methods. We prefer
to be called ‘“‘livestock auction markets”
or ‘“‘livestock market centers,” not ‘‘sale
barns.” (From Livestock Market Digest)

Editorial Praises
Kentucky President

The following is a reprint from THE
CENTRAL RECORD, a newspaper pub-
lished at Lancaster, Ky issue of Febru-
ary 13, 1964.

Colonel Cliff Ledford being named to
highest position for Kentucky Auctioneers
Tribute to his abilities.

As appeared in last week’s issue of the
Central Record and other of the state’s
daily newspapers before that, Colonel
Cliff Ledford was elected President of the
Kentucky Auctioneers Association at its
annual convention held at the Phoenix
Hotel in Lexington on February 1st. This
was not only a singular honor for Colonel
Ledford, but it is a feather in the cap for
the community to have the State-wide
president of the Auctioneers Association
from here.

During the time that Colonel Ledford
has carried on his business of real estate
and auctioneering with his headquarters
in Lancaster, he has become widely
known over the state and his services are
in demand over a wide area. He is gen-
erally recognized as one of the top auc-
tioneers of the state and the recognition
that he has received at the hands of this
fellow auctioneer of the state is testimo-
nial to his abilities in that field.

To engage successfully in the selling of
real estate requires a certain amount of
ability and business acumen, but success-
ful auctioneering is an art in a class to
itself. There are those who would aspire
to become outstanding auctioneers but
the knack to do it is not so easy to
come by. It is easier to imagine getting
on the stump and carrying off an auction
than it is to do it. Natural ability for
auctioneering is something that even
training will not impart into a student
of the business, and this natural ability is
something that nearly all the outstanding
followers of the trade possess.

With a natural flare for the trade, Col-
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onel Ledford, over the years of experi-
ence that he had had in the field of auc-
tioneering, has won the admiration of
fellow members of his craft. This 1s a
real tribute to his abilities on the stump
as there is no greater tribute than the
admiration of the members of a man’s
own trade. It has culminated into the
high position that the Colonel now enjoys
with his fellow auctioneers of Kentucky.

DEPENDS ON THE INDIVIDUAL

Sooner or later, a man, if he is wise,
discovers that life is a mixture of good
days and bad, victory and defeat, give
and take.

He learns that it doesn’t pay to be a
sensitive soul — that he should let some
things go over his head like water off a
duck’s back.

He learns that carrying a chip on his
shoulder is the easiest way to get into a
fight.

He learns that all men have burnt toast
for breakfast now and then and that he
should not take the other fellow’s grouch
too seriously.

He learns that even the humblest is a
human and that it doesn’t do any harm
to smile and say ‘‘good morning’’ even if
it 1s raining.

He learns that most of the other fellows
are as he is, that they have brains that
are as good as or even better, and that
hard work and not cleverness is the sec-
ret of success.

He learns that no man ever got to first
base alone and that it is only through co-
operative effort that we move on to
better things.

He learns that the folks are not any
harder to get along with in one place
than another, and that ‘‘getting along’’
depends about 98 per cent on his own be-
haviour.

He learns that it is more profitable to
take stock of himself than to blame some-
one else for his unfortunate experiences.
— Sleepy Eye (Minn.) Herald-Dispatch.

The well run trade association is the
best friend the small business man has. It
represents his foremost hope of survival
in a sea of bigness.—Emanuel Cellar,
Chairman, Judiciary Committee, House
of Representatives. |
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Purebred Livestock . .

Merchandising
Methods

(Reprinted from WESTERN LIVESTOCK JOURNAL, Pacific Slope Edition)

The Sale Manager. . .

By AUSTIN MOODY
Longmont, Colo.

I DO NOT believe there is any set rule
or pattern for one to follow when at-
tempting to merchandise a set of cattle,
either at purebred auction or at private
treaty. The main idea, of course, is to get
the job done — period. How — depends
on many factors, and each sale must be
considered separately.

If a particular set of cattle to be sold
is in an area where that breed is well
established, direct most of your efforts
toward impressing them with the quality
and usefulness of the cattle you are try-
ing to sell.

If you go the ‘“‘auction way’’ remember
that every single bid helps and you must
get all you can. Use all of the advertising
that your budget will stand . . . breed
publications, leading livestock publica-
tions, direct mail on a good mailing list,
radio, T.V. and local newspapers. It is
the duty and responsibility of any sale
manager to leave no ‘‘stone unturned”
in order to properly promote a set of
cattle for a breeder. Personal letters and
phone calls to prospective buyers are
quite effective depending, of course, on
how highly the promoter is regarded,
how well he knows their herd, their finan-
cial situation, their needs, and also the
herd he is promoting.

In private treaty sales, it is very impor-
tant that the promoter know the quality
and breeding of the cattle he is trying to
sell. He must know, equally well, the
needs and requirements of the breeder or
new prospect who is buying. Satisfied
customers are the only kind. A sale man-
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ager must see to it that he does not over-
sell anyone, yet, for the good of the
breed and for the benefit of the man he
is representing, he must continually try
to obtain ‘“‘top dollar” for the quality
cattle.

When trying to promote cattle in an
area that is dominated by another breed,
you really have a ‘‘greener field” provi-
ding you have quality cattle to sell.

It is much easier to do a good selling
job for a breeder who constantly keeps
his name in front of the public, either by
a well-planned advertising program, or
by a combination of advertising, showing,
and attending the major breed functions
In his area. However, no sale manager
can do the job alone. He needs the full
cooperation of the owner, the herdsmen,
breed association man, and the various
publication fieldmen who work the area in
which he is selling.

While talking about ‘“‘working force,”
we must mention one of the most import-
ant members of all . . . the auctioneer.
He should be very familiar with the
breed. In fact, I think he is most effective
if he only sells one breed. He must be
a man of great integrity and with the
ability to ‘“‘dig in”’ when the going gets
tough. Above all, he must know values
and be able to quickly appraise the worth
of an animal as it walks into the ring.

A sale manager should assume respon-
ability for all arrangements surrounding
the sale. In addition to advertising, al-
ready mentioned, there are such items as
herd health, brand inspection, transporta-
tion of the cattle before and after the
sale, luncheon arrangements and, if the
owner desires, a pre-sale get-together.
The sale manager must also arrange for
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a sale tent or pavilion, heat, adequate fire
protection and insurance coverage, suffi-
cient labor on sale day, along with proper
presentation of the cattle to be sold. Du-
ring the sale well-qualified clerks are
needed. Following the sale, the sale man-
ager assumes the responsibity for getting
the registration certificates transferred
to their new owners.

Quite often, certain problems develop
relative to the breeding guarantee in a
catalog and the sale manager must act
as a meditator to fairly and impartially
advise each party to bring about a settle-
ment that is satisfactory to both.

A point that must be remembered . . .
sale managers are only human, not “mir-
acle men” and seldom do they perform
miracles.

The Auctioneer . . .

By HOWARD BROWN
Woodland, Calif.

THE familiar figure of the auctioneer
has graced the pages of world history for
centuries.

In the U. S. the chant-crier’s bid-calling
image has long been associated with rur-
al America, a glib-talking fellow who
knew everyone and was known by every-
one . . . a man who wrung every last
penny’s worth of value out of every item
put up for sale.

That kind of auction is still held, but it
is a far cry, indeed, from the purebred
livestock auctions of the West which have
become popular and accepted business
institutions where businessmen trade
dollars for . . . the finest breeding stock
in the land.

Although many changes have been
made in the methods of selling livestock
at auction, the basic principle remains
the same . . . the concentration of compe-
titive buying power.

Purebred (and commercial) livestock
auctions are big business . . . everyone
concerned with ‘‘getting a businesslike
job done’’ for the man who sells and the
man who buys. Records will show that
nearly every top-priced breeding animal
attained its selling-price distinction at
auction.

Breed associations are auction enthu-
siasts, feeling that the romance and
crowd-appeal of a purebred auction helps
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promote their respective breeds. And, it’s
true, because with few exceptions a pure-
bred livestock auction display the breed’s
best before a large and discriminating
audience of spectator’s, by-standers and
buyers. The livestock show, for example,
is climaxed by an auction sale. Witness
the sale of the grand champion steer at
the Chicago International Livestock Ex-
position which is carried on nationwide
television, or the sale of the top Angus
breeding bull at the International, or the
champion sale bull at Denver’s National
Western.

Many auctioneers like to specialize In
one breed of livestock, feeling that by
concentrating on one breed or Kkind of
livestock it facilitates the accumulation of
knowledge. And the more you know about
a breed, the easier it is to establish val-
ues, and establishment of values is one of
the uppermost talents to an auctioneer’s
success.

A competent auctioneer who makes a
study of the breed, pedigree, and per-
formance; and who keeps himself thor-
oughly informed on the changes and
trends is an indispensible asset when it
comes to merchandising purebred live-
stock at auction. And when ‘‘the going
gets tough” his knowledge can transform
what may have been a miserable mer-
chandising venture into a selling success.

It’s a fascinating business. A business
that will grow as long as breed=rs and
producers of quality livestock want that
“top dollar’”’ reward commensurate with
the quality of their product. And this, in
the final analysis, is the ultimate aim of
every competent livestock auctioneer.

The reason people pass one store
To patronize another store
Is not becaause another place
Has better silks or better lace,
Or special prices, but it lies
In pleasant words and smiling eyes.
The only reason I believe
Is in the treatment folks receive.

WANTED

Auctioneering recordings for
teaching purposes.

CARL HARVEY

1010 East, 5700 South
Salt Lake City, Utah
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Auctioneer Winner Of

Young Farmer Award

Mound City, S. D. — Willis Hanson, 31,
of Mound City, has been named the out-
standing young farmer in this area by
the Mobridge Jaycees and will go to Hu-
ron for competition in the state OYF pro-
gram <Saturday, according to Helmuth
Beck, Jaycee chairman.

Hanson has been in the farming and
ranching business since 1953. He started
then with 1,040 acres and has expanded
his operation to 7,040 acres, mostly range
land. He feeds hundreds of cattle for mar-
ket each year and has several hundred
head in feed lots at the present time.

All of his cattle are vaccinated, sprayed
and his purebred Herefords are culled
each year. He also raises hogs, registered
quarter horses and Appaloosa horses and
shows his horses throughout the stat-.

Hanson practices diversified farming
and has experimented in contour and
strip farming and using fertilizer and has
grass waterways for soil conservation.

He is also an auctioneer and spends
about one-third of each year traveling and
auctioneering at sales throughout the cen-
tral United States. He also operates an
insurance business in Mound City. He is

president of S. D. Auctioneers Association
and a member of the National Auction-
eers Association.

Hanson, is active in 4-H club animal
husbandry work and helps members in
the selection of stock, proper feeding and
livestock judging. He is a member of the
American Polled Hereford Association,
American Quarter Horse Association, Ma-
sonic Lodge, a member of his church
council and past president of the Mound
City Business Men’s Club, which he was
instrumental in organizing.

He and his wife, Ruby, have four chil-
dren, Wanda, Todd Scot and Jess.

The state program is sponsored by the
South Dakota Jaycees and the South Da-
kota Bankers Ass’n.

Feeder Calf Sales

Onio farmers, working together in eight
area marketing groups, marketed over
1%, million dollars worth of feeder calves
in the fall of 1963. This figure represented
14,257 animals sold in 16 special feeder
calf sales, according to Charles Ingra-
ham, Ohio State University Extension
specialist in livestock marketing.

A CHINESE POEM

Nice night in June. Stars shine — big
moon.

In park on bench, with girl in clinch,

Me say ‘“Me love,” She coo like dove.

Me smart — me fast. Never let chance
pass.

Get hitch? me say. She say ‘“0.K.”

Wedding bells ring-ring. Honeymoon —
everything.

Married life; happy man, happy wife.

Another night in June. Stars shine —big
moon.

Ain’t happy no more. Carry baby —
walk floor.

Wife mad. Me mad. She fuss. Me cuss.

Life one big spat — nagging wifz, bawl-
ing brat;

M: realize at last m= too darn fast.

Author Unknown

Education is what you have l:=ft over
when you subtract what you’ve forgotten
from what you learned.—Hartford Times-
Press.
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Directory of State Auctioneers Associations

Arkansas Auctioneers Association

President: Buddy Shoffner, Newport
Secretary: Milo Beck, Rogers

Colorado Auctioneers Association

President: Fred J. Ramaker,
1724 S. Emerson St., Denver

Secretary: Reuben J. Stroh,
133 East Fourth St., Loveland

Idaho Auctioneers Association

President: Delbert Alexander, Castleford
Secretary: Irvin Eilers, Kimberly

Illinois State Auctioneers Association

President: Charles P. Dunning,

416 Dundee Ave., Elgin
Secretary: Edward E. Bilbruck,

38 S. Dearborn St., Chicago

Indiana Avctioneers Association

President: D. D. Meyer, P. O. Box 744,
Vincennes

Secretary: Dean Kruse,
211 N. Cedar St., Auburn

Towa State Auctioneers Association

President: Leland Dudley, Chapin
Secretary. Lennis W. Bloomquist,
RFD 2, Pocahontas

Kansas Auctioneers Association

President: Paul A. Hurst, Valley Falls
Secretary: Richard M. Brewer, Mt. Hope

Kentucky Auctioneers Association

President: W. C. Ledford, 99 Stanford St.,
Lancaster

Secretary: E. I. Thompson, 144 Market St.,
Lexington

Maine Auctioneers Association

President: Gardner R. Morrill, Harrison
Secretary: Wayne B. Dow, 14 Southern Ave.,
Augusta

Auctioneers Association of Maryland
President: A. J. Billig,
16 E. Fayette, Baltimore 2

Secretary: Bill Fox,
American Bldg., Baltimore 2

Massachusetts Auctioneers Association

President: Phil Goldstein,
132 Russett Rd., Boston 32
Secretary: John Hilditch, Southville

Michigan Auctioneers Association
President: Glenn Casey,
702 E. Grand River, Williamston

Secretary. Richard Brodie,
32681 Mackenzie, Garden City

Missouri State Auctioneers Association

President: Russell Feeback, Belton
Secretary: Roger Hollrah,
2795 Zumbehl Rd., St. Charles

Montana Auctioneers Association

President: R. J. Thomas,

1709 Mariposa Lane, Billings
: W. J. Hagen,

Box 1458, Billings

Secretary
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Nebraska Auctioneers Association

President: Frank Diercks, Gordon
Secretary: Gene Lenhart, Gordon

New Hampshire Auctioneers Association
President: Harold Buckman, Ashland

Secretary: George E. Michael,
78 Wakefield St., Rochester

New Jersey State Society of Auctioneers

President: Elwood Heller,
5 Heller Dr., Somerville
Secretary: Ralph S. Day,
183 Broad Ave., Leonia

New York State Auctioneers Association
President: Harold Spoor,
29 Oswego St., Baldwinsville
Secretary: Donald W. Maloney,
518 University Bldg., Syracuse 2

North Dakota Auctioneers Association

President: Robert (Bob) Penfield, Bowman
Secretary: Wilbert Kroh,
1813—Ave. D East, Bismarck

Ohio Association of Auctioneers
Presidnet: Herb Bambeck, R.R. 1, Dover

Secretary: Newton E. Dilgard, R.R. 1,
Ashland

Oklahoma State Auctioneers Association

President: Ed Vierheller
Route 2, Claremore
Secretary: Bryan Blew
Box 203, Cherokee

Pennsylvania Auctioneers Association

President: Elmer Murry, R.D. 2, Lititz
Secretary: Harold Keller, 268 Marietta Ave.,
Mt. Joy

South Dakota Auctioneers Association

President: Willis O. Hanson, Mound City
Secretary: Reginald R. Oakley,
Box 222. Silver City

Tennessee Auctioneers Association

President: G. S. Gordon,

637 N. Main St., Shelbyville
Secretary: E. B. Fulkerson,
Rt. 4, Jonesboro

Texas Auctioneers Association

President: Russell deCordova,
712 Contour Dr.,
Secretary: W. M. Bell, Llano

Mexia

West Virginia Auctioneers Association
President: H. C. Staats,
1243 Oakhurst Dr., Charleston
Secretary: Wilson E. Woods,
Webster Springs

Virginia Auctioneers Association

President: D. E. Bumpass, Mineral
Secretary: Dennis Ownby,
1301 Hermitage Rd.,
Richmond 20

Association of Wisconsin -Auctioneers

President: E. G. Kuefner, R.R. 1, Hartford
Secretary: Joseph H. Donahoe,
706 Harriet St., Darlington
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THE LIGHTER SIDE . ..

TV VIEWING
Married man to good looking bachelor:
““How In the world have you stayed single
so long?”’
Bachelor: “It’s easy. Every time 1
look at TV I know at least 180,000,000 wo-
men are anemic, have stringy hair, large

pores, are overweight and have rough
hands!”’

SUNDAY BEST

An old man came lumbering into town
in a Model T and was promptly hailed by
an officer who told him he was under
arrest.

“Under arrest?”’ the old man said,
“why, I haven’t done anything. I tried
to obey all the traffic laws.”

Then the officer said, “Yes, but you
haven’t got your dimmers on.”

After looking himself over very care-
fully, the old man replied, “Well, I put on
everything the old woman laid out.”

CHOOSEY

The president of the company called in
his office manager and thrust a letter
under his nose.

“Look at that! I thought I told you to
engage my new secretary on the basis
of her grammar!”’

The office manager looked startled.
“Grammar? I thought you said glam-
our!”’

USE WITH CAUTION

A committee appointed by a magazine
to study the question of how best to
hold a wife wrote a selected list of hus-
bands. The only reply received was from
a Michigan prison. It stated briefly: “I
found the best way was around the
neck, but it should not be overdone.
Please note the change of address”.

TOP SECURITY
A minister’s new secretary, who had
formerly worked at the Pentagon, set
about reorganizing the minister’s filing
system.
She labeled one drawer ‘‘sacred’” and
the other ‘“top sacred’’.
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- 20-50 CHANCE

One Sunday as the preacher of a Ne-
gro church started home, he was met by
one of his white friends who manifested
an Interest in his church. The white
friend asked how many members he had.

“I’se got fifty,” came the reply, “‘an’
every one of dem is active.”

“You mean that every member of your
church is active?” the friend asked.
“That certainly speaks well for you.”

“Well, I don’t know so much ’bout dat,”
the preacher said. “You see, dey is ac-
tive, but twenty-five is workin’ fer me ’an
twenty-five is workin ’g’inst me.”

THE THIRD PARTY
A woman wrote to a daily newspaper
from a very lonely spot in Alaska:
“My sister and I aren’t exactly lonely
up here because we have each other to

talk to. But we need another woman to
talk about’’.

HUSH HUSH

Auto man was relating how everything
was kept under cover at the top echelon
of his company.

He’d drop in to see his boss and say:

‘““Hear so-and-so is leaving this week.”

“Who told you that?’’ his boss shot
back. ‘““Only three of us were supposed to
know.”’ |

“Well,” he told his boss, ‘‘now five of
us know. You three, me and the guy who
runs the freight elevator. He told me.”

Who keeps secrets?

AMUSEMENT

Grandma Jones had lived alone for
many, many years. She seldom ventured
farther than her front gate and that was
only to get the mail. She seemed, how-
ever, to enjoy her life of solitude.

“But how do you stand the everlasting
silence, Grandma?’”’ asked one of her
neighbors.

Grandma looked fondly at two Kittens
that were playing with a ball of twine on
the floor. ‘‘Oh,” she said, ‘“when it gets
so quiet I can’t stand it any longer, I just
kick hell out of one of the cats”.



IN UNITY THERE

IS STRENGTH

QUALIFIED ANSWER

The head of a television network who
was having trouble with his program de-
partment called in his executives for a
lecture:

“Look,” he said, “you guys have got
to get on the ball. That’s all there is to it.
If we have any bottlenecks around here,
I want to get rid of them, and get rid of
them immediately. Now, who has any
suggestions?”’

From the rear of the conference room a
Junior executive piped up. ‘““Sir,” he said,
“I've had some experience with bottles,
and from that experience I can tell you,
the necks are always at the top!”

RULES — AND RULES
My husband has the strictest rule that
I can’t read in bed.

That 1s he did until I learned a lamp
shade fits his head.

INHERITED
Did you know that having children is
hereditary? ‘“No. Why?” Why?” Well, if
your father and mother didn’t have any
children, you wouldn’t either.

PREPAREDNESS

A young pastor came running out of a
church one afternoon flushed with ex-
citement. To the veteran pastor in charge
he said: ‘“You won’t believe this — 1
know you won’t — but the Good Lord is
sitting in our very church right now!”’

The old pastor smiled tolerantly.
“You’ve been working too hard,”’ he said.
“You need a rest.”

“No, sir,” the young assistant pressed
on, “‘it’s true. Come see for yourself.”
Sure enough, there was the Good Lord
in the front pew.

The young fellow turned to the pastor
and said, ‘“What’ll we do?”’

Said the pastor softly, “Look busy,
man! Look busy!”

COULD BE AN AUCTIONEER

Scotsman: ‘“My lad are you to be my
caddie?”’

Caddie: “‘Yes, sir.”

Scotsman: ‘“And how are you at find-
ing lost balls?”’

Caddie: ‘““Very good sir.”

Scotsman: ‘“Well, look around and find
a ball and we’ll start the game.”
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CONFUSION

During a wild ‘“Dollar-Day”’ Sale, a
salesgirl was trying desperately to fill
out a sales slip for a customer.

“Your name please?”’

“Mrs. Henry Porter.”

“Your address.”

““4412 Euclid Street.”

The salesgirl took a deep breath looked
around the store and said, ‘“It’s a mad-
house, isn’t it?”’

“No,” the woman replied, ‘it’s an
apartment.’

TRANSPORATION PROBLEM

In Washington, nearly everybody works.
One exception, is a dignified gentleman
who spends most of his days on the front
porch of his home.
d'c? curious woman asked him what he

id.

“I’'m a go-getter’’, he replied.

The next question is obvious, but the
answer wasn’t.

“My wife works — and I go get her”.

ENCORE
A band director, asked why he named
his new baby ‘‘Encore’” explained, ‘“Well,

to tell the truth, he wasn’t scheduled on
the program”’.

NO RUNNERS-UP

The usually sour-faced Boss smiled at
the salesmen he had summoned into his
office for a meeting.

“Gentlemen,”’ he said, “I’ve called you
in today to announce a sales contest
which will start immediately and which I
will personally supervise.”

There was an excited murmur from
the assembled salesmen and an eager
voice from the rear called out: ‘“What
does the winner get sir?”’

“The winner,” announced the Boss,
‘““gets to keep his job.”

OH, THAT ONE!

The teenage miss was writing a letter.
Suddenly she looked up and spoke to her
mother. ‘“Mom, what was the name of
that boy I met when we were away on
vacation?”’

“Which one, dear?”

“Oh, you know,” responded the young
lady impatiently. ‘“The one I couldn’t live
without.”

=y
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IOWA SCHOOL OF
AUCTIONEERING

Ames, Iowa

Enrollment limited. Terms the first
two weeks of March, June, August
and December. Free Catalog.

FELLER’S
AUCTIONEERING COLLEGE

Where the newest and most suc-
cessful methods of auctioneering are
taught.

255 South Schuyler, Kankakee, Ill.

NATIONAL l

AUCTION INSTITUTE
College Station, Texas

The School of Distinction

FLEARN AUCTIONEERING |

Two week term, or home study.

Nationally recognized, diploma.
Free Catalog!

MISSOURI AUCTION SCHOOL

1330 Linwood Kansas City 9-X43, Mo.

ATTENTION
AUCTIONEERS

Be A Real Estate Broker
Or Salesman
The Kansas City Realty School
is selling our regular $89.50 Home
Study Courses, consisting of twenty
lessons each, as a one package deal
with no diploma or grading for
$12.95, while they last.
Mail your check or money order
today.
COL. GEORGE A. MANN, Owner
15500 E. 24 Highway

Independence, Missouri
(Mann Auction & Realty Co., Since 1919)
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PERSONALIZED

Business Forms Add Prestige,
Get New Business.

Get our prices on all types of per-
sonalized business forms in snap-
out carbon form as well as checks,
sales books and Auction Contracts.

BERNARD HART
803 S. Columbia St., Frankfort, Ind.

MOUNTAIN STATES
AUCTION COLLEGE
Box 474
Cheyenne, Wyoming

Each class limited.

Individual instruction stressed.

Write for details.

Learn Auctioneering

At Home

Nelson Auction

School

16800 Whitcomb
Detroit 35, Michigan

Home Study Course ........ $37.50
(With Recordings)

Residential Classes ........ $87.50

555 Auction Sayings .......... $2.00

Classes Begin SECOND

MONDAY of April; June;
September and December
EVERY YEAR!

Nationally Recognized School



Your Posterier end won’t
be numb, but your head

and heart will be in the
Auction business, at

WESTERN COLLEGE
OF AUCTIONEERING

In a two week term, equal to
College Semester in hours used.

You will be on your feet for
60 some hours of bid calling
practice.

| _ 14 Instructors assist you. Night
A Thirty Man class, working on a Live- and Day. . gh

stock Market, exercise on Blackboard.

All Classes limited to thirty men. You are an individual here, not a number.
Diploma issued if you qualify.

We do not need more Auction Schools, but more Qualified Auctioneers. Tuition
is based on what we can do for you. Tuition, including room and board, is $350.00.
Compare to a College semester, and realize you can make money after one
term here.

WRITE TODAY, TO

Western College of Auctioneering
Box 1458, Billings, Montana (Established 1948)

Six Reasons Why People Join Professional

And Trade Associations

1. They want to improve the industry and their own
business methods.

They believe in the association and its objectives.

They want to use the services of the organization.
They appreciate contacts and companionship.
They want to be informed on trade matters.
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They want to work with competitors on mutual prob-
lems.

Those who do not join evidently
do not possess the above desires.



Why Lose Out on the '\

Profitable deals won’t wait for anyone. They must be cashed in on fast. . .
or they’re usually gone. But you don’t have to pass up promotions because
you lack the finances or facilities. Do as so many of your fellow auction-
eers are doing. Turn over your leads to us for negotiating mutually
profitable arrangements. You’ll expand your operation. . .and your income!

There’s no work on your part. Just telephone us, at our expense,
whenever you hear of a plant or commercial enterprise that has ceased
operation or is up for sale. Give us full particulars. We’ll purchase the |
plant or sign it up for an auction sale...and pay you well for your lead. |
Our service is at your service!

LEADS$ MEAN DEALS LET'S WORK TOGETHER!

DETROIT OFFICE
1160 National

CHICAGO OFFICE

* WE MAKE CAPITAL OF IDLE ASSETS

38 S. Dearborn St.
STate 2-5908

LT

AUCTIiONEERS = LIQUIDATORS « APPRAISERS .

WOodward 1-0969

IENTERNITZ £ CO. Bank Bldg,
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