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REAL ESTATE
AUCTION SCHOOL

Col. R. C. Foland of Noblesville, Indiana has instituted an auction
school especially designed to quality auctioneers and others to properly
conduct real estate auctions. It requires Special traimning to be prepared to
secure and conduct sales of real estate by auction.

There is a four fold service necessary to tollow, to efficiently and
successfully operate a real estate auction business.
1. Securing sales.
2. Advertising the sales.
3. Conducting the sales.
4. Closing the sales.

This real estate auction school lays great emphasis on how to secure
the business. Of course, the advertising, conducting and closing requires
special knowledge and ability, but the tirst and foremost requirement is
to secure the business.

Auctioneering is indeed the “white heat of salesmanship.” When
applied to the sale of real estate, it is one of the most tascinating, remuner-
ative and serviceable lines an auctioneer can pursue. The field is large,
commissions are good and competition is very limited.

If interested, please clip and ftill in the subjoined enrollment blank
and mail it together with a good taith payment on your tuition. It you
prefer, just come so as to arrive Monday, January Tthi, 1B37.

-+~ ENROLLMENT BLANK -

[ hereby enroll in the R. C. Foland Real Estate Auction School
for the January Term, 1957, beginning on the 1st Monday and running
3 weeks. For and in consideration of the instructions I am to receive
from said school, T agree to pay a tuition fee of $300.00, as follows:
$100.00 cash, and balance of $200.00, I agree to pay said F oland
1/2 of my commissions trom the sale of Real Estate until paid in
full. Upon successtully completing the course it is understood 1 am
to receive a certificate of graduation.

Dated this _ day ot R T
Signed R _ B
Address
City State
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For Results That Count

By COL. B. G. COATS

My article for this issue of ‘The
Auctioneer’” had me worried. I just did
not know what to write about. It was
while conducting an auction sale the
other day that gave me the subject “FOR
RESULTS THAT COUNT” and how ap-
plicable it was to the National Auc-
tioneers Association.

While every preparation possible was
made for the sale and every detail taken
care of, it was just one of those sales
where things just didn’t click. It was
really rough going. While selling I tried
to analyze just what the trouble was
and before the sale was over 1 had
exhausted every trick of the profession
without results. The crowd was 1n ex-
cellent frame of mind, the merchandise
was exceptionally good, the weather was
excellent, the visitors had every com-
fort desired including seating accommo-
dations and lunch. It was just one of
those sales that was unexplainable as
to why better results were not obtained.
You all know what I am talking about
as you have no doubt experienced the
same thing, and if you haven’t, you
are in for the shock of your life. As yet I
haven’t given up as to why the sale
was not a success. I have, however, come
to this conclusion. It must have been
me. I was in good form, I felt good,
the crowd was in a jovial mood through-
out the sale, but for some unknown rea-
son the results were not up to par. I
even conversed with many of the visitors
after the sale for their opinion and
they too were at a total loss. Despite
the disappointment I profited greatly by
that sale.

This is what was indelibly impressed
upon my mind. Regardless of what you
are selling, conditions, pressure, at-
mosphere, crowd, or what have you, if
you don’t produce results your. reputa-
tion as an Auctioneer is somewhat
jeopardized and Colonel you are going
to have to double your efforts to re-
gain the ground lost.

I could go on and on but let’s get to
the meat of this article now. Has it ever

occurred to you that this is an era of
unprecedented challenge to the thousands
of Auctioneers. All that has been gained
for the Auctioneers and their profession,
stands in peril. Rather a broad state-
ment isn’t it? But it is true. There are
groups both in and out of government
(local, state and national which are
growing in force and numbers. They have
challenged the Auctioneers by fostering
upon them legislation that if permitted
to continue unabated will in time put
every Auctioneer in the United States

~ out of business. Another broad statement

but it is true. We of the National Auc-
tioneers Association should accept the
role of defending champions of a great
principle, one that is firmly rooted in
precedence.

In accepting this challenge let us do
so with a determination to iIncrease our
ranks with thousands of additional mem-
bers and reinstated members — thus
giving us the manpower that is respected
by those who fashion the laws that per-
tain to the licensing of Auctioneers.

We must recognize the basic principle
that only through greatly increased num-
bers, and the prestige that goes with
strength, can we emerge from this battle
with colors flying.

As a firm and devout believer in or-
ganization for Auctioneers, 1 fervently
appeal to every member of the N.A.A.,
to help build our forces. May I suggest
that we do this by personally approaching
every Auctioneer in our respective com-
munities — and by inviting them to
join the N.A.A. I cannot over-stress the
importance of the person-to-person ap-
proach. All experience has proved that
no other technique can produce the re-
sults we seek. We must sell the Auc-
tioneers. Tell them the N.A.A. story,
sell him on the urgency of resisting the
challenge of the forces that would like
to legislate him out of business. For
the Auctioneers of today and tomorrow
the threat is painfully real. We must fight
to preserve the rights which are ours.
We cannot permit this un-American
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philosophy to take more root. We must
destroy that which has been placed upon MR_
us. We must resist and destroy the laws

that discriminate against the Auction- AUCTIONEERI

eers.

The person-to-person approach is the Increase Attendance
only successful way to build the mem- At Your Sales With
bership strength of the N.A.A. Every-
thing else has been tried — time and Announcements
time again — without substantial re- by
sults. Success depends upon you. No .
member can miss doing a good job in Harry Mal'tlll
a person-to-person campaign if he will

but organize his efforts.

Make absolute certain that no Auc-
tioneer ever again has reason to say,
“I don’t belong to the N.A.A., because
nobody ever asked me to join. “FOR
RESULTS THAT COUNT” may we all
give just a little bit more of ourselves
in the interest of our Association.

Newspaper Boosts b
Auction Selling ON HIS

The New York Herald Tribune has re- FARM N EWS

cently displayed attractive posters, 30 Program
inches wide and 46 inches deep in every M
subway station in New York City as 12:10—12:25 P.M.
well as the Hudson Tubes and other Weekdays

terminal points. These posters are part |
of a campaign for the purpose of at- WFBM_TV
tracting more of the general public to AV

the auction method of selling or buying.

A representative showing of bus cards Channel 6, Indianapolis |
throughout the city is also appearing at Serving more than halt ot
the same time and using the same theme. Indiana’s farm homes.

A. J. Auerbacher, Manager of Auction
Advertising, says, ‘‘This program 1is in THIS NEW SERVICE
line with the Herald Tribune’s keen in- AVAILABLE FOR
terest in fostering the Auction business. ® Farm Sales

You know that for nearly two decades

the Herald Tribune has carried nearly ® Livestock Sales

809% of all Auction advertising in New ® Sales Barns | -
York City and is known to the Auction- FOR SPECIAL RATES
going public as the leading Auction |
medium in the country.” WRITE OR CALL
HERB NELSON OR
What Next? HARRY MARTIN
‘““And now, Gentlemen,” continued the WFBM-TV
Congressman, ‘‘I wish to tax your mem- 1330 N. MERIDIAN ST.
ory.” INDIANAPOLIS, IND.
“Good heavens,” muttered a colleague, ME. 4-8521

“Why haven’t we thought of that before?”’
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Our Possibilities

By E. T. SHERLOCK

There is nothing more positive than
the march of time. This fact brings us
to the end of another year. Time Gone
Forever — Never to Return — only in
scribe and memories.

We of the National Auctioneers Asso-
ciation are privileged to look back, with
pride, to events and accomplishments
that enlighten and inspire us as we stand
upon the threshhold of a New Year —
each of us individually and all of us
collectively, alloted exactly the same
amount of time to the end of the last
second, for the duration of 1957. Time,
which we may use progressively through
thought and effort or let pass by iIn
thriftless unconcern.

We cannot view the past without being
sincerely grateful for the individual ef-
fort of our members toward the steady
progress we have made.

It is a fact, our organization 1s not
suffering with growing pains, yet we
can point to a steady increase of mem-
bership during the first half of the cur-
rent year. Achievements of the past are
the foundation of our future. Our weak-
nesses and omissions must be recog-
nized and corrected in order fo prog-
ress. To progress we must grow. We
cannot rest on laurels of the past. We
must aim for greater and better ac-
complishments. with renewed courage
and determination, that each New Year
will be better than the last.

Our faith in the future will minimize
the problems which are bound to con-
front us, and this same faith should
strengthen our vision and confidence
that the best is yet to come.

Visualize with us please, the possibili-
ties of the National Auctioneers Asso-
ciation at the end of this new year,
if each of us continue to give a little
more time and effort toward the prog-
ress of our organization. The necessity of
increased action and cooperation is ob-
vious—Let us continue to introduce fel-
low Auctioneers to Their Organization —
Their publication — the conscientious
and capable auctioneer will appreciate
it.

Visualize with us please the National
Auctioneers Association ten years from
this date. It is possible we can boast
of a total membership well up in the
thousands and support an interesting
and educational, one hundred page pub-
lication. Imagine the extreme pride we
now have in our Ladies Auxiliary and
our Ilimited Hawaiilan and Canadian
membership, being tremendously en-
hanced by this accomplishment, and
likewise the pardonable pride of those
who helped make it possible.

The door that opens to this New Year
and years to follow reveals great pos-
sibilities for the National Auctioneers
Association, Let us continue, with en-
ergy, enthusiasm, and faith in the fu-
ture to sow the seeds of prestige and
thrift for Our Profession, Our Organi-
zation—today and for generations to
come.

Let us make good use of our time in
1957.

My sincere best wishes to you and
yours. that the happiness and prosperity
of this New Year be yours in Heaping
Measures.
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Martin County
Historical Society, Inc.
P. 0. Box 324
Fairmont, Minnesota

Col. Bernard Hart
AUCTIONEER
Frankfort, Indiana

Dear Bernard:

The November article by Colanel Coats,
AUCTIONEERS CAN BE OF SERVICE
TO THEIR COMMUNITY, was of par-
ticular interest to me, and I am sure
that many cother readers got a new idea.
or refreshing reinforcement for omne al-
ready in use. Outside c¢f the immediate
members of a family I don’t believe
that anybody has more first-hand acccss
to historical relics than the auctioneer
who appreciates the intangible value of
them, and recognizes it when he comes
in contact with a ‘find.” Remember what
we said about THE THRILL OF FIND-
ING in one of our articles a while kack?

Nobody knows how valuable some
scrap of paper may be, until it is ex-
amined by a qualified expert. Right now,
a bundle of old papers is the center of
a legal battle with importance to all from
ocean to ocean. Clamoring for possession,
are the Federal Government, the Min-
nesota Historical Society who received
them from one of the heirs who cleaned
out an attic, a daughter of Gen. John
Henry Hammond in whose old desk the
papers were found, and a few other
heirs who suddenly arose for recognition.
One judge has handed down a decision
that the Federal Government has failed
to establish title, but there will be quite
a bit more said before the U.S. Supreme
Court comes in with a final ruling. Un-
til it does, there is no clear cut definition
about who is entitled to own historic
papers. In recent times we have wit-
nessed the establishment of two large
libraries based on presidential papers.
Until a definite policy is established by
government action, nobody knows what
is the proper disposition for government
papers, worse than that, there isn’t a
clear definition of what a government
paper is, and we do know for sure that
nobody will know who can legally possess
the old rubbish from the desk in a St.
Paul, Minnesota attic.

In the excitement of getting all this

off the mind, we forgot to tell you what
the papers were about. In case you
have read this far, and it might interest
you, these pages were THE MISSING
SECTION OF THE JOURNALS KEPT
BY LEWIS & CLARK WHEN THEIR
FAMOUS EXPEDITION WAS MADE
TO EXPLORE THE WEST 150 YEARS
AGO.

Walter Carlson,

Secretary

Auctioneer Named To
Important Post

‘““Auctioneer and wife go to prison”
could well have been the title of this
story as that is exactly what Col. and
Mrs. R. B. Dennis have done. Col. Den-
nis has been appointed Warden of the
Butler County Correctional Institution
located in Butler, Pa., and Mrs. Dennis
has been named as matron.

Col. Dennis has served as Justice of
the Peace since 1947. Previous to that
he was manager of a retail food chain.
He is a graduate of Bliss College, Colum-
bus, Ohio, and majored in accounting
at Ohio State University. Currently, he
1S also serving as Secretary of the West-
ern Chapter of the Pennsylvania Auec-
tioneers Association.

The Butler County Institution is new
and has embodied in it all the latest
and most modern provisions of maxi-
mum security and also facilities for
the correction and rehabilitation of those
persons who have gotten out of step with
society and are in need of help to re-
adjust themselves. Col. and Mrs. Den-
nis were chosen for the post from a
field of eight candidates.

Those who attended the National Auc-
tioneers Convention at Indianapolis, in
1955, will remember the Dennis’ and I
think all will agree that they will do a
commendable job in their new post.
Col. Dennis states that he will discon-
tinue auctioneering excepting for charity
and benefit sales. However. he plans to
continue his activity in both the Penn-
sylvania and National Auctioneers Asso-
ciations and do his part in promoting
goodwill and fellowship among the mem-
bers of the profession.
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New Auctioneers

On the opposite page is a picture of
the graduating class of the Missouri
Auction School, Kansas City, Mo., De-
cember, 1956 term. From left to right,
they are:

Top Row: Bernard Vrbas, Kansas;
Gomer R. Deéniel, Missouri; Jacob UIl-
rich, Kansas; Richard Rice, Montana;
Galyn Devore, Kansas; Walter Keough,
Massachusetts; Chas. E. Losh, Missouri;
Dale Montgomery, Kansas; Jerry D.
Popplewell, Missoursi.

Middle Row: Max R. Harz, Kansas;
David McGhee, Kansas; Hans Christen-
sen, Iowa; Paul H. Riley, Oklahoma;
Wayne Foster, Kansas; Roy G. Miller,
Washington; Carl Arnett, Missouri.

Botton Row: John D. Ulrich, Kansas;
Clyde M. Stolze, Pennsylvania; School
President, Col. C. C. John; Instructor,
Col. Carman Y. Potter, Illinois; Everett
Wade, Wyoming; Lewis G. Garrison, On-
tario; Donald S. Rogers, Indiana.

There Is A Law

By Col. R. E. Fortna, Denver, Colo.

Occasionally, an auctioneer may be
confronted with a problem in which the
successful bidder refuses to make set-
tlement for the item sold to him. If the
consideration involves several thousand
dollars such as a real estate auction the
auctioneer should remind the difficult
buyer of a General (Federal) Law which
protects the seller and auctioneer. This
law stetes, in substance, that if the
auctioneer or his clerk records the buy-
er’'s name and the amount of the bid
in the presence of the buyer then the
buyer is obligated to make settlement
according to the terms of the auction
or pay any loss incurred by selling to
another buyer at a lower price. (A law-
yer told me that this is a rare instance
in law where the auctioneer at once be-
comes an agent for both seller and
buyer).

Several years ago I sold a piece of
improved real estate at auction for
$5,000. The buyer, a woman, refused to
sign a contract without the approval of
her lawyer. However, she agreed to
meke a token payment of $100, pay an

additional $400 and sign a purchase con-
tract in her lawyer’s office the next
day. Then she changed her mind and
sald she did not want the property. I
learned later that she had been chided
by friends for paying so much ‘at auc-
tion.’

On advice of the seller’s lawyer I sold
the property to another buyer for the
highest price possible, $4,700. We made
proper demand for $300 from the original
auction buyer. Her lawyer held that since
we did not have a signed purchase con-
tract we could not recover.

The seller’s lawyer was certain of win-
ning and wished to make a test case of
it in the Colorado courts. We first
brought suit in Justice Court and won.
They appealed to the County Court. The
latter court found for the plaintiff and
ordered the defendant to pay $300 plus
interest and court costs.

It 1s obvious that my interest in the
case, commission-wise, did not warrant
a law suit. However, I was pleased to
appear as a witness in order to vindicate
the seller and myself. Other auctioneers
might profit from this information. Nat-
urally, I would not make a public an-
nouncement of this little-known General
Law but the result of this case may be
useful if a similar unfortunate situation
erises. Incidentally, both trial judges
had not read or heard of this law until
it was cited by the seller’s lawyer.

THE COUNTRY BOY’S CREED

I believe the country, which God has
made, is more beautiful than the city,
which man has made; that life out of
doors is the natural life of man. I be-
lieve that work is work wherever I find
it, but that work with nature is better
than work with machinery. I believe
that the dignity of work depends not
on what you do, but on how you do it;
that my success depends not on where
I am, but on myself; not on my dreams,
but on my actions, not on my luck, but
on my pluck. I believe in working when
I work and playing when I play, and in
giving and asking a square deal always.
—Sunshine Magazine.

It is defectiive faith which clogs the
feet and causes many a fall.
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| Advantages Ot Selling By Auction

Third Prize Winning Speech — Foland Auction School Commencement

By Jim Kirkendall
Burlington, Indiana

I am quite sure, that you people can
tell, from my very tender years, that I
have had very little experience in selling
in any manner, either auction or private;
and broadly speaking, there are really
only two methods. But I would like to tell
you right here in the beginning, that I
have had some experience in selling and
have talked to many salesmen. I have al-
so talked to those who have had actual
experience in auction selling and in many
instances, where the private method has
utterly failed. My conclusions are drawn
from my opinions formulated by these
observations.

I am thoroughly convinced that the
auction means of selling is the only way
to sell and be assured of getting the high-
est and true value. In my opinion, this is
true, be it household goods, other chat-
tels, real estate or what have you. When
you sell something from the block, you
have the greatest assurance of selling to
the very highest bidder and therefore as-
suring yourself of getting all that the pub-
lic will pay. Isn’t that the true value? In
fact, it occurs to me the only true value
is that which can be obtained by fair and
open bidding, where all are given an
equal chance to reveal their demands.
Would you not agree that is likely to be
the true value?

The auction method is the only way in
this world, to sell at the time you desire
to sell. Please compare this with the un-
certainty of the slow process of the pri-
vate selling. When attempting a private
sale, no guarantee can be given as to the
time you can sell, or for that matter, if
it will sell at all! I dare say that there
is not a man in the world, who can prom-
ise to you, that he can sell personal goods
or real estate at any definite time, other
than by the public sale system. Auction-
eers can guarantee a sale, by the genuine
auction method, at the time you desire
to sell and to the person who bids the
highest dollar, and let me remind you
again, that what it is worth to the public
is the true value. It isn’t what the owner

thinks it is worth, what the auctioneer
thinks it is worth, or what any individual
or appraiser thinks it is worth; but it 1is
what John Q. Public thinks it is worth
and is willing to pay.

Let’s talk for a minute about household
goods. Suppose conditions come about,
whereby you decide that it 1s necessary
for you to sell your house furnishings, If
perchance, you should make the mistake
that some do, in using the private course,
some announcement and publicity and
some kind of a selling campaign will be
necessary. I dare say that the first round
of advertising would likely result in some
of the nicer things being sold, and per-
haps at good values. Even so, by dealing
with one at a time, void of competitive
bidding, the sales which may result, will
likely be at lower values than could be
at open public sale. When the advertising
loses its appeal, what are you going to do
with the rest of the property? In such
cases, it is sometimes difficult to even
give the property away, to various indivi-
duals, without losing a lot of effort and
time. On the other hand, if a date 1s set
and the contract made with a competent
auctioneer, every item can be disposed of
right on the premises, on a given date
and very likely for a much higher value,
than the long delays in private selling will
bring. Even what is sometimes consider-
ed ‘‘junk items’ can be disposed of in a
public sale at good values, which would
not begin to sell, without the spirit of
competitive bidding. I can refer to one
sale, in Lafayette, where the owner of-
fered to take $100.00 for what was con-
sidered the left overs, after moving out
some of the good furniture. The Fo-Land-
Auction Co. had an afternoon sale in La-
fayette and the owner of this job lot of
left over property gave us a contract to
make an evening sale the same day. The
sale totaled over $500.00. Don't waste
your time fooling around with private
selling, when the auction method will
turn the trick so much more conveniently.

In one case, an owner was frying to



IN UNITY

THERE

IS STRENGTH

Col..Jim Kirkendall was the youngest auctioneer present at the 1955 National Co:a-
vention In Indianapolis, and receives the official recognition from Convention
Chairman, Ray Elliott.

sell his own real estate for $15,000.00, but
failed in the attempt. He then attended
a real estate auction and later consulted
the auctioneer and finally gave him a
contract to sell to the highest bidder. The
place brought $16,900.00. A hint to the
wise should be sufficient.

In summing up, I am very certain that
you will agree with me, that the auction
method is the superior way of selling; be-
cause 1t secures the highest dollar, and
assures the sale, at the desired time, and
by this method everything can be sold.
In this modern day therefore, choose the
modern way of selling. Have the courage
of your convictions and sell by the met-
hod which has so many superior advan-
tages. Use the manner of selling, which
concentrates the interest of all prospec-
tive buyers on your deal.

It’s no use crying over spilt milk, It
only makes it salty for the cat.

Legislative Group
For New Hampshire

Action taken during the November
meeting of the New Hampshire Auc-
tioneers Association included the ap-
pointment of a committee on legisla-
tion. It will be the duty of this commit-
tee to keep abreast of the activities of
the General Court in its next session
with respect to legislation affecting auc-
tioneers.

Col. Merle Straw, Jr., Seabrook, is
President of the New Hampshire group
and Col. George Michael, Rochester,
serves as Secretary.

I sent my boy to college
And nothing did he lack;

I spent ten thousand dollars:
And got a quarter back.
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New Auctioneers

On the opposite page is a picture of
the graduating class from the Reppert
School of Auctioneering, Decatur, Ind.,
December, 1956 term. Identification
reading from left to right is as follows:

Top Row: T. J. Collins, Iowa; Joe W.
Dickerson, Ohio; Gerald C. Merritt,
Ohio; Gary Van Hill, Michigan; Dan
Hickerson, Kansas; W. G. Standerwick,
Nebraska; s C. E.
Corder, Oregon; James Gebhardt. Ohio:
James T. Priest, New Mexico; J. B.
Witherspoon, Jr., Tennessee; Jerry K.
Smith, Tennessee; Patrick Forristal,
Iowa.

Third Row: Robert E. Sigler, Ohio;
Arlen Robinson, Nebraska; John R.
Booth, Ohio; Frank W. Roby. Ohio; Paul
Rothwell, Ohio; Ted Anderberg, North
Dakota; L. M. Cook, Utah; John Cham-
bers, New York; Glen E. Cox, Missouri;
W. D. Bruce, Indiana.

Second Row: R. D. Newton, Ohio; Wil-
mer Routh, Ohio; Howard Mansfield,
Ohio; Larry Black, Indiana; Oliver
Horton. Kentucky; Ted Shull, Indiana;
Russell Barrett, Ohio; Leslie Mathews,
Maryland; Jim Roth, South Dakota; Tom
O’Farrell, Maryland; David Creger,
Colorado.

First Row: William Fletcher, New
York; R. L. Honeycutt, Jr., North Car-
olina; Robert Youngs, Michigan: J. C.
Clem, Tennessee; Clarence Barnhart,
Indiana; Gywin Sponsler. Illinois; Sam
Curia, West Virginia; Earl J. Martin,
Illinois; Calvin Brown, Michigan: James
Chambers, New York; Billy McNamee,
Ohio.

Seated: Instructors, Guy L. Pettit,
Iowa; Clyde Wilson, Ohio; Rolland Rep-
pert, Indiana; Q. R. Chaffee, Pennsyl-
vania; Homer Pollock, Ohio; Gene
Slagle, Ohio.

Horse Trading Over
But Auction Goes On

PRINCETON, MINN. — Horse trading
1sn’t what it used to be but there still
1S an active market for tractor-displaced
animals farmers have been keeping for
sentinmental reasons.

It 1s provided by livestock auction

11

markets such as the one operated by
the Pike brothers, Al and Oscar, at
Princeton, Minn.

Now handling $500,000 worth of live-
stock annually, the market will note its
15th year at a special anniversary sale
Nov. 8.

“Certainly we expect to have some
horses,”” Al Pike, ‘who also functions as
auctioneer, said. ‘“‘Just the other day
we had a consignment of 25 horses, 23
of which sold for an average of $118
per head. That’s a pretty good price
these days.”

The seller was Robert Talberg of Hill-
man. The buyer, a Duluth manufacturer
of canned dog food.

That’s where most work horses of-
fered for sale wind up, Pike explained.
Mink breeders in need of meat to feed
their animals also help support the mar-
ket.

All of which helps explain why Minne-
sota’s horse and mule population
dropped 17 per cent to 90,000 last year.

The Pike brothers are making a spe-
cial effort to reduce the number still
more at their anniversary celebration.

In addition to free coffee and dough-
nuts, they are offering $100 in cash
prizes, including awards to the con-
signor who brings the most horses and
the buyer who purchases the largest
number of horses.

THE RACE MUST GO ON

In England there was a letter car-
rier who covered his route on foot and
always cut through the fields from one
village to the next.

One day he climbed a fence and
started for the far side of a large field,
when an enormous bull charged toward
him. By the time he reached the fence
on the far side, the bull was at his heels.

The mail carrier hurled his pouch
across the fence. threw himself over the
rails and landed in a heap on the sod,
out of reach of the animal. He lay stiil
for a few moments, trembling in every
limb, cold sweat on his brow, his eves
tightly closed, a few groans escaping
from his lips. Then a stranger, who had
witnessed the excitement, said, *“’E al-
most got you that time!”

Said the letter -carrier,
gets me every time.”

‘“E  almost
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Auctions Create Excitement And

Offer Practical Selling Method

OCEAN TOWNSHIP, N. J.—The auc-
tion sale, in these days of supermar-
kets, mass selling, ‘‘easy’’ financing and
the money-back guarantee, is almost an
anachronism.

For the devotee, tho, it’s still the pleas-
antest way to spend a dollar, or a hun-
dred dollars. Even for the laymen who
might not know pewter from plywood,
but has an eye for bargains, an auc-
tion sale can be as rewarding as a
stockbroker’s friendship.

Auction sales. especially of private
estates in the Shore area, appear to
be booming, to judge from recent news-
paper advertisements.

We attended one here recently and
witnessed the sale of an estimated $4,000
in household furnishings.

Many sales of private estates by auc-
tion dispose of property of a deceased
owner to settle his estate. Others are
hardship cases, where owners need
ready cash for a variety of reasons.

But, whatever the reason for the sale,
doing it auction fashion is an example
of selling acumen. So says B. G. Coats,
Long Branch auctioneer with some 14
years in the business.

Calls Sales ‘Practical’

‘“Lots of people look up to an auction
as a ‘distress sale,”” said Mr. Coats,
who conducted the sale. ‘It isn’t in many
cases. Not any more. Really it’s the most
practical and expeditious way to dispose
of holdings.”

One reason that’s so, said Mr. Coats,
is because certain items available at an
auction are unattainable elsewhere. and
their sale at auction at a good price
is assured. Mr. Coats said he conducts at
least one sale a week—there’s always
one on Saturday — ‘“and we sell out
every piece.”’

Mr. Coats was on hand at the home
of William E. Jones, 609 North Edgemere
Drive, West Allenhurst, where Mr. Jones,
a retired General Motors executive and
a recent windower, put his furniture and
a variety of personal effects on the block.
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200 Attend

Warm weather and sunny skies at-
tracted a crowd of some 200 peoplie,
mostly women. For two hours belfcre
the sale got under way, prospective
buyers scrutinized and evaluated mer-
chandise piled high on tables on the lawn,
or went inside the house to size up furni-
ture, a TV set, a refrigerator, rugs and
scores of other items.

Promptly at 10:30 a.m. — and to the
recorded strains of ‘“The Yellow Rose of
Texas.’”’ broadcast over Mr. Coats’ Hi-
Fi sound system — the auction got un-
der way.

By mid-afternoon, Mr. Coats had dis-
posed of the entire lot, ranging from a
bouquet of fresh cut flowers, the first
items sold, down to a box of red, white
and blue plastic poker chips.

Mr. Coats in action is a combination
master of ceremonies and top sergeant,
with a manner and voice halfway be-
tween the two.

Humors Audience

He interrupts his auctioneer’s chant
periodically to chat with his helpers.
‘“Watch the crowd, boy. Don’t be afraid
of those ladies.” He chides a disap-
pointed buyer who complained about a
pitcher. “Why wouldn’t it be cracked,
lady? You’d be cracked too if you were
125 years old.” Or he’ll comment on a
sale, ‘‘Sold for a dollar and a half. And
you can buy it anywhere for fifty cents.”

This sale saw few antiques presented
for bids. Most of the items were utili-
tarian and the bidding on them was
brisk as Mr. Coats urged his captive
audience up and up and up.

Apparently Mr. Coats, who works on
a commission basis. was pleased with
the day’s results. ‘It was an excellent
sale,” he commented after the last item
was sold.

The departing bidders and buyers,
many of them flushed with their individ-
ual victories, looked happy about the
whole thing, too.
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NAA Headed For New
Membership Record .

This can be the year that your Na-
tional Auctioneers Association will sur-
pass all previous membership records.
It all depends upon you as an individual
member. You are important to the NAA
as a member and you can make that
membership more important if you will
publicize your membership and encour-
age other auctioneers to become mem-
bers. As of December 15 we had made
an increase of 429 1n Membership
Cards 1ssued over the previous Yyear.
Most of this gain can be attributed to
the fact that many of our members are
enlisting new members daily. We should
have 10,000 members and you can help

us get them.

Below is a list of those whose mem-
berships were received between Novem-
ber 16 and December 15. The asterisk
denotes renewal.

*Col.

Col.
Col.
Col

“Col.
“Col.

Col.
Col.
*Col

‘E‘Col'.

*Col.
*Col.
Col

*Col.

*Col.
Col.
Col.

*Col

:’*‘Col-.

Col.
*Col,
*Col.

Col.

Col.

Col.

Col

- Col'.

Col.
*Col.

C. Evans Wahlin: Minnesota
Arthur L. Garber, Illinois
Boyd Larson, South Dakota
Raymond S. Bush, South Dakota
Vernell Johnson, South Dakota
James P. Slater, Wisconsin
Haskell Stratton, Kentucky

W. R. Walters, Kentucky
Arthur Bennett, Quebec

Arthur I. Forbes, Michigan
John F. Sargent, Ohio

Oscar Tostlebe, Iowa

Lewis M. Hymers: New Jersey
Gene A. Saine, North Carolina
Donald Bradley, Ohio

Claire Kearns, Pennsylvania
Hugh Vancel, Indiana

Jay Arnold, Iowa

Chester K. Bell, Wisconsin

L. M. Cook, Utah

George M. Lockridge, Virginia
George W. Fox, Pennsylvania
Williamm L. Persinger, Iliinois
Hans P. Christensen, Iowa
George Clower: Texas

Arthur J. Boyer, California
Earl R. Smith, Utah

Willard A. Grosjean, Ohio
Joseph L. Schrock, New York

Most of us know how to say nothing . .
few of us know when.
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Dear Editor:

Just finished reading the Decem-
ber issue of ‘“The Auctioneer’ and
find it, again, very interesting.

I read Col. Coats’ article about

‘“The Auctioneer’’ and thought I
would write a few lines.

The auction business has been
fairly good this year. I am very
interested in the Auction profession
and enjoy the work very much. I
am proud to be a member of the
N.A.A.

This past November I had the
privilege of working the r:ng for
Col. Harris Wilcox. The Lebanon
County Holstein breeders held their
first consignment sale on the Hul-
man Dairy Farm. Mr. Hulman is
a well known Holstein breeder in
this area. This sale proved most
successful. Col. Wilcox is a very
fine auctioneer and I was happy to
work with him. I hope I will have
the honor to do so again.

I am grateful for men like Col.
Wilcox because it is men like him
that we young auctioneers admire
and are inspired to work harder
toward becoming better auction-
eers.

Truly yours,
Roy I. Ebersole,
Lebanon, Pa.

“It’s surprising,”’” said the professor
to his wife at breakfast, ‘“to think how
ignorant we all are. Nearly every man
1s a specialist in his own particular line,
and in consequence we are all as nar-
row-minded as it is possible to be.”

“Yes, dear,” said his wife.

“I, for 1nstance,” he continued, ‘‘am
ashamed of my failure to keep abreast
of modern science. Take electric light,
for example, I haven’t the least idea
how it works.”

His wife gave him a patronizing look,
and smiled.

“Why, Hubert, I'm ashamed of you,
too. It’s so simple! You just press a
switch, that’s all!”’
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Thanks and Appreciation

Most of our readers will no doubt recall that the Saturday Noon
Luncheon at our 1956 National Convention was sponsored by the
Auction School owners and the Auto Auction owners. Since the
list of individual donors has been incomplete we have withheld this
item of thanks and appreciation until such time that most of the
contributions had been received. Below are the names of those who
helped finance this very successful and important portion of the

Convention Program.

Missouri Auction School, Kansas City, Mo.
National Auction Institute, College Station, Tex.
Nelson Auction School, Renville, Minn.

Reppert School of Auctioneering, Decatur, Ind.
Western College of Auctioneering, Billings, Mont.
Dixie Auto Auctions, Birmingham, Ala., and Atlanta, Ga.
Evansville Auto Auction, Evansville, Ind.

Greater Chicago Auto Auction, Chicago, 1ll.
Indianapolis Auto Auction, Indianapolis, Ind.
Kansas City Auto Auction, Kansas City, Mo.
Muncie Auto Auction, Muncie, Ind.

St. Louis Auto Auction Barn, 'St. Louis, Mo.

We believe this list to be incomplete and full credit will be given
to any other Auction Schools or Auto Auctions that wish to have a
part in this event which was featured by an address by the Hon.
Harry S. Truman, former President of the United States.

Col. Bernie Hart:

Thanks.

Educational, profitable, very enjoyable,
honestly look forward to your publica-
tion of ‘“The Auctioneer.”” You and all
auctioneers should be proud of it. Please
place my name from Connecticut on the
Booster Page.

Auctioneeringly yours,
Richard “Dick’”’ Mather
Hartford, Conn.

- — - —— —

“I am enjoying ‘The Auctioneer’ more
all the time. Enclosed is $5.00 to have
my name appear in the list of boosters
for ‘The Auctioneer’.” Col. J. R. Gilles-
pie, Rogers Agency, North Platte, Nebr.
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“My memories still linger with the
1955 Convention at Indianapolis, Indiana,
with its varied educational and enter-
taining programs in addition to the per-
sonal contacts. I especially enjoyed being
with Col. Carey M. Jones who was one
of my instructors in July of 1906, at
Davenport, Iowa.

‘““As you mentioned in your reminder,
that if successful you have an obliga-
tion—and I accept the obligation. As a
beginner of my second half century as
an auctioneer I expect to gain much
more from the experiences of others
as I have in the past.”

Oscar Tostlebe,
Cedar Falls, Iowa
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Organization--

The Wheel Of Progress

By COL. POP HESS

To introduce my first column in ‘“The
Auctioneer’” for this New Year, 1957, it
1s to say hello to all our readers through-
out the land and to you, Mr. Auctioneer,
I wish a great New Year for you in your
work as the middle man between seller
and buyer as a Public Auctioneer. Yes,
this is a New Year, the most of us
make many good resolutions, and no
no doubt break the most of them before
the year is over. However, it is my
hope and trust that all Auctioneers will
make one resolution they will faithfully
keep, ‘“To be sure and support your
State and National Auctioneers Asso-
ciation to the last ditch.”

You will note I mention both your
State and National Associations. As 1
see it, neither can function effectively
without the other. In other words, these
two associations represent what one could
call a wheel of progress for Auctioneers
and the auction way of selling real and
personal property of all kinds.

The National Association is the hub—
on a strong axle, that must be well oiled
to kill the squeaks that can be heard
when running dry. The State Associ-
ations are the spokes that hold the rim
and tire in place, and the tread of this
tire is the active members who do their
bit to keep the tread from wearing
into a flat tire. As we look over the
past ten years we do have more thriving
State Auctioneers Associations and can
safely say the best National Auctioneers
Association of all times. Also, generally
speaking, one can say the Auctioneer
and the Auction way of selling is on
a much higher standard than of all time
and much credit for it has come through
the efforts and service extended through
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the members of State and National As-
sociations of Auctioneers.

In this column, starting a New Year,
I make mention of the above, as it is
each Auctioneer who is interested in
making his business and conduct better
in serving John Q. Public, his only and
best customer as a buyer or seller, to
so prepare himself in having available
the many good points one can gather
from the membership of these Associ-
ations. Also, he will be able to discard
some of the bad points that creep out
from under, as the Membership of any
Association is not perfect 100% Mem-
bership on line of thought and pro-
graming a future. However, the good
stands 95% over the bad, all along the
line of any man’s Association formed
for progress and perfection.

This publication was one of the early
items of progress formed through our
National Auctioneers Association, and,
if I am correct, it has been in the lime-
light to my way of thinking for nearly
ten years. From my mail received in
response to some of my writings, this
column is being read by many Auc-
tioneers who are not members of either
a State or National Association. I enjoy
getting these letters even if they bom-
bard some of my remarks on the value
of any auctioneer to support an associ-
ation of any kind for the benefit of the
Auctioneer and his business. Each letter
brings out a point of thought, good and
bad. I will welcome any or all who
agree or disagree with my statements
made above by writing to me direct,
Worthington, Ohio. Your letters will re-
celve my best attention.

During this month of January, 1957,



IN UNITY

THERE

IS STRENGTH

and through the months to come, many
state auctioneers associations will hold
from one to two meetings during the
year. The National Association Conven-
tion will be in July and you, Mr. Auc-
tioneer, regardless of, if you are not In
favor of having such associations, or
are luke warm up to 100% in favor, make
it a point to attend and listen in, weigh
the viewpoints exposed by members in
attendance. You will be able to take
home a bone to gnaw on, good or bad,
and in this gesture will make this point
outstanding, you, Mr. Auctioneer iIn
Active Membership, of your State or
National, do not overlook the fact you
can have in your attendance auctioneers
who are weighing your ways of procedure
with a strong decision to make, if they
be for or against such Associations.

There is no question there has been
statements and actions in such meetings
that has driven many a good Auctioneer
home who could have been a strong
supporting member. To be a good mem-
ber or a member at all do not expect
these meetings to be the place where
you have to take all the time there is
in telling the audience what an angel
of an auctioneer you are and all your
competitors are skunks, price cutters,
rotten, etc., because there could be in
yvour attendance one of these referred to,
who could give an answer that would mar
the picture you have painted. The best
way for all is to go to these annual meet-
ings with an open mind, bury for the
day all prejudice and evil thoughts from
your mind, and weigh the pcints brought
out, defend your way of thinking in a
manly form and from it all, progress
is made.

As I see it, both State and National
Auctioneers Associations are not set up
for just a few or to set price fees or
outlaw any auctioneer who is not what
any one other auctioneer thinks he should
be. Take to your Convention and Meet-
ings progressive thinking, love your com-
petitors as men, even if you hate their
actions. In time you will convert your
competitor through influence of respect
as a Man.

Not only in the auctioneering profession
but in all businesses and professions there
is more or less strife for gain over
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the other fellows in getting business. Bar-
gain driving has gone on for years and
years and this has been a strong obstacle
all through my fifty years of serving
John Q. Public. Down through that time
I had many competitors who often, in
my way of thinking, pulled some little
and big stunts, not becoming a gentle-
man, and no doubt they could say the
same about me in return. In fact I knew
of some who did, vet as man to man
we keep our friendship warm and all
these boys who still are living are today
great follows to visit with and we can
get a big kick out of some of the little
digs we can extend to each other.

So to be today’s Auctioneer in Demand,
keep your work and conduct on the high
level of clean salesmanship, help to keep
the Auction Way of Selling foremost
through support of your State and Na-
tional Associations. The returns in money
and respect will be yours to enjoy. Yes,
this is the year of 1957. Let’s make the
Auctioneer and the Auction Way a Better
One.

LOVER BOY

A certain young man reached the age
of 21 without ever having a date with
a girl. His mother feared he may never
marry. So she kept trying to introduce
him to different girls. Then one day
he came home and called, ‘Mother, I
am going courting tonight.”

“That’s good,” replied his mother.

‘“Mother, this girl is pretty, has a
pleasing personality, and a lovely voice.
She has beautiful, expressive eyes and
pretty teeth. Also she has a good educa-
tion, is a fine conversationalist, and a
leader of clubs and organizations. She
is the first girl I ever met who com-
pletely pleases me.”’

“That’s good,”” answered his mother.

The young man spent lots of time
bathing, and dressing. Selected his nicest
suit and prettiest tie, then departed. Soon
he returned.

“You sure got back early, did you see
her?”’

“Sure I did, and if I had not stepped
behind that hedge when I did, she would
have seen me!”
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Are You A Member
Or A Promoter?

Are you one of those kind that rides
along with the crowd, one who belongs
to the NAA but never does anything
for the organization and the principles
for which it stands? We hope not, in
ftact we feel confident that you are not
that sort of member. However, the type
does exist. The man who holds a mem-
bership hoping it will do him some good,
applauds when the others do, condemns
and criticizes when those around him
do likewise is the man who never de-
rives any benefits from his organization
because he never puts anything into it.

Then there is the type who is proud
to be a member of his trade organiza-
tion, one who is not afrzid to advertise
his feelings, one who encourages his
friends, associates and competitors to
become a part of his organization and
make it their organization. We know we
have some of this latter type because
we have been getting new members
through their efforts.

The following men have secured two
Oor more new members since our 1956
National Convention and up to De-
cember 1:

Col. Art Carroll, Indiana

Col. Carson Hansen, Kansas
Col. Fred Quick, Illinois

Col. John A. Peterson, Iowa
Col. Joe L. Horn, Missouri

Col. Don Millspaugh, Indiana
Col. Q. R. Chaffee, Pennsylvania
Col. Clyde Wilson, Ohio

Col. Guy Pettit, Iowa

Col. Carman Potter, Illinois
Col. Curran Miller, Indiana

Col. Johnny George, Georgia
Col. E. T. Sherlock, Kansas
Col. B. G. Coats, New Jersey
Col. John A. Carr, Illinois

Col. E. T. Nelson, Minnesota
Col. W. H. Hale, West Virginia
Col. Leo R. Bush, South Dakota

These 18 men have been responsible
or 58 new members. If every member
would put forth the same effort we would
now have approximately 4,000 members.

In addition to those named above, 21

members have secured one new member
each. We intend to publish the names
of all those who secured two or more
members for the year in the July issue
of ‘““The Auctioneer.” We will reserve
two pages in that issue for this purpose.
Will your name be there?

PORT-A-PAGE

THE PRACTICAL
PORTABLE
PUBLIC ADDRESS
SYSTEM

PRICE-$109.50

HENRY RASMUSSEN, Auctioneer

St. Paul, Nebraska




PROGRAM

INDIANA AUCTIONEERS CONVENTION

Warren Hotel Indianapolis, Indiana

Monday.Jan. 7. 1957

AM. (CDT)
9:30 Registration ::isesssmmssasssss swewmmm s e s s« x 0o sl Mezzanine Floor
10:30 Call to Order ;:::ssrvvopees Col. Curran Miller, Pres., Evansville
10:40 Invocation .................... Rev. Walter C. Maas, Indianapolis
10:45 Welcome to Indianapolis .... Hon. Phil Bayt, Mayor of Indianapolis
11:00 Purebred Livestock Sales ........ Col. Don L. Smock, Indianapolis,
Ind., introduced by Col. Curran
Miller, Evansville
11:15 One year in the Auction Profession .... Col. Hugh Miller, Kvans-
ville, introduced by Col.
Franklin Wakefield,
Lebanon
11:30 Automobile Auctions ........ Col. Earl B. Bales, Muncie, introduced
by Col. Jim Liechty, Berne
11.:45 Furniture Auctions ........ Col. Earl Ellis, Washington, introduced
by Col. Herman Sigrist, Fort Wayne
12:00 LUNCHEON
P.M.
1:00 Farm Sales ............ Col. Ray Booth, Buck Creek, introduced by
Col. Louis Beezley, Westport
1215 Real Estate at Auction .. Col. Kenneth Wyant, Noblesville, intro-

1:45

2:00

2:15

2:30
3:00
3:30
4:30
6:30

duced by Col. Egbert M. Hood,
Anderson

The Auctioneer’s Responsibility Regarding Sanitation ........
.............................. Dr. Joe Green, State Veterinarian

My Experiences in The Auction Profession ..................
.................. Col. Elbert Allyn, Poseyville, introduced by
Col. Wilbur Clair, Converse

How to Improve Our Profession .. Col. George Skinner, Indianap-
olis, introduced by Col. H. W.
Walker, Indianapolis

Business Meeting and Election of Officers
Showing of film, 1956 NATIONAL CONVENTION"
Panel Discussion

Adjourn

GRAND BANQUET — Members, wives and guests.

Guest Speaker: Rice Kello, Vice-President Lockyear’s Business
College, Evansville, Ind., ‘“‘Bends or Breaks.”’
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Second Wool Auction Held

MINNEAPOLIS, MINN. — Success of
the largest raw wool auction ever held
in the Upper Midwest prompted the
region’s growers to schedule a second
2 million pound sale in Minneapolis,
Nov. 29.

Carl Nadasdy, general manager of the
Minnesota, South Dakota and Iowa Wool
Growers associations, said buyers from
all sections of the nation will view of-
ferings Nov. 28 and submit sealed bids
the following day.

For years Boston has been the wool
marketing capital. The first Minneapolis
auction on Sept. 26 was arranged as
an experiment in the hope of boosting
returns to producers by encouraging buy-
er competition.

More than half of the wool offered
was sold at prices ranging from 42 to
61% cents a pound.

““We considered this to be on the high
side of market quotations,” Nadasdy
said. Bids totaling $1,180,000 were ac-
cepted. Much of the ungraded wool with-
drawn was later sold to buyers who
participated.

Under the federal incentive price sup-
port program higher prices received in
the market place automatically means
higher subsidies to producers.

This is because payments are made at
a fixed rate of 44.9 per cent of each
grower’s sales returns.

Some $10,000,000 in federal payments
have been distributed so ar this year
to farmers in Minnesota, Montana, Iowa,
North and South Dakota. Minnesotans
alone have received $1,418,116.

Nadasdy announced plans for the sec-
ond auction on his return from a meeting
of the National Wool Marketing Corp.,
in Salt Lake City, Utah. The group in-
cludes 23 state and regional marketing
associations.

“Delegates seemed pretty well agreed
that the federal -wool program is ac-
complishing its objective, which is to
stimulate production in this country,”
Nadasdy said. |

“Output is up in many states and
judging by the number of sheep being
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brought into Minnesota this fall we can
expect more of our farmers to be in
the business next year.”

The three associations with head-
quarters in Minneapolis now have more
than 38,000 members. The 1956 wool
clip in the three states is estimated at
32,620,000 pounds.

Also at the Utah meeting were Tom
Clark, Hopkins, president of the Minne-
sota group; Lloyd Eikum, treasurer; An-
drus Norman, director of field opera-
tions; William Reuland, warehouse and
traffic manager, and Leonard Nadasdy,
director of public relations.

BE CAREFUL

An Irishman and a Mexican had fallen
afoul of the rough-and-ready frontier law.
They were tried by a group of vigilantes
and sentenced to death by hanging. There
was a post on a bridge that made an
excellent gallows so the two men were
rtansported there. The rope was slipped
around the Mexican’s neck and he was
shoved off the bridge. Someone had ne-
glected to tie the knot securely and the
weight of the man’s body slipped the
rope through its knot. The Mexican
plunged into the rapidly moving waters
and swam strongly to a spot downstream
where he was safe from the mob.

They still had the Irishman, though.
As they started to re-tie the knot he
interjected, ‘“Now. bhoys, be shure ye
tie a firmer knot this time. I can’t shwim
a shtroke.”

The young couple had just finished
“Inspecting” the tiny birdcage apart-
ment. Stepping out of earshot of the
agent, they whispered briefly. The wife
nodded at last, and the husband turning
to the agent, explained resignedly:

“Well, T guess we’ll take it. Although
1t is much too small.””

“I don’t see why,” retorted the real
estate man. “The apartment was planned
for two people.” '

“I know,” the young husband agreed,
“but, you see, we were hoping to be
be able to keep a goldfish.”
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M. T. Parr Ends 50 Years As Auctioneer,
Marks the Day With an ‘Anniversary Sale

WASHINGTON, N. J. — Marshall T.
Parr, better known in auction circles
throughout Northwest Jersey and ad-
jacent parts of Pennsylvania as “M.T.,”
celebrated his 50th anniversary as an
quctioneer at his auction house in Gibson
Park by holding one of the biggest sales
in recent years, and entertaining, all
through the day, a crowd estimated at
some 700 persons, most of whom he
provided with free lunches or suppers.

Asked whether he was thinking of re-
tiring, the spry, laughing auctioneer, who
celebrated his 68th birthday anniversary
Aug. 30, chuckled, “If I feel as good
as I do now, I'll live another 50 years.”

M.T. is a native of Blairstown, and
has happily spent all his years in this
area. Although the son of a farmer,
he showed a native talent, which almost
amounted to genius, for selling things
when he was a mere youngster. On his
father’s farm near Union Brick School,
between Blairstown and Hope, he would
hold impromptu sales for his school
mates, selling anything he could find
from a stick to a horseshoe, and always
coming up with the better of the bar-
gain. Then he began to practice selling
off his father’s farm, in theoretical fash-
ion, and even now likes to recall, with
a broad grin, how he ‘“‘sold”’ his dad’s
farm many times over without his parent
being any the wiser. Such a business
may not have been profitable at the
time, but it taught him the rudiments of
salesmanship, and did no one any harm.

Cries First Sale

On November 26, 1906, he actually
“oried’’ his first sale, when he was 18
years old. He was asked by a neighbor,
Mrs. Charles Wildrick, who had heard
of his chanting abilities, to sell off some
of her household goods, and he did so
to such good effect that word soon spread
around that the Parr boy was a ‘‘real
slick talker’’ when it came to sales.
Thus a career was horn which has gone
on to consistently greater heights over
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five long decades, undeterred by wars,
rumors of wars, or depressions.

The day following his opening sale, he
was commissioned to cry a sale, as it
was called in those remote days, for
Mrs. Jordan Teal, of Blairstown, and his
name as a cryer was made, for the
Teal sale was as successful as the Wil-
drick sale.

M. T. was asked recently to estimate
how many words he has cried, and how
many dollars’ worth of articles he has
distributed and handled over the half
century of his astonishing career. As for
words, he said, ‘“‘millions and millions,
beyond counting.”” As for the dollars, he
has no means of estimating, but it runs
into “many hundreds of thousands, and
probably much more than that.”’

In 50 years of holding sales, he pointed
out, he has lost only two sales, and
those were through illness. He could not
even add up, off hand, how many sales
he has held, but they, too, run into
the many thousands.

Many Changes Noted

Since M.T.’s first sale in 1906, there
have been many changes in the world,
and in the auction business. One of the
most notable, so far as he is concerned,
he said, is the decline of the horse and
rise of horsepower. Fifty years ago,
horses were a main staple of the auc-
tioneer. Every farmer had four or more
horses — mostly more — and good horses
fetched $600 to $700 a head, while cows,
not a very important item, sold for
about $50.

Today, cows are one of the most 1m-
portant items, and bring an average of
$250 a head, while the horse has been
replaced by tractors, automobiles, and
farm machinery which the farmers of his
early days never dreamed of.

M.T. sells anything and everything,
these days. At his auction on Monday
he sold such items as dry sinks, dough
boxes, jam cupboards, Victorian chairs,
carriage lamps, antique dressed dolls,

-
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pewter, silverware, and more other di-
versified items, most of them antique
and many of them beautiful, than one
could shake the traditional stick at, and
these, on the whole, he likes to sell
the best. Some of them are unknown In
modern life, but all of his sales draw
flocks of people who want ‘‘the genuine
article,”” and who know that M.T. knows
these items, and has them. On the
other hand, he will sell a 1957 automobile
just as fast, if asked to do so. M.T.
will, in other words, sell anything, and
does.

Has Another Line

While it isn’t often that Parr has a
day or so free, he has another line which
he follows almost as a hobby when time
permits, and that 1s giving clambakes.
M.T. has put on as many notable bakes
at his home as anyone in the county.
He first tried his hand at a clambake
in 1932, and his first bake was attended
by some 125 people who liked it so
much they asked for more.

His fame in this field rose to such a
point that at one time he was putting
bakes on at the rate of one a week,
catering to 400 or more customers at a
time. He has given up this activity to
some extent recently, but he still likes
nothing better than to attend or to put
on a good bake when the occasion arises.

Old Clerks Present

At his auction on Monday, a number
of his former sales clerks, many of them
true old-timers, were on hand to watch,
listen, and sometimes join In just to
see if they were in practice. Also present
were an ancient wooden bicycle which
M.T. used to enjoy riding — for a
short distance — an old-time horse and
buggy, and a sleigh.

At this time of year when he was
young, M.T. reflected, there would have
been a foot of snow on the ground to
accommodate the sleigh, but times have
changed. Only M. T. Parr, it seems re-
mains unchanged.

The words flow on with the same end-
less exuberance, the fire is still in his
eyes, and the ever-present laughter on
his lips.

It will probably be the same fifty years
from now, as he says.
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Livestock Auction

Holds Record Sale

SIDNEY, MONT.—The largest sale in
the history of the Yellowstone Livestock
Commission company was held here Nov.
14 and 15, when 4,500 cattle were auc-
tioned. Cattle were sold here from six
North Dakota and nine Montana counties
and 315 consignors were represented.

The next highest sale was held in
1949 when 3,900 cattle were sold. An
interesting comparison which points to
better facilities and methods of handling
the cattle at the local sales ring, is the
fact that the 1949 sale lasted three days
compared to two days this year. Twenty-
five hundred cattle were auctioned on
Wednesday and 2,000 on Thursday.

There was a large group of buyers
present and cattle were distributed to
nine states — Washington, California,
Kansas, Minnesota, Iowa, Nebraska, In-
diana, Montana and North Dakota. Ap-
proximately 1,200 from the Wednesday-
Thursday sale went to local farmer
feedlots. In the last three weeks, each
sale has resulted in 1,000 to 1,400 going
to local buyers and feedlots. Consignors
of cattle enjoy a good competitive mar-
ket in that there are many individual
local buyers competing against the out-
of-state buyers always present.

The Yellowstone Livestock Commission
company is one of Montant’s leading mar-
kets and was the second largest in the
state last year. In the first year of
business, the company handled 32,000
head and expects to auction 80,000 this
year. The auction market was started
in 1943 and each year has noted a
growth in marketing of livestock. Ingvard
Svarre and Chris Hansen are the original
and present owners.

The fancy-dress dance was OVer and
the local gossips were comparing notes.

“Mrs. Smithington-Smyth looks upset,
don’t you think?’’ said one, gloatingly.

“Yes, my dear, she came as an Ha-
waiian beauty, with grass skirts and all—
and they awarded her first prize in the
humorous section as ‘“The Old Thatched
Cottage.”’
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ON THE OPPOSITE PAGE:

Col. Curran Miller, Evansville, Ind.,
sells the personal property of the Mrs.
Charles T. Johnson Estate at 323 Main
St., Mt. Vernon, Ind. The sale consisted
of antiques, home furnishings, jewelry,
fine china, glassware and many old
and unusual pieces.

Only a portion of the crowd, which
included buyers from a wide area, is
shown in this picture. Bidding was spir-
ited on many of the items, a diamond
bar pin brought $800, a diamond ring
sold for $440 and a buyer from Chat-
tanooga, Tenn., paid $400 for a pair of
antique mirrors. A set of Haviland china
sold for $175 and the entire sale to-
talled well above $5.000 in the seven
hours of selling.

Col. Miller is a member of the Na-
tional Auctioneers Association and Presi-

dent of the Indiana Auctioneers As-
sogciation.
Ideas are like children — your own

are very wonderful.

25 YEARS AGO

(From the Drovers Journal Files)

Prices paid in public auctions at the
market in Trevor, Wis., were: Top Hol-
stein and Guernsey cows, springers and
fresh cows, $67.50 and $80. Good spring-
ers and fresh cows, $55 and $67.50.

Two thousand bushels of corn sold at
35 cents and 36% cents a bushel at the
Elmer and Fred Fruse estate sale near
Springdale, Iowa. Hay brought $6.75 a
ton.

Some Cake

$2.175 for one cake! Yes, that 1s the
price received for one at a church benefit
quction in Las Vegas, Nev. This partic-
ular cake contained more than 200
pounds of ingredients and had been baked
special for the occasion. The auctioneer
was Col. Earl R. Smith, Cedar City,
Utah, member of the NAA.

THINGS YOU SHOULD KNOW

“THE AUCTIONEER” is seldom or never thrown into the post-
office wastebasket, It is rarely thrown away at home until every
adult member of the family and the children have looked it over.
The recipients almost always file their copies for tuture reference.
It is often sent to friends and relatives.

Consequently the advertising placed in “THE AUCTIONEER”
reaches more people and stays with them longer than other types of
advertising. Advertising rates will be found on page 1 of this issue.
Send your copy and check to the Editor, Col. Bernard Hart, 803 South

Columbia Street, Frankfort, Indiana.
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Livestock Auction Markets Propose
Revision Of Packers, Stockyards Act

KANSAS CITY, Mo. — Revision and
modernization of the Packers and Stock-
yards Act, 1921, in the light of present
day livestock marketing operations and
services, will be proposed to congress
by the American National Livestock Auc-
tion Association, it was announced from
the association’s offices by C. T. “Tad”
Sanders, executive secretary.

The livestock auction market’s group
has drafted certain amendments which
have been mailed to all livestock pro-
ducer organizations for their comments
and suggestions. These proposed changes
are being presented as a result of hear-
ings held last June before the Senate
Agricultural Committee of which Sena-
tor Allen J. Ellender (D-La.) is chair-
man.

Drafted amendments to be presented
cover the following changes in the law:

.. Definition of an auction market and
stockyard on the basis of handling live-
stock in interstate commerce.

2 Elimination of the present 20,000 ft.
limitation in defining auction markets
and stockyards.

3. Provision for application of the law
to all auction markets. market agencies
and dealers selling livestock in interstate

ON THE OPPOSITE PAGE:

An unprecedented scene according to
The Duroc News in regard to this pic-
ture which appeared on the cover of that
publication in November. Two Indiana
Grand Champion Boars are being pa-
raded here before the crowd at the C
R. Smith & Son, Hartford City, Ind.,
Duroc Sale last September.

The gentleman at the microphone is
Col. Carman Y. Potter, Jacksonville, Ill.,
immediate past President of the Illinois
Auctioneers Association and a Director
of the National Auctioneers Asscciation.

Engraving through courtesy of The
Duroc News.
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commerce without the necessity for
‘‘posting’”> now required.

4. Administration of the law by the
Secretary of Agriculture with the advice
and assistance of a five-man board of
livestock men.

5. Bonding of packer buyers as well as
dealers and market agencies.

6. Change of the name of the law to
“Livestock Market Services Act, 1957.”

The Packers and Stockyards Act was
enacted in 1921 and has remained un-
changed since that time except for a
grant of additional authority in respect
to bonding market agencies and a recog-
nition of brand inspection agencies.

“The present law needs revision in the
light of changes in marketing practices
and services from those that existed 35
years ago; the law needs to be admin-
istered with the consultation, advice and
supervision of the livestock producers
who are directly affected by the law
and in whose interests it was Initially
passed,” Sanders said.

The station agent from the small west-
ern town was making his first trip to
New York City. He was interested In
seeing the seals in Central Park and the
skyline, but the great moment of the
visit was to be his appointment with the
lawyer for his railroad whose offices were
in the Empire State Building.

The lawyer was a big man and a
busy one and he could not help being
a little surprised when the agent did
not arrive for the interview. It was
not until nearly an hour later that a
weak knock was heard on the door, and
the little agent limped In.

“What a climb,” he gasped as he col-
lapsed into a chair. ‘“Eighty flights of
stairs.”’

“Good heavens man,” exclaimed the
lawyer, “why didn’t you take the ele-
vator.”’ |

“Well, I planned to,” said the agent,
“but it pulled out just as I got there.”
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You Can Do The Job

By Col. B. G. Coats

As I write these few lines the closing
days of 1956 finds the National Auc-
tioneers Association looking forward to
the future with courage, optimism and
high hopes for achievements that will
further justify our existence as an or-
ganization of Auctloneers.

In my opinion the N.A.A. 1s facing its
decade of destiny, a 10 year period
which will establish the high position
our organization 1s destined to fulfill.
I predict that during the next 10 years
the N.A.A. will emerge from its present
status to become a vital force, one of
great influence to be enjoyed by all who
comprise its membership.

I would never accept the conclusions
of a smattering few that the N.A.A. has
already reached the peak of its power.
The absurdity of this charge becomes
more ridiculous when the accomplish-
ments of our organization since its
founding are honestly analyzed.

No Association that has contributed
so much to the interest, advancement
and progress of the auctioneering pro-
fession, has a better right to face the
challenge of the future with tremendous
confidence. Let us be forthright and
courageous on the subject of licensing
Auctioneers. While some Auctioneers
may resort to subterfuge and alibis, may
we as an organization spread the gospel
in every state in unmistakable language,
we will not be satisfied until the dis-
criminatory practices against Auction-
eers 1S eliminated, whether it be by
legislation or otherwise. Let us never
lessen our energies in this battle for
our constitutional rights. I have deep
concern for the Auctioneers of today
and those to follow. So serious is our
situation that each of us must devote
ourselves unselfishly to every principle
that gives strength to our cause.

Unfortunately we have no magic source
of finances, nor can we boast of the
access to the powers that perform
miracles as we tackle this objective. We
receive no subsidies from anyone and
we enjoy no philanthropic endowments
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with which to finance our activities.

Because of the very nature of our
Association and the principles under
which we function — we must draw upon
our own resources, for the strength that
produces results. We are an Army of
volunteer workers. Like any Army that
hopes for victory, we must put a suffi-
cient number of men on the firing line.

This means we are in constant need
of reinforcements — more and more new
members from the ranks of Auctioneers
who should belong to our Association. We
need replacements for the workers who
have exhausted their energies — or who
are compelled by circumstances to with-
draw from action. The things our Asso-
ciation has already accomplished with
our membership prove conclusively that
we will be able to accomplish even
greater results in the future if we can
enlist the aid of hundreds, yes, thousands
of Auctioneers. Great odds confront the
N.A.A., in its fight to rout the disciples
of those who would deglorify the value
of an Auctioneers’ service and his pro-
fession.

Those opposed to us are strongly en-
trenched. They enjoy the support of
groups that would like to close the doors
to all Auctioneers. Are we going to sit
quietly by and permit them to do it or
are you going to enlist the help that is
so badly needed?

Let us deliberately invite those who op-
pose us by their damnable city licenses
and ordinances to meet us on the battle-
leld of public opinion. We will need
the help of every Auctioneer in the Unit-
ed States to win this fight. It is up
to each N.A.A. member who believes
in our current program to make the re-
cruiting of new members his personal
responsibility. A person-to-person pro-
gram has been suggested. Our plan of
attack cannot be improved upon. There
is a place on the firing line, yes, and
for every Auctioneer who wants to do
his bit in a fight that will eventually
determine whether or not the auctioneer-
ing profession shall continue without dis-
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crimination. It is your battle. Do not
shirk your duty. Help us to hold the
gains that have been made and by so
doing we can advance to victory. YOU
CAN DO THE JOB by person-to-person
contact.

Growing Problems

Cause Sale Of Herd

BLAIRSTOWN, N.J.—One of the state’s
most prominent dairy farms went out of
the dairy business last month with the
sale of Benton Farm’s prize herd of Hol-
stein cattle. The management cited grow-
ing problems in the dairy industry as
the reason for the move.

The award-winning farm sold its herd
of 120 registered Holsteins Nov. 16 In
an auction sale bringing an average of
$406 per animal. The Benton herd In-
cluded many of the prize animals which
had made the name famous throughout
the country. One of the largest crowds
ever to attend a local auction was on
hand to see the prize-winning cows sold.

For nine years, Benton Farm received
the Progressive Breeders’ Award, high-
est recognition to be given by the Hol-
stein Friesian Association of America.
Only 286 of the 46,000 association mem-
bers had qualified for it, seven of the
winners being New Jersey breeders. To
be eligible for the award, the breeder

must meet strict qualifications in all
phases of dairy cattle breeding and man-
agement.

Will Sell Equipment

T. Clarke Benton, manager of Benton
Farm, verified this week that the family
was ‘‘definitely going out of the dairy
business.”” He said that the farm’s dairy
equipment would probably be sold next
February or March.

Although Benton Farm had been op-
erzted on a business basis, maintaining
one of the highest milk production rec-
ords per man in the country, raising its
own grain and rearing its own young
stock, Mr. Benton said that ‘“‘we feel
the dairy business is not a good one.”
He commented that the threat of a milk
strike and other growing problems 1n
the dairy industry were prominent among
the factors influencing the decision to
sell out.

Mr. Benton stated that the real estate
of the farm, located near Blairstown,
will be retained and that the family
will decide on another use for the prop-
erty. He declined to state what type
of business is being contemplated, but
suggested that some use of the property
will be made.

Benton Farm
Benton.

is owned by Thomas

“A man is as good as the woman he’s
with.”’

MISSING?

THE AUCTIONEER cannot follow you if your new address is

missing from our files. If you plan to move soon, send your

change of address today!
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BOOSTERS FOR “THE AUCTIONEER”

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

ALABAMA
Col. R. A. Waldrep—Birmingham

ARKANSAS
Col. Ditmann Mitchell—Fayetteville

Col. Bill Tackett—Fayetteville
Col. Brad Wooley—Pine Bluff

CALIFORNIA

Col. H. J. Caldwell—Ontario
Col. Ray Roberson, Grover City

CONNECTICUT
Col. Richard K. Mather—Hartford

DISTRICT OF COLUMBIA
Col. Ralph A. Weschler—Washington

FLORIDA
Col. Robert W. Butler—Miami

Col. Edwin Caldwell—St. Petersburg

GEORGIA

Col. Harold Cohn—Columbus
Col. George E. Collins—Decatur
Col. Johnny J. George—Macon
Col. Warren H. Waldrep, Atlanta

ILLINOIS

Col. Frank Capista—Lockport

Col. J. W. “Jim” Franks, Rantoul
Col. Walter Holford—Edwardsville

Col. Ray Hudson—Morrisonville
Col. J. Hughey Martin—Colchester

Col. A. R. McGowen—Qak Lawn
Col. Carman Y. Potter—Jacksonville
Col. Fred G. Quick—Aurora

INDIANA
Col. Earl B. Bales—Muncie

Col. John A. Case—Camden

Col. R. C. Foland—Noblesville
Col. Russell Kruse—Auburn

Col. E. Pat Patterson—Mt. Summit

Col. Marshall Bilyeu—Rennselaer

Reppert School of Auctioneering
Decatur

IOWA

Col. Lyle Erickson—Cresco

Col. Wendell R. Ritchie—Marathon
Col. Jack Tromanhauser—Cedar Falls

KANSAS
Col. J. B. Hickerson—Wichita
Col. C. E. Sandeffer, Kansas

Col. E. T. Sherlock—St Francis
Col. Frederick E. Sherlock, St. Francis

KENTUCKY
Carter Realty Auction Co.—Scottsville

MAINE
Col. Clifford L. Swan—Portland

MASSACHUSETTS
Col. Henry A. Berman—Worcester

Col. Abe Levin—Lunenburg

MICHIGAN
Col. George I. Scovill, Sr.—Mt. Clemens

Col. Fred W. Smiley—Saginaw
Wilber Auction Service—Bronson

MINNESOTA
Col. Tom Gould—Minneapolis

Nelson Auction Schooi—Renville

MISSOURI
Col. Ken Barnicle—Rock Hill

Col. George A. Mann—Kansas City
Col. Bill McCracken—Kirkwood

NEBRASKA

Col. Dan J. Fuller—Albion

Col. Ray Flanagan—Albion

Col. J. R. Gillespie—North Platte
Col. John W. Heist—Beatrice
Col. Stacy McCoy—Arapahoe
Col. Leon S. Nelson—Albion

Col. Henry Rasmussen—St. Paul
Col. James Webb—Grand Island
Col. Rex Young—Plattsmouth

NEW JERSEY

Col. David S. Blew II, Bridgeton
Col. B. G. Coats—Long Branch
Col. Ben Greenfield—Newark

Col. Russ Tinsman—Hackettstown
Col. Herbert Van Pelt—Readington

NEW MEXICO
Col. Elmer Bunker—Albuquerque
Col. John A. Overton—Albuquerque

NEW YORK

Col. Paul W. Calkins, Peru

Col. Arnold Ford—Constableville

Col. Benjamin F. Hayes—Forest Hills
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BOOSTERS FOR ““THE AUCTIONEER"

Col. Maxwell L. Kallor—New York
Col. Victor L. Kent—Cuba

Col. Gerald N. Mead—Owego

Col. David H. Tracy—Dansville
Col. Harris Wilcox—Bergen

NORTH CAROLINA

Col. Cayte D. Carpenter—Claremont
Col. Turner Kees—Hickory

Col. Angus A. Simpson—Rutherfordton

OHIO

Cols. Bailey-Murphy-Darbyshire Co. —
Wilmington

Col. Paul W. Baumberger, Mansfield

Col. C. M. Brandenburg—Lebanon

Col. R. E. Guiss, Akron

Col. Harry Van Buskirk—Norwalk

Col. Clyde M. Wilson—Marion

Col. Lou Winters—Toledo

OKLAHOMA
Col. Joe Burgert—Ponca City
Col. V. K. Crowell, Oklahoma City

PENNSYLVANIA
Col. Tom D. Berry—West Newton

Col. Q. B. Chaffee & Son—Towanda
Col. Jacob A. Gilbert—Wrightsville
Col. R. E. Parke—Greensburg

Col. Oliver M. Wright—Wexford

TENNESSEE
Col. Clive Anderson—Nashville

Col. Carl A. Hobbs, Lebanon

Col. L. B. Fuqua—Nashville
Col. J. Robert Hood—Lawrenceburg
Col. H. C. “Red’”’ Jessee—Morristown

TEXAS
Col. Kenneth Bozeman—Lubbock

Col. Don Estes—San Angelo
Col. W. J. Wendelin—Henderson

VIRGINIA
Col. W. F. Artrip, Jr.—Winchester

WEST VIRGINIA
Col. H. C. Staats—Charleston

WISCONSIN

Col. Fred C. Gerlach—Brookfield
Col. Vince Hanson—Manitowoc
Col. W. C. Heise—Oconto

Col. Don Lloyd, Oshkosh

WYOMING
Col. Wm. M. Leibee—Buffalo
Col. Dale Shelton, Jr.—Sheridan

ELSEWHERE
The Ladies Auxiliary to the
National Auctioneers Association

QUEBEC
Col. Art. Bennett—Sawyerville

TERRITORY OF HAWAII
Col. Louis L. Stambler—Honolulu

How’s The Market
On Farm Land?

By McGUIRE AUCTION COMPANY
Holstein, Iowa

This question is asked frequently. As
we go into the final month of the year
1956 our answer is — The market on
good farm land is steady to higher on
good, well improved farms or good un-
improved farms. We have sold more
farm land in 1956 than any year In
history. The small farms are becoming
harder to sell. The old fashioned family
farm of 40 to 80 acres or even 120 acres
seems less profitable than in the days of
old Dobbin. The eficient operation of a
farm of less than 160 acres requires prac-
tically the same amount of equipment
as the operation of a half section.
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In many cases the operators of a 160
or 320 acre farm have purchased ad-
joining farms at strong prices, because
they can operate these adjoining farms
with no additional equipment, only a little
more fuel and a few hours more work
during the crop season. Many owners of
small farms who cannot buy adjoining
acres near their home base wish to
exchange their farm for a farm of a
larger size that can be more profitably
operated.

The old style family size farm is being
increased — by the use of larger, more
efficient farm equipment. The good op-
erators of good productive farm land
are maintaining their position and finan-
cial independence. The small, poor oper-
ators are not doing too well in some

cases. We predict that this same trend

will continue to a fair exent in 1957.
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“The Main Auctioneer”

EDITOR’S NOTE: The distribution
of promotional literature in the form
of a letter or a newspaper has been
a successful venture of several auc-
tion owners. We are passing along
to you a reprint of ‘“The Main Auc-
tioneer’’ hoping that some of you may
gain some ideas that will be useful
to your own business. ‘““The Main
Auctioneer’”’ is distributed by The
Main Auction, Boise, Idaho, and
owned by Col. Paul Owens of that
city. A feature article with pictures
of this operation appeared in the
March, 1955 issue of ‘“The Auc-
tioneer.”’

It takes a bit of DOIN’
To serve up a Turkey Dinner
On Time, and with all the Fixin’s.

It takes a bit of doin’ too, to be ready
With a presentable auction every
Saturday at 12:00 Noon.

Did You Know ? 2?2 ?

Main Auction employs, besides the
Owenses — four full time employees
and ten part time people. You’d have
to follow us around a week to get a
picture of what we do and why it takes
SO0 many people, six days a week, to be
at your service.

It takes Al, Stew, and Jimmy until
noon every Monday just to sweep up
after a Saturday Auction. Sometimes
they can’t nearly finish by noon. Then
there 1s merchandise to be put into its
proper place. We make it a rule never
to have the same item on the sales
platforms two weeks in a row. While
they are housekeeping, the office must
have your records in order, must know
whether everything was settled for Sat-
urday, and Who owes Who what and
why. We operate a cash sale, but some
folks both buy and sell on the same
day. Checks must be deposited, etc., etc.,
and etc. There must be a bookkeeper
in the office at all times. That’s our
new boy, Bob Wesely. In addition to
accounting, he is Mr. Information to
the hundreds of people who ‘“Call Paul”
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~Publication of the

every week wanting to know about the
values of their merchandise. What items
will bring a fair price and how we
operate both our auction and our buying
program. When Bob takes that day off
in the middle of the week, (since we all
work Saturdays). Grace, that’s Mrs.
Owens, does a tour of duty. Of course
she 1s resource person for all depart-
ments tho she has never auctioned a
sale, she has done everything else.

The office threesome 1is responsible
for picking up the mistakes we make
on the sales platforms, figuring how
much a person buys, total auction con-
signments, figures commissions, and
hauling fees, and mails your checks on
Wednesday of each week.

There is another chore, of late, which
this office crew must handle. It is the
‘““Main Auctioneer.”

Arvin Spofford, he’s the Kiddy looking
school teacher who helps on Saturdays,
does the stencil cutting and even enlists
Pat, his wife, when off schedule to run
the machine. Spoff is also a man of all
work tho he has been steady with his
nose in the pay out window for some
time.

Over in the Second Hand Department
Store, Stew (he is Stewart Terry to his
mother) 1s the second hand man. He
keeps the big room presentable so you
can find what he have to sell. Stew is
Senior employee too, dating back to the
forties, early that is. Stew does a good
bit of the buying as well as most of
the selling in his department.

And while you are in the Used Furni-
ture Department, it’s only a step to the
Shoe Store. There you find Leo Durst,
Manager. If anything doesn’t suit you
in the Shoe Dept., just tell Lee. It’s his
fault. If you do like it, tell him to his
face, he likes that especially. But Lee
just couldn’t possibly handle that shoe
business alone so on his day off, usually
Thursday, Mrs. Little (Chloe to most of
you) does the place proud. She likes
folks especially likes to sell them shoes.
The same goes for Saturday when both
Lee and Chloe can hardly keep the custo-
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mers fitted.

Well, the week weers on and Old Al
Decker is busy as a bumble bee check-
ing in new consignments, keeping track
of everybody’s merchandise, buying, and
selling. There is hardly a job Al has
not done around the place; fact 1s, he
has done everything from Auctioneering,
where he is tops in his field, to the
humble latrine detail. He is very ver-
satile, but his ability to get along with
people is his most sterling asset. ‘‘Ask
Al” is almost a stock answer, and the
results are always satisfactory to the
customer.

Of course, all jobs overlap. Anyone
is liable to check in your merchandise
when you bring it in during the week,
but on Saturdays Gene Decker, junior
member, carries the book. He 1s the
most sought after member of the Sat-
urday crew with Pappa Al advising and
assisting. When we get up to one hun-
dred lots of merchandise for a single

sale, there is a lot of work to be done
in the big selling shed.

Then at twelve o’clock the hard work-
ing Decker and Owens junk men; like
Cinderella, suddenly become of all
things Auctioneers. Personality plus with
a golden voice and love for your pocket
book.

But even now they do not work alone.
People sell mechandise because they
need or at lecst can use the money
from sale of same, so we must have
sales clerks. And here we go again back
to about 1938 when Carl Hoffman first
clerked for us over at the old Fairview
Auction. Carl works with us only on
Saturdays and at special auctions; but
he is a very durable and useful fixture.

Since it takes two selling rings to get
the volume of goods sold, there must
be two auctioneers, so little brother (to
Carl) Bud Davis pencil pushes for Al’s
ring, and runs Carl a close second I1n
efficiency, accuracy, and other things

YOU MISS
SO MUCH

on the Ouliide

Membership in the National Auctioneers Association
provides an invaluable association, a useful service, and
a proper place in our united activity for the betterment
of all Auctioneers and the Auctioneering profession.
YOU are invited to share in our constant campaign for

progress and growth.

Join Now

NATIONAL AUCTIONEERS ASSOCIATION

803 S. Columbia St.

Frankfort, Ind.
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necessary to being a good sales clerk.

And that ain’t all either! It takes
strong backs, ready hands, good eyes,
and the kind of smiles that move folks
out of the way to be a good hand up
man on the auction platform. Four horse-
men these, Bill Shook, Red Milliron, Dan
Lambert, and Larry Link. These are the
people who make the Main Auction tick,

Well, practically . . . .

Except for the Martin Family who
keep the restaurant open week days and
turn hand springs on Saturday to keep
all the Sales crowd full of good grub
and hot coffee.

Frank Glenn and his family with the
Produce Market and a string of peddlers
with this and that always at bargain
prices.

FOR ALL THESE WE ARE THANK-
FUL but especially we are thankful for
their willingness, loyalty, and devotion.
They are like circus hands and per-
formers of the sawdust ring — without
the Saturday performance of the Main
Auction, they would become pale and
peeked and just fade away.

Our Customers Are Angels!

ANYHOW you are the folks who keep
us in business!!!

YOU furnish the merchandise we have
to sell.

YOU are the folks with the long and
short pocket books.

In short, YOU are the T O P S with
us, tho sometimes you’d never guess
we appreciate you. However Thanksgiv-
ing is in the air SO . . .

We Thank You or all the years of loyal
‘support . . . For all the folks you have
told to ‘“Call Paul’”’, without you there
would be no Main Auction. Now we’ve
said it, we’ll go on growling and brow
beating you as usual . . .

THANKS ! ! !

And while we are passing around the
bouquets there is another group, though
smaller to whom we owe a tremendous
debt of gratitude as well as leads of
dough. Our best friends in the com-
munity, the mortgage holders. They are
the guys who held the bag while we
built the business. Confidentially, they
are still hanging tough and we can
all thank them together. You, too, fel-
low customers.
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We just as well pass some more
laurels to that lucky group that service
us: The oil, gas and service station
men, the Idaho Statesman advertisers,
TV and Radio Stations and a hoard of
others who share your commission dol-
lars. They have been SWELL to work
for and with and we thank them.

One and all, From the MAIN AUC-
TION to Boise, Idaho, the best Com-
munity out of doors, our sincere and
hearty thanks.

Weather Hinders

Missouri Meeting

Snow, ice and treacherous roads held
down attendance at the Missourl Auc-
tioneers Association meeting held at the
Hotel Bothwell in Sedalia, on Sunday,
December 9. However, those who did
make the trip were rewarded by a most
interesting meeting and a day of fine
fellowship among each other.

Dinner was served at noon for some
40 persons although twice that number
had made advance reservations. During
the afternoon the film showing ‘‘High-
lights of the 1956 Auctioneers Conven-
tion”’ was presented. Short talks were
made by Col. Olen Downs, Vice-Presi-
dent of the Missouri Auctioneers ASSoO-
ciation; Col. Bill McCracken, Director
of the NAA: and Col. Bernard Hart,
Secretary of the NAA. The group’s Pres-
ident, Col. Ray Sims of Belton, presided
at the meeting. It was voted to hold
their next meeting at the same location
in May, exact date to be announced. At
this time the annual election of officers
will be held.

An unexpected event at the meeting
was the announcement of the engagement
of Miss Betty Spry and Col. Olen Downs.
Their wedding date was set for later in
the month.

Although a young organization the
Missouri group has a membership of
nearly 90 members. Along with the fact
that they successfully sponsored a Na-
tional Convention before they were a
year old it makes the Missourli Auc-
tioneers Association the outstanding or-
ganization of its kind.
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6,000 Mink On N.). Fur Farm

Will ‘Harvest’ 2,000 Pelts

PLEASANT GROVE, N. J. — Their
fine fur coats having reached the peak
season of the year, several thousand
mink will meet untimely ends (or timely
ones depending upon the point of view)
this month so that their pelts may be
fashioned into ’lady’s mink stole; jacket,
coat, or what-have-you for next winter.

The fur farm, operated by Edward
and Joseph Nowacki, currently has some
6,000 mink living in individual wire cages.
Most of them, now full-grown, were born
last May. Mink, it is explained, are bred
in March, give birth to kits in May and
are Killed in December in their acceler-
ated life schedule. It is essential to take
the pelt at the peak of the winter coat
because the fur, particularly the familiar
pastel or brown variety, goes off-color
quickly.

The best of the year’s production will
be retained as breeders for the 1957
season.

After the pelts are taken, the lengthy
process of scraping, cleaning and dry-
ing begins. The pelts are auctioned at
the fur auction in New York in matched
bundles of 30 to 50 pelts. In the interest
of gaining the most favorable prices for
its members, it is related, the association
of mink breeders has worked out an
orderly marketing of pelts throughout
the year so that the market is not ““fiood-

ed”’ at the end of the raising season.

- The brothers Nowacki have been en-
gaged -in- the mink business for about
20 years; starting in North Haledon be-
fore moving their operations to Pleas-
ant Grove 11 years ago. They came here
with 1,900 mink and have expanded their
fur farm each year.

Mink raising, while by reputation a
lucrative enterprise because of the value
of mink pelts and of feminine attire made
from them, is ‘‘a lot of hard work” and
does not return the profits many people
believe, the Nowackis observe. Mink
are expensive to feed, for one thing.

They are fed a mixture of fish, meat
and a special cereal. The ingredients are
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purchased separately and are mixed on
the premises. Considerable initial invest-
ment is also necessary for a mink ranch.
The Pleasant Grove Fur Farm has a
series of aluminum roofed buildings con-
taining rows of metal cages or nest
boxes held high off the ground to guard
against dampness. An intricate pipeline
watering system carries fresh water
to cups in the individual cages.

Because mink are hardy animals, the
buildings are not enclosed at the sides,
but care to protect them against dis-
ease 1s demanded.

It 1s necessary to keep each animal
separated from the others as a health
measure and because of the species’ nat-
ural ferociousness. Handling of the ani-
mals requires heavy leather gloves and
skill.

Because of the high investment in
equipment, housing and maintenance as
well as the purchase of breeding mates
and the work and problems involved,
mink ranches are becoming larger in
size, but fewer in number, the Pleasant
Grove mink breeders relate. Domestic
mink ranchers have another -current
problem, the Nowacki brothers note:
that of pelts being put on the U. S. mar-
ket from Scandinavian countries.

Gentlemen interested in buying a
mink coat for their wives or ‘friends”’
may be assured of selected pelts of ex-
cellent quality, the breeders, advise, if
they insist on coats labeled UMPA or
EMBA, depending on the color of the
coat. Quality is certified by the labelling
by the Mink Breeders’ Association, it
1S explained.

The Nowackis disclose that mink are
grown in at least 40 different shades and
blends of color, having been developed
during years of cross-breeding. One of
the more impressive shades is the
Breath of Spring Sapphire, resulting
from the cross breeding of the more
traditional brown mink with a blue
mink.

The cross breeding process has also
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heen effective in developing an animal
cf larger size with a fur of fine texture
that years ago had been confined to
smaller members of the species. Because
of the cross breeding, the mink ranchers
observe, it is improbable that any pure
strains remain.

Mrs. Worthmore and her French
poodle were shopping one day when she
noticed that the man standing next to her
at the counter was looking fearfully
at the puppy frisking acbout his legs.
“My, my”’ she said, ‘‘don’t be afraid
of Felix, he won’t bite you.”

“Madam,’” said the man, ‘“I wasn’t
afraid he’d bite but I noticed him lifting
his hind leg and I thought he was going
to kick me.”

“You should be very, very happy,
Madame,” the fortune teller murmured.
“A nobler man than your husband you
have yet to meet.”

“How exciting! But when?”

.

Office Boy (nervously): ‘‘Please, sir,
I think you’re wanted on the phone.”

Employer: ‘“You think! What’s the
good of thinking?”
Office Boy: ‘“Well sir, the voice at

the other end said, ‘Hello, is that you,
you old idiot?’ ”’

“Don’t you find that a new baby
brightens up a home?”’ asked the lady
next door.

“Yes, I do,”” answered the new
father. “We have the lights on all night
now.”’

Heckler: ‘“Tell ’em all you know pal.
It won’t take long.”

Speaker: ‘“Why not tell them all we
both know? It won’t take any longer.”

“Johnny, where are the cookies I put
in the jar this morning?”’

“They must have vanished into the em-
pty heir.”
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THIS AND THAT . . .

By BERNARD HART

Our good friend and loyal supporter,
“Pop’’ Hess, has made a suggestion
that sounds good to us. Since there are
many State Auctioneers Associations and
more forming each year, he thinks it
would be good from a promotion stand-
point as well as from a news and iIn-
terest view for each State organization
to buy a page of space in each issue
of ““The Auctioneer.”” On this page could
be listed the names and addresses of
the cofficers and directors followed with
short items of news pertaining to that
particular state. This could serve as a
news-letter to the members and theyv
could also keep informed on the activi-
ties of the other state organizations, We
like the idea and since many of you
are having your annual meetings in the
next few weeks we would like to have
you discuss the plan. We might add that
we cculd give you some mighty attractive

advertising rates.
* * *

Speaking of State Auctioneers Assaocia-
tions, Colorado is warming up to the
subject and don’t be surprised at an an-
nouncement from them in the near fu-

ture.
% * *

Our eyes are on Indiana and its State
Convention, January 7. Col George Skin-
ner of Indianapolis, Chairman of the
Membership Committee, is working hard
to encourage attendance and this writer
1s expecting a crowd that will literally
burst the walls of the Warren Hotel in
Indianapolis, as a result of Col. Skin-
ner’s efforts in cooperation with the
other officials.

% * *

This marks the first time in the his-
tory of ‘“The Auctioneer’ that the pic-
tures of the graduating classes of two
Auction Schools have appeared. We wish
every Auction School would send us their
class pictures and again we invite them
to do so.

* # *

While on the subject of Auction Schools,
it 1s our plan to publish an Auction School
Directory as soon as we get the infor-
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mation compiled. Hardly a week passes
that we do not get inquiries from pros-
pective students in regard to Auction
Schools. A Directory giving the name
and address of the School, the dates
their classes convene and the length of
the term would be a service to the
Schools and the prospective students.
* * *

Our Hoffman fund received quite a
boost recently with a check from the
Western Chapter of the Pennsylvania
Auctioneers Association. Theirs was the
first contribution from an Auctioneers

organization.
- s -

At the business meeting held during
the 1955 National Convention at Indian-
apolis, the Membership voted that the
Col. J. Albert Ferguson Memorial Fund
(which had been laying dormant) be
put to some use which was to be deter-
mined by the Board of Directors. At
the business meeting of the Officers and
Directors during the 1956 National Con-
vention at Kansas City, it was voted
that the Secretary use this money to buy
permanent office equipment. We are
now ready to report the purchase of two
nice filing cabinets but have not decided
upon the use of the balance of the Fund

at this time.
* * %

We had hoped to have some pictures
of the interior of our office ready for
publication at this time but the press
of duties has delayed this plan. The
continued growth of our organization has
caused our physical assets to increase
until it takes a good deal of space to
house them. The N.A.A. now owns four
full sized steel filing cabinets used for
records and correspondence, two steel
shelving units where back copies of ‘“The
Auctioneer’ are stored and we are des-
perately in need of a cabinet for the fil-
ing and storing of engraving plates.

* * *

Have you looked at the Booster Page?
If not, turn back and take a look. There
are now more names listed and more
states represented than ever before and
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we are happy to report that all are
paid up. Names of those who are de-
linquent are removed. We now have the
Territory of Hawaili and the Canadian
Province of Quebec represented. There
was a time when we were seriously
considering the elimination of the
“Booster Page’ but as soon as it was
discussed we had a revival of interest
that has steadily increased. Many of you
will be paying your Annual Membership
dues this month. Why not add $5.00 for
a Booster Page listing?
* * *

A piece of advice that I received and
have followed is ‘‘Attend every auction
sale you can. You can always learn
something that will help you, either some
things you should do or some you should
NOT do.” I am sure that Col. Darwin
Johnson, Nevada, Mo., and Col. V. 1.
Matthews, Carthage, Mo., found plenty
of the latter when they attended a sale
I conducted near Pittsburg, Kas., last
month. However, I was certainly glad
they were there and it is my opinion
that we would all be better off if we
would attend a lot of sales—even those
conducted by our competitors.

Foland School To

Begin New Term

We call the attention of our readers
to a page notice, from the R. C. Foland
Real Estate Auction School at Nobles-
ville, Indiana, together with an enroll-
ment blank. Those interested please ob-
serve this elsewhere in this issue.

It is said that Col. Foland is the only
Auctioneer in the world who has compiled
a logical and convincing sales canvas.
In fact, he is the author of a copyrighted
book which he published on the ‘“Ad-
vantages of Selling Real Estate by
Auction.” He gives permission to his
graduates to use this interview and he
teaches how to sell anyone on the method.
Col. Foland developed this interview as
a necessity in building his own auction
business. Without this interview, Col.
Foland admits that his very successful
career as a real estate auctioneer would
have been difficult to attain.

“I find ‘The Auctioneer’ very helpful
and educational.”” Harold E. Ball, Port-
land, Ore.

Advertise the NAA

Let all the world know that you are an Auctioneer and that you are a member
of the National Auctioneers Association, with,

GOLD LAPEL BUTTONS: They attract a lot of attention because they are
attractive — $2.50 each postpaid.

ELECTROTYPES OF THE NAA INSIGNIA: Use them on your letter-heads,

envelopes, business cards and other advertising. They add distinction. $2.50
each postpaid.

DECALS: Three color decals, 4 inches in diameter. Place them on the win-
dows of your office, on your automobile and other conspicious places. They
can be used either inside or outside — on glass or other flat surfaces. 50¢
each or 3 for $1.00 postpaid. .

Send your order with remittance to
THE AUCTIONEER, 803 So. Columbia St., Frankfort, Indiana
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THE LIGHTER SIDE . . .

MAKE MINE HAM

Bombers were over the city, the sirens
were screaming and people were racing
for the shelters.

“Hurry up!’”’ cried the housewife to
her spouse.

“T can’t find my false teeth,” called
her husband.

“False teeth!’’ returned the exasper-
ated wife. ‘“What do you think they’re
dropping? Sandwiches?’”’

SUGGESTION

Employer: ‘“Whenever I enter the work-
shop I want to see every man cheerfully
performing his task. Therefore, I invite
you to place in this box any further
suggestions as to how this can be brought
about.”

When the box was opened the next
week it contained one slip of paper on
which was written: ‘“‘Don’t wear rubber
soles.”

THE SCIENTIFIC MIND
A psychologist is a man who watches

everybody else when a pretty girl enters
the room.

CAREFUL
“Do you suggest he’s a thief?”’ asked
the attorney.
“I wouldn’t say he’s a thief, suh,” said
the witness. “But If I was 2 chicken,
I’d sure roost high.”

PROBABLY NOT
Doctor: ““If the operation seems neces-
sary, could you pay for it?”’
Patient: ““If I couldn’t pay for it, would
you think the operation was necessary?”

SUPERLATIVE
Proprietor: ‘““In this restaurant when
you order a good cup of coffee you get
the best cup of coffee in the
When you order a fresh egg, you get

the freshest egg in the world. When
you . . .”
Customer: ‘I believe you. I ordered

a small steak.”

world. -
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DIRECTIONS

A motorist stopped his car on a coun-
try road and asked a native how far
it was to Millerstown. The reply was:
“It’s 24,996 miles the way you’re head-
ed, but if you turn around it ain’t but
four.”

TOUGH QUESTION

Registrar: ‘Have you been married
before, madam? And if so, to whom?”

Film Star: ‘“What is this — a memory
test?”’

BOOM!

‘“What are you putting in your pocket,
Murphy?”’

“That’s a stick of dynamite. Every
time Riley sees me he slaps me on
the chest and breaks all my cigars. Next
time he does it, he's going to blow his
darned hand of.”

TATTLE TALE

The salesman at the door was rattling
off the usual glib line. “All you do 1s
sign here, pay the small initial charge,
and pay no more for six months.”

‘““Who,” roared the lady at the door,
‘“who in blazes told you about us?”

CONFUSING

Notice in doctor’s office: ‘‘Ladies 1n
waiting room are asked not to exchange
symptoms. It gets the doctor hopelessly
mixed up.”’

~ SLIGHT ERROR
The fog was thick and the chief officer
of the tramp steamer was peering over
the side of the bridge. Suddenly, he saw
a man leaning over a rail only a few

'yards away.

“You confounded fool,”” he roared,
‘“What- on earth do you think you're
doing? Don’t you know my ship has the
right of way?”’

Out o the gloom came a sardonic voice.
“This isn’t a ship, Captain. This 1s a
lighthouse!”’
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EXPENSIVE

Nero was talking finances with one
of his officers in the amphitheater in
Rome. ‘“We aren’t making much money
from this building,”” Nero said. ‘““Any
idea why?”’

‘“Yes, I know,”’ replied the officer. ‘““The
lions are eating up all the prophets.”

HELP!

It is reported that a Communist Party
worker, having a particularly tough time
finding recruits in America, submitted
the following report to his superior:

“Tt is becoming increasingly difficult
to reach the downtrodden masses 1n
America. In the spring they’re forever
polishing their cars; in the summer they
take vacations; in the fall they go to
the World Series and football games. And
in the winter you can’t get them away
from their television sets. Please give
me suggestions on how to let them know
how oppressed they are.”

OFF BASE

An easterner was being driven by a
rancher over a blistering and almost
barren stretch of West Texas when a
large brightly-colored bird scurried
across the road in front of them. The
visitor had never seen a bird like that
and asked what it was. ‘“That’s a bird of
paradise,”’ said the rancher.

“Pretty long way from home, isn’t
he?’’ remarked the visitor.

ON A HILL
A traffic expert said recently that if
all the cars in the nation were placed
end to end, some fool would pull out
and try to pass ’em.

THAT’S LIFE
Dad labored hard for nineteen years
to keep the wolf away;
Then daughter up and married one
And brought him home to stay.

GOOD RIDDANCE
Smart alec tourist: “What’s your speed
limit?”’
Native: ‘“Ain’t got none! You fellers
can’t go through here too fast for us.”

NO SECRET
“Who said you could kiss me?’ the
girl indignantly asked her escort.
“If you must know,”’ the guy answered,
‘‘just about everybody in town.”’

NOTHING TO IT

“You writers must make a lot of
money,”’ suggested the pastor to Editor
Jones.

“Yes,”” admitted the scribe, ‘I have
received as much as $600 for writing
eight or ten words.”

‘“And what did you write?”’

‘“Ninety days after date I promise to
pay,”’ replied the editor.

YES, THAT WOULD DO IT

After a very trying day at the office,
the husband was enjoying his pipe and
reading the evening paper. His wife,
who was working on a crossword puzzle,
suddenly called out, ‘‘John, what 1s a
female sheep?”’

“Ewe,” replied her husband.

And that’s how the fight began.

THE INSULT

Defendant—‘‘I socked him, your Honor,
because he said I belonged to the Boon
family.”

Magistrate—‘‘Well, what’s so bad about
that?*

‘“And furthermore he said my father’s
name was Bab.”

THE CHEAT
“I just couldn’t trust that woman,
Agnes.”
“Why not?”’

“Well, I feel that she’s a bit too
cunning and possibly, just possibly, some-
what dishonest. For example, she’s told
more little white lies about me than I
have about her.”

TOUGH ON EVERYBODY
““I feel so sorry for the Joneses.”
nWhy?H
“With all this inflation they can hardly
keep up with themselves.”

ONE ADVANTAGE, ANYWAY
There’s one advantage to buying rock
n’ roll records. When they wear out,
you can’t tell the difference.
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TEN YEARS AGO

The following gleanings are from the
“AUCTION NEWS-LETTER” dated Jan-
uary, 1947:

No. X—Vol. II of the above mentioned
publication was evidently distributed 1m-
mediately following the 1947 National
Convention as most of its contents refer
to that event.

Officers elected for the year were:
Col. Jack Gordon (Illinois), President;
Col. F. G. Morse, 1st Vice-President;
Col. D. H. Williams, (Pennsylvania) 2nd
Vice-President; and J. A. MecClintock,
St. Louis, Mo., Secretary-Treasurer.
Members of the nominating committee
were Cols. Earl Ellis, R. C. Kirkbride
and O. L. Judy.

b Bs e

Col. Clem Bohr, Clintonville, Wis., gave
a very impressive talk on Land Auction
Sales. Col. Oard Sitter (Ill.) and Col.
H. R. Crippen (Mo.) gave some tips on
the handling of Farm Sales. Other ad-
dresses were made by Messrs. Chaffee,
Drake, Wilson and Gordon. These were
taken down by a stenographer and will
be published in later issues o the “NEWS-
LETTER.”

e 0 sk

In the business of the convention a
set of By-Laws and a Code of Ethics
were adopted. The possibilities and ad-
vantages of a Ladies Auxiliary were
discussed.

ES sk £

Pictures used in the January issue were

one of C. B. Drake addressing the Con-

Mr. Auctioneer:

IF you are East of the Mississippi
AND have bankrupt stocks of
AUTO SEAT COVERS to sell in
quantities, please call COLLECT

Mr. Anderson

Riverside 4-4331 Youngstown, O.
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vention and the Illinois Group at Break-
fast. The Convention was held in the
Hotel DeSoto, St. Louis. No attendance
figures were announced.

* £ 3 %

Several conferences of the Illinois dele-
gation resulted in the formation of a
permanent organization to be known as
the Illinois Association of Auctioneers.
Officers elected were C. B. Drake, Presi-
dent; L. Oard Sitter, Vice-President; and
V. C. Van Tassel, Secretary-Treasurer.

SALE PAVILION FOR SALE

Well located in excellent com-

munity. A wonderful opportunity for
a good Auctioneer.

ELI SIMPSON, Broker

1109 E. Van Trees,
Washington, Ind.

Learn Auctioneering

At Home

Nelson Auction

School

Renville, Minn.

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

Residential Classes

llllllll

Classes Begin SECOND
MONDAY of April; June
and September EVERY
YEAR!

lllllll

555 Auction Sayings

Nationally Recognized School



Howdy Friends,

Well I hope y’all had a nice holiday season an’ hope that you have a very successful
new year.

Say, we're ready and rarin’ to serve you in the year of 1957. Me an’ the boy, Georgie,
has been talking and we can’'t see why more of you fellow auctioneers ain’t using our
“NU-ART SIMULATED ENGRAVED BUSINESS CARDS’ that’s the ones with the RAISED
LETTERS. We know that once you have some you’'ll never go back to the ol’ fashioned
flat printed cards. Embossed cards are so distinctive. I tell ya what we're goin’ to do
. . . with ever order of NU-ART SIMULATED ENGRAVED BUSINESS CARDS that we
sell in January we’re going to send you a FREE copy of our book ““AUCTIONEERS
CHUCKLES” (it's full of jokes, and stories for the enjoyment of the auctioneer. By the
way the price on those cards are $4.95 for 1,000 printed in black ink only. For cards with
red and black ink the price is only 6.50 per 1,000. Up to seven lines of copy and no extra
charge for the NAA emblem.

So long ’til next month,
GEORGE G. BORUM

NU-ART ADVERTISING . . . Centralia, Ill.

Write for Free Catalog of Printing and Supplies for Auctioneers

Ladies’ Set . . . Jewelled ,
watch, necklace with pin | Men’s Watch Set. Jewelled

pendant, earrings, in cov- | Watch, suede band, cuff
ered metal frame box, | links, tie clasp, pen and

lined. pencil set. Covered metal
Your Cost $6.00 box, lined. No. J924.
Retail $22.50 Your Cost $5.00
Ladies’ jeweled watch only Retail $71.50

Your Cost $5.00

2 Men’s 17 jewel gold finish
Electric Deep Fryer. Re- | wateh stainless back. No.

tails for $39.50. J925.

Your Cost $6.00 Your Cost $12.50
Retail $71.50

Ladies 3 Pc. Luggage Set. | «ome in and see us. 1000

Consists of Pullman case, | items on display. We put
week-end case and train | You In business. 64 page

case. illustrated catalog with
o .. - fpa ce for ypur name . at
Men's jewelled watch. Gilt OUII'{ :&Si'i %;gg Set ow cost. Write for details.

case. Raised figures. Anti-
magnetic. Sweep second
hand. Paper box.

No. J1184 SUPREME SAV-WAY

Your Cost $3.75 _
Retail $8.95 344 Harrison St. Oak Park, Il



FASTEST-SELLING TARPS
TION

Farmers quickly rec-
ognize the quality and
workmanship in Hoosier Tarps.
The finest and most complete line
of Tarpaulins in America. Your sales
and repeat orders are easier and more

HOOSIER OFFERS frequent when you carry Hoosier Tarps.
IR FREE CATALOG!

Fastest service WRITE FOR NO. 56-WI TODAY!

All weights and

. - - -
sizes in stock | Hoosier Tarpaulin Company
Lowest prices | P.O. Box 574
P | Indianapolis 6, Indiana
Freight PfePG'd | Please send your latest Catalog of Hoosier
| Tarpaulins with prices and wholesale dis-
Money back guarantee. | o
= NAME
Tarpaulin & Canvas Goods Co., Inc. | ary STATE
1302 W. Washington St. I SIGNED 3
Indianapolis 6, Ind. 1 P e W R - s

[
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