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Auctioneer Hat
Stetson ‘“‘Wisp”

“IT'S SPRING TIME” and time

to order your summer straws. They come in 3
brim widths in the Milan straw (light tan) —
2187, 238’ and 2°%’°’, — and white Panama in
2%2" only. Of course, we have the “Auctioneer”
in felt as shown above in the same 3 brim
widths. The Wisp in 4x Beaver (silver belly) is
also available year round. | apologize for the
increases in the prices, but this is beyond my
control. The prices quoted herein are still well
below the regular store prices.

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

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

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

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

PLUS 4% SALES TAX

Col. W. Craig Lawing, CAI

9521 Belhaven Blvd., Charlotte, NC 28216
Phone: office 704 399-6372, home 704 399-3260

——

Going, Going,

Gone! When you advertise in the newspaper with the largest Sunday circulation in
New England: 680,000. And no Boston paper has more classified ads. For more in-
formation call: JoAnne McCoy (617) 929-2169 or Arthur Shachat (617) 929-2160.

he Boston Globe

BOSTON, MASSACHUSETTS 02107




Letters to
THE AUCTIONEER

Renton, Washington, seminar success

| have received several letters commenting on
the antiques seminar we held, January 25, 1981. In
my opinion, these could be held by auctioneers and
their associations in all parts of the USA.

We had people from all over the state of Wash-
ington and British Columbia. They included dealers,
buyers from our large department stores, several
from insurance companies, collectors, and media
personnel. We proved to the public that NAA auc-
tioneers Bill Josko and George Michael, who were
the seminar moderators, are experts.

A lot of knowledge was gained; and the seminar
brought in many new people to auctions in our area,
benefiting all auctioneers.

Seminar sessions were from 9 am to 6:30 pm,
attended full time by the 174 paid registrants. Sixty
people have already written for reservations for the
next seminar.

Seminars like this one would be an asset to
auctioneers in all parts of the country, by making
the public more knowledgeable of our service.

Bob Losey, Sr.
NAA member auctioneer
Renton, Washington

Sale bill collection

| have started a sale bill collection as a hobby,
and would like to receive sale bills from NAA auc-
tioneers. If you could put me on your mailing list,
| would very much appreciate it.

Clifford Reese
Route #1, Box 59A
Eskridge, Kansas 66423

Paddle Cards e Item Receipt System @

I
f Auction Supplies

Clerk Sheets @ Direction Signs

Write for Samples and prices

SMART ART PAPER PRODUCTS
501 Penna. Ave.

Downingtown, PA 19335

L

June, 1981

Auctioneers needed,
contact these
prospects

Occasionally the NAA office receives inquiries
about specific auction services. Since the NAA of-
fice cannot recommend one member over another,
the inquiry was directed to the auction section of
their local phone book. However, in the future, in-
quiries about specific auction services will be pub-
lished in THE AUCTIONEER magazine.

Below are letters received at the NAA office
asking for auctioneers or auction services. The per-
son in the letter has been informed that their letter
will appear in THE AUCTIONEER; and that they can
expect to be contacted by NAA members.

Antiques and furniture

| have been given your name and address by
the U.S. Embassy in London. | wonder if you would
be kind enough to supply me with a list of your mem-
bers who hold antique and furniture auctions.

Thanking you in anticipation of any early reply.

L. Wallace
Station House
Staveley
Knaresborough
North Yorkshire
England

On your mailing list

| am interested in securing a list of your auc-
tioneers on the eastern seaboard of the United
States. My interest is being on their mailing lists.

| am in the buy and sell business of store fixture
equipment, so therefore | need a contact list in the
following states.

Vermont South Carolina
Maine Ohio

New Hampshire Delaware
Rhode Island Maryland
Massachusetts West Virginia
Connecticut Virginia

New York Tennessee
Pennsylvania Kentucky

New Jersey North Carolina

Ross Cirrincione

Solar Supply Corp.

P.O. Box 822

Buffalo, New York 14240

Continued page 7
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H Layton Laws, Jr.
P.O. Box 675
Manassas, VA 22110
Phone: 703 361-3148

Robert E. Musser, CAl
RFD 1 Box 1900
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_ Phone: 307 587-2131
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THE AUCTIONEER magazine is the of-
ficial publication of the National Auction-
eers Association and is published monthly
with the exception that an August issue
is not published (11 issues 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.

The editor reserves the right to accept or
reject any material submitted for publi-
cation. Subscriptions are available to
non-auctioneers only. Auctioneers, who
are not members of the National Auction-
eers 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 on last page.

Single copies: $1.00 each. Annual sub-

scription rate $10.00.

Editorial and Executive Offices of the

National Auctioneers Association are at

135 Lakewood Drive, Lincoln, Nebraska

(NE) 68510. Phone: 402-489-9356.

Harvey L. McCray, Editor and Executive
Vice President. Member: American So-
ciety of Association Executives, Ameri-
can Advertising Federation, Lincoln
Advertising Club, Lincoln Chamber of
Commerce, Admen’s Gridiron.

Gary Carmichael, Director of Association
Services. Member: International As-
sociation of Business Communicators,
Lincoln Advertising Club.

Mrs. Sandy Chapin, Office Secretary

Mrs. Sharon Whisenhunt, Office Secretary

Mrs. Joyce Tyrrel, Office Secretary

THE AUCTIONEER



Fellowship, education,

enjoyment — I'll see
you at Convention

Archie D. Moody, CAl, President
National Auctioneers Association

The 1981 Las Vegas NAA Convention program
IS going to be outstanding, and enthusiasm is run-
ning high with those who are going to Las Vegas to
be a part of our convention. Being a part of our an-
nual convention is another indication of the mem-
ber’'s willingness to enhance the good image of the
auction method of selling real and personal property.

Members of the National Auctioneers Associa-
tion continue to request assistance of the NAA board
of directors, mainly through the NAA office. When
ever anyone asks for help, the request is added to the
meeting agenda of the NAA board of directors, and
In this manner we are able to determine just what
the membership wants and needs.

Education is probably the number one request
by the membership. Our conventions have been pro-
grammed for the past several years to offer informa-
tion and new techniques in the auction method. The
1981 NAA Las Vegas Convention will continue in this

trend, where 12 workshops will be conducted by NAA
members.

Many NAA members attend our convention work-
shops, realizing that they may never specialize in the
auctions being presented. But, they also realize that
when an auctioneer describes specific techniques
and methods, the auctioneer is offering information
for the auction method in general. Therefore, every-
one can benefit from the presentation.

The 1981 Convention workshops will include a
presentation by NAA President-elect Howard Buckles
to the presidents and secretaries of the state associa-
tions. His presentation will emphasize the assistance
from the National Auctioneers Association. The NAA
office provides: information to the State Associations
iIn convention and seminars planning; dues invoicing
or billing; educational information, which has been
submitted to the NAA office for use in THE AUC-
TIONEER magazine; a clearing house of information
on legislation and problems, which are being faced
in the different states or areas of the country; and
general information which is made available to any
and all NAA members.

The instructors have already been selected for
the remaining workshops and include Public/Night
Auto Auctions Workshop, where Richard Patterson
of Lancaster, South Carolina, will discuss his spe-

June, 1981

cialty. NAA Past President and Director Martin E.
“Marty”’ Higgenbotham will give the workshop en-
titled, Multiple Ballroom Real Estate Auctions.

The team of Johnny and Frank Godley, Char-
lotte, North Carolina, will present the workshop en-
titled Consignment Farm Equipment at Auction, and
John Suarez from Atlanta, Georgia, will be the in-
structor for the Fine Art/Antiques at Auction Work-
shop.

Thursday is going to be a very educational day
for all of those attending the 1981 convention. Dur-
ing the evening, the ever-important NAA Fun Auction
will be held, where auctioneers from all areas will
show their personal auction techniques and styles.
The Fun Auction is an education in itself!

The Commercial and Heavy Equipment Auction
Sales Workshop will be conducted by Stan Howard
of Miller and Miller, Fort Worth, Texas. For those
not involved in the heavy equipment, who specialize
in livestock auctions, they can learn from Dean
Schow, the 1980 World Livestock Champion Auc-
tioneer from Paxton, Nebraska. Dean also is the
newly elected president of the Nebraska Auctioneers
Association.

Book Auctions is the subject of former NAA di-
rector William J. “Bill” Josko, Southport, Connecti-
cut. A non-NAA member, Nathan ‘“Chip”’ Wolfstein,
Eugene, Oregon, will conduct the Advertising Work-
shop.

“In Australia, Auctions Are the Only Way to Sell
Real Estate’” and at the 1981 Las Vegas Convention.
NAA member, Kevin Francis Sheehan of Melbourne,
Australia, will explain how the auction method has
taken over the real estate sales. Few of us will be
able to sell real estate in Australia, but we certainly
can learn from Kevin. It will be a privilege to have
participation from him, and | am sure his presenta-
tion will be well attended!

The last two convention workshops will be held
on Saturday morning, right before the Annual Meet-
ing of the NAA (where the members learn first-hand
what is happening in the Association, and select
those auctioneers who will serve as officers and di-
rectors). Those two workshops include the ‘‘small

Continued page 6
o



NOW YOU CAN REACH OVER
190,000 METALWORKING
MACHINERY PLANTS

SELL-ECTIVE

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

Looking for a geographic list? We have it. Need a
list of large metalworking plants? Small metal-
working plants? We have them, too. How about a
list specifying equipment in use? ... Or one by
S |.C. numbers? You name it, we have it.
SELL-ective mailing lists have hundreds of satis-
fied users—including names such as Dunn &
Bradstreet, Thomas Register, McGraw-Hill, the
US. Government, Norman Levy Co., Wershow-
Ash-Lewis, Stephen L. Winternitz, Inc., Ron Tim-
mons & Co., Roland Grenier & Co., etc.

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

Call, Write or Wire For More Information Today!

INDUSTRIAL MACHINERY
NEWS CORP.

29516 Southfield Rd. ® C.S. #5002 e Southfield, Ml 48037
Phone: (313) 557-0100 Telex: 231237

business . . . BIG BUCKS!”’ presentation by Gary
Day of Portland, Oregon, and the Personal Property
Liquidations presentation by 1981 Convention Co-
chairman J. M. “Bill’”” Watson of Las Vegas, Nevada.

A wealth of talent will be on review during our
1981 NAA Convention Workshops, and from the ex-
periences and successes of these instructor/mem-
bers, many, many NAA members will benefit.
Though our NAA conventions are certainly enjoyable
events, members and families who attend remember
most the blend of the entertainment, education and
excitement. The NAA Las Vegas convention again
offers auctioneers the only place where so many
people in the auction profession will join together to
support and promote the auction method of selling
real and personal property.

At the NAA Convention, you can enjoy events
with people who specialize in the same auction
method as you do, but from a different area. You
can observe techniques of auctioneers from all
specializations, and from all areas, but where you
all have the same thing in common — auctions! The
NAA convention is the place where north meets
south, east meets west; and in one place, all merge
together for one common goal — to support and pro-
mote the auction method.

| have devoted this entire article to the 1981 NAA
Convention, and especially to the educational bene-
fits, which can be derived from the convention. It is
important to the auction profession to have as many
NAA members as possible attend the convention.
We need to meet together in body, mind, and spirit
to promote our marketing method. And, without the
support of NAA members — from all sections of our
national membership — we cannot elect those auc-
tioneers who will be truly representative, and want
to serve as leaders of our entire Association.

“Las Vegas Looks Great,” but it will look a lot
greater if you will join with me to attend the 1981
NAA Convention. Remember the dates — July 29
thru August 1, the convention ends at midnight on
Saturday — register now!

Addition to your NAA member directory

The following name was mistakenly omitted from
the 1981 NAA Membership Directory. Please photo-
copy and include the name in your directory under
the appropriate section.

MONTANA

BOWSER, R. JACK, Molt 59057

You may have to sell one at auction someday
— FM radio receivers are being strapped onto feeder
pigs. Since marketing day can be a trying experi-
ence for a pig, heartbeats picked up by miniature
radio transmitters taped to the pigs give scientists in-
formation about the stress that feeder pigs undergo
during each step of the marketing routine.

HIGH PLAINS JOURNAL
THE AUCTIONEER



Letters to THE AUCTIONEER cont. . . .

Looking for auction history

| am a graduate student at Indiana University,
working on my doctorate in folklore. My dissertation
is a study of rural estate sales in a three county area
here in Indiana.

| would like to submit an inquiry for stories con-
cerning ‘‘fabulous finds” (like cash in a tin can or
mattress) at auctions. Such accounts are part of my
stuaqy.

Finally, | would appreciate any advice you could
offer on locating historical information on auctions,
particularly rural estate sales. | have seen Ralph
Cassaday’s book AUCTIONS AND AUCTIONEERING,
and an article by Ray Westerfall on auctions in early
American history, but | am anxious for more informa-
tion, if it exists.

Thank you for your help.

Phyllis Harrison
130772 S. Walnut
Bloomington, Indiana 47401

Small businesses account for at least 58% of
the nation’s total employment.

Do you know these auctioneers?

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

John Friedel, 3324 Olive St., St. Joseph, Missouri
64507

Eldon Gilliland, 5715 West 9th Place, Oak Lawn,
lllinois 60453

Paul D. May, 174 N.E. 9th Street, Miami Shores,
Florida 33138

Mohsen Mehran Nejad, 313 North EIm St., Greens-
boro, North Carolina 27401

Landon Speyer, 7720 Royal Lane, Apt. C, Houston,
Texas 77019

Bill W. Willard, 313 Glenview Drive, Shelbyville,
Kentucky 40066

John A. Young, 4256 Fifth Avenue, San Diego, Cali-
fornia 92103

The Auctioneer’s ‘Auctioneer’”’

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

SULTATION IN PRACTICALLY EVERY CATAGORY
OF REAL OR PERSONAL PROPERTY.

® COLORFUL TENTS (For Outside Sales)

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

® NATIONWIDE ADVERTISING (In House
Agency)
® NATIONWIDE MAILING LISTS

® FINANCING AVAILABLE (On Most All
Properties)

® NATIONWIDE TOLL FREE TELEPHONE

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

BROKER PARTICIPATION INVITED.

Call Toll Free

In Georgia Call
800/342-2666

Elsewhere Call
800/841-9400

REALTORL__ Y.

June, 1981

Home Offices

18 Macon, Georgia
HUDSON AND MARSHALL I INC. Atlanta Offices
LIQUIDATORS AND AUCTIONEERS T Suite 109
3683 HOUSTON AVE., MACON, GA. PH. (912) 7812601 !‘ 333 Sandy Spr Chir.

404/256-5450



COMPUTERIZED
AUCTION
CONTROL SYSTEM

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

Sale inventory input

Sale catalogue

Auction sheets

Buyer registration input
Buyer registration printout
Sale input

Sale control and reconciliation
Invoicing

Buyer status inquiry
Inventory inquiry

Sale recapitulation
Report of sale

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

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

B == BAMAC

COMPUTER SERVICES, INC.

R.S.l. Sales Group BOMAC Computer Services
214/1350-2381 214/350-5633

2520 W. Mockingbird Ln.
Dallas, Texas 75235

THE AUCTIONEER



NAA announces
founders’ campaign
for new headquarters

Dear NAA members:

As you know from a previous announcement in
our magazine, we are in the process of finalizing our
purchase on the Kansas City site for our new head-
quarters. | might also add that an architect has been
selected, and we will have an artist’s rendering of the
proposed building at the Las Vegas meeting.

After discussing this at great length with the
committee members, we have determined that our
fund raising campaign will be very similar to the one
we used to build our present headquarters. Our
scale is to be as follows:

$2500 for founders
$1500 for sponsors
$1000 for benefactors
$500 for friends

and $250 donations

Each donor will have his name inscribed in
bronze, to be put on a permanent plaque in the new
headquarters building. In addition, the donor will be
able to specify what room or area that he wishes his
donation to apply, i.e., archives, library, board room,
or whatever to give further individual recognition to
the donor. We would also like to set up a separate
category for State Associations and establish their
primary sponsorship at $5000, so that each State
Association can feel as if they have a part as well as
the individual members.

And, in order that we use the auction method as
much as possible in beginning this founder’s cam-
paign, we will auction off at the Las Vegas conven-
tion the right and privilege to be the first name in
each category. For example, if you want to become
the first founder listed on the plaque, then you can
pay for that privilege whatever that auction price is
above the donation fee. This auction should be a lot
of fun and excitement as well as serve the very worth-
while purpose of raising monies for our new head-
quarters building.

| feel that it has been a privilege of mine to serve
with a group of men who have the foresight that the
NAA Board of Directors and the committee members
have shown in making this dream become a reality.
With this kind of commitment from the leadership
along with the support of the membership, the new
headquarters building will become a reality in the
very near future.

Yours truly,

Martin E. Higgenbotham, CAIl, Chairman
Headquarters Relocation Committee
NAA Board of Directors
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The Legal Aspects

Of Auctions . . .-

License law
update: Oregon

Contrary to what was published in the April
AUCTIONEER, “License law update’ of all the states,
Oregon DOES NOT require an auctioneer to be li-
censed. In July 1980, the state auctioneer require-
ments ended, at least for the immediate future. How-
ever, some Oregon cities still have license and bond
requirements which must be met.

The above information was provided by Oregon
NAA members Carol Boston and Gary Day. AUC-
TIONEER readers are encouraged to contact the
NAA office with updated information on license law
requirements in their states.

Auto auctioneers — no
inspection stickers
on used cars

In the April issue of the WASHINGTON REGU-
LATORY ALERT, published by the Research Institute
of America, the following article presented the
present status of the rule which would have required
used car dealers to inspect their vehicles, and de-
scribe the mechanical condition.

FTC retreats from several
controversial proposals

Action is in line with
deregulation trend

The Federal Trade Commission has let it
be known that, in the future, it will rely less on
broad industry and trade rules, and more on the
prosecution of individual cases. A clear indica-
tion of this shift in approach can be seen in the
Commission’s recent dropping of a contro-
versial proposal for an industry rule.

The Used Motor Vehicle Rule, which was
tentatively adopted in May 1980, got only one
vote of approval in its final version when it came
up before the full Commission this month. The
rule would have called on used car dealers to
inspect vehicles and place a window sticker on
each, describing its mechanical condition and
listing any known defects. In its place, the
Commission tentatively adopted a much more
limited rule.
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e ) Meetings ® Musical Presentations
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The MURA WMS-49 is a reliable, high power, wireless microphone provides flat cardioid response and the
microphone system. Until now, wireless microphone users  meter at the receiver gives visual indication of the signal
were limited to either the extremely low power, short strength from the wireless transmitter. The system is easily
range, and radio station interference of the 90 MHz FM installed and operates through the auxiliary or microphone

mikes or the expensive, FCC licensed wireless microphone  inputs of an amplifier. Both the transmitter and receiver
sets. The WMS-49 takes advantage of the new 49 MHz short are powered by inexpensive 9 volt transistor radio

range personal communications band which permits batteries. Battery power eliminates worries about ground
10,000 uV transmitter power without an FCC license. loops or hum over a PA system. The AM WMS-49 is

The WMS-49 isa system, a matched transmitterandreceiver the answer for convenient, inexpensive wireless micro-
pair. Their crystal controlled RF circuitry eliminates tuning  phones in all single microphone applications. 90 day
knobs and assures full fidelity communications.The electret limited warranty.

TRANSMITTER SPECIFICATIONS: m ELECTRET mike element for flat cardioid response B LIGHT, portable wireless
design with flexible wire antenna @ CRYSTAL controlled 49 MHz AM transmitter for drift-free performance m10,000 uV

output for reliable long-range transmission® POWERED by a 9 volt transistor radio battery. RECEIVER SPECIFICATIONS:
B CRYSTAL controlled receiver locks on to the 49 MHz transmitter signal ® Output jacks for either “MIKE” or “AUX”

inputs @ Meter monitors the RF signal strength from the transmitter @ Volume control to assure proper output level into
your sound system B WMS-49 is powered by a 9 volt transistor radio battery.

€.0.D. — YOUPAY POSTAGE — CALL (512) 578-9811
PAYMENT WITH ORDER — WE PAY POSTAGE

MOST ORDERS PROCESSED WITHIN 24 HOURS & SENT FIRST CLASS MAIL OR U.P.S.

MAIL TO: AUCTIONAIRE® DIVISION, P.O. BOX 1805, VICTORIA, TX. 77901

VICTOR MCDONALD COMPANY, AUCTIONAIRE® DIVISION TEXAS RESIDENTS ADD 5% SALES TAX
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Take a few home
from the Las Vegas
NAA Convention

The NAA Board of Directors has authorized the
production and distribution of an “Invitation to Join
the NAA” kit which includes: a sample issue of THE
AUCTIONEER magazine, new NAA membership and
information pamphlet, a letter from NAA president
Archie Moody, postage paid return envelope, and a
copy of the NAA Code of Ethics and By-Laws.

How do you use the invitation-to-join kit? Just
hand it to an auctioneer whom you feel would bene-
fit from NAA membership, and get ready to answer
questions. ‘“The Kit” successfully represents your
Association and your fellow NAA members across

the nation.

Plenty of the The Kits will be available at the
NAA Las Vegas Convention in July. Last year, 400
kits were taken home from the 1980 Nashville con-
vention.

Also, the NAA office will provide any number of
invitation-to-join kits to individual NAA members or
state auctioneers associations upon written request

to the NAA office.
And does it work? Very much so, because it

gives the prospective NAA member a very clear
picture of what to expect from the $30 NAA dues

WE'VE SOLD
MILES AND
MILES OF
| TEXAS.O.

When a 2,220 acre ranch in Red River
County, Texas, went up for auction,

the Tribune’s Auction Mart was right up
front with the news. Another coup for the Mid-
west's premier marketplace for auction advertis-
ing, but not an unusual one. You see, the Tribune
has already sold everything from a sausage factory
in lowa to a zoo, complete with animals.

In fact, the Tribune’'s Wednesday and Sunday Auc-
tion Mart carries more than 90% of all the auction
advertising in Chicago’'s newspapers.

June, 1981

... JUST THINK WHAT WE

investment. But the invitation-to-join kit will not
work left sitting on the shelf at the NAA office. Send
for a few kits today and present them to the auc-
tioneers whom you would like to see as fellow NAA

members.
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CAN SELL FOR YOU:

So, why not join the ever-growing number of
auctioneers throughout the world who rely on the
Tribune for top response...no matter what
theyre selling.

For more information and a free brochure on
advertising in the Chicago Tribune Auction Mart,
call Barbara Wentz at (312) 222-4493 or Charles
Shanley at (312) 222-4042, or write 435 N. Michi-
gan Ave., Chicago IL 60611.

(Chicano Jribune

The Complete Newspaper

11



ABOVE, 189
Ohioans at 1980
NAA convention.
RIGHT, auction
family and NAA
welcome signs.
BELOW, conven-
tion children on
tour.
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To the 1981
NAA Convention
uly 29-August 1

LARGEST HOTEL IN THE WORLD the Las Vegas Hil-
ton, will house the 1981 NAA convention.

THE AUCTIONEER



Here’s the auction and vacation event
of the year in fabulous Las Vegas. The
NAA Convention has so much to offer
the entire membership . . . and the en-
tire family.

State associations
— represent your
state at Big Auction
in Las Vegas

A handsome gun from Texas, a beautiful quilt
from Tennessee, gorgeous artwork and sculpture,
delicious cheeses and other regional foods, they've
all been sold at past NAA convention Fun Auctions.
The time between now and Thursday night, July 30
is just enough time for the state auctioneer associa-
tions to choose an item to represent your state or
region.

Remember, this year the public and Hilton Hotel

guests will be invited to the convention Fun Auction.

Decide on that quality item, that interesting item,
which will “sell itself’ as your state association
contribution to the Fun Auction. Las Vegas has a
lot of “big spenders’” who will be buying at the NAA
Fun Auction; your state association will not only
represent itself to the NAA membership, but also to
the buying public.

Last year’s convention Fun Auction set a pro-
ceeds record, and the 1981 Fun Auction will probably
do the same. The state auctioneer associations can
lead the way in contributing items to the success of
the Big Sale. But of course, anyone and everyone
can donate items and talent to the NAA 1981 Fun
Auction.

NAA member, it’s your turn

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

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

1. The NAA president will sell the first item.

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

3. The convention chairman will sell the next item.

4. The State Associations will sell their respective

June, 1981

items, and determination of which state associa-
tion sells first will be made by a draw.

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

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

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

Public to attend Fun Auction

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

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

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

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

e T —————r -

Reppert School of Auctioneering, Inc.

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

Founded in 1921

Decatur, Indiana

46733 AC 0033

Box 189
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NAA convention checklist

To assist with your preparation for the 1981
NAA convention in Las Vegas, the following
checklist will be helpful. All your necessary
registration forms are located in the convention
registration packet in the center section of this
AUCTIONEER.

% Make air travel arrangements imme-

diately to avoid Spring and Summer rate
Increases. Airlines which serve Las Vegas
are listed on page E of the registration
packet.

% Reserve your hotel accommodations
as soon as possible. Even though the Las
Vegas Hilton will house the entire NAA con-
vention, your reservations deadline is still
July 15 to assure lodging at NAA convention
rates. Your hotel reservations form is on
page C of the registration packet.

% Register now for the 1981 convention

and tours. As you read THE AUCTIONEER,
registrations this month are being received
at the NAA office in large numbers. Your
deadline for 1981 convention registration is
July 1, in order to register at the lower ad-
vance rate. Arrange pre-convention tours
on page G, and register for the convention
on page H of the center section.

% Decide Fun Auction item. The public
Is invited to the 1981 Las Vegas convention
Fun Auction, and your contributed Fun Auc-
tion item will help pay for the NAA conven-
tion. More Fun Auction information is on
page 13.

* Present nomination for NAA offi-

cer/director. If you are nominating a fel-
low member auctioneer for NAA elected of-
ficer/director, your deadline is July 1, for
the nomination to be received at the NAA
office. More information about submitting
nominations is on page 15.

% Enter the convention advertising con-

test. A new contest category is available
this year — auction business stationery.
Your entry deadline is July 1, with informa-
tion and entry form on page 18.

% If you plan to exhibit at the 1981 NAA
convention, contact the NAA office imme-
diately. Only 20 exhibitors will be allowed
at the Las Vegas convention, on a first
come, first served basis. More information
on page 15.

% Any Questions? Your travel agent will
verify which air fares will increase and
when. Inquiries about your hotel/lodging
should be directed to the Las Vegas Hilton.
Questions about the 1981 Las Vegas con-
vention should be directed to the NAA office.

And when you
arrive for the
convention . . .

Hopefully, by now you have made your air travel
arrangements to avoid spring and summer air fare
Increases. Whatever your means of transportation,
page E of the convention registration packet, in the
center of this AUCTIONEER, provides the Las Vegas
information you need to plan your convention trip.

Getting from the airport to the Las Vegas Hilton
IS no problem, with 400 taxis in town and 90 limou-
sines. Plan on approximately $5.00 for a taxi from
airport to the hotel; $2.25 per person for limousine
service.

The weather for the convention

Yes, it is hot in Las Vegas during the summer.
But remember this basic idea about the weather dur-
ing convention week — you do not have to subject
yourself to the heat unless you want to. Everyplace
you go in Las Vegas is air conditioned. The NAA
convention is cool and comfortable, and you’ll be
busy inside with convention activities during the
warmest times of the day. Throughout the evening,
the temperature outside is still warm, so you will be
wearing light clothing the entire time you’re at the
convention.

Keep in mind that an estimated 14 million people
visit Las Vegas every year, from every part of the
country and the world. Along with you fellow visitors,
you will be enjoying yourself and the NAA conven-
tion, no matter what the temperature is outside.

Rental cars cheaper

In the October 1980 issue of THE AUCTIONEER,
National Car Rental provided NAA members with an
identification card to receive their Commercial Rate,
an over-the-counter discount off regular time and
mileage rates. For the Las Vegas NAA convention,
National Car Rental is offering their new ‘“unlimited
mileage’ rates to NAA convention registrants.

Along with the confirmation of your convention
registration, the NAA office will send a National Car
Rental Request card. You will be able to arrange for
your rental vehicle at the special convention rates,
well before you arrive at the NAA convention in July.
Also, you will be welcomed at the airport on Na-
tional’s neon billboard sign; and a National rental
agent will be in the NAA convention area, Monday
and Tuesday, at the Hilton for your convenience.

National Car Rental also publishes a showguide
which will list all the entertainers who will be ap-
pearing in Las Vegas during NAA convention week.
Pick up your copy at any National counter or booth.

THE AUCTIONEER



NAA candidate
nominations, July
deadline

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

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

It is a policy of the National Auctioneers As-
sociation that announcement of candidate declara-
tions be submitted in writing to the NAA office prior
to July 1 of the year in which the elections are to be
held: and that the NAA office then will reproduce
the candidates’ resumes and photographs to submit
to the Nominating Committee for review and con-
sideration.

The nominations for the offices of directors

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

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

Exhibitors — first come,
first served

Pursuant to the January 1981 NAA Board of Di-
rector decisions regarding NAA convention exhibi-
tors, changes have been made in both policy and fee
amount for convention exhibitor space. All dis-
players at the Las Vegas convention, and future con-

Continued page 17

FOR AUCTION ADVERTISING THAT GETS RESULTS
ADVERTISE IN

Rab THE AUCTION BULLETIN

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

from throughout the country is accepting

DISPLAY ADVERTISING

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

For information and ad rates,

PHONE TOLL FREE 800-621-1574
orwrite THE AUCTION BULLETIN, P.O. Box5676-
Chicago, lllinois 60680

June, 1981
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An ounce of Freedomike.  _

is worth a pound of RA.

Freedomike Wireless Microphones From Lectrosonics

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

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

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

size transmitter which sends your voice signal to a receiver. The
microphone clips to your tie or shirt. The transmitter fits in your
pocket, or in a belt-clip pouch. The receiver, which can be
a hundred yards away, plugs into the microphone input

of any P.A. system. The Freedomike system uses special
Unichannelry circuitry to eleminate unwanted inter-
ference. A protective carrying case is also provided.

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

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

(with hand-held mike)-$745

Freedomike SYStem Three .
(with both mikes)-$815 |

Voice Projector 18
Ultra Portable P.A.

For years the Voice Projector 18 has been the
benchmark by which auctioneers measured
quality in self-contained P.A. equipment. Now
meet the all-new VP18R. The VP18R has

all the features of the older model,
" .,1 plus high-level input and
o, output for connecting
to other audio
devices. Its
rechargeable
power pack

lasts 50% longer
than the old VP18.

VP18R-$325

L &ClroOSoNICO.INC

ALBUQUERQUE., NEW MEXICO, U S A

Plus Power 48R
Amplifier/Speaker

If you and your Freedomike
system travel to places with no
house P.A. system, Lectrosonics
has the Plus Power 48R. With
its own powerful 16 watt rms
“amplifier, 8" speaker and
rechargeable batteries, the PP48R
enables you to use your
Freedomike system anywhere...
even if miles from the nearest
AC power source.

PP48R-$195

Lectrosonics products for auctioneers are available from:

DUANE GANSZ BILL HAGEN BOB MILLER
Duane E. Gansz Auction & Realty Western College of Auctioneering Indiana College of Auctioneering
14 William Street Box 1458 8846 Holliday Drive
Lyons, NY 14489 Billings, MT 59103 Indianapolis, IN 46260
315-946-6241 406-252-2565 317-844-1088
KEN McCORMACK ROWLAND HUEY HUGH MILLER COL. GORDON TAYLOR
McCormack Auction Co. John Huey & Sons Curran Miller Auction Reisch World Wide College of Auctioneering
8229 Golden Avenue 11660 Parkway Drive 13020 N. Street, Highway 57 Box 949
Lemon Grove, CA 92045 North Huntington, PA 15642 Evansville, IN 47711 Mason City, Iowa 50401
714-697-1778 412-863-4961 812-867-2486 515-423-5242
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ventions must be NAA members, or advertisers in
THE AUCTIONEER magazine. Also, the cost of ex-
hibiting at NAA conventions has been increased from
$75 to $200 by the Board decisions.

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

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

NAA Las Vegas
Convention — who
may attend

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

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

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

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

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

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

Convention program page 21
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THE PROFESSIONAL AUCTIONEER AND
WHAT HE NEEDS TO KNOW
BY RUSSELL KRUSE

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

CHAPTER HEADINGS

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

13. Land description and
surveys
14. Working together

4. Sale summary

5. Uniform commercial code
and auctioneer liability

6. Reserve bidding 15. Definition of 276 terms and

7.Advertising words every auctioneer

8. Ringman should know or have avail-

9.Insurance able

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

ALSO AUCTIONEER TRAINING AT
KRUSE AUCTION INSTITUTE
AUBURN, INDIANA

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

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

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

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

Contact Russell Kruse, Kruse Office Building, Auburn, IN
46706. Finance available in all courses.

S AR N

Closeout JEWELRY 55¢ doz.
Catalog — 25¢
Roussel’s 107-190 Dow Ave.
Arlington, Massachusetts 02174
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Beat July deadline,
enter advertising
contest now

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

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

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

531 Broad Street
L |?C ,E NSED o

REALTOR
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BONDED »

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

Invites Participation
By Auctioneers & Real Estate Brokers, Nationwide

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

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

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

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

Advertising Contest Rules

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

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

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

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

5. Members of the advertising committee are not
eligible to compete for an Advertising Contest
Award.

Rome, Ga. (404 )291-7007
INSURED
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6. Previous year winners — those who won an
award in 1980 — are not eligible to compete in
the category in which they won in 1980, but they
may enter any of the other categories.

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

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

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

10. The categories are as follows:

Commercial and Industrial,

. Farm (an operating farm liquidation);

Real Estate;

. Antiques;

“Specialty’”’ (cataloged sale);

Consignment Sales with General Household

and Estate Liquidation;

g. Institution (auction firm promotion);

h. Auction Business Stationery (letterhead, plus
envelope, and business card).

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

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

~oQ0 T

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.
o Supplying U.S. and Canadian
2 East and West Coast wholesal-
e i ers. Write or call collect to Lynn
Walters. Annual volume over

ONE OF OUR ANTWERP WAREHOUSES
LYNN WALTERS

13011 S.E. 84th Clackamas. Ore. 97015

June, 1981

ENTRY FORM

National Auctioneers Association
1981 Advertising Contest
NAA Annual Convention

Las Vegas, Nevada

Please type or print.

CONTEST CATEGORY _

(include letter and name of category)

SUBMITTED BY

(name of NAA auctioneer advertiser)
STATEMENT OF PURPOSE FOR THE

ADVERTISING

NUMBER PREPARED

NUMBER DISTRIBUTED

HOW DISTRIBUTED?. __

BRIEF DESCRIPTION OF SALE

DEADLINE FOR ENTRIES: July 1, 1981

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

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

For the 48 contiguous states, the average In-
crease in farmland values for the last decade was
250%. Many factors suggest that the value of farm
real estate will continue climbing in the 1980’s with
periodic but short-lived interruptions. Barring any
major economic collapse on our U.S. economy, land
values in the 5-7 years could well be double today’s
levels.

UNIVERSITY OF NEBRASKA,
BUREAU OF BUSINESS RESEARCH
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Roll Top Desks Bowl & Pitchers Windsor Chairs Biscuit Barrels ]
Organs Whicker Furniture Draw Leaf Tables Dressing Tables =
Parlour Set Smokers Stands Cast Iron Items Inlaid Furniture

China Cabinets Carriages Pianos Spelter Figures

Gateleg Tables Bentwood Chairs Hall Trees Dinner Wagons

Eterges Flo Blue Washstands Piano Stools

Bamboo Furniture Minton China Fire Places Swords

Towel Racks Bureau Bookcases Bureaux Shefioneers

Marble Clocks Buffets Barrometers Oak Furniture

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

Royal Doulton Pine Furniture Prints Grandfather Clocks

Fern Stands

Bedroom Suites

Antiques ® Antiques ® Antiques ® Antiques @ FOR SALE!

CONTAINER BUYERS ANTIQUES BONANZA
Beat Inflation @ Buy Direct From England

Guaranteed: 200 to 250 items per load.

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

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

Please select your shipment Requirements from inventory below. All these items can be included in
your container 20 ft. or 40 ft. containers:

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

Rolls Royce Vintage Cars available by order

Carnival Glass

Primitive Furniture

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

Could you handle a 40 ft. container every 1 Month

2 Months

What is the population of your area? ... e

Do you sell Retail/Wholesale/AUCLION? ... et eee e aeee e e e e eemae

w Our prices are quoted for 40 ft. high cube containers
v Economy graded shipment $9,000: Better economy grade $12,000
v Auctioneers Wholesale Graded Shipment $15,000
w Fine Quality Graded Shipment $20,000

3 Months

L eslie Swainbank Antiques Inr. et
Head Office - Prices?
34 Church Rd, Roby, Nr. Liverpool, L36 9TP, Lancashire, England
Telephone 051-489 1142 Oak Items
| YWorld Wide Antique Exporters Speciality!

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

1981 Las Vegas Convention

July 29-August 1, 1981 ¥ Las Vegas Hilton Hotel

Las Vegas, Nevada

PROGRAM

All events to be held in the Las Vegas Hilton
unless otherwise specified.

9:00 am to
5:00 pm

10:00 am to
4:00 pm

1:00 pm to
5:30 pm

8:00 am to
6:00 pm

8:00 am to
6:00 pm

9:00 am to
5:00 pm

10:00 am to
4:00 pm

10:00 am to
4:00 pm

June, 1981

Tuesday, July 28

CAl CONTINUING STUDIES WORKSHOP. Pavilion
11. “How the Entrepreneur Can Acquire Wealth”,
instructor, Indiana Professor William L. Haeber-
le. Open only to current CAl members and those
to be inducted at the 1981 NAA convention.

TOUR A — HOOVER DAM AND OLD VEGAS.
Register 30 minutes before departure at Nevada
Host Association tours assembly area and in-
formation desk in Convention Foyer. Tour in-
cludes lunch at Old Vegas. Tour early Mormon
Fort, a museum of early railroad memorabilia
and a Piute village. Then, on to Hoover Dam.
View movies of the construction and realize why
Hoover Dam is such a phenomenon. Return to
Las Vegas on a most relaxing and enjoyable lake-
side drive.

TOUR B — HOOVER DAM (REGULAR TOUR).
Register 30 minutes before departure at Nevada
Host Association desk in Convention Foyer. Tour
includes trip to the top of Hoover Dam, the $175
million giant. Stand in the center of the dam,
with one foot in Nevada and the other in Ari-
zona — and an hour’s difference in time.

Wednesday, July 29
NAA HEADQUARTERS OFFICE. Board Room.

NEVADA STATE AUCTIONEERS ASSOCIATION
ROOM. Conference Room 7.

REGISTRATION DESK. Convention Foyer. Ad-
vance registrants show registration confirmation
card to registration clerk and receive conven-
tion packet. Those not registering in advance
must complete registration forms at “Regular
Registration” desk.

TOUR C — HOOVER DAM AND OLD VEGAS.
(See information listed at 10:00 am, Tuesday,
July 28.) Register 30 minutes before departure
at Nevada Host Association tours assembly area,
South Promenade outside exit doors.

TOUR D — CITY SIGHTSEEING AND SHOPPING,
PLUS LIBERACE MUSEUM. Register 30 minutes
before departure at Nevada Host Association
tours assembly area, South Promenade outside
exit doors. Tour the Las Vegas area, ride through
downtown Casino Center. Visit the Liberace
Museum, enjoying his fabulous jewel collection,
exquisite wardrobe, classic automobiles, custom
made pianos, fur capes and hundreds of pieces
of Liberace memorabilia. Stop for lunch (at your

own expense) and shopping at Boulevard Mall
shopping center. Tour resumes after lunch with
a view of the growing University of Nevada cam-
pus and a drive through Las Vegas residential

areas.
1:00 pm to CONVENTION EXHIBITORS SETUP. Convention
5:00 pm Foyer. Convention exhibitors, who have pre-

registered with the NAA office and have paid the
exhibitor's fee, can setup their displays, begin-
ning at 1:00 pm Wednesday. ALL DISPLAYS must
be REMOVED prior to 3:00 pm, Saturday, August

1, 1981.
1:00 pm to TOUR E — HOOVER DAM (Regular Tour). (See
5:30 pm information listed at 1:00 pm, Tuesday, July 28.)

Register 30 minutes before departure at Nevada
Host Association tours assembly area, South
Promenade outside exit doors.

3:00 pm to NAA AUXILIARY BOARD OF DIRECTORS MEET-
5:00 pm ING. Conference Room 11.

8:00 pm to LAS VEGAS ENTERTAINERS’ REVIEW. Pavilion
11:00 pm 4-8.
The “Las Vegas Entertainers’ Review” is for
the entire family, but the Youth Activities Room
will also be open, with games and activities for
the young people.

8:00 pm to YOUTH ACTIVITIES ROOM. Pavilion 1.
11:00 pm

Program continued page 23

WEDNESDAY NIGHT at the Las Vegas NAA conven-
tion will feature the music and comedy of Billy Kay
and Pam. Both performers have appeared on na-
tional television, and with major Las Vegas enter-
tainers. Billy Kay and Pam will provide excellent
entertainment to open the 1981 NAA convention.
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D-VOX COMPLETE -.- $285.00

FIBERGLASS CASE — 25 WATT MODULE — TWIN SPEAKERS

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

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

* * *

residents add 3V2% sales tax.

DODGE MANUFACTURING CO.

1123 W. 6th Street * P.O. Box 1513 +* Topeka, Kansas 66601

DWIGHT V. DODGE, Owner

e (913)234-6677

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

THIS PROGRAM WORKS

YES!

YOU CAN BECOME
AN AUCTIONEER
IN ONE WEEK

you can do it with our —

% EXPERIENCED INSTRUCTORS

all personally recommended by
the nationally known l
Col. Joe Reisch

* MODERN METHODS

video tapes, study guides,
comfortable quarters,
small classes

% COMPLETE COURSE

every phase of auctioneering
taught by specialists

B ¢ BEST AUCTION SCHOOL e BEST AUCTION SCHOOL

ST - ==

WRITE TODAY
FOR DATES
AND YOUR
FREE CATALOG

MASON CITY
COLLEGE OF
AUCTIONEERING

515-423-7200
Col. Don Wendel, President
Wm. Meeker, Vice President
P.O. Box 1463
Mason City, lowa 50401
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Thursday, July 30

7:30 am to STATE OFFICERS’ BREAKFAST & WORKSHOP.
10:30 am Conference Room 1-3. President-elect Howard
Buckles, Keosauqua, lowa, moderator. Breakfast
and workshop for presidents and secretaries of
State Auctioneers Associations.
8:00 am to REGISTRATION DESK. Convention Foyer.
5:00 pm
8:00 am to NAA HEADQUARTERS OFFICE. Board Room.
5:00 pm
NSAA HOST ROOM. Conference Room 7.
8:30 am to LADIES HOSPITALITY AND EDUCATIONAL
10:30 am HOUR. Pavilion 11.
8:30 am Continental Breakfast — all ladies are invited
8:50 am Call to Order and introduction of Auxiliary chair-
person and educational chairperson, Glenda
McCarter Johnson, president, Auxiliary to the
NAA, Sevierville, Tennessee.
9:00 am Educational Program — Mrs. Harvey (Pat) Lam-
bright, LaGrange, Indiana, chairperson, State
Senator George Marion, Dobson, North Caro-
lina and State Senator Craig Lawing, Char-
lotte, North Carolina, instructors. Emphasis
on legislation that affects the auction profes-
sion, introduction of legislative acts and pro-
motion of acts that affect the auction profes-
sion.
10:00 am Questions from the floor.
8:30 am to YOUTH ACTIVITIES ROOM. Pavilion 1.
11:00 pm
9:00 am to PUBLIC/NIGHT AUTO AUCTIONS WORKSHOP.
10:15 am Ballroom D and E. Moderator John A. Horton,
CAl, director, Huntsville, Alabama; instructor
Richard Patterson, Lancaster, South Carolina.
9:00 am to HALL OF FAME AWARD RECIPIENTS’ MEETING.
11:45 am Conference Room 11.
NATIONAL AUCTIONEER LICENSE LAWS OF-
FICIAL ASSOCIATION (NALLOA) Board of Direc-
tors Meeting. Conference Rooms 13 and 14.
10:30 am to MULTIPLE BALLROOM REAL ESTATE AUCTIONS
11:45 am WORKSHOP. Ballroom D and E. Moderator and
instructor, Martin E. Higgenbotham, CAl, director,
Lakeland, Florida.
1981 “LAS VEGAS LOOKS GREAT” LUNCHEON.
Ballroom A and B. Luncheon tickets included in
registration — tickets will be collected at the
tables.
Presiding: Howard Buckles, president-elect,
Keosauqua, lowa
Invocation
Pledge of Allegiance to the Flag
Luncheon
Welcome to Nevada
Welcome to Las Vegas
Welcome to the 1981, ‘““Las Vegas Looks Great”
Convention — J. M. “Bill’”” Watson, conven-
tion co-chairman, Las Vegas, Nevada
Recognition of the Nevada State Auctioneers
Association — and state co-hosting associa-
tions — Hosts and Hostesses
Keynote address — Archie D. Moody, CAl,
president, Darlington, South Carolina
Announcements
3:00 pm to CONSIGNMENT FARM EQUIPMENT AT AUC-
4:15 pm TION WORKSHOP. Ballroom D and E. Mod-
erator Robert E. Musser, CAIl, director, Cody,
Wyoming; instructors, Johnny and Frank Godley,
Charlotte, North Carolina.
FINE ART/ANTIQUES AT AUCTION WORK-
SHOP. Ballfoom F and G. Moderator H. Layton
“Sonny’” Laws, Jr., director, Manassas, Virginia;
instructor John Suarez, Atlanta, Georgia.
3:00 pm to NOMINATING COMMITTEE, OFFICER/DIRECTOR

12 noon to
2:30 pm

June, 1981

NAA PRESIDENT
ARCHIE MOODY (above
left, with NAA past presi-
dent Chuck Cumberlin,
at the 1980 convention)
and 1981 convention co-
chairman J. M. “Bill”
Watson, left, invite all
NAA auctioneers, and
their families to enjoy the
auction experiences and
workshops at the ‘“Las
Vegas Looks Great” con-
vention.

CANDIDATE INTERVIEWS. Conference Room 4.
Charles E. Cumberlin, CAl, chairman, presiding.

3:00 pm to NATIONAL AUCTIONEERS LICENSE LAWS OF-
5:00 pm FICIAL ASSOCIATION (NALLOA). Conference
Room 13 and 14. Board of Directors meeting

continued.

5:00 pm

Continued page 25

BRITTEN AUCTION ACADEMY

P.0O. Drawer B, Bryan, Tex. 77801
Approved by Texas Education Agency

The School of Distinction
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QUALITY IS

INDUSTRIAL PUBLISHING'S

QUALITY NEWS

A monthly newsletter prepared for the clients, the employees
and the suppliers of Industrial Publishing in the interest of
understanding and productivity.

INDUSTRIAL PUBLISHING, INC. P.O. BOX 2328 EUGENE, OR 97402 (503) 689-2711

INDUSTRIAL PUBLISHING
EXPANDS

AUCTION CO.
SERVICES

EUGENE, OREGON — It was recently announced that IN-
| DUSTRIAL PUBLISHING plans to expand its existing
specialized auction marketing services and programs. The
company will continue its present services until the formal
presentation of its “ONE STOP AUCTION MARKETING
PROGRAM™ at the NAA National Convention in Las Vegas,
Nevada, July 29th thru August 2, 1981.

WHY SOME AUCTION COMPANIES HAVE

MORE QUALITY ORIENTED MARKETING

PROGRAMS THAN OTHERS ... AND HOW
YOU CAN BECOME ONE OF THEM.

LR

FACTOR

A FULL-SERVICE
MARKETING PROGRAM
FOR AUCTION COMPANIES

From

INDUSTRIAL PUBLISHING
Eugene, Oregon

According to Richard E. Pierce, General Manager, ““This is
the culmination of 23 months of hard work, and just the start
of what we feel will truly provide our auction company clients
with the full services they need to make the difference in their
marketing."”

UNDERSTANDING IS THE ABILITY
TO PROVIDE SPECIFIC SOLUTIONS

“To effectively market an auction company you must understand the needs, goals and objectives of an
auction company,”’ says Nathan A. Wolfstein IV, IP Program Director. “At INDUSTRIAL PUBLISHING
we have designed the program to maximize the marketing and advertising investment by providing such
a full marketing service that we save our clients valuable time, effort and dollars.”’

THE IP FACTOR: A SPECIALIZED SYSTEM ‘'As long as the auction company follows our

system,’” states Robin Tappan, IP Production Coordinator, ‘“we can provide the highest quality services
and products —in the quickest turnaround —at a competitive pre- determined cost.”’

SPECIALIZING IN AUCTION MARKETING

By Providing The Factors That Make The Difference
In Quality Auction Marketing Programs.

INDUSTRIAL
PUBLISHING

INCORPORATED

P.O. Box 2328
Eugene, Oregon 97402

(503) 689-2711

THE DEVELOPMENT OF A
MUTUALLY BENEFICIAL
s WORKING RELATIONSHIP
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4:00 pm to WESTERN COLLEGE OF AUCTIONEERING RE-
6:00 pm CEPTION. Conference Room 1.
MENDENHALL SCHOOL OF AUCTIONEERING
RECEPTION. Conference Room 2.
REISCH WORLD WIDE COLLEGE OF AUCTION-
EERING RECEPTION. Conference Room 3.
5:00 pm to 1981 FUN AUCTION ITEMS COLLECTION. Pavil-
7:30 pm ion 4-8. Convention registrants to deposit do-
nated Fun Auction items to Fun Auction Com-
mittee. All items to be registered prior to the
Auction for display purposes.
7:30 pm to 1981 NAA FUN AUCTION. Pavilion 4-8. Chair-
12 midnight man Clair Culver, Yuma, Arizona, co-chairman

Ed Short, Phoenix, Arizona. The Auctioneers As-
sociation of Arizona will administer the 1981 Fun
Auction. The public will be invited to the 1981
NAA Fun Auction.

All NAA auctioneers, State Auctioneers Associa-
tions/Societies are requested to contribute items to
sell at the 1981 NAA Fun Auction. The auction will
begin sharply at 7:30 pm, and the first item will be
sold by NAA president Archie D. Moody. All auc-
tioneers will have an opportunity to sell their own
donated items, if the items are marked as such. Auc-
tioneers are requested to provide their names and
descriptions of the items contributed. All items will
be identified by the Fun Auction Chairman before
the item is sold by the auctioneer. It is important
that the Auction begin at 7:30 pm, and all convention
registrants are requested to be present at the begin-
ning of the Fun Auction.

Friday, July 31

7:30 am to MISSOURI AUCTION SCHOOL OPEN HOUSE &
9:00 am CONTINENTAL BREAKFAST — EVERYONE
WELCOME. Pavilion 10 and 11.

FLORIDA AUCTIONEERS ASSOCIATION BREAK-
FAST. Conference Room 3.

ILLINOIS STATE AUCTIONEERS ASSOCIATION
BREAKFAST. Conference Room 1 and 2.

INDIANA AUCTIONEERS ASSOCIATION BREAK-
FAST. Conference Room 5 and 6.

IOWA AUCTIONEERS ASSOCIATION BREAK-
FAST. Conference Room 4.

KANSAS AUCTIONEERS ASSOCIATION BREAK-
FAST. Conference Room 8 and 9.

KENTUCKY AUCTIONEERS ASSOCIATION
BREAKFAST. Conference Room 11 and 12.
PENNSYLVANIA AUCTIONEERS ASSOCIATION

BREAKFAST. Conference Room 10.

TEXAS AUCTIONEERS ASSOCIATION BREAK-
FAST. Conference Room 13 and 14.

CALIFORNIA AUCTIONEERS ASSOCIATION
BREAKFAST. Club and Continental Salons, sec-
ond floor, Tower.

NEBRASKA AUCTIONEERS ASSOCIATION
BREAKFAST. Embassy Salon, second floor,
Tower.

WISCONSIN AUCTIONEERS ASSOCIATION
BREAKFAST. Royal and Grand Salons, second
floor, Tower.

8:00 am to NAA HEADQUARTERS OFFICE. Board Room.

5:00 pm
NSAA HOST ROOM. Conference Room 7.

9:00 am to REGISTRATION DESK. Convention Foyer.

5:00 pm

9:00 am to CHILDREN’S SPECIAL TOUR. South Promenade,

4:00 pm outside exit doors. (This tour is not included in
the Youth Activities program nor in the children’s

June, 1981

NAA AUXILIARY president Glenda McCarter John-
son, left, and Auxiliary convention chairperson, Mrs.
Betty Short, offer a complete Auxiliary program of
educational and social events, including the special
Ladies Luncheon on Friday of convention week.

convention registration fee. Register children for
this tour as you would for an other tour.) Tour
includes a private NAA skating session (with
skates included), lunch and attendance at the
movie “Superman II” or a comparable feature
based on scheduling. NOTE: Limited supervision
during Children’s Special Tour will be provided.
Younger children should be accompanied by a
responsible brother or sister. Parents welcome,
but must also register for tour.

9:00 am to YOUTH ACTIVITIES ROOM. Pavilion 1.

11:00 pm

9:00 am to
10:15 am

COMMERCIAL AND HEAVY EQUIPMENT AUC-
TION SALES WORKSHOP. Ballroom D and E.
Moderator Haskel ‘“‘Hack’ Ayers, CAl, director,
LaFollette, Tennessee; instructor Stan Howard,
Ft. Worth, Texas.

LIVESTOCK AUCTIONS WORKSHOP. Ballroom
F and G. Moderator James W. Heike, director,
Mondovi, Wisconsin; instructor Dean Schow,
Paxton, Nebraska.

9:30 am to NOMINATING COMMITTEE, CANDIDATES’ RE-

12 noon VIEW MEETING (continued if needed). Confer-
ence Room 4. Meeting to be held at Nominating
Committee’s discretion. Meeting times will be
announced at luncheons by chairman Chuck
Cumberlin.

10:00 am to AUXILIARY TO THE NAA ANNUAL MEETING.

11:45 am Pavilion 9.

Call to Order: Glenda McCarter Johnson, presi-
dent, Sevierville, Tennessee.

Reading of Minutes: Mrs. Terry (Pat) Dunning,
Elgin, lllinois, secretary-treasurer.

Treasurer's Report: Mrs. Terry (Pat) Dunning.
Historian’s Report: Mrs. Roberta Abhold, histo-

rian, Renton, Washington.
Committee Reports:

Continued page 27

Learn Auctioneering

Complete cassette home study.

® 5 full hours of chant secrets,

training exercises and all phases
of auctioneering.

s American Academy of Auctioneers
1222 No. Kenwood, Broken Arrow, OK 74012 : %8%’52?549_95
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Auditing: Mrs. Dean (Jean) Fleming, chair-
person, Atkinson, Nebraska.
Membership: Mrs. Bob (Ann) Williams, chair-
person, Arlington, Washington.
Education: Mrs. Harvey (Pat) Lambright,
chairperson, LaGrange, Indiana.
Youth: Mrs. Wylie (Joan) Rittenhouse, chair-
person, Uniontown, Pennsylvania.
Nominating: Mrs. Martin (Brenda) Higgen-
botham, chairperson, Lakeland, Florida.
Election of officers and directors
Old business
New business

Adjournment
10:30 am to BOOK AUCTIONS WORKSHOP. Ballroom D and
11:45 am E. Moderator Sammy Ford, director, Mount

Vernon, Kentucky; instructor William J. “Bill”
Josko, Southport, Connecticut.

ADVERTISING WORKSHOP. Ballroom F and G.
Moderator Charles E. “Chuck’” Cumberlin, CAl,
director, Brush, Colorado; instructor Nathan
“Chip” Wolfstein, Eugene, Oregon.

Important Notice

All women who register for the Las Vegas Con-
vention are cordially invited to the special Ladies
Luncheon. You do not have to be an NAA Auxiliary
member to attend the Ladies Luncheon, but you must
register in advance.

The cost of the Ladies Luncheon is $9.75 per
person, and is not included in your registration fee.
When you pre-register, send an additional $9.75 for
the Ladies Luncheon. No other official luncheons
planned, unless scheduled by special request.

Auctioneer’'s awards, traditionally presented at
a Friday luncheon, will be presented at the Friday
night NAA Awards Festival, attended by the entire
convention.

12 noon to LADIES LUNCHEON. Ballroom C. 2:00 pm to
2:30 pm 3:30 pm
Call to Order: Glenda McCarter Johnson, presi-
dent, Sevierville, Tennessee.
Introduction of head table: Miss Sanda Short,

AUTHOR KEITH
DeGREEN will speak at
the NAA President’s Ban-
quet on Saturday night.
Mr. DeGreen’s book,
CREATING A SUCCESS
ENVIRONMENT, is a re-
sonsible, comprehensive,
yet humorous approach
to successful living.

The Last Call — Sold!: Anne-Lynn Gross, Fred-
erick, Maryland.

Luncheon

Roll call by states: Mrs. Terry (Pat) Dunning,
Elgin, lillnois.

Welcome to Nevada: Mrs. Ola Watson, Las
Vegas, Nevada.

Response to Welcome: Mrs. Rex (Naomi) New-
com, Whitewater, Kansas.

Introduction of guest speaker: Miss Sanda
Short, Phoenix, Arizona.

Speaker: Elizabeth Warren, president of South-
ern Nevada Historical Society, ‘“From Dry
Gulch to Glitter Gulch” (The Vegas Story)

Installation of officers and directors: Archie D.
Moody, NAA president, Darlington, South
Carolina.

Presentation of past president’s pin: Mrs. Irene
Dudley, Hampton, lowa.

Awards & Prizes: Mrs. Betty Short, convention
chairperson, Phoenix, Arizona.

Benediction: Mrs. Bob (Ann) Williams, 2nd vice
president, Arlington, Washington.

IN AUSTRALIA, AUCTIONS ARE THE ONLY WAY

TO SELL REAL ESTATE! WORKSHOP. Pavilion

9 and 10. Moderator Norman Aldinger, director,
Cleveland, North Dakota; instructor Kevin Francis
Sheehan, Melbourne, Australia.

Phoenix, Arizona. 3:45 pm to OPEN MEETING OF THE NAA BOARD OF DI-

Invocation: Mrs. Harvey (Pat) Lambright, 1st 4:45 pm
vice president, LaGrange, Indiana.

National Anthem: Anne-Lynn Gross, Frederick,
Maryland.

Pledge of Allegiance: Anne-Lynn Gross, Fred-
erick, Maryland.

7:00 pm to
12 midnight

FORT SMITH

AUGTION SCHOOL
FI. Smith, Ark. 12008 — (A6) S01-646. 1101

e S e R R R Y £
QUALITY TRAINING SINCE 1947

TERMS
VETERAN |
FEB. — JULY
APPROVED -

June, 1981

RECTORS. Pavilion 9 and 10. Archie D. Moody,
CAl, president, Darlington, South Carolina, pre-
siding. Meeting open to all members of the Na-
tional Auctioneers Association for open discus-
sion with the Board of Directors about goals and
programs of the Association.

LAS VEGAS ’'81 DINNER AND NAA AWARDS
FESTIVAL. Ballroom A-C. Presiding, Rex B.
Newcom, CAl, vice president, Whitewater, Kansas.

Invocation

Pledge of Allegiance to the Flag

Dinner

Awards Presentations:

1980-81 Advertising Contest, H. Layton

Laws, Jr., director and chairman, Manas-
sas, Virginia.

1981 Convention Attendance Award, H. Lay-
ton Laws, Jr.

Certified Auctioneers Institute (CAIl) member-
ship designations and indoctrination. NAA
members who have successfully completed
the CAIl courses will be awarded their CAI
memberships. William Z. Fox, CAl, president,

Continued page 29
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An Association of Personal Property.

ENGLAND e FRANCE ¢ |ITALY < |ISRAEL < JAPAN

¥

CHICAGO < NEWYORK e+ CANADA o

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

1981 MID YEAR CONFERENCE

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

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

COLLECTORS
SU3LONOd

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

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

Maurice E.Fry  President Diana V. Hickman Vice President

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

Phone (312) 882-O706 or 454-1176 Phone (212) 423-4242 or 423-119

Gordon E. Taylor
President

- can ity

St. Paul Union
Stockyards

2 ; : . v.i e B . s “"
o . ."“-f "‘ : p 3 i

SOUTH ST. PAUL LIVESTOCK AUCTIONEERING SEMINAR

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

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

A specialized course in Livestock Auctioneering and Sale pavillion operation and management.

You will be selling in the world’s largest, near-new, air-conditioned cattle and hog pavillions at
the South St. Paul Stockyards.

~ Terms are held twice a year — 1st week in February and 4th week in September.

For catalog and enrollment information Send to:

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

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

- e R ———————— w==
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Baltimore, Maryland, and Robert Ellenberger,

CAl, chairman of the Board of Governors,

Bluffton, Indiana, to confer the designations.
Headquarters Relocation Committee Announce-

ment, Martin E. Higgenbotham, Chairman
Entertainment

Saturday, August 1

7:30 am to ANNUAL MEETING OF THE CERTIFIED AUC-
9:30 am TIONEERS INSTITUTE (CAI) — CONTINENTAL
BREAKFAST. Pavilion 10 and 11.
8:00 am to NAA HEADQUARTERS OFFICE. Board Room.
3:00 pm
NSAA HOST ROOM. Conference Room 7.
8:00 am to NAA AUXILIARY BOARD OF DIRECTORS CON-
10:00 am TINENTAL BREAKFAST AND MEETING. Confer-

ence Room 8.
9:00 am to YOUTH ACTIVITIES ROOM. Pavilion 1.
12 midnight
9:00 am to

10:15 am

“Small business . . . BIG BUCKS!’ BUSINESS
LIQUIDATIONS WORKSHOP. Ballroom D and E.
Moderator Frank E. Bass, CAIl, director, Lewis-
town, Montana; instructor Gary Day, CAl, Port-
land, Oregon.

PERSONAL PROPERTY LIQUIDATIONS WORK-
SHOP. Ballroom F and G. Moderator Harvey C.
Lambright, CAl, director, LaGrange, Indiana; in-
structor J. M. “Bill” Watson, Las Vegas, Nevada.
ANNUAL MEETING OF THE NATIONAL AUC-
TIONEERS ASSOCIATION. Pavilion 4, 5, 7.
Archie D. Moody, CAIl, president, Darlington,
South Carolina, presiding.

Call to order: President Moody

Invocation

Introductions: President Moody

Memorial Service for deceased members:
Auxiliary to the National Auctioneers As-
sociation, Miss Sanda Short, Phoenix, Ari-
zona, presiding.

Reading of the minutes of the previous meet-
ing: Harvey L. McCray, executive vice presi-
dent, Lincoln, Nebraska

Treasurer's report: Dean W. Fleming, CAl,
treasurer, Atkinson, Nebraska.

Committee reports: NAA Committee Chairmen

Recess

12 noon to AUXILIARY PAST PRESIDENTS’ BRUNCH. Con-
1:30 pm ference Room 6.
1:00 pm to VOTER REGISTRATION/BALLOTS DISTRIBU-
1:30 pm TION. Pavilion 6 and 8.

10:30 am to
12 noon

Ballots will be distributed to NAA members only, to

vote during the election of officers (president-elect,
vice president, treasurer) and directors (the four
whose terms expire 1984), and ballots to vote during
the annual meeting. Members must have ballots to
vote. Only members in good standing (those whose
dues are paid during the time of the annual meeting)
are eligible to vote. Membership eligibility will be
certified by the NAA office at time of ballot registra-
tion.

1:30 pm to ANNUAL MEETING RECONVENED. Pavilion 4, 5,
4:00 pm 7. President Archie D. Moody, CAl, presiding.
Call to order: President Moody
Nominating Committee Report: Charles E. Cum-
berlin, CAl, director and chairman, Brush,
Colorado.
Elections procedures announcement: President
Moody
Election of officers and directors

June, 1981

Old business
New business
Installation of officers and directors
Adjournment
4:00 pm to FIRST ANNUAL MEETING OF THE 1981-82
5:30 pm NAA BOARD OF DIRECTORS. Conference Room
2.
6:30 pm to HEAD TABLE ASSEMBLY FOR PRESIDENT’S
7:00 pm BANQUET DIGNITARIES. Conference Room 4-6.
Assembly for those to be seated at the head
table during the President’s Banquet.
7:00 pm to PRESIDENT'S BANQUET. Ballroom A and B.
9:30 pm President Archie D. Moody, CAl, Darlington, South
Carolina, presiding

Grand March to the head table and introduction

of head table dignitaries.

Call to order: President Moody

Invocation

Dinner

1981 Hall of Fame Awards: Announcement of

recipients and presentations of awards.

Auxiliary presentations:

Introduction of 1981-82 president by Mrs.
Glenda McCarter Johnson

Acceptance address by

president

Presentation to 1980-81 Auxiliary president

National Auctioneers Association presenta-

tions:
Recognition of retiring NAA directors by
Archie D. Moody, retiring NAA president.
Introduction of 1981-82 president: Archie D.
Moody
Recognition of retiring NAA president: 1981-82
NAA president
Acceptance address: 1981-82 NAA president
Speaker: Keith P. DeGreen, author of CREAT-
ING A SUCCESS ENVIRONMENT. Mr.
DeGreen’s topic will be “How to overcome
the psychology of recession”.

Conclusion of President’s Banquet
PRESIDENT’S BALL. Ballroom C. The 1981 NAA
““Las Vegas Looks Great” convention will con-
clude with the President’s Ball. A Las Vegas
orchestra will provide dance music, and all con-
vention registrants are invited to enjoy the eve-
ning.

1981-82 Auxiliary

9:30 pm to
12 midnight

Sunday, August 2

ALL DAY No official NAA events will take place,
but most conventioneers, families and
guests will depart for home, or post-
convention vacations. ‘“See you next
year,” will be an often heard phrase,
as the National Auctioneers Association
looks forward to its 1982 convention at
the Atlanta Hilton in Atlanta, Georgia.

A high school freshman had his lunch stolen in
a series of raids on his locker. So he sliced open his
Hostess cupcake, scooped out the creamy filling and
replaced it with his dad’s shaving cream. He re-
paired the cupcake and resealed the bag. There
have been no more stolen lunches since.

The chances that a given piece of paper will
ever be retrieved from your company files, say the
odds experts, are less than one in 20.
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'DEALER'S AUCTION

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

Midway between Guin and Winfield, Ala.
Hwy. 78 in Gu-Win, Ala.
for information

I— call 205-468-3556 or -2705
ALL DEALERS WELCOME

Come BUY or SELL a load!! All merchandise
sold — large & small lots.
10% Commission on all sales on premises
cash, certified check or letter of credit from
bank. We act as agents only and make no
guarantees of seller’s merchandise.

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

We Sell Anything for Anyone, Anywhere

Ray Webster, Member: Alabama and
National Auctioneers Association
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ERE YOUK INSTRUCTORS

MENDENHALL SCHOOL OF AUCTIONEERING, February 1981 class of 64 students from 11 states. Instruc-
tors and staff seated, from left: instructor Carson Womack, instructor and president Forrest Mendenhall,
secretaries Betty Jo Mendenhall, Doris Andrews, Earlene Riley, and instructor Morris Fannon. Instructors
not pictured: Stony Bolton, Joe Byerly, Lewis Compton, Herman Crawford, Harold Craven, qu Fisher,
Larry Hedrick, Jake Horney, George Jones, Bill Lanier, Archie Moody, Jim Owen, and Phil Viviano.

Better Auctioneers Start With Better Training!

SHORTCU TIONEER"

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

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

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

FORREST MENDENHALL,

Write or call for

MEMBER ENROLL TODAY! free catalog
/\_;:3732_% VETERAN APPROVED today.
wh N
SNAR Auctioneerin

L P.O. BOX 7344 e HIGH POINT, NORTH CAROLINA 27264 ® PHONE (919) 887-1165

June, 1981 31




NAA officer/director articles . . .

Auction checklist
shows client service

By Haskel ““Hack’ Ayers, CAI
NAA Director

Ralph Massengill of Massengill & Harrell Auc-
tion Co., Morristown, Tennessee, has probably con-
ducted as many real estate auction sales as anyone
in East Tennessee. We have found that the checklist
he has designed for sale preparation is a great help
In obtaining an auction.

The checklist below shows your prospective
clients exactly what you will do for their real estate
auctions. It also becomes a guide for you to follow
as you prepare for sale day. Even though | do not
show it below: at the top of the checklist is my
company name, address, and phone; below the title
“Checklist” is “name of sale . . detailed by
. . . date”; to the left of each checklist item is a
check space; to the right, is a line (or lines) for writ-
ing. The entire, 80 item checklist is typed double
space on legal size paper, and mine is four pages
long.

| would like to thank Ralph Massengill for shar-
ing his auction checklist with his fellow NAA auc-
tioneers.

Auction checklist

1. Survey 28. Heirs

2. Blueprints 29. Court approval

3. Record plat 30. Terms

4. Planning commission 31. Agreement on

5. Percolation commission

6. Health department 32. Agreement on

7. Tracings expenses

8. Stake and flag 33. Insurance

9. Number lots 34. Rent

10. Grade roads 35. Rights of tenant

11. Pave roads 36. Possession

12. Gravel roads 37. Sales contracts

13. Mow lots 38. Bookkeeper

14. Clean up buildings 39. Write up announce-

15. Clean fence rows ments

16. Water 40. Taxes

17. Water lines 41. Prepare closing

18. Taps statements

19. Write restrictions 42. Crops

20. Record restrictions 43. Line up equipment

21. Easements 44. Clean up equipment

22. Encumbrances 45. Tag cattle

23. Mineral rights 46. Cattle records

24. Title certificate 47. Milk base

25. Attorney 48. Registration papers

26. Prepare deeds 49. Provide labor for sale

27. Vendor’s lien or 50. Put up cattle pen
trust deed 51. Take pictures
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NAA  director Haskel
Ayers was elected to the
NAA Board in 1979. He
IS the owner of Haskel
“Hack’ Ayers Auction &
Real Estate Co., LaFol-
lette, Tennessee, con-
ducting auction sales of
residential real estate,
commercial and recrea-
tional properties. Mr.
Ayers is active in the
Tennessee Auctioneers
Association, having
served as a TAA past
president.

52. Open house

53. Cash prizes

54. Get change

55. Arrange for food

56. Check P.A. system

57. Give away tickets

58. Write advertising
copy (newspaper,
handbills, radio)

59. Order newspaper ads
(name of paper,
size ad, dates)

60. Order handbills

61. Order radio spots

62. Order signs (number
and size)

63. Copy for signs

64. Put up signs

65. Put up direction
arrows

66. Mail out handbills

67. Give out handbills

68. Mileage to sale
(directions)

69. Order posters

70. Tobacco base

71. Call prospects

72.-80. “Other items”

Advertisement

Need License
- Law Information?

If you need information about states which
have auctioneer license laws, write NALLOA.
Any and all correspondence with the National
Auctioneer License Laws Official Association
should be sent to the address below.

For a complete update of license law in-
formation, consult the “License law update’” on
page 7 of the April, 1981 AUCTIONEER.

NALLOA
P.O. Box 30042
Lincoln, Nebraska 68510

===
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Key to success
is in financing

By Martin E. Higgenbotham, CAI
NAA Director

Lazer beams to dig a ditch, robots to do the
housework, men orbiting in space setting up a lab-
oratory, the list of changes that we will experience in
the 1980’s will be overwhelming to say the least.

And, who would have ever thought 10 years ago
that we would be sitting today in a situation, where
something as simple and as basic as a fixed rate
mortgage would become extinct. But, that is exactly
what has happened, and now we can look forward to
many other vehicles: such as, the sale of 99 year
leasebacks, subordinated leases, balloon payments,
and a new wrinkle which we are involved in where
the owner has brought the interest rate down from
17% to 1278 % by paying the difference up front and
adding it to the purchase price. We are going to see
virtually hundreds of modifications in our financing
programs.

It has been my experience this past year that
financing has made the difference. We have taken
what financing was available to us and worked it in
such a way that it had certain advantages to all
parties. And, | think this, perhaps more than any-
thing else, has been responsible for our having a
high percentage of successful sales. | have also tried
to create some pretty strong ties to some creative
mortgage bankers who have been a big assistance
in setting up loans on our larger sales. Letting the
banker set up the financing keeps my staff free to do
other things; and again it goes back to the old cri-
teria, “let the professional handle it!”’

Yes, there is no question about it that we are in
for some phenomenal changes during the next dec-
ade. But, | think the auction business more than any
other profession is in a position to take advantage of
the changes, and turn all the negatives into positives
to keep our profession alive and healthy. When we
sit down and contract the auction, this is the time to
set up some creative financing ideas with the owner,
for both his and the potential buyer’s protection. The
1980s are a time of change; all we have to do is get
prepared for it.

| can’t imagine where the time has gone this
year. But, | am sincerely looking forward to a break
in our routine, and to head for Las Vegas and the
NAA Convention. We are all geared up and ready to
go, and | am looking forward to seeing each of you
there.

In a recent survey small business owners identi-
fied inflation as far and away their most important
problem. They identified interest rates as the second
most important problem. Taxes were ranked third
In importance.

June, 1981

NAA director Marty Hig-
genbotham returned to
the NAA Board of Direc-
tors as immediate past
president in 1978. He
operates a real estate of-
fice, Higgenbotham Real-
ty, Inc., Lakeland, Florida,
offering complete auc-
tion and appraisal ser-
vice in real estate and
fine antiques. Mr. Hig-
genbotham is a CAI
charter member, and past
president of the Florida
Auctioneers Association.

If You Buy, Sell or Appraise
Used Metalworking Machinery
. THESE TWO BOOKS

ie WILL SAVE YOU
""" TIME & MONEY!

How To Buy
Metalworking
Machinery and

Equipment

Serial
Number

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

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

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

e Fully illustrated with
detailed drawings.

e QOver 500 pages — 30
chapters.

Sized
Edition

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

® Helps take the guesswork

out of machinery appraisal
and evaluation.

R e ——— — — e e o ASETE CETEED S AEmTE  ATENED e e, mssmh e e G olummn oo SS——essm

10-DAY FREE TRIAL! ORDER YOUR BOOKS TODAY!

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

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

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

Name

Company
Address
City State Zip

There are about 11 million businesses, exclud-
ing farms, in the United States. Of these, 10.8 million
are considered small businesses by SBA’s size
standards.
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AUCTIONAIRE?® FACTORY DIRECT

Portable Public Address Systems Designed for Professional Auctioneers

ATTENTION GETTER® Electronically produced wavering type siren at the push of a button (replaces gavel for getting
I attention). Personalized Brass Name Plate on face of Auctionaire® units 1-2-3-4-5. (Indicate the exact way you want your |

name to appear when ordering.) N e WIRELESS
I S MICROPHONE SYSTEM —

‘ P K5 S £ > 3 . aieh 2 TR This system takes advantage of
OO ] g " __ o __ , T the new 49 Mhz band, which |

"""" permits 100 milliwatt transmitter
long range power without an FCC
license. Ideal for auctioneers,
school auditoriums, bingo pariors,
etc. Recelver features an on-off
pliot light, signal control meter
and plugs Into your existing P.A.

o 4 s v 3 . _ 7 . system. Power source, 9V radio
| L T batteries. Imported.
. ;) ' T @ 3 AUCTIONEER'S COST $149.00

s s

AUCTIONAIRE® 1
AUCTIONAIRE® 1: Attractive, sturdy wooden case, spe-
clally designed for clear sound, covered with heavy duty,
weatherproof, automotive vinyl. SPEAKER: 6"“x9"” Dual-
cone acoustical suspension speaker produces a crisp,

L e

AUCTIONAIRE® 3

clear sound. WIll handle power amp at full capacity. ® . A
AMPLIFIER: Solld state, all transistor, Iow consumption. :gg;le()ﬂp%l:ir s:urczm;)l:g:ﬁcrl'ern;?;g
MICROPHONE: Condenser type, directional pattern, bulit- and |I';Dl.lt5 same 2as 'auctlonalre@ 1'
In fliter for close talk. Brushed aluminum body. On-off SPEAKER: All weather Indoor/outdoor,
switch, mike holder and Deluxe storage case. SHOULDER full rang.e public address horn Rl.lbbe;'
STRAP: 2" wide adjustable with carrying handie. INPUTS: edge damping ring for crisp ' smooth
1 microphone and 1 auxillary for tape recorder, etc. sound. DIMENSIONS: 10%" h'|g|-| 84"
Separate volume controls. All mounted horizontally to wide .31/{‘" deep. WEIGHT: 8V IDS' with
be kept free of moisture and foreign particles. POWER battéries lbatteries not |I1E|UC|EC" ‘
SOURCE: 8 D Cell, flashlight batteries, many, many hours AUCTIONEER'S COST: $187.00 .
operation with alkaline type. DIMENSIONS: 10% " high, 8" ]

wide, 72" deep. WEICHT: 9 Ibs. with batteries (batteries

not Included) AUCTIONEER'S COST $197.00 AUCTIONAIRE® 4 AUCTIONAIRE® 5

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

AUCTIONAIRE® 2 AUCTIONAIRE® 4 Is same as AUCTIONAIRE® 3 sound unit In seconds. Also works well In auction houses.

(Plus super rechargeable) 2 - 626 gel. bat- Powered by our 30 Watt, all transistor amplifier with elec-

AUCTIONAIRE® 2 Is the same as AUCTIONAIRE® 1 (Plus terles & charger. WIlIl last over 12 hours per tronically produced, wavering type siren. Plugs Into any 12

super rechargeable) 2 - 626 gel. batterles & charger. WII| charge. AUCTIONEER'S COST $279.00. voit automotive cigarette lighter socket or regular 120 AC

last over 12 hours per charge. for Indoor use. Two all weather, Indoor/outdoor, full range

AUCTIONEER'S COST $289.00 g8 * b Public Address horn speakers with rubber damping rings for

a clear smooth sound. Speakers can be rotated up or down

In any direction. Antl-feedback microphone with bulit-in
fliter for close talking. On-off switch.

AUCTIONEER'’S COST $259.00

108 DYNAMIC -
BALL MICROPHONE sem— 662 CARDIOID ELECTRIC

CONDENSER MICROPHONE

Includes AA battery (already Installed).
8,000 to 10,000 hours (aimost a full year),

¢ g 2 ... ot Drushed aluminum body. MOST MODERN
M-57 AC-DC P.A. AMPLIFIER, 30 watt solid-state, Clear {E MICROPHONES DESIGNED TODAY. Low Im-

sound. 117 V. cord plus 12 V. clg. lighter Plug & cord.
ATTENTION GETTER® , electronic wavering type siren. S~ pedance, colled cord, %4 Inch plug.
separate volume controls.

AUCTIONEER'S COST $139.00

Rugged hl-Impact plastic body, on/off
switch, colled cord, 4 Inch plug, high
Impedance.

AUCTIONEER'S COST $39.50.

LIMITED WARRANTY: All AUCTIONAIRE® units are assembled In Victoria, Texas and guaranteed to be free of defects In
materlial or workmanship (except batteries) for a period of one year from the date of purchase. Should a unit fall to dellver
satisfactory performance during the warranty period, It will be repaired or replaced, at our option, without charge to the

original customer.

| C.0.D. — YOU PAY POSTAGE — CALL (512) 578-9811
PAYMENT WITH ORDER — WE PAY POSTAGE

MOST ORDERS PROCESSED WITHIN 24 HOURS & SENT FIRST CLASS MAIL OR U.P.S.

MAIL TO: AUCTIONAIRE® DIVISION, P.O. BOX 1805, VICTORIA, TX. 77901

VICTOR MCDONALD COMPANY, AUCTIONAIRE® DIVISION TEXAS RESIDENTS ADD 5% SALES TAX
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Selling real estate
at auction

By Harvey C. Lambright, CAI
NAA Director

Much has been said about selling real estate at
public auction over the last 20 years. Auctioneers
all over our state are experiencing the same trend
that our company is —a great demand for real estate
auctions! Not too many years ago, if we sold a
property at public auction it was to liquidate an
estate or a person that was in dire need to sell.
Although this demand is increasing, | feel we have
just scratched the surface as far as this real estate
market is concerned.

Many of our local real estate firms are wanting
to participate in our real estate auctions, or to co-
broker. Our company gladly will accept any potential
buyer a real estate company will produce. Many real
estate firms are wanting to hire us as their auction-
eers to sell a property they have not been able to
market. Many times an auction will bring out those
buyers that haven’t been willing to make up their
minds about a property. Knowing an auction will be
held on a specific day and time — and if they are
going to purchase the property — buyers have to
make a decision.

A real estate auction is also a way to move
those properties that have been on the market “for-
ever’, due to being overpriced and are about to ex-
pire. But, | like to work with real estate firms pro-
viding they are willing to work within our guidelines.

In my opinion real estate is as easy to market
as any other commodity, providing you prepare be-
fore the auction. | find real estate auctions much
easier to work than other types of auctions, with
less hours and a much higher salary.

To get started selling real estate at auction, |
recommend the following:

1. You obtain a Real Estate License in the state or
states in which you expect to do business.

2. Attend various real estate auctions in your area to
learn the different methods in use. Then, adapt
these methods into your own personal style.

3. Start with a property that tends to be lower in
value. By that | mean do not start with a million
dollar piece of real estate and try to auction it by
yourself.

4. Ask another auctioneer with whom you would
have confidence, to assist with the auction. Keep
on repeating this procedure until you have confi-
dence to handle the transaction and auction by
yourself.

But remember this, if and when you ask another
auctioneer to assist you, and share his or her ex-
pertise with you, treat that auctioneer as you would
expect to be treated.

Selling real estate at public auction is now an
accepted means of marketing one’s property. | feel
this industry has just begun to expand and has a lot

of room for progressive and innovative NAA auc-
tioneers.
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NAA Board of Directors
as immediate past presi-

bright,

NAA director Harvey
Lambright returned to the

dent in 1979. As a busi-
nessman, he is president
of the firm Lewis & Lam-
LaGrange, Indi-
ana. Mrs. Pat Lambright
assists in office manage-
ment of the company
which conducts a variety
of auctions, primarily real
estate and antiques.

“HUMOR FROM THE
| AUCTION BLOCK”

Wally Laumeyer’s new book titled “Humor
from the Auction Block™ will be going to press
soon.

If you would like to share some of your true
humorous experiences with the world, send
your stories to:

Wally Laumeyer Auction Co.

7306 Cleve Ave. E
Inver Grove Heights,
Minnesota 55075

Wally Laumeyer member

We reserve the right to accept or reject any
and all material. Hurry, send your stories today.
If material is used, you will be given credit in
the book.

SALE CLERKING SHEETS

and other Auction forms
Write for Samples and Prices

BURTON PRINTING CO.
P.O. Box 597 Hastings, Nebr. 68901
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‘ q For That Anthuc Estatc

" or Collector’'s Auction

b

qn Be Sure to Use ‘
h The Weckly
H-$TATEESTRADER!

P.O. Box 90TA, nghtstown, Ind. 46148 Phone 317-345-5800 or 317-345-5133

CALL TOLL FREE TO RESERVE ADS OR FOR INFO ¢
r FOR A CROWD OF GOOD BUYERS Outside Indiana (1L, Ky., Ohio, So. Mich.) 1-800-428-4156; A
. WHO FLY AND DRIVE LONG DISTANCES  Indianapolis & NE suburbs 326-2235; )
P Circulated primarily in Illinois, Indiana, Kentucky, Indiana only 1-800-382-1050; (All other states call collect).

TOLL FREE HOURS: 7 am-5 pm Mon. thru Fri. and Sat. 8 am-12
noon. (Evenings after 5 p.m., and Sat. afternoons and Sundays BY

& Michigan, Missouri, Ohio, Tennessee, West Virginia, Wis-

consin, Western New York, Western Pennsylvania, East- CHANCE) 4
& ern Iowa. IN OUR 14TH YEAR. Delivered every Monday in most states.
p) The Tri-State Trader has more antique auctions in the Normal Ad Deadline: 9 am every Wednesday. Ads taken 4
¢ Mid-Central states than any other publication in the until 8:30 a.m. Friday, but please call in reservation early. (§
)\ Wworld! Results guaranteed or no pay! (Inclement weather (Small surcharge for late ads.) d
A excepted). Ask for a show of hands. Yes, we're that sure! Free Samples Sent to Auctioneers on Request &
A E S e N O Y P < O e AP a® 8 \E 88 \® o

LEARN
AUCTIONEERING

in Beautiful

FLORIDA

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

Col. Jim Graham

CCIM. CRB, AFLB APRIL 20

Become a Professional Auctioneer in 1 Week

. Professi
Learn the Professional chant JIM GRAHAM training makes you STRONG . . as an

e Every type auction is covered Auctioneer: Businessman; Speaker. Men or women.
e Latest video training equipment _ _
. lets you view your progress REAL ESTATE auctions. . our Spemalw
e Every student personally trained You'll like our FAST START system
by Col. Jim Graham
e Highly professional Instructors Graduates from other schools are welcome

FREE BROCHURE
JIM GRAHAM SCHOOL OF AUCTIONEERING

204 U.S. 1, North Palm Beach, FL 33408 (305) 844-1723
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Business is business

By John A. Horton, CAI
NAA Director

Today’s auctioneer has an unheard of opportu-
nity in the business world, with the turnover in busi-
nesses, small and large. Even whole chain corpora-
tions are making fast changes in their operation.

With the high interest rates here to stay, there
will be a continued adjustment period among small
and large business operations and also real estate.
Many of the franchise type businesses own the busi-
ness from the ground up. Just a short time ago, they
had not planned on the interest rates, escalating
mortgages and the high cost of utilities.

The medium size stores appear to be the ones
in the most trouble with today’s economy. |t seems
they have to either get bigger or smaller, and that is
why you are seeing so many medium stores closing
the doors. Here is where auctioneers can help.

The auctioneer can liquidate a small business
faster than it can be sold privately. The auctioneer
sets a date for the sale and a time for the equipment
to be moved out. Of course the auctioneer sells AS
IS, WHERE IS, and collects for the merchandise or
equipment then and there. |f the business is sold
privately as a whole to one person, they usually want
a lot of extra time to remove the equipment from the
premises. The auctioneer can have it out within a
week or |less.

In these changing times where one of the chain
or large corporations decides to liquidate, they
usually turn the job over to one of their executives,
and they want it done as soon as possible. Their job
is to liquidate, and the alert auctioneer is the one
that will be able to collect a worthy commission.
Business is business, and there are so many busi-
ness changes today that it is where the real business
opportunity is for the auctioneer.

MOVE MERCHANDISE
IN DALLAS, TEXAS

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

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

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

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

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

Dallas Times Herald

The newspaper Dallas can be proud of.
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NAA director John Hor-
ton was elected to the
NAA Board of Directors
in 1979. He is the owner
and founder of John A.
Horton Realty & Auction
Company, Huntsville, Ala-
bama. The Horton auc-
tion firm offers a com-
plete real estate agency,
handling auction sales of
farms, homes, many
types of businesses, com-
mercial land, and sub-
divisions.

e

2 Day Seminar, June 23-24

HOW TO AUCTION
REAL ESTATE ‘

Ramada Inn, Champaign, lllinois

A comprehensive marketing education by
‘ an instructor who combines his knowledge as a
highly successful practicing auctioneer . . . to-
gether with the teaching techniques from his |
seminars that have been so widely acclaimed

by graduate students.

MELVIN A. (MEL) GILLER
Realtor®-Auctioneer

30 year background in sales, sales man-
agement & marketing. Nationally recognized
author, lecturer & instructor on marketing real
estate by Public Auction.

ONLY $235. Discount of $10 if registration
is made 10 days in advance. Spouse may at-
tend for $100.

Send for free brochure to:

Richard D. Resler GRI, AFLM
P.O. Box 325
Bourbonnais, lllinois 60914

Chi Chi Rodriguez calls himself a “hot dog
golfer’. He says, “When | finally reach the gallery
someone says, ‘Let’s go get a hot dog’.”
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Attention NAA
Auxiliary members

The Auxiliary to the Tennessee Auctioneers As-
sociation would like to invite all the Auxiliary mem-
bers of the National Auctioneers Association to
share in the making of a cookbook, to be sold at the
National Convention in Atlanta, Georgia, in July, 1982.

Please submit your recipes to Glenda Johnson,
Route 12, Kingfisher Ave., Sevierville, Tennessee
37862, or brlng your recipes to the National Conven-
tion in Las Vegas this summer. We would like to have
complete participation by all NAA Auxiliary mem-

?grs and all the recipes submitted by August 31,
81.

Why don’t you gather up all those favorite family
recipes and get them in the mail TODAY? We are
planning an award for the state best represented in
contributions to this cookbook. Therefore, we chal-
lenge all the state auxiliary officers to urge their
fellow members to submit recipes.

As President of the NAA Auxiliary, | would like
to challenge all past-Presidents of the NAA Auxiliary
to get your favorite recipes in. We will feature a
“President’s Page” — and you don’t want to be left
out.

The Tennessee Auxiliary will sponsor the publi-
cation of this cookbook. After the initial cost of
publication, all monies earned will go to the Georgia

S

DDERSWEET

Auctioneers Association to help defray the cost of
their convention.
Let us hear from YOU soon!

Glenda McCarter Johnson, President
Auxiliary to the NAA
Sevierville, Tennessee

Dear Auxiliary members:

| know that most of you involved in the auction
business are only familiar with the use of buyer num-
bers at your sales. | believe it is the method usually
taught by the auction schools. | certainly see a lot
of paraphernalia at the conventions to assist in the
use of the number systems — from pigeon hole filing
boards to computers — so | believe that it is the
most prevalent system used at sales. | am familiar
with the number system because we have used num-
bers at outside sales, and | have worked with buyer
numbers at fun auctions.

But this is not the system that we use at our
large consignment barn. We use floor cashiers.
With audiences as large as ours, my mother and |
both feel that the use of buyer numbers would be im-
possible.

Our business is housed in a 100 year old hop
barn. Our stage is 20’ x 120’, and we can seat 300
plus standing room. Our average atendance is 3,000
and there are at least four total changes of our audi-

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

82% of the ads.

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

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

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

The

400 N. Broad St.
Phila, Pa. 19101

qulabelpliia AInquiver

“First in Auction Advertising in America’s Fourth Market”
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The Auxmary to the -
Nattona! Auctioneers Assoc:at:on
1 980 81 Offfcers '

'PRESIDENT | . --
~ Mrs. Glenda McCaner Johnson PO Box 46 Sewer- |
ville, Tennessee 37862 Phone: 615 453-8417 .

 1ST VICE PRESIDENT: .
Mrs. Pat Lambright, 112 N. Detrout St LaGrange, ln-.-jj'
diana 46761 Phone: 219 463-2012 .

' OND VICE PRESIDENT: -
-- Mrs. Ann Williams, P.O. Box 183 Arlington, Washing-
~ ton 98223 Phone: 1206 435-3603 . .
SECRETARY TREASURER:

Mrs. Pat Dunmng, P.O. Box 866, Elgm, Illinols 60120 '
Phone: 314 741-3483 . _ _

HISTORIAN: |
- Mrs. Roberta Abhold, 1711 Monroe Avenue SE, Ren-
ton, Washmgton 98055 Phone: 206 255 2188

DIRE CTORS

TERMS EXPIRING 1983 | -
Mrs. Virginia Dilgard, 135 Umon, Ashland Ohio 44805
- Phone: 419 325-2122 -- '
Mrs. Lila Moody, P.0. Box 795 Darlmgton, South Caro-
lina 29532 Phone: 803 393-0431 -
Mrs. Betty Short, 1341 E. Orchard, Phoemx, Arlzona 85020
Phone: 602 944-5626
~ Mrs. Irene Dudley, Route 4, Hampton, lowa 50441 Phone |
515 456-4284 . .

TERMS EXPIRING 1982 ..
 Mrs. Ruby Hartman, 12008 South St. Route 122 Camden,_ .
~ Ohio 45311 Phone: 513 787-3211 .

Mrs. Kay Aldinger, Rt. 1, CIeveIand North Dakota 58424

~ Phone: 701 763-6262

~ Mrs. Eleanor L. Moon, 12 Lewis Rd Narth Attlaboro. 5 
' Massachusetts 02760 Phone: 617 761-8003 |

TERMS EXPIRING 1981 . .
Mrs. Joan thtenhouse, 9 Derrick Avenue, Umontown,*-
~ Pennsylvania 15401 Phone: 412 438-0581 |

Mrs. Alice Connour, 9770 Wisterwood, Dallas, Texas 76238:-._'

| Phone: 214 348-2838 - .

~ Mrs. Naomi Newcom, P.O. Box 458 Whitewatar Kansas"; .
- 67154 Phone 316 799-2278 - .

ence in an evening. We didn’t start at this size. Then,
a good audience was 150, and we used the same
system. It has worked well for us throughout our
growth. We use cashiers on the floor collecting the
money immediately from the customer as soon as an
item is sold.

To take the system step by step, when an item
is consigned into the auction a heavy duty, perforated
tag is wired to the item. One side of this tag has the
consignment and item number; the other side has
the number at the top, blanks for price, tax and total
in the middle, and a very brief description at the
bottom. When it is that item’s turn to be sold, the
clerk enters the number and item into the sale cata-
logue. When the item is sold, simultaneously the
clerk enters the price in the sales catalogue, as
someone else writes the price on the right hand
side of the tag and tears it off (we have never come

Continued page 49
June, 1981

An Invitation to Join . . .

The Auxiliary to the NAA
MEMBERSHIP APPLICATION

Name

Address

City_ State Zip

Name of family member who is an auctioneer
and member of the National Auctioneers Associ-
ation:

Do you work with his/her auction firm?

Does your State Auctioneers Association have
an auxiliary?

yes; _____no. _

If “‘yes’, are you a member? _ ; What
offices have you held in your local auctioneers
association?

Annual membership dues to the Auxiliary of the
NAA are $5.00. Make check or money order
payable to the Auxiliary to the NAA and send to
Mrs. Pat Dunning, P.O. Box 866, Elgin, lllinois
60120.

Yes, | would like to join the Auxiliary to the
National Auctioneers Association. | agree
to abide by its By-Laws and to support its
objectives.

_ Date

Signed____________

A car wholesaler in Santa Ana, California, ex-
pects to sell John Lennon’s psychedellc 1956 Beatle
Bentley S-1 in England for at least $1 million after
displaying the car in the United States. He bought the
luxury car for $50,000 at a classic car auction.

THE AUCTION NEWS
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BIG EXTRA
PROFITS

e . 7 4 113 N. May Street,
Area Code 312-421-5140

Or Visit our Giant Showrooms
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Mon.-Fri. 7 a.m.—5:30 p.m.,
Saturday 7 a.m.—3 p.m.

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

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

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

*Catalogs without our name available for your use

!

To: Cook Bros., Inc., Dept. A976 :

MAI[ 113 N. May St., Chicago IL 60607 I

"'“S 'Yes, | want to make more money! RUSH my copy of your big, new wholesale cata- :
og.

|

NO'RISK My name......... U :

(OUPON Address . ... ... ... e . ey bl :

1] O SR, :

State . . . ZIP. oo :
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up with a descriptive title for this person).

He in turn gives it to a floor cashier and informs
him of the general location of the bidder. We use
from 2 to 5 floor cashiers, male or female. The
cashier locates the buyer, after computing the tax,
collects the cash from the buyer and, takes it to the
office where he enters the transaction into the cash
journal. He turns the money over to the cashier and
stamps the tickets paid, as she makes the change.
He returns the paid ticket and change to the custo-
mer who uses the ticket to claim his merchandise
from our doorman.

If the customer wants to use a check for pay-
ment, he must accompany the floor cashier back to
the office. The floor cashier turns the ticket over to
the cashier in the office. For many years my mother
held down the office alone. As the business has
grown so large, she usually has someone help her
NOw.

There are two variations to this routine. If a
customer plans on purchasing several items in one
night and would like to pay for them with one check,
he leaves a signed blank check at the office. Then,
when the cashier brings him the ticket to collect the
money, the customer signs the back of the ticket and
all his tickets are kept at the office until he is through
bidding.

The second variation is for wholesale customers
who come regularly and purchase several items each
time. The auctioneer, at his discretion, and with the
agreement of the office manager cashier assigns
Initials to these customers, keeping this information
in his head. At the time of the sale, the clerk enters
the initials after the sale in the sale catalogue. The
initials are written on the tag in place of the price,
and the tag is not torn at this time. A record is kept
on Moore multiple receipt forms taken from the
sales catalogue, and the tags aren’t torn until the
merchandise is collected for removal.

This system has several advantages for our type
of auction, which certainly lends itself to this kind of
system. For the size of our crowd, to try and assign
numbers to most everyone is mind boggling, and a
lot of wasted time on those who didn’t purchase any-
thing that night. The records of a number system are
nice iIf you send out any kind of mailing, but we
don’t advertise that way.

Nor do we make, or sell, catalogues for the sale.
Our sale is set up in the same manner for the types
of furniture every week. | feel that this consistency
lends itself to our floor cashier system. Our custo-
mers usually know when the item they are interested
in will go for sale, so they can arive just before it is
up for bid. If they are late, they don’t have to waste
any time registering with our system.

There is also an advantage to the budget minded
customer. By paying each time, he knows how much
he has spent. Few people write their purchases down
and total them as they go along. This system cuts
down on the people who never show at the office
to pay if they have changed their mind or have spent
too much. Every week we get a large number of
people who have never been to an auction before,
and we feel this system is easier for them. Personal-
ly, | find the columns of this system easier to balance
than the pieces of paper at a buyer number sale.

June, 1981

| Clerkmobile T.M.

My father feels that the constant moving in the
audience of cashiers and employees packing out paid
furniture keeps the audience more alert to the auc-
tioneer. He also feels that the employees are right
there in case of any problems, such as drunks or
unruly children.

A big advantage to the office with our system
Is that there aren’t any long lines after the sale. So,
if you have, or are thinking about, a consignment
house that holds weekly sales, | would strongly sug-
gest that you give consideration to our system. As |
have said, | am familiar with both systems and | feel
floor cashiers are best for our type of auction.

| hope that all of you are planning on attending
our Las Vegas convention. There is always plenty to
interest the auctioneer’s family at convention,
whether they are closely involved in the business or
not. If you have any questions about our system |
will be more than happy to answer them at the con-
vention. See you in Las Vegas.

Roberta J. Abhold, Historian
Auxiliary to the NAA
Renton, Washington

[ WORLD’S MOST MODERN AND

EFFICIENT AUCTIONEERING SYSTEMS
Registered U.S. Patent Office
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Auction Tops
Fits on Standard
2 or 3% Ton Truck

Patented Clerking
System Installed

Used auction tops and Clerkmobiles for sale.

For Free Literature and Additional information —

Auctioneering Systems
Art Feller-Box 267
Cissna Park, Ill. 60924

Yes . . . Send me Free Literature.

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

Ph. 815-457-2202

Name
Address
City
State Zip

Ogden Nash: | came to New York to make my
fortune as a bond salesman and in two years | sold
one bond — to my godmother. However, | saw a lot
of good movies.”
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Our Best Sellers Because:

WE OFFER HIGH
QUALITY PRINTING.

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

mail it if you want.

WE OFFER A
QUICK TURNAROUND

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

WE SAVE YOU MONEY.

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

money.

For completely detailed literature and samples, call or write '
INDUSTRIAL PUBLISHING
P.0. Box 2328, Eugene, Oregon 97402

(503) 689-2711

Call direct or collect
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Real Estate
at Auction

Small business
economic report

Two items in the April NEWSLETTER from the
Committee on Small Business, U.S. House of Repre-
sentatives, may provide a glimpse of the economic
future, especially in the area of business and com-
mercial real estate. As with other economic factors
that directly influence small businesses, the availabil-
ity of government financing and the increasing num-
ber of business failures are of particular importance
to many auctioneers.

Urban economic forecast

The Reagan Administration’s proposed reduction
in the Subsidized Housing Program, the Rehabilita-
tion Loan Fund (Section 312) and the Farmers Home
Administration (FmHA), could have adverse affects
on small firms that are engaged in the various build-

iIng and construction trades i.e., plumbing and elec-
trical.

For example, the 25% reduction in FmHA loan
activity would decrease the number of new FmHA
loans in 1982 to an estimated 145,606 from the Carter
budget estimated total of 181,400 loans. In the Sec-
tion 312 Rehabilitation and Subsidized Housing Pro-
gram, the President recommended a reduction of
50,000 units in 1981 and 85,000 units in 1982, placing
additional burdens on the housing construction in-
dustry. In the construction industry, the most recent
unemployment rate increased by 11% over last year.
The national overall unemployment rate at the end of
February averaged 7.3% compared to 6.8% last year.

The proposal to eliminate the Economic De-
velopment Administration would have a substantial
impact on a variety of small businesses. Approxi-
mately 150 loans per year are presently made to
small firms. The average size loan is $600,000. One
job is created for every $20,000.

The Administration’s economic recovery pro-
gram is based on the assumption that private sector
investment will offset the reduction in federal spend-
ing. In the absence of the estimated levels of savings
and Iinvestment, unemployment will increase dra-
matically.
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Interest rates

Real interest rates have been high for the past
18 months and are expected to remain high through
1982 if the Federal Reserve Board continues present
policies.

Small businesses (and the consumers upon
which many small businesses depend for their liveli-
hood) usually pay the prime rate plus several points
on loans. The prime rate has historically hovered
1 to 2% points above the rate of inflation. This
means that small businesses pay real interest rates
of three to five per cent — the nominal rate minus
the rate of inflation.

Since mid-1979, however, the prime rate has
moved up to four to six points above the rate of in-
flation. Hence, small businesses are paying real in-
terest rates of seven to ten per cent — at least
double the historical rate.

Currently, (as of this report, April 1981) the prime
rate is at 17%. Many small businesses are now pay-
ing interest rates of 20% and above. The impact on
Incorporated businesses of high interest rates is re-
flected in the increased number of business failures.

Non-incorporated businesses are included in these
statistics.

Number of recent business failures

1978 1979 1980 1981
6,619 7,564 11,700 14,500 (estimated)

DUN & BRADSTREET NEWS
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college of auctioneering
1948-1981 — 33 Years

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

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

We Stress Quality — Not Quantity!

Smaller Classes — Large Results!

/// estern

college of auctioneering

Phone: 406 252-2565 I

ol

Box 1458, Billings, MT 59103
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IF YOU OWN SOMETHING OF
GALLERY OR MUSEUM QUALITY

SHELDON CORD

Will BUY, TRADE or SELL

OPEN 7 DAYS
A WEEK

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

Antiques
at Auction

Antiques & Americana . . .

Collecting slag glass

By George Michael
NAA member auctioneer
Merrimack, New Hampshire

| title this article “Slag glass’”, perhaps incor-
rectly since it was not always known by that name.
In her book VICTORIAN GLASS, Ruth Webb Lee
identifies it as mosaic or purple marble glass. |
picture such a piece which is various shades of
purple intermingled with white. The inspiration
seems to have come from waste pieces and sherds
of other production. Mrs. Lee says most of it was
made in this country by Challinor, Taylor and Co., of
Tarentum, Pennsylvania. | have seen pieces from
England, with the impressed diamond mark dating it
like the china from between 1842 and 1884. The
English pieces are darker than the American.

Tableware was made so that one might set a
complete service. The rarities are: pickle jars, riding
boots with spurs, made to hold matches; oval platters
and goblets. Most goblets are fluted. Flat sided
spooners and creamers would be American.

The colors are made by adding various metallic
oxides to the glass metal. The glass was drawn out
so it would have the slag or marbled look. Practically
all the pieces found will be pressed, since this was
very inexpensive production glass — quite easy 10
make. However, it did not sell well, so the scarcity
has helped the demand today.

One must be aware that slag or purple marble
glass is being reproduced extensively today. Almost
every gift shop has some on its shelves. There is no
question that this has affected the value of the old,
and has turned off many would-be collectors.

Since most of the old has been kept as show
pieces in china cupboards, they will not show much
signs of wear, so telling the old from the new can
be tricky. Look for whatever wear, especially on the
bottom rim, that might show. However, quality of
metal and shine is good on both the original and the
reproduction. My advice to many would-be collec-
tors is to collect something else.

Questions/Answers

From Greensboro, North Carolina — | have
exhausted all sources but can’t find information re-
lating to a vase which is marked “USNA,” a winged
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Slag glass vase.

dragon and “Goodwin”. Any information would be
helpful.

Answer — How about the Goodwin Pottery Com-
pany, East Liverpool, Ohio? They made decorative
wares as well as restaurant china and granite ware.
The pottery was founded in 1844. Dragon and name
were used as mark.

From Scotia, New York — About 17 years ago an
elderly acquaintance sold me a pair of hurricane

CALL OR WRITE FOR A FREE_BROCHURE

. -'

lamps. They are about 18%2" tall, molded inside the
base is “VALLERYSTHAL,” not Vallerys AH 1. This
Is a mystery to me. Is this simply mis-marked Vallery-
stahl, or an attempt to cash in on their reputation.

Answer — | do not understand your concern.
Ruth Webb Lee lists the first spelling and | would
assume it is accurate. She states that perhaps it is
the oldest glass concern in Europe going back to
1469. It lasted until World War Il. Much of its glass
resembles that made at Sandwich.

From Salt Lake City, Utah — We have an um-
brella holder in pottery, stamped, ‘“Stockton, Cali-
fornia, Rekston”. Can you tell us about this com-
pany?

Answer — This is a pottery started late in the
last century. It made art pottery such as you have.
It was called originally, the Stockton Terra Cotta
Company. It is no longer in existence.

Recent publication

THE OLD HOUSE JOURNAL COMPENDIUM,
editors, Clem Labine and Carolyn Flaherty, $19.95,
Overlook Press, 625 Madison Ave., New York, NY
10022. If you are buying an old house to restore,
this book is for you. It has 800 illustrations making it
the best reference on restoration and maintenance
techniques. If you have to correct a sagging floor or
leaking chimney, this book will tell you how, along
with the do’s and don’ts for every part of the home.

der Reqgistration Gards

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

/

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

SAMPLE KIT

Ic

J \_/
Box 147 Northfield, M\n. 55057
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BE A PROFESSIONAL AUCTIONEER

You Will Soon Learn The Auctioneer’s Chant & wmmeriomm
How To Successfully conduct Auctions

NO need to travel across the country and try to cram the
foundation for a lucrative profession into a 1 or 2 week
school. Listen, learn and practice at your own pace.

YOUR CASSETTE COURSE COVERS SUCH IMPORTANT TOPICS AS:

Auctioneer's Chant — Hear It on the cassettes and see It In the Study Gulde
Text BOOK.

Number Brackets — Transcribe them In your Study Guide and hear your pro-
gress on the practice cassette.

Filler Words — Learn how they link numbers and add continulty to your chant.
t AN Opening Chants — Choose from many and create your own individual style.
victor J. McDonald, Master Auctioneer, Real History of Auctions — Know about your profession.

oo mamy e ctions teven one | Opening Presentations — set ct’:\lew pace for the auction and establish your

that was spotlighted on CBS' 60 MINUTES.)
conditions of Sale — The finer points of a smoothly conducted auction.

salesmanship — An auctioneer Is a super salesman.
Buying and Selling — The true art of negotiation.
& 5w contracts — Essential In any profession.
ol . .|, . Banking — The right banker can be your best friend.
o | ' Ethics — The foundation of any successful business.
Practice Cassette — Use dally and return for CERTIFICATE OF COMPLETION.

sample materials include brochures, tags, buyer cards, contract, actual
newspaper ads, opening presentations, solicitation letters and over

Years of preparation and research have gone
ears of preparation and rese o9 100 one-liner jokes.

Into this 8 cassette auctioneering course and
study guide textbook. The steps you must
follow to reach your goal are set out In an
easy and practical plan designed to be Money Back cuarantee: if you are not completely satisfled with this

followed at your own rate of progress. course at the end of 3 days, return It to us for a full refund. (YOu pay postage.)

Victor McDonald Company Continuing Education Division s e

MAIL TO: Auctioneering ¢
po.Box 1805 = |COMPLETE COURSE

* BOnus Offer «

Victoria, TX. 77901
PLEASE SEND: The Professional Auctioneer Course
O $89.00 (Texas Residents add 5 %)
Dynamic Sound P.A. + (Only avallable when you order course)
0 $119.00
NAME ADDRESS DYNAMIC SOUND P.A. +
Portable P.A. AM, FM Cassette Re-
ary STATE ZIP PHONE corder Player all In one. Six Inch Dual
Range Speaker audible from both
MASTERCARD (] VISA [0 CARD # sides. AC/DC (6 D cell batteries not In-
cluded). Perfect for business liqui-
dations.
SIGNATURE Auctioneer's Cost $159.00-

with Course $119.00
CHECK ENCLOSED (] (Payable to Auctioneering Course) C.0.D. [ (Call 512-578-9811, you pay shipping)
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Livestock
at Auction

“Reshaping our attitude”
key to livestock profits,
LMA’s Sanders says

Green Forest, Arkansas — ‘““Reshaping our at-
titude toward the business we’re in” is a key to re-
storing long-term profitability to the livestock indus-
try, marketing leader C. T. “Tad” Sanders said here
April 27.

Sanders, the general manager of the Kansas
City-based Livestock Marketing Association, told the
8th Annual ‘“‘Super Cow Clinic” that the livestock
industry must realize that it produces a merchandis-
able product, ‘“‘not a commodity that’s simply bought
and sold.”

Livestock producers must aggressively mer-
chandise their product, not just sell it in the most
convenient or traditional way, he said.

Noting that few producers spend much of their
time ‘‘researching more profitable approaches to
marketing,” Sanders said, “That’s a shame, because
marketing is far more than the job of getting rid of
an item once it is produced.”

And, he continued, “We are a marketing, not a
manufacturing industry. Production, breeding, feed-
ing — whatever you call it, they are nothing more
than a means to an end. They are useful only for
producing something to merchandise, at a profit for
everyone involved.”

Stressing the interdependence of all sectors of
the livestock industry, Sanders said, “One segment
of this industry can’t be sick without all of us being
sick. Every producer that figures into the future of
this business knows that both ends and everybody
in the middle have to prosper.”

When the various segments of the industry
realize that “we are all links in the merchandising
chain, we will be in a position to function as other
industries have for years,”’ he said.

When the marketing sector talks about mer-
chandising, Sanders said, “We mean promoting the
sale of, rather than simply ‘selling,” or ‘offering’ for
sale, or ‘trading’. And when you successfully pro-
mote anything, you’ve got to involve yourself.
You’ve got to apply your thought, time, effort and
resources.”

But, he said, “reshaping our attitude toward the
business we’re in . . . is the soundest road to re-
storing long-term profitability.”

June, 1981

AUCTION FORMS

IMPRINTED WITH YOUR NAME &
NUMBERED OR NUMBERED ONLY AS LISTED

ALL CLERKING TICKETS - 2 copies 82" x 11 NCR
12 on or 10 on - not numbered - 250 rcets $22.50, 500
sets $43.50, 1000 sets $85.00.

CLERKING TICKETS - 10 on or 12 on - Imprinted your
name, address and telephone number, 500 sets $75.00;

1000 sets $125.00.

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

CLERKING TICKETS - 10 on oniy - Numbered 1 to 100C
and imprinted your name, cddress and telephone number

on each ticket. 500 sets $90.00. 1000 sets $135.00.

ALL FORMS LISTED UNDER THIS HEADING are 8!»"
x 117, sold in pads of 50 sheets each at $1.95 per pad,
10 pads at $1.45 each, 20 or more pads at $1.20 each
pad. Not numbered.

CLERKING SHEETS - CASHIER’S STATEMENTS

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

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

CLERKING SHEETS - BUYER’'S REGISTRATION

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

lots only $65.00.

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

TAGS - Form No. EATN-26 - Cardboard 2V2"” x 512"
numbered 1 to 1000; 1’ numbers; 3 part perforated; hole

at top, 1000 tags $18.50; 2000 tags $36.00; 5000 tags
$85.00.

WIRES FOR TAGS - 12" long -
1000 wires ........ $9.00 5000 wires ........ $42.50

TAGS — Sticky Back - Form No. EATSB-35 - 3 part
perforated, with room to write numbers. Need no wires.
Peel off and stick on, 1000 tags $20.00; 2000 tags
$38.00; 5000 tags $90.00C.

TAGS - Form No. EATCBN-36 - Sticky Back - 212" x 5",
no wires needed, peel off and stick on; 1 numbers, 1000

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

BUYER CARDS - Fecrm BS-20 3% x 77 - 1000 cards
$7.50, 2000 cards $14.00, 5000 cards $32.50.

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

BUYER CARDS -— No. BCND-50, Numbered 1 to 1000
1" display numbers; 1000 cards $25.00, 2000 cards $40.00,
5000 cards $85.00. NO NAMES.

ARROW DIRECTION SIGNS Word AUCTION in beg type
& BOLD ARROW colored cardboard 9 x 117, 50 signs
$7.50, 100 signs $10.00. '3 each direction. =

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

STOCK YARDS PRINTING CO.

1613-A Genesee, Kansas City, Mo. 64102
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YOU CAN LEARN TO AUCTION REAL
ESTATE SUCCESSFULLY...AND

BECOME A QUALIFIED AUCTIONEER

THE FIRST COMPLETE HOME STUDY COURSE

EVER DEVELOPED ON HOW TO SUCCESSFULLY AUCTION REAL ESTATE

BROKERS/AGENTS:

m Offer this additional successful marketing technique

to your clients.

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

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

m Give yourself and your company this important
edge.

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

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

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

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

GRADUATES WRITE:

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

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

J. Johnson, Real Estate Broker
Los Angeles, California

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

Lettheseresults be testimonial tothe incredible success of the
auction technique and the course you taughtme in Las Vegas.

G. Artoux, Realtor Associate
Malibu, California

[ ¥ 3 ¥ ¥ N ¥ B W B K ___L _ _J&___J& _J _J

The most exciting thing to happen to me in the 10 years that |
have held a real estate license, was to attend your course on
how to auction real estate. The instruction was fast-moving
yet complete in every detail.

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

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

J. Platt, Real Estate Broker
Anchorage, Alaska

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

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

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

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

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

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

COMPLETE COURSE
t ONLY

58950

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

Name
Address
City State Zip

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

O MasterCard 0O VISA
Exp. Date Signature

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

Card No.
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State Association Conventions — Dates and Locations
Convention Chairman or

Convention Dates State Association Hotel or Motel and City State Association Secretary
June 4-5 Wisconsin Mead Inn, Wisconsin Rapids Robert Massart
June 7-8 Georgia Hilton, Atlanta Ron Harris

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

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

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

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

October 25-26 lowa Savory Hotel, Des Moines Margaret H. Bloomer
November 1-2 New York R. Thomas Jones
November 8-9 llinois Sheraton Inn, Galesburg Ken Gravlin
November 15-16 ndiana Marriott Inn, Indianapolis Harry E. Buckles
November 16-17 llinois (Seminar) Ramada Inn, Rockford Henry Hachmeister
February 12-14, 1982 North Dakota Kirkwood Motor Inn, Bismarck Roger Skifton

March 13-14 Kansas Rex B. Newcom
April 17-18 Kentucky Lure Lodge, Jamestown Wilma Atherton

May 1-2 Missouri Holiday Inn, Osage Beach Doran H. Livingston

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

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

REISCH

WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

Since 1933 Largest in the World
Approved for VA = o

YOU can be an AUCTIONEER!

START YOUR NEW CAREER NOW , "

- AND MAKE BIG MONEY . _
Col. Gordon E. Taylor Attend 2 weeks intensive training in all =
Owner and President phases of this respected and highly profit- s '

Full-time Auctioneer  able profession, taught by 25 of the na- e
tion’s leading professional auctioneers. GRADUATES RECEIVE LIFETIME SCHOLARSHIP, DI-

- PLOMA & POST-GRADUATE ASSISTANCE. OUR “ON
OR THE THE CAMPUS” HOUSING & DINING FACILITIES, CON-

PROFESSIONAL TRIBUTE GREATLY TO ENHANCE YOUR PROFESSIONAL
AUCTIONEER TRAINING. CE YO

Clerking Supplies
Sound Systems Please send me your FREE CATALOG.
P S ey e

WRITE FOR
INFORMATION | Col. Gordon E. Taylor
Reisch World Wide College of Auctioneering, Inc.
| P.0. Box 949

ey
SOt COSEHEREDERERERREE 0 e R e e S e e I e e . e e R e R

. | Mason City, lowa 50401 Ph. (515) 423-5242 or 6396
TODAY! { NAME
| ADDRESS
OBTAIN OUR MODERN AUCTION LIBRARY WITH Loy
YOUR CHOICE OF TRAINING RECORD OR CAS-

' STATE ZIP
SETTE TAPE. FREE WHEN YOU ENROLL IN THE

TERM OF YOUR CHOICE. - NA
Gordon E. Taylor, Member |
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State association
reports

lowa auctioneers meet

The Spring meeting of the lowa Auctioneers As-
sociation was held on Sunday, April 26, and over 100
were in attendance at the West Lodge overlooking
beautiful Lake Panorama. Registration began at 10
am, as did the General Board meeting.

Topics discussed by the |IAA Board included:
trying again to get a state license law through the
legislature; incorporation of the organization, the
newsletter to IAA members twice a year; regional
|JAA meetings; and an auctioneers’ contest in the
1982 lowa State Fair.

lowa auctioneers and their families are making
plans for the NAA Las Vegas convention in July.
There was much discussion among the |AA member-
ship about air fares to Las Vegas, the IAA breakfast
at the convention, and items for the Fun Auction.
While the IAA Board meeting was in progress, others
were enjoying boat rides on Lake Panorama.

At 1 pm everyone gathered for an outside barbe-
que and to enjoy the beautiful weather. NAA presi-
dent-elect Howard Buckles, himself an IAA member,

spoke on behalf of the National Auctioneers Associa-
tion. All returned to the West Lodge where the IAA
Auxiliary held a meeting under the direction of presi-
dent Kris Greentree, Decorah, lowa.

Addressing the lowa meeting was Audubon at-
torney Jim Richardson, speaking on the Bulk Sales
Act, Uniform Commercial Code, and related topics.
An open discussion followed.

Announcement was made of the Fall IAA con-
vention to be held at the Savory Hotel in Des Moines,
October 25-26. A program is already being planned
for the Fall meeting.

MSAA holds January annual convention

The Minnesota State Auctioneers Association
held its annual convention, January 19-21, with an
all day seminar on January 22. The opening evening
found MSAA auctioneers and families enjoying a
moonlight, horsedrawn sleighride. The MSAA Ladies
Auxiliary sponsored a basket social, earning $400
for their treasury.

Tuesday, January 20, began with an auction-
eers’ discussion session followed by a slide review
of the past year’'s events — including the MSAA
summer picnic, Ladies Auxiliary Benefit Auction,
CAl session, and NAA convention. The day was filled
with further discussions on antique glassware and

Teamwork

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

Michael Fox Auctioneers, inc.

EXECUTIVE OFFICES

SUITE 1915 ¢ CHARLES CENTER SOUTH e 36 S. CHARLES STREET
e BALTIMORE, MARYLAND 21201
(301) 332-1333 Baltimore ® (301) 621-1776 Washington ® (215) 564-1175 Philadelphia
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MSAA PRESIDENT Steve Reinhardt, left, congratu-
lates MSAA president-elect Don Fitzner. Former NAA
director, William Gaule, right, instructed the MSAA
convention in January.

reproduction, real estate and Minnesota law, plus
an advertising workshop and banquet speaker. The
MSAA convention fun auction broke all previous
records, with a total just under $3,000.

The following morning began with an auction
listings workshop, and presentations on livestock
judging, antique furniture, commercial and industrial
auctions, lunch service at the auction, collector guns,
pocket watches, and photography. The day con-
cluded with the MSAA business meeting, followed
by the president’s banquet with guest speaker, form-
er NAA director William L. Gaule.

NAA director Bob Musser instructed on bid call-
ing at the MSAA seminar the following day with
auctioneer Gaule instructing the real estate seminar
session.

KAA names Switzer to Hall of Fame

NAA/KAA member Charles Switzer, Cythiana,
Kentucky, was chosen for the Kentucky Auctioneers
Association “Hall of Fame” at the annual KAA con-
vention in Owensboro, April 5-6. Auctioneer Switzer
has been active in the auction profession for 17
years, in the real estate business for 21 years.

Charles Switzer is a nine-year member of the
Kentucky Board of Auctioneers and was chairman
of the board five times. He is also a past president
of the Kentucky Auctioneers Association.

Almost every energy-related innovation of the
past century has come from small business — for
example, the air conditioner, the gasoline engine,
the electric light, the electric auto, and petroleum
cracking.

June, 1981

30 DAY LIMITED OPPORTUNITY

30 DAY LIMITED OPPORTUNITY

30 DAY LIMITED OPPORTUNITY

30 DAY LIMITED OPPORTUNITY
30 DAY LIMITED OPPORTUNITY

$24.95

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

TO ORDER:

Mail certified cheque or money order to:
SUPERMOUTH AUCTION SALES
Post Office Box 483
RED DEER, ALBERTA, CANADA T4N 5G1

Allow 3-4 weeks for delivery.

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

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

Every MONDAY 10 AM.

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

ALL NEW MERCHANDISE SOLD — LARGE AND SMALL LOTS

PHONE (404) 234-5946

BEALER AUCTION

S5EEAY 1 MM

NO JUNK

Terms of Payment: Cash or Certified Check

e e B e e S e —

GA. AUCTIONEER LICENSE NO. 129
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Education and contests at NDAA convention

The North Dakota Auctioneers Association held
its annual meeting in February, staging contests,
electing officers and participating in a convention
seminar by NAA director Rex Newcom, CAl.

The NDAA meeting in Bismarck, was attended
by 115 auctioneers and family members, with NDAA
auctioneers electing the following officers: president
Cliff Orr, vice president Dick Kelil, secretary-treasurer
Roger Skifton, and directors Jean Ann Helgass,
Dennis Bengtson, Bill Vanvig, Wilbert Kroh, Bob
Osendorf and Sid Stomme.

At each NDAA annual convention, a Livestock
and Merchandise Champion Auctioneer are picked.
This year’s winners were Bennie Schmidt as the Live-
stock Champion, and Bud Rice as the Merchandise
Champion.

The North Dakota Auctioneers Association will
hold its summer picnic July 11-12, in Medora.

NDAA CONVENTION
elected CIiff Orr, above
and clockwise, as As-
sociation president, with
Bennie Schmidt and Bud
Rice winning the auction-
eering contests.

An American stepped into a bar in West Berlin
and ordered a “dry martini”’. The waitress brought
him three.

“How come | get three?’ he asked.

“You ordered them,” she said. “Ein, zwei, drei!”
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State association
officers, updated
information

As it is received at the NAA office, THE AUC-
TIONEER magazine will publish the most current
officer information from the state auctioneers as-
sociations. The last complete directory of state as-
sociation presidents and secretaries was in the May

issue of THE AUCTIONEER.

Kansas Auctioneers Association — President: Earl M. Brown,
P.O. Box 68, Junction City 66441. Secretary: Rex B. New-
com, 215 S. Main, Whitewater 67154, phone 316-799-2278.

Kentucky Auctioneers Association — President: Ray Humfleet,
London 40741. Executive Director: Wilma Atherton, Box
148, Hodgenville 42748, phone 502-674-5659. Secretary:
Edward Maupin, 226 N. 3rd, Bardstown 40004.

Massachusetts State Auctioneers Association — President:
James Torteson, 10 Hope Avenue, Oxford 01540. Secretary:
Phillip O. Davis, 128 North St., Foxboro 02035, phone 617-
543-7170.

Missouri State Auctioneers Association — President. Brent
Voorheis, Rt. 1, Harrisburg 65256. Secretary: Doran H. Liv-
ingston, Rt. 1 Box 21-A, Willard 65781, phone 417-742-
2568.

Nebraska Auctioneers Association — President: Dean Schow,
Rt. 1, Paxton 69155. Secretary: Randy Ruhter, P.O. Box 40,
Prosser 68868.

North Dakota Auctioneers Association, Inc. —President: Cliff
Orr, Ypsilanti 58497, phone 701-235-2155. Secretary-trea-
surer: Roger Skifton, Manfred 58465, phone 701-324-2995.

South Carolina Auctioneers Association — President: Jimmy
Blocker, P.O. Box 484, Walterboro 29488, phone 844-2770.
Secretary: Jack E. Richardson, P.O. Box 795, Darlington
29532.

Virginia Auctioneers Association — President: Stephen Sheets,
15 South Jefferson Street, Roanoke 24011. Secretary-

treasurer: Jeanette Desper, Rt. 1 Box 86, Swoope 24479.

NORTH DAKOTA PROCLAIMS National Auctioneers
Week. Standing around Governor Allen I|. Olson, at
the March 30 signing from left, Mark Adams, Bennie
Schmidt, Bob Penfield, NDAA president CIiff Orr,
Valeria Orr, and Kay Aldinger.
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e This new series of 60 one column and
two column ads gets proven results.

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

INCREASE YOUR AD READERSHIP

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

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

Examples of the 60 Ads.in the Series.

“Patton Agency

Pation Apgency

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

~u

BUY YOURS 7004y,

There is a cartoon ad to cover many of
your selling needs. Simply have your news-
paper drop in your logo at the bottom and
your ad is ready.

I’'m interested in the Action Real Estate News-
paper Ad series. Please send me without obli-
gation price information and details of the

program.
N R s

Company

Address

Newspaper(s) servicing area

Phone No.

The Patton Agency
Box 47063 ® Nashville, TN 37204
(615) 883-7362 Or (615) 885-0653
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In Memoriam. ..

EDGAR A. CAMFIELD

The NAA office was notified of the death of
member Edgar Camfield, April 3, 1981, at the age of
73. Mr. Camfield was also a member of the Nebraska
Auctioneers Association, and former president of the
North Plate, Nebraska, Board of Realtors.

Edgar Camfield was born in Rochester, Ken-
tucky, and moved to North Platte in 1947. He op-
erated his own real estate and auction business for
over 30 years, holding auction licenses in several
states.

Mr. Camfield is survived by his wife Barbara,
step-daughter Betty, and step-son Bob Isabell, a
North Platte auctioneer. Son John Camfield is a
former Nebraska auctioneer, and another son, James
Camfield, has a real estate and auction business in
Nashville, Tennessee.

E. C. “EARNIE” WELLER

Longtime NAA member Earnie Weller, Atkinson,
Nebraska, died at the age of 81 in March. He had
come to Atkinson in 1931, and with the help of local
businessmen, raised enough cash to get started in
the livestock auction business. Auctioneer Weller
was also successful in other areas, and had accumu-
lated a fortune in farm properties and investments.

In 1979, Mr. and Mrs. Weller established the
Weller Foundation, for scholarships and grants to
needy students who continue their education in the
trades and occupations at Nebraska technical col-
leges. Earnie Weller described the Foundation as
an effort to repay ‘“the parents and grandparents and
great grandparents of scholarship winners for what
they did for us.” Mr. Weller is survived by his wife,
Frances, of Atkinson.

Appraisers to meet at
Waldorf-Astoria in July

The International Society of Appraisers an-
nounces that plans are being finalized for what has
been described as ‘“‘the largest and most important
gathering of professional personal property ap-
praisers ever.” Personal property is defined as:
anything other than land and buildings.

ISA’s Mid-Year Conference will be held in New
York City on July 17, 18, 19, and 20 at the Waldorf{-
Astoria Hotel.

The seminar-type sessions will feature, as
speakers and panelists, 50-60 of the leading ap-
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praisers in America. ISA welcomes anyone who is
presently involved in appraising personal property
to attend. There will be three sessions running
concurrently throughout the program, with major
emphasis placed on antiques, jewelry, and appraisal
methodology.

The International Society of Appraisers is an
internationally recognized group of over 800 profes-
sional, personal property appraisers who recognize
and encourage specialization in over 50 areas of
expertise. For further information write: International
Society of Appraisers, Chicago Headquarters, P.O.
Box 95609, Hoffman Estates, IL 60195, or call (312)
882-0706 or 885-2480.

I A Book For Every AUCTIONEER |

Over 4,300 Proved

AUCTION PITCH I

“Bid Getters’ 5" ‘“Auction Sayings”’

a veritable goldmine
For

é 20 sl
(< - RINGMEN

4 i “E-EHIA H.a
AR LAY w
o |

oY A
L '\*J' FIELD!
i\ ). \
N/ ) AUCTION M

"_.f‘

AUCTIONEER

PEDIGREE M|

by  Earl D. Wisard
auctioneer

I R1 Dundece Ohio w
| .

AUCTION PITCH and the booklet
52 BASIC AUCTION CHANTS

A 176 page book loaded with auction sayings, quips,

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

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

ing a 53 year period.

Here is what auction schools and auctioneers say:

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

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

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

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

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

“Priceless.” — Edward Esber, Canton, Ohio

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

Only $12.50 for both, postage paid

Earl D. Wisard, Auctioneer
Dundee, Ohio 44624 l
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public also received free verbal appraisals of indi-
vidual items brought to the Glass auction gallery.
Both Robert H. and wife Barhara Glass offered the
gratis appraisals.

Other highlights of the Thursday evening auc-
tion included: a cheese strainer basket, $525; a small
grained blanket chest, $500; and a wall-papered
square hatbox brought $320. Over 800 collectibles
were sold during the auction.

Successful
auctioneering across
the nation

Honoring National Auctioneers
Week, 1981

Some 400 bidders were stunned when a small,
tin, “Madison & 4th Ave. Astor House’ trolley car
sold for $880, during a public auction of 18th and
19th century collectibles, by NAA member Robert H.
Glass, Central Village, Connecticut. The April 9 auc-
tion was a Thursday evening feature of Glass’s Na-
tional Auctioneers Week commemoration.

The collectibles auction followed an ‘““American
Heritage Day’’ open house at the Glass auction gal-
lery on the preceding day. Many community leaders
from business, industry, labor, and education, as well
as numerous auction-goers from the northeastern
Connecticut area attended the open house to honor
National Auctioneers Week. Over 350 people came
to inspect the collectibles, enjoy refreshments and a
huge National Auctioners Association cake. The

| AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

SOUND CRUISER
MOBILE P.A. MODEL S-310
List: $388.00

Auctioneers Cost: $330.00

- - HALF-MILE HAILER
List: $227.00

Auctioneers Cost: $192.95

ey

-
s
e

HALF-MILE HAILER MODEL S-610 — Projects further, louder, clearer than horn hailers
. . . doesn’t block vision . . . perfect for crowd control, athletics and other outdoor use.

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

AMPLIFIER: Model S-702: 35 watt: all transistor. CONTROLS: On-Off, Volume. Inputs: For
ceramic or dynamic microphone: auxiliary input for phono, tuner, tape recorder, etc. 3 Out-
puts: For additional speakers: tape recorder. Power Source: Ten "'D" size flashlight bat-
teries: alkaline type provides up to 200 hours operation. MICROPHONE: Cardioid probe-
type, noise-cancelling, hand-held microphone, supplied with 8" coil cord, on-off switch.
SPEAKER: Weatherproof horn, can handle full amplifier output: detachable. CONSTRUC-
TION: Removable metal bracket attaches to amplifier with screw knobs: gripper handle
and shoulder strap included. Dimensions: 112" high, 11" wide, 9" deep. WEIGHT: 14 Ibs.
(with batteries). Order Model S-610

North Carolina residents add 4% sales tax.
| B —

Col. Forrest Mendenhall, N
Member

.29 & 70 (185)

HIGH POINT, NORTH CAROLINA 27263

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

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

If you need good quality equipment, i
this is your opportunity.
Write for Equipment Brochure today.
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NATIONAL AUCTION-
EERS WEEK OBSERV-
ANCE called “Ameri-
can Heritage Day”’ at
Glass Auction Gallery.
Opposite page, Bar-
bara and Robert H.
Glass gave free verbal
appraisals. Right, tin
“Murad” sign sold for
$310.

events

special

National Auctioneers Week,
calendar . . . To honor The Week in Eau Claire,
Michigan, NAA member John M. Glassman included
an Auctioneers Week invitation with his Auction
Calendar in the newspaper want-ad section. As auc-
tioneer Glassman described it, ‘“farm auctions have
been selling well in this area and the demand for
real estate has been excellent.

“In our rural way, we had a wonderful time with
National Auctioneers Week — getting proclamations,
giving out special invitations to attend an auction,
and giving away apples during Auctioneer Week.”
One of the proclamations mentioned above was for
Berrien County, Michigan, signed by the chairman
of the Berrien County Board of Commissioners.

Movie memorabilia sold well . . . What did
Judy Garland, Errol Flynn, Charlie Chaplin, Bogart,
Flash Gordon, and Clark Gable have in common?
They all were gathered together (in a way) at a Movie
Memorabilia Auction held March 15. The auction
was held on a lovely 6.4 acre estate in Tarzana,
California. The gala, by-invitation-only, affair at-
tracted 225 people. Conducting the sale was NAA
member auctioneer Robert Harelson.

Top prices for the movie auction items included:
$180 for the movie poster, “Woman of the Year” with
Tracy and Hepburn; $200 for a Clark Gable auto-
graphed document; $60 for a cut-out from the press-
book of “King Kong’; and $325 for a complete set of
theatre lobby cards for ‘““Hellcats of the Navy” star-
ring Ronald Reagan and Nancy Dauvis.

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

June, 1981

WATCHES & CALCULATORS

AT UNBEATABLE PRICES !

* PEN WATCH (PARKER REFILL)
® 5 FUNCTION L.C.D. WATCHES $4.50 & UP
°* ALARM CHRONOGRAPH WATCHES
* POCKET WATCHES
* CALCULATORS, ETC.
WIDE SELECTION TO CHOOSE FROM

We specialize in many super close-outs.
Buy direct and save plenty of $$3$. All fully war-
ranted for one year.

Personalized Watch Co.

Division of
Mathmatic Sales, Inc.

730 North Main Street
Waterbury, Connecticut 06704

Call 203-756-7097 Mon./Fri.
(9:00 to 4:30)

* Mention the “AUCTIONEER” and receive a
special discount.

e

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

I creating more traffic by accepting
consignments as a result of our
national advertising suits you

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

I you want to increase your profits by our
providing the inventory and expen
art auctioneers

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

Auctioneers Association.
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LINES WE
CARRY ARE
TOOLS BY
CHAMPION

A.P.F. CALCULATORS

CASIO WATCHES
& CALCULATORS

PANASONIC
ELECTRONICS

SONY
ELECTRONICS

KRACO
ELECTRONICS

SANYO
ELECTRONICS

SANBORN
AIR COMPRESSORS

LINCOLN ELECTRIC
WELDERS

FUZZBUSTER
RADAR DETECTORS

WHISTLER
RADAR DETECTORS

YORX
ELECTRONICS

VIDEO TAPE
RECORDERS

ATARI
GAMES

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

T:D.K,
TAPES

MAXELL
TAPES

VIDEO
TAPES

BETAMAX
TAPES

AND
10,000
OTHER
ITEMS

PAKISTANI
KNIVES

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

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

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

Buy Champion Tools. The largest sell-
ing tool line in the Middlewest. A qual-
ity fast selling line. Champion Tools —
the profit makers. We ship to all 30
states.

Frieder’s

2553 Superior Avenue
Cleveland, Ohio 44114

Come in or call 216 781-6477 or 781-6497
Out of state WATS line Call: 800 321-8192
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Wichita doll auction . . . A beautiful collection
of antique bisque and china dolls, plus modern
collectible dolls — more than 150 altogether —
were sold at a Wichita, Kansas, auction in April.
NAA member John Woody, Douglass, Kansas, was
the auctioneer for the afternoon sale. If the dolls
weren’t enough to warrant the large crowd on hand,
a variety of other items also sold well — Rose tapes-
try, art glass, handpainted china, doll related items,
and other antiques.

Highlghts of the sale included: a 42’ Simon Hal-
big bisque, $1900; a 27’ blond doll, marked ‘“Ger-
many Heinrich Handwerck Simon and Halbig 52",
$750; and a 31" doll marked “109-15 Dep Germany
Handwerck 6’’ brought $675.

Among the doll related items and toys at the
Woody auction was a wicker buggy with umbrella,
a wicker three-wheel pull stroller, and a plush horse
on wheels. Antiques included a seven-foot, hand-
crafted grandfather clock by Amish craftsmen, sell-
ing for $600.

A salesman driving through the Midwest got
stuck in the mud. He walked to the nearest farm-
house and the farmer brought a horse, hitched him
to the car and out it came.

“Good boy!”’ the salesman said.

In a low gutteral but distinctive voice, the horse
said, “Thanks, but | wasn’t always a work horse. |

DOLLS AT AUCTION, in Wichita, Kansas, by NAA
member John Woody. From left, 42”’, Simon & Halbig
bisque doll sold for $1900, vinyl Shirley Temple,

$150, composition Kewpie, $120, and Buddy Lee ad-
vertising doll, $110.

won 10 races when | was a 3-year old.”

“Good grief!” the salesman said, “A talking

horse!” He turned to the farmer, “What’ll you take
for him?”

“I couldn’t sell him to you, Mister,” the farmer

replied. ““He’s an out-and-out liar. He never won a
race in his life.”

Col. JOE REISCH
Author & Publisher

(Photo taken Nov. 1978)

Address All Mail To —

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

THE AUCTIONEER’S LIBRARY & REFERENCE BOOKS

Latest Advanced Methods
For The Professional Auctioneer

The Most Comprehensive Information Ever
Published On Auctioneering

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

Nothing Is Left Out

10 Books — First edition now off the press

WRITE FOR FREE BROCHURE
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.« « We are waiting for your signal:!

® Catalogs ® Handbills and mailers (millions monthly)
® All auction forms

ALSO, WE OFFER:
® Deadline Service (We don’t miss)
® Mailing service
® Price (probably less than you’re paying)

SERVING: Liquidators, tool & furniture auctions, livestock brokers
(production & dispersion sales). Bankruptcy and industrial auctions,
p, and many, many others.

Call toll free

the INK SPOT inc Nebraska 800-652-1966
g & Other states 800-445-9149

1717 East Hwy. 6 @ Holdrege, NE 68949 @ 308-995-6525
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Spotlight on
NAA auctioneers

Auctioneering . . . a matter of trust

The above quoted headline speaks well of the
auctioneers featured in a March, Gardner, Kansas,
newspaper article. Two of those auctioneers were
NAA members L. H. “Bing’”’ Carter and Jerry Stricker.
The article gave the business and personal back-
grounds of the auctioneers, Carter having been in
the auction business since 1952. Auctioneer Stricker
has, since 1970, operated an auction house in Gard-
ner which employs twelve to fourteen people, with
regular Monday night auctions.

| As the two NAA members discussed the auc-
tion business for the Gardner PROGRESS EDITION,
these quotes were significant.

"Everyone knows you when you are an auc-
tioneer. It gives you a sense of pride that you have
developed people’s trust in your ability and service.
And it’'s a great feeling having people remember you
over the years.”

Bing Carter

“You bring it, we sell it’ is my company slcgan.
And things are selling the best ever right now (March
1981). In the past, people from Canada have planned
their vacations around my auctions, and I’ve had
bids telephoned in from as far away as Hawaii.”

Jerry Stricker

NAA auctioneer Bing Carter usually conducts
100-115 sales per year, including real estate, com-
mercial and farm properties, plus antiques and live-
stock. Auctioneer Stricker’s auction house holds a
sale each Monday night, good or bad weather. The
company also does auctions on location for farm and
estate sales.

Both men are also members of the Kansas Auc-
tioneers Association.

Scholar finalist is NAA member’s son

The U.S. Department of Education and the Com-
mission on Presidential Scholars announced in
March the names of the 1981 finalists in the Presi-
dential Scholars Program, which annually identifies
the most distinguished and accomplished graduating
high school seniors in the nation.

Jeffrey Donahoe, son of of NAA member and
Mrs. Joseph Donahoe, Darlington, Wisconsin, is one
of the 1,000 outstanding American students to be-
come a finalist in this program from among more
than three million seniors to graduate from high
school this year.

Finalists who become Presidential Scholars will
be invited to Washington, D.C., where they will be
honored by their elected representatives, and promi-
nent educators. Selection is based on numerous
factors in addition to academic excellence. The in-
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dependent judgement of the members of the Com-
mission on Presidential Scholars, with the concur-
rence of the President of the United States, deter-
mines final selection.

Pamela Moore-Epstein marks 20th

Auctioneer, speaker and lecturer, NAA member
Pamela Moore-Epstein, Liberty, New York, celebrated
20 years in the auction business this April. The cele-
bration took place, of course, at an auction, complete
with huge double layer cake and spirited bidding.
British born Mrs. Moore-Epstein looked back on her
career for THE AUCTIONEER.

“It is an honor to have been in our profession
for such a long time — a full time business that has
enabled me, even when widowed twice, to raise two
girls and put them through college.

“| have never been sorry that | became an auc-
tioneer.

“Yes, there was and still is prejudice, even with
so called ‘women’s liberation’. | think it is up to the
individual woman to rise above any problems caused
by prejudice. One way to overcome difficulties is
to run honest auction sales, because it is the public
who decides which sales are best, and who they
want to hear and buy from.

“I truly thank those first auctioneers whom |
heard cry a sale. While | thought to myself, ‘I can do
that’, it was a long hard struggle, but well worth it.”

Pamela Moore-Epstein has appeared on both
British and American television and radio, and
travels much of the Eastern Seaboard delivering
lectures. She is listed in the “World’s Who’s Who of
Women”, and is an award winning platform speaker.

Pamela’s husband of 10 years, Lawrence Ep-
stein, is a full-time court reporter for the New York
Supreme Court, and according to his auctioneer
wife, is the world’s best part-time auction clerk.

Display the NAA emblem

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

69



93 b
Ladies Rhinestone

56017J
3001J
Nurses

55017J
17J Cal.
50017J
No Cal.

e

EVERYTHING! ———

THE WATCH |
THAT HAS 2o Check for our
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s 4 = * Hours, minutes, seconds. & “ W kl Cl =
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LADIES Dealers Inquiries Welcome

WAGNER WATCH CO. Awa2

8 West 37th Street, New York City, New York, 10018
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AUCTIONEER
advertising rates
to increase

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

Advertising rate increase. All AUCTIONEER ad-

vertising rates will increase approximately 25%.
The following rates will apply after July 1, 1981.
One Six Eleven
(1) time (6) times (11) times
Full page $160.00 $1565.00 $150.00
Half page 80.00 77,50 75.00
Quarter page 40.00 38.75 37.50

Column inch 8.75 per column inch

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

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

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

Ing.

Initial composition

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

Changes in advertising

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

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

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

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

1. As stated in the Advertising Rate Schedule
which appears on the last page of THE AUCTIONEER
magazine, ‘‘the editor reserves the right to revise
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all rates quoted herein upon sixty (60) days written
notice to holders of contracts. If a rate revision is
made and not accepted, the advertiser may cancel
the contract.”

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

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

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

]

Realize Your Dream
To Be An Auctioneer

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

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

COL. ROBERT S. MILLER
MEMBER

INDIANA COLLEGE
¥ O AUCTIONEERING
8846 Holliday Drive, Indianapolis, IN 46260

317-844-1088

It's time to diet when you nod one chin and two
others second the motion.

“Are you marrying him for his money?”’
“Not necessarily but it’'s good to know there’ll
be something about him I'll always like.”
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DON'T MISS SHELDON CORD'S $2,000,000

SUPER DEALER SALE

BRING YOUR TRUCK OR CAR AND A BUNDLE OF CASH. WE WILL BEAT ANYONE'S PRICE!

« UNBEATABLE PRICES - UNBEATABLE VALUES
CASH & CARRY CASH & CARRY

DISPOSABLE
FLEXIBLE

Ea. $6.735

FLEA MARKET IN-DASH :Lm?ﬂ -
SPECIAL AM/FM L0 credit
ASS'T JEWELRY - Cassette Card Style 40-PC
Car stereo CALCULATOR Combination Deluxe Men's
EARRINGS AND Deluxe Model EA. $7.50 vy = Ultre Thi
NECKLACES, efc. Ea. $34.95 : 14" and 3/8 ra inin
DOZ. $3.00 11-Pc Socket Wrench Set L.C.D. Electronic
Adults N 21-Pc. . ; Quartz Watch
Novelty Box & 1/4” and 3/8" in Metal Display e e
X-Rated Ov[;en-ﬁll:d Socket Wrench Case Ea. $8.00
% renc Set in Display
3-PIECE IR Watch Ea. $8.50 Case Set $6.00

Set $5.00

MIRROR

LADIES’
Deluxe
L. C. D.
Quartz Watch
Ea. $9.00

Deluxe
Heavy Duty
Copper Clad
Cookware Set
$11.95

MEN'S L.C.D. QUARTZ WATCH .........eevveennen. Ea.§ 8.00
Men's ‘‘Skin Diver'' Watch with Calendar ....... Ea. § 7.50
Ladies' Nurses Watch with Band.................... Ea. $§ 6.50
Ladies' Date-O-Matic D&D Watches................ Ea. $ 10.00

Men's 17-Jewel Calendar Watch - Swiss.......... Ea.$ 9.90
Ladies’ BRILLIANT CUT - HAND SET

173 STONE WATCH ccninnvmmvs v Ea. $ 14.50
17-Jewel Hunting Case Pocket Watch............. Ea. § 19.00
Men's Asst. Stone Watches............c..coeeeeenin Ea.$ 7.50
Ladies' HEART SHAPED WATCH ................... Ea. $ 10.50
2-pc. Perfume Pen & Pencil Set ................... Doz. § 9.90
Butane Pen LIghI8! ...onmamsmiimasan Doz. § 48.00
Min's Wallefs. BOXed ... Doz. § 8.90
Trucker's Cowhide Wallet w/5

COMPAIIBNTS .o anmmsismmisiis Doz. $ 36.00
21-Jewel Men's Calendar Watch .................... Ea. $ 12.90

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

APPLIANCES'n HOUSEWARES

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

QUATANEE .vvisisssmmmmssmmmsvommmrsmrsesssnsnnrssasess Set$ 6.50
Car Spotlite with Safety Reflector................. Doz. $ 24.00
32-Pc. Cook-N' Serve, Oven Proof.................. Set $ 11.00
2-Pc. Deluxe Chef Master Knife Set ............... Ea.$ 2.50
50-Pc. Stainless Steel Flatware...................... Set$ 11.90
1500 Watt Dryer & Blower.........ccooeeeevvvnininnnnn Ea.$ 7.25
6 Pc. Chef Master Knife Set ..........ccoeeeeennniin, Set$ 5.00

FOOT PUMP - Ideal Flea Market and

AUCHION I18M ... Ea. $450
50 Ft. Drop Cords - All Copper Wire ............. Doz. $ 30.00
100 Ft. Drop Cords - All Copper Wire............ Doz. $ 42.00
7-Pc. Screwdriver Set - Wood Handles .....Per Set § 2.25
40-Pc. Tap & Die Set........cccceveeviiiiiiniiiinnnnn, Ea.$§ 9.75
4-Pc. Pipe Wrench Set, 8"-10"-14"-18" ........... Set $ 10.50
25-Pc. 2" Socket Set w/Metal Box................. Set $ 13.50

SHELDON CORD PROD.

Carded
RATCHET SET Butane - — Sguh:GLs??SSES
ORDER DIRECT FROM THIS AD — SEND CASHIER'S check, : :
PER SET Lighter money order or certified check for immediate 24-hour service. 8-Track SMOKE LENS
$8.90 Gross $40.00 SORRY, NO PERSONAL CHECKS. Best in prices-service-quality. Car Stereo SUNGLASSES
Minimum order accepted $50. Servicing the wholesale trade for or Cassette Doz. §$10.80
over 25 years. All merchandise shipped F.0.B. Chicago. All mer- Eo. $16.50 SUN SENSOR TYPE
chandise is brand new and comes with a factory guarantee. SUNGLASSES
7 pc. Doz. $17.00

FOR ORDERS ONLY
CALL TOLL FREE
800-621-7999

ANTIQUES WANTED

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

ORIENTAL RUGS AND FURNI-

TURE.

BRING YOUR ANTIQUES TO US —
WE PAY CASH ON THE SPOT.

WE WILL BUY . SELL . TRADE
Open Seven Days

POOL CUE SPECIALS

SOLD IN DOZEN LOTS ONLY

Hand-Carved Walking Cane Pool Cue .....Doz
5 Pc. Hand-Carved Prof. Pool Cue Set....Doz
9 Pc. Hand-Carved Pool Cue Set............. Doz. $ 48.00
6 Pc. Hand-Braided Pabst Blue

Ribbon Beer Cue Set .........ccccevvvenninnn Doz. § 48.00
6 Pc. Hand-Braided Budweiser

T A T . | e —
Pool Cue Carrying Case ..........ccceeveunennns

RADIOS'n NOVELTIES

DELUXE CHARGER RADIO - #1 SELLER
AM/EM RADIO - BATTERY/ELECTRIC......Ea. $9.95

Novelty Beer Can RadioS..........cccvvvnnieenneennnn Ea.$ 4.00
8-Track AM/FM Home Stereo Set with 2

large Matching Speakers..........ccocovvieeiiinenns Set § 59.95
Animal Plush Poodle Radio - Ass't. Colors......Ea. § 5.90
ROLLS ROYCE CAR RADIO -coviiivissccsmumanannnns Ea.$ 6.90
6x9 Triaxial 20 0z. Speakers.........cccoevvvvivnninnns Pr. $ 19.90

LAST MINUTE SPECIALS

Automatic Switchblade Comb.............ccceeeeen Doz. $ 12.00
Mighty Midget Pistol Key Chain ................... Doz. $ 6.00
Cannon Towels - Giant Size ..........cceeeeuiiinnen Doz. $ 15.90
(10x50) Binoculars with Leather

Carrying Case ........cccceevvinnrrrenneneeniinienenn, Set § 26.90
10 Page Photo Album..........cccovviiieinnnninnnnn. Doz. $ 12.00
18" Backgammon Game ..........cccceeevriiniinnnnee Ea. $ 9.90
Large Size Grandfather Clock ..................ceee. Ea. $ 15.90

Medium Size Kerosene Lamps -

T M0 e [ ;. IO ———— Doz. $ 12.00
Musical Butterfly Mirror..........ccceeeeriiiaininnnnee. Ea.$ 4.50
Beautiful Asst. Cocktail Rings - in Display.....Doz. § 35.90
Ass't. Rhinestone Earring & Necklace Set ....Doz. $ 12.00
Deck of Playing Cards - Radio...........ccceeeveeen Ea.$§ 4.50
Ronson Cigarette/Vanity Case Set............... Doz. $ 24.00
8-Track & Cassette Car Player (Combination) ..Ea. § 34.95
Beautiful Super Star “‘Nothing’' Necklaces ...Doz. $§ 3.00

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

Necklace, Bracelets, Earrings & Rings.............. $ 59.95
Giant Size Electric 3-D Picture ........ccc.covneenns, Ea. $ 10.80
Men's Cotton-White Tee-Shirts .................... Doz. $ 9.90
Men's Cotton-Colored Tee-Shirts .................D0oz. $ 10.90
Giant Barlow Knife...........coeevuvinennen (Carded) Doz. $ 18.00
Beautiful Gold Pipe Necklace.......................00z. § 9.00
Yorky Radio, all PIush .........ceeevmmiimmennnninnnnnenn. Ea.$ 5.90
3-Blade Jr. Camper Knife #1066 ................... Doz. $ 12.00
4-Blade Camper Knife - Carded.................... Doz. $ 18.00
3" Little Buke Gold Bolster Lock Knife ......... Doz. $ 18.00
5" Gold Bolster Lock Knife.........cccoeevvnennnne. Doz. $ 24.00
6" Double Gold Bolster Lock Knife................. Ea.$§ 4.90
Fisherman's Knife with Pearl Handle............ Doz. $ 24.00
2-Blade Barlow Knife - Carded ..................... Doz. $ 19.80
Giant Barlow Knife - Carded.............ccoovunnenn. Doz. $ 16.80
30 Pc. Master Pocket Knife

CAlBOYION ...vennssmsnsnsiiisimsi ceimmuss Per Display $ 36.90
Super Fly Fist Grip Lock Knife ... Ea.§ 3.25
4" Stag Handle Sportsman Knife.................... Ea. $§ 4.50
Large 5" Stag Handle Sportsman Knife .......... Ea.$ 5.50

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

ANIth Brasg Handla ..o Ea.$ 7.90
Medium Deluxe Wild West Hand Carved

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

With Brass Handle .........cccoceemrniecenrenearananns Ea. $ 11.90

WHOLESALE ONLY! FOR RESALE ONLY!

Send $1.00 for Complete Catalog. Visit
our Giant New 25,000 Ft. Showrooms.
Parking for over 100 cars. Bring your
truck or car and load up — $4,000,000
inventory on hand at all times.

OPEN MONDAY THRU FRIDAY 8 A.M. TO 6 P.M.

SATURDAY9AM.TO 4 P.M.
OPEN SUNDAY 10 A.M. TO 4 P.M.

2201 WEST DEVON AVE., CHICAGO, IL 60659
PHONES (312) 973-7070 973-7071
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Advertising can make the difference

By Dale E. Smith
NAA member auctioneer
Pocahontas, lowa

Don’t ever get too busy that you cannot do a
good job on each and every sale, large or small.
And certainly, effective advertising helps make the
difference between a sale success and a sale
failure.

Some auctioneers will include in their fee the
price of advertising which | think is a mistake, as it
would be easy to possibly skimp a little when you're
spending your money. | don’t mean going overboard
spending advertising money of your customer. By
taking the time before a sale to ask people what
paper or radio advertising brought them to the sale,
and also by looking over your bidding cards — who
registered for the sale — to see just where your cus-
tomers are coming from, then you will have an idea
what advertising benefited you the most.

In our advertising program, we are using more
advertising guides and shoppers that are mailed out
free to all box holders in certain areas. People are
just not paying the price to subscribe to the papers
like they used to, so their coverage is actually down.
We have enough shoppers and advertising guides in
our area to completely encircle any given sale with
coverage totaling 100,000 readers. That would be

The Reisch Auctioneer's Speaker

The greatest ever used in the auction profession. Nothing its equal. Either of these speakers

using three shoppers and one subscription news-
paper.

Look for the most numbers — that’s what it's
all about — getting the most people to attend your
sales.

Most all shoppers or advertising guides will send
the auctioneer a free subscription which can be very
beneficial in checking your ads, to see that they were
properly handled. Most all, of these papers some-
times have an auction calendar of coming sales
which is helpful. If there are a lot of sales on the
same date, | will usually, to insure myself a good
crowd, use several different radio stations for ad-
vertising the sale just as a reminder.

By receiving all of these shoppers it's a good
way to see all the ads and improve your method of
advertising. Try this sometime. Cut out all the ads
in the paper and lay them out on your desk. Then,
pick them apart by asking yourself which ones are
the easiest to read, and also, which sale you would
attend if you were an auction customer. Too much
description to an article would be boring to a reader.

Sometimes you read an ad, and at the top of
the list will be a dishpan with a value of $1.00. Hid-
den half way down in the ad will be a $500 china
cabinet with no attention being called to this big
money item. Categorizing items is a very good idea
accented with bold headings.

| have a little saying that | will end with. If you
don’t write up your sales, or don’t line up your sale,
don’t cry your sale . . . for you'’ve simply not done
your job.

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.

want the best, this is it.

cord.

REISCH SPECIAL
“MR. BIG VOICE” — JR-1

THESE SPEAKERS CAN ONLY BE PURCHASED FROM:

I _ _

June, 1981

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 it. 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

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.

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

It is a voice saver. Select the set that
you feel will work best for you.

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

REISCH SPECIAL
“LITTLE BIG VOICE” — JR-2

73




If you have not already participated . . .

Insurance Survey will determine NAA

group rates — property casualty, life

health and accident coverage

The NAA Board of Directors has seen a need to
offer the membership group rates and coverage
through property casualty, life, major medical, dis-
ability income, and dental insurance programs. The
Board also approved, at past meetings, the insur-
ance specialist, Alexander & Alexander, to obtain
information from insurance carriers. This informa-
tion will be beneficial to design the group insurance
coverage specifically for the NAA membership — In-
cluding the property casualty and life, health and
accident program, for the member, and his or her
family and the eligible employees.

But before acceptable insurance rates can be
determined, or if the programs can be adapted to
the National Auctioneers Association membership,
the members must provide information to Alexander
& Alexander on the questionnaire on the following
two pages of THE AUCTIONEER magazine.

It is the goal of the NAA Board of Directors to
make available a health and accident insurance pro-
gram competitively priced not only to the member-
ship, but also to the employees as well. Another
NAA objective is to make available comprehensive
insurance coverage for the members’ property casu-
alty insurance needs at a competitive cost, reflecting
the mass buying power of the NAA membership.

The proposed coverages are outlined as follows:

Auctioneer Errors & Omissions Insurance.
This coverage provides protection for the auc-
tioneer and people acting on behalf of the auc-
tioneer for errors resulting primarily in financial
loss t0 customers or members of the public.
In principle, it can be compared to professional
liability insurance for lawyers, CPA'’s, archi-
tects and engineers, or compared to other E&O
protection needed by insurance agents, real
estate sales people, etc.

Package Policy for Auctioneers. The package
policy will encompass the general liability ex-
posures of the membership, including: auto-
mobile exposures; the property exposures of
owned property, including buildings, office con-
tents, valuable papers, accounts receivable; and
possibly money coverage and fidelity coverage.

Bailee Coverage. This protection covers if and
when an auctioneer takes property of others into
his or her care, custody or control, whether it
be for a day or a week. Included in this cover-
age can be antiques, fine arts, classic auto-
mobiles, heavy equipment, general personal
property, jewelry, or other valuable articles such

74

as coins, stamps, guns, etc.

A general liability policy excludes any lia-
bility for property in the care, custody or con-
trol of the insured. For this reason, Alexander
& Alexander believes Bailee coverage a neces-
sity for auctioneers.

The NAA has offered — and many members al-
ready are being insured — a group hospital/surgical,
disability income protection, cancer cost supple-
ment and term life insurance program, but the
protection to date is for the member and his or her
family. The following questionnaire refers to cover-
age by the member, his or her family and all eligible
employees. If protection is presently not being used
by the NAA member at competitive rates, response
to the questionnaire will help the National Auction-
eers Association determine what is, and will be avail-
able.

Complete the questionnaire and return it to the
National Auctioneers Association IMMEDIATELY.

Nashville Auction School

Nashville, Tennessee

THE NATION’S FINEST SCHOOL

s~ Six terms held each year . . . one
just for everyone

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

% FREE CATALOG — LEARN AUCTIONEER-
ING

NASHVILLE AUCTION
| SCHOOL

Box 190
Department 5

Lawrenceburg, Tennessee 38464

I

THE AUCTIONEER



6. COMMENTS

NAA Group Insurance Questionnaire

Remove or copy this form from THE AUCTIONEER magazine. Complete BOTH

SIDES of the Questionnaire and send IMMEDIATELY to: NAA Insurance Question-
naire, National Auctioneers Association, 135 Lakewood Drive, Lincoln, NE 68510.

NOTE: This side of the Questionnaire refers to the Property-
Casualty Insurance needs; the other side refers to the Life,
Health and Accident programs. Complete both sides.

QUESTIONNAIRE

1. Do you currently carry Auctioneer Errors and Omissions Insurance? Yes; No.

2. If “Yes”’, name of insurance company?

Number of persons insured

Limit of liability

Annual premium $
Deductible $

. Does your contract with your sellers spell out who is responsible for protecting the property

you are going to sell at auction? Yes; No.
Do you take physical possession? Yes; No.
Do you buy insurance to cover this exposure? Yes; No.

What is the maximum value of other people’s property you might have at one time in your

care, custody or control? $

Maximum value of your own inventory held for sale? $

. If Errors & Omissions Insurance becomes available through the National Auctioneers Associa-

tion at a competitive price, would you purchase it? Yes; ____ No.

5. Would you purchase your other Property-Casualty Insurance through the National Auctioneers

Association? Yes; No.

| June, 1981
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NAA Group Insurance Questionnaire

Remove or copy this form from THE AUCTIONEER magazine. Complete BOTH
SIDES of the Questionnaire and send IMMEDIATELY to: NAA Insurance Question-
naire, National Auctioneers Association, 135 Lakewood Drive, Lincoln, NE 68510.

NOTE: This side of the Questionnaire refers to the Life, Health
and Accident Insurance needs; the other side refers to the
Property-Casualty Insurance programs. Complete both sides.

QUESTIONNAIRE

1. Are you insured for any of the following coverages on a group basis?

a. Group Term Life: Yes; No.

b. Accidental Death & Dismemberment: Yes; No.
c. Medical Protection Plan: Yes; _No.

d. Long-Term Disability Income: _Yes; No.

e. Dental Insurance: _ Yes; No.

f. Guarantee-issue Ordinary Life Insurance on yourself and your family members:

Yes; No.

g. Your employees: Yes; _ No.

2. Would you be interested in having the National Auctioneers Association make these coverages

available to you on a Group basis? Yes; No.
Which coverages? Indicate from above:
—_ B B ___ &g __.d: g ____ 12 __@.
3. Is auctioneering your sole or primary livelihood? Yes; No.

4. How many full-time employees do you have?

REMOVE OR COPY THIS FORM, COMPLETE THE QUESTIONS ON BOTH SIDES AND RETURN IT
IMMEDIATELY TO:

NAA Insurance Questionnaire
National Auctioneers Association
135 Lakewood Drive

Lincoln, NE 68510
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You’re NAA
and professional.

Show clients and associates that
you're part of a PROFESSIONAL nation-

wide organization . . . display the NAA
emblem with these quality promotional
items.

There are many reasons why NAA
auctioneers are chosen over other auc-
tioneers. One reason is the profession-
alism and ethics represented by, and
promoted through, the display of your
NAA emblem.

NAA 4” emblem decal now in stock.

This NAA emblem is a 4 x 3%.”, three
color, pressure sensitive decal for use on the
inside of window or windshield. Send your or-

der, 3 for $1.00.
Put your NAA membership to work

by displaying the NAA emblem with your
name. Let clients, the public, and as- long to a professional team — the Na-
sociates know that you personally be- tional Auctioneers Association!

NAA Promotional Items Order Form

NAA Emblem Decals: NAA Bumper Signs NAA Emblem Belt Buckle:
Brass-finish
8" Pressure-sensitive @ 2 for $1.00 @ $4.00 each
@ $1.50 each NAA Embroidered Emblems:

THE AUCTIONEER Magazine Binder

8" @ $7.50 each

4’ Pressure-sensitive
@ 3 for $1.00 2@ #1:sl'amch I Re—
(adheres on top of surface) NAA Emblem Lapel Button Smgl; E;izke:fg g s
' iti @ $5.00 each
4" Pressure-sensitive | NAA Code of Ethics
@ 3 for $1.00 NAA Emblem Reproduction Sheet @ $1.00 each
(shows through glass) @ $1.00 each '
NAA Pad Holders
@ $4.50 each
Please send me the following promotional items (indicate quantity ordering on line):
Name _ _ _ N = -
Address e e
@] 7 R State _2ip

Send no money for postage. Return postage paid by National Auctioneers Association.

Enclosed is a check or money order made payable to The National Auctioners Association, in

the amount of 9 v o . for the above marked NAA promotional items. (NOTE: NAA
Board of Directors policy prohibits any orders shipped on a ‘“‘charge’ basis. Check or money order
must accompany all orders for NAA promotion items.)

June, 1981 117
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New England’s only Auction School.
Call for information on next term.
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Advertising Rate Schedule — THE AUCTIONEER MAGAZINE

1. THE AUCTIONEER Magazine is the official publication of the National Auctioneers
Association and is published monthly with the exception that an August issue IS
not published. Eleven issues are published annually. THE AUCTIONEER Maga-
zine is published as a means of exchanging ideas that will serve to promote the
auctioneer and the auction method of selling.

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

Column Inch: $7.00 per column inch — column is 21 picas wide (372 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 ina 11-
month period. Short rates will be charged if a contract is terminated pre-
maturely.

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

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

will be accepted. If applicable to new advertisers, advance payment for the first three

months will be required.

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

4. COPY AND CONTRACT REGULATIONS: The editor reserves the right 10 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: 812 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%a by 97 inches: Half page — 7% by
45 inches: Quarter page — 3%2 by 4% inches or 7Va by 2%a inches.

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

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

Drive, Lincoln, NE 68510. Phone: 402 489-9356.
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CLERK-SAVER™ — World's No. 1 Clerking System

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

[ Buyer’5 Na:ﬂe THE CLERK-SAVERTM Is:
Or Number ____ . = P ;
item or ® Fast — check out in minutes.
HECRER = = ® Accurate — Clerk writes buyer, item &
e b R = - price. Cashier writes nothing.
This receipt verifies payment and delhwery ot the above, Seller retains ownership . LeSS expenSive than any known SyStem-
until payment check 1s honored Sold as s, where 15, Ali sales final. Thank you . Keeps a running total Of the Sale_
@ Fofera O CT-le MISSOQURI AUCTION SCHOOL K C MO 64102

@ ‘“‘CLERK-SAVER” CLERKING TICKETS—Form No. CT-12

Original and 2 copies on NCR paper (makes its own carbon copies) 8Y2x11" sheets
perforated to make 12 tickets 134x4%."". 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 Tickels (1=-3- White; Canary & Card) .o o 43.50
36,000 Tickets (1-3 White, Canary & Card) ........ e 85.00

e 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 o $14.95

® 100 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

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

Slots numbered 1 to 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 5.000...$32.50

® 10 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE
Slots numbered 1-2-3-4-5-6-7-8-9-0. All tickets with buyer ® BUYER'S REGISTRATION FORM ... Form No. BR-63

number ending in one are filed in the one slot (example: 812 x11”, 50 sheets per pad. Space for buyer’s num-
1-11-21"31-41"51-61-71-81-91-101-111-121, etC.). Likewise all ber, name, address, phOne and other information.
tickets for buyers ending in two go in the two slot; all tickets
for three in the three slot, etc. Small, compact, easy to $2.00 per pad, 10 pads at $1.50 ea., 20 or more at
carry. Size: 16” by 4” by 4”’. Weight 1 Ib., 8 0z. Only $22.95 $1.25 ea.
SPECIAL CLERK SAVER STARTER KIT

THE SPECIAL KIT INCLUDES:

® Aluminum Writing Tray ® 1,000 BC-70 Buyer Cards

® 9,000 CT-12 Clerking Tickets ® 3 Pads BR-69 Buyer Registration SAVE

® 1 Pad FS-69 Final Settlement Forms Forms *

All of the above plus: $27 00

One 10 Slot Clerking Ticket File (a $75.90 Value) Only ... . .....$48.90 '

u One 100 Slot Clerking Ticket File (a $112.90 Value) Only ... ... $84.95

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

_‘ ‘! Missouri Auction School
Top Floor Livestock Exchange Building
I > 1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117
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NOWI B 8 COLONEL® . . . The Sound That Sells”

The all new COLONEL Series of Portable Heavy Duty P.A.
Systems Designed Exclusively for Auctioneers

COLONEL® 1

® Electro-Voice Model 671 Anti-Feedback professional ball
type dynamic cardiod microphone with on-off switch, de-
tachable 10 foot coiled cord, and built in windscreen.

® Deluxe padded shoulder strap.

® Full range six inch baffled speaker.

® Tough, attractive reinforced vinyl “Mule Hide” covering
with metal corner protectors.

® Space age solid state amplifier.

® SPECIFICATIONS: Batteries: Eight “D” size flashlight bat-
teries (not included) (Alkaline batteries will give many
hours of extra service).

® DIMENSIONS: 73"’ High x 6” Wide x 7Va’”’ Deep.

® WEIGHT 4 LBS., 14 OZ.

® There is a two year repair or replace warranty on every-
thing except batteries.

List Price: $395.00 Auctioneers Cost: $237.00
COLONEL® 2
The COLONEL 2 has the same features as the COLONEL 1
plus:

¢ RECHARGEABLE BATTERY: Extra capacity battery will
last all day long. Fully rechargeable overnight.

® AUTOMATIC “Full Charge” indicator light shows when bat-
tery is fully charged.

® Complete with recharger. Charger rated 120 VAC, 8 WATT,
300 MA.

® SPECIFICATIONS: Battery: Gel Type (2) #626 2.6 AH rat-
iIng rechargeable.

® INPUTS: one microphone, one tape recorder, one battery
charger.

® OUTPUTS: One extension speaker, one tape recorder.

® WEIGHT: 6 LBS., 12 OZ.

COLONEL® 3

The COLONEL 3 has the same
features as the COLONEL 2 plus:

Storage Compartment in back to
carry recharger, microphone and
cord.

® Slightly larger speaker baffle area

with port hole.

® DIMENSIONS: 93%” High x 6"

Wide x 7Va’’ Deep.

® WEIGHT: 7 LBS., 6 OZ.

List Price: $595.00
Auctioneers Cost: $357.00

WE STOCK A COMPLETE LINE OF
P.A. EQUIPMENT. WRITE FOR FREE
LITERATURE AND PRICES.

List Price: $570.00 Auctioneers Cost: $342.00
Payment with Order — We Pay Postage . .. l Missouri Auction School
C.0.D. Orders — You Pay Postage ! Top Floor Livestock Exchange Building
Order by Mail . .. l > 1600 GENESEE / KANSAS CITY, MO. 64102
Send Check or Money Order To:

PHONE: 816-421-7117

THE AUCTIONEER

NATIONAL AUCTIONEERS ASSOCIATION
135 Lakewood Drive, Lincoln, NE 68510

ADDRESS CORRECTION REQUESTED

- -
BULK RATE
U. S. POSTAGE

Paid
Lincoln, Nebraska
Permit No. 9
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