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Auctioneer Hat
Stetson ‘“Wisp”

New Hats Well Received in Boston!

The annual convention in Boston is now history.
Those not in attendance missed a really spectacular con-
vention. As we told you we tried several new items and
found what would sell and what would not. Our regular
auctioneer hat line held up good and we sold many of
the beautiful Silver Belly Felt hats as pictured above as
well as a good supply of our Milan Straws in brim width:
2V8', 2%’ and 25%".

Our White Panama went over so good that someone
stole our sample. It comes with 2¥2"" brim.

What really took the day was the new Stetson “Wisp”,
pictured above. It is western in style, silver belly in color
and is a real nice hat. The Marlboro and Stampede did
not go over; therefore we are not adding either of these.
The T-shirts were so-so: the beautiful Car Coats, with
orlon collars, went over big and we are adding the Putty
Colored Car Coat to the line.

The monogrammed jump suits did not do anything;

nor did the over-the-calf sox with the NAA emblem on
them. The baseball-type caps did not do anything either.

Our sterling silver gold-plated gavel tie tacs, with man
made diamonds, did quite well as did the sterling silver
gold plated plain gavel tie tacs. Listed below is now what
we have. We are expecting a price increase on all our
hats before the first of the year so order yours today!

Felt Silver Belly Hats ... . $22.50
White Panama ... 16.95
Milan Straw (light tan) ... R L R 14.95
London Fog-type Jackets with

NAA Emblem (assorted colors) .................._. FR— 21.00
WISP (Western Hat) ... .. . 37.00
4-Color NAA Emblem ... ... . 3.00
S. S. Gold Plated Tie Tack

with .50 man-made diamond ... .. . . . ... 50.00
S. S. Gold Plated Tie Tack

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

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

Deer and Pig Skin Gloves ...._............ ... $16.00 and $18.00
Plus — 4% Sales Tax

We now have a catalog — will send upon request.

Col. W. Craig Lawing

Tel.: Office: 704 399-6372; Home: 704 399-3260

5521 Belhaven Blvd., Charlotte, NC 28216

The biggest
auction mart 1n

Mid-America

1S a newspaper—

Every Sunday, Auction Mart gives our 2.6 million

readers a preview of upcoming auctions. And our readers
respond to the sales. That's why auction advertisers from

all over the country (and overseas) placed 1,463 ads
totaling over 154,200 lines of advertising in the Tribune’s
Auction Mart in the first seven months of 1978. In fact,
of all the auction/bid advertising placed in the two
metropolitan dailies, 87.8% ran in the Chicago Tribune

We're also the fourth largest newspaper in the country.
Our Sunday circulation is 1,155,572. And 100,078

Tumtothe
Chicano

copies are distributed nationally. If you've got an auction
coming up, keep in mind the biggest auction mart in
Mid-America: the Chicago Tribune. For more information,
call Mary Beth Howard at 312/222-4493 or Charles Shan-
ley at 312/222-4042. Order deadline: Wednesday, 3 P.M.

Source: The Scarborough Report/Chicago 1978, Sunday single issue.
Chicago Newspaper Classified Advertising.

Ads and Lines Report, first seven months, 1978.

ABC Publisher's Statement, Period ending March, 1977.

Jribune



Wherever | go, during my travels as NAA Presi-
dent, | am constantly amazed at and by the continued
interest being shown by the public in the auction
method of selling real and personal property. The
public — both buyers and sellers — have finally
learned how important the auctioneers are to the
marketing process.

Wherever | go read the local newspapers and
always check to see where the auctions are; who the
auctioneers are; and if they are members of the Na-
tional Auctioneers Association. Unfortunately, many
times | see NAA members advertise but fail to ident-
ify themselves as members of the National Auction-
eers Association or their state auctioneers associa-
tion.

| urge you to use your NAA affiliation to good ad-
vantage — people look to the associations for guar-
antees of good ethical business practices and be-
longing to your National and state associations as-
sures them that you are interested in ethics and good
business practices. The word ‘‘association” Is sy-
nonomous with ““progress’ to many.

The National Auctioneers Association has be-
come aware of the need to provide services to the
auctioneer — the NAA member. The NAA board of
directors has become a vital source of the progress
in our auction businesses.

The programs being sponsored by our NAA
board of today are the continuation of the decisions
made by your board in recent years. These de-
cisions have offered NAA members our educational
programs (seminars and the CAIl sponsorship) and
created a demand in our current board of directors
to constantly review the programs to increase the
services needed by the NAA membership.

Your NAA board of directors is working this
year. Immediately following the 1978 Boston conven-
tion, the 1979 Denver Convention Committee (Colo-
rado Auctioneers Association) met with me, 1st Vice
President Chuck Cumberlin, Executive Director Har-
vey McCray and NAA Director Rex Newcom to deter-
mine the program for the 1979 Convention, which will
be held in Denver. Rex and his Kansas Association
members have agreed to help Chuck and the Colo-
rado auctioneers in conducting the Fun Auction at
the 1979 Convention.

January, 1979

Auction Interest Continues to Increase;
NAA’s Programs Trying to Match Growth
By Constant Review by Board of Directors

The Denver Convention program iIs being
planned to match the activities of the past, but to im-
prove on some of the scheduling which has created
concern by many. Our conventions have become so
well attended that it is hard to crowd in all of the
activities into the time allocated for the program.
The NAA board is working on the problem, however.

The board also has been concerned about some
of the other programs, which are in need of attention.
Though the word ‘“‘association’ is synonomous with
“progress’’, it also is synonomous with the word “‘ser-
vice’’. Service to the membership Is the primary re-
sponsibility of the association and the NAA board is
anare of that responsibility.

Already, in the fall, two committees have met in
Lincoln to review our programs and legal documents
to see if improvements can be made and/or if we can
be satisfied with our organization as it currently
exists.

As an example of the board’s dedication, a com-
mittee was formed and approved by the board to de-
termine if there is a need to add another staff mem-
ber to our National Office who will serve in the ca-
pacity as a Director of Association Services. The
committee, including Executive Director Harvey
McCray; Ist Vice President Chuck Cumberlin; Direc-
tor (and past president) Terry Dunning and Director
Rex Newcom, met to determine if the new employee
is needed. The method used to determine the need
was to write a Job Description for the position and
compare it with the services currently being offered
by the NAA Office and Executive Director McCray
and his current staff.

The NAA board of directors will either accept or
reject the committee’s recommendations at the Jan-
uary 31-February 1, 1979, meeting. The review will
help the board determine which services are now
being offered and how they currently are being ad-
ministered.

Following the meeting of the Job Description
Committee, NAA Treasurer Dean Fleming joined the
committee to become the By-Laws Review and Study
Committee, which was formed to determine if the
current NAA By Laws provides the necessary pro-

Continued on page 5
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THE AUCTIONEER

JANUARY, 1979

THE AUCTIONEER magazine is the official publication of the
National Auctioners Association and is published monthly with
the exception that an August issue is not published (11 issues
annually). THE AUCTIONEER magazine is pubilshed as a means
of exchanging ideas that will serve to promote the auctioneer

and the auction method of selling.

The editor reserves the right to accept or reject any material
submitted for publication. Subscriptions are available to non-
auctioneers only. Auctioneers, who are not members of the
National Auctioneers Association, may not subscribe to THE

AUCTIONEER magazine.

Editorial and Advertising copy must be received in the NAA
Office on or before the 10th day of the month preceding date
of issue. New Advertisers must submit payment in advance
(with copy) before advertising can be accepted (see rate

schedule below).

Single copies: $1.00 each. Annual subscription rate (thru July,
1977, issue) — $6.00 (11 issues); as of September, 1977, issue

$7.50.

Editorial and Executive Offices of the National Auctioneers
Association is 135 Lakewood Drive, Lincoln, Nebraska (NE)

68510. Phone: 402 489-9356.

Harvey L. McCray, Editor and Executive Director
Mrs. Cheryl Griffith, Office Secretary

Mrs. Helen Witters, Office Secretary

Mrs. Kim Cunningham, Office Secretary

Advertising Rate Schedule — THE AUCTIONEER MAGAZINE

1. THE AUCTIONEER Magazine is the official publication of the National Auctioneers
Association and is published monthly with the exception of the month of August,
the month in which a magazine is not published. Eleven issues are published
annually. THE AUCTIONEER Magazine is published as a means of exchanging
ideas that will serve to promote the auctioneer and the auction method of selling.

2. ADVERTISING RATES: One (1) Time Six (6) Times Eleven (11) Times
Full Page .. ... ... ... ... .. $125.00 $120.00 $115.00
Half Page .. . ... ... 62.50 60.00 57.50
Quarter Page . ... ... 31.25 30.00 28.75

Column Inch: $7.00 per column inch — column is 21 picas wide (3'2 inches).

(a) Color Rates: Two colors (black and issue color) are available only upon
consultation with editor. Cover pages also available only after consultation
with editor if and when cover (outside back and inside front and back) pages
are available. Add 25 % to above rates if second color authorized by editor.

(b) Short Rate and Rebate: Rates are based on the number of insertions in a 11-
month period. Short rates will be charged if a contract is terminated pre-
maturely.

(c) Rate Change: The editor reserves the right to revise all rates quoted herein
upon sixty (60) days written notice to holders of contracts. If a rate revision
is made and not accepted by the advertiser, the advertiser may cancel his
contract.

NEW ADVERTISERS: Submit payment in advance (with copy) before advertising

will be accepted.

3. AGENCY COMMISSION: Agencies must add amount of commission to stated
rates above and collect from advertiser.

4. COPY AND CONTRACT REGULATIONS: The editor reserves the right to reject
any advertisement. No cancellations accepted after closing date (see item 6.).
If advertising is discontinued before completion of contract, short rates for space
will apply.

5. MECHANICAL REQUIREMENTS: Printed offset. Trim size: 8% by 11 inches.
Number of columns: two (21 picas wide columns). Binding method: saddle
stitched. Colors available: black on white and upon consultation with editor,
second, or issue color.

Dimensions for ad space: Full page — 7% by 9% inches: Half page — 7%a by

4% inches; Quarter page — 3%2 by 4% inches or 7%a by 2Va inches.

6. ISSUE AND CLOSING DATES: Published monthly with the exception that an Au-
gust issue is not published (11 issues annually). Issued on the first of the publi-
cation month. Deadline for ad copy is the 10th of the month preceding publica-
tion date.

Submit all advertising to: The National Auctioneers Association, 135 Lakewood

Drive, Lincoln, NE 68510. Phone: 402 489-9356.
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NAA Meetings Schedule

Scheduling has been approved by the NAA board of
directors and the following NAA Conventions have been
announced by the board for future years.

NAA Convention Sites
1979 — Denver Hilton Hotel, July 11-14, Denver, Colo-

rado

1980 — Opryland Hotel, July 30-August 2, Nashville,
Tennessee

1981 — Las Vegas Hilton Hotel, July 22-25, Las Vegas,
Nevada

1982 — Hilton Hotel, July 28-31, Atlanta, Georgia
1979 NAA Seminars

January 29-30-31 — Flamingo Hilton, Las Vegas, Nevada
February 19-20-21 — Opryland Hotel, Nashville, Ten-
nessee

National Avuctioneers Association

1978-79 Officers

President — Harvey C. Lambright, 112 N. Detroit Street,
LaGrange, Indiana 46761. Bus. Phone: 219 463-2012

1st Vice President — Charles E. “Chuck’” Cumberlin, P.O. Box
248, Brush, Colorado 80723. Bus. Phone: 303 842-2822

2nd Vice President — Archie D. Moody, P.O. Box 795, Darling-
ton, South Carolina 29532. Bus. Phone: 803 393-0431

Executive Director — Harvey L. McCray, 135 Lakewood Drive,
Lincoln, Nebraska 68510. Bus. Phone: 402 489-9356

Treasurer — Dean W. Fleming, Atkinson, Nebraska 68713. Bus.
Phone: 402 925-2801

Directors

Terms Expiring 1981

Martin E. Higgenbotham, 1702 Edgewood Drive, Lakeland, Flo-
rida 33803. Bus. Phone: 813 688-6094

Frank E. Bass, 501 1st Avenue South, Lewistown, Montana
59457. Bus. Phone: 406 538-8709

James W. Heike, 104 W. Main St., Mondovi, Wisconsin 54755.
Bus. Phone: 715 926-5340

H. Layton Laws, Jr., P.O. Box 675, Manassas, Virginia 22110.
Bus. Phone: 703 361-3148

Robert E. Musser, RFD 1 Box 1900, Cody, Wyoming 82414.
Bus. Phone: 307 587-2131

Terms Expiring 1980

Lyle H. Erickson, Box 239, Cresco, lowa 52136. Bus. Phone: 319
547-3700

Herbert A. Bambeck, Route 1, Box 392, Dover, Ohio 44622.
Bus. Phone: 216 343-1437

William L. Gaule, 909 W. Walnut, Chatham, Illinois 62629.
Bus. Phone: 217 483-2484

Rex B. Newcom, Box 458, Whitewater, Kansas 67154. Bus.
Phone: 316 799-2278

William J. “Bill” Wade, Route 2, Box 302, McKinney, Texas
75069. Bus. Phone: 214 424-2602

Terms Expiring 1979

C. P. “Terry” Dunning, P.O. Box 866, Elgin, lllinois 60120. Bus.
Phone: 312 741-3483

Wayne Ediger, 131 Hillcrest Dr., Belle Plaine, Minnesota 56011.
Bus. Phone: 612 873-2292

William J. Josko, 3482 Post Road, Southport, Connecticut 06490.
Bus. Phone: 203 255-1441

Forrest A. Mendenhall, Route 5, High Point, North Carolina
27263. Bus. Phone: 919 887-1165

Hubert D. Songer, 1602 Jones Blvd., Murfreesboro, Tennessee
37130. Bus. Phone: 615 896-4067

THE AUCTIONEER



Auction Interest Increases

Continued from page 3

visions to meet the current-day needs. The commit-
tee met with Lincoln attorney Tom Fitchett and the
complete By Laws were studied to determine if im-
provements are needed and if our legal document is
descriptive enough to provide the programs and ser-
vices now being sponsored by the NAA.

Again, the keyword to the two committees’
work is ‘“‘service” and it is hoped that the progress
of the two committees matches the demands for ad-
ditional service for the membership. Again, the
board of directors will either accept or reject the
committee’s recommendations at the January meet-
ing.

NAA officers and directors also have attended
several state associations’ conventions, since the
Boston Convention. It is hoped that one representa-
tive of the NAA — either an officer or director, who
Is the choice of the state association — can attend
the state association conventions to offer an update
on the NAA’s programs and to also provide some
help in the officer’s or director’s auction specializa-
tion.

Many times NAA representatives are called on,
during their convention appearances, to provide a
seminar, workshop or presentation, which will help
auctioneers in their field to better themselves.

Education is a vital instrument in the progress of
the auction business and the NAA’s membership
have been the source of many, good educational pro-
grams. The best auctioneers in the world are mem-
bers of the NAA and their expertise is valuable to the
membership’s growth.

The NAA is having a good year! But, one year’s
progress depends on, and is due to, the success the
state associations are having in their programs. |
compare our relationship (NAA with state associa-
tions) with a well-known commercial slogan, ‘‘Part-
ners in Progress’’.

| like to consider the NAA and state associations
as "‘Partners in Progress’. Without the cooperation
of either, our progress is endangered.

The Lambrights are enjoying the year, in which
| am serving as NAA President. | have attended
many out-of-state meetings and have been privileged
to see many auctioneers at work. At these meetings,
it Is great to see the many different styles, different
approaches to the same problems, and the different
methods, which have caused me to reconsider how
| am conducting my auctions.

| am always open to new ideas and my travels
have offered me the oportunity to learn from the best!

SPECIAL RECORDING FOR AUCTIONEERS
“World Famous Auctioneer Song”’ hy LeRoy Van Dyke

Send Check or CAMPBELL AUCTION SERVICE
Money Order To: 57105 C. R. 21

$6.00 per _
8-Track Tape Goshen, Indiana 46526

January, 1979

CONVENTION DATES

January 8, 1979 — Georgia Auctioneers Assoclation.

January 18-19, 1979 — Michigan Auctioneers Associa-
tion, Lansing.

January 20-22, 1979 — Minnesota Auctioneers Associa-
tion, Holiday Inn North, Maplewood.

January 20-22, 1979 — Ohio Auctioneers Association,
Winter Meeting, Marriott Inn, 2124 S. Hamilton Rd.
@ I-70, Columbus.

January 26-27, 1979 — Pennsylvania Auctioneers As-
sociation, Inc., Host Inn, Harrisburg.

January 29-31 — National Auctioneers Association Sem-
inar, Flamingo Hilton, Las Vegas, Nevada.

February 19-21 — National Auctioneers Association
Seminar, Opryland Hotel, Nashville, Tennessee.

March 2-3, 1979 — Montana Auctioneers Association,
Yogo Inn, Lewistown.

March 24-25, 1979 — Kansas Auctioneers Association,
Downtown Ramada Inn, Topeka.

March 29-30, 1979 — Illinois Auctioneers Association,
Spring Convention, Rochelle.

April 1.6 — Certified Auctioneers Institute, Indiana
Memorial Union, Bloomington, Indiana.

April 89, 1979 — Kentucky Auctioneers Association,
Owensboro.

April 20-21, 1979 — Arkansas Auctioneers Association,
Spring Convention, Batesville.

June 7-8, 1979 — Wisconsin Auctioneers Association,
Inc., Holiday Inn, Rhinelander.

June 10-11 — Tennessee Auctioneers Assoclation, Ra-
mada Inn, Jackson.

JULY 11-14, 1979 — NATIONAL AUCTIONEERS AS-
SOCIATION, DENVER HILTON HOTEL, DENVER,
COLORADO.

November 4-5, 1979 — New York State Auctioneers As-
sociation, Holiday Inn, Saratoga.

New Jersey State Society of Auctioneers meets bi-
monthly all year — February, April, June, August,
October and December.

My wife, Pat, has been with me during most of my
travels and she too has been aware of the different
styles and methods and together we can share these
ideas in our business.

Pat, as are my daughters, is a vital part of the
Lambrights’ auction business and being NAA presi-
dent has helped us immensely.

But we also have seen the fellowship and friend-
ship, which is an important part of the meetings,
gatherings and conventions of auctioneers. When we
share together, we care together and this is im-
portant to the good image all of us are trying to pro-
vide for the auction profession.

On behalf of the Lambrights — my wife, Pat, and
our daughters, Deb, Denise and Dotie — | wish you
the Blessings of the Holiday Season and Many Suc-
cesses of the New Year for You and the Auction Pro-
fession.

Harvey C. Lambright, President
National Auctioneers Association
LaGrange, Indiana



Improper Use of Emblem
Hurts Association’s Image

AUCTIONEERS
1A

The By-Laws of the National Auctioneers As-
sociation states that membership in the Association
Is by individual auctioneers only and the emblem is
to be used to promote membership by only those in-
dividuals who belong. The By-Laws provision also
may be interpreted to mean that auction firms should
not use the emblem with the firm, but with the mem-
bers’ names only.

This interpretation has not been upheld, how-
ever, and the NAA board of directors has not been
too concerned when a member’s firm displays the
NAA emblem on sale advertisements, letterheads,
business cards and promotional material. But the
member should be concerned how the emblem is
displayed so that the image of the Association is one
of dignity and value.

NAA members are proud of their association
with the finest auctioneers in the business today and
to degrade the membership opportunities by im-
proper use of the NAA emblem does not help pro-
mote the auction method of selling real and personal
property in a dignified manner.

A reproduction sheet of the correct NAA em-
blems is being added to the new members’ materials
when he is accepted into membership. The mem-
ber then can use the reproductions — several are in-

3,342 time tested

BID GETTERS

SAYINGS, QUIPS, LAUGHS, BITS, Et

bY  Earl D Wisard

auctioneer
R 1 Dundce Ohio

BID GETTERS (Third Edition)

s a 132-page book loaded with 3,342 sayings. quips, laughs, ribs, banter, bits, etc., mostly
one-liners collected from 100's of auctioneers all over the U.S. and Canada during a 53-
year period. Bid Getters is written to do two things:

1. Get more AIDD — attention, interest, desire, decision.

2. Increase your ability to persuade, cajole, exhort or otherwise promote bidding.l

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

. "Very good" (underlined)—Ex. Sec. Reppert School of Auctioneering, Decatur, Indiana.

“Truly a masterpiece which can be of unlimited value to auctioneeers whether they be
apprentices or professionals.” — Knotts School of Auctioneering, Gallipolis, Ohio.

‘“May | personally congratulate you on the fine collection you have compiled.” —
Pres. Wisconsin Auction School, Wisconsin Dells. Wisconsin.

Included at no extra charge a 12-page booklet (copyright 1976) entitled "AUCTION
CHANTS", 52 basic chants. Improve your present chant or develop a new one. The price
of the booklet, if ordered separately. is $5.00. BID GETTERS sells at $10.00 postpaid,
check, money order or C.O.D.: Order from Earl.

by Earl D. Wisard, Auctioneer
R 1, Dundee, Ohio 44624

CONTAINER BUYERS

Pay low prices at Europe’s
largest wholesale source of an-
tiques. Buy F.0.B. England or
Antwerp, Belgium with similar
services available from other
countries, or we’ll select, ship
and pay all charges and finance
to your door. $150 to $300 full
price for packing and paperwork
on 20 and 40 ft. containers.
Supplying U.S. and Canadian
East and West Coast wholesal-
ers. Write or call collect to Lynn
[P S Walters. Annual volume over

s $1,000,000.

ONE OF OUR ANTWERP WAREHOUSES

LYNN WALTERS
Clackamas. Ore. 97015

13011 S.E. 84th

b e

[903] 654-3000

cluded on each sheet and in many different sizes and
styles — to promote his membership on advertise-
ments and brochures.

But, the reproductions should be clear and eas-
Ily recognizeable. And, on all future reproductions,
the ® should appear at the lower right hand corner
to signify that the emblem is registered and accepted
by the United States Patent and Trademark Office.

The registration mark also means that the use of
the NAA emblem is controlled by the board of direc-
tors of the National Auctioneers Association. Any
violation of the proper use of the NAA emblem should
be submitted to the NAA Office so that the violator
can be contacted and asked to cease and desist in
his or her use of the emblem.

Many NAA members display the emblem on their
companies’ informational materials. Even though in-
dividual representation is desired by the board of di-
rectors, firms may display the emblem as long as the
firm and the auctioneers representing the firm com-
plies with the NAA Code of Ethics. This procedure
will continue until such time when the NAA emblem
Is degraded and that control of proper use cannot be
maintained.

The NAA board of directors also requests and
suggests that in all promotional material, the mem-

ber use the following procedure to signify member-
ship in the NAA:

Harvey C. Lambright, Member
National Auctioneers Association

OR
Harvey C. Lambright, Member

OR

Member

THE AUCTIONEER



Y eglie Swainbank Antiques Inc.

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

U.S.A. Branch Office in Arizona — Call Mr. Ron Shapland:
Phone: 602 944-8341

Borld Bide Antique Exporters

CALLING ALL AUCTIONEERS

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

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

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

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

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

PLEASE WRITE TODAY FOR AN OFFICIAL CONTAINER ORDER FORM

SHIPMENTS AVAILABLE FROM $5000 TO $50,000.

Container full of LEADED GLASS available by request.

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

LESLIE SWAINBANK ANTIQUES LTD.

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

Call 051-489-1142 or 051-207-4312 or Our American Agent Mr. Ron Shapland at our
Branch Office: P.O. 9249 N. 18th Drive, Phoenix, AZ 85021. Phone 602 944-8341.

Ron Shapland: Oregon Licensed and Bonded Auctioneer

e e ey T e T T B P R N R L B e e T —n o e ——
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Hotel Reservation Form — NAA Las Vegas Seminars
January 28-29-30-31, 1979 — Flamingo Hilton Hotel

Please reserve the following accommodations at the Flamingo Hilton Hotel for the 1979 Las Vegas NAA
Seminars:

Arrival on

day date time

Departure on

day date

Enclosed is my deposit in the amount of $36 (one night’s deposit) to guarantee reservation of the fol-
lowing:

Single Room @ $36 per room per night;
Double or Twin Room @ $36 per room per night.

Name

Address .

City State _ Zip

Send this fully completed form to: Reservations Department, Flamingo Hilton Hotel, 3655 Las Vegas
Blvd. South, Las Vegas, NV 89109

NOTE: One night’'s room rate deposit required before accommodations confirmed.

Register now for the 1979 Seminars — use the registration form on the following page. Com-
plete the form and send the registration fees to the National Auctioneers Association. Reserve
your hotel room now also for the Seminars you are registering for. Registrants must submit

their own hotel reservation form. Hotel space will be limited if your reservation is not re-
ceived 30 or more days in advance of the Seminars.

Hotel Reservation Form — NAA Nashville Seminars
February 18-19-20-21, 1979 — Opryland Hotel

Please reserve the following accommodations at the Opryland Hotel for the 1979 NAA Nashville Seminars:

Arrival on

day date time

Departure on

day date
Single Room @ $32 per room per night;
Double or Twin Room @ $38 per room per night.

Name

Address

City State Zip.

‘ Send this completed form to: Reservations, Opryland Hotel, 2800 Opryland Drive, Nashville, TN 37214. .

8 THE AUCTIONEER




* 1979 NAA SEMINARS REGISTRATION FORM *

Please register me for the following 1979 NAA Seminars (check appropriate line):
Las Vegas, Nevada — January 29-30-31, 1979 — Flamingo Hilton Hotel
Nashville, Tennessee — February 19-20-21, 1979 — Opryland Hotel

SUBJECTS (both Seminars — Semina-s begin 9:00 a.m. on Monday, Tuesday and Wednesday in each
city): MONDAY — Real Estate (morning and afternoon); Bid Calling /Voice Analysis (evening), TUES-
DAY — Farm Equipment & Livestock (morning and afternoon); Advertising (late afternoon); Bill Call-
ing/Voice Analysis (evening); WEDNESDAY — Antiques/Collectibles (Seminars end at approximately
5:00 p.m. Wednesday — no evening session on Wednesday).

INFORMATION ABOUT 1979 SEMINARS HOTEL RESERVATIONS: Seminars Registrants must make
their own hotel reservations for the two 1979 Seminars. Hotel Reservation Forms for both the Las Ve-
gas (January) and Nashville (February) Seminars will be published in subsequent issues of THE AUC-
TIONEER magazine. Hotel Reservations must be made at least one month in advance of the Seminars
to be assured of room accommodations.

1979 REGISTRATION FEES INFORMATION. Three-day fees — $150 per NAA Member; Half price ($75)
for NAA Member’s spouse or family member attending Seminar with NAA member; Daily fee — $60 per

NAA Member per Day; Half price = $30 for NAA Member’s spouse or family member attending Semi-
nar with NAA Member.

| HAVE MARKED THE FOLLOWING TO INDICATE MY 1979 NAA SEMINARS REGISTRATION:

$150 Three-day Las Vegas Seminar ' $150 Three-day Nashville Seminar
Registration Registration
$ 75 Spouse’s Three-day Las Vegas $ 75 Spouse’s Three-day Nashville
Seminar Registration Seminar Registration
$ 60 Monday ONLY Seminar, Las Vegas | $ 60 Monday ONLY Seminar, Nashville
$ 30 Spouse’'s Monday ONLY Seminar, $ 30 Spouse’s Monday ONLY Seminar,
Las Vegas Nashville
$ 60 Tuesday ONLY Seminar, Las Vegas $ 60 Tuesday ONLY Seminar, Nashville
$ 30 Spouse’s Tuesday ONLY Seminar, $ 30 Spouse’s Tuesday ONLY Seminar,
Las Vegas Nashville
$ 60 Wednesday ONLY Seminar, $ 60 Wednesday ONLY, Seminar,
Las Vegas Nashville
i, $ 30 Spouse’s Wednesday ONLY $ 30 Spouse’s Wednesday ONLY
Seminar, Las Vegas Seminar, Nashville
$ TOTAL LAS VEGAS FEES $ _TOTAL NASHVILLE FEES
Enclosed is my check in the amount of $_ . made payable to the National Auctioneers

Association, for my 1979 NAA Seminars Registration.

| NAA Mem- Spouse’s Name
ber’'s Name If Applicable
Address _ _
City State Zip

Send completed form and Seminars registration fees to.

NATIONAL AUCTIONEERS ASSOCIATION
135 Lakewood Drive, Lincoln, NE 68510

January, 1979
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Frieder’s

2553 Superior Avenue
Cleveland, Ohio 44114

Come in or call 781-6477, 781-6497

IMPORTERS of TOOLS & ELECTRONICS
WATCHES & GENERAL MERCHANDISE

Closeout Merchandise Buyers.
Suppliers to the Auction Trade
of Promotional & Nationally
Advertised Merchandise such as
PANASONIC, MIDLAND, SHARP, SONY,
KRACO, MECCA, SPARKOMATIC,
BETAMAX, TEABERRY, ROYCE, COLT,
REGENT, PROCTOR SILEX, MCGRAW-
EDISON, plus many others.

We 1mport tools directly from our
overseas manufacturers. Items
such as; socket sets, wrench sets,
5 speed drill presses, bench
grinders, mallet sets, screwdriver
sets, heavy duty vises, etc. Direct
importing enables us to offer AR s
. : A ,....:.!,.,ul |i'ul”‘1 AR
the leowest prices possible, , iﬁh“Wwa@ww%@:ng&umm
Visit our showrooms and 1inspect |
our quality merchandise ready A Ift ’|
in our 48,000 sg. ft. warehouse ||ErESraaa— o Ml ‘g
for fast pickup or delivery. ) —— ’
Serving the Auctioneer Trade
for 31 “years.
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2553 Superior Avenue ONLY — |||| IIIIIIIi'
Cleveland, Ohio 44114
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EDUCATION — THE NAME OF THE GAME!

By Robert E. “Bob” Musser, Director
National Auctioneers Association
Cody, Wyoming

As a small boy growing up on a farm in Montana,
| was always intrigued by the “Action of the Auc-
tion”. | often played hookey from school and rode
my old grey mare to a farm auction being held in
the area; would watch and listen to the old time
auctioneer as he sold the household effects, ma-
chinery, livestock (teams of horses, cattle, sheep,
hogs, and fowl) and other items to those attending.
Like myself, many times he too arrived on his saddle
horse, or with a team and spring wagon or sleigh,
later on in a Model A Ford.

| loved to stand right up front and watch him as
he coaxed one bid, then another from the farmers in
the crowd. He had a twinkle in his eye and obviously
enjoyed what he was doing. | am sure he was the
product of the school of hard knocks and trial and
error.

However, he got the job done to the satisfaction
of the seller, like a lot of the old time auctioneers,
from the same school. Somewhere along the line,
some one recognized the need for a school to train
auctioneers. Today there are several fine schools
which are doing a good job of this.

It took me eight years after my first inquiry to an
auction school, to scrape up the tuition and then the
nerve to go. | had sat on my old John Deere “A”
tractor many a day in the field and sold the neighbors
cattle, the fence posts and telephone poles, and de-
veloped what | thought was a pretty good auction
chant. | had finally decided to just advertise myself
as an auctioneer and hope for the best.

Fortunately, at the urging of my wife, Lillian, |
went to the 1956 winter term of the Western College
of Auctioneering. | am sure that the education and
professional training | received from my instructors
at that time was a great help in getting me started
on the right foot. With auction school under my belt,
a lot more practice on that old tractor seat, the sup-
port and patience of my wife and family, and the
trust and confidence of a few sellers, | was finally
launched in the auction profession. | also joined the
National Auctioneers Association.

It was with some apprehension that Lillian and |
loaded up our family and took in the 1959 NAA Con-
vention in Denver, Colorado. We were soon to realize
that this would be a very enjoyable family affair and
truly a learning experience due to the fine informa-
tional programs provided by the best auctioneers in
the land. We have really appreciated the fact, that

BUSINESS CARD

EMBOSSED ]

A

~ $12.00 per 1,000 %y
: Gl
NVen 2 color - $14.00 <Py

Either emblem $1.00 extra

CARDPRINT
701 Park Ave., Galion, Ohio 44833
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Be An Auctioneer

Two week term and home study.
Nationally recognized. G.1. approved.

FREE CATALOG!

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

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

Approved by Texas Education Agency
The School of Distinction

unlike a lot of other conventions, the NAA Conven-
tion is not a big party or just an excuse to get away
from home, but a good family outing, a place to make
new friends, and to learn how to serve the public
better.

It has been our privilege to attend many NAA
Conventions since and they have all been a real
Inspiration and shot in the arm for us.

In addition to the conventions, the Seminar pro-
grams, being sponsored by the NAA in different areas
of the country, give everyone with the desire, the
chance to keep up with new ideas and the changes
coming about in the auction profession. If you are
not signed up for the Seminar in Las Vegas in Jan-
uary or the one in Nashville in February, perhaps
there is still time.

In addition to all of this, because of the fore-
thought, the perseverance and dedication of past
presidents, past directors, and other great auction-
eers, every qualified member of the NAA now has the
privilege of attending The Certified Auctioneers In-
stitute at Indiana University in Bloomington. This
great course will allow us to further expand our
education in the auction profession and be of better
service to our fellow men. The good Lord willing, |
will be attending the second year course in April of
1979.

| would like to encourage every member of the
NAA to get involved; to seriously consider attending
one of the Seminars; to seriously consider starting to
work for the CAIl designation by signing up for
Course | this year; to seriously start planning to at-
tend the NAA Convention in Denver, Colorado in
July, 1979.

Just as a successful auction is the result of
proper planning and preparation, so is a successful
auctioneer. With the great responsibility that rests
upon our shoulders as auctioneers every time we get
up on the auction block, we certainly owe to the
public and ourselves, the time and effort it takes to
be properly prepared. The fellowship and friendships
made during the process make it all worthwhile.

As | am writing this, | am looking forward to
being in Phoenix, Arizona, on December 9th for the
official organization of the Arizona State Auction-
eers Association.

Let us all work hard for the NAA and thereby for
ourselves, remembering that ‘“In Unity There Is
Strength”. Let’'s make this the best year for all.

SUBSCRIBE NOW

Are you interested in equipment,
trucks, auctions, etc? Then sub-
scribe to the TEXAS TRADER, semi-
monthly publication. $10.00 per year.
Box 3945NA, Bryan, Texas 77801
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Association With Auctioneers in National
And State Associations Have Benefited Me;
Get Involved — It Will Be Worth Your Time!

By Frank Bass, Director
National Auctioneers Association
Lewistown, Montana

| hope this finds all of you in the National Auc-
tioneers Association beginning another prosperous
and successful auction year. Out west here in Mon-
tana we were fortunate in 1978, having a very good
auction season.

Both my son, Colin, and | have been mighty
busy since the NAA convention in Boston. We had
to take my wife, Billie Jo, out of retirement a couple
of times this fall to cashier auctions and it is always
a pleasure to see her pretty smiling face at the desk
again.

| prepared this article for the NAA while winging
my way across the great vast state of Montana. My
mind wandered a little as | looked across the land
from an altitude of about 5,000 feet above sea level
at a great, spacious country — the wheat strips and
the rolling hills on a beautiful day. | was thinking of
the 22 years | have been in the auction business in
Montana. It took me back to when | first joined the
NAA and | feel that | owe a debt of gratitude to the
NAA for my success in the auction profession.

PLEASE STATE SIZE OF
FILE YOU WISH TO ORDER

100 Slot File
(Slots—312"" deep - 2%2" wide)

% Sale Forms

$59.95

100 Siot Fil

(Slots-—-o" d;e?: - 2" wide) * SPECIAL *
$59.95 100 Slot 2" File

50 Slot File Supply Carrier

(Slots—31." deep - 2%:" wide) 200 Clerking Sheets
$29.95

50 Slot File

(Slots—2"’ deep - 2’ wide)
$29.95

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

We have the clerking sheets that come in
triplicate, with three sides glued together.
There are 21 items per sheet. These are | HMRBER
made for the 2” file. We do not make a

clerking sheet for the 32" by 212" file.

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

$90.00

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

We pay shipping charges on all items

12

| have a lot of memories of when | first started
— a young North Dakota farm boy, brand new in
Montana, 26 years old. That was over 20 years ago.
When | left auction school and went to Lewistown,
Montana, to hang out my shingle as Montana’s Flying
Auctioneer, | didn’t think it was possible that | could
ever enjoy the auction business which we are en-
joying today.

Perhaps my experience as an auctioneer may
encourage the young auctioneers in the nation today
who may be reading this article. | never dreamed of
holding the office of director of the NAA. It would
be an honor for any auctioneer and it's probably the
greatest honor ever to be bestowed on me.

| think back over these 20 years. There was a
lot of hard work involved, a lot of long, lean days,
but, friends, it was worth every bit of it!

Auctioneering is probably one of the most excit-
ing businesses anyone can ever get involved in.
When | first went out into the world as an auctioneer,
| thought if | could book one auction sale a week,
I’d be the luckiest, proudest man in the world. Today
it is not unusual for me to book two or three a day.
Sometimes my son is across the state, as he was
when | wrote this article, in the northern part of Mon-
tana booking a sale. | booked one yesterday, two
the day before, and I'm on my way to book another
one today.

Now you might wonder how | could write an
article while I’'m banging along at 175 miles an hour
at the controls of a Mooney airplane. Well, my friend,
Lyle Erickson, of lowa, can tell you that a little hand

% Filing System
% Supplies Carrier

$99.95

Supplies Carrier

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

Sales Forms, in triplicate

4200
$19.95 200 sheets ( ;o) $32.00
[ Ttem No.
.,..,‘ﬁ**‘“v-“‘" .;“::j . Purchaser )
fﬂ‘} Price
This is for the 2” file

Send Check or Money Order to:

LUNDEEN SALES FORMS

423 East Avenue Holdrege, Nebraska 68949
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recorder is the job you do it with — that and a
competent wife back home with a fast typewriter.
This tape was dropped on her desk when | returned
home and she is responsible for having it typed and
ready for printing.

You know, that’'s what it takes to make a suc-
cessful auctioneer — a good, hard-working family
behind him. You need someone to listen to all your
sob stories when you come home and tell about the
competitor up the road who just booked an auction
sale away from you, or the guy who bought the big
tractor yesterday at the auction sale and then
stopped payment on his check. You need a family
to help line up an auction, to hang sale bills, to
handle dirty merchandise on a stormy day.

| think my story is probably a story that you've
heard a hundred times from a hundred different auc-
tioneers who have made a success in the auction
business. | don’t want to toot my own horn about
what a successful auctioneer | am, because |I'm just
getting started. As far as I'm concerned, |'ve just
turned the first ground.

There are many new ideas which we have added
to our auction business in the last year since my son,
Colin, has become involved in the National Auction-
eers Association and the state association. He’'s vice
president of the Montana Auctioneers Association.

Brand new ideas — | think this young blood is
fantastic!

But | want to caution some of you young auc-
tioneers about one thing. | have mentioned this many
times at various meetings. Don’t go home from your
auction schools and compete with the old auction-
eers and cut prices. That’s not the way you get busi-
ness. You get business by performance. You get
business by doing a job, selling them on yourself.
But you don’t get business by cutting prices. | think
any of my competitors will say that’'s the one thing
I’'ve never done. | might sell a sale right down the
road from one of my closest friends and competitors,
but I’ll not cut his price.

| like to look out here today at the beautiful vast
countryside with the mountains in the background
that Charley Russell used to paint, Square Butte on

You Can Learn To
Be An Auctioneer

INTERNATIONAL AUCTION SCHOOL

912 KENTUCKY HOME LIFE BLDG.
LOUISVILLE, KENTUCKY

Send for Catalog

NATIONALLY KNOWN INSTRUCTORS
THE SUCCESS $CHOOL OF MID-AMERICA

Next Class: April 23 — May 5

January, 1979

Auction Supplies

Paddle Cards e
Clerk Sheets o

Item Receipt System @
Direction Signs

Write for Samples and prices

SMART ART PAPER PRODUCTS
501 Penna. Ave.

Downingtown, PA 19335

my left, the Little Rockies clear over to the east and
the Bearpaws right on my nose. And there’s my
destination, Big Sandy, and a pickup waiting for me
on the airstrip. So I'm going to sign off for a while.

Well, 'm back airborne and homeward bound.
We have an auction sale to sell tonight, but before |
land on my own little airstrip a few miles out of
Lewistown, there’s an important point | want to em-
phasize to all of you all over the nation who are in-
volved in the National Auctioneers Association and
particularly any auctioneer not involved in NAA who
may be reading this article.

If you're an auctioneer and you aren’t involved
in the National Auctioneers Association or your state
association, you are missing out on something that
could prove to be very satisfying, very heartwarming
and probably double your business over the years.
| can honestly say that | believe my business is what
it is today in a large part because of the ideas | have
gained from the state and National Auctioneers As-
sociations and my fellow auctioneers. On the other
side of the coin, I've shared my ideas with them.

The advertising contest in the National Auction-
eers Association is a fantastic program. It teaches
young auctioneers some of the old auctioneers’ ideas
and it teaches some of the old auctioneers some new

ideas.

In our business we’ve built up a tremendous ad-
vertising program. Distance, of course, is a big thing
in our part of the country. We do a lot of direct mail-
ing because we are so far apart and our sales are
located so far part. Over the years, I've improvised a
sale bill direct mailer program. I've shared this and
other ideas with many other auctioneers. And. other
auctioneers in the NAA have shared ideas with me.

For instance, there are methods of selling real
estate at public auction. When | first went into the
auction business in the 1950’s, in our area you never
heard of selling real estate at public auction. You
might get locked in the bug house if you talked about
a real estate auction. Today we hold a half a dozen
real estate auctions a year, maybe more.. Of course,
we have auctioneer friends back in the midwest
whose primary business is real estate auctioneering.
Maybe it will be in our part of the country someday.
Maybe Colie, some day, will enjoy a tremendous real
estate auction business.

These are the things we have to look forward to
and this is why | say the auction business in the
nation, in Montana and out west is just scratching
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“You can’t tell the names of the players, without a program.” We have the

tools for the auctioneer, appraiser, banker, finance company, car salesman,
elc.

RED BOOK OFFICIAL USED CAR VALUATIONS .. ... $21.00
Complete Regional Edition issued 8 times
yearly . . . Retail, finance & wholesale values |
for all U.S. cars, popular import cars, light
duty trucks, past 6 years. Insurance sym-
bols, front end views, vehicle number, etc.
| (Mr. Auctioneer: worth the price for you per-
sonally to trade automobiles with!)
NATIONAL FARM TRACTOR & IMPLEMENT
BLUE BOOK $20.00
Valuations, Nebraska tests, major acces-
sories — past 10 years. Published yearly.
BLUE BOOK OFFICIAL USED TRUCK

VALUATIONS ... .. . pEeesesieus o $35.00
Issued twice yearly. Lists all trucks, past 7 !
years . . . Gives values of trucks and major
optional equipment.
OUTBOARD MOTOR GUIDE . . ... 8 595 |
Over 35 major manufacturers of outboard boat motors

QUTBOARD BOAT GUIDE ... .. I T e——— ]
More than 185 manufacturers, 15,000 models listed

INBOARD & OUTDRIVE BOAT GUIDE ... .. e ........% 5095
Does not include inboard boats I

INBOARD BOAT GUIDE ... % 5095
Does not include | O or stern drive boats

BOAT TRAILER GUIDE . . . ...............% 5095
Over 5.000 different trailers listed

CAMPING TRAILER & TRAVEL TRAILER GUIDE ....................... _ $ 595
More tran 200 different lines included

TRUCK CAMPER GUIDE . . .. . . . ..................% 5095

Over 177 manufacturers listed

MOTOR HOME GUIDE . . s s e $ 595
More than 167 different manufacturers shown

SAILBOAT GUIDE . ... . . ................%5095
Over 116 different manufacturers listed

POQNTOON HOUSEBOAT GBUIDE: ...coscsumenmemmeepsnmmnaas 508
Now shows over 80 different manufacturers

CHAIN SAW GUIDE = .. . . . ... . ......%5095
More than 900 different models listed

SNOWMOBILE & ATV GUIDE .9 B95
There are over 200 different manufacturers listed

MOTORCYCLE & MINI-BIKE GUIDE . ... . ... TR, -
Over 120 different listings — plus trailers

LAWN EQUIPMENT GUIDE N $ 595
Includes walking and riding mowers. snow blowers, etc.

COMPACT TRACTOR GUIDE ... %5095
All the major manufacturers are listed in this book

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

POCKET KNIVES GUIDE L o s A D0
Complete descriptions and illustrations — vyears made —
variations — stampings and mint prices, etc.

Bus Retmier is a 1951 graduate of the Reppert School of Auctioneering and
successfully completed Course | (1977) and Course |i (1978) of the NAA-
sponsored CAIl (Certified Auctioneers Institute) and has sold lhe above
appraisal books to the auction profession for the past 40 years on a money-

back guarantee. =~ . .\\\ |
BUS RETMIER'S (LBl (([

VALUATION GUIDE SERVICE |

8481 Bash Street, P.O. Box 50248
Indianapolis, Indiana 46250 ‘
Phone: 317 849-3304

Enclose $1.50 handling & mailing charge per order
Shipped via UPS

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

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

Name

Address

City State Zip
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the surface when it comes to being part of the great
free enterprise system.

Some of the greatest men I've ever met have
been those I've come to know through the National

Auctioneers Association. | guess I’'m a one-man
campaign for the National Auctioneers Association
and our state organization. | believe in it whole-
heartedly.

But | want more and more people to take this
thing more seriously. Watch your state legislation,
auctioneers. Don’t ever let your guard down. Our
Executive Director in the National Association has
his eyes and ears open continually for legislation.
We're watching for state legislation, which may af-
fect us. We have to prepare ourselves continually.
It Is wise to keep a few dollars in reserve in the state
associations to fight legislation of various different
Kinds.

So, fellow auctioneers (and families), this busi-
ness is one of the greatest businesses in the world
and the reason it is is because of the great people
who are in it. We want to keep it that way — one of
the finest professions. We want to get more and
more professionalism in auctioneering.

As a strong, two-year man going into his third
year in the Certified Auctioneers Educational Insti-
tute at Bloomington, Indiana, | believe in continuing
education.

And, boy, let me tell you, when you take a Mon-
tana farm boy and one out of school over 30 years
and put him into a university like the one at Bloom-
ington, it will make you scratch your head. But it
Is worth every bit of it. I'm looking forward to April,
going back for my third and final year.

We're looking forward later to possibly estab-
lishing an extended education program to carry this
thing on. This is what we in the National Auctioneers
Association want to extend to more and more of you
auctioneers. We want to provide opportunities for
you to attend seminars, like the one we will have in
January in Las Vegas and then again in February in
Nashville. And, of course, there is our national con-
vention in Denver, Colorado, in July of this year.

| urge you to take advantage of these oppor-
tunities to improve yourself professionally and ex-
change ideas with your fellow auctioneers across the

country. Believe me, you will benefit from it, as |
have.

REPPERT
SCHOOL OF AUCTIONEERING

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

Founded in 1921

Decatur, Indiana

Box 189 46733 AC 0033
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NAA Membership :

January, 1979, is the month and year in which
the annual membership dues of the National Auc-
tioneers Association will be increased $30 per mem-
ber per year. But, the increase of $10 per member
per year (from the $20 dues amount) gives the NAA
board of directors the opportunity to provide more
and improved services to the membership — those
services which are needed to enhance and improve
on the image of the auction profession and create
more demands for the services of NAA auctioneers.

Auctions and auctioneers are in great demand
today. The news media — magazines, newspapers,
radio and television — have learned that the auc-
tion method of selling real and personal property is
of interest to the public. Auctioneers are recognized
when they do something good and auctioneers are

emphatically recognized when they do something
bad!

It is up to the NAA to create and continue to
create a good image for its nearly 6,000 members
through services, which will be uppermost in the
minds of the NAA board of directors. Continuing
education through the scheduling of better and more
thorough seminars is one goal. The development
of an Association Services Department at the NAA
Office is being considered by the board of directors,
which will offer auctioneers help in all aspects of the
auction business.

Another need of the NAA Office is the improve-
ment of the membership records system. The cur-
rent equipment is the same which has been used
when the organization was much smaller. Faster,
more efficient equipment will offer the membership
better communications from the NAA Office. The
magazine mailing procedures needs improving on
and the possibility of adding more information to the
membership records may be added, if the informa-
tion will be beneficial to the membership in general.

Already the NAA board of directors is looking
for help in the insurance programs of auctioneers by
having several insurance specialists and/or brokers
offer proposals at the January, 1979, board meeting.
Results of that search will be forthcoming and if help
can be offered to auctioneers by securing insurance
programs, which will help reduce the premiums and
offer added and/or better coverage, the board of
directors will make that decision soon.

The dues have been increased to $30 and this
increase from the past $20 annual dues amount will
help maintain the NAA’s sound, financial standing.
The NAA is not in debt, nor has it been for some time,
but the NAA board of directors intends to keep it out
of debt. Increased costs in all phases of organiza-
tional administration is one important reason for the
added dues; increased services to the membership
Is another.

There are many oppoitunities for auctioneers
who belong to the National Auctioneers Association.
One primary opportunity is the value of sharing and
learning from one another in the same industry.
Throughout the history of the NAA, top auctioneers

January, 1979

A $30 Opportunity For The Good Auctioneer

have been sharing their ideas and providing learning
experiences for those who have been in need of
assistance.

But, both the sharer and the learner have bene-
fited. Whenever a new idea or new program has
been adopted, which is an improvement over the
existing auction style, it creates a new image for the
entire profession — industry. These new ideas and
styles have also created interest in the news media
and today, the public wants — demands — the ser-
vices of good auctioneers!

The NAA board of directors knows that the
NAA’s involvement in good educational programs
has helped create the new image for auctions and
auctioneers. The annual NAA Seminars; the Cer-
tified Auctioneers Education Institute (CAI®), which
is sponsored by the NAA; the workshops and other
related events at the annual NAA Conventions; and
the availability of NAA representatives at State As-
sociations’ conventions and seminars is a continu-
ing effort to help make the auction profession one to
be proud of.

When your next dues statement arrives and you
see the new dues amount of $30 stamped on it, re-
member it represents increased costs and services
from your NAA Office. Your help is needed to deter-
mine how we can get the most out of the $30 dues,
which will be beneficial to you and your associates
in the National Auctioneers Association.

Harvey L. McCray, Executive Director
National Auctioneers Association

estern

college of auctioneering |
1948-1978 — 30 Years

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

We can start you in a profession which is hon-
orable, pleasurable and most rewarding finan-
cially. We have been doing same since 1948.
Ask your successful auctioneer — he has been
there!

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

/// estern

college of auctioneering

Box 1458, Billings, MT 59103 Phone: 406 252-2565
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| THE SALE SAVER — STERIL AUCTION TENT

7. You can rent out your tent for parties, weddings, gradua-
tions, catered events, baseball tournaments, etc.

8. Your status as a real professional is enhanced. Let's face
it — a tent is impressive.

9. You have all these advantages at essentially no cost. Your
clients and customers will eventually pay for it. |
Think about it!

LIGHTWEIGHT: Its aluminum frame makes it so.

PORTABLE: The frame comes apart in sections that can be |
hauled easily. The heaviest single tarp weighs about 90
pounds — and that's on the largest model.

STRONG: The frame is heavy gauge aluminum tubing w/hick-
ory arches.

STERIL AUCTION TENTS DON'T COST, THEY PAY!
Information to help select your Steril Auction Tent.

Three deluxe models are available, all complete with four
sundecks. One will fill your needs. All canvas is 12.65 oz. wt.
3 x 2 waterproof ARMY DUCK.

Due to the high cost of mailing and handling there is a
$1.00 charge for brochures, however, you can get one free with
an order of any of our products below.

Please send me a tent brochure. Enclosed is check or

How many tent companies can offer the features of the Sterii PROFITABLE? money order. Send to:

Auction Tent: 1. You rent the tent to your clients.

2. You avoid costly cancellations. Name

What every auctioneer needs is a tent that is versatile,

one that can be used for the small sale and the large sale. 3. You are going to get more sales if your competitor doesn't

have one; also you will get sales that you may have lost

when a prospective client asks, “What do we do if it Address —
Why wear your nerves to the breaking point with indeci- rains, snows, or the sun is unbearable?”
sion? Why have costly ca_ncellatiuns? If you own a Steril
Auction tent. you can negotiate tent rental with your client as 4 Your commissions will be greater because more people City State Zip
soon as inclement weather is forecast, which may be just will stay and be comfortable — more people, more bidders.
before the sale.
5. More people will attend your sale if your ad reads, ''Sale

under tent in case of bad weather.”

Our tent is strong, wind-resistant, portable, lightweight, y - '
multi-use, profitable, and versatile. Why? 6. You can rent out your tent to other auctioneers.

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

TWO BOOKS FOR AUCTIONEERS THROW AWAY AUCTION SIGNS FLOWMASTER MARKER

ey “Let’'s Talk About Auctions’” and

4 '"Common Sense in the Auction | | ap
Let’s Talk About 4 Bus:'ne;:". ThwaI boo;(s a:e designed AUCTION AUCTION
t [ |
AUETIUNS :ictiucnneaerp:naandgl:s E?ef:;rsh?;sa Efg: - SAT MAY 8
- vl ’

How many signs have you seen
that failed to serve their purpose be-
cause they were difficult to SEE, let
alone READ? Whatever the reason, if
signs can't be read easily, they're

/ more seasoned, professional auc- ) : costing you money.
tioneers. /O'AM _
‘ AUCTIONEER AUCTIONEER Now FLOWMASTER has designed
] In “Let's Talk About Auctions’, J‘ a king-sized permanent marker which
the basic ideas from the "'Com- g ) !ﬂl\LDGS assures clear, bold readable letters.
{ mon Sense” series are enlarged 3{?&%’-‘ Thik: 75{_82% Permanent ink prevents blurring and
upon, added to and reorganized to | running due to moisture. This amazing
logically cover both broad and ' = ' king-size marker makes letters from
! j specific aspects of general auction- BEFORE AFTER %" to 1" in width with one stroke.
sy i \5_ eering. Topics include “"The First Made of polished aluminum and fea-
—=~ Steps”, "Getting the Sale”, "Pre- Paper signs. 18" by 24", in bright red lettering. Sim- tures a large ink reservoir, pump and three different (re-
paring for the Sale”, "Conducting ly fill in date, time. name and phone number placeable) nibs in a plastic case. Comes with a 4 ounce
the Sale”, “The Auctioneer”, “Your Crew’’, “Ordinances and Py ' ' ‘ can of permanent ink and a 4 ounce can of nib cleaner.
Security’’, “Ethics in Auctioneering”, ““Partnerships — Good 50 signs $15.00 postpaid. _ _
or Bad?”, “Auction Accessories”, and more. The text is Writes on anything — glass, paper, wood, etc. |deal
illustrated. 100 signs $25.00 postpaid. for auctions, auction houses, office, shop, home or school.
“Common Sense in the Auction Business” is a booklet _ Only $8.95 postpaid (NOT AVAILABLE IN STORES)
compilation of the “Common Sense’ articles exactly as they Please send me the following:
appeared in THE AUCTIONEER magazine. The booklet is —— : o g ) __ FLOWMASTER Marking Kits, including king-size
complete and includes articles whose material was not oy Lalk About Auctions” @ $5.93 Edoh' post FLOWMASTER Marker? four ounce car? of pg,-ma-
directly pertinent to “Let's Talk About Auctions”. i, nent ink and four ounce can of nib cleaner @
I'm sure you'll like them. Hang in there. “Common Sense in the Auction Business” @ $2.00 $8.95 postpaid for each set.

each postpaid.
AUCTION ARROWS SPECIAL: Both books for $7.00 postpaid.

Auction Arrows — 100, 82" by 11" bright red arrows
with the word "AUCTION'' above them on white background.
One third showing arrow pointing to the right; one third

| enclose___Check or__ Money Order for $
18" by 24" Paper Signs in 4" bright red lettering (Pennsylvania Residents Add 6% Sales Tax)
in the following quantity:

showing arrow pointing to the left; and one third showing 50 signs $15.00 postpaid. Name

arrow pointing straight. Shipped complete with helpful hints 100 signs $25.00 postpaid.

on how to make full use of the arrows. Address

100 ARROWS, $10, plus $1.00 for shipping and handling : ;
100 AUCTION ARROWS, 8% " by 11" bright red _ _
arrows with word AUCTION above red arrow — City State Zip

AUCTION one-third showing arrow pointing right; one-third

showing arrow pointing left; one-third showing Send to:

arrow pointing straight — 100 AUCTION ARROWS
@ $10, plus $1.00 for shipping and handling.

Order Your Auction Supplies from: JESION'S AUCTION SERVICE

P.O. Box 46 @ McKeesport, PA 15135
Phone: 412-751-5566
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Bid Boosting Subject of Article
In Washington Post Newspaper;
Three Non-NAA Auctioneers Charged

An art auction was the subject of a news article
in the September 2, 1978, issue of The Washington
Post newspaper. The title of the article, “3 Men
Charged In Bid Boosting At Art Auction” created
interest and concern in NAA member Ron Tull of
Annandale, Virginia, who wrote to the Washington
Post newspaper for permission to have the article, or
portions of it, reprinted in THE AUCTIONEER maga-
zine. Permission has been granted, providing that
proper credit is given to the Washington Post and
staff writer Lexie Verdon.

The individuals’ and company’s names have
been omitted by THE AUCTIONEER editor, but the
article clearly indicates how the word “‘auction” can
have its name damaged by the possible illegal pro-
cedures of auction firms. The article clearly indi-
cates how important it is to NAA auctioneers to
abide by good business practices — ethical pro-
cedures — which are defined in the NAA’s Code of

WICK @ ALE |
LERK O YsTem Guarantee!

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

COMPLETE AUCTION SALE SYSTEM
$35.00

This system supplies a receipt, check-out slip

and a complete record of the sale with ONE

WRITING! Allows several clerks to make settle-

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

QUANTITY
( sheets) 4-Page Clerking Sheets — 10 tickets
on a sheet $19.00 for 100 sheets.

( sneets) 3-Page Clerking Sheets — 10 tickets
on a sheet $17.00 for 100 sheets.

K

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

ber Cards — 1000 or more $20.00
per M. includes your imprint. (send
copy) Disc. 5% 2M or more. 11x33%4”

( ) Bidder Card Imprinter $125.00
(Uses plastic, embossed drivers li-
cense.)
Here's the new modern way to clerk auction sales. One
clerk or two clerks — Use names or numbers. Provides
fast settlement, check-oul, receipt and sales total on ONE

sheet. Used by many successful auctioneers, auction
barns and Bankers.

714 Orchard, Northfield, Minn. 55057
RUSH ORDERS 507-645-9833
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Ethics.

Staff writer Verdon wrote: “For the 250 people
at an art auction in Rosslyn Sunday, the bidding
seemed intense, but when $900 was offered for a
Norman Rockwell print, it was too much for one
would be art collector. He dashed out of the hall to
complain to Arlington police that the audience had
to be laced with shills who were deliberately raising
the bids.

“It was a new complaint to Arlington police,
several of whom yesterday said they could not re-
member any similar allegations. But Officer Stan
Garber quickly discovered state law on auctions and
rushed off to catch the last hour of the art sale.”

The sale was held at a conference room at the
Ramada Inn, Arlington, Virginia, and was sponsored
by an Ohio firm.

“According to investigator Garber, two men in
the auction audience made the highest bids on sev-
eral of the prints offered for sale. Yet when the auc-
tion was over they did not pay for the prints, a viola-
tion of Virginia auction laws, he said.

“Police said they found one of the bidders load-
iIng unsold prints into a truck outside the hotel. A
second man was arrested |leaving the auction.”

The Ohio firm was charged with employing
boosters in an auction, and two men were charged
with acting as boosters at the auction. All charges
are misdemeanors.

The owner was also charged with operating an
auction without a state license, another misdemean-
or.

If convicted each man could face fines of up to
$500 and a prison sentence of up to six months.

“One of the men, Garber said, submitted high
bids on between $2,000 and $4,000 worth of art but
he had $67 in his pocket and no checks or credit
cards when arrested.

“Garber said the police found no evidence of
fraud in the advertising or representation of the art
prints.

‘““Garber said boosters are used to raise prices
paid by customers, to bid on art that is not selling
well, allowing the owner to retain the art rather than
sell below cost and to stimulate bidding among cus-
tomers.”

The art auction dealer said the two men were
not employed by him or on his payroll. They bid on
their own for art at the sale, he said.

“He said the men often came to his auctions in
the Washington area since both have relatives here
and that he asks favors of them, such as watching
the doors.” The art auction dealer said he usually
rewards the men by taking them out to dinner. They
are definitely not in our employ and working for us.
We do not know them. We have a lot of friends who
have come to the shows for years.

The art auction dealer, who said he has brought
his auctions to Arlington at least once a year for the
last three years, said his accountant had failed to
secure the state and county business licenses for
the auction.

“County records show that in the past he has
secured the licenses.

“Officer Garber asked that anyone at the auc-
tion who noticed unusual bidding to contact him at
police headquarters.”

By |
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THE PROFESSIONAL AUCTIONEER

AND WHAT HE NEEDS TO KNOW
By RUSSELL KRUSE Sale Every 2nd and 4th Thursday — 6 P.M.

JOHNSON’S AUCTION BARN

A book every auctioneer should have in his pos- Hwy. 24, Madison, MO 65263
session. Prepared for practicing auctioneer and
the student or beginning auctioneer.

Dealers, Auctioneers, Haulers, Welcome. Buy

CHAPTER HEADINGS or Sell a load, new merchandise, antiques or

Bid Calling 9. Insurance tools, furniture, freight damage, estates or real
Conducting the auction 10. License law — Bonds estate.
Contracts 11. Fees — Commission

We are always happy to work with local auc-

LA

Sale summary 12. Appraising |

Lo aErmEicial tioneers on large close-outs and will help them
code and auctioneer e 'S‘ipvifsesc”pt'o” and with our mailing list, and complete advertising
llability

rogram.
14. Working together Prog

6. Reserve bidding
. 15. Definition of 276 terms
7. Advertising and words every auc-

8. Ringman tioneer should know or COL. JAMES L. JOHNSON

S — AUCTIONEER and REALTOR
Price of book $10.00 {Volume discount avail-

able). Being used by several states — auction- | Bus. 816-291-5921
eer associations and auction schools. WRITE: Res. 816-291-5926
Kruse Office: 305 South Union Street. Auburn,
| Indiana 46706.

Nashuille Auction Srhonl

Nashuille, Teun.

THE NATIONS FINEST SCHOOL
WE HOLD SIX TERMS EACH YEAR ONE JUST FOR EVERYONE
WRITE FOR OUR FREE CATALOG

NASHVILLE AUCTION
SCHOOL

P.O. BOX 190, LAWRENCEBURG, TENNESSEE 38464

THE SCHOOL IS HELD IN MUSIC CITY USA HOME OF THE GRAND OLE OPRY

NASHVILLE, TENNESSEE
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HOW IS YOUR IMAGE
AS AN AUCTIONEER?

By G. Kent Stewart, Member
National Auctioneers Association
Manhattan, Kansas

As An Auctioneer, You Can Get
What You Want By Helping Other
Folks Get What They Want.

Have you noticed how some auctioneers seem
to “have-it-altogether’”, while others are less sure of
themselves? Those less successful have real ques-
tions about how they should act or what they should
say or do. In short, these auctioneers have trouble
determining how to become more professional in the
auction business.

There are ten characteristics believed to be per-
sonal attributes of truly professional auctioneers.

1. First, good auctioneers are ACTION-ORIENTED.
Action is doing the things which get a job done.
Sharp auctioneers know clients want action iIn
the sale of their goods. Some auctioneers be-
lieve the action takes place only on sale day.
Yet, the real action, from the client’s point of
view, began when the sale was booked and
ended when the receipts were disbursed. Sale
day is only one part of the total action. So let
us broaden our idea of action to include every-
thing necessary to make a sale a success —
from booking, advertising selling and on through
settlement.

2. Auctioneers are UNIQUE individuals. They are
looked to as someone special in their community.
Really, who else but an auctioneer in four hours
can sell what it has taken a man and wife forty
years of sacrifice and effort to accumulate? Who
else but an auctioneer can ease the burden of a
serious liquidation by getting top dollar for dis-
tressed merchandise.

Yes, we are unique, and because of this we
must look and act the part of a true professional.

We are held by our community and our clients

to a higher standard of behavior and ethics than

is required of the average person.

3. Successful auctioneers are CONGENIAL. An
auctioneer is a salesperson. Sales people are
congenial people. They are friendly, compatible,
agreeable and always acting in harmony with
others. An auctioneer’s success comes from the
success of their clients.

Auctioneers get what they want by helping

other folks get what they want. Your clients want
a top-dollar sale, you want a good listing. The
two get together through a congenial and pro-
fessional relationship. Anything less than con-
geniality usually results in your competitor in the
ring and you sitting home jealously reading the
sale bill!

4. Perhaps one of the more important attributes of
successful auctioneers is that of being TIMELY.
Simply stated, this means good auctioneers know
what is going on. They know values, products,
and goods. They know what is selling, who is
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buying, and what they are buying. In short, they
keep up with what is new in the auction business.
They understand people, and what motivates
people to buy. An auctioneer who never has time
for a seminar, a workshop, a convention or time
for their professional association is an auction-
eer who could be better employed. Keeping cur-
rent, by keeping up is truly a stepping stone on
the path to a successful auction business.

. Timeliness is followed closely by the fifth char-

acteristic of an active auctioneer — that of main-
taining an IMAGE which is consistently postive.
Negative-thinking auctioneers waste time “aw-
fulizing”. They gripe about how awful the econo-
my is, how awful the buyers are, how awful the
goods are, how awful business is and so on
through a never-ending series of negative
thoughts and comments.

People, potential clients, quickly sense
negative attitudes and turn instead to seek ser-
vices of an inspiring auctioneer who looks to the
bright side of business. Psychologists and hu-
man engineers have proved beyond doubt that
negative thinking people achieve less and re-

SAVE OVER 50% — ORDER
DIRECT FROM FACTORY

16" HORSE HEAD
HITCHING POST
SPECIAL PRICE $6.90

15" BELL
Beautiful Clear Resonant Tone
SPECIAL PRICE $25.00

s . 62" BELL

\wj Clear Resonant Tone (Any
™\  Custom Design AVAILABLE

4‘/ L,E.l for Imprint on Bell)

- = SPECIAL PRICE $6.50

ALL THE ABOVE ARE MADE OF SILVER WHITE
BRONZE ALUMINUM ALLOY (3 TIMES
STRONGER THAN CAST IRON)

VALLEY FORGE FOUNDRY

Box 68, Horicon, WI 53032
Phone: 414 887-7881

NAME _
ADDRESS :

CITY STATE ZIP.

PLEASE SEND ME THE FOLLOWING:
15" BELL — AMOUNT _

As Dispalyed
at the 1978 HORSE HEAD — AMOUNT

NAA Convention ¢\, BELL — AMOUNT i
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Chaibie (ag) Charlie Gay
DEALER AUCTION —— | DEALER AUCTION
MONDAY 10 AM é MONDAY 10 AM

Every MONDAY 10 AM.

2000 Shorter Avenue (Ga. Hwy 20 West)
ROME, GEORGIA

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

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

ALL NEW MERCHANDISE SOLD — LARGE AND SMALL LOTS

NO JUNK

NOTICE
We now have a complete stock of 8 TRACK STEREO TAPES For Sale.

Original Artists and Soundalikes - Country Western - Gospel - Pop - Rock
Soul - Bluegrass All Guaranteed - All Legal. $1.10 Each

10 PERCENT COMMISSION CHARGED ON ALL SALES ON PREMISES

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

For More Information Call Charlie Gay (404) 234-5946
GA. AUCTIONEER LICENSE NO. 129
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ceive less from life than those who maintain a
positive attitude. Positivism begets success,
negativism begets frustration and ultimately an
existence less than successtul.

The way you think, talk, and act reflect
not only your image of yourself, but more import-
antly, the image others have of you. The choice
IS yours.

6. The auctioneer who grows in success is OPEN-
MINDED. To be open-minded means simply to
be continually searching for anything new or dif-
ferent or some better way to solve an old pro-
blem. Open-minded auctioneers do a lot of lis-
tening. They are interested in people and in what
people are thinking and saying. An open-minded
person may not agree with what is said, but will
respect, guard and accept another’s right to their
opinion. Growth occurs through open-minded
listening, reading, watching and doing.

Society is dynamic — always changing —
and unless we adjust to it, we are left in the dust
of change.

7. Another essential characteristic for success is to
be a good NEWS CARRIER. This is allied closely
with being timely, up-to-date, and open-minded.
The auctioneer who is active in local organiza-
tions, who supports the auctioneer’s associa-
tions, who is constantly learning is also serving.
Serving is bringing good news to others about
what is new.

8. Never to be overlooked or even slighted is the
requirement for ETHICAL behavior. During the
lifetime of my father, who for over 40 years was a
lawyer and court judge in Indiana, he taught con-
sistently that, ““anything not quite right is wrong”.

Just as auctioneers are unique persons with-
in their communities, they are held also to a high
standard of ethics. The statement of ethics by
the National Association of Auctioneers repre-
sents this standard of excellence in the finest
fashion.

9. ENTHUSIASM is one of the most critically im-
portant traits which can be possessed by anyone
working with people. An enthusiastic auctioneer
can put spark and zeal into a sale which might
otherwise be just another auction.

One of the author’'s most popular high school

SCHOOL
OF AUCTIONEERING

NOTTS

Learn the art of modern scientific auctioneering from our famous tape re-
corded course for home study or from classroom courses, which we con-
duct at various colleges, universities and vocational schools. This school
is approved by the State Board of Schools and College Registration in our
home state of Ohio. Reg. Number 71-12-0286H. Chief instructor, Col. R. E.
Knotts, has thirty years experience and more than four thousand public
sales to hiscredit. He has also been a professional auctioneer instructor
and counselor since 1959.

Rt. 2, Box 161-C, Gallipolis, Ohio 45631
L (614) 446-2917
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SALE CLERKING SHEETS

and other Auction forms
Write for Samples and Prices

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

commencement addresses is titled Enthusiasm
— Passport To Success. It is truly an important
success ingredient. Enthusiasm — that zest for
life and living — shuts out gloominess and pessi-
mism and opens doors to success and happi-
ness.

Enthusiasm is catching, it radiates from the
auctioneer to the buyers and makes sales come
alive with action and success.

Finally, every successful auctioneer must be
RESPONSIBLE. Not only responsible to clients
and buyers, but responsible to himself or herself.
There can be no personal growth without per-
sonal responsibility.

The attribute of responsibility is linked
closely with image and ethical character. Some
auctioneers refer to it as a conscience which
checks temptations which befall anyone in public
and private endeavor.

Responsibility and ethical conduct and an
enthusiastic desire to help everyone be a winner
contribute to separating the hard rights from the
easy wrongs, and culminates in a deep commit-
ment of responsibility to oneself.

10.

SUMMARY

By way of summary, the ten personal attributes
or characteristics of successful auctioneers can be
typed on a card and carried in a shirt pocket, purse
or wallet for regular referral. For your success an
auctioneer is:

A — Action-oriented

U -— Unique
C — Congenial
T — Timely

| — Image is Positive
O — Open-minded

N — News Carrier

E — Ethical

E — Enthusiastic

R — Responsible

(EDITOR'S NOTE: Dr. Kent Stewart teaches
school administration for the College of Education at
Kansas State University in Manhattan. He also is an
auctioneer and active public speaker. NAA member
Stewart is a graduate of the Reisch World Wide Col-
lege of Auctioneering, Mason City, lowa. He stated,
when submitting the article: ““‘As a recent member of
the NAA, | believe the best way for me to contribute
quickly to the ongoing success of the organization
is to transmit the attached article manuscript for your
(NAA Executive Director Harvey McCray) considera-
tion. Editor McCray appreciates, very much, having
the article and the efforts made by Dr. Stewart. His
ideas and comments are worthy of all NAA members’

review.)
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DEALER’S AUCTION

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

L

ALL DEALERS WELCOME

Come BUY or SELL a load!! All merchandise
sold — large & small lots.
10% Commission on all sales on premises
cash, certified check or letter of credit from

| bank. We act as agents only and make no

guarantees of seller’s merchandise.

NO JUNK
r
Dates for future Auctions:
January 11, 1979 March 8, 1979 April 26, 1979
- January 25, 1979 March 22, 1979 May 10, 1979
February 8, 1979 Aprii 12, 1979 May 24, 1979
February 22, 1979

Sale managed and conducted by:

Phone: Webster’s Auction Co. Auctioneer:
205-468-3556 Route 2, Hwy. 78 Col. Ray Webster
205-468-2705 Gu-Win, Ala. 35563 Ala. Lic. #174

We Sell Anything for Anyone, Anywhere

Ray Webster, Member: Alabama and
National Auctioneers Association
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CAI® Members Elect Officers;
Texas’ Joe Small is President

Joe E. Small of Dallas, Texas has been elected
president of the Board of Governors of the Certified
Auctioneers Education Institute, Inc.

Other persons elected by the membership are
Robert Ellenberger, Bluffton, Indiana, president-elect;
J. Edward Vierheller, Claremore, Oklahoma; J. Wayne
Taylor, Miami, Florida; Harry Anderson, Georgetown,
Pennsylvania; and William Z. Fox, Baltimore, Mary-
land, governors. Chairman of the Board is Hugh
Miller, Evansville, Indiana, the immediate past presi-
dent of the Institute. Also serving on the Board are
Harvey L. McCray, secretary-treasurer, and Stephen
J. Martin, executive vice-president; both serve as ap-
pointed officers.

In the spring of 1979 members of the Institute’s
standing committees will be appointed. The com-
mittees will be professional ethics, admissions re-
view, education, Institute laws and regulations, and
public relations.

The 1979 Institute Courses are scheduled for
April 1-7 on the indiana University campus in Bloom-
ington, Indiana. Applications for admission to Course
| of the three-year curriculum that leads to the pro-
fessional designation ‘“Certified, Auctioneers Institute
(CAI®)” are available from the Institute office: Cer-
tified Auctioneers Institute, Indiana Memorial Union,
Suite 555, Bloomington, Ind. 47401. Also, the appli-
cations appeared in the September issue of THE
AUCTIONEER.

Applicants must have two or more years of full-
time auction experience to be accepted.

Certified Auctioneers Institute Specifies Use
Of CAI® Designation by Institute Members

Since the first CAI® designations were awarded
in July, the most frequent questions about the use
of the designation have been about stationery.

The emblem may be used only on personal sta-
tionery, letterheads, business cards, and reports of
members. It should be placed with the name of the
member, not with the name of the firm. The emblem
may appear only once on each sheet.

Examples of proper usage are as follows:

1. Joseph C. Smith Auction Company

Joseph C. Smith, CAI®, president
1234 South Street
Your Town, Your State

In this usage the placement of the CAI® is with

the name, not the company.
2. The emblem should also be placed with the mem-
ber’s name, not with the company name. Since the
same rules apply to the emblems of other organiza-
tions that Institute members often display, the CAI®
emblem should be placed along side or in a group-
ing with the emblems of, for example, the NAA,
Graduate REALTORS Institute, and National Associa-
tion of REALTORS “R’. All of the emblems would be
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LEARN AUCTIONEERING
IN FLORIDA
JIM GRAHAM

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

“Real Estate auctions our specialty”

CCIM AFLB CRB

with the member’'s name.
3. If names of other members of the firm’s staff are
used on the letterhead, it should be clearly indicated
that these persons do not share the same member-
ships (unless, in fact, they do).
4. When using “CAI®” with the member’s name, it
should be printed with a comma between the name
and the CAI® and no periods should be used with the
letters:

Joseph C. Smith, CAI®, GRI, MAI

These regulations on use of the designation and
emblem also apply to business cards and sale bills.

Auction of Judy Garland’s ltems
Gets Considerable News Attention;
NAA Member Charles is Auctioneer

Many newspapers carried a news article recently
in reference to the auction of Judy Garland’s posses-
sions. The Associated Press distributed the news
items to the newspapers.

The articles did not offer the information that
C. B. Charles, the auctioneer, is a member of the
National Auctioneers Association and no doubt NAA
members will be interested (and pleased) to learn of
this fact. C. B. is from Pontiac/Bloomfield, Michigan.

The items auctioned by NAA member Charles
included pictures and awards from Judy Garland’s
collection. The news item also indicated that the
bidding was slow and not nearly as many Hollywood
stars showed up as expected. Approximately 350
persons showed up for the evening session and only
200 were in attendance at the preceding afternoon
event.

NAA member Charles began the auction by sell-
items from Miss Garland’s collection of silver. A six-
piece sterling silver tea set brought $3,750 and a 69-
piece sterling silver flatware set sold for $4,000. The
price of $100 was the average successful bid for
jam jars, ladles and silver trays, which sold quickly.

Learn Auctioneering

Complete cassette home study.
® 5 full hours of chant secrets,

training exercises and all phases
of auctioneering.
American Academy of Auctioneers

1222 No. Kenwood, Broken Arrow, OK COMPLETE
74012. Ph. 918 251-1111 COURSE $49.95
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. A. MARCUS CO.

Hillside, Nlinois

| ESTABLISHED 1908

TOOL

Wholesaler Distributor of Brand Name
l AIR TOOLS — STATIONARY TOOLS
ELECTRIC TOOLS — HAND TOOLS
GENERAL MERCHANDISE — CLOSEOUTS

VISIT OUR SHOWROOM
OR
Write for our FREE monthly catalog

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

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

All merchandise is fully quaranteed!

$500.00 MINIMUM ORDER — MERCHANDISE FOR RESALE ONLY

| 4170 MADISON ST., HILLSIDE, ILL. 60162

L . S _
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Thanksgiving Auction Conducted
By Robert H. Glass Auctioneers

By Michael Phelan
Central Village, Connecticut

Over 350 hopeful bidders packed the main floor
and balcony for the Thanksgiving Holiday Auction on
Saturday, November 25, at the Robert H. Glass Auc-
tion Gallery in Central Village in northeastern Con-
necticut. Bidders from over 10 states were repre-
sented, and spirited bidding was evident as 470 items
passed over the auction block in a little under five
hours of active selling.

Of major interest was a beautiful Steinway &
Sons baby grand piano that was signed by Sergei
Rachmaninoff in 1941 when he used the instrument
during a concert in Stonington, Connecticut. It sold
for $3,600. Of equal interest were two single “Belt-
er’-style rosewood side chairs with pierced backs.
The morning glory motif chair brought $525, and the
rose carved chair sold for $475.

Many music enthusiasts bid on a German
cylinder music box with mahogany inlaid case, 24" x
6", with damaged teeth, and passed the auctioneer’s
gavel at $850. A fancy ‘“wreath” brass bed topped
$400. A French-style mantle clock with metal fig-
urines of mother and child sold for $120; a six-piece
Limoges game set went for $50, and 20 figurines of
Royal Worcester, Royal Copenhagen, and B & G sold
for $35 to $40 each. A set of porch furniture by San-
forth that included glass-top sectional tables and six
chairs featuring a double-dolphin motif garnered
$450.

Other prices realized at the November 25 auc-
tion of antiques and collectibles included a sterling
silver Paul Revere bowl, $125; a large iron cauldron,
$60; another cauldron, $82.50; wooden ice box, $145;
Royal Copenhagen frog, $55; set of 172-piece Spode
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New Officers Elected . . .
STATE ASSOCIATION OFFICERS

The following list of State Association Officers were elected
since the last listing of State Association Officers was made
in a previous issue of THE AUCTIONEER. Periodically in THE
AUCTIONEER magazine a complete listing of State Association

Officers will be published and the following were elected since
that listing:

New York State Auctioneers Association — President: Donald
I. Martin, RD 5, Balston Spa 12020, Phone: 518 885-9865:
Secretary: Duane E. Gansz, 14 William St., Lyons 14489,
Phone: 315 946-6241

Wisconsin Auctioneers Association — President: Leroy Jones,
Route 5, Watertown 53094, Phone: 414 261-5391: Secre-
tary: Victor V. Voigt, Route 2, Reedsville 54230, Phone:
414 772-4235

china, $200; an album of trade cards, $30; 12 cab-
bage plates, $45; another album jam-packed with
trade cards, $125; eight Limoges bird plates, $75;
lady’s kidney-shaped desk, $90: walnut card table,
$140; a Victorian couch, $205; a pink-upholstered
sofa, $325; copper boiler, $27.50; and andirons,
$37.50.

A dozen Bavarian plates sold for $125; a G.E.
dryer, $1585; a maple hutch, $110: low Lincoln rocker,
$40; cedar chest, $32.50; amber ice cream set,
$57.50; and two Hitchcock chairs $32.50.

The Robert H. Glass and Family Auction Gallery,
with eight professionally-trained auctioneers from
the Glass family, conducts about 80 auctions an-
nually, with auctions at their Central Village gallery
every Thursday night, plus estate auctions on the
weekends.

The Glasses are members of the National Auc-
tioneers Association and charter members of the
Connecticut Auctioneers Association. Both Robert
and wife Barbara were workshop instructors at the
1978 NAA Boston Convention.

World Record Auction Price
Paid for Victorian Furniture

A three-piece carved rosewood Victorian suite,
by John Henry Belter, New York, 1860, was sold at
auction on November 28, 1978, for the world record
price of $42,000 by Mortons Auction Exchange of
New Orleans, Louisiana.

The information was submitted by John Fowler
of Mortons for NAA member Morton M. Goldberg.

The suite, which was intricately carved in the
grape and rose pattern, comprised of a sofa and two
gentlemens’ arm chairs. It was purchased by a pri-
vate collector from San Francisco.

The set is one of eight produced by John Henry
Belter, of which only two sets are known to exist.
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Virginia Auctioneers Donate Time
For Public Service TV Auction

Four Virginia NAA auctioneers donated their
time and services to the Northern Virginia Public
Television (WNVT Channels 53 and 14) “Great TV
Auction” in the fall of 1978. Virginia auctioneers
have made their contributions to the annual “Great
TV Auction’ in past years.

......

VAA PRESIDENT Stuart Desper (holding the micro-
phone) and Ron Tull, CAl, prepare to sell ““live’” dur-
ing the “Great TV Auction’ in Fairfax City. The two
NAA auctioneers donated their time and services to
the Northern Virginia Public Television’s auction.

WORLD’S MOST MODERN AND
EFFICIENT AUCTIONEERING SYSTEMS

Auction Tops
Fits on Standard
1 or 3 Ton Truck

Clerkmobile T.M.
Patented Clerking
System Installed

For Free Literature and Additional information —

Art Feller. Box 267
Cissna Park, lll. 60924

Ph. 815-457-2202

Yes . .. Send me Free Literature.

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

Name
Address
City
State Zip
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THE GREAT TV AUCTION set was erected in an en-
closed shopping center in Fairfax City, Virginia. NAA
and VAA auctioneers Ron Tull (with hat) and Lionel
Reynolds wait their turn to sell “live” during the auc-

tion.

NAA members Ron Tull, CAI®, of Annandale;
Lionel Richards, a CA!® candidate from Pittsfield;
VAA president Stuart Desper of Swoope; and NAA
director H. Layton “Sonny” Laws of Manassas. Son-
ny was an adviser to the antiques chairman and he
also donated antiques to the auction.

A television set was erected in an enclosed
shopping mall in Fairfax City (suburb of Washington,
D.C.) and the auctioneers performed ‘“live’” approxi-
mately each hour of the 10-night auction. Bidders
competed competitively via the telephones for the
high dollar items. The live bid calling received the
best prices and the bidders enjoyed the competition.

Proceeds from the auction are used by WNVT
for local programming and expanded operations.
The TV auction is WNVT’s only viable source of in-
come for their goals.

DECODER

A socially prominent matron invited her doctor
to dinner. She asked RSVP. The doctor was prompt
in his reply, but the matron couldn’t make out his
scrawl. Was he or was he not coming?

Her dear hubby came to the rescue. He said he
would take the doctor’s reply to the local druggist,
who had years of experience deciphering the long-
hand of many doctors.

The druggist read the scrawl, bent down, and
put a big bottle of medicine on the counter: “That
will be three eighty, please.”

EAR TO THE GROUND

A man walking along the road saw an Indian ly-
ing with his ear to the ground. He went over and
listened. The Indian said, “Smail wheels, Lincoln
convertible, red, man driving, large dog beside him,
Nevada license plate.” The man was astounded.
“You mean you can tell all that just by listening with
your ear to the ground.” he asked. “Ear to the
ground, nothing,” said the Indian, ““that car ran over
me.”

VOTE COUNT
Let's see if | got it right ... One vote is a majority
... Two votes are a victory . . . and three votes is a
landslide . . .

THE AUCTIONEER
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“Nashville of the North” Facility
Sold at Auction by David A. Norton

The auction sale of an amusement park, de-
scribed as the ‘““Nashville of the North”’ by many, but
officially named Buck Lake Ranch of Angola, Indiana
climaxed over six weeks and 1,000 manhours of
work by the David A. Norton firm of Norton Auction-
eers Incorporated of Coldwater, Michigan.

Included in the setup and preparation work was
the proper display of carnival rides by the auction
crew, which, in the words of NAA member David A.
Norton, “was a ‘carnival’ in itself”.

“Through strategically placed advance press re-
leases from our office we were able to profit from
exposure in 14 different trade publications, the na-
tional wire services and a full page article in the Ft.
Wayne, Indiana, NEWS SENTINEL; all of which great-
ly attributed to the huge success of the amusement
park’, emphasized auctioneer Norton.

Over 1,800 people attended the 10-hour sale and
prices realized were in excess of 35% of the Nor-
ton firm’s pre-sale analysis. Buyers were in attend-
ance from 17 states and two foreign countries.

The 70-acre park realized $350,000, which was
$100,000 over the firm’s appraisal and sale projec-
tion. The personal property ranged from restaurant
equipment to ferris wheels and sold exceptionally.
Auction high bids included: Hershel Carrousel (36’
with 20 carved horses and two chariots) — $7,500;

PLAN NOW
TO ENROLL FOR
NEXT TERM

At The

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

Many top auctioneers across the country believe that Voice Projector
products are the best on the market. They prove their confidence by buying
and using them with pride, pleasure, and profit. The Model 16R will save
you money and make you money.

We also have the new Model 15 (powered by nine “C” batteries —
not included) and the Model 16 (powered by nine “D’ batteries — not in-
cluded). They are priced at $195 and $245 respectively.

Order your choice today!

COL. ROBERT S. MILLER
MEMBER

L,;-',P

' INDIANA COLLEGE @Eﬁﬁ;

OF AUCTIONEERING @

8846 Holliday Drive, Indianapolis, IN 46260
317-844-1088 (Evenings) — 317-873-4601 (Days)

train (Chance 1863 C. P. Huntington type CPH train
— Ford 4-cylinder industrial power — with 2-36 pas-
senger coaches and one-half mile of track)
$16,500; inanimate lion ($350) and gorilla ($550); pin-
ball machines — average price $400; Fire engine
ride (Mangels fire engine ride, eight trucks and 16
passenger capacity) — $2,500; and Grama Says
Fortune Teller — $1,500.

Buck Lake Ranch — the ““Nashville of the North”
— was started in 1947 and continually offered top-
name entertainment in the Country Western field, in
addition to its western-style theme park facilities.

Such notables as Johnny Cash, Buck Owens,
Dolly Parton, Porter Wagoner, Conway Twitty, both
Hank Williams’, Bill Anderson, Merle Haggard, Tam-
my Wynette, Mickey Rooney, the Lennon Sisters,
Lassie and a host of like stars have entertained
hundreds of thousands at Buck Lake Ranch.

The Terms of the Sale included payment for
purchases were to be made by cash, cashier’s check,
or company check accompanied by a letter of credit
from the buyer’s bank. Payment in full was to be
made on sale day. The Conditions: all items sold
‘“‘as is, where is without any warranties whatsoever,
expressed and/or implied.” Nothing was to be re-
moved until settled for in full. And the Norton Com-
pany was not responsible for accidents nor goods
after pronounced sold.

An interesting sidelite of the auction was a com-
ment, which was made in the “Leisure Journal’ sec-
tion of the Fort Wayne JOURNAL GAZETTE news-
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paper, which featured information of the new owner.
The article stated: “One 29-year old area man, David
A. Norton, recalls being led here — somewhat re-
luctantly — one night by his parents in 1961. The
smaller outdoor theater, seating 4,000 in bleachers,
was filled to capacity. But all Norton can remember
is being filled with emovarrassment when the grown-
ups and the band struck up a chorus of the Buck
Lake Theme song:

At the Buck Lake Ranch with you,

You’'ll greet friends both old and new,
Listen to girls sweetly humming,

While cowboys’ guitars are a strumming,
Take your best girl by the hand,

For the musicisgrand ...’

“And so it goes. lronically, Norton will partake
in the dismemberment of Buck Lake Ranch this week.
Now an auctioneer specializing in resorts and mu-
seums, he will oversee the bidding at 10:30 a.m.
Saturday for owners Edward T. Ball and Henry Guen-
ther, Jr., who will be selling a raft of nostalgic items,

antiques, restaurant equipment and ‘“‘a little bit of”
Buck Lake Ranch.

Appreciation also is being given now to THE
AUCTION EXCHANGE newspaper of Kalamazoo,
Michigan, for offering information on the prices
which were realized at auction. A summary of the
sale was featured in THE AUCTION EXCHANGE,
which is published by NAA member John Schowalter.

Better Auctioneers Start With Better Training!
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Farm Land Appraised at $15,000
Sold At Auction for $48,000

“ .. | was pleased with your sale of the 104
acres of land in the captioned estate. As you know
the property was appraised at $15,000 by a Vice
President of a local bank. Your thorough investiga-
tion of building possibilities with the Regional Plan-
ning Office was instrumental in your obtaining a total
sales price of $48,000. Thank you again for your
valuabie service. Sincerely yours, Kenneth P. Fox.”

That expression of gratitude means much to
Darrell Cummings of Bellevue, Ohio and to the auc-
tion profession in general. It, once again, proves the
value of using the auction method of selling real
estate and it also proves that the auction profession
is not just an individual with a smooth voice calling
the bids, but a businessman, who knows how to get
the most out of a business venture.

NAA member Cummings wrote how he accom-
plished the feat of obtaining more than three times
the appraised value for the 10% acres of farm land.
After receiving the call from attorney Kenneth Fox,
and been given the appra:sed value Darrell inspected
the property and, ‘| realized it had good possibilities
for building lots. So | took the time to check this all
out,” wrote Cummings.

“First | called the township trustee and found
there was no zoning in the township. Then |

s ':

-é::;..:,: 5
. K

& uconzans K
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checked with the regional planning director and
found this property could be plotted since the original
deed had never been divided. Next | went to the
County Health Department and they assured me this
property would pass the inspection for septic tank
use, being sandy soil and sloped for good drainage.

“After the zoning, planning and drainage
checked out, | went a step further and talked to the
neighbors and found the water was good and there
were no problems with rock bottom for digging base-
ments,” he continued.

'So | contacted all the local and surrounding
area building contractors and investors to let them
know my findings.

“There was a large crowd the day of the sale,
including bankers, lawyers, realtors, and building
contractors. | had obtained a $20,000 bid to start the
sale, which this alone surprised a lot of the spec-
tators.

“But the whole crowd was amazed when | finally
sold this 10%a acres for the sum of $48,000.”

Darrell Cummings’ experience with this sale,
which he explained was a small one, points out the
value and advantage of checking out all possibilities
and he believes strongly that the same principles
apply to other real estate sales, large or small, im-
proved or unimproved.

His concluding remarks, in regard to the auc-
tion, was: “So | would like to remind all the NAA
members when they are listing real estate to be sold
at auction, to stop and think: is this property being
used to its highest and best use?”’

IF YOU WANT QU

In Memoriam. ..

ARTHUR STRYKER

The sudden death of Arthur Stryker of French-
town, New Jersey, was reported in the newsletter of
the New Jersey State Society of Auctioneers. NAA
member Stryker succumbed to a fatal heart attack.

Auctioneer Stryker is survived by his wife, Carol,
and three children.

Ada, Ohio Newspaper Gives
First Page Coverage On
Albert Rankin’s Techniques

“We sell everything under the sun’ was included
In the front page headlines of The Ada Herald of Ada,
Ohio. The article and photographs covered over half
of the entire first page of the June 28, 1978, edition.

NAA member Albert Rankin of Alber, Ohio, is a

AND QUALITY IN

NEW ENGIAND... YOU WANT THE BOSTON GLOBE?

Youw’re an auction advertiser. Naturally, you want big crowds with

big dollars.

And in New England, if you want numbers, we have them!

670,000 circulation Sunday;
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And if you want quality, we have that, too!

80% coverage of Boston households earning $20,000-%$25,000/ year
89% coverage of households earning $25,000+/year

85% coverage of households with professional/ managerial heads
87% coverage of households with college-educated heads**

We have what you want ... The Boston Globe.

ahe Boston Globe

Boston, Mass. 02107

* As submitted to ABC, 9/30/78

**Profile Boston, Year 1977, SMSA, Sunday coverage figures, Carl J. Nelson Research, Inc., Chicago
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well-known and respected auctioneer of the area,
who also sells at auction in six to eight states. The
paper said of him: “Friendly and talkative, Rankin
agreed that it takes a certain kind of personality to
become a successful auctioneer. ‘You have to like
people and do everything to make them like you,
Rankin stated’’.

Auctioneer Rankin has a diploma from the Rep-
pert School of Auctioneering in Decatur, Indiana and
the paper used the following information from him:
Auctioneering school teaches you to talk fast in the
traditional auctioneer’s lingo, for maybe five to seven
hours without stopping. Auctions may last for seven
or eight hours, three days in a row, depending on the
size.”

The newspaper article, once again, offered the
public some information about the auction method
of selling real and personal property. It explained
some of the procedures folloned by NAA member
Rankin, including: “The type of auctions here have
changed somewhat in the past few years. He used
to have a lot of livestock auctions, but most of the
dairies which were here once have gone. Now, he
mostly auctions farm machinery, real estate or set-
tles estates.

“Prices of things sold at auctions ‘keep increas-
Ing, along with everything else,” Rankin said. An-
tiques have especially risen in value. For example,
small iron kettles which sold for $6 or $7 several
years ago, have gone up to over $20.

“'An auctioneer has to know what items are
worth to sell them, and the only way to know is to be
busy all the time in the auction business,” Rankin
stated.

“‘There’s a market for everything at some kind
of price,” Rankin claims and said he’s never been un-
able to sell something. He always makes some kind
of deal. This is the advantage of an auction over a
garage sale, when you want to sell everything.

“Rankin said most people who hold garage sales
and flea markets don’t know how to price items and
are either too low or too high. Also, the best things
are sold first, leaving the dregs.

“An auctioneer sells everything, at the best price
he can get.

“Rankin mentioned one large farm sale he con-
ducted which people predicted would last until mid-
night. The auctioneer stated that anything that
wasn’t sold before 5 p.m. he would eat. The sale was
over at three minutes before 5, having gone nonstop
from 10:30 in the morning.

“Just as some of the merchandise he’s sold has
been unusual, some of the buyers are unusual too.
Rankin claims that each and every sale is different —
‘No two of them are alike.’

“Buyers have different ways of bidding, often
telling the auctioneer before the sale how they will
bid, so competitors won’t know what they're bidding
on.

"“Rankin said one big horse dealer, holds a pony
measuring stick. When his thumb is on top of the
stick he’s bidding. When he takes it off, the price is
too high for him and he’s done.

“Other people finger their tie, will wink, or put
cigarettes in their mouth when they wish to bid. He
said buyers expect him to remember their different
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AUCTION FORMS

IMPRINTED WITH YOUR NAME &
NUMBERED OR NUMBERED ONLY AS LISTED

ALL CLERKING TICKETS - 3 copies 8V2"'x 11" NCR
12 on or 10 ©n - not numbered - 100 sets $9.00;
250 sets $19.50, 500 sets $38.00, 1000 sets $75.00.

CLERKING TICKETS 10 on cr 12 on - Imprinted your
name, address and talephonz number; 100 sets $25.00;
25G sets $39.00; 500 sets $52.5C; 1,000 sets $100.00.
NOT NUMMBERED,

CLERKING TICKETS 10 on oniy - numbered 1 to 1,000,
or 1 to 100, 100 sets $14.00; 200 sets $26.00; 500
sets $53.00; 1000 sets $100.00.

CLERKING TICKETS: 10 on oaly - numbered 1 to 1,000
or 1 to 100 and Imprinted your nams, address and tclc-
phcne number on each tickct. 100 sets $30.00; 250 sets
$45.00; 500 set: $77.50; 1,000 sets $125.00.

ALL FORMS LISTED UNDER THIS HEADING are 82"
x 11’ sold in pads of 50 each pad at $1.40 per pad, 10
pads at $1.20 each, 20 or more pads at .95¢c each
pad. Not numbered.

CLERKING SHEETS - CASHIEX'S STATEMENTS
TERMS OF SALE - CONSIGMMENT CHECK-IN
CONTRACT FORM - PROMOTION SCHEDULE
BUYER'S REGISTRATION - 2 FORMS - 1 with room for

13 names - new form room for 20 nomes.

Above Forms can be inmprinied your ncme, address and
telephone numker 500 $15.00 extra; 1000 $20.00 extra.
FORMS LISTED BELOW NUMBERED FROM 1 te 1000
or 1 to 100; 1 pad 50 sheets $2.65; 10 pads et
$2.35 each, 20 or more pads at $1.95 each.

CLERKING SHEETS - BUYER’S REGISTRATION

CASH!ER’'S STATEMENTS numbered ‘rom 1 ¢> 1000 or
I to 1 to 100; 1020 lots omly, $39.00. Imp-inted your

name, addres and telephorne numter and numbered 1 to
1000 or 1 to 100; 20 pads only $46.00.

TAGS Cardboard 2V2" x 5V2" - 3 part perforated, hele
at top. 1000 tags $8.50; 25C0 tags $19.75; 5000 tags
$4C0.00. WIRE5S FOR TAGS 1000 $8.50; 5000 wires
$40.00.

TAGS Cardboard - 272" 5V2" - Numbecred 1 to 1000.
or 1 to 100; 1"’ numbers - 1000 tags $19.50; 2000 togs
$38.00; 5000 tags $90.00.

TAGS Sticky Back, no wires needed, peel off and stick eon

~or 1 to 100; 1” numbers - 1000 tags $18.50, 2000

tags $36.00; 5000 tags $85.00.

TAGS - Sticky back -Numbered 1 to 1000 - 1 numbers.
1000 tags $22.50, 2000 tags $42.00, 5000 tags $102.50.

BUYER CARDS FORM BC-20 3V4" x 7" - 1000 cerds
$7.50, 2500 cards $17.50, 5000 cards $32.50.

BUYER CARD - numbered fom 1 to 10CO or 1 to 100
1000 cards $17.5C: 2000 cards $34.20; SO00 $82.50.
Numbered and imprinted your name, address and telephone
number 1000 cards $22.00: 2000 cards $42.00; 5000
$100.00.

BUYER CARD — No. BCND-50 Numbered 1 to 1000
or 1 to 100; 1" display numbers; 1000 cards $20.00;
2000 cards $32.00;; 5000 cards $77.00. NO NAME.

ARROW DIRECTION SIGNS coloted carboard 9’ x 11%
Word AUCTION and ARROW in big Type. 950 signs
$7.00, 100 signs $9.00. Arrow diractions assorted.

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

STOCK YARDS PRINTING CO.

1613-A Genesee, Kansas City, Mo. 64102
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DuWAY DISTRIBUTORS
OF GROTON, N.Y. WILL
SUPPLY A TRUCKLOAD
OF GUARANTEED NEW

TOOLS FOR YOUR
AUCTION

WE HAVE A WAREHOUSE OF QUALITY
NEW TOOLS READY FOR YOU NOW

* Bench Vises

* Air Compressors
* Screw Drivers

* Air Hose

* Tapes

* Garden Hose

* Hand Tools

* Farm Tools

* Drill Presses

« Yard Tools
* Tool Boxes

* Table Saws

* Air Tools

* Elect. Tools

* Hydralic Jacks
* Jumper Cables

* Shears (All)
* Taps-Dies & Bits
*» Hacksaws & Blades

* Extension Cords
* Sandpaper
* Wrench and Socket Sets

DAVE DUMONT SALL

MEMBER OF THE NAA
IN NEW TOOLS W e G ;
SINCE 1961 _ , . e e
LISTED IN (| -
DUNN & BRADSTREET

RESPECTING THE AUCTIONEERS

POSITION WE PLEDGE TO SUPPLY

AND SERVICE SUPERIOR TOOLS
TO PROTECT YOUR IMAGE AND OURS

WE RESTRICT OUR AUCTIONS TO THE
NORTHEAST SO WE CAN SERVE YOU
BETTER

Duulay
Distributors,

757 LICK ST. R.D.2:-GROTON, N.Y.- 13073
Call us Collect (607)898-3300

“"We're just up the road’
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ways of bidding from show to show. ‘It takes a lot of
psychology’.”

“Auctioneers get a commission from the sales,
the amount depending on what type of sale it was.
The amount also includes cost of advertising and any

other help. Rankin said having a good clerk to keep
track of sales and money is very important.

“"Rankin’s sale moves fast, using a number sys-
tem for buyers, and most are strictly cash.

“He has served on the board of the state auc-
tioneer’'s association and also attends the national
auctioneer’s conventions.”

The article was concluded with a statement
about the interest NAA memoer Rankin shows in the
auction business: “You've got to like it or you’re not
going to be an auctioneer.”

EDITOR'S NOTE: The publisher of The Ada
Herald, Richard E. Chambers, allowed use of the ma-
terial in his newspaer with the following statement:
“Permission is granted to reprint in full or in part the
article ‘Everything Under The Sun’ which appeared
in our issue dated June 28, 1978.” Recognition and
appreciation now is being given to obublisher Cham-
bers for the article, which informed his readership
about the auction method of selling.

Craig Lawing Re-elected
To North Carolina Senate
With 84.9% of Votes Cast

W. Craig Lawing received 84.9 percent of the
votes cast in the 22nd Senatorial District of North
Carolina in his bid for 1e-election, on November o8
to the North Carolina Senate. NAA member Lawing
is scheduled to be president pro tem of the North
Carolina Senate during the 1979-80 session of the
General Assembly.

Senator Lawing has devoted more than one-half
of his adult life to public service. At age 26 he ran
and was elected to the Mecklenburg County (North
Carolina) Commission, where he served a total of
five terms. He then ran for and was elected to the
North Carolina House of Representatives, where he
served a total of three terms. Tne upcoming session
will be his second term in the Senate.

While in the House and Senate he has served
as chairman of the Local Government Committee;
Economy Committee; Banks and Banking Committee;
Legislative Ethics Committee; and several study com-
missions. In spite of all the extra curricular activities
Craig is involved in, he still manages to be one of the
top auctioneers in his state.

Craig and his wife, Janie, live in Charlotte, North
Carolina.
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New York Auctioneers
Hold Record Convention

A new attendance record was established as
more than 140 NYSAA members and their families
met at Norwich, New York, for the 1978 New York
State Auctioneers Association Convention, on No-
vember 5 and 6. Things got under way at 10:00 a.m.
Sunday morning as 1978 NYSAA President Hugh R.
Parker called the convention to order, and asked all
members present to introduce themselves and their
families. Among those present was Col. Timothy
Anspach. At 93 years young, Col. Anspach remains
one of the most respected auctioneers in New York
and across the nation. As well as being a recipient
of the NAA Hall of Fame Award, he is the only chart-
er member of the NYSAA.

The morning session drew to a close as R. Scud-
der Smith, Publisher of the Newtown Bee paper,
Newtown, Connecticut, gave an excellent presenta-
tion on preparation and “Getting the Most’ from your
auction ads. After lunch, the afternoon began with
several NYSAA members conducting seminars and
discussions on various aspects of the auction busi-
ness. To close the daytime session, Don Castner,
CAI®, of Branchviile, New Jersey, spoke on “Climb-
ing the Ladder to Success and Professionalism in the
Auction Business’.

The highlight of the convention proved to be the
Grand Banquet, hosted by President Parker. After a
delicious dinner and the presentation of several
awards, the podium was turned over to Charles E.
“Chuck”™ Cumberlin. The 1978 World Champion
Livestock Auctioneer and 1st Vice President of the
NAA soon had everyone’s undivided attention, as he
presented his entertaining and instructional address.
Col. Cumberlin not only proved to be an engrossing
speaker, but also a charming personality as well. His
presence certainly added greatly to the 1978 NYSAA
Convention.

Marvin Smith, Silver Creek, New York, past NAA
Director, was presented the 1978 NYSAA Auctioneer
of the Year Award. A popular choice, Col. Smith has

HUGH PARKER, President of the New York State
1st Vice

Auctioneers Association, welcomed NAA
President C. E. ““Chuck” Cumberlin to the 1978 Con-
vention. The reigning 1978 World Champion Live-
stock Auctioneer offered New York auctioneers help
in their bid calling techniques.

January, 1979

MARVIN L. SMITH of Silver Creek, New York, was
presented the coveted “Auctioneer of the Year
Award’ of the New York State Auctioneers Associa-
tion during the 1978 convention. The award was pre-
sented to immediate past NAA Director Smith for his
outstanding contribution to community, profession
and nation, through his deep involvement in the auc-
tion and real estate business.

developed a very successful auction and real estate
business in western New York. Along with his family,
Col. Smith has remained very active in the NYSAA
and NAA over the years.

The Fun Auction also proved to be a record
breaking success, as over $1,700 was raised from the
sale of items brought from around the state.

David Kessler, New Paris, Ohio, was the featured
speaker on Monday morning. His talk on “Antiques
— What they are and how to sell them at auction”
was extremely well received by the members. Col.
Kessler's sense of humor and warm personality were
a great delight to all.

The afternoon was brought to a close with the
election of officers for 1979. Named as 1979 NYSAA
President was Donald |I. Martin, Ballston Spa; Ray
Allen, Niverville was elected Vice President; and
Duane Gansz was re-elected to the Secretary-Treas-
urer post. Dorothy Knapp, West Nyack, and Vern
Trageser, Java Center, were elected as Directors with
three year terms.

The 1978 NYSAA Convention was a great suc-
cess and expectations are high for 1979.

David W. Kent, Director _
New York State Auctioneers Association
Chairman, Publicity Committee

Rely on the Professional . . .

Hire The Auctioneer Who
Displays the NAA Emblem
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WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

MAKE BIG MONEY @ START .
YOUR NEW CAREER R s ...

22 of the nation’s leading auction-
eers show you how.

SEND FOR LARGE FREE CATA-
LOG...I CAN HELP YOU!

YOU can be an AUCTIONEER!

Col. Gordon E. Taylor :
Owner and President post-graduate assistance

Reisch World Wide College
of Auctioneering, Inc.

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

FOR THE PROFESSIONAL

AUCTIONEER S N
clerking Supplies ® Sound o . MAIL Col. Gordon E. Taylor _ _
Systems r ¥ U T Reisch World Wide College of Auctioneering, Inc.

P.O. Box 949
Mason City, lowa 50401 Ph. (515) 423-5242 or 6396

Please send me your FREE CATALOG

WRITE FOR INFORMATION ' *=a==ses

| NAME
Learn How You Can Get My Home ADDRESS
Study Course @ 10 Books & Record
s e C I T Y
Since 1933 Largest in the World @ V.A. App STATE ZIP
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The Auctioneer’'s ""Auctioneer

HEN YOU HAVE AN AUCTION THAT @ COLORFUL TENTS (For Outside Sales)
REQUIRES THE FACILITIES THAT @ ALL ASSOCIATED EQUIPMENT (P.A.

ONLY A NATION-WIDE ORGANIZATION CAN Systems, Chairs, Organs, Sound Trucks,
OFFER HUDSON AND MARSHALL INC. IS Cattle Pens, Portable Generators, Etc.)
READY TO WORK FOR YOU. IN ADDITIONTO @ NATIONWIDE ADVERTISING (In House
THE SERVICES AND EQUIPMENT LISTED HERE, A AgRDEY)

LARGE STAFF OF HUDSON AND MARSHALL @ NATIONWIDE MAILING LISTS

SALES ASSOCIATES IS AVAILABLE FOR CON- @ FINANCING AVAILABLE (On Most All
SULTATION IN PRACTICALLY EVERY CATAGORY Properties)

OF REAL OR PERSONAL PROPERTY. ® NATIONWIDE TOLL FREE TELEPHONE

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

BROKEB__PARTICIPATION INVITED. Home Offices

Call Toll Free

—— 150 Macon, Georgia
In Georgia Call % rone N HUDSON AND MARSHALL } INC. Atlanta Offices
800/342-2666 ;"*L‘ LIQUIDATORS AND AUCTIONEERS ¢ Suite 109
Elsewhere Call \\'ﬁ'nﬂ"-i'—' 119 3683 HOUSTON AVE., MACON, GA. PH. (912) 781-260] Q 333 Sandy Spr C”-_

800/841-9400 404/256-5450
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Hi Ladies:

With winter set in and the holidays over, it is a
good time to make plans to attend the National Auc-
tioneers Convention next summer in Denver. | al-
ways like to think about our trip this time of year as
It Is usually a little calmer time than later in the
spring. Colorado is a beautiful state and it will be a
pleasure to visit there again.

| hope that more of you ladies will join our
Ladies Association and beccme a part of the organi-
zation. We have the ladies luncheon and a nice pro-
gram and now there will be more education programs
for the ladies also. | am excited about having more
to interest us. It is a good way to become better ac-
quainted with other women who have the same in-
terests across the nation. You are all welcome to
join . .. so when your auctioneer sends his reserva-
tion in, be sure that you send yours in for the Ladies
Auxiliary.

Each year, the convention becomes so much
better that it always seems as if no one could do as
well but usually the next year, it is even a little bet-
ter. | am sure the auctioneers in Colorado have al-
ready planned a great time for us all.

See you there.

Joan Rittenhouse
Uniontown, Pennsylvania

Nominations Are Needed
For Ladies Auxiliary Offices

A Happy and Prosperous 1979 to each and
everyone!

My intentions were to get this letter into the
December issue, but time flew by and we seemed to
be busier than usual.

Several weeks ago | received a letter from our
President Ruby Hartman, asking if | would write an
article about our new method of helping the Nomi-
nating Committee with their slate of officers for 1979.
We are going to ““‘copy cat’ the auctioneers on their
method of selecting candidates.

This will also help you folks, as well as us, by
getting names for candidates from your states of ex-
perienced and capable people to lead our Auxiliary.

The Auxiliary has come a long way since it was
organized in 1951, but it has not had the ‘‘growing
pains” it should have. This year we are sponsoring
a seminar for Auxiliarians at our Denver meeting,
which will be very interesting. Be sure to sign up for
it!

We also thought that maybe we can get more
folks involved by changing our method of securing
our nominees for the Auxiliary offices.

President Ruby has appointed Brenda Higgen-
botham, Joan Rittenhouse and me to the Nominating
Committee for 1979 and has asked me to chair the
committee. We want to have names submitted for
National offices from your state organizations. The
persons you wish to send in for consideration by the
Nominating Committee must be a state and NAA
Auxiliary member; have held state offices; should
have attended at least one or more National Conven-

January, 1979
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The Ladies Auxiliary To The |

National Auctioneers Association
1978-79 Officers

PRESIDENT:
Mrs. Walter (Ruby) Hartman, 12008 South St., Rt. 122,
Camden, Ohio 45311. Phone: 513 787-3211

IST VICE PRESIDENT:
Mrs. Leland (lrene) Dudley, Route 4, Hampton,

lowa 50441. Phone: 515 456-4284
2ND VICE PRESIDENT:

Mrs. Charles (Glenda) Johnson, P.O. Box 46, Sevier- ‘
ville, Tennessee 37862. Phone: 615 453-8417

SECRETARY-TREASURER:
Mrs. Ken (Marian) Barnicle, 5423 Blueberry Dr.,

HISTORIAN:
Mrs. Rick (Donna) Lang, P.O. Box 255, Silverton,
Oregon 97381. Phone: 503 873-5289

Directors
TERMS EXPIRING 1981

Mrs. Wylie (Joan) Rittenhouse, 9 Derrick Avenue, Un'on-
town, Pennsylvania 15401. Phone: 412 438-0581

Mrs. Charles (Alice) Connour, 9770 Wisterwosd. Dallas. l
Texas 76238. Phone: 214 348-2838

Mrs. Rex (Naomi) Newcom, P.O. Box 458, Wh.tewa!'er,
Kansas 67154. Phone: 316 799-2278

TERMS EXPIRING 1980 |

Lakeland, Florida 33803. Phone: 813 644-3804 '

Mrs. Martin (Brenda) Higgenbotham, 1702 Edgewood
Drive, Lakeland, Florida 33803. Phone: 813 688-6094
Mrs. Forrest (Betty Jo) Mendenhall, Route 5, Box 395,
High Point, North Carolina 27263. Phone: 919 887-
1165 |

Mrs. Harvey (Pat) Lambright, 112 N. Detroit St., LaGrange,
Indiana 46761. Phone: 219 463-2012

Mrs. Bob (Ann) Williams, P.O. Box 183, Arlington, Wash-
ington 98223. Phone: 206 435-3608

TERMS EXPIRING 1979

Mrs. Don (Eileen) Standen, 38146 Sugar Ridge Rd., North |
Ridgeville, Ohio 44035. Phone: 216 327-8141

Mrs. Walter (Marie) Flatow, R.D. Box 125, Waterbury
Center, Vermont 05677. Phone: 802 244-8817

Mrs. Edwin (Patsy) Fulkerson, R. 4, Box 232, Jonesboro,
Tennessee 37659. Phone: 615 282-1236 r

tion (this is not absolutely necessary); and be willing
to work toward the ‘““top of the ladder” if she is
elected.

We want to have you send us a resume on your
auxiliarian and her photo as soon as possible. The
deadline for receiving nominations will be June 1,
1979. To be elected each year are a 2nd Vice Presi-
dent, Historian, Directors and every other year we
elect a Secretary-Treasurer. The President and 1st
Vice President are automatic “move ups’.

Please help your organization and us, the Nomi-
nating Committee, by sending us a name if you feel
you wish one of your state members on the slate of
officers. Send the information to me:

Mrs. Lyle (Irene) Erickson
Box 239
Cresco, lowa 52136

| will send copies to Brenda and Joan and the

Lincoln office.

Also, | hope that you folks, who have state meet-
iIngs coming up will sign up some NAA Auxiliary
members. | guess this has not been done before, but
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T\ e . T 113 N. May Street,

AT Area Code 312-421-5140
o Or Visit our Giant Showrooms

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

Auctioneers and independent sales organizations have long relied on Cook Bros. as their
leading source for a wide variety of merchandise . . . including tv’s and radios, CB radios,
stereos, appliances, watches, cutlery, jewelry, cameras and small novelties . . . items that
can be profitably and quickly sold.

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

*Lowest Prices *Name Brands *Large inventory always
*Same day shipment “Direct importers
*Merchandise warranted against factory defects

*Catalogs without our name available for your use

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

Yes, | want to make more money! RUSH my copy of your big, new wholesale cata-
log.
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you could collect the dues and send them and the

names to our secretary-treasurer, Mrs. Ken (Marian)
Barnicle.

Let's see how many new members we can get
this year.

| will see some of you in Las Vegas during the
1979 NAA Seminar (January 29-30-31) and | will be

looking forward to seeing many of you in Denver in
July for the NAA Convention.

Mrs. Lyle (Irene) Erickson, Chairman
Nominating Committee, Ladies Auxiliary

to the National Auctioneers Association
Cresco, lowa

Across the Antiques Auction Block . . .

CAST IRON POTS & KETTLES

The following information on Cast Iron Pots &
Kettles was taken from NAA member Dave Kessler’s
(New Paris, Ohio) book ACROSS THE ANTIQUES
AUCTION BLOCK. Dave has served more than once
as NAA Seminars instructor and his book (available
for purchase by contacting Dave Kessler, 122 West
Main, New Paris. Ohio 45347) offers information on
many antiques’ and collectibles’, which sell well
throughout the United States. One hundred, ninety-
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residents add 3v2% sales tax.
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D-V Complete --- $275.00

FIBERGLASS CASE — 25 WATT MODULE — TWIN SPEAKERS

DODGE MANUFACTURING CO.

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

four items are described in the book and apprecia-
tion now is given to Dave Kessler for the use of CAST
IRON POTS & KETTLES.

Cast iron cooking vessels are very collectible
today and many interesting examples can be found.
The earliest ones date from 1500 in England when
the first cast iron was produced.

The early cast iron cooking vessels made before
1707 were made by the loam molding process. These
were made in two part molds and had verticle mold
marks and a large round sprue in the bottom.

During the 1700’s in England the process of sand
casting with core molds was developed. Cooking
vessels made by this process were formed in three
part molds and they came to have a straight line gate
Instead of the round sprue on their bottom surface.

These hollow cooking vessels are known as pots
If they taper into a more narrow diameter at the top.
If their sides flare out at the top they are known as
kettles.

The pots are generally of small capacity rang-
iIng from a few quarts up to 10 or 12 gallons. Kettles,
however, are generally much larger with some going
up to 30 to 50 gallons in capacity.

The pots made in the 1700's and early 1800’s
were usually bulbous in shape. Those made after
1850 were generally cylindrical.

The early cast iron pots and kettles usually had
three long tapering feet. These were designed soO
that the pot would set above the coals in the fire-
place. By the early 19th Century these legs had di-

INCLUDES: Rechargeable Ni-Cad Battery Pack— Charger — Carrying Strap — Shure Unidyne
Microphone — Complete unit weighs approx. 5 Ibs.

SATISFACTION GUARANTEED * * *
Order by mail: Payment with order — we pay shipping . . . C.0.D. — you pay shipping. Kansas

DWIGHT V. DODGE, Owner
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minished to V2" stubs. After 1850 most pots had in-
set bottoms without legs. They were designed to fit
the tops of coal or wood cooking ranges.

The early pots have large angular ‘‘ears” to
which the bail could be attached. The ears on these
early ones were cast in two pieces. Nineteenth Cen-
tury pots generally have small round ears which are
described as ebing shaped like cow horns.

The earliest pots and kettles had very thick
sides, or walls. These were difficult to heat because

of this thickness. They were also hard to keep clean
because of their rough surface.

The sides of later sand cast models were much
thinner and had nice smooth surfaces. This made
more efficient use of the heat and they were much
easier to keep clean.

The small cast iron pot pictured measures ap-
proximately 8"’ in height and is approximately 712"
iIn diameter. It has nice 2%2” tapered legs and is
molded in three parts. It dates from the early 1800’s.

NAA SEMINARS: An Opportunity to Learn More
About the Auction Profession

Two NAA Seminars have been planned and
scheduled for the 1979 winter months, which will pro-
vide NAA members, their families and employees in-
formation about the auction method of selling real
and personal property.

The first Seminar will be held on January 29-
30-31 at the Flamingo Hilton Hotel in Las Vegas,
Nevada — /ate registrations may be accepted if
space is available in the daily sessions and if |ate
room accommodations can be reserved at the Fla-
mingo Hilton Hotel — and the second will be held at
the Opryland Hotel in Nashville, Tennessee.

Hotel reservations must be made in advance at
both hotels (already the room commitment at the
Flamingo Hilton has had to be released — it is a hotel
policy to release all space 30 days in advance of the
meeting) and space in the Seminars may be unavail-
able unless you indicate your desire to attend im-
mediately.

The hotel reservation form for the Opryland
Hotel in Nashville is included in this issue of THE
AUCTIONEER magazine. Complete it and send it
now to the hotel to obtain your sleeping accommoda-
tions. Register immediately also to assure yourself
of a place in the Seminars (use the form also in-
cluded in this issue).

The auctioneers who will make presentations at
the 1979 Seminars are some of the finest and most
knowledgeable auctioneers in the nation, who in-
clude: John A. Horton and Rex B. Newcom, Real
Estate; Charles J. Fischer, Farm Equipment; Dean H.
Parker, Livestock; Robert E. “Bob’ Musser, Bid Call-

Hotel Reservations May Be Limited At The
Flamingo Hilton Hotel in Las Vegas Due To Ho-
tel’s Policy Of Releasing Committed Space 30

Days In Advance Of The Meeting. Late Las Ve-
gas Seminars Registrations MUST Check Room
Availability Before Registering For Las Vegas
Seminars.

THE FLAMINGO HILTON will be easily recognized
by NAA members, who attend the January 29-30-31,
1979 NAA Seminars by this beautiful lighted symbol,

or trademark. The Flamingo Hilton is newly re-
modeled and a new towers addition has been added,
all to provide an excellent setting for the educational
program of the National Auctioneers Association.
The NAA room block was released 30 days in ad-
vance of the January Seminars date and late regis-
trants will have to contact the Flamingo Hilton Hotel’s
reservations department to determine if room ac-
commodations can be made. Hotel reservations are
to be made directly to the Flamingo Hilton by the
Seminars registrant and registrations to the Seminars
are to be made with the NAA (135 Lakewood Drive,
Lincoln, NE 68510 — use form in this issue of THE
AUCTIONEER magazine and send fees immediately).

ing and Voice Analysis; C. E. “Chuck’” Cumberlin and
Harvey L. McCray, Advertising; and Douglas P. Bilo-
deau and Wayne Stewart, Antiques and Collectibles.
They know their business and are willing to share
their ideas with you. Take advantage of the oppor-
tunity and attend the 1979 NAA Seminars.

Hurry, though, time is limited (especially for the
Las Vegas Seminar in January)!

THE AUCTIONEER



The Reisch Auctioneer's Speaker

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

THE JR-1 is the most powerful portable speaker made. It is powered by
three 6 volt lantern batleries, giving 18 volts of power. Batteries last
60 hours or more. Set weighs 8 Ibs. Comes with 12 ft. cord and shoulder
strap and mike support holder, which leaves both hands free. Easy to

carry at side, or can be placed on truck top, or used on a ladder. If you
want the best, this is it.

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

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

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

It is a voice saver. Select the set that “LITTL?LsIgvaTcE:g"'AL— JR-2

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

THESE SPEAKERS CAN ONLY BE PURCHASED FROM:

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

ZOMAX INDUSTRIES, LTD.

34-24 HUNTERS POINT AVENUE (212) 392-4141

LONG ISLAND CITY, N.Y. 11101

BUY DIRECT FROM PRIME SOURCE PROMPT SHIPMENT

ALL TYPES OF HAND TOOLS EXCELLENT VALUES
® Wrench Sets ® Vises ® Trowels
® Socket Sets ® Folding Rules ® Trouble Lights
® Adjustable Wrenches @ Bolt Cutters ® Kerosene Lanterns
® Pipe Wrenches ® Padlocks ® Rope
® Pliers ® Tap & Die Sets ® Saws & Hacksaws
® Hammers & Mallets @ Wrecking Bars ® Measuring Tapes
® Drill Sets ® File Sets ® Chain Hoists
® Screwdriver Sets ® Sandpaper ® PVC Tape

MANY OTHERS Write for FREE Catalog

ZOMAX INDUSTRIES, LTD.

(212)392_4141 34-24 HUNTERS POINT AVENUE

LONG (SEAND CHEEY, oNCY. 11 10
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AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

PULSTAR 132-A

‘ $119.00

American made, 5-year factory warranty. In-
cluded with the unit-6 “D” cell batteries, AC
adapter, neck-strap, mike and cord. Weighs only
9 pounds. Make your job easier, order a PUL-
STAR 132-A today.

“SOUND CRUISER”

' THE CHAMPION ’ $297.00
“HALF-MILE HAILER”
Ideal for cars, station wagons,

$193.00 buses, trucks, etc.
| Order by mail — payment with order — we pay postage . . . C.0.D., you pay postage.
North Carolina residents add 4% sales tax.

Col. Forrest Mendenhall, Write or call for special
Member

auctioneers’ prices.

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

WISCONSIN AUCTION SCHOOL

YOU WILL LEARN ABOUT

A. E. Pourchot

Ethics of the Auctioneering Profession Member
Voice, Poise, & Public Speaking You will learn from successful

Physical Fitness auctioneers, educators, and

Motivation & Enthusiasm business people.

Advertising & Promotion
Clerking & Cashiering

Instant replay video tape system will let you, the
Ring Work student auctioneer, both see and hear yourself
Salesmanship & Sale Management in action. You will also sell at regular auctions.
Promotion of Your Auction Career

Sale Barns & Auction Houses
Antique & Furniture Auctions
Farm Auctions

Bankruptcies

Machinery & Automobile Auctions
Real Estate Auctions

Estate Liquidations

Livestock Auctions

Merchandise Auctions

You will learn by doing.

- SEND FOR BULLETIN -

Two Weeks Term Starting:
Second Monday in September
First Monday in November
Second Monday in February
First Monday in April
Second Monday in June

Weekend Sessions Also

: The Wisconsin Auction
Tool Auctions School is approved by the WISCONSIN AUCTION SCHOOL

Bid Calling Wisconsin Educational Ap- ._ ~_Box 62
and more. proval Board. Wisconsin Dell, Wisconsin 53965
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Mendenhall

SCHOOL of

Auctioneering -~ 2
NOV. TERM ma -

£ -
A
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ARE YOUR INSTRUCTORS
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NOVEMBER 17, 1978 was the graduation date of the November, 1978 term of auctioneers at the Menden-
hall School of Auctioneering, High Point, North Carolina. Nearly 50 students participated in the class. In-
structors and staff pictured above, seated in chairs from left to right: Larry Hedrick, Bill Lanier. Joann
Everhart (secretary), Forrest Mendenhall, Edna Regan (secretary), Billy Ragsdale and Betty Jo Mendenhall
(secretary). Instructors not present when the photo was made included: Joe Byerly, Lewis Compton, Her-
man Crawford, Harold Craven, Morris Fannon, Louis Fisher, Jr., Jake Horney, George Jones, Jimmy Jones,
Archie Moody, Carson Womack and Jim Owen. The next class is scheduled for February 5-16, 1978.

MAKE THE DENVER HILTON HOTEL YOUR HOME
DURING THE 1979 NAA COLORADO CONVENTION

Denver — Tall and Terrific!

Denver — The Best of Two Worlds!

Denver — The Site of the 1979 NAA Convention!

Three exciting reasons to reserve the week of
July 8-15, 1979 for your vacation period and use most
of that week attending the 1979 NAA Convention.
The beautiful Denver Hilton Hotel, convention head-
quarters, will be your “home away from home’ and
your hosts will be the auctioneers and families of the
Colorado Auctioneers Association.

Denver has fallen heir to that special tradition
called western hospitality, thriving today in an easy
life-style of warmth and consideration for the dignity
and comtort of visitors, always honored guests.

Denver is where the best of sophisticated and
casual elegance blend into a unique setting styled
and framed by its soaring, nearby Rockies. Denver
also is an exciting cosmopolitan gatew ay to the dra-
matically brilliant magnificence of Colorado’s four-
season beauty of superb variety.

Denver Is easily reached in a few jet-speed
hours from either coast and in between, winging into
Stapleton International Airport.

Denver — sunshine-blessed over 300 exhilarat-
ing days yearly in a mild, mile-high climate nurtured
by the sheltering majesty of its ever-present Rocky
Mountains.

And, Denver will excite auctioneers and their
families who attend the 1979 NAA Convention with

the special programs, events and activities, aimed
at promoting the auction method of selling real and THE DENVER HILTON HOTEL — your home away

personal property. from home during the 1979 NAA Colorado Conven-
Auctioneers are the talk of the nation and auc- tion — July 11-15, 19709.
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tions have become the talk of the news media. Find
out why when you attend the workshops and pro-
grams, being planned by the NAA President Harvey
C. Lambright, Convention Chairman Chuck Cumber-
lin of Brush, Colorado and the many, many auction-
eers of Colorado who want you to remember Colo-
rado as . ..

... Tall and Terrific and the Best of Two Worlds
— the vacation spot of the nation and the finest con-
vention location for auctioneers and their families.

Remember the dates: July 11-15, 1979 (Wednes-
day thru Saturday). Remember the place: Denver
Hilton Hotel, Denver, Colorado.

And, remember the reason for being there —
1979 NAA Denver Convention.

Hotel reservations forms and convention regis-
tration information will be featured in the next issue
of THE AUCTIONEER magazine. But, reserve the
dates NOW!

Antiques & Americana . . .

COLLECTING MILITARIA

To Americans, war has always been a fascinat-
ing subject. Naturally there are collectors of all types
of war memorabilia and with such a wide succession
of wars from which to choose, it is only natural that
one may not relate items from one war to that of
another. It seems, the older the war, the more valu-
able the artifact. Revolutionary items seem to have
peaked out at the time of the bi-centennial, and some
are declining in price. Items from the Civil War

peaked in 1961 at the time of its centennial. It would
seem that the prudent collector might watch for an-
niversaries of various wars with the knowledge fhat
the interest in items it will be in great demand.

The sesquicentennial oi the Mexican War will be

in 1990 and already collectors are showing great in-
terest in artifacts from it, hoping to realize a good
profit 13 years hence. One wonders if there will be
any similar interest in items from the Korean and
Vietnam conflicts.
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We picture a helmet which was used in the
Franco Prussian War of 1870. Seven years ago, it
was a hot item for collectors overseas, but interest
in it has diminished now. It is German, made of
hardened steel and trimmed with brass. Shined up,
it would make a good table ornament, but there are
many who do not enjoy the remembrance of wars,
hence the limited interest in such items. However,
there is a brisk trade in items from World War Il,
since so many of today’s collectors served in it.

Nazi items are quite popular right now and flags,
helmets, revolvers, medals and uniforms are much in
demand. At a flea market in Hamburg, Germany
(June, 1977), we even saw a photo of Adolph Hitler
prominently displayed for sale. Outside of weapons
collecting, the field is quite hazardous from the
standpoint of making an investment. One would do
better to invest in those pieces related to functional
use in the home. Most will always have value and
not offend your friends.

LETTERS

From Schenectady, New York — We have sev-
eral old decanters which have deposits of wine im-
bedded in them, and some white in the glass as well.
We have tried everything to clean them out with no
success. Can you help?

Answer — You must have tried bleach and am-
monia, so if these do not work, why not a mild solu-
tion of sulfuric or nitric acid. These will eat any
vegetable or animal deposits. Perhaps some high
school student who is taking chemistry can help you,
as these acids are in every lab. The white or sick
glass is more difficult, as some of this is due to im-
proper annealing when the glass was made and can
never be removed.

From Springfield, Massachusetts — | have a silk
United States flag with 45 stars, c. 1900. Where can
| find an interested buyer? Does it have value?

Answer — | would recommend donating it to a
local historical society or museum and taking a tax
deduction for the gift. Such a flag is not old enough
to have historic value. If it had been used at a fa-
mous battle or other noted event, it would enhance
its value.

From Athol, Massachusetts — We have an item
in tin which stands before a fireplace, we believe —
it is a sheet, vertical on legs, with hooks hanging
from it. Can you tell us what it was used to cook?

Answer — Most likely it is a bird spit. Small
game birds were hung on the hooks in front of the
fire and the tin backing reflected the heat to the rear
of them. Actually, such items as chops or other
chunks of meat might be hung on them as well. If
you call it a bird spit, you would be most accurate.

From Portsmouth, New Hampshire — We have a
small brass knife or carving tool — it has two blades,
but they have only rounded cutting surfaces at the
end? What was this tool used for?

Answer — Your description is that of an 18th
century fleam — used to cut into veins to bleed peo-
ple for health purposes — hardly an acceptable
medical practice today. Collectors of medical an-
tiques like them. Some historians feel George Wash-
ington was bled to death unnecessarily when his
physician used one of these in his treatment.
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BOOSTER CLUB

The NAA members whose names ap-
pear within their respective states have
each contributed $10 to have their
names appear four times annually in
support of their magazine — THE AUC-
TIONEER.

The supporting members are not re-
minded when the year’s contribution has
expired as the contributions are volun-
tary. However, for the purpose of sim-
plifying the accounting process BOOST-
ER CLUB contributors should send their
contribution at same time as their
dues are submitted.

ALABAMA
James Anderson—Ashville
William D. Ray—Lanett
Ray Webster—Guin
ALASKA
Charles E. Barnett—Fairbanks
Norm Blakely—Kenai
Sally Blakely—Kenai
E. K. EImes—Anchorage
Andrew Hess—Anchorage
James B. Taylor—Anchorage
ARIZONA
Edward Short—Phoenix
ARKANSAS
Rick Ellis—Searcy
Doyle Goodman—Timbo
C. G. Henson—Rogers
CALIFORNIA
Peter Bridgman—Pomona
James P. Byrd—Delmar
Keith Cullum—Pomona
John Eubanks—Port Hueneme
Mel Giller—Newport Beach
David Hansen—Porterville
Diane Holiday—Port Hueneme
Donald Ferrell Kennedy—EI| Sequndo
Ken McCormack—Spring Valley
B. C. Mitchell—Los Angeles
Harry Olsen—Marysville
John Reed—Grass Valley
Gene Schobinger—Los Altos

Morris Schwartz—Hollywood
James R. Smith—Lakeside
Bob Young—San Jacinto
COLORADO
John Horvarth, Jr.—Hesperus
Ken Kerbs—Colorado Springs
Ronald Rodenberger—Ft. Collins
Howard Roland—Grand Junction
CONNECTICUT
Francis E. Collette—Stafford Springs
Milton Crosby—Sharon
David A. Josko—-Fairfield
John A. Josko—Fairfield
William J. Josko—Southport
Seymour Manheimer—New London
Richard Mather—Granby
John McKale—Wilton
A. C. Richard Pinto—Trumbull
Edward Pinto—Bridgeport
DELAWARE
Crawford Carroll—Dover
Riley Jefferson—Lincoln
DISTRICT OF COLUMBIA
Don Davis—Washington
Irving Kamins—Washington
FLORIDA
Roy C. Abbey—Apollo Beach
R. K. Beebe—W. Palm Beach
Henry M. Blaine—Tallahassee
Peggy Bowersox—N. Miami Beach
Louis Boyleston Realty & Auction—
Pensacola
Floyd E. Cole—Zolfo Springs
W. P. Drake—Pt. Charlotte
Marshal Greene—Palm Beach
Charles Helfond—N. Miami Beach
Jim Hill—New Smyrna Beach
Fred Hullett—Miami
R. E. McMath—Plant City
Bill Morgan—Lakeland
Terrie Schofield—Tampa
LeRoy J. Webb—Pensacola
Wilma Wilkins—DelLand
GEORGIA
Harold Cohn—Columbia
Wade E’'Dalgo—Ray City
R. J. Flowers—Ringgold
Ron Harris—Peachtree City
John Alton McQuaig—Dunwoody
Charles F. Pope—Harlem

Barbara Suarez—Atlanta
John Suarz—Atlanta

HAWAII
Steve Rosen—Honolulu
Louis Stambler—Honolulu

IDAHO
Irvin Eilers—Kimberley
Rick Musick—Grangeville
Gerald Pearson—Salmon
Charlie Phelps—Ashton

ILLINOIS
American Auction Associates, Inc.—
Chicago
Eldon Bloemker—Greenville
Joseph Butler—Decatur
Joseph W. Champagnhe—
Miles Chappell—Washington
Charles P. Dunning—Elgin
Art Feller—Cissna Park
Michael M. Gordon—Chicago
Jan Gravlin—Melvin
Roger Hank—Monmouth
Marvin Harris—W. Frankfort
A. R. Henninger—Belvidere
Chuck House, Jr.—Monee
Emil Iwanski—Chicago
Harry T. Karr—Kane
William Keeton—Harvey
Richard Kurz—Antioch
Doyne Lenhart—Georgetown
Thomas Panouses—Lincolnwood
Tom Sapp—Springfield
Howard Schultz—EIlgin
Phil Stagen—Champaign
INDIANA
Dan Baker—Lafayette
Tom M. Dunlevy—Jeffersonville
Stanley A. Evavold—Goshen
Joseph M. Justice—Crown Point
Harvey C. Lambright—LaGrange
Melvin Powers—Poseyville
Noble Ratts—Whitestown
Roland Reppert—Decatur
Meredith Richwine—Brownsburg
H. Harold Smith—Brownsburg
Ed Sprunger—Decatur
C. E. Towner—Elwood
Mary Jane Weddle—Ellettsville
John E. Yager—Spurgeon

NOTICE TO BOOSTER CONTRIBUTORS

In accordance with the decision of the NAA
board of directors (January, 1977), Booster Club
contributors will be listed four times annually
in the January, April, July and October issues
of THE AUCTIONEER magazine.

The voluntary contribution amount, to have
your name added to the Booster Club contri-
butors’ listing, is $10 annually.

Booster Club contributors will not be billed,
but should add the $10 contribution to the an-
nual membership billing if desired. The $10
contributions are for a one-year period, which

January, 1979

should coincide with your annual billing, or
membership, period.

The board of directors offers their thanks
and appreciation to those of you who have of-
fered voluntary Booster Club contributions in
past years, knowing that it was with your help
that the NAA could offer you a magazine, which
merits your dedication and support to the auc-
tion profession. Increases in the costs of print-
ing, publishing and mailing the magazine made
it impossible to continue listing Booster Club
contributors at the $5 rate, and in each issue.
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IOWA
W. A. Dickenson—Marshalltown
Leon Joy—Ames
Lorenz Willman—Postville

KENTUCKY
Adrian Atherton—Hodgenville
Bailey & Grissom—Glasgow
Roy Butler, Jr.—Hardinsburg

Carter Realty & Auction—Scottsville

James Cash—Fancy Farm

Frank Crain—Elizabethtown
Aleck Gribbins—Louisville
Jeffrey Gribbins—Louisville
Joseph Gribbins—Louisville
Henry Hodges—Elizabethtown
E. Howard Hunt—Louisville
Thomas R. Hunt—Bowling Green
Bill McConnell—Paris

James E. Proffitt—Tompkinsville
Rex Proffitt—Tompkinsville
Sharon Proffitt—Tompkinsville
Wm. S. Stewart—Louisville
Cordell Tabb—Cecilia

Julius Wise—Elizabethtown

LOUISIANA
Robert Danzy, Jr.—Alexandria
Valery C. Watts—Livingston

MAINE

Don Hinkley—Farmington
Mason Johnson—Rockland
George Martin—East Lebanon
Gardner R. Morrill—Harrison
George R. Morrill—Harrison
Austin D. Nelson—Waldsboro
Richard Ward—Limestone
Morgan Willis—N. Berwick

MARYLAND
Lee Roy Baublitz—Hampstead
Austin Bohn—Union Bridge
Emmert Bowlus—Frederick
R. C. Burkheimer—Elkton
Robert H. Campbell-——Annapolis
Thomas E. Cawood—Clarksburg
Michael Conover—Westminster
Susan Conover—Westminster
Don ‘‘Hap’” Davis—New Carrollton
James R. Edwards—Bel Air
Burton Hoffman—Hagerstown
Robert Jackson—Glen Burnie
Harold D. Milstead, Sr.—Waldorf
Thomas O’Farrell, Jr—Westminster
Neal N. Owings—Hampstead
Lawrence Plant—Clinton
Lewis Shapiro—Thurmont
Homer Snyder—Hampstead
Stuart P. Stein—Frederick
James Trout—Frederick
Michael Whitson—Westminster
David Wright—Frostburg
MASSACHUSETTS
Philip J. Cohen—Brookline
Abe Levin—Fitchburg
Frank Onischuk—Westminster
Clifton D. Rockwell—Newburyport
John Shibley—Shelburne
MICHIGAN
Samuel J. Babcock—Alpena
George Blackford—~Flint
Richard Brodie—Westland
Freeman F. Glenn—Port Huron
John Glassman—Eau Claire
Julius C. “Tex” Haas—Saline
Eldon Hallmark—Grand Junction
Harry Johnson—Bangor

14

David A. Norton—Coldwater
John Pace—Marquette

MINNESOTA
Don Babbitt—North Branch
John Bliss—Clarks Grove
Larry Born—Waseca
Lowell Gilbertson—Hayfield
Mavis Karbo—Northfield
Marlin Krupp—Elmare
Kwick Klerk, Inc.—Northfield
Wally Laumeyer—Inver Grove Heights
Albert Maas—Millville

MISSISSIPPI
Aubrey Joe Appling, Jr.—Walls

MISSOURI
James A. Cornell—Columbia
Quinton Daehler—Mayview
Bill H. Edwards—Salem
Roy Hansen—Lincreek
Robert H. McCann—Harrisonville
Ace Modgelin—E|I Dorado Springs
Jerry Ondracek—Sedalia
James Rutlader—Kansas City
Bill Tilley—Viburnum
R. E. Voorheis—Harrisburg
Gerard Weisbrod—St. Louis
A. D. Whitaker—Osage Beach

MONTANA
Bass Auction Co.—Lewistown
W. J. “Bill” Hagen—2Billings
Earl W. Kinney—Billings
Bill LeFebure—Power
R. J. Thomas—=Billings
Western College of Auctioneering—
Billings
NEBRASKA
Henry Rasmussen—St. Paul
Frank Rybin—Omaha
Allen Samuelson—West Point
Rex Young—Plattsmouth
- NEVADA
George Chadwick—Carson City
J. M. “Bill’” Watson-—Las Vegas
NEW HAMPSHIRE
J. W. Barber, Jr.—Lebanon
Geo. Clement—Lisbon
Larry Gray—Lebanon
Norman M. Goss—Epping
Lawrence J. Guay—Gorham
Paul Mclnnis—N. Hampton
Wayne K. Mock—Tamworth
Archie Steenburgh—Pike
Edward G. Stevens—Rindge
NEW JERSEY
Edward J. Barber—Williamstown
Donn Fagans—Cherry Hill
James E. Fawcett—Dumont
Robert E. Fritzsche—Sewell
John Hedgepeth—Ringoes
John Kachmar—Flemington
Jerome Krawitz—Park
George Puglia—Paterson
J. Edward Scott—Williamstown
Howard E. Wikoff—Saddle River
Walter Wright—Williamstown

NEW MEXICO
Richard M. Goree—Roswell
NEW YORK

Rick Amendola—Highland

Tim Anspach—Albany
Merritte L. Barr—Wilkens Glen
Richard Bronstein—Amherst
Walter Case—Belmont

Tom Coyne—Genesco

Duway Dist.—Groton

M. Edwards—Patchogue

Donald J. Elliott—Blue Point
Wilbur Evans—Patchogue

Pete Everett—Ghent

Clarence Foss—East Aurora

| eo Goldman—Massepqua
Herb Hensley—APO New York
Ted Kay—Hamburg

Dorothy Knapp—W. Nyack
Henry A. Leonard—New City
David Luther—Amenia
Crawford McFetridge—Penn Yan
L. Ward Mason—Ganesvoort
Clifford Newman—Owego

Henry Ott—Middleport

Will Poiter—Springville

Herbert Punchard—EImira
Kenneth M. Rice—Hamburg
Elinor Schlossman—Tuxedo Park
Marianne D. Slough—Brentwood
Marvin L. Smith—Silver Creek
Robert Thatcher—Hudson

Tor Worsoe—Holtsville

NORTH CAROLINA
Jackie Ball—Marshall

James Edward Chatmon—Winston-Salem

E. Brooks Harris—Henderson

J. Martin Haywood—Rockingham
Billy S. Hinton—Zebulon
Edmund Huntley—Wadesboro
Wm. B. Langley, Sr.—Greensboro
John Erwin Loy—Greensboro
Eugene Poe—W. Jefferson

Paul Taylor Reeves—Sparta
Bernard Routh—Bennett

Hugh Simpson—Rutherfordton
Tony R. Stone—Bailey

Kenneth Teague—Graham

W. M. Warner, Jr.—Elizabethtown

NORTH DAKOTA
Edmer A. Goetz—Bismarck
James Smykowski—Cayuga

OHIO
Herb Bambeck—Dover
Barb Baytos—Poland
Darrell Cummings—Bellevue
Chris B. Dawson—Waverly
Walter Hartman—Middletown
Dick Haverland—Hamilton
Edward King—Washington C. H.
Roy Edward Leach—Cuyahoga Falls
Dick Pfarr—Marysville
Larry Rainsburg—Kenton
Floyd B. Rhoades—Germantown
Kenneth Rhoades—Mt. Victory
Ralph Rupp—Stryker
Glenn Salisbury—Columbus

OKLAHOMA
Jay Blodgett—Duncan
Orval Free—McAlester
Roy F. Georgia—Dell City
B. L. “Lee” Hickman—Oklahoma City
Clay Powell—Oklahoma City
Paul Spitler—Prague
Ben D. Steen—Ada
W. W. Voss—Stillwater
V. Paul Wells—Tulsa
W. W. Wilkinson—Tulsa
OREGON
George Coulter—Portland
Warren E. Evans—Roseburg
Richard Hurley—Portland
Claude Kilgore—Salem
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Jack McBride—Portland

John J. McBride—Portland
Duane H. McLean—Grants Pass
Gary Petersen—Salem

Jack L. Wilhite—Grants Pass
Lowell Wilhite—Grants Pass
Joseph Willis—Coburg

Charles E. Wurtz—Sutherlin

PENNSYLVANIA
Margaret Berry—W. Newton
Ralph W. Horst—Marion
John Welcer—Norristown

SOUTH CAROLINA
Joe Beaver—Sumter
Harvey E. Benson—Salisbury
Jimmy Blocker—Walterboro
Ralph D. Brooks—Ft. Mill
John S. Carroll—Williston
Hilton L. Dodgen—Greenwood
Lloyd Meekins—Dillon
Richard L. Patterson—Lancaster
J. Linehan Pinckney—Orangeburg
W. C. Smith—Columbia
Don Wise—Florence
C. W. Worrell—W. Columbia
William M. Yonce—Florence
SOUTH DAKOTA
Paul Hickok—Hot Springs
Jim Payne—Yankton
TENNESSEE
Aubrey J. Appling, Sr.—Memphis
Richard Bethea—Chattanooga
Charles A. Kiesling—Monroe
Harvey Peyton—Murfreesboro
Joe ‘‘Pizza” Plank—Nashville
Statewide Realtors & Auctioneers—
Nashville
Jim Trusty—Nashville
A. Virgil Wilder—Knoxville
TEXAS
Stafford Bertrand—Orange
John T. Gregory—Dallas
Jimmy Joe Mahan—Gilmer
McManus Auction Co.—Corpus Christi
James M. Ross—Dallas
Bill Wade—McKinney
UTAH
T. L. Mann—Salt Lake City
John M. Owada—Salt Lake City
Glenn Short—Salt Lake City
VERMONT
Walter Flatow—Waterbury Center

— e

VIRGINIA
George A. Daniel—Blackstone
Harold Entsminger—Buchanan
Charles Hope—Arlington
H. Lawton Laws—Manassas
Ray D. Miller—Salem
Charles Nicholls—Fredericksburg
Walter J. Paulette—Richmond
Maury Riganto—Norfolk
J. E. Sutphin—Newport
Thad Williams—Wytheville

WASHINGTON
C. Lester Alexander—Renton
Ray Brock—Pasco
Juel Burling—Everett
Bud Chapman—Seattle
Al Gay—Seattle
Robert F. Losey, Sr.—Renton
Kenneth Mroczek—Seattle
Larry Mroczek—Seattle
C. A. Porter—Connell
Mick Sather—Mt. Vernon
R. M. Williams—Arlington
Earl Witzel-—Oak Harbor
Fred F. Wood—Vancouver

WEST VIRGINIA
Leonard F. Eddy—Middlebourne
B. G. Park—Paden City

WISCONSIN
James Appleman—Cashton
Donald C. Backhaus—Milwaukee
Jack A. Barrett—Wisconsin Rapids
William K. Bodell—Hazel Green
Robert Brandau—Wilton
Lester Bue—Beloit
Earl F. Clauer—Mineral Point
Gordon Clayton—Belmont
Earl Culp—Madison
Anita B. Dahlke—Oshkosh
Wayne Dobberstein—New London
Art Doede—Rosholt
Marlyn Doede—Rosholt
James Esch—Shawano
Dean Ferris—Lancaster
John Freund—Fond du Lac
Robert J. Freund—Oshkosh
Harold Gavin—Reedsburg
Dean George, Sr.—Evansville
Del Hagen—~Colfax
Roland G. Hansen, Sr.—Larsen
James W. Heike—Mondovi

W. C. Heise—Oconto

Jack Hines—Ellsworth

Chester G. Hollenbeck—Rhinelander

Wenzel Humpal—Boyceville

Wayne Huntzicker—Cashton

Leroy H. Jones—Watertown

William Jones—Pickett

Ernie Kueffner, Jr.—Hartford

Ernie Kueffner, Sr.—Hartford

Richard Lust—Verona

Sam Masler—Milwaukee

Neil E. Nelson—Westby

Albert H. Noble—Mineral Point

Walter H. Nowatski—Mukwanago

James O’Brien—Eden

Pat O’'Brien—Eden

John H. Paffel—Cumberland

H. Jim Paul—Kewaskum

A. Eugene Pourchot—Oxford

David Radtke—New London

Lloyd Riek—Woodville

Richard Robertson—Mason

Thomas Rusch—Oshkosh

Eldon Schraepfer—Hollandale

Sam Searcy—Milwaukee

Danny Sheafor—Richland Center

John R. Spies—Waterloo

Clarence M. Sturgul—Shawano

Daniel Szablewski—Athens

M. T. Szatalowicz—Stanley

Julius Temkin—Beaver Dam

LeRoy H. Teske—Chilton

Victor V. Voight—Reedsville

Virgil Westphal-—Madison

Richard White—Darlington

Gerald Wilkinson

Michael Zingler—Shawano
WYOMING

David ‘“‘Pete’” Briscoe—Dayton
CANADA

British Columbia

Al Leismeister—Summerland

Manitoba

Neil Hovmand—Winnipeg

Ontario

Charles Benovoy—Iroquois

Reginald Foston—Scarborough

Quebec

Harold Higgins—Huntington
ADDITIONAL CONTRIBUTORS

Jose Camara—Cape Town, South Africa

Ladies Auxiliary to the NAA

TEENAGER LIVING

Sweeping statement: A father was having a talk
with his ecology-minded teenage son. ‘‘| can’t stand
all this trash, dirt and poliution,” the son declared.
“All right,”” the father replied, “‘let’'s get out of your
room and talk somewhere else.”

TAKES THE CAKE

“Jimmy, there were two pieces of cake on the
table last night when we went to bed and this morn-
ing there is only one. Ho do you explain that?”

“I don’t know, Mom. | guess it was So dark that
| just didn’t see the other piece sitting there.”

FAST TALKER

If you think twice before you speak, you’ll never
get into the conversation.

January, 1979

FAIR WEATHER FRIEND

The teenaged boy monopolized the phone for
more than an hour, pouring his undying love to his

girlfriend. |
“Betsy, you’ve gotta believe me. If you were

caught in a burning house, I'd beat out the_ flamqs
with my hands. I'd dive into a waterfall, ff that's
where you were. If the guys insulted you, I'd take

them all on with my bare fists!” |
You're just wonderful, Joey”’ sighed the young

lady. “When am | going to see you?”
“Saturday night — if it doesn’t rain.”

TEENAGE DAUGHTER

Undoubtedly the first man who ever tore a tele-
phone book in half had a teenage daughter.
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Identify Your Membership in the National Auctioneers Association

There are many reasons why NAA auctioneers
are chosen over other auctioneers and the primary
reason Is the professionalism and ethics repre-

sented in and promoted through the display and
use of the NAA emblem.

Put your NAA membership to work by dis-
playing the NAA emblem with your name. Let the
public know that you personally belong to the pro-
fessional team of auctioneers!

NAA Emblem Decals. Shows the red, black and
gold emblem in two sizes: 8’ and 4”’. Large size is
pressure sensitive only; smaller size available in

pressure sensitive (add on the surface) and water
soluble (shows thru glass).

8" Pressure-sensitive @ $1.50 ea., postpaid
4” Pressure-sensitive; 3 for $1.00, postpaid
4’ Water soluble; 4 for $1.00, postpaid

NAA Bumper Signs. Promotes the NAA Auctioneer
with the words, “"HIRE NAA AUCTIONEERS”.
ldentifies National Auctioneers Association and
the NAA emlem. Red bumper sign with white and
black copy.

32" by 15" Bumper Sign;
2 for $1.00, postpaid

NAA Embroidered Emblem. Emblem for display
on blazers, coats, jackets, dresses, etc. Size of
red, black and gold emblem is approximately 3"
wide by 32" high.

Embroidered Emblem @ $1.50 ea., postpaid

NAA Emblem Lapel Button. To be worn to show
NAA affiliation on suit coat or blazer’'s left lapel
or may be worn as tie tac. Red enamel on 14K
gold filled emblem; 2" wide.
NAA Emblem Lapel Button,
$5.00 ea., postpaid

NAA Emblem Reproduction Sheet. A full sheet of
black on white reproductions of the NAA emblem
in various sizes. For use by auctioneer to identify
himself personally as a member of the National
Auctioneers Association on sale bills, newspaper
and magazine advertisements (NAA emblem use
is a personal privilege as membership in the NAA
is for individuals only).
NAA Emblem Reproductions
per Sheet, $1.00 postpaid

NAA Emblem Belt Buckle. Available in either the
brass-finish or pewter-finish. Specify either brass-

finish or pewter-finish when ordering.
NAA Emblem Belt Buckle, $4.00 ea., postpaid

THE AUCTIONEER Magazine Binder. Preserves
your permanent copy of THE AUCTIONEER maga-
zine. Binder is bone color with red NAA emblem
and holds the 11 annual magazines (plus NAA Di-
rectory). Designed to hold current 82 by 11-inch
magazines, but will also hold former 6x9-inch size
magazine.
Magazine Binder, $3.75 ea., postpaid

NAA Single Deck Playing Cards. Displays in full
color photo of NAA headquarters building when
dedicated in 1971. Excellent gift for clients or use
it socially.

Single Deck Playing Cards, 75¢ ea., postpaid

—

NAA Emblem Decals:

‘ 8" Pressure-sensitive
@ $1.50 ea., postpaid

4’ Pressure-sensitive
@ 3 for £1.00, postpaid
. (adheres on top of surface)

4’ Water-soluble

@ 4 for $1.00 Sheet
(shows through glass)

Name _

NAA Promotional Items Order Form

NAA Bumper Signs
@ 2 for $1.00, postpaid

NAA Embroidered Emblem
@ $1.50 ea.. postpaid

NAA Emblem Lapel Button
@ $5.00 ea., postpaid Bindar

NAA Emblem Reproduction

@ $1.00 ea., postpaid

Please send me the following NAA Promotional Items (indicate quantity ordering in line):

]

NAA Emblem Belt Buckle:
Brass-finish
@ $4.00 ea., postpaid

Pewter-finish l
@ $4.00 ea., postpaid

THE AUCTIONEER Magazine

@ $3.75 ea., postpaid

Single Deck Playing Cards
@ 75¢ ea., postpaid

Address

City

amount of $

all orders for NAA promotion items.)

State _____Zip

Enclosed is a check (or money order) made payable to The National Auctioneers Association (in the

_________________________ ......__..) for the above marked NAA Promotional Items. (NOTE: NAA board

policy prohibits any orders shipped on a ‘“‘charge’” basis. Check or money order must accompany
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* CLERK-SAVER™ — World's No. 1 Clerking System

More Professional Auctioneers Use the Clerk-Saver™ System Than Any Other Method.

- o THE CLERK-SAVER™ |S:
P ® Fast — check out in minutes.

——Neme - ® Accurate — Clerk writes buyer, item &

Or Number —— - price. Cashier writes nothing.

hem o et = . S— ® Less expensive than any known system. |
* @$— o apove. SeVE’ e V! ® Keeps a running total of the sale.

= ;_':.’::;: and de‘;“ " ftwhm Al 5218 wo 647 = .

et w4 SO as ' L. B i

\— i PRTETE s, wisEE ® ‘‘CLERK-SAVER” CLERKING TICKETS—Form No. CT-12

® ALUMINUM WRITING TRAY

The aluminum writing tray is a lightweight, spring-loaded tray which
Is designed to hold ample forms for continuous operation throughout
the sale. A storage compartment, a special feature of the tray, holds
additional forms and completed auction item sheets.

Aluminum Writing Tray

® 100 SLOT CLEAR PLEXI-GLASS CLERKING TICKET FILE

Overall size 23”x16’x4”’. Slots are 2% ” x 78" x 3%2". Handle
for easy carrying or nail to a wall for permanent installation.

Slots numbered 1to 100 plus Ato Z ... . ONLY $59.95

® BUYER CARDS ... Form No. BC-70

For buyer’'s number and purchase notes. 3Vax7v2" (fits

in buyer's shirt pocket).
1,000 Cards....$7.50 2,500....$17.50

@ BUYER'S REGISTRATION FORM . .. Form No. BR-69

.........................

Original and 2 copies on NCR paper (makes its own carbon copies) 8%2x11" sheets ‘
perforated to make 12 tickets 134 x4%2’’. This is an extremely fast, easy, and ac-
curate combination clerking and cashiering form. This one form replaces both
the standard clerking sheets and cashiers statement. You’'ll like these.

9,000 Tickets (1-3 White, Canary & Card) ... $22.50
18,000 Tickets (1-3 White, Canary & Card) ......_. S S —— 43.50 |
36,000 Tickets (1-3 White, Canary & Card) ... e 85.00

5,000....$32.50
@ FINAL SETTLEMENT FORMS . .. Form FS-69

8v2x11", 50 sheets per pad. Space provided for total
gross proceeds of sale less expenses and commis-

8%2x11", 50 sheets per pad. Space for buyer's num- sions to be paid by seller. Seller signs that he re-
ber, name, address, phone number and other informa- ceived net proceeds and guarantees to provide mer-
tion. chandise title to all items sold and deliver title to
$1.50 per pad, 10 pads at $1.25 ea., 20 or more at purchasers.

$1.00 ea. $1.50 per pad, 10 pads at $1.25 ea., 20 or more at

$1.00 ea.

CLERK-SAVER STARTER KIT

YOU 'WILL RECEIVE:
100 Slot File
Writing Tray

9000 CT-12 Clerking Tickets

SAVE $25.00

1000 BC-70 Buyer Cards LY
3 pads BR-69 Buyer Registration A STIR yaiie oy
1 pad FS-69 Final Settlement $84.95

Payment with Order—We Pay Postage . .. C.0.D. Orders—You Pay Postage

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

N\
——

L)

Missouri Auction School

Top Floor Livestock Exchange Building
1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117




Special Purpose
Systems

SOUND CRUISER
MOBILE P.A. MODEL S-310

Make any car a sound truck in 45 seconds.
Ideal for cars, trucks, buses, boats, rental

AMPLIFIER: Model S-302. 32 watts_ all tran-
sistor.

Controls: On-Off/Tone. Master Volume:.
Auxiliary Volume.

Inputs: For microphone. for radio. tuner,
recorder, etc.

Outputs: For 8 or 16 ohm speakers.

Power Source: 12V dc. plugs into auto ciga-
rette lighter socket. Terminals provided for
permanent installation. 120V ac and flash-
light battery adapters available.

Size: 8% wide x 3% high x 8% deep.
Mounting: Handle suppled for easy carry-
iIng or ready mounting under dash.

SPEAKERS: Model S-1210. Two weather-
proof horn speakers that swivel and lock in
any direction, can handle full amplifier out-
put, mounted on car-top carrier ready to
clamp to car.

MICROPHONE: Model S-2080. Cardioid
probe-type, noise-cancelling hand-held
microphone, supplied with 8" coil cord, on-
off switch, mounting chip.

WEIGHT: Complete system, 25 Ibs.
Order Model S-310

$297.00

Reading Table
Systems

ROVING ROSTRUM

MODEL S-122

Luggage-styled—self-contained—opens up
to become its owh lectern. Use indoors or
out...covers audiences up to 1000...2nd
speaker Iin cover avoids feedback problems
often prevalent in low-ceilinged rooms.

AMPLIFIER: Integral,; 35 watt; all transistor.
Controls: On-Off, Volume.

Inputs: For microphone,; tape, tuner or
phono.

Outputs: For 2nd speaker. tape recorder.
Power Source: Ten "D’ size flashlight bat-
teries, alkaline type provides up to 200 hours
operation for a full year's use. 120V ac
adapter available.

MICROPHONE: Model S-2020. Shure pro-
fessional dynamic cardioid with 10-ft. cable,
supphed with adjustable flexible rod micro-
phone holder and lavalier holder

SPEAKERS: Two high efficiency units that
can each handle full amplifier power. One
built into reading table, one 1n cover with
40-ft. cable.

CONSTRUCTION: Molded scuff-proof black
luggage type plastic. retractable legs for
height adjustment.

Dimensions: 878" high, 16%" wide, 17V"
deep.

WEIGHT: 23 Ibs. (with batteries).

Order Model 5122 $398 00

A.C. adapter for Model S-122

Weight 2 Ibs. $49.00

Order Model S-1400

$318.00

Perma Pouwier Portable Sound Systems

HALF-MILE HAILER
MODEL S-610 I

Projects further, louder, clearer than horn Ly,
hailers...doesn't block vision .. perfect for
crowd control, athletics and other outdoor

use. e

------

AMPLIFIER: Model S-702. 35 watt; all tran- :
sistor.

Controls: On-Off. Volume.
Inputs: For ceramic ordynamic microphone: 44
auxiliary input for phono, tuner, tape re- °
corder, etc.

3 OQutputs: For additional speakers. tape
recorder

Power Source: Ten D size flashlight bat-
teries. alkaline type provides up to 200 hours
operation

MICROPHONE: Cardioid probe-type. noise-
cancelling, hand-held microphone. supplied
with 8 coil cord, on-off switch

SPEAKER: Weatherproof horn, can handle
full amplifier output, detachable.

CONSTRUCTION: Removable metal bracket
attaches to amplifier with screw knobs.
gripper handle and shoulder strap included.
Dimensions: 11'2" high, 11" wide. 9" deep.

WEIGHT: 14 |bs. (with batteries).

Order Model S-610 $1 93.00

A.C. adapter for Model S-702 Amplifier

Weight: 2 Ibs. $49.00

Order Model S-1410

$193.00

Highly Portable
Systems

SOUND ATTACHE P.A.
MODEL S-210A

Compact, powerful, this complete P.A. sys-
tem in an attache case covers audiences to
1000

AMPLIFIER: Model S-702. 35 watt. all tran-
sistor. ;
Controls: On-Off. Volume. - B . canil
Inputs: For ceramic ordynamic microphone, ; '
auxihiary nput for phono. tuner, tape re-
corder, etc.

3 Outputs: For additional speakers. tape
recorder

Power Source: Ten D size flashlight bat-
teries. alkaline type provides up to 200 hours
operation for a full years use. 120V ac
adapter available

MICROPHONE: Model S-2090. Low m-
pedance dynamic cardioid with 10-ft. cable.
lavalier cord to wear around neck

MICROPHONE STAND: 2 piece adjustable
assembly plus flexible rod microphone
holder. and adapter for desk stand.

SPEAKER: 6" - 9" speaker in anti-feedback
housing built into case 40 feet of cable sup-
plied for operation away from amplifier

CONSTRUCTION: All wood case with black
vinyl fimish.
Dimensions: 12" High. 19" Wide, 4Va" Deep

WEIGHT: 22 Ibs. (with batteries)

Order Model $-210A $239 00

A.C. adapter for Model S-702 Amplifier
Weight: 2 Ibs.

Order Model s-1410 $49.00

B L B e T e e e B
2 s
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$232.00

Payment with Order—We Pay Postage . .. C.0.D. Orders—You Pay Postage
Order by Mail . . . Send Check or Money Order To:

PHONE: 816-421-7117

We stock a complete line of P.A. equipment.

Missouri Auction School
Top Floor Livestock Exchange Building

1600 GENESEE / KANSAS CITY, MO. 64102

Write for free literature and prices.
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