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Auctioneer Hat

Panama and Milan straw hats as well as the famous Stet-
son (western — rancher — stampede and wisp), stick
pins, cuff links, rain proof covers for all style hats, — plus
anything enough of you think we should stock.
In the meantime order your summer straw hats now
— either in white Panama or Milan straw — Panama’s
have 2% -inch brim: Milan comes in 2%, 2% and 2%-
inch brims as does our world famous Silver Belly Felt.
Our London Fog-type wind breaker jacket is ideal for
Auctioneer’s Gavel this time of year.

Tie Tack
i Solid Gold tie tack

ALL NAA MEMBERS PLEASE NOTE!!! w/.15K-high quality sparkling diamond ... . $189.95

Everywhere we go and see auctioneers the question w/.25K-high quality sparkling dlamcn-'ld """" #5232
is always the same — “What do you have to offer for Other size diamonds up to 1 full karat-prices on request
auctioneers?” Many suggestions have been made as to Felt Silver Belly Hat ..., 22.50
what differc_smt 'a_uctiont_aers woqld like to have. qanie and T 16.95
| have decided if the interest is out there we will have a Mi St light t 14.95
catalog printed and offer anything we can secure that ilan Straw (light tan) ............... S '
any of you might like to have. Jackets w/4-color emblem ... 19.95

We are going to bring to the convention in Boston Car Coat w/emblem ... 39.95
some samples and if enough interest is shown we will 4-color NAA emblem oo 3.00

stock some thirty different items that, if used, can help

make you stand out as the best auctioneer in your area.

We are thinking of such things as jump suits with the

NAA emblem (your company name and your name appear-

ing thereon) — monograms, T-shirts, jackets, car coats, Col. W. erig quing

soxs, gloves, ball caps, blazers with co-ordinated trousers,

sterling silver auctioneer gavel tie tacks (with or without Tel.: Office: 704 399-6372; Home: 704 399-3260

diamonds) — gold plated gavel with or without diamond 5521 Belhaven Blvd.. Charlotte, NC 28216
— my regular line of silver belly auctioneer felt hats, ’ ’
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The Chicago Tribune.

Every Sunday, over 2.2 million* prime prospects geta  the 1,155,572 ** copies of the Chicago Tribune that
copy of our Auction Mart. And they respond to the are distributed nationally.

sales. That’s why auction advertisers from all over the
country (and overseas) placed 2,293** ads totaling

over 250,000 lines™* of advertising in the Tribune’s Tribune. For more information, call Dave Mason at

Auction Mart during 1977. In fact, of all the auction/bid )
advertising placed in the major metropolitan Chicago %13; fﬁgaﬁﬁf’éﬁﬁiﬁiS,',’as“.'f’.(f‘ 312/222-4042.

dailies last year, 73.5% ran in the Chicago Tribune.
Andthe advertisers got a bonus. too! Source: *Marketsin Focus/Chicago, 1975 Sunday, single issue

**Chicago Newspaper Classified Advertising
Ads and Lines Report, first eleven months 1977

- Their auction/bid sales messages also appeared in ++*ABC Publisher's Statement, Period ending March, 1977

Tuntothe .
Chicano Jribune

If you've got an auction coming up, keep in mind the
biggest auction mart in Mid-America: the Chicago




From the President’'s Desk . . .

Individual Efforts Can Change Course of History

Martin Higgenbotham, President

George Washington, Abraham Lincoln, Teddy Roosevelt,
Charles Lindberg, Amelia Earhart — the list goes on and on
of the statesmen and heroes of our past whom through their
individual efforts have changed the course of history in their
time.

Everyone says “Well, yea, in their day things were differ-
ent, life was less complicated, the bureaucracy did not exist.”
Etc. etc. But, just when you get the feeling of absolute hope-
lessness and you feel that there is nothing you as an individual
could do about anything — | would like to bring out a couple
of names you won’t recognize.

One of those is Howard Jarvis. Nobody nationally had
ever heard of Howard Jarvis but he upon deciding that Cali-
fornia taxes were too high went about his merry way of getting
1,000,000 signatures in order to bring about a special refer-
endum vote on tax relief. At this writing, | don't know how this
vote came out and for the purpose of my point, it is im-
material.

Another name whom you may or may not recognize is
that of Serral G. Barlow, a gentleman who singlehandedly has
forced the government regulatory board known as OSHA into a
corner and now before they can come in and indiscriminately
check your business or manufacturing plant for safety hazards,
they must first have a search warrant. OSHA, in my opinion,
has added more dollars in cost to the consumer and created
more inflation than perhaps any other governmental agency in
existence today.

Now who is Howard Jarvis??? Just an individual who
wanted to see a change made in the tax structure. Who is
Serral G. Barlow? He’s just a small businessman who runs a

very small plumbing shop in Pocatello, ldaho, who didn’t like

The State of the Mind

Earl Nightingale is so fond of saying, ‘“We will become
what we think about’”. Those are a few words, but offers much
meaning.

We can cultivate our minds to harvest successes or accept
the negative attributes of failure.

How do we develop the successful state of our minds?
The answer very simply is to develop an optimistic, positive
mental attitude.

This verse may make the point more directly:

If you think you’re beaten, you are;

If you think you dare not, you don’t;

If you like to win, but think you can't,

It's almost a cinch that you won't;

If you think you’ll lose, you're lost;

For out in the world we find,

Success begins with a fellow’s will;

It’'s all in your state of mind.

Remember, “Man’s grasp must exceed his reach or what
iIs Heaven for?”’

So long for now and good positive thinking to you.

S. L. Brewster
Cedar Blulffs, Virginia

July, 1978

OSHA’s tactics and decided he would fight them to a draw.
He did and he won!!

As businessmen who operate totally and wholly within the
free American enterprise system, our membership has indicated
to me this year their deep concern about the state of the econo-
my, governmental relations and welfare give-away programs.
The list goes on and on. But at the bottom and at the root of
all these problems there is a mass known as the “people” of
which you and | are a part. We are the voters. In that capacity,
we individually and collectively have the power to do anything
we want to do within the framework of our American Free
Enterprise system.

So, as | have said to you every place | have been — we
aren’t followers — we, auctioneers, are the leaders in our
communities. If you don’t like something, change it! It has
been proven time and time again that all you have to do is
have the determination to get it done and this American free
enterprise system that we operate (big and impossible as it may
seem) still can be changed by us as NAA members or by us
as individual auctioneers.

Two of our members who are now serving in their individual
legislatures are Ernie Niemeyer and Craig Lawing. Ernie is
from Lowell, Indiana and Craig is from Paw Creek, North Caro-
lina. These gentlemen are both senators in their respective
states. | just as of this week received a telephone call from
Mr. Niemeyer informing me of a situation that was arising con-
cerning the commission on livestock sales which we will keep
you up to date on as it progresses.

These are two members that | know of who are aware of
the fact that they have made a personal commitment to ""get
involved” in our system. And, as this is an off election year for
the governors and senators, | would recommend to our member-
ship to do everything we can to support the people whom we
believe can do the best job in our local state and national
government. This is the very least we can do as American
citizens and businessmen.

W-O-W!!l As | am dictating this letter, | am driving home
from an auction and | have just had a wild turkey fly across the
road in front of my windshield and my mind has immediately
gone from the seriousness of composing a letter to my love of
hunting! Hopefully | can get back to the seriousness at hand
in the next paragraph.

| hope that all of you have made your reservations for the
Boston Convention. But, if you haven't, it is still not too late.
Get a telephone call in and pack up the family and let's go to
Boston. The New Englanders will be there to welcome you with
open arms and help you in any way they can to get you
situated for the grandest convention ever!!! One more time in
case you didn’t read it or have forgotten it — PLEASE LEAVE
ALL FIREARMS AT HOME. DO NOT CARRY FIREARMS OF
ANY KIND IN YOUR VEHICLE INTO THE STATE OF MASSA-
CHUSETTS.

Looking forward to being with the auctioneers in Wisconsin
and Texas and will see all of you in Boston in July.

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

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

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

Single copies: $1.00 each. Annual subscription rate (thru July,
1977, issue) — $6.00 (11 issues); as of September, 1977, issue
$7.50.

Editorial and Executive Offices of the National Auctioneers
Association is 135 Lakewood Drive, Lincoln, Nebraska (NE)
68510. Phone: 402 489-9356.

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

Advertising Rate Schedule — THE AUCTIONEER MAGAZINE

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

2. ADVERTISING RATES: One (1) Time Six (6) Times Eleven (11) Times

Full Page ... O—— $125.00 $120.00 $115.00
Half Page ... .. . .. L 62.50 60.00 57.50
Quartor: Page —.ocvnmmmms 31.25 30.00 28.75

Column Inch: $7.00 per column inch — column is 21 picas wide (32 inches).

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

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

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

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

will be accepted.

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

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

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

Dimensions for ad space: Full page — 7% by 92 inches: Half page — 7% by

458 inches; Quarter page — 3%2 by 4% inches or 7Vva by 2Vs inches.

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

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

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

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

NAA Convention Sites

1978 — Sheraton-Boston Hotel, July 19-22, Boston,
Massachusetts

1979 — Denver Hilton Hotel, July 11-14, Denver, Colo-
rado

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

1979 NAA Seminars
January 29-30-31 — Sahara Hotel, Las Vegas, Nevada

February 19-20-21 — Opryland Hotel, Nashville, Ten-
nessee

National Auctioneers Association

1977-78 Officers

President — Martin Higgenbotham, 1702 E. Edgewood Drive,
Lakeland, Florida 33803. Bus. Phone: 813 688-6094

1st Vice President — Harvey C. Lambright, 112 N. Detroit Street,
LaGrange, Indiana 46761. Bus. Phone: 219 463-2012

2nd Vice President — C. E. Chuck Cumberlin, P.O. Box 248,
Brush, Colorado 80723. Bus. Phone: 303 842-2822

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

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

Directors

Terms Expiring 1980

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

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

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

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

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

Terms Expiring 1979

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

Wayne Ediger, 125 South Ash, Belle Plaine, Minnesota 56011
Bus. Phone: 612 873-2292

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

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

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

Terms Explring 1978

Wylie S. Rittenhouse, 9 Derrick Avenue, Uniontown, Pennsyl-
vania 15401. Bus. Phone: 412 438-0581

R. A. Dick Mader, Box 147, Gillette, Wyoming 82716. Bus.
Phone: 307 682-3882

John P. O’Connor, 2916 Chippewa Drive, Owensboro, Kentucky
42301. Bus. Phone: 502 685-2000

Marvin L. Smith, Hanover Road, Silver Creek, New York 14136.
Bus. Phone: 716 934-4875

Ed Huisman, 5212 Lemon Hill Avenue, Sacramento, California
95824. Bus. Phone: 916 422-2792

THE AUCTIONEER



Get Ready for the Clambake . . .

Enjoy the Mouth Watering Goodness
Of the 1978 NAA Boston Clambake;
And, the History of New England,

By William F. “Bill’” Moon

July — NAA Convention month and by the time you read
this article you will be packed and ready to leave for one of the
finest conventions ever held by the National Auctioneers As-
sociation.

Boston will be your destination and the bakemaster is ready
for you during the Boston Clambake on Friday, July 21. You
will enjoy one of the finest New England clambakes, featuring
steamers, lobsters, chowder, chicken, corn on the cob, water-
melon and beverage.

For those of you who have never eaten lobster we have
arranged to have instructions given by the bakemaster’'s as-
sistants, who will be attending the tables under the gigantic
tent where the bake will be served.

Reservations are being accepted by the Sheraton-Boston
Hotel and even though they have been very slow in sending
confirmations, they now are getting them out. NAA Tour Chair-
man Jack Hilditch has put together some of the finest tours In
Massachusetts and | know that you will enjoy touring the
historical sites in New England and Boston — “Where It All
Began!” For those of you who have not registered for the
tours, we will try and make late accommodations, but please
let us know immediately if you have forgotten to register for
the tours.

New England — A Tourist Paradise

If you are planning your vacation around the NAA Conven-
tion, visit Maine, New Hampshire, Vermont, Rhode Island,
Connecticut and Massachusetts — representatives of each of
those states will be available during the NAA Convention to tell
you about their respective states. Brochures on each state’s
attractions will be available at the convention.

In the last issue of THE AUCTIONEER magazine, we dis-
cussed some of the New England states. Rhode lIsland and
Connecticut were held until this issue, but the vacation op-
portunities in those two states are just as outstanding.

Rhode Island, the smallest state in the Union, offers some
of the finest beaches, boating and fishing imagineable. During
the first week of August the Tuna Fishing Derby begins and
if you are a fisherman you can enjoy this Atlantic Ocean op-
portunity. You may also like to see some of the tal!l ships In
Newport Harbor or maybe take a boat ride to Block Island.

Connecticut also is a beautiful state and has many fine
beaches along its east coast. Old Mystic Seaport offers a great
collection of whaling boats and a whaling museum that will be
of interest to auctioneers and their families. One can spend an
entire day there.

In the northern part of Connecticut Valley and see New
England tobacco being grown and how it is cured. Or, visit a
New England dairy farm during milking time; see the cows
being milked and how the milk is processed. Connecticut
offers many other vacation opportunities.

New Enland has a lot to offer auctioneers, their families
and guests. By time your read this article, reservations at the
Sheraton-Boston Hotel will be limited, but you can try for a
room immediately. The Advance Registration for the NAA Con-
vention ended on July 1, but you can register at the door on
Wednesday, Thursday and Friday. We want you to attend this
convention!

It will be a pleasure for me, and my wife Eleanor, to greet
and meet you in Boston at the 1978 NAA “Boston Clambake”
Convention. May your stay in Massachusetts be enjoyable
and educational and | will see you at the convention!

William F. “Bill”” Moon, Chairman
1978 NAA Boston Clambake Convention

July, 1978

Rely on the Professional . . .

Hire The Auctioneer Who
Displays the NAA Emblem

The Ladies Program Offers
Entertainment at the 1978
NAA Boston Clambake Meeting

Plans have been completed and many ladies have regis-
tered for the 1978 NAA Boston Clambake Convention and with
their registrations, have registered for the Ladies Auxiliary
Luncheon on Friday, July 21. A fine program for the children
— youth of the NAA families and guests — is being arranged
by Mrs. Theresa Hilditch.

At the Ladies Auxiliary Luncheon, you will be entertained
by Fred Crockett, who is a descendant of Captain Hanson
Crockett Gregory — the man who invented the hole in the
doughnut in Clam Cove, Maine in 1847.

On Friday night, everyone of the convention will enjoy the
New England Calm Bake — the NAA has named it the Boston
NAA Clambake — which is to be he!d at the Boston Aquarium.
Following a tour of the Aquarium you will see the actual bake
and can then eat to your heart’s content: steamers, lobster,
chowder, chicken, corn, watermelon and beverage.

The bake master will be ready when you are, so don't

disappoint him — your attendance is desired and needed.
Attend the first NAA Convention to be held in New England.
The ladies — wives and guests of the National Auction-

eers Association members — play an important part to the suc-
cesses of the auction profession. You will enjoy meeting with
wives of auctioneers from throughout the United States, and
some from Canada, and enjoy the association of ladies who
have many things in common, but the most important thing —
the auction profession.

Come see us in Boston — we’'re waiting for you at the
1978 NAA Boston Clambake Convention — July 19-22, 1978 at
the Sheraton-Boston Hotel.

'\,Om SCHOOL OF
.rL
T AUCTIONEERING

5\)}? “A Very Select School”

If you miss our next term, it will be SIX MONTHS before
you have another opportunity to attend SUPERIOR.

A term only lasts two (2) weeks. YOUR EDUCATION IS
FOR A LIFETIME. Doesn’'t it make sense to learn from
TODAY’'S auctioneers? From the people who are selling
many of the Nation’s top sales — not from someone who
is not an auctioneer or not enough business, as an
auctioneer, to keep him busy? He cannot tell YOU how
to be a SUPERIOR auctioneer.

SEND FOR OUR FREE CATALOG. YOU WILL KNOW US.

SUPERIOR SCHOOL OF AUCTIONEERING
' P.O. Box 1281, Desk A, DECATUR, ILLINOIS 62525
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How many tent companies can offer the features of the Steril
Auction Tent:

What every auctioneer needs is a tent that is versatile,
one that can be used for the small sale and the large sale.

Why wear your nerves to the breaking point with in-
decision? Why have costly cancellations? If you own a
Steril Auction tent, you can negotiate tent rental with your
client as soon as inclement weather is forecast, which may
be just before the sale.

Our tent is strong, wind-resistant, portable, lightweight,
multi-use, profitable, and versatile. Why?

TWO BOOKS FOR AUCTIONEERS

“Let's Talk About Auctions’”’ and

+.-\.. = ?

| Let’s Talk About |

“Common Sense in the Auction
Business’’. The books are designed

as fundamental guides for amateur
auctioneers and as refreshers for

upon, added to and reorganized to
logically cover both broad and
| specific aspects of general auction-
.5" eering. Topics include ‘‘The First
~=-  Steps”’, “Getting the Sale”, ‘“‘Pre-

paring for the Sale”, “Conducting
the Sale”, “The Auctioneer”, “Your Crew”, “Ordinances and
Security”, “Ethics in Auctioneering’’, ‘‘Partnerships — Good
or Bad?', '"Auction Accessories’’, and more. The text is
illustrated.

o =

| AUCTIONS A

o i /\’ more seasoned, professional auc-

B | tioneers.

) 1 In “Let's Talk About Auctions”,

' | the basic ideas from the ‘'‘Com-

i | mon Sense” series are enlarged
)

by Leo Jesion
6 i L

l i

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

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

AUCTION ARROWS

Auction Arrows — 100, 8%2" by 11" bright red arrows
with the word “AUCTION" above them on white background.
One third showing arrow pointing to the right; one third
showing arrow pointing to the left; and one third showing
arrow pointing straight. Shipped complete with helpful hints
on how to make full use of the arrows.

100 ARROWS, $10, plus $1.00 for shipping and handling

AUCTION

PROFITABLE:

1. You rent the tent to your clients.
2. You avoid costly cancellations.

3. You are going to get more sales if your competitor doesn’t
have one: also you will get sales that you may have lost
when a prospective client asks, “What do we do if it
rains, snows, or the sun is unbearable?”

4. Your commissions will be greater because more peaple
will stay and be comfortable — more people, more bid-
ders.

5. More people will attend your sale if your ad reads, “Sale
under tent in case of bad weather'.

6. You can rent out your tent to other auctioneers.

THROW AWAY AUCTION SIGNS

AUCTION

AUCTION
- SAT MAY 8
| - [0:AM

. AUCTIONEER | Au?o‘rgen
o .. dimJones
BEFORE AFTER

Paper signs, 18" by 24", in bright red lettering, plus
4 multi-colored Hefty markers. Simply fill in date, time,
name and phone number.

25 signs and 4 multi-colored Hefty markers, $12.95 post-
paid.
50 signs and 4 multi-colored Hefty markers, $19.95 post-
paid.
100 signs, no marker, $29.95 postpaid.
Please send me the following:

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

__ "Common Sense in the Auction Business”: @ $2.00
each postpaid.

___ SPECIAL: Both books for $7.00 postpaid.
18" by 24’ Paper Signs in 4" bright red lettering
in the following quantity:
25 signs and 4 multi-colored Hefty markers
@ $12.95 postpaid
90 signs and 4 multi-colored Hefty markers
@ $19.95 postpaid
100 signs and no marker @ $29.95 postpaid
— 100 AUCTION ARROWS, 8% by 11" bright red

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

Order Your Avuction Supplies from:

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

8. Your status as a real professional is enhanced. Let's

face it — a tent is impressive.

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

LIGHTWEIGHT: Its aluminum frame makes it so.

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

STRONG: The frame
w/hickory arches.

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

is heavy gauge aluminum tubing

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

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

Please send me a tent brochure . Enclosed is check or
money order. Send to:

Name .

Address

City State Zip..

JESION'S AUCTION SERVICE

P.O.Box 46 e McKeesport, PA 15135

FLOWMASTER MARKER

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

Now FLOWMASTER has designed
a king-sized permanent marker which
assures clear, bold readable Ietters.
Permanent ink prevents blurring and
running due to moisture. This amazing
king-size marker makes letters from
%B" to 1" in width with one stroke.
Made of polished aluminum and fea-
tures a large ink reservoir, pump and three different (re-
placeable) nibs in a plastic case. Comes with a 4 ounce
can of permanent ink and a 4 ounce can of nib cleaner.

Writes on anything — glass, paper, wood, etc. Ideal
for auctions, auction houses, office, shop, home or school.

Only $8.95 postpaid (NOT AVAILABLE IN STORES)

___ FLOWMASTER Marking Kits, including king-size
FLOWMASTER Marker, four ounce can of perma-
nent ink and four ounce can of nib cleaner @
$8.95 postpaid for each set.

| enclose____Check or__ Money Order for $
(Pennsylvania Residents Add 6% Sales Tax)

Name

Address

City State Zip

Send to:

JESION'S AUCTION SERVICE

P.O.Box 46 e McKeesport, PA 15135

THE AUCTIONEER




ASSIGNMENT: AUCTION HOUSE

By J. Wayne Taylor, President
Florida Auctioneers Association
Miami, Florida

A Utopian auction house was the assignment. Some of
the University of Miami students hadn’t the slightest notion of
what “auction” meant— let alone a specialized architectural
facility which needs to encompass a myriad of utilitarian con-
cepts: a gallery, a warehouse, a theatre.

The 65 architectural students were a young lot, in their
20's, and looked at me with a ‘“‘what’s-so-special-about-an
auction-house” look as | stood before their group. As third
year students they were fledglings, and just beginning to exer-
cise the abstract concepts of spacial relationships versus
design, versus use, versus site, versus building materials, versus
cost, versus versus. In two years they would be graduated
and independently design those structures men carve out
between the earth and the sky. But for now . . .

I’'ve had my fantasies, like every auctioneer, about a build-
ing big enough, which was grand enough, and contained enough
contraptions to hang all the silk rugs of Persia and had enough
floor space to hold and sell the contents of Buckingham Palace.
So maybe now it could all come to a kind of reality, on paper
anyway. Right before me were the group of young minds un-
limited by the realities of dollars and time.

For them this project was to become an adventure, and
for me — an experience of sharing knowledge which would
yield a viable product.

Architecture Professor Ralph Johnson, at 34 a Yale grad-
uate, city planner, etc., and auction buff, came to me with the
invitation to work with his students in a series of lectures and
workshops. He'd been to auctions and seen the limitations im-
posed by inadequate facilities. “An architect must become ac-
countable to functional need,” Professor Johnson told his
students. ‘“He must work with the intervention of materials in
the structure, and actualize the additional vocabulary which
comes from the created compatability of environment to the
buildings.”

“The coordinated whole is the architect’s culminating
product, and one element cannot supercede to the detrament
of others,” he said. The professor began enumerating the
architectural process, “An organizational phase, a spatial phase,
a natural environmenvtal phase, a mechanical environmental
phase, a fixed structural vocabulary phase, a free structural
vocabulary phase . . .”

As it turned out very few of the students had ever been
to an auction or had an idea of the reality of an auction. |
gave them an outline of its mechanics from the acquisition of

merchandise, to its transport, display and the total process
through sale and delivery.

The foundation had been laid in the first lecture. Each
student was given the assignment of producing an “idea board”,
a collage of what they thought constituted an auction. These
“idea boards”’ came to be a collection of trite images of the
hammer, the auctioneer, the goods. They were paste-ups and
drawings on cardboard which would never make the Metropoli-
tan Museum of Art but gave away the fact that these novice
architects were void of necessary information.

| became the client. J. Wayne Taylor, auctioneer, business-
man, art and antiques connoisseur. At last this was the oppor-
tunity for me to set forth the needs and luxuries of an auction
house of perfection.

“Last call, and sold to number forty-seven.” We were at an
auction, all of us. The beginning point had to be an auction
itself, so we met one evening at an auction and of course some
of the students got caught up in the excitement and bought
some stuff. But for most it was the maiden experience into
this age-old method of marketing. Professor Johnson had
stressed that the students observe for ‘“activity analysis’”. That
is the role of each person in the auction process.

Although the auctioneer was the focal point and leader
of the activity he actually had a limited function as the total
auction was concerned. Students’ eyes darted throughout the
room as ringmen paraded about with paintings and porcelains.
The bid recorder sat close to the auctioneer and enscribed
every name and number in the books. At the pick-up station
the bookkeeper approved checks and accepted payments. Then
the merchandise processors wrapped and released purchased
merchandise to the new and appropriate owners. A husky crew
of men were on hand to help heavy furniture or whatever.

The architectural caravan moved through the streets of
Miami’s village of Coconut Grove for the subsequent meeting. It
is in this section of the sun-lit city and its two million plus
people that the art and artists’ center has evolved. In Coconut
Grove a series of small shops provide an elegant market place
for shoppers as they stroll through lantern lit streets. And it is
in this community that | wanted my Utopian auction house.

Together, the class and | and Ralph Johnson selected a
site on a tree-shaded rocky bluff overlooking the harbor. An
idyllic setting. Here people congregate in the park across the
street to listen to the sounds of palm fronds whispering in the
fresh air and sunlight. Here they could amble into an auction
gallery after having been relaxed by the tranquility of the outside
environment.

The novice architects needed to take the details of the
environment into consideration. Without the integration of the
beauty of the outside world into the interior structure, site
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LAURA PEREZ’S architectural design model of the auction house won first place in the competition. Her model is shown left.

Her floor plan is shown right.
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EDWARDO PEREZ-HEYDRICH won second honors in the auction house architectural design competition. His model is shown

left, next to the scale drawings of the ground floor.

selection wouldn’t matter. The young designers of buildings
were first told by their professor to evaluate the overall orienta-
tion of the site. Then they must look at sun exposure, breezes,
traffic patterns, pedestrian traffic, exterior noise, existing fol-
lage; in other words every minute detail which would serve as a
llability or asset to the auction, and minimize or maximize that
factor accordingly.

“Create a matrix”’, said Ralph Johnson. That was the as-
signment. “Determine how one required space related to
another space. The relationship of the warehouse to the actual
auction theatre. Consider closets, offices, parking . . . At
this point what we are looking for is a rough draft.”

The architectural seminars became as much of a learning
experience for me as for the students. With each progressive
stage and meeting we exchanged ideas about what an auction
house should be, and | learned further of the complexities of
the technology of building design.

“Now we are ready for the bubble diagrams.” This was the
detailed illustration of the matrix and the embryonic stage for
the finished floor plan.

The preliminaries had been completed. Professor Johnson
guided the students to the executive phase. Here they began
to explore and utilize the technology of the 20th Century.

“Air conditioning is very important,” said Professor John-
son. "'‘But what effect will it have on the public address sys-
tem. Will the current of the electricity or the rush of cool air
too close to the speakers interfere with sound?” And they had
to consider the audio system further. Would it adequately
serve to carry music throughout the gallery during non auction

1

ROBERT LOEFFLER’S model of the auction facility
floor plan.

8

was judged third

hours? They grappled with the factors of lighting. | told the
students it had to be a versatile system. A flood light needs
to be directed to the constantly changing pieces in the inven-
tory, therefore they could not be fixed paths for light beams.

Their innovation was inspiring. The class agreed that
mechanical rug lifters were an absolute necessity. So were
adjustable picture hooks. One student contributed the idea of
a conveyor belt in the use of transporting uniform size cartons.

The atmosphere was to first provide for buyer comfort, of
course. This included a buyer lounge. A space luxury that my
bulging inventory never permitted. This lounge would include
a closed circuit television, like at the race track, to accommo-
date the overflow of people who couldn’t squeeze into the
crowded auction theatre.

These students also provided security in their designs.
Alarm systems of the most sophisticated nature.

The reception area was only the start of a walk through
traffic pattern, which lead through mazes of exhibition rooms,
then to the pick-up areas, and so on.

What marvelous young minds!

Now to put them all to the test. | was eager to see the
final renderings and models. As the client | also became the
jury in selecting the most outstanding design. | told the novice
architects | was to first look for their sensitivity in responding
to the needs of an auction house, and secondly to how well the
problems were solved. Both Professor Johnson and | joined in
looking for the best graphic presentation.

It was an anxious day as students filed into the classroom
with their final presentations. They said they had had fun in
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working the project. It showed in enthusiasm. They had
learned about auctions as well as architecture. Some found
that at one time or another their parents had bought at auction
and were more familiar with the sales process than they. ‘I
never thought it could be this interesting,” said one of the
students.

Professor Johnson and | considered each product of each
student. Most were excellent. As good as many a full fledged
architect could produce, | thought. Yet there was the one
presentation which stood out above the others. It came from a
student who had developed her concept early on.

Laura Perez is certainly not the type one would expect to
be an architect. If | had to guess | would have said she was
majoring in home economics — not architecture. She is an
exceptionally pretty dark haired girl of Latin descent, soft
spoken and very intense in her ambitions. The architectural
model she produced was well done and considered all and more
of the problematic factors presented by Professor Johnson
and |.

Our second choice was the work of Edwardo Perez-
Heydrich. Unlike Laura, he looked like an architect. Young, tall,
lean, a handsome 20-year-old with a ‘““‘matter-of-fact-I-know-I'm-
good’” attitude.

Robert Loeffler, handsome young blond man, became our
third auction house design choice. And if there would have
been subsequent choices to make it would have been done with
difficulty. For even though not all were outstanding, each one
in the class had been innovative in one manner or another.
They had all obviously been thinking and working and pro-
ducing.

At least my Utopian auction house is on the drawing board.
| certainly would have given the commission to Laura Perez
were | able to purchase the idyllic site in Coconut Grove and
begin a building from the ground up and up and up.

But I'm bound to an established business with crowded
warehouses, an auction theatre carved out of an existing build-
ing — without electronic rug lifts and without conveyor belts —
let alone a loading platform. Yet for a while, | felt as if | were
really working toward the reality of an auctioneer’'s Taj Ma Hal.

(EDITOR’S NOTE: J. Wayne Taylor will display the winner’s
architectural design at the 1978 NAA Boston Convention).
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college of auctioneering

Learn to Be — One of the most respected and success-
ful individuals in your community.

We can start you in a profession that is honorable,
pleasurable and most rewarding financially. We have
been doing same since 1948. Ask your successful auc-
tioneer — he has been there!

We have often been imitated, but never equaled. It will
cost you 13¢ to get the answer. (It used to be 3¢.)

This copy partially compiled by Ed Vierheller, Grad-
vate 1960, and past member, Board of Directors, Na-
tional Auctioneers Association.

WRITE:
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Box 1458 Billings, MT 59103

| CONVENTION DATES |

JULY 19-22 — NATIONAL AUCTIONEERS ASSOCIA.-
TION, SHERATON-BOSTON HOTEL, BOSTON.

October 7 — Arkansas Auctioneers Association, Ra- I
mada Inn, Mountainhome.
October 15 — Mississippi Auctioneers Association,
Downtown Holiday Inn, Jackson.
October 28-29 — Iowa Auctioneers Association, Hilton
Motel, Des Moines.
November 5-6 — New York State Auctioneers Associa-
tion.
November 19-20 — Indiana Auctioneers Association,
Hyatt Regency Hotel, Indianapolis.
January 8, 1979 — Georgia Auctioneers Assoclation.
January 20-22, 1979 — Ohio Auctioneers Association,
Winter Meeting, Marriott Inn, 2124 S. Hamilton Rd. ‘
@ I-70, Columbus.
January 26-27, 1979 — Pennsylvania Auctioneers As-
sociation, Inc., Host Inn, Harrisburg. |
April 89, 1979 — Kentucky Auctioneers Association,

Owensboro.
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. Learn Auctioneering

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

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

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

1979 NAA Seminars Announced
By Chairman C. E. Cumberlin

Two exciting sites have been selected by the NAA Educa-
tion Committee for the 1979 Seminars. In 1979 auctioneers in
the western states will have the opportunity to attend the
seminars in January in Las Vegas, Nevada at the Sahara Hotel;
and in February, 1979, the seminars will be held in Nashville
at the beautiful, new Opryland Hotel (site of the 1980 NAA
Convention).

The dates for the 1979 Seminars are: Las Vegas, Nevada
— January 29-30-31; Nashville, Tennessee — February 19-20-21.
The daily schedule for each of the 1979 three-day Seminars is
as follows: Monday — Real Estate (the session will include
many aspects of selling real property at auction); Bid Call-
ing/Voice Analysis in the evening. Tuesday — Farm Equipment
and Livestock, in addition to Advertising; Bid Calling/Voice
Analyvsis in the evening. Wednesday — Antiques/Collectibles.

The instructors for the 1979 NAA Seminars are being con-
tacted now. Registration forms will be available at the 1978
NAA Boston Clambake Convention and published in the fall
issues of THE AUCTIONEER magazine.

Hotel reservation forms for each Seminar session will be
published in the fall issues of THE AUCTIONEER magazine at
the Sahara (Las Vegas) and the Opryland (Nashville) and
seminars’ registrants will make their own reservations at each
hotel.

Seminars registration will begin at 8:30 a.m. on each day
and it is suuggested that hotel accommodations be reserved for
the night preceding the first session of which the auctioneer
will attend. Most seminars registrants attend all three sessions
(days) as the information offered usually will fit all aspects of
auction selling, even though the subject may not be titled in the
auctioneers’ categories.

Look for the 1979 Seminars registration and hotel reserva-
tion forms early in the fall and reserve the dates for the 1979
Seminars — January 28 (Sunday arrival) thru January 31
(Wednesday — last seminar day) in Las Vegas; February 17
(Sunday arrival) thru Wednesday, February 20 (Wednesday —
last seminar day). The Wednesday session in each city will
end at approximately 4:30 p.m.
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FLORIDA AUCTION
SCHOOL

Classes are held three terms each year

MARCH e JULY e OCTOBER
ATTEND 2 WEEKS INTENSIVE TRAINING
IN ALL PHASES OF THIS RESPECTED AND
HIGHLY PROFITABLE PROFESSION

SEND FOR FREE CATALOG
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FLORIDA AUCTION SCHOOL
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NEW TOOL
AUCTION

We will bring tools anywhere in the
United States.

All tools guaranteed.
We have the largest rolling inventory
in the tool business.

Tool auctions are great fund raising projects!

Stop in and visit our show room.
Call and talk to one of our salesmen. |

Boswell Wholesale Inc.
BOX 334 BOSWELL, IN 47921

CALL TOLL FREE FOR INFO. 800 428-0950

N

L ™2 L L

" For That Anthuc Estatc

.2y 57~ or Collector s Auction

PENNSYLVANIA
WEST
VIRGINIA
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Circulated primarily in Illinois, Indiana, Ken-
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$1,006,020 for 1,250 Acres . ..

Noted Virginia Farm Sold at Auction
In April by Virginia Auctioneers

The ““‘Southwest Virginia Enterprise” newspaper of Wythe-
ville, Virginia, ‘“splashed” the news about the Wythe County
farm, which was sold on April 29, 1978 by the Horney Brothers
Land Auction Co. of Wytheville and Ownby Auction & Realty
Co., Inc., Richmond. The paper described the sale as follows:

By Joe Heldreth,
News Editor

“One of the most publicized auction sales ever conducted
in the state of Virginia opened at 10 o’clock Saturday morning
(April 29) in Wythe County and seven hours later 1250 acres
and $1,006,020.00 had gone across the block.

“Horney Brothers Land Auction Co., Wytheville and Ownby
Auction & Realty Co., Inc., Richmond, combined Saturday to
auction off the famed Graham’s Forge Farms, divided into six
blocks ranging from 50 to 400 acres and further divided into
103 tracts ranging from one acre to 100 acres each.

“NAA members, Dennis Ownby, assisted by Morris Fannon
(Pennington Gap) barked out bid invitiations while a half-dozen
buyer prodders urged individual potential property seekers io
be the final bidder.

“Twenty-six of the large crowd which filled a circus-type
tent to overflowing came from several states to purchase their
share of the prized land.

“Potential buyers came beckoned to the sale by advertise-
ments in leading daily and weekly newspapers and commercials
on several television stations. NAA member Jake Horney of
Horney Brothers said the Wall Street Journal even carried an
ad proclaiming the event.

“Bryan Shankman and Dow Owens, Pulaski attorneys
representing the sellers, Mr. and Mrs. R. E. Weiskotten termed
the sale very successful and commended the auctioneers on
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THE PROFESSIONAL AUCTIONEER
AND WHAT HE NEEDS TO KNOW

By RUSSELL KRUSE

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

CHAPTER HEADINGS

1. Bid calling 9. Insurance
2. Conducting the auction 10. License law — Bonds
3. Contracts 11. Fees — Commission
4. Sale summary 12. Appraising
5. Uniform commercial 13. Land description and
code and auctioneer surveys
| uability 14. Working together
0. Reserve bldding 15. Definition of 276
7. Advertising terms and words every
| 8. Ringman auctioneer should know

or have available

Price of book $5.00 (Volume discount available).
Being used by several states — auctioneer as-
sociations and auction schools. WRITE: Kruse
Office: 305 South Union Street, Auburn, Indi-
ana 46706.
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a job well done.

“One block of the land is located at the Intersection of
I-77 — 1-81 and the rest, much of it along Reed Creek lies only
minutes off the two In<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>