THE AUCTIONEER

The Magazine of the National Auctioneers Association @ February, 1983

All those potential
clients and customers
won’t know it’s

National Auctioneers Week T\

until you tell them.

April 3-9, 1983

National Auctioneers Week




ATTENTION ALL NEW AND OLD MEMBERS OF NAA
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__ Stetson “Wisp”

It has been fifteen years since we had the idea that NAA
members should have something evident that would make them
stand out in a crowd so that no one would wonder “Who is in
charge of the sale?” We started at the top and designed a hat,
pictured above, that comes in beautiful “silver belly” felt in three
brim sizes: 2'8"- 23%" and 25s8". Silver belly is light grey and it
comes with a red satin lining and the NAA emblem is embossed
In gold on the inside crown. This design and shape went over so
well that we soon added the Milan straw in the same brim widths.
The summer Milan straws come in light tan and can be worn with
about any color clothing.

| then began to get calls for white Panamas and | prevailed on
the folks who manufacturer our hats, Stetson Hat Company, Inc.,
makers of the famous John B. Stetson hats, to make us a white
Panama with a 22" brim. We have now added the Panama to
our line of hats.

Those of you who like the traditional Western style hat kept
after me to add a truly Western-type head piece, so we did. We
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¥ “AUCTIONEER’S
GAVEL”

TIE TACK

added the most popular style Western hat sold in the world today

— “The Wisp”. The Wisp, pictured above, is worn by the “Marlboro

Man” and can be seen in about ervery magazine that advertises

giggreﬁes. Our Wisp is silver belly and is 4X quality and has a
" brim.

My wife had a tie tack designed and made for me and surprised
me with it on my birthday. Many of you saw and admired it to the
extent that, yes, we added it to our line. We offer the tie tack
pictured above in 18K gold without the diamond, with any size
diamond you would like (top quality guaranteed), sterling silver,
with or without diamond, as well as sterling silver gold plated. We
also offer each of the above with man-made diamonds.

The next item we added was the London Fog type jacket.
Primarily a windbreaker type jacket with lined sleeves and it
comes with the beautiful 4-color embroidered 32" NAA emblem
patch attached to the left breast. Just right for spring and fall
weather. You can also order the patch separately.

NOW, HERE COMES THE BIG ONE!

| just recently returned from Costa Rica where | had gone to
investigate the possibilities of real estate investments. Due to the
fact it rained most of the time | was there | did not get to see
much real estate but | did end up purchasing a small “Boot
Factory.” Yes, | am now the owner of a boot factory that employs
five expert boot makers. These workmen are among the best
“hand-made” boot makers in Central America and can put out
two pairs of boots each per day. My plant production is ten pairs
per day or fifty pairs per week. The beautiful boots come in several
different colors and styles. The most popular, the one everybody
likes (including the ladies), is number 1 and 2. The only difference
is number 1 is plain on the toe and number 2 has a design in the
leather. Some are lined with leather and others with polyester
material. Numbers 3 and 4 are primarily the regular work or dress
boot and they too are lined as pointed out above. | know some
of you may be skeptical of ordering boots by mail but let me say
everything we sell is unconditionally guaranteed and if you are
not absolutely satisfied with anything you receive from us, send
it back for exchange or a complete refund. We have pictures of
these boots in color and we will send you pictures of any style.
They come in sizes 5 through 14 in both men’s and women’s
sizes. If we do not have your size in stock it might take as long
as 30 days to get them special hand made for you. If you need
one size heel, another size for high instep and extra wide or real
narrow we can have it fitted for you because we own the factory.

Here is the good part and why we bought the factory. Costa
Rica is the only democratically controlled country in Central or
Latin America. But, their economy is shot. When | was there two
years ago it took 8 colonies (Costa Rican money) to make one
of our dollars. When | was there this time it took 50 colonies to
make a dollar. What this means is that the colonies have dropped
from 12'2¢ to 2¢. Workmen in Costa Rica earn an average of
$500.00 per year or 25¢ per hour. These boots | am offering
today would have cost $175.00 to $200.00 in American money
two years ago. If the colonies come back in value we will not be
able to do what we are doing now. | would advise you to get your
order in now while the low, low price is prevailing on these
beautiful, hand-made, easy wearing, bedroom shoe-feeling, multi-
colored boots. Remember, you must be satisfied or 'ole Craig will
make it right.

Please note new price list. | apologize for the price increase
on everything made in this country, but they just keep hiking the
prices to me.

Felt Silver Belly Auctioneer Hats $45.00
Wisp 4X Beaver (Western Style) 55.00
White Panama (22" brim only) 25.00
Milan Straw (3 brim sizes) 22.00
London Fog type jacket w/emblem 30.00
NAA Emblem - 4-color Embroidered 3.00
Hand-made Boots (styles 1 & 2) 75.00
Hand-made Boots (styles 3, 4 & 4A) 80.00

Tie Tacks (18K gold, sterling silver, gold plated

w/ or w/o diamonds and man-made diamonds) from $50.00
— Write for prices.
Deer and Pig Skin Gloves
PLUS 4% SALES TAX

PLEASE INCLUDE BRIM WIDTH AND SIZE OF HATS AND BOOTS AS WELL AS
STYLE-NUMBER OF BOOT.
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$18.00 - 20.00

= 4A EERA

: .-Li

3 2 4

2 .
COLONEL W. CRAIG LAWING

5521 Belhaven Blvd. — Charlotte, N.C. 28208

Telephone: Area Code 704/ Office 399-6372
Home 399-3260



Letters to
THE AUCTIONEER

Injured auctioneer doing well

| am happy to report that after my accident with
anhydrous ammonia in September, 1982 (December
AUCTIONEER, “Priceless — the help of Association
members when you need it”’), my eyes and nose
continue to heal, but | find that extreme cold and
wind cause irritation. Hopefully the eyes will get
toughened up soon. New glasses will probably be
fitted in the near future.

Offers of help and concern are still being re-
ceived and are greatly appreciated. I'm looking for-
ward to renewing old friendships and making new
ones at the NAA convention in Houston. Thanks
again to everyone for their help and concern.

Larry Theurer, CAl
NAA member auctioneer
Wellington, Kansas

In Memoriam revisions

In the January issue of THE AUCTIONEER two
corrections need to be made in the “In Memoriam”
column on page 66. Deceased NAA member Karen
Hossner was from Ashton, Idaho, not Indiana. Auc-
tioneer Hossner was also an elementary school
teacher of gifted and talented children. Secondly,
deceased member Pete Younger’'s name was mis-
spelled as Rounger. Please correct this information
in your AUCTIONEER copy.

Did you get elected to public office?

NAA members who ran for public office and were
elected last November are encouraged to write an
article for THE AUCTIONEER, about their election
and present activities in office. Articles will appear
in forthcoming AUCTIONEER issues in the “Spotlight
on NAA auctioneers’ section.

Be An Auctioneer

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

FREE CATALOG!

Missouri Auction School
1600 GENESEE / KANSAS CITY, MO. 64102
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Add these members
to your Directory

By the time you’re reading this AUCTIONEER,
the 1982-83 NAA Membership Directory has been
mailed to all current members. However, some mem-
bers who should have been listed were mistakenly
omitted.

Every attempt was made during the preparation
of the 1982-83 Directory to list all of the nearly 6500
NAA auctioneers. Regrettably, through computer
error, human error, or a combination of both, NAA
members were either removed from state lists, or
were never listed in the first place. To rectify the
situation, the NAA office will continue to update
members’ files upon notification that they have been
left out.

Furthermore, THE AUCTIONEER will publish the
names of NAA members omitted from the directory.
You are highly encouraged to include these mem-
bers on the back inside cover, in the ‘““Additions/Cor-
rections to your NAA Directory’.

Additions to your NAA member Directory

The following were mistakenly omitted from the
1982-83 NAA Membership Directory.

CALIFORNIA

HOCH, MIKE, 10728 50th Street, Mira Loma 91752
STEFFEE, CLIFFORD E., Box 496, Bonsall 92003

VAN GORDON, STEPHEN, 1116 Capri Drive, Campbegl|
95008

MISSOURI

EASTBURN, KEVIN L., General Delivery, Phillipsburg
65722

NEBRASKA
BLANK, WILLIAM, Madison 68748

NEW JERSEY

LUBMAN, MAURY, 1080 Main Avenue, Clifton 07011
(Please omit Mr. Lubman from New York list.)

NEW YORK

WHEELER, DENNIS A., Merritt Road, RD #?7, Fulton
13069

OHIO
ROTH, RICK J., R.R. #1, Box 165, Archbold 43502

PENNSYLVANIA

BAIR, ROBERT A., RD 2, Box 67, Wrightsville 17368
DIETRICH, LYNN A., 2798 Warm Spring Road, Cham-
bersburg 17201

FRYE, H. L., P.O. Box 37, Pleasant Unity 15376

HUBSCHER, CHRISTIAN, 529 E. Broad St., Souderton
18964

KRALL, PETER H., Willow Brook Farms, Catasauqua
18032

KUNKLE, R. DAVID, 240 East Hamilton Street, Allen-
town 18103

WELCER, JOHN, 724 Chain Street, Norristown 19401
YOUNG, KENNETH D., R.D. 1, Allenwood 17810

TEXAS
BOWERS, JAMES B.. P.O. Box 25306, Houston 77005

VERMONT

BARROWS, ALTON WARREN, RFD #1, Box 125, Wall-
ingford 05773
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THE AUCTIONEER magazine is the of-
ficial publication of the National Auction-
eers Association and is published month-
ly with the exception that an August is-
sue is not published (11 issues annually).
THE AUCTIONEER magazine is published
as a means of exchanging ideas that will
serve to promote the auctioneer and the
auction method of selling.

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

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

advertising can be accepted. See rate

schedule on last page.

Single copies: $1.75 each. Annual sub-

scription rate $18.00.

Editorial and Executive Offices of the

National Auctioneers Association are at

135 Lakewood Drive, Lincoln, Nebraska

(NE) 68510-2487. Phone: 402-489-9356.

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

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

Mrs. Sandy Chapin, Secretary

Ms. Marge Houser, Secretary

Mrs. Susan Koerber, Secretary

Mrs. Sharon Whisenhunt, Secretary
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Less than six months remain
in the ‘““Year of the Auctioneer’

By Rex B. Newcom, CAIl, President
National Auctioneers Association

My theme for the 1982-83 NAA year has been,
“It's the Year of the Auctioneer”, and | hope you
have had an outstanding beginning for 1983. How-
ever, less than six months remain on my term as
NAA president. During my many travels to state
auctioneers association conventions and other meet-
ings involving auctioneers and auctions, | have heard
reports of good activity in our profession.

It is encouraging to know that the Real Estate
At Auction Seminar, held on January 24-25-26 in
Louisville, Kentucky, was sold out. | am sorry that
several NAA members waited too long to register,
and due to the late indication of interest, we were
unable to increase our registration limit. It is ob-
vious that the members want to learn more about
the auction profession so that we all can do a better
job for our sellers and buyers.

Interest is higher this year in our second semi-
nar — the Antiques at Auction Seminar in New Or-
leans. By the time you read this article, we probably
will be on our way to New Orleans. The programs
for our 1983 Seminars were outstanding, and presi-
dent-elect Bill Gaule (also seminars chairman) did
an outstanding job of organizing the two seminars.
The instructors all excel in their fields of work, and
we can learn much from each one. The new ideas,

methods, and techniques are invaluable to the pro-
gress of our businesses!

We soon will recognize the efforts of auction-
ee's when we sponsor the annual, National Auction-
eers Week. Already many state association leaders
have contacted their state governors to have resolu-
tions prepared recognizing the auction profession
and auctioneers. We need to promote our profes-
sion, and whenever we describe a sale of property,
describe it as an “‘auction sale’’ of property.

Put the word, “Auction’” in the headlines when-
ever you discuss your profession!

Hopefully, all NAA members will use the NAA
emblem in all auction advertising, to let the general
public know that there is strength in numbers: and
that the National Auctioneers Association member-
ship does work by a very strict and meaningful Code
of Ethics. We need to impress on the public that
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there is an organization which promotes the auc-
tioneer as a confidant of the public and an instru-
mentality of community progress and development.
Auctioneers who take pride in their work and con-
tinue to learn more about their profession will be
more equipped to serve the public. The public will
certainly accept the auctioneer who continues to
improve on his or her methods!

Members of the National Auctioneers Associa-
tion, and only NAA auctioneers, can improve on their
business techniques and methods can earn the
designation, CAl. The 1983 CAIl courses are sched-
uled for April 10-15, and registrations are now being
accepted for Course I. If you wish to attend the 1983
Course, write immediately to Stephen J. Martin,
Executive Vice President, Certified Auctioneers In-
stitute, 4211 East Third Street, Bloomington, IN
47401, phone 812-333-0077. The Certified Auction-
eers Institute is not an auction specialization semi-
nar, but the course work offers the NAA member
understanding in areas of finance, accounting, law,

advertising and other areas of major concern in the
auction business.

NAA director Joe Small has been appointed
1983 NAA “Deep In The Heart of Texas’” Convention
Chairman. Joe and his Texas Auctioneers Associa-
tion auctioneers have begun work, and the program
In Houston, Texas, should be of interest to each
member, his or her family, and auction associates.
The 1983 Convention program will be streamlined
somewhat, but will continue to offer the members
help in their areas of auction specialization.

This is the Year of the Auctioneer, but to make
it so, you must do your part to promote the auction
profession. Hopefully, each member will sponsor
a new NAA member — a qualified auctioneer who
will best represent the profession and the Associa-
tion well. | am asking each member to get involved,
to make our Association meaningful to not only the
auctioneer member, but to anyone who becomes in-
volved with the auction method.

| want to meet you personally in Houston! The
1983 NAA Convention will not be complete without
you.



BUSINESS OPPORTUNITY

Established Auction Company to be SOLD at Auction
Saturday, February 12, 1983 - 1:00 P.M.

Company Description:
SANFORD AUCTION
1215 S. French Ave. (State Hwy 17-92)
Sanford, Florida 32771
(305)323-7340

Established 25 years, 9 years with present owner

Weekly Auction Sale every Monday at 7:00 P.M.
Open Daily, 10 - 5 for Wholesale, Reatailers
$700,000.00 Annual Gross

Listed - Dun & Bradstreet
Listed - Lyons Directory
Types of Items Sold:
Furniture, Antiques, Reproductions

Appliances, Motel Salvage
Lease available to buyer ($1,200.00 per month up to 4 years)
Lease property includes:
160" x 260’ Lot (Large paved parking lot)
2 story Auction Building (9,000 Sq. Feet)
Storage building (4500 Sq. Feet)
Located on State Highway 17-92
(Main north - south highway through Sanford)
Desirable location for Retail and Daily Sales
Additional available items:
White Freight Liner Tractor
3 - Drop frame furniture semi-trailers

1 storage trailer
1-18" IHC 2% ton pickup truck

1 Forklift
Numerous furniture dollies, assorted fans & office equipment

$50,000.00 (cost) Inventory

The company will be sold on February 12 and the owner will then eitherrun a Second Auction to
dispose of Equipment and Inventory, or will sell to buyer, at buyers discretion, any or all
Equipment and Inventory

Present owner has purchased an Indoor Gun Range in Apopka, Florida and will be operating this
facility, making it hard (impossible) to operate both facilities at the same time. This is a genuine
opportunity for some Auctioneer to come to Sunny Florida and step into a going Auction
Business that has been and will continue to be a real money maker.

THE AUCTIONEER



Headquarters

@1 Relocation
&3 Fund Report

Payments on pledges
over $275,000;
Response to Fund
Program gratifying

By Martin E. Higgenbotham, Chairman
Headquarters Fund Program Committee

Response to my request for those of you who
have made pledges to the Headquarters Relocation
Fund Program to make early or final payments has
been gratifying. Due to your support, we have re-
ceived over $275,000 in payments on pledges!
Thank you very much for your support and con-
tinued enthusiasm to our Headquarters Fund Pro-
gram.

We still need additional pledges to reach our
goal of $600,000 total pledges, and hopefully, many
more members will participate in this important pro-
gram of the National Auctioneers Association. By the
time you read this article, the NAA Board of Direc-
tors will have heard my report, which should allow
us to determine the date of our ground breaking
ceremony in Overland Park, Kansas, the site of our
new NAA office building.

You can be proud of your efforts! The new NAA
headquarters will make you proud of your profession
and will serve you well. It is a privilege to serve as
the chairman of the Headquarters Fund Committee
and again, thank you for your support.

Nashville Auction Schcol

Nashville, Tennessee

" THE NATION’S FINEST SCHOOL

s% School is held in Music City USA, Nashville,
Tennessee . . . home of the Grand Ole Opry

% FREE CATALOG — LEARN AUCTIONEER-
ING

Full and partial scholarships available.
NASHVILLE AUCTION SCHOOL

Box 190, Department 5
Lawrenceburg, Tennessee 38464

"- L S
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Auctioneers needed,
contact prospect

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

Below is a letter received at the NAA office ask-
ing for auctioneers or auction services. The person
has been informed that the letter will appear in THE

AUCTIONEER, and can expect to be contacted by
NAA members.

Music dealer seeks drum equipment

| am a dealer of new and used drum sets, and
all related drum equipment and accessories. | would
appreciate hearing from auctioneers in New York,
New Jersey, Connecticut, and Pennsylvania concern-

ing auctions or sales of the above mentioned equip-
ment.

Thank you.

Ned Ingberman

75-15 137 Street

Flushing, New York 11367
Phone 212-263-1679

w?,
joe small’

B | auctioneers, inc.

3114 Garden Brook Drive ® Dallas, Texas 75234 o 214/241-1912

ATTENTION

AUCTIONEERS
ANTIQUE SHOPS
WHOLESALE OUTLETS

WE CAN SUPPLY YOU WITH

40 FT. CONTAINERS

OF BEAUTIFUL ANTIQUE FURNITURE, COLLECTABLES, AND
BRIC-A-BRAC DIRECT FROM ENGLAND, IRELAND, SCOTLAND
AND WALES. WE OPERATE A LARGE, WELL-RESPECTED
AUCTION GALLERY AND ARE ONE OF THE LARGEST IMPORTERS
IN THE SOUTHWEST.

* Merchandise Carefully Selected For Your Particular Market
All Levels Of Quality Available

Excellent "Mix * Of Items

All Customs, Duties, Fees, and Freight Paid

Guaranteed Delivery To Your Door

CALL US NOW FOR PRICES AND REFERENCES!

\\ (214) 241-1912 //
'r’: member national auctioneers association and texas auctioneers association A
—

;,‘ a Joe Small, CAl TXE-012-0252 5 _."'Q
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Antiques @ Antiques @® Antiques ® Antiques @ FOR SALE!

CONTAINER BUYERS ANTIQUES BONANZA
Beat Inflation @ Buy Direct From England

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

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

| Please select your shipment Requirements from inventory below. All these items can be included in
your container 20 ft. or 40 ft. containers: Guaranteed: 200 to 250 items per load.

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

‘ Rolls Royce Vintage Cars available by order

Roll Top Desks Bowl & Pitchers Windsor Chairs Biscuit Barrels
Organs Whicker Furniture Draw Leaf Tables Dressing Tables
Parlour Set Smokers Stands Cast Iron Items Inlaid Furniture
| China Cabinets Carriages Pianos Spelter Figures
Gateleg Tables Bentwood Chairs Hall Trees Dinner Wagons
Eterges Flo Blue Washstands Piano Stools
Bamboo Furniture Minton China Fire Places Swords
Towel Racks Bureau Bookcases Bureaux Shefioneers
Marble Clocks Buffets Barrometers Oak Furniture
Hat Racks Queen Anne Chairs Pottery Corner Cabinets
Paintings Leaded Glass Wall Clocks Silver Plate
Royal Doulton Pine Furniture Prints Grandfather Clocks
Fern Stands Bedroom Suites Carnival Glass Primitive Furniture
Mirrors Coal Scuttles Candlesticks Sea Chests
Carriage Clocks Paintings Captains Chairs Tapestries
Curio Cabinet Sets of Chairs Bookcases High Boys
Player Pianos Brassware Pub Furniture Oriental Items
Sideboards Mantle Clocks Wardrobes Music Boxes
Secretarys Cut Glass Bronze Figures Carvings
Rocking Chairs Wedgewood Chest of Drawers Architecture
Spode O Card Tables

2 Months 3 Months

Could you handle a 40 ft. container every 1 Month

what Is the pepulation Of YoUr ared? ... w o nunnie e,

Do you sell Retail/Wholesale/ AUCtIONT ... e eeeeeeeanaans

w Our prices are quoted for 40 ft. high cube containers

% Economy graded shipment $9,000: Better economy grade $12,000
% Auctioneers Wholesale Graded Shipment $15,000

w Fine Quality Graded Shipment $20,000

Swainbank Antiques Exporters Ltd.

EXECUTIVE OFFICE — SWAINBANK’S — INTERNATIONAL HEAD OFFICE "
34 CHURCH ROAD, ROBY FURNITURE DEALERS LYNWOOD HOUSE
NR. LIVERPOOL L36 9TP SINCE 1890 BALLURE ROAD

LANCASHIRE IN LIVERPOOL, ENGLAND
ENGLAND ~

TEL: 051-489 1142

RAMSEY, ISLE OF MAN
BRITISH ISLES

TEL: 0624-814585

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

FOR INTERNATIONAL COMMUNICATION ORDER BY TELEX - 628488 ADMIN G

el e =r=vaa
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The Legal Aspects

Of Auctions . . .

Security interests in
personal property

By Gregory E. Michael
Attorney at Law
Hanrahan & Michael, P.A.

Merrimack, New Hampshire

When was the last time you, the auctioneer,
checked local city and state Uniform Commercial
Code financing statements prior to selling personal
property at an auction? What is the liability of an
auctioneer who auctions personal property subject
to a perfected security interest or chattel mortgage,

even though the auctioneer, in good faith, is unaware
of the security interests?

The answers to these questions should cause all
auctioneers to mentally review the steps they take
prior to any auction sale, to help insure (1) a profes-
sional job and (2) that the auctioneer will not be
forced to pay a secured party.

In an interesting case dealing with this issue,
the New Hampshire Supreme Court held that where
an auctioneer erroneously sold fixtures covered by
a chattel mortgage (security interest) of plaintiff, the
plaintiff was entitled to recover the value at the time
of the conversion (auction sale) of the property sold.
Further, the court allowed recovery against the auc-
tioneer even though he sold the property in good
faith and without knowiedge of the rights of the se-
cured party. Morin V. Hood, 79 A.2d 4 (1951). Article
9 of the Uniform Commercial Code specifies how se-
curity interests in personal property are established
and perfected (“perfected” is the term used to de-
scribe a security interest which has been properly
filed to place the public on notice of its existence).

If you have any doubts about the existence of
chattel mortgages or security interest, check all local
or state filing offices to determine if there are security
interests on the property to be sold. Reliance on the
consignor’s statements that there are no security in-
terests will not protect you from future problems if
the security interests are properly filed.

It is important not to confuse secured transac-
tions with the Bulk Sales Act (Article 6 of the UCC),
because while both can cause the same problems
for the auctioneer (paying twice for the same goods
sold), each must be reviewed separately to deter-
mine applicability to a give sale.

(Local laws vary, so be sure to check applicable
statutes and regulations in your area).

February, 1983

Auctioneers license law
introduced in New York

A bill which calls for the regulation of auction
policy and uniform qualifications for the licensing of
auctioneers was introduced to the New York State
Assembly in December. The stated purpose of the
measure is to safeguard the public from ‘“unscrupu-
lous and disreputable practices’.

The Dbill requires applicants to be at least 21
years old, U.S. citizens or resident aliens, of good
moral character, and to remit a non-refundable $100
application fee. If granted a license, the bill requires
that the auctioneer refrain from false promises, false
witness, misrepresentation, and dishonest conduct,
or the license will be revoked.

A board of auctioneers would be appointed to
oversee auction practices in the state and decide
penalties for any violators of the rules the bill details.

Auctioneer license fees would be $200 for class
Il and $400 for class |. If the bill is passed by both
houses and signed by the governor into law, it will
be effective September 1, 1983.

Auctioned doli
had “kill
mommy’”’ message”?

Christmas is coming, you have a few consign-
ment auctions before the holiday, and you buy some
toys to sell. One is a doll with tape recorded mes-
sages that are activated when you pull a pacifier
from its mouth. The doll sells well at about $12
apiece, and you’ve made a good profit on your small
volume purchase.

A few days later you read in the morning paper
that one of the doll’s messages is “kill mommy”.
Good grief, what next?

NAA member George Pechilis, Columbia, South
Carolina, had to deal with just such a episode last
December. And you may have read about the de-
fective doll in the newspaper, since the story went
nationwide. Did the doll really say “kill mommy’’?
Was it only sold at auction? As executive director
of the South Carolina Auctioneers Commission,
Pechilis had to have some answers because the
dolls were auctioned in his state. However, getting
all the facts did not make for an open and shut case
regarding the “Baby Darling” doll.

Not one official complaint filed

George Pechilis first heard about the doll from
newspapers contacting him for information, not from
angry buyers and not from the South Carolina De-
partment of Consumer Affairs. Even then, not every-

Continued page 10
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one was sure what the doll was saying. A Puerto
Rican lady explained that the doll was saying ‘I want
my mommy” in Spanish; another buyer definitely
identified “‘kill mommy”’.

Published complaints came from two points in
the state. A Spartanburg, South Carolina, man took
his defective doll to the local television station the
threatening message was played but the doll was
never shown on the air. A Walhalla woman reported
her death threat doll to the newspaper, having tested
the doll before giving it to her eight year-old daugh-
ter. Still, no formal complaint — oral or written —
was received at the South Carolina Auctioneers Com-
mission nor the Consumer Affairs department. That
fact continued to puzzle auctioneer Pechilis.

By this time he had been contacted by all three
major television networks, but all he could provide
was that only some of the dolls were defective, and
that auctioneers selling the dolls were not aware of
the defect. In fact, the dolls were factory sealed, with
some bearing a Taiwan manufacturer’s name, some
a company in Chicago, and others from Mexico. But
all were the same kind of doll — cute, blonde, and
with a pacifier in its mouth.

Finally, the consumer affairs traced one of the
defective dolls and contacted the distributor. The
only explanation for the bad message was weak bat-
teries which did not provide enough power for the
full message to be heard clearly. Put in fresh bat-
teries and you were supposed to get the full — and
less threatening message.

233 ,East Gaines St P 0 Box 190

[gwreuccﬁzfrj, Tennessee 38464

What about the auctioneers?

According to Pechilis, as of early January the
entire situation had corrected itself. He still had not
received an official consumer complaint, and the
media had stopped contacting him for information.
But one of the last newspaper reporters asked
George Pechilis the wrong question, ‘“you sound kind
of bitter, why?”

You bet auctioneer Pechilis was angry. Through-
out the entire media coverage of the event, the only
source mentioned for purchasing the defective dolls
was at auction or through auction houses, despite
the fact that you could buy the dolls at flea markets
and certain variety stores. He felt that too much
negative emphasis was put on the auction method
without first getting the facts straight. Actually, the
auctioneers involved handled the problem quite fair-
ly. They did not break the sealed packages (which
would have implied damaged goods); and the auc-
tioneers offered to take the doll back and refund the
money. Suggested retail price was $6-12.

You may not hear much about these dolls any-
more, because the entire episode has probably come
and gone by the time you are reading this AUCTION-
EER. Was the doll worth buying in the first place?
Quite a few buyers thought so, and so did George
Pechilis. However, he explained that the doll looks
cuter when you take the pacifier out of its month.
But then again, that’s how the whole problem started.

International C ollege of Qg[ ﬁetatﬂppraisa/

%Pﬁane:/a’ 15) 7822599

BECOME A CERTIFIED REAL ESTATE APPRAISER

Certified Real Estate Appraisers are in great demand. We can teach you in a few short days how to prepare,
research and put together an appraisal that will hold up in court, that will be accepted by FmHA, FHA, VA,
banks and Savings & Loan institutions, and in cases of condemnations and many, many other fields where an

appraisal by a certified appraiser is needed.

then given the high paying jobs of appraising.

work.

appraiser.

10

As a general rule, only the larger cities have people that are certified appraisers. They are the ones that are
We are the only approved college in the United States that teaches a fulltime course in Appraising, and offers
certifications in residential, farm, commercial and industrial appraising.

|  Associate certifications and designations are available to those that can qualify by previous experience and

Write or call the above address or phone for more information and details on how to become a qualified certified
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Y_ou can “win’’ (  tHEscHooLoF
fighting City Hall - THE PROFESSIONALS

Taking on your local city government in a dis-
pute can be a costly and damaging venture if you
lose, and a dubious victory if you win. Consider the
year long conflict between NAA member Donna
Lewis and the city officials of Red Bluff, California,
at odds over something quite familiar to auctioneers
— the opening of a consignment house.

The confusing issue can be briefly stated: they
allowed Lewis to open up for business then informed
her of thousands of dollars in repairs that she would
have to make to stay in business. She felt that was
unfair and decided to fight back rather than close
the doors.

City was right, Lewis was right, INTERNATIONAL AUCTION SCHOOL

but the city made a mistake _
Route 5 - South Deerfield, Massachusetts
Last January the Red Bluff city office issued auc- 413-665-2877

tioneer Lewis, a new resident, a city “business li-
cense’ without informing her that a city occupancy
permit was also necessary for opening a business.
Lewis was |(_3d to believe she had all she needed to Make plans now for

open; the city was operating under a procedure of New England’s only Auction School.
issuing business licenses then holding building In-
spections when the city could get around to it.

Only after she held her first auction was Lewis
informed that she would need an occupancy permit. .
She called the license department and was informed !
that she had automatically filed for the permit along =
with the license and, that the department would sign | Dealer A“Ctlon
her off and a permit issued. .

After her third auction, Lewis was told that her
building was a fire trap and not accessible tt::::i the i1st & 3rd Tuesday 11 a.m.
handicapped. They postponed the handicapped re- :
quirements but did not put off the fire safety specifi- | Selling Overstock — Bankrupt Stock —
cations. Because she should have been informed of Salvage — Unclaimed Freight
the requirements before she was allowed to open,
the fire department agreed to a short-term compro-
mise until Lewis could afford to install emergency
door hardware. _ - Household Goods — Electronics — Tools

Despite the fact that her auction facility was Hardware ltems — Gift ltems
only open to the public for five hours a week, and

Professional
Auctioneer

Call for information on next term.

that Lewis offered to keep specific doors open for Seasonal Merchandise — Jewelry
emergency exits, the city would not issue a judg- Many other items.

mental variance on the requirements. In April, she

received a registered letter stating that she was in Furniture Haulers, CONTACT US ABOUT OUR
violation of several building codes and would have NEXT FURNITURE SALE DATE — OR LET US
to meet the requirements or close in one month. HAVE A SPECIAL SALE FOR YOU!
Furthermore, her building permit which she “auto-

matically” applied for when she got her business |

license was cited in the official letter as never hav-
|Ing been re.ceived_ WISHING ROCK AUCTION

In addition to the fire exit requirements, the

postponed handicapped access requirements, and 46 Wishing Rock Rd.

the deadlines, Lewis was also informed of $5000 in Pasadena, Maryland

electrical changes that would have to be made. : )
Where was the building’s landlord during all this? (301) 647-9769 (301) 551-4371
He was not required by law, to make any building re- Vic Mattucci-Auctioneer

Continued page 12 e — S SESp— =
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KIN
MACHINERY
AUCTIONEERS

NOW YOU CAN REACH OVER
190,000 METALWORKING
MACHINERY PLANTS

SELL-ECTIVE
mailing
lists

.3

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

Looking for a geographic list? We have it. Need a list of
large metalworking plants? Small metalworking plants?
We have them, too. How about a list specifying equip-
mentinuse?...Orone by S.1.C. numbers? You name it,

we have it.

SELL-ective mailing lists have hundreds of satisfied
users — including names such as Dunn & Bradstreet,
Thomas Register, McGraw-Hill, the U.S. Government,
Norman Levy Co., Thomas Industries, Inc., Wershow-
Ash-Lewis, Stephen L. Winternitz, Inc., Ron Timmons &
Co., Roland Grenier & Co., etc.

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

Call, Write or Wire For More Information Today!

HEARST BUSINESS MEDIA CORP.-IMN DIVISION

e 99516 SOUTHFIELD RD. — P.0. BOX 5002
Hearst SOUTHFIELD, MICHIGAN 48037
PHONE: 313-557-0100 — TELEX: 231237

Business Media
Corporation

pairs unless Lewis signed a five year lease. By this
time, Donna Lewis and her husband were wishing
they had settled somewhere else, and certainly
couldn’t see staying in the problematic building for
five years.

Auctioneer Lewis was the first to admit that
both parties in the dispute were right. The city had
safety and handicapped specifications which should
be met for the safety of her auctions, but the city let
her go into business without informing her of its de-
mands. If she had known what those requirements
were, she would have found another auction location.

The dispute was proving good for business

Lewis and her attorney were ready to go to
court to show that she was being driven out of busi-
ness by the city’s disorganization and red tape.
hrﬂ-,UCh of the town’s business community agreed with
them.

After Lewis had been on radio, television, and
in the newspapers with her story, attendance at her
auction increased. Even local plumbers offered to
make changes — for free — in the building’s rest
rooms to meet handicapped requirements. Through
discussions with other business people she also
learned that many buildings in town were not up to
code despite supposedly twice yearly inspections by
the building department. Astonishingly enough, even
the city hall did not meet the requirements that city
officials were demanding of Lewis’ auction house.

Her last resort, other than civil suit, was the
city’s Board of Appeals, made up of local business
people and not city officials. A compromise was
worked out so that Lewis had until November to
come up to fire code and January 1, 1983 to put in
handicapped access facilities. Needless to say, it
had been a long and frustrating year.

Fed up with all the problems and unable to af-
ford the remodeling of the building, auctioneer Lewis
closed the doors on her consignment house, got out
of her lease, and moved down the street to an office
in a professional building. What’s to be learned from
surviving such a business dilemma? Plenty, accord-
iIng to NAA member Lewis.

Auctions are not that common in northern Cali-
fornia and women auctioneers are not that common
anywhere in the country. Lewis explained to THE
AUCTIONEER that if you conduct yourself in a busi-
nesslike manner and assure people that your auction
business is there to stay, even a new community will
appreciate you as a valuable business service. Get-
ting accepted as a woman auctioneer was more dif-
ficult, but according to Lewis, that is no longer a
major problem.

Regarding a fight with city hall, Lewis is quick
to emphasize that if you believe you are right, your
local Board of Appeals is an option you should con-
sider before you take the city to court. The compro-
mise that you, the Board, and the city may arrive at
could save you time and court costs.

How’s business look for Donna Lewis in 1983?
Good, especially since she can rent a facility that
meets all codes and building requirements. After
her year of going round and round with the Red Bluff
city officials, auctioneer Lewis rents the county fair-
grounds and conducts her auctions there.

THE AUCTIONEER



SBA directory
available

The U.S. Small Business Administration, through
its Office of Advocacy, offers “A Directory of State
Small Business Offices and Activities’”’. Purpose of
the Directory is to provide ‘“‘a valuable guide for
small business owners seeking government agencies
with information concerning, management, financial,
or procurement assistance programs offered by the
state”.

Contents includes comparative charts for all
states, their small business programs and activities;
plus address and contact information for specific
state offices involved with services to small busi-
nesses.

You can obtain your copy of this Directory by
requesting from the following SBA office.

Office of Information Services

U.S. Small Business Administration
1441 L Street NW, Room 1012
Washington, DC 20416

Phone: 202-653-6533

Toll free: 800-368-5855

Accredited
AFLB

Jim Graham

NEW AU_CTIONEERS - 1T you'd like professional assistance . . or if you've got a seller and are “just getting started” in
business, call us. We’ll handle the auction for you . . and jointly advertise your name . . to help you get es-

tablished.

IF YOU'RE AN ESTABLISHED AUCTION COMPANY .

Want Professional Assistance?

\ 4

Rivér Basin
Auction School

Learn to be an Auctioneer and
Rodeo Announcer

% Two Week Course.

% Terms in December, March, June, and Sep-
tember.

v Branch school in Salem, Oregon, with terms
in September, January, and May.

% We’ll teach you the chant and all the basics
of auctioneering. Some of the most success-
ful auctioneers in the business will be your
instructors. Courses in Farm sales, Real
Estate, all types of sales and rodeo announc-
ing.

% Specializing in Livestock selling.

v School is run by Truman (T.P.) Kongslie who
has been an auctioneer and Rodeo Announ-
cer for 22 years, named Rodeo Announcer of
the Year for 7 years, State Champion Auc-
tioneer 3 times, and has been an instructor
in an auction college for 6 years.

WRITE: RIVER BASIN

AUCTION SCHOOL
Route #2 Bismarck, North Dakota 58501
OR CALL 701-258-1920

We
Cooperate

To Help You!

. and would like to have some additional clout and exper-

tise, you'll find us good people to have on your side while preparing and promoting the auction.

CALL AND TALK IT OVER!

gm@

, inc. AUCTIONEERS - REALTORS

. and School of Auctioneering

204 US 1, Nurth Palm Beach, FL 33408 (305) 844-1723
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Three Day Auction Seminar

FRIDAY, SATURDAY AND SUNDAY - MARCH 11,12 and 13th
VILLA INN MOTEL — AMARILLO, TEXAS

A Seminar Devoted To Addressing Auction Policies & Practices Not
Covered In Auction Schools Or Talked About Openly By
Successful Auctioneers!

This seminar is limited to 50 candidates on a first registered basis. It is designed to
teach practicing auctioneers methods of increasing the volume and quality of their
business. This is not a course soaring into the realms of theory. The format of the
seminar will emphasize common sense answers to questions raised by potential
clients as well as answer those questions auctioneers must ask themselves about
their standing policies. Every facet of the auction business will be covered, from pro-
specting for the sale to making the final settlement. A strong emphasis will be placed
on how to develop and maintain the image you need to be compatable with the type
sales you wish to book.

The instructor, Mr. Arvell Williams, has earned the right to present the information
he utilizes, information learned in his 17 year career in this exciting profession. He
has sold everything from rocking chairs to drilling rigs, and he has the unique ability
to communicate to others the practices and policies that have made auctioneers
successful in both the minor and major leagues. It is not easy to find a successful
auctioneer willing to share his methods of operation down to the smallest detail, yet
here is an opportunity to minimize the tuition all auctioneers eventually pay in the
form of time and money before they become recognized as being qualified in their
areas of expertise. Read over the questions and topics below that will be a part of
this seminar and act now to reserve your seat in this financially rewarding

opportunity.

TOPICS OF DISCUSSION:

The Auction Contract - What it should say. How to measure the exact size of a newspaper ad and prepare an insertion order.
How to make the client secure in signing it. When is it appropriate and advantageous to utilize an advertising agency?

Where to find, evaluate, and convert prospects. How to be qualified to handle large sales.

How to develop and maintain effective mailing lists. How to make the ‘‘Expert from Afar’’ image work for you.

How to book sales without buy-backs. What tools are available to assist in developing accurate descriptions

Why and how to catalogue sales. and appraisals.

How to produce effective full color, two color and offset brochures. How to avoid appraising a prospect’s offering and still maintain credibility.

How to establish an advertising budget with client. What sources of income are you letting slip by?

Where, when, and how to spend advertising budget without spending commission  How to ascertain prospects real objections.

dollars. Methods available to communicate ability to perform for prospects.

How to effectively use pictures. How to gain credibility by answering the question before it is asked.

Aids and Equipment available to reduce workloads. How to conduct the auction without friction between buyer, seller and auction crew,
How to solicit Sellers work force and valuable assistance. while maintaining complete control.

How to justify and obtain commissions greater than your competition. How to get the most results from expensive medias without spending the money.
How to communicate your competition’s deficiencys without jeopardizing your How to obtain free publicity for you and the sale.

position. What is the ‘‘Cancer Effect’’?

How traders will ‘‘wreck your ship’’'. How to appraise something you have never seen before.

Why prospects are afraid of the auction process. How to prepare fee appraisals.

How to combat ‘‘last resort’’ and ‘‘broke’’ image of auctions. How to select advertising medias.

How and when to lay groundwork for an expected bad sale results. How to get the other 20 percent.

Mandatory equipment and services furnished by auctioneer. Learn the ‘‘No Cost’’ Concept.

How to avoid giving your competition a ‘‘hammer’’ to hold over your head. When and how to work with other auctioneers.

(CONTINUED on next page)
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What to do to keep your image professional.

Learn a clerking system that gains seller’s confidence.

How to handle vehicle titles.

When it pays to turn down consignments.

When to walk away from a prospect.

How to make consignment sales successful.

Why, where, and how to conduct color slide sales.

What is the value of Institutional Advertising?

Justifiable bid rolling and how to do it.

What is the true value of your ringmen, clerks and cashiers?
When and How to make final Sale Settlement.

Learn a registration, clerking and accounting system with buiit in
checks and balances.

When to require Bank letters of guarantee.

Opening announcements with teeth and legal status.

Legal obligations you can take or leave.

When to tape record a sale in progress.

What is the value of pre-sale inspections?

When to paint and clean equipment.

How to obtain a no cost caterer.

What circumstances demand which customer amenities?

How to establish the proper selling sequence.

Charity Auctions - A double edged sword.

How to utilize mortgaged Property Agreements.

What are the four basic contracts useful to an auctioneer?
When to seek a private treaty listing.

How to effectively utilize an office and staff.

How to sell faster without leaving dollars on the table.

How to achieve the ideal sale set-up.

How to develop security with and without check-out personel.
Learn to avoid the greatest pitfall.

What details yield big dividends?

How much lead time is enough.

Learn a method for producing large on site sale signs without hassling with
out-of-town painters.

MUCH, MUCH, MORE!!!

ABOUT THE SPEAKER:

Arvell Williams holds a Bachelor of Business Administration from West Texas State University, having

graduated in 1968. He graduated from Reisch American School of Auctioneering in 1965 and auctions have

been his principal source of income since that time. He is married and has two children. Arvell knows the pit-
falls and struggles of developing a career from scratch because he has built his company, Williams & Webb,

Inc. without the benefit of the guidance he is offering you. He has conducted sales for all types of clients, in-

cluding the kings of industry. His experience will be rewarding and his knowledge will be beneficial and

worth untold hard dollars to you.

SEMINAR FEES, POLICIES, & REGISTRATION:

The fee for this seminar is $600. Attendance is limited to 50 people on a first registered basis. Spouses are
welcome at no additional charge. For additional information phone (806) 374-9387 collect. To register for
Seminar, mail payment to Williams & Webb, Inc. at address below. We will acknowledge receipt of your
registration by return mail. Fifty rooms are blocked with the Villa Inn Motel in Amarillo and will be held until
March 1, 1983 at which time your reservations for lodging should be made with the Villa Inn Motel at (806)
372-3511, Extension 378. Current room rates are $34.24 for single occupancy and double bed-double oc-
cupancy rates are $47.08. A courtesy car is available at no charge by calling the motel upon arrival. Major
airlines serve Amarillo International Airport and private aviation generally utilizes Tradewind Airport. We will
be happy to assist with any co-ordination problems you may have by calling our office at (806) 374-9387.

—_—_‘__

Please accept my reservation for your seminar on March 11, 12, and 13, 1983. | have enclosed my seminar
fee of $600.00 and will make my reservations for lodging. My check is made payable to:

WILLIAMS & WEBB, INC.
2208 Canyon Drive
Amarillo, Texas 79109

Name

Address

City State Zip

Telephone Number

WE WILL CONFIRM YOUR RESERVATION UPON RECEIPT OR REFUND IF SPACE IS NOT AVAILABLE.

e |
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“Texas at its
very best”

The 1983 NAA
Houston Convention

Early hotel reservations can begin your planning
for the 1983 NAA Convention in Houston, Texas, July
27-30. Described as “Texas at its very best”, the city
of Houston will welcome between 1500-2000 NAA
members, their families and guests at the Shamrock
Hilton, NAA convention headquarters. The following
hotel information will be helpful in making your ac-
commodations; the convention ‘“program-at-a-
glance” will be helpful in planning your Houston
arrival and departure.

® Reservations must be received at the hotel
by July 5, 1983. Lodging after that date will be con-
firmed on a space availability basis, at regular room
rates.

® Room rates, especially arranged for the NAA
convention apply only to NAA convention registrants.
Lodging must be arranged on the reservation form in
THE AUCTIONEER, and phone reservations for NAA
rates will not be accepted. Availability of rooms at a
given rate are shown below.

Percentage of the

Accommodation Rate NAA room block
Single $51 25%
Single $59 50%
Single $66 25%
Doubles/Twins $63 25%
Doubles/Twins $71 50%
Doubles/Twins $78 25%

The higher the room charge, the better quality the
room, as well as being higher in the building. Addi-

tional reservation forms available upon request to the
NAA office.

® Arrival time stated on your reservation form is
the time you can check in and be shown to your room.
If your room is not ready, your luggage will be stored
until your room is prepared.

® Children staying with their parents in the same
room stay free. Rollaway beds for children and cribs
are free of charge and available upon request.

® Deposits are not required to hold rooms. How-
ever credit information (your major credit card) will
be requested at time of check in. Personal checks

will not be accepted unless accompanied by a major
credit card.

® Entire NAA convention will be housed in Hous-
ton’s Shamrock Hilton, with all convention actitivies
taking place in the hotel.

®* Registration for the Houston Convention will
begin with the April issue of THE AUCTIONEER.
Complete information and registration forms will be
in the center section of the magazine.
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Program-at-a-glance

The following NAA convention program is a very
abbreviated version of the full convention schedule
you will receive in Houston. Only the major events
have been included to help you plan your convention
attendance.

Tuesday, July 26, 1983

ALL DAY

Tours sponsored by the Texas Auctioneers Associa-
tion

CAl Continuing Studies Workshop

Wednesday, July 27
ALL DAY
NAA headquarters office
Tours sponsored by the Texas Auctioneers Associa-
tion
Convention registration desk
AFTERNOON
Convention exhibits open
EVENING

Poolside reception for all convention registrants

THE AUCTIONEER



Thursday, July 28

ALL DAY

NAA headquarters office

Host association headquarters
Convention registration desk
Exhibits

Youth activities room
MORNING

State association officers’ breakfast and workshop

Ladies hospitality hour and workshop
NAA workshops
Nominating Committee meeting

“Deep in the Heart of Texas’ Luncheon

AFTERNOON

NAA workshops

Auction school receptions

Fun Auction preparation
EVENING

Houston Convention Fun Auction

Friday, July 29
ALL DAY

NAA headquarters office

Host association headquarters
Exhibits

Youth activities room
MORNING

State association breakfasts
Nominating Committee meeting
NAA workshops

NALLOA Open Meeting

“NATIONAL AUCTIONEERS ASSOCIATION™
JULY 27-30, 1983

Auxiliary luncheon and program
AFTERNOON

NAA workshop |

NAA Board of Directors Open Meeting
EVENING

Awards Festival and entertainment

Saturday, July 30
ALL DAY
NAA headquarters office
Host association headquarters
Exhibits
Youth activities room
MORNING |
CAl continental breakfast and meeting

Auxiliary continental breakfast
NAA workshop

NAA Annual Meeting

Auxiliary Past Presidents’ Brunch
AFTERNOON

Officer/director election ballot distribution

NAA Annual Meeting continued
EVENING

President’s Banquet
Youth party
President’s Ball

(12 midnight 1983 NAA Convention ends)

Sunday, August 1

Members, their families and guests return home,
begin vacations etc. No official events occur on

Sunday.

Intercontinental Airport. Telex 775853

ability.

Free self-service parking, tennis courts and pro shop on
premises, a Texas size swimming pool, Airport Ground
Terminal with buses servicing Houston’s Intercontinental
and Hobby Airports on our property. Helicopter services to

Reservations received after July
95, 1983 will be subject to avail-

Arrival
Date ] Time

Departure Date

Number of Rooms
Max. 3

Number Bf People

Please Note:

e YOUR RESERVATION WILL BE HELD
UNTIL 6:00 P.M. UNLESS A LATER TIME
IS CONFIRMED.

e Credit information will be requested at time
of check in. Personal checks not accepted
unless accompanied by a major credit card.

e In the event your room is not available
at the rate requested, your reservation
will be confirmed at the next available
rate.

e Check-out is 1:00 P.M.

e Thank you and enjoy ydur stay.

0 N |

Please Submit All Names:

Name(s)

Name(s)

Name(s)

Firm

Home Address
City

Phone (

Remarks

)

State Zip

Please circle room type below.

Singles: $51, 59, 66
Doubles/Twins: $63, 71, 78

P+1 Bedroom Suites: $250, 300, 350
P+2 Bedroom Suites: $325, 375, 425
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FPRON'T BROW Y

If an under-powered or cumbersome P. A. system has been
hindering the action at your auction, check out the features
of the Voice Projector® VP300W Wireless Microphone

Sound System.

® Powerful — 30 watt, rms amplifier reaches large audi-
ences up to a distance of 700 yards.

® Wireless— no microphone cords to restrict your mobility.
Up to 100 yard transmission range. Also operates as a
conventional P.A. system with a hard-wired microphone.

® Convenient — operates on either AC power or built-in
rechargeable battery pack. Less than 16 inches high and
weighs less than 17 pounds.

® Versatile — inputs for two hard-wired microphones and
an auxiliary input for a tape recorder. Outputs for two
remote speakers plus an auxiliary output for a recorder
or amplifier.

® Designed for Outdoor Use — anodized aluminum con-
struction with high-impact Cycolac horn. Controls and
jacks are mounted to minimize entry of dust and moisture.

The VP300W comes complete with a charger, wireless trans-
mitter, a microphone with accessories, and a shoulder strap.

Freedomike® FM-AV4

Wireless Microphone Sound System
For smaller audiences, consider the FM-AV4 — a complete
wireless microphone sound system in a 13" X 18" X 6"
carrying case.

® AC or rechargeable battery
operation.

® Auxiliary microphone and
High-level inputs.

® High-level and microphone
level outputs.

System includes microphone, trans-
mitter, receiver/sound system, charger
and carrying case.

B ERY BIIDDER
IN THE

... __ V P 30 OW

(available without wireless as Model VIP300)

Ultra Portable Voice Projector 18R

Full featured ““over-the-shoulder” P A. unit with
microphone, charger and shoulder strap.

® 10.5 watt rms amplifier
® Built-in rechargeable battery pack

® On-Off switch and volume control with
LED “power on” indicator.

® High level input and output jacks for
connection to auxiliary audio
equipment.

® Weighs less than 6 pounds

® 10%" high x 7" wide
X 7" deep

s

@ lectroSonica ING

P.O. Box 12617 ® Albuquerque, New Mexico 87195 @ (505) 831-1010

Lectrosonics products for auctioneers are available from:

HUGH MILLER DAVID A. KESSLER
Curran Miller Auction The Auction Marketing Network
13020 N. Street, Highway 57 122 W. Main
Evansville, IN 47711 New Paris, Ohio 45347
812-867-2486 513-437-0263

ROWLAND HUEY
John Huey & Sons
11660 Parkway Drive
North Huntingdon, PA 15642
412-863-4961

COL. GORDON TAYLOR
Reisch World Wide College of Auctioneering
Box 949
Mason City, Iowa 50401
515-423-5242

RED WALLACE FORREST MENDENHALL BOB MILLER BUFORD EVANS
Earl “Red” Wallace & Associates Mendenhall School of Auctioneering  Indiana College of Auctioneering Nashville Auction School
1040 South West St. U.S. Highway 29 & 70 (I-85) 8846 Holliday Drive 233 East Gaines Street

Wichita, Kansas 67213
316-943-0217

High Point, NC 27263
919-887-1165

Indianapolis, IN 46260
317-844-1088

Lawrenceburg, TN 39464
615-762-5534
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Houston convention,
who may attend

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

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

2. Only NAA auctioneers can attend NAA spon-
sored functions. If an auctioneer works for an NAA
member, that non-member auctioneer employee
must first join the NAA — full membership — in
order to attend an NAA convention.

3. On the other hand, non-auctioneer employees
— clerks, cashiers, ringmen, secretaries, etc. — can
attend NAA conventions only when they are accom-
panied by the NAA member employer.

4. NAA spouses can attend the convention with-
out the NAA member, but the spouse must pay the
full convention registration cost.

Any questions about convention attendance
should be directed to the NAA office before you send
in your registration.

Win $50, $150 in
NAA membership
contest

At the Houston convention July 27-30, you can
be $50, even $150 richer when the NAA Board of
Directors announces the winners of its 1982-83 mem-
bership contest. The money awards will be pre-
sented to individual NAA members for sponsoring
the most new members in a given region, a special
auction school category, plus one overall winner for
the entire nation.

Now is the time to get started. The May, 1983,
AUCTIONEER will contain a form that you’ll use to
list the members you’ve sponsored between October
1, 1982, and June 30, 1983. As a doublecheck, the
NAA office will keep a record of all sponsors between
October 1 and June 30. After that deadline, the mem-
ber’'s entry forms and the office list will be com-
pared to verify the seven membership award winners,

Only those NAA members who complete and
submit the contest form to the NAA office, post-
marked on or before June 30, 1983, will be con-
sidered for the awards.

Only applications signed by current NAA mem-
bers in good standing will be counted as acceptable
entries for tabulation. Furthermore, a new member
will only be credited to the NAA sponsor if and when
that new member pays all dues, both NAA and reci-
procal state dues when applicable, and submits an
official sponsored NAA application.

February, 1983

Below are the awards and regions for the mem-
bership contest.

$50 each to winners in five regions

One winner from each region will be named as
the NAA member sponsoring the most new members
within the respective region. Cash award is $50 each
regional winner.

SOUTH — Alabama, Florida, Georgia, Kentucky, Mis-
sissippi, North Carolina, South Carolina and
Tennessee.

Continued page 21

Convention attendance,
your opinion requested

The NAA Board of Directors plans the As-
sociation’s annual convention to benefit all NAA
members. However, if you have never attended
an NAA convention, or not attended one recent-
ly, your reasons why are important to the plan-
ning of future annual conventions.

Please take a moment and respond to this
official survey. Complete all the questions, clip
or photocopy, and send your response to NAA
executive vice president Harvey McCray. You
do not have to provde your name. Use an addi-
tional piece of paper if necessary.

How long have you been an NAA member?

When was the last time you attended an NAA
convention?

If you did not attend the 1982 convention in At-
lanta, please explains your reason.

Do you plan to attend the 1983 NAA convention

in Houston, Texas? Yes_________No

If not, what is your reason for not attending?

Name (optional)

Send clipped or photocopied response to:
Harvey McCray, executive vice president, Na-
tional Auctioneers Association, 135 Lakewood
Drive, Lincoln, NE 68510-2487.

Thank you for helping plan successful NAA
conventions.
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If you have-an on-

concern about the cost of auction control

up, your worries may be

The cost of operating an auction goes up every year. And in an effort to control
these costs, RSI-Computer Group has developed a computerized auction control system.
Based on the belief that time is money, this software and hardware system enables
— you to serve your clients and bidders with speed and accuracy by
r' , performing these functions: —Sale Inventory Input, —Sale Catalogue,
/4

—Auction Sheets, —Buyer Registration Input,
—Buyer Registration Printout, —Sale Input, —Sale
Control and Reconciliation,—Invoicing, —Buyer
Status Inquiry, —Inventory Inquiry, —Sale Recapit-
~ ulation, —Report of Sale.

Additional software handles payroll, accounts
. recelvable, accounts payable, and a general ledger.
Under development is a comprehensive mailing label system.

Currently used by Norman Levy and Associates, Ralph Rosen Associates,

S. Hochman & Co.,Rabin Bros. Auctioneers and Jim

&
Davis Auctioneers, this minicomputer weighs only KFeSelle Complll'er gl'OI.lp
65 Ibs. and costs under $10,000.

2520 W. Mockingbird, Dallas, Texas 75235

"" ' . I).\ \’C' FOI‘ Imore lnformatlon, erte or Call Telephone 214-350-2381.
- 1Y Carla Murray or Jacquie Stephens. Outside Texas call toll-free 800-527-5134
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SOUTHWEST — Arkansas, Arizona, Colorado, Kan-
sas, Louisiana, Missouri, New Mexico, Oklahoma,
and Texas.

NORTH CENTRAL — lllinois, Indiana, lowa, Michigan,
Minnesota, Ohio, Wisconsin, and the Canadian
province of Ontario.

EAST — Connecticut, Delaware, District of Colum-
bia, Maine, Maryland, Massachusetts, New
Hampshire, New Jersey, New York, Pennsyl-

vania, Rhode Island, Vermont, Virginia, West

Virginia, and the Canadian provinces of Quebec,
Newfoundland, New Brunswick, Prince Edward
Island, and Nova Scotia.

WEST/NORTHWEST — Alaska, California, Hawaii,
ldaho, Montana, Nebraska, Nevada, North Da-
kota, Oregon, South Dakota, Utah, Washington,
Wyoming, and the Canadian provinces of British

Columbia, Alberta, Saskatchewan, and Manitoba.

$50 to winner in auction
school staff category

Because instructors and staff members of auc-
tion school are directly involved with a great num-
ber of prospective NAA members, a separate auction

school category winner will be named and awarded
$50.

Only auction school instructors or staff members
who are NAA members are eligible to participate
through this special category. Conversely, auction
school instructors and staff members are not eligible
to participate in the regional competitions. The of-
ficial entry form in the May AUCTIONEER will allow
you to indicate that you are employed by an auction
school.

$150 to overall winner

A grand prize of $150 will be awarded to the
NAA member who sponsors the most new members
between October 1, 1982 and June 1, 1983. The
overall winner cannot also be named as a winner in
his or her region, and cannot be an instructor or
staff member at an auction school.

You can start right now

Begin your contest winning program to recruit
the most new NAA members, and win a cash award
at the Houston convention. Sponsor eligible, pro-
spective NAA members, and keep a record. You will
have to list all members that you have sponsored,
from October 1, 1982 to June 30, 1983, on the mem-
bership contest form appearing in the May, 1983 is-
sue of THE AUCTIONEER.

Also, you are not limited to sponsoring new
members from just your region. You can sponsor a
new member regardless of where that prospective
member lives.

Any questions? Contact the NAA office directly
for additional information regarding the 1982-83 NAA
membership contest and how you can participate.

February, 1983
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Many sizes, styles and prices in stock now and

available for immediate delivery!

VALDOSTA
Tent and Awning

106 N. Forrest/P. 0. Box 3178/Valdosta, Ga. 31601

GORDON L. SHAW  Crs- (312)247-9843

Manufacturers of Quality Tents for 25 Years!

i

| EARNTOBE ¢
AN (g;
AUCTIONEER M4

AMERICA'S TOP QUALITY

AUCTION SCHOOL. WRITE OR

CALL FOR FREE CATALOG. AP-

PROVED FOR V. A. TRAINING.
— SINCE 1962 —

MENDENHALL SCHOOL OF

AUCTIONEERING

P. 0. BOX 7344
HIGH POINT, N. C. 27264
(919) 887-1165
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PROFITS

Pl ey
L
''''''

o ; -‘ e ; '.-:}_,_'._'_'::._
113 N. May Street,

i -- r Ch i cago, IL 60607
Area Code 312-421-5140

g B Vhilh i Bila Shavdaiy

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

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

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

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

*Catalogs without our name available for your use

g B e
MAIL R ey S Chitge L 60607 5
THIS IT:ZS | want to make more money! RUSH my copy of your big, new wholesale cata- i
NO-RISK My name............oooo o :
(OUPON AdAr eSS oo :

Y oo :

St oo ZIP oo }
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NAA

Job Market

All requests to THE AUCTIONEER Job Market
are published in the next available issue after receipt
at the NAA office.

SAUDI ARABIA. Need experienced international
auctioneer for disposal of heavy equipment. Hire
own staff. Paid relocation to Saudi, with or without
family, for 2 years, more if desired. Salary depends
on experience, but above 50K, probably all tax free.
Interview in New Jersey. Call Tony Jewell, 913-649-
5926, or send letter/resume to International Person-
nel Service, 5750 W. 95th St., Overland Park, KS
66207.

You can place an ad
in the Job Market

To assist NAA members in both locating em-
ployment and recruiting, THE AUCTIONEER maga-
zine offers this ‘“‘classified” advertising section.

For $8.75 per column inch, per insertion. and a
one-time typesetting fee of $10, an NAA member can
provide job experience and address information as
space allows. The member auctioneer’s name will
appear in boldface type, and the following examples
will be useful in determining copy for an approxi-
mately one-inch classified ad. Specify which words
to be all caps.

Auctioneer/sale manager seeks position with
progressive auction company in Arizona or southern
California. Real estate and estate sale specialist,
business degree and seven years experience. Sec-
ond year CAl. CONTACT: John Smith, 1010 Oak St.,
Anytown, USA. Call 111-222-3434.

On the other hand, an NAA member can use
the Job Market to recruit another NAA member auc-
tioneer. The costs are the same, and the name of
the NAA member or the member’s auction company
will appear in boldface.

Construction equipment auction company hiring
two auctioneers in the near future. Require five
years’ heavy equipment, client contact, and general
business experience. Salary negotiable, benefit and
insurance package. Resume and introductory letter
to: Big Auction Company, 545 Avenue St., Big City,
USA. No calls. |

Whether you are hiring an auctioneer or seek-

February, 1983

ing auction employment, you have the option of not
including your name or company name in the ad-
vertisement. Make sure, of course, that you provide
the NAA office with your name and address. Com-
pose your reply address accordingly.

“ . .. Reply to: Truck Auctioneer, NAA Office,
135 Lakewood Dr., Lincoln, NE 68510-2487."

“ . . . Send resume to: Real estate sales posi-
tion, NAA Office, . . . ”

All responses to your advertisement will be
promptly mailed to you upon receipt at the NAA
office. Though the NAA office will handle mail re-
plies to your ad, the office cannot take phone call
replies.

Only auctioneers who are NAA members will be
allowed to advertise in the NAA Job Market. Your
membership must be current to submit either a “for
hire”’ ad or a recruitment ad. Whichever you place,
the ad copy must be accompanied by full payment
of $8.75 per inch, per insertion, plus the $10 type-
setting fee. Copy received by the first of the month
will appear in the next month’s AUCTIONEER; re-
ceived after the first, your ad will appear in the next
month’s issue.

THE AUCTIONEER staff reserves the right to edit
or refuse placement of any classified advertisement.
Any questions about this new NAA program should
be directed to the NAA office before submitting your
advertisement.

estern

college of auctioneering

1948-1933 — 35 Years
| 1983 Term Dates

Billings, Montana:
March 7-18, June 6-17
| Sept. 12-23, Nov. 28-Dec. 9

Fargo, North Dakota:
May 9-20, October 3-14

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

estern

college of auctioneering

WRITE:

Box 21116, Dept. NAA

Billings, MT 59104 Phone: 406-252-7066

OR
Box 5595 State University Station
Fargo, North Dakota 58105

SPRING TERM May 9-20

i ———————
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BE A PROFESSIONAL AUCTIONEER

You Will Soon Learn The Auctioneer’s Chant &

VICTOR J. McDONALD
Member

How To Successfully conduct Auctions

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

........

Victor J. McDonald, Master Auctioneer, Real
Fstate Broker & successful businessman, has
conducted many, many auctions. (Even one

gone
Into this 8 cassette auctioneering course and
study guide textbook. The steps you must
follow to reach your goal are set out In an
easy and practical plan designed to be
followed at your own rate of progress.

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

YOUR CASSETTE COURSE COVERS SUCH IMPORTANT TOPICS AS:

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

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

Filler Words — Learn how they Iink numbers and add continuity to your chant.
Opening Chants — Choose from many and create your own Indlvidual style.
History of Auctions — Know about your profession.

Opening Presentations — Set the pace for the auction and establish your
authority. |

Conditions of Sale — The finer points of a smoothly ccnducted auction.
Salesmanship — An auctioneer Is a super salesman.

Buying and Selling — The true art of negotiation.

Contracts — Essential in any profession.

Banking — The right banker can be your best friend.

Ethics — The foundation of any successful business.

Practice Cassette — Use daily,

Sample materials include brochures, tags, buyer cards, contract, actual
newspaper ads, opening presentations, solicitation letters and over
100 one-liner Jokes.

Money Back Guarantee: if you are not completely satisfled with this
course at the end of 3 days, return it to us for a full refund. (YOu pay postage.)

Today's marketplace makes auctioneering

A VERY PROFITABLE BUSINESS, full-time or part-time or just using
it as an extra sale’s tool in your present occupation. Real estate
brokers, lawyers, trust officers, used car dealers, antique dealers,

equipment brokers and, of course, APPRENTICE AUCTIONEERS.

MAIL TO: AUCTIONEERING COMPLETE COURSE

P.0. BOX 1968 VICTORIA, TX. 77902 $99.00

Victor McDonald Company, Auctionaire® Division
P.O. Box 18056 Victoria, Texas 77901

(Texas Resldents add 5 %)

CHECK ENCLOSED €C.0.D. (Call 512-578-9811
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Going, Going,

Gone! When you advertise in the newspaper with the largest Sunday circulation in
New England: 751,000. And no Boston paper has more auction ads. For more infor-

mation, call: JoAnne McCoy (617) 929-2169 or Arthur Shachat (617) 929-2160.

Ghe Boston Globe

BOSTON, MASSACHUSETTS 02107

I—

MR., MISS, or MRS. AUCTIONEER!

ADVERTISE YOURANTIQUES OR COLLECTIBLES

AUCTION IN AMERICA'S LARGEST AND WIDEST
READ PUBLICATION ON ANTIQUES

THESANTIOUE

- WEERLY

With our weekly publication and national readership of over 200,000 antiques dealers and collectors,
we can bring a good crowd to your antiques auction. Our national readership is in direct proportion to
the population of the USA.

We will bring you the wealthy collectors and dealers, who will travel hundreds to thousands of miles to
attend any auction in which they are interested, and they will buy your most expensive items. It is very
rare when the most expensive items of any antiques are bought by someone locally, it is the people
who have come from a distance that buy the best. THE ANTIQUE TRADER WEEKLY is the only paper that
can bring those people from all across the USA as well as give you good local coverage. Our rates are
the lowest per 1,000 readers of any publication in print in the antiques or collectors items field.

It you have not seen our paper, write or call for a free sample copy and a rate card.

THE ANTIQUE TRADER WEEKLY

PO BOX 1050-A DUBUQUE, IOWA 52001
Phone (319) 588-2073

February, 1983 25




You’re an NAA member. You

Publicize £ Promote

provide an important marketing
service. And it's National Auc-

tioneers Week,

Auctioneers are great promoters. They have to
be, otherwise there wouldn’t be any auction crowds
to bid and buy. It’'s the same with National Auction-
eers Week. Here is your chance to publicize a na-
tionwide event and give it local importance, just like
you would promote an important auction.

Part of that promotion is getting on radio and
television, plus having a local government official
proclaim National Auctioneers Week for your state
or city.

The Week on radio
and television

Broadcast media promotion begins with your
local radio stations, especially if you’re an auction
advertiser on radio. Discuss with the station person-
nel what radio talk show possibilities are open to
you during April 3-9. Also, explore the idea of get-
ting together with other NAA members in the sta-
tion’s broadcast area to have an auctioneer panel
discussion of the Week.

Below are two public service announcements
that stations can run throughout the day. The 30-
second commercials can be revised to any radio
station’s broadcast format.

However you organize your radio promotion,
make sure that the listening public gets the message
— it's your special week, and you have a valuable
service to provide sellers and buyers alike.

NATIONAL AUCTIONEERS WEEK PROMOTIONAL

26
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RADIO COMMERCIALS 30 SECONDS

WEEK OF APRIL 3-9, 1983

#1

THIS IS NATIONAL AUCTIONEERS WEEK ACROSS
AMERICA, AND WE WOULD LIKE TO TALK A MO-
MENT ABOUT THE SERVICES PROVIDED BY THE
AUCTIONEER. AUCTIONEERS SELL ALL MANNER
OF REAL ESTATE AND PERSONAL PROPERTY.
THEY ALSO PROVIDE COMPLETE APPRAISALS,
AND, OF COURSE, HOLD AUCTION SALES. IF YOU
HAVE QUESTIONS ABOUT HAVING AN AUCTION,
CONTACT YOUR LOCAL MEMBER(S) OF THE NA-
TIONAL AUCTIONEERS ASSOCIATION: (Here insert
your company name and other local NAA members.)

#2

IT'S NATIONAL AUCTIONEERS WEEK, AND HERE
ARE SEVERAL REASONS WHY YOU SHOULD CON-
SIDER HAVING AN AUCTION. EVERYTHING IS
SOLD FOR CASH, YOU SELL ONLY WHEN YOU ARE
READY, PRICES ARE DETERMINED BY COMPETI-
TIVE BIDDING, AND YOUR COMPLETE SALE IS
OVER IN A MATTER OF HOURS. IF YOU HAVE
SOMETHING TO SELL, DEFINITELY CONSIDER AN
AUCTION. CONTACT YOUR LOCAL MEMBER(S)
OF THE NATIONAL AUCTIONEERS ASSOCIATION:
(Here insert your company name and other local
NAA members.)

Television promotion of National Auc-
tioneers Week can reach thousands of

households in a viewing area. If you have
never been on television, relax. It's just like being
at home in your living room. And just as you pre-
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pare for a successful auction, be ready to make a
confident television appearance.

® Dress like a successful business professional.
Potential clients watching you on television will
place their trust in competent auction service, not
necessarily in someone who ‘“looks like an auction-
eer’.

®* Discuss beforehand what topics you and your
television host will cover.

®* If you’re quoting figures, have them memo-
rized or written down, and possibly out of sight from
the camera.

® Again, relax and act naturally.. Speak in your
normal tone of voice.

® Explain to your host and audience exactly
why they should look for the NAA logo when they
are considering an auction sale.

Now is not too early to arrange a television talk
show appearance with your local station. Many pro-
ducers plan their shows months in advance. While
you're at the television station, discuss coverage of
The Week with the station’s news director.

Make The Week official

It's a reliable event for generating free publicity
during National Auctioneers Week — your governor,
mayor, or county commissioner signing an official
proclamation. Photographs and news releases are
distributed to newspapers and the event can be pro-
moted throughout the state. However, the time to
begin planning is now, even though Your Week is
not until April 3-9.

Whoever will be signing The Proclamation
should be contacted well in advance. Below is a
draft of the final proclamation which will be prepared
for you by the signer’s office. Try and assemble as
many NAA members for the signing as possible.

MOVE MERCHANDISE
IN DALLAS, TEXAS

When you advertise in the Sunday, Dallas
Times Herald, you reach more than 672,000
readers in the Dallas area.

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

Now featuring ‘‘The Auctioneer’’ every Sunday
in the Classified section.

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

Source: Dallas Times Herald Continuing Market Survey,
1981, 4, 000 Telephone interviews.

Dallas, [imes Herald
The best newspaper in the Southwest

Therefore, advance preparation for the proclamation
event Is necessary, not only to assure a representa-
tive number of auctioneer participants, but also to

give the signing official time to set a date and or-
ganize for your arrival.

Focus attention on
your auction business

Almost every profession and trade has a na-
tional week during which the importance of the
group is emphasized. However, as an NAA member

Continued page 29

NATIONAL AUCTIONEERS WEEK
April 3-9, 1983

Auctions of real and personal property have always been an influential part of marketing
in the United States of America, and in countries throughout the world.

The National Auctioneers Association, in cooperation with (name of state auctioneers as-
sociation), seeks to achieve new heights in pro’essionalism for its members, and excellent ser-
vice to the buying public. The continual efforts of the National Auctioneers Association and
(state association) to preserve the American free enterprise system are paramount in their

endeavors.

Therefore, as (insert title — State Governor, Mayor, City Manager, Selectman, City or
County Commissioner, etc.) | hereby proclaim the week of April 3-9, 1983, as National Auc-

tioneers Week in (name of state, city, town, etc.)

| urge all citizens to recognize and honor the many noteworthy contributions that auction-

eers are making to our society and economy.

(Official
Seal)

February, 1983

(Signature)




YOU CAN LEARN TO AUCTION REAL
ESTATE SUCCESSFULLY...AND

BECOME A QUALIFIED AUCTIONEER

THE FIRST COMPLETE HOME STUDY COURSE
EVER DEVELOPED ON HOW TO SUCCESSFULLY AUCTION REAL ESTATE

BROKERS/AGENTS:

s Offer this additional successful marketing technique to your clients. = There are many advantages to a
public sale (Auction). = Learn what they are and offer this alternative to your clients. = Give yourself and
your company this important edge. = Auctions can produce sales where all other marketing techniques

fail.

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

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

About the Author: Melvin A. (Mel) Giller. Realtor —Auctioneer. Thirty years’ background in sales, sales management and
marketing and is a nationally recognized author, lecturer and instructor on the Marketing of Real Estate by Public Sale. He
entered the real estate profession in the early 1960’s. He has been involved as a Real Estate Developer, and at one time in his
career, operated a company that was comprised of 87 sales people. Several years ago, he recognized the enormous potential of

the Public Sales as a marketing tool for the sale of real property, and he has dedicated himself to this profession. He is the Presi-
dent of Nationwide Auction Company, with offices in Newport Beach, California, Tucson, Arizona and Minneapolis, Minnesota.

GRADUATES WRITE:

Thank you for introducing me to a new Real Estate phenomena... Auction-
eering.

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

J. Johnson, Real Estate Broker, Los Angeles, California

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

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

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

J. Platt, Real Estate Broker, Anchorage, Alaska

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

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

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

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

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

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

COMPLETE COURSE
ONLY

$8Q50

B send me my course on HOW TO BECOME A SUCCESSFUL REAL [
l ESTATE AUCTIONEER. (Please Print) (California Residents add 6% l
sales tax.)
FOR THE YEAR 1981: B neme ]
NATIONWIDE AUCTION COMPANY AUCTIONED ALMOST [ IEsates (s
500 PROPERTIES FOR A GROSS VOLUME EXCEEDING 70 [ [l sty £lp T
MILLION DOLLARS. THE LIST OF PROPERTIES AUCTIONED l O Fnlleck enclosed. Make payable to Natl. Inst. of Real Estate Auctioneers .
INCLUDED SINGLE FAMILY HOMES. CONDOMINIUMS. - Ma;lerCard Al e
COMMERCIAL PROPERTIES AND FULLY IMPROVED = A e =
HOMES i Mall to: National Institute of Real Estate Auctioneers, Inc., 3961 MacArthur
B Bivd, Suites 210 & 212, Newport Beach, CA 92660 » (714) 752-2298 &
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during National Auctioneers Week, you have the op-
portunity for self promotion that can separate your
auction business from the others.

Take full advantage of The Week. Get results
from your promotional efforts, and focus positive
attention on your auction service and professional-
ism. By the time you are reading this AUCTIONEER,
National Auctioneers Week, April 3-9, is only two
months away; and it's certainly not too early to
make plans for what could be one of your most ef-
fective promotions.

Article by Gary Carmichael
NAA director of association services

Association editors, reprint this ad

State Auctioneers Associations are encouraged
to reprint the NAA membership advertisement below.
The printer of your state association newsletter or
magazine can photo the ad and reduce it to fit your
publication. If your printer cannot “pick up” the ad
from THE AUCTIONEER, please request camera
ready art from the NAA office.

Member?

This year, take advantage
of all your NAA benefits —
seminars, annual conven-

tion, National Auctioneers
Week, Certified Auctioneers

Institute, and more.

Non-Member?

On your auction business letterhead, write for a free
“Invitation to Join” kit. You'll discover that NAA
membership benefits mean business.

Since 1949, dedicated
to the success of its
member auctioneers.

National Auctioneers Association

135 Lakewood Drive
Lincoln, Nebraska 68510-2487
Phone 402-489-9356

February, 1983

REPPERT SCHOOL OF
AUCTIONEERING, INC.

Box 189
Decatur, Indiana 46733

TUITION $400 FOR 3-WEEK TERM—
ALSO HOME STUDY

Next Terms:
JULY 25 — AUG. 12, 1983
NOV. 28 — DEC. 16, 1983

FOUNDED IN 1921

Write or call for more information

219-724-3804

G. I. APPROVED — A.C. 0033

WORLD’S MOST MODERN AND

EFFICIENT AUCTIONEERING SYSTEMS
Registered U.S. Patent Office

e
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Auctiﬁn Top
Fits on Standard
2> or % Ton Truck

Patented Clerking
System Installed

Used auction tops and Clerkmobiles for sale.

For Free Literature and Additional information —

]

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

Yes . . . Send me Free Literature.

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

Ph. 815-457-2202

Name
Address
City
State Zip
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SOLD..

YOU — when you buy The
Philadelphia Inquirer to
announce your auction

values in America’s fourth
market. Every Saturday, our
AUCTION PAGE offers the
biggest, and most diversified
listing of advertised auction

sales to be found in this area. ..
in an informative, expertly presen-
ted editorial environment with our

own auction pro, DAVID IAMS.

YOU — when you capture the
tested and proven response of
some 1.3 million daily Inquirer
readers. Join with marketers of
every disipline and design who

Los Angeles Times — 25.1 %;
San Francisco Chronicle — 24.8%:

Dallas Times Herald — 21.0%:
New York Times — 12.5%.

YOU — when you plan an on-
target schedule in one of
America’s five top rated daily
newspapers. At no obligation, get
additional details today:

FRANK RUGGERI,
(215)854-2418

24-hour Telecopier Service,
(215) 563-8928

Deadline: Thursday, 5 P.M.

Cle
Philadelphia
Anquirer

400 North Broad Street
P.O. Box 8263
Philadelphia, PA 19101

‘v (VL]

consistently find Inquirer and
quick results to be synonymous.

YOU — when you take advantage
of an outstanding daily Inquirer
household penetration. Our

27.6 % coverage 1n the
Philadelphia metro area is greater

than these leading papers:
Chicago Tribune — 26.2%:;

AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

i
&

HALF-MILE HAILER MODEL S-610 — Projects further, louder, clearer than horn hailers
. . . perfect for crowd control, athletics and other outdoor use.
AMPLIFIER: Model S-702: 35 watt: all transistor. CONTROLS: On-Off, Volume. Inputs: For
ceramic or dynamic microphone: auxiliary input for phono, tuner, tape recorder, etc. 3 Out-
puts: For additional speakers: tape recorder. Power Source: Ten D" size flashlight bat-
teries: alkaline type provides up to 200 hours operation. MICROPHONE: Cardioid probe-
type, noise-cancelling, hand-held microphone, supplied with 8 coil cord, on-off switch.
SPEAKER: Weatherproof horn, can handle full amplifier output: detachable. CONSTRUC-
TION: Removable metal bracket attaches to amplifier with screw knobs: gripper handle
and shoulder strap included. Dimensions: 11%2" high, 11" wide, 9" deep. WEIGHT: 14 Ibs.

. . . doesn’t block vision

(with batteries). Order Model S-610

Col.

Forrest Mendenhall,
Member
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: HALF-MILE HAILER
List: $257.00
Auctioneers Cost: $205.00

SE If you need good quality equipment,

endenhall School o

| P.O. BOX 7344 — U.S. HWY. 29 & 70 (185) HIGH POINT, NORTH GAROLINA 27263 PHONE

“The Professional Auctioneers’ Choice”’

SOUND CRUISER
MOBILE P.A. MODEL S-310
List: $440.00
Auctioneers Cost: $374.00

SOUND CRUISER MOBILE P.A. MODEL S-310 — Make any car a sound truck in 45 seconds.
Ideal for cars, trucks, buses, boats. AMPLIFIER: Model S-302: 32 watts: all transistor. Con-
trols: On-Off/Tone; Master Volume; Auxiliary Volume. Inputs: For microphone: for radio,
tuner, recorder, etc. Outputs: For 8 or 16 ohm speakers. Power Source: 12V dc: plugs into
auto cigarette lighter socket. Terminals .provided for permanent installation. 120V ac and
flashlight battery adapters available. Size: 83" wide x 3% " high x 8% " deep. Mounting:
Handle supplied for easy carrying or ready mounting under dash. SPEAKERS: Model
S-1210: Two weatherproof horn speakers that swivel and lock in any direction, can handle
full amplifier output, mounted on car-top carrier ready to clamp to car. MICROPHONE:
Model S-2080: cardioid probe-type, noise-cancelling hand-held microphone, supplied with
8" coil cord, on-off switch, mounting clip. WEIGHT: Complete system, 25 Ibs. Order Model
S-310

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

this is your opportunity.
Write for Equipment Brochure today.

i uctioneetin

(919) 887-1165
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IS THE AUCTION
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"Response to our franchise has been overwhelming. We think UNITED AUC-

TIONEERS is one of the best things that has happened to our business.”

Randy Garner Auctioneer CAI
North Fairfield, Ohio

"I can hardly contain the enthusiasm you and your people have helped us gen-

erate ...| wasn't aware of the many ideas and improvements available tous

from UNITED AUCTIONEERS until now.”

William G. Ellison
Ellison Auction Co. of lowa
Solon, lowa

“Impressing me isn’'t easy. But I've been overwhelmed with the possibilities
offered by this venture.

Leo Jesion CAl

Jesion Auction Serv.

McKeesport, Pa.

Author of Common Sense in the Auction
Business

Let the UNITED system work for you.
Call 402-397-9959 or 1-800-228-2544

or Write United Auctioneers
8990 W. Dodge Rd., Suite 315, Omaha, NE 68114

And You’ll Pocket More Profit

February, 1983 31




NAA Officer/director articles . . .

Checklist helps
plan for real
estate auctions

By William L. “Bill”’ Gaule, CAl
NAA President-elect

Recently | had a visit from an auctioneer who
was getting started in the business. He told me that
he was in the process of dating a land auction and
really didn’t know where to start for information he
would need for his advertising. | gave him a copy of
our checklist for real estate auctions, then covered
each item with him. With the checklist he was able
to go to his sellers and get most of the facts and
figures necessary for sale promotion. | am offering
this checklist which | hope may give some of our
new NAA members help in collecting advertising
data. Included are some notes on the checklist to
assist in your planning.

However, | have found that it is so important to
never assume advertising facts. Ask the owner if
they have the last paid real estate tax bills (then get
a copy of this bill and check the figures), measure
the buildings if you are going to use dimensions. Be
sure that if you use tillable acres that you have
checked with the local ASC office for accuracy and
then get an aerial photo for your files and reference.
Check the soil books at the ASC office to be sure
that you have all information correct. We do not ad-
vertise any land auction until the attorney that repre-
sents the seller has checked the title to see if the
legal description, coal, oil and mineral rights are in-
tact, that the zoning is correct, if there are easements
either expressed or implied.

In the last few years successful auctioneers have
found that they have to be able to be more than a
good bid caller or speech maker. The greatest auc-
tioneer of all time cannot sell to empty seats. In
order to do the very best for your sellers, you must be
able to put together an advertising campaign for each
sale that will reach the maximum of qualified buyers.
If you feel that you cannot do all of this by yourself,
seek out professional business help.

In my opinion, the best way to improve your
business is to constantly be seeking ways to educate
and improve yourself. If you are a new auctioneer,
study all of the auction advertising you can get your
hands on. Know why certain advertising is more ef-
fective than others, and improve your advertising to
be competitive.. Study the established auctioneers.
Ask yourself, what has made them successful. Most
of all try to spend some time reading the best ma-
terial available. For example, you can visit your local
library and get books on selling real estate.

Probably the very best training that you will
ever get will be at the NAA conventions, NAA semi-
nars, and the Certified Auctioneers Institute. Attend
your state conventions. Make notes, ask questions,
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NAA president-elect Bill
Gaule was elected to that
office at the 1982 Atlanta
convention, after com-
pleting a three year di-
rector term in 1980 and
serving as NAA vice
president. He is the own-
er of William L. Gaule
Auction Service, Chat-
ham, lllinois, conducting
a variety of auctions in-
cluding real estate. Mr.
Gaule has remained ac-
tive in the Illinois Auc-
tioneers Association, hav-
ing served as president
in 1965.

and read. Start now. The way | see it, all of us have
only seen the tip of the auction business iceberg.

Checklist for Real Estate Auctions

The following information is true and correct to the
best of my knowledge. It is furnished to William L.
Gaule Auction Service to be used in the advertising
of said real estate.

1. Title vested in
2. Type of auction Public-Executor-Administrator, etc.

3. Type of property Residential-farm land-commercial-rental in-
come-lake lease.

4. Tract sizes Very important, 3.02 or 3.2 (more or less) have
attorney supply correct, check courthouse records.

5. Address or location of each tract House address, easiest
route, use road markers, landmarks, etc.

6. Legal description Publish only what has been approved by
attorney, old deed may have conveyances out.

7. Is survey available Will you get a copy?

8. Attorney to represent sellers Do not recommend an attorney.
Will attorney have a written contract and be at auction.
9. Sale to be held at on premises, facility, etc., whatever is best
for individual sale.
10. Date and time of auction Farm land? Planting or harvest-
ing? Night or day? Bad weather?

N

CALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT
(507) 645-4407

Clerking Sheets
| 3 part & 4 part - carbonless forms
| One writing - eliminates posting errors
| Each slip individually numbered |
Tabulates progress of your sale

hwick hier

Box 147 Northfield, Mn. 55057
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11.

12.

13.

14.

185.
16.

17.

18.

19.

20.

21.

Improvements A. If lengthy, use other piece of paper. In-
clude size and condition.
B. If photography is good, use slides or
photos in brochures, newspapers.
Coal and mineral rights are vested in (if sold have they
been recorded) Will they be retained in whole or part?
Last taxes paid and code number Don’t guess. Check court-
house for accuracy unless copy is available.
ASC Photo Aerial photo showing tillable acreage, timber,
roads, etc.
Tillable acreage In crops at present or can be made tillable.
Topography & soil types Check with ASC office on soil, have
a county soil book. How does the land lay?
Fences
Drainage, tile, irrigation, ditching Are there any unpaid
assessments or expense that can be passed to buyers. In
lllinois drainage is very important.
Easements (expressed or implied) Ingress and egress —
could be a problem.
Zoning May not conform to use. Old lumber yard could be
an excellent duplex, for example.
TERMS: Percent down 10-15-20% balance upon delivery of
merchantable title
Abstract or Title Policy At option of seller.
Taxes to be assumed or prorated Residential, in-
come, farm land.
Growing crops to be retained or given to purchaser.
Crop expenses Will they be paid by seller or as-
sumed by purchasers?
Tenants right to expire on Is there a written lease?
When do they have to be notified?
Rents Are they to be pro-rated, assumed, etc?
Chattel property retained What does the tenant or
owner intend to retain — pump in well, buildings,
etc.

22. Residence Sq. ft. living area

Rooms Bedrooms Baths

Closets Basement Garage

Exterior Type Roof

Air Cond. Fireplace Lot size

Taxes Storms Screens

Type heat Water heater Septic

Sewer Laundry Builtins

Cabinets Water School district School

bus service avail-

able?
Owner financing Will seller cover a portion for a limited
extended amount of time?
25. Keys for showing & open house
26. Other info |
Owner signature and date

24,

or

AUCTIONEERS + DEE SIGNS

EASY TO USE
SLIP IN YOUR MESSAGE

ONESTO

AUCTION COMPANTY, INC.

3 K..__

QUALITY SIGNS AT
FRIENDLY PRICES.

DEE SIGN CO

c 2501 NORWOOD AVE.
CINCINNATI, OHIO 45212
(513) 631-2222

898-7284

SAT. 10AM

Our Auction Mart is an action mart.

The midwest knows where to look for auction news . . . the Chicago Tribune.
We carry over 90% of all auction ads running in Chicago papers.

Auction ads come to us from all over, not just the
Midwest, mind you. They come from all parts of the
U.S., from Canada, even from Europe.

Why to the Sunday and Wednesday Tribunes?

Because auctioneers from all over know we do the
job for them for all kinds of goods . . . machinery
and equipment, antiques, farms, autos, fine art, real
estate, one-of-a-kind pieces . . . you name it.

We do the job because Chicagoans and
Midwesterners have come to rely on us for the
goods they want to know about.

Which spells success for our readers.
And our advertisers, too.

If you'd like to know more about our big, eager
auction audience, call one of our Representatives
for a free brochure on the Wednesday and Sunday
Auction Mart classified ad sections.

And that'’s the first stop to getting in on the action.

February, 1983

Chicago: Sally McKoane
(312) 222-4088.

San Francisco: James Stanley
(415) 421-7946.

Los Angeles: Don Sharkey
(213) 933-8437

Detroit: Vincent Walker
(313) 569-0464.

Dallas: Thomas Stansfield
(214) 363-5044.

New York: James Dietz
(212) 682-3033.

Miami: Barry Werblow
(305) 989-8833.

(Chicano Jribune

NO BOLTS, NO SCREWS.
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In 1955, the Eastern Indiana Farmer
began to make thousands of farm auc-
tions a success throughout Eastern In-
diana. Since 1976, many counties in

- TEIL SIS TIIL  TEIn  GEE  fImn M M SIS SIS SIS IS G SIS LSS GEES SIS SEID IS AINS GISE SSAS SENS SESS SEST SHSS SESS SENS GIND SEEE GEEE I Shee| SEEE Soas SEEE SEmn ams SINS SIS SEES SENN TS T SISs SENS TIST SIS SEEE Tm o mSme o sme S s

Now, Even Greater Results In A Farm Auction

armweek

Western Indiana and Western Ohio
have been added under a new title,
Farmweek.

We offer two zoned editions for auc-
tions and ads, but for only a little more
cost, more benefit comes from auction
ads in the entire issue. -

. Try it for your next farm auction!
Results guaranteed or no pay! As a trial

coverage.

guarantee if you feel the results did not merit the cost, tell us and we’ll not charge
you one dime for the advertisement (exceptionally bad weather excepted). But you
must ask for a show of hands of who read it in Farmweek! In 26 years, only one
auctioneer has ever claimed the response was poor and that was in a fringe area.
PHONE TOLL-FREE

AUCTIONEER
SUBSCRIPTION SPECIAL
Auctioneers are entitled to Y2 price OFF

on regular mail subscription price of
Farmweek. |
Write or call toll free and mention you are
an auctioneer for Y2 price subscription
offer or free sample copy.
Nice commissions to auctioneers for sell-

e e e I e e e el

Ing subscriptions directly.

NEW
MICHIGAN YORK
IOWA q

- -"‘ ﬂ:'

P.O. Box 90TA, Knightstown, Ind. 46148
FOR A CROWD OF AFFLUENT BUYERS
WHO FLY AND DRIVE LONG DISTANCES
Circulated primarily in Illinois, Indiana, Kentucky,
Michigan, Missouri, Ohio, Tennessee, West Virginia, Wis-
consin, Western New York, Western Pennsylvania, East-

ern lowa. IN OUR 14TH YFEAR.

The Tri-State Trader has more antique auctions in the
Mid-Central states than any other publication in the
world! Results guaranteed or no pay! (Inclement weather
excepted). Ask for a show of hands. Yes, we're that sure!

Free Samples Sent to Auctioneers on Request
Auctioneers receive commission on subscriptions — Call

or write.

PENNSYLVANIA

WEST
VIRGINIA

VIRGINIA

1 Edition or Both Editions

Full coverage or 1 edition only.
Auction ads may go in both edi-
tions or for one zone edition only
-(slightly less cost) - The best buy

on an auction, however

To Reserve Your Next Auction
or for Advertising Info
outside Indiana 1-800-428-4156
Indiana 1-800-382-1050 or
Indianapolis North/East 326-2235
or Phone 345-5133

Free sample copies to auctioneers

Farmweek

| P.O. Box 90, Knightstown, Ind. 46148

For That Antquc, Lstate

or Collector's Auction

1L

Deadline: Monday at 3:00 pm for Thursday
delivery. Ads accepted to 8:30 am Wednes-
day at small overtime surcharge.

Over 22,000
aid Subscribers

is full

-

Publishers of Tri-State Trader

Be Sure to Use

The Weekly

Call TOLL FREE TO RESERVE ADS OR FOR INFO

AL AR DE GA IA IL KY MD MI MN MS MO
NCNY OH PA SCTN VA WV WI DC 1-800-428-4156

Indianapolis & NE suburbs 326-2235

Rest of Indiana 1-800-382-1050
Other States (not toll-free). Phone 317-345-5800 or 317-345-5133

TOLL FREE HOURS: 7 am-5 pm Mon. thru Fri. and Sat. 8 am-12 noon.
(Evenings after 5 and Sat. pm & Sundays BY CHANCE).

Delivered every Monday in most states.

Normal Ad Deadline: 9 am every Wednesday. Ads taken
until 8:30 am Friday, but please call in reservation early.
(Small surcharge for late ads after 9 am Wednesday.)
Gelco or other Courier service recommended for late ads.
Special delivery is good insurance.

e ‘.‘ “-. ,“
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Convince public
officials, auction
method beneficial

By Louis B. “Benny” Fisher, CAl
NAA Director

By the time you read this article, | will have won
or lost another round in an attempt to argue the case
for auctions of public lands which are declared sur-
plus by elected officials. Because other NAA auc-
tioneers may be fighting similar battles, | offer these
suggestions.

Auctions can protect the seller

An auction of public properties, personal or real,
proves a far superior way of selling than any alterna-
tive method available to the government. It accords
agencies and officials a means whereby they can
avoid ridicule from any partisan group. Auctions vir-
tually assure that an ‘‘arms length’ transaction has
transpired between the public and private sectors
of society. No other method of marketing can make
such a bold claim. The expanse of the open market
place makes it very difficult for any critic to question
the results. Therefore, the auction method affords a
certain degree of protection for the government sell-
er.

Emphasize professionalism

Our citizenry elects its political leadership with
the high hope that the best interests of the electorate
will be served. Office holders exemplify the type of
professionalism expected of them by the voters when
they, in turn, select personnel with special expertise
to help them carry out their various duties.

The selection of a professional auctioneer to sell
municipal, county, or state owned land, reflects a
knowledgeable choice on the part of any policy maker
charged with this decision.

A word about the importance of image. Recent-
ly, | had the privilege to run for the legislature in our
state. Although unsuccessful in our first election
effort, another time will spell victory. However, | was

CALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT &

(507) 645-4407

Personalized Bidder Numbers
Perfect way for qualifing your buyers
Your name printed in a second color

Give them a try - we know you'll like them

huick hlerk

Box 147 Northfield, Mn. 55057

February, 1983

NAA director Benny Fish-
er was elected to the
Board of Directors this
year. He is the sole pro-
prietor of Auctions By
Fisher, a firm specializ-
ing in the sale of real
estate and antiques. The
Fisher auction company
has two offices in Pom-
pano Beach, Florida, and
an office in Henderson-
ville, North Carolina. Mr.
Fisher is also presently
serving as a vice presi-
dent of the Florida Auc-
tioneers Association.

appalled and angry when a few well meaning sup-
porters even suggested that | play down my profes-
sion as an auctioneer and stress my role as a real
estate broker.

We must constantly be about the business of
educating others that as auctioneers we have earned,
and deserve, the right to be known as professionals
In our communities.

Property at a premium price

An auction accelerates the price for property
and places the responsibility for establishing value
where it belongs — with the buying public! It is too
great of a burden to impose on any one department
head the responsibility for such an important deci-
sion. No city manager, county administrator, or
council of commissioners should be given or ex-
pected to perform the task of establishing true mar-
ket value.

“Sealed bids” solicit bargain hunters and in-
vite basement prices, because bidders submit their
minimum offers. “Public auctions’ establish ceiling
prices because bidders are forced to make their
maximum offers.

Our city, bound by an antiquated charter, sold a
parcel of prime property by inviting interested parties
to seal their intentions to purchase in envelopes.
Just prior to the opening of offers, the successful
buyer became nervous because there were four other
prospects. He out-guessed himself and entered a
second silent bid for $70,000 more than he had pre-
viously offered. Later, he confessed that he would
have paid even more. Indeed! How much? Who
knows? The sense of urgency, created by an auc-
tion crowd, would have told us with certainty.

Now, another eleven acres has been declared
surplus by our city fathers. Tomorrow morning at
9:00 am, wearing my suit of auction armor, | shali ask
the question, “who among you would seek to sell his
private property by a one inch ad lost among the
legal notices of divorce and death?”
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FURNITURE

BRASS AND COPPER

ART GLASS
DOLLS
PORCELAIN
BISQUE FIGURES
FINE HARDWARE

IMPORTING COMPANY, INC.

B 4244.48 OLIVE ST., ST. LOUIS, MO 63108 U.S.A. * PHONE 314-533-3477

47 YEARS OF SERVICE  FINE CLASSICAL REPRODUCTIONS

e
_________
rrrrr

IRON TOYS

DECOYS g

DEPRESSION GLASS

SPITTOONS

PAPERWEIGHTS AS DIRECT IMPORTERS, WE ARE
STEINS ABLE TO OFFER GOODS AT VERY
CRYSTAL FAVORABLE PRICES.

TEA SETS . .

WEATHER VANES | Dol rovid eniicator on card o
TAXI HORNS

Inc. will receive our 120 pages, full color
catalogue of over 700 Antique Reproductions.

Please enclose $3.00. This amount will be |
credited against your first order.

LERS ONLY

OUR MERCHANDISE IS
IDEAL FOR AUCTION

* We feature authentic reproductions
e Most are designed by us in
classical style ¢ Many unusual items
not elsewhere available e Items
suitale for fine collections.

TRAVELING ROAD SHOW SCHEDULE: SPRING, 1983
SPECIAL SALES VALUES ARE OFFERED TO DEALERS ATTENDING ANY SHOW

Houston, TX Quality Inn—University

New Orleans, LA Holiday Inn—East Highrise
Tampa, FL Holiday Inn—Downtown
Miami, FL Ramada Inn—North

Atlanta, GA Holiday Inn—South
Charleston, SC Holiday Inn—Airport
Roanoke, VA Best Western Coachman Inn
Wash./Balt. Holiday Inn—Laurel
Hartford, CT Ramada Inn—Wethersfield
Boston, MA Holiday Inn—Waltham

Syracuse, NY
Pittsburgh, PA

Syracuse Airport Inn
Holiday Inn—Parkway West

Cleveland, OH Holiday Inn—Airport
Detroit, MI Ramada Inn—Metro Airport
Columbus, OH Howard Johnson—North

Des Moines, |A
Minneapolis, MN
Denver, CO
Milwaukee, WI
Kansas City, MO

Holiday Inn—North

Airport Inn

Holiday Inn—East

Ramada Inn—Downtown
Ramada Inn—Independence

3815 Gulf Freeway

6324 Chef Menteur Hwy.

111 W. Fortune St.

16805 N.W. 12th Ave.

6288 Old Dixie Hwy.

I-26 & W. Aviation Ave.

Exit 44, 1-81 U.S. 220 North

Exit Wash./Balt. Pkwy. @ 198 West
1330 Silas Deane Hwy.

455 Totten Pond Rd.

Hancock International Airport
Rt. 22 & 30 Montour Church Rd.
16501 Brookpark

8270 Wickham Rd.

999 E. Granville Rd.

3501 E. 14th St.

7800 34th Ave. South

13800 Colfax

633 W. Michigan

4141 S. Noland

January 9, 10, 11
January 16, 17, 18
January 24, 25, 26
January 30, 31, February 1
February 6, 7, 8
February 13, 14, 15
February 20, 21, 22
February 27, 28, March 1
March 6, 7, 8

March 28, 29, 30

April 3, 4, 5

April 10, 11, 12

April 16, 17, 18

April 24, 25, 26

May 1, 2, 3

May 22, 23, 24

May 29, 30, 31

June 5, 6, 7

June 12, 13, 14

June 20, 21, 22

The headquarters of A.A. Importing Co.,
Inc. is in St. Louis, MO. Direct all
mail orders and phone orders to:

4244 Olive St. St. Louis, MO 63108

For immediate pick-up purchases, you may come
to our St. Louis headquarters, to our branch
showroom warehouse at 17015 Kingsview Ave.,
Carson, CA 90746, or to our new branch
showroom warehouse at 106 Sylvester Rd., South
San Francisco, CA 94080.
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Auxiliary to the
National

Auctioneers
Association

Dear Auxiliary friends,

Now that the holidays are well over and winter
has truly arrived, it might be nice to sit in front of the
fire and give a little thought to spring, new ideas,
and just what you can do to help your auctioneer
spouse in the months ahead.

| know that many Auxiliary members help in the
business, some in clerking, some in cashiering, and
some in office management. Here is one of the main
things you should be asking yourself — is the job |
am doing the best and most efficient possible? Or
what business skills am | lacking along the way?

It is so very important that you, as a help-mate,
keep abreast of new and innovative methods of con-
ducting your particular phase of your spouse’s busi-
ness. How helpful it would be if you could, for in-
stance, readily identify antiques. Have you ever at-
tended one of the antique seminars where this par-
ticular subject is discussed? Perhaps in outlining
your plans for the next year, it might be well to in-
clude a trip with your auctioneer to one of the NAA
seminars, and let it be a learning experience together.

Also, when you go to conventions, don’t hesitate
in plcklng up new materials and ideas. Above all,
don’t be afraid to ask questions. You could possnbly
discover that you really have an interest in photogra-
phy, promotion or some totally new aspect of the
auction profession. You could be a superorganizer
and really adapt to arranging a sale. There are so
many different ways you could go.

Even if you, as a spouse, have no desire to be-
come involved in the mechanics of an auction, you
still can be there to give encouragement to your auc-
tioneer. Let him, or her, know that you are suppor-
tive all the way. Perhaps we can all help with that
extra little push that will give auctioneers the desire
to continually better themselves. Knowledge can go
a long way, so especially promote all the educational
programs that you can.

Keep the desire for learning and betterment high
on your list and you’ll go a long way too. May 1983
L vour best year yet!

Marge Gaule, director
Auxiliary to the NAA
Chatham, lilinois

- . - FR |
Learn Auctioneering - CATALOG
:  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 74012

T ¥ T4 FETD

: COMPLETE
i COURSE $49.95

TTI FEN « FW

February, 1983

fia:. 3417 '*"".
;_:':;i:_;ff;;}?f?fj’f;f§_Mrs. JoAnne Laumeyer?*

53 Terrace
81 3-549-4955

Mrs Vlrglma Dilgar& 135 Um@ﬁSt Asah;ian'_ﬁ

Phane 515-458-431

BUYER NO.

ILABELS - ;

|
ROLL OF 200 Labelis 12 X 3.

$4.00 |

Do not move auction items without auction personnel
POSTAG E PAID present. Sold As Is, Where Is. All Sales Final. Thank You.

Try a sample roll of our style 1
label for ONLY $4.00 Postage Paid.

| These labels REALLY DO KIEFER AUCTION

| HELP cut down on loss an
d
l confusion. We sell tens of SUPPLY CO.
P.O. Box 2141

: thousands monthly across
I the Nation to Auctioneers. Ft. Lauderdale, FL 33303
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“SIMPLE AS ABCs”

With a proven, fast and easy to use computer system —

ons wi
Ledger, Mailing

“*Trademark Apple Computer Co

atalog of Lots

"
S

arrying Cases with Wheels for Air Shipping

p—,
S

® Buyer Registration Throughout Sale

® Sales Entry
® Sale Tally and Summaries

® Consignors Summaries

® Automatic Calculation
® Mailing Labels

® Nlumerical l

COVIPUTER SYSTEM"’

The running of vour auct
Designed to run on the Apple Il Plus* completely port-

able computer

AUCTIONEERS BUSINESS

Heavy Duty |
and for Local Travel.

Lists, Etc.

designed for you the auctioneer and developed in the

field by people who understand your needs.

Software available for Payroll, General
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Auction school
profile: Reisch
World Wide College

of Auctioneering

Located in the north central lowa town of Mason
City, the Reisch World Wide College of Auctioneering
trains auctioneers under the direction of NAA mem-
ber Gordon E. Taylor. The school gives students the
basics in many types of auctioneering, attracting
them to the program through wide ranging advertis-
ing and the best kind of promotion — word of mouth
endorsement from graduates.

Requirements for receiving a Reisch diploma in-
clude: successful completion of 115 hours class time
(mandatory attendance and roll calls), competent
demonstration of the auction chant to the best of the
student’s ability; and passing an oral examination.
School president Taylor explained to THE AUCTION-
EER the school’s program assures well trained auc-
tioneers because students “‘are being taught by the
best instructors | am able to acquire, in the maximum
hours available for the two weeks the students are
at Reisch’.

Classes in recent years have remained similar
in size, with average student age 35-40 years old.

REISCH

NAA MEMBER Gordon E. Taylor conducted the real
estate at auction session for the December, 1982
Reisch class.

Most Reisch students come to the school from agri-
culture, farm auction, and real estate backgrounds,
according to Taylor. He noted that a few more wo-
men students are enrolling than in past years.

~ As Gordon Taylor sees it, the auction profes-
sion’s future remains a ‘‘tremendous, wide open op-
portunity” for his graduates. The school’s future
looks equally good, noting that the more mature and
professional students Taylor is training also contri-
bute to Reisch’s success.

Continued page 40

WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

Approved for VA

| | AND MAKE BIG MONEY
Col. Gordon E. Taylor

Owner and President
Full-time Auctioneer

FOR THE
PROFESSIONAL
AUCTIONEER
Clerking Supplies
Sound Systems
WRITE FOR
INFORMATION

OBTAIN OUR MODERN AUCTION LIBRARY WITH
YOUR CHOICE OF TRAINING RECORD OR CAS-
SETTE TAPE. FREE WHEN YOU ENROLL IN THE
TERM OF YOUR CHOICE.

Since 1933 Largest in the World b M

YOU can be an AUCTIONEER!
START YOUR NEW CAREER NOW

Attend 2 weeks intensive training in all “
phases of this respected and highly profit- =g
able profession, taught by 25 of the na-
tion’s leading professional auctioneers.

Gordon E. Taylor, Member |

S

GRADUATES RECEIVE LIFETIME SCHOLARSHIP, DI-
PLOMA & POST-GRADUATE ASSISTANCE. OUR “ON
THE CAMPUS” HOUSING & DINING FACILITIES, CON-
TRIBUTE GREATLY TO ENHANCE YOUR PROFESSIONAL
TRAINING.

Please send me your FREE CATALOG.

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

| Mason City, lowa 50401

| NAME

Ph. (515) 423-5242 or 6396

MAIL
COUPON
TODAY!

February, 1983

|
| ADDRESS
| cITy |
STATE ZIP
| NA
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Employment for graduates of the program occurs
equally through existing auction firms, as well as
going into business for themselves. Taylor and his
staff offer advice and assistance to graduates who
request help in finding auction employment.

Strongest selling point of the Reisch program?
Professionalism, through instruction by successful
and experienced auctioneers; and rules and regula-
tions enforced at the school. Discipline is fairly
strict but “anybody can live by our rules,” added
Taylor. Students interviewed by THE AUCTIONEER
also saw the regulations as a strong contribution to
the school’s program.

Instructors recruited to teach at Reisch World
Wide College of Auctioneering must also be disci-
plined and achievement oriented. Taylor looks for
auction instructors who have been in business for
themselves for at least five years, with ‘“‘top notch”
moral character, and a happy, successful family life.
New instructors would be in the 25-50 age group and
must be a Reisch graduate.

NAA member support of the school is good
through referrals from active NAA auctioneers who
are Reisch graduates. Response to the school’s ad-
vertising in THE AUCTIONEER is good, with some
students coming to the school already interested in
NAA membership. Endorsements from former Reisch
students are the school’s most reliable source of stu-
dents.

Faculty experienced, successful

Representative of the school’s instructors is
NAA member Wayne Wagner, Blue Earth, Minnesota.
He’s taught the General Auctioneering session at
Reisch since 1975, and is quite qualified to do so.
An auctioneer since 1958, Wagner’s present business
revolves around farm machinery, real estate, and
livestock. Even though a veteran, auctioneer Wagner
considers himself ““always in the learning process”'.

Instructing at an auction school sometimes does
conflict with Wagner’s auction schedule, but he con-
siders teaching at an auction school ‘“good for busi-
ness”. Fellowship with other instructors and learn-
Ing from his students make each session valuable to
Wagner.

However, he has seen a general change in stu-

40

REISCH CLASS SESSIONS encouraged asking ques-
tions and discussion of auction topics.

CLASS PICTURES of past graduates surround pres-
ent students. Each group picture had its own class
motto.

dent attitude over the years. Now, more students
arrive at the school regarding the auction method as
serious business — a profession — and not just a
quick way to make money. Also, more Reisch stu-
dents are coming from real estate backgrounds, and
from already being in the real estate business.

For Wagner, assuring himself of a ¢ompetent,
well qualified graduate is a primary goal. In his

THE AUCTIONEER



LUNCH AND DINNER served adjacent to the Reisch
main classroom.

class sessions, students get Wagner's insistance on
strong auctioneer basics, plus the voice of experi-
ence emphasizing the major do’'s and don't’'s of suc-
cesssful auctioneering.

Variety of students attend

THE AUCTIONEER interviewed three Reisch
students during the December, 1982 term. At that
time, the soon to be auctioneers were employed as
a carpet wholesaler, a housewife who also works for
an auction company, and a pipefitter.

Dan Stall, 35, Birmingham, Michigan, has been
in the wholesale tarpet business for 17 years, and
will break into the auction business parttime. Stall
chose the schoo) after comparing other programs,
and credits Gordon Taylor with personally convinc-
ing him to attend Reisch.

Florence Hall, 52, Newark, Delaware, was a
housewife and assistant manager for a ladies’ cloth-
ing store before she went to work for a Newark auc-
tion firm managing the concession stand. With the
approval of her auctioneer boss, NAA member Joe

February, 1983

Baines, she attended Reisch to return home and
work as an auctioneer.

John Ewalt, 56, Arvada, Colorado, sold real
estate for a few years before returning to his skill as
a pipefitter. He plans to go back into real estate,
this time with the added capability of auctioneering.
He also credits Gordon Taylor and past graduate en-
dorsements for his choice to attend Reisch. Ewalt
will begin his new auction career by employment with
an established auction firm.

Personal involvement important at Reisch

For NAA member Gordon Taylor, personal in-
volvement and supervision of the training auctioneer
students will remain an integral part of Reisch World
Wide College of Auctioneering. When THE AUC-
TIONEER visited the school, its December, 1982 class
consisted of 119 students from 21 states and Canada.
School terms in 1983 will be March 1-11, June 1-11,
August 2-12, and November 29-December 9.

- 100 AUCTION
and AUCTION RELATED BOOKS

For Auctioneers - Collectors - Auction Goers -Antique Buffs.
Thousands already sold. Popular Titles. Beautifully illustrated.
Free Catalog - Today!

For prompt return send SASE

WATTS BOOK SALES

P.O. Box 80034, Indianapolis, IN 46280, Phone: 317/875-7063

CALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT
(507) 645-4407

Clerking Sheets
A Kwick Klerk Exclusive!!
Individual, snap-out slips
The fastest system going
Some say the time saved pays for them

ick Rlerk

Box 147 Northfield, Mn. 55057

41




SUNGLASSES

E ARE THE MONEY MAKERS!

5" Pt . . : f""::“ A YR
w e . Pen
- BN  Socket " = L Watch
VLT L E R i Set Stainless

Hil L PEIEH R gt Fiiase

\
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Smoke $10.50 dz.

$3.00
set

......

_. s i) 3-way Pewer
| Boxed ST 110/220 Vol

$300 ea. 5 B&W TV w/AM/FM & Cassette
- Recorder $149.95 ea.

§f . “Walk-Along"”
\ AM/FM Radio
| w/Headset
1$17.50 ea.

i/ Also available
" with Cassette only.

e

LCD Ladies ]
LCD Men’s 5-Func. Twist ¥
9-Func. Twist band watch
band watch  $4.50 ea.
$4.50 ea.

- . 25-Pc.

Y 2" Drive
B Al Socket Set

5:5:5:.;5;1-.:5;2;5;.:5.-;gg;ggz;z;;:‘ij:;ié:;‘sici;i::5=‘f.+:-- $g 00 set

.

o o RN

Asst. Color N
T-Shirts
$11.80 dz. s W adn
. ‘ Cannon Bath & ..o+ s
2-Ton “Come Along” Pulley Towels P s s

$7.50 ea. $16.90 dz.

LARGE PLUSH $1 MILLION
KOALA DOLLARS OF MUSICAL

MAMA &
PAPA BEAR TN Y PLAYSSA? TI'?JNES
BATTERY OPERATED SET TOYS IN
FLIPOVER $48.00 pz STOCK NOW!

BuGGY $3.00 EA.

BATTERY OPERATED

BATTERY OPERATED CRYING & BATTERY OPERATED BATTERY
REMOTE CONTROL LAUGHING DOLL REMOTE CONTROL OPERATED
GOLD PORSCHE BEAUTIFULLY ASSORTED TRAIN SET
GIFT BOXED CLOTHED uLGUI':.\:EVRAY SPORT CARS GIFT BOXED

$24 pz.

GIFT BOXED
$8.90 EA.

AS ADVERTISED ON TV! LATE XMAS ARRIVALS
/J 2-IN-ONE Yl
/7 NECKLACE ¥ VERSATILE

{  NECKLACE

(: WITH i THAT CAN BE
. FLOATING

$8.90 EA.

o £

-. VARIETY OF L e ST
gffMU(')Tﬁ/ WAYS! - 7 PC. STAINLESS
LY _— 18 GIFT STEEL COPPER
. dz. BOXED | BOTTOM COOKWARE §1PSC'9 I&OOKWARE SET g‘g‘goﬁsi_?\m SET
- .JU SET :
Assorted Necklace & Earring * —

Sets with beautiful variety of Pendants

512.00 dz._
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' EY
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13" COLOR TV

$199.95 EA.

POWER BOOSTER

| . ¥ | EQUALIZER SHOULDER  $12.50
. 3 ¥V, $30.00 ea. TRAVEL BAG  EA.

¥, 1 ¥V,
OPEN MON. THROUGH FRI. 8:30 A.M. TO 6 P.M.
SHELDON CORD PRODUCTS NOW OPEN ON SUNDAY 10 A.M. TO 4 P.M,

DEPT. ST-10, 2201 W. DEVON - CHICAGO. IL 60659 PHONES: (312) 973-7070 973-7071

LARGE BARREL
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CORD'S $4 MILLION DOLLAR XMAS SALE!

THE BEST IN AUCTION & FLEA MARKET MERCHANDISE
ORDER FROM THIS AD NOW'! NOBODY BEATS OUR PRICES!

HELDON CORD’S S
MILLION DOLLAR SALE cavt rovL FReE (800) 621-7998

ELECTRONICS &
TOOLS JEWELRY HOUSEWARES NOVELTIES TOYS

7PC 11 PC. STICK-ON s | oiL, | SN AMAZING Yougo- |eATT.opemateD| oo
WOOD HANDLE | woOD HANDLE |  CALENDAR LCD WATCH SHELCO XMAS BELL :
CALCULATOR W/|  DIGITAL LIGHTED WIND-UP
SCREWDRIVER | SCREWDRIVER CLOCK W/TWIST WONDER PLAYS 4
CASE & AUTO. ALARM VISOR HAT TRAIN
SET SET 5 STYLES BAND PEN XMAS CAROLS
SHUT-OFF CLOCK W/BATTERIES $13.50 D2
$2.00 SET | $3.50 SET | $57.00 DZ. | $4.50 EA. | o4 o9 n. | 19,00 EA. | $36-00 DZ. | g3 0o n. | $4.00 EA.
| LCD BATT. OPERATED
40 PC. ol IS sick-on | BATT. OPERATED| ) e DAASOND st MUSICAL | BATT. OPERATEL
/" DR. LCD WATCH GALAXY cuT REVOLVING
TAP & DIE MUSICAL POCKET ... oo CHURCH SOMERSAULT
Al SOCKET PENDANT cLown | Mum-Pumpose | POCKE UTAN U Sa s e
SET W/CHAIN LANTERN LIGHTERS W/MIRROR
53.50 SET | ¢ 50 seT | $4.90 EA " | sa00Ea | 9650 EA. $24.00 DZ. | $4.00 EA. | 'os o o | $48.00 DZ.
' . ; $6.00 EA. : y : . . "1 $4.00 EA.
ULTRATHIN MEN'S OR SMALL . |
| : GIANT 18 BATT. OPERATEL
T ¥C. FOOT MEN'S OR LADIES MUSICAL HAMBURGER PISTOL DECORATED § < peR DELUXE | ALL PLUSH
NUT DRIVER LADIES LCD WATCH STANE BEER
PUMP BEER RADIO BACKGAMMON |  CHARMY
SET LCD WATCH |  W/MUSICAL b Siycnrcl HOHTER STEIN — s
A. | pELuxe BAND ALARM 550 EA.
$2.50 SET | $3.50 EA. ' $3.50 EA. | $15.00 DZ.
$8.90 EA. | $8.90 EA. | $6.90 EA 7.50 EA. | $7.90 EA.
. . 49 MHZ 50 PC.
5 PC. 10 PC. ﬁ'}g;g’: g*ﬂbﬂgﬁ"}: BAND HEAVY DUTY | WINDPROOF TRAVEL “T;"G"Hﬁcm Pg:]'::_i
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SET SET 0y | GIFT BOXED WATCH T‘;ﬁ" GIFFSBE{TIXED c;nusn cwmI(EA POLICE CAR COLORS
$8.50 SET [$10.80 : $5.90 DZ. | $4.50 EA.
sers| $4-90 EA. | SS.00 EA. | 18 99 SET | $11.50 SET $5.25 EA. | $18.00 DZ.
., LCD 17-JEWEL 17 PC PROCTOR- 2 PC. LG. PISTOL ALL NATION
MECHBANIC‘S ”E“:g‘f“”“ DIAMOND CUT POCKET PORCELAIN SILEX PERFUME BUTANE "‘?ﬁ::flmm DOLLS
o - LIGHTER WATCH W/ COFFEE OR 2 SLICE PEN LIGHTER e W/ASSTD.
WATCH HUNT SCENE TEA SET TOASTER SET W/FLASHLIGHT DRESS

SIO00ER. | SB-0 EA. ) $12.00 EA. | g1g0Fca | $17.90 SET | $10.50 EA. | $10.80 Dz, | $7.50 EA. | 524-90 DZ. |36 002 Dz

.. _ AN-EM ANGEL
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LOCK BLADE BARLOW WATCH W/ HORN k. STEAM & e ot e RACING
KNIFE KNIFE TWIST BAND PENDANT | OBl eoc | DRY IRON iy ol CARS
$8.00 DZ. | $18.00 DZ.| $6.90 EA. | $5.00 DZ. | g49 g5 gp7 | S13.50 EA. | ¢ gg gn | $29-95 PR-| $12.00 DZ. | ¢45 g pgz.
L ] ‘"
EVEREADY ;}I: % MEN'S LADIES I SANYO IMPORTED LADMIEE:'SthLY METAL mf.mun
LANTERN openenp | RHINESTONE | muestoe | 0% AR | micRowave | pewpewciL | LADIES FUL TRUCK i
W/6 VOLT A DIAL WATCH WATCH A RADAR SET—-BOLD; | SN ASST. R
BATTERY e BOXED BOXED RANGE GIFT BOXED | FUSH-ITIO STYLES e
$30.00 0Z. | §7,00 sgr | $7-50 EA. | $9.90 EA. | S9-00 EA- I5190.00 EA.| $30.00 DZ. | 554 g pz. | $24.00 02. | g g9 pz.
4 PC. o 10 PC. 2 PC. ANTIQUE , RACING LARGE
PIPE WRENCH | LOCK BLADE 73::; :'&‘g CARBON STEEL | CHEFMASTER DIE CAST Pﬂo:llg':'lgﬂhl TEAM DC-10
SET KNIFE BUTCHER CARVING PENCIL SET BY METAL
., WATCHES WATCH WALLET
UP TO 18 W/LEATHER KNIFE SET SET SHARPENER GAY TOY AIRPLANE
SHEATH REPLICAS ; :
$9.90 SET | saq0 pg, | ¥'%%0 EA- | S9-S0 EA- | 5575 SET | 52.50 SET | ghenuchS | $10.80 DZ. | g3 25 geT | §5.90 EA.
14 PC. 4 PC. ASST, ASST, 19 PC. AM 8 PC. — ASST,
BOX & GROOVE GOLD NECKLACE/ REGENT POCKET POOL TABLE ey LUCITE KEYCHAINS
OPEN END JOINT 48 PC. EARRING SHEFFIELD RADIO COASTER bl MUSICAL | COWBOY BOOT
WRENCH PLIER CHAIN SET CUTLERY SET ASST. SET el PIANO FOOTBALL
SET SET DISPLAY BOXED GIFT BOXED COLORS ALL WOOD

$4.80 EA ICE SKATES

112,90 SET | $7.90 SET §$18.00 DISP.| $12.00 DZ. | $7.00 SET | $2.00 EA. | $6.90 EA. | $36.00 DZ.

ORDER DIRECT FROM THIS AD — SEND CASHIER S CHECK. MONEY ORDER OR CERTIFIED CHECK FOR IMMEDIATE 24-HOUR SERVICE. S100
MINIMUM ORDER WHOLESALE — FOR RESALE ONLY VISIT OUR GIANT NEW SHOWROOMS BRING YOUR CAR OR TRUCK AND LOAD UP. BEST

IN PRICES. SERVICE. QUALITY SEND S1 00 FOR BRAND NEW CATALOG XMAS CATALOG JUST ARRIVED — 1000'S OF NEW ITEMS. CALL NOW!
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A Finally
BN An Affordable*
= Computer
e That Makes Sense
for the
Auctioneer!

™

rrvssouneEs | the small computer designed for auctioneers,

by auctioneers, gives you:

Consignor or Seller Entry e Bidder Entry ¢ Merchandise Entry ® Cashier Statements
Sale Recap Reports ® Word Processing & Accounting Programs Available ¢ Unsold Inventory
Consignor/Seller Settlement Reports ® Complete Real Estate and Land Auction Processing
Complete Mailing List System ¢ Tandy* Equipment with nationwide service at Radio Shack* stores.

IF YOU, MR. PROFESSIONAL AUCTIONEER, ANSWER YES TO ANY OF THE FOLLOWING
QUESTIONS, YOU SHOULD CALL TOLL FREE OR SEND THE CARD TODAY!

Have [ thought about a
small, attordable,

auctioneer's computer,

Have | decided that to get
more sales in the '80's, |

Would [ like to have my
auction settlements
tigured and printed within
minutes of the end ot a

Sd ]'3“ ; :]

. need a competitive edge
programmed so that ' '

anybody who can read
English can learn to use it
In less than one day?

over other auctioneer's

and other methods of
selling?

§°

PACS

TAT

vy Ou i ":._i I want an
wuctioneer's computer, a
‘OITpP 1 ete wo 1’“4‘_‘_"i PrOCOSSQL,

an accounting computer,

and a mailing list system,
all tor less than IBM &
Lanier charge tor justa
word processing machine?

PACS

. T0O: Professional Auctioneer's Computer Systems
522 South Florida Ave., Lakeland, FL 33801
TOLL FREE 800-237-7669 (FLA. 813-688-1882)

Please send me information on the PACS ™ computer,
including your 30-day trial.

NAME
COMPANY
STREET

A DIVISION OF 522 South Florida Ave. CITY ST ZIP

Lakeland, FL 32801 PHONE
\VERTIMAX

T S A e = = L[| R
want my auctioneer s _

: ] . et 1 1 want mv
computer to be supplied el SRS e R
by an organization which auctioneer s computer to
4;;:&:""1.—-‘1 Fie e (o have nationwide service
profession which has sold capabpilities available,

1 cirich ac at ;—‘1 ACI10)
to auctioneers all over the S ool ) Hj dio
_ J

- ‘:' - ‘:T "-T‘-"'-".-r'
LK Sl En!

i
counitr "‘-],-' v f 1ad

Call Today—
TOLL FREE 1-800-237-7669 (FLA. 813-688-1882)
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Heavy Equipment
at Auction

Teamwork and
volume mark Forke
auction in Louisville

It's the expanse of the Brandeis-Forke Brothers
Heavy Equipment auction in Louisville, Kentucky,
that astounds the first-timer. Held twice each year
at the Kentucky State Fairgrounds, the December
13-15, 1982 auction filled 583,000 square feet of in-
door exposition space, plus a midway lot outside for
pieces too big to fit inside. Compare all that useable
space to your local high school footbail field. Need-
less to say, here is one big auction.

THE AUCTIONEER was there as approximately
1200 pieces of construction equipment changed
ownersh’p to produce an auction gross in excess of
$11 million. And that was just the December sale.
As you read this, Forke Brothers is gearing up for
the same kind of auction, same location, April 20-22.
The teamwork necessary to accomplish auction this
big has become a Forke Brothers trademark; and that
teamwork is recognized throughout the world’s heavy
equipment industries. NAA members are an integral
part of the Forke Brothers auction success story.

Don Forke, a partner in the firm, is one of four
auctioneer sons of the original brothers who began
the Lincoln, Nebraska, based auction company in
1921. Marvin Spitsnogle, Dave Ait and Tom Spits-
nogle are also Forke Brothers partners, and Scott
and Greg Forke are company auctioneers. The auc-
tion firm prides itself on having only one auction
“team’’, therefore every client and every auction gets
primary attention. However, to handle the big auc-
tion in Louisville, everyone goes to Kentucky except
one office secretary— Don’s brother, Ted Forke,
cousin Dean Forke, partners Don and Jim Coy, Doug
Tverstol, and Rob Whitsit, auctioneer Steve Spits-
nogle, attorney for the firm Kevin Duling, plus secre-
tary Ardith Liesveld and five other office personnel.
Pilots Seth Boynton and Marv Williams fly the staff
members to auctions throughout North America, in
the company’s own plane.

Three days of equipment, crowds

Every Forke Brothers auctioneer — from the
company president to the newest man — is on the
job at the Louisville sale; either auctioning for an
hour/hour-and-a-half, workng the ring, remaining
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DON FORKE, son of
founding brother Al For-
ke. Below, one of five
marquee in the fair-
grounds area announc-
Ing the auction.

- achoN N
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close by, or helping in the office. It takes such a
group of professionals to get ali 1200 pieces of
equipment sold in three days.

Twenty-six years ago an established heavy
equipment company named Brandeis and Forke
Brothers had their first used equipment auction at
the Kentucky fairgrounds in December. The auction
grew from one day to three, then to three additional
days in April starting with 1971. Each Louisville auc-
tion will remain three days because construction
people are busy. They can’t afford to be away from
business too long. Why the fairgrounds? Located
only three miles from the airport, buyers can literally
fly in, bid, buy and settle, arrange for trucking of the
purchased equipment, rest up in the nearby Execu-
tive Inn, then return home the next morning.

Besides being one of the only indoor facilities
capable of handling the auction, the Kentucky State
Fairgrounds is centrally located, in the midst of di-
versified industries, and coal mining further east. In
addition to location, other ‘‘conveniences’” to the
buying crowd were built into the auction schedule:
only trucks, trailers, and miscellaneous equipment
were sold the first day; loaders, graders, bulldozers,
etc., on Tuesday and Wednesday; each sale day be-
gan at 9 a.m. and continued until 4-4:30. After about
eight hours of equipment auctioning everyone is
tired, including the buyers.

Year around planning

Preparation for the Brandeis-Forke Brothers
Louisville auction is a year around process. Letters
of invitation are sent to sellers who must commit
property to the auction two months prior to the sale.
Brochures are sent throughout the industry via the

Continued page 46
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extensive Forke Brothers mailing list, and advertising
appears in trade publications, major newspapers,
even the WALL STREET JOURNAL. The auction
actually draws worldwide attention, but the best ad-
vertising does not appear in print. Satisfied buyers

and sellers are credited with the auction phenomenal
growth.

The major portion of the gathering, cleaning
and placement of the equipment is handled by Bran-
deis personnel, with part of the Forke Brothers team
arriving as much as eight days before the first sale
day. Equipment in December ranged from very old
to near new, with each piece of motorized equipment
ready for starting. Forke auctioneers spend days
“studying’’ the vast selecton, acquainting themselves
with equipment condition and dollar values. By the
time sale day arrives, months of preparation contri-
bute to one auction ring moving down miles of clean
heavy equipment, parked in straight rows, inside
acres of Kentucky exhibition halls.

Very organized, ‘‘everyone
knows their job”

With millions of dollars and thousands of ve-
hicles changing hands, an auction team cannot af-
ford any mistakes. The Forke Brothers’ key to or-
ganization, explained by NAA members Marvin Spits-
nogle and Dave Ait, is “‘everyone thoroughly knowing
their job”’. The auction is a study in cooperation be-
tween Forke Brothers and Brandeis, each relying on

ALL THAT EQUIPMENT. The volume of the Louis-
ville auction literally stretches for miles of equipment

rows. Buyers were welcome to start, but not drive,
equipment.

the other’s expertise during an entire year of prepa-
ration. The entire effort can be aptly compared to
a championship athletic team.

Sellers in the auction demonstrate their faith in
Forke Brothers and the auction year after year. Most
are from the eastern half of the United States, with
some as far away as Canada. What keeps the rows
filled each year, and the auction supported by spend-
ing buyers? The equipment sells well, Louisville is
a convenient marketplace, and construction people
come from all over the world. In December, buyers
from 45 states, three Canadian provinces, and four
foreign countries attended.

Col. JOE REISCH
Author & Publisher

(Photo taken Nov. 1978)

Address All Mail To —

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

THE AUCTIONEER’S LIBRARY & REFERENCE BOOKS

Latest Advanced Methods For the Professional Auctioneer
The Most Comprehensive Information Ever Published on Auctioneering

|'
TELLS YOU HOW TO KEEP THE BUSINESS YOU HAVE AND HOW TO
GET THE SALES YOU HAVE NOT BEEN GETTING.

Nothing Is Left Out

 (A0vanceD ] |
ML&EP!&E

E | e ma

10 Books — First edition now off the press

WRITE FOR FREE BROCHURE
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Factors which determine the number and variety
of buyers are common to the heavy equipment in-
dustry itself: construction activity in one part of the
country will attract buyers and sellers to the sale
from that region; dollar and foreign currency values
determine who attends and buys from countries out-
side the U.S. Also, the auction is enjoyable to attend.
Spitsnogle and Ait could not identify a single prob-
lem or major incident in the sale’s 26 year history.
“Big problems don’t occur because we’re fully pre-
pared, this is big business, and most people in the
industry are simply gentlemen,” they explained. “We
conduct ourselves professionally, and we make sure
everything is comfortable for the buying crowd.”
Most buyers at Louisville are from engineering back-
grounds, with college educations and businesses to
run. Also, Louisville buyers come from all age
groups.

Continued page 49
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Hear the 1982 World Livestock

Auctioneer Championship, as
it happened, recorded live at
the Pool Stockyards, Regina,
Saskachewan, Canada and, for
the first time, view the fifteen
finalists as they compete tor
the World Champion Title.

If you're in the business of
buying or selling livestock,
auctioneering, instructing,
or just enjoy the chant of the

World's best livestock auctioneers,
this offer is for you.

LIVESTOCK
AUCTIONEER
CHAMPIONSHIP

Coverage of the entire
Championship is now available
in either two audio, 90-minute
cassettes or a one-hour video
tape of the 15 finalists in either
- "VHS"” or "BETA" formats —

 order one or both today!
f A great qitt idea.

S - = ]
I _ One hour video tape of 15 |
| Set of two, 90-minute, finalists available in either '
high-quality audio cassettes — "“WHS" or “BETA" formats — I
Price: $19.95 per set Price: $49.95 per video tape |
Send check or money order, payable to: LIVESTOCK MARKET DIGEST I
301 E. Armour Blvd. |
i Kansas City, Missouri 64111 |
Please allow three weeks for delivery. |

I 0 Two 90-Minute Cassettes [J One Hour Video
| Number of Sets Number: |
| Total Amt. $ lc_:hecli oneé 0 VHS 0O BETA |

tal Amt.

| ’ |
| NAME |
| ADDRESS |
| CITY STATE ZIP |
| PHONE |
e |
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Gordon E. Taylor
President

St. Paul Union
Stockyards

SOUTH ST. PAUL LIVESTOCK AUCTIONEERING SEMINAR

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

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

A specialized course in Livestock Auctioneering and Sale pavillion operation and management.
You will be selling in the world’s largest, near-new, air-conditioned cattle and hog pavillions at
the South St. Paul Stockyards.

Seminar is held the 1st week in February.

For catalog and enroliment information Send to:

Col. Gordon E. Taylor
LIVESTOCK AUCTIONEERING SEMINAR

REISCH WORLD WIDE COLLEGE OF AUCTIONEERING, INC.
P.O. Box 949 — Phone 515-423-5242 or 6396
Mason City, lowa 50401

Teamwork

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

Michael Fox Auctioneers, inc.

EXECUTIVE OFFICES

SUITE 1915 ¢ CHARLES CENTER SOUTH ¢ 36 S. CHARLES STREET

e BALTIMORE, MARYLAND 21201

(301) 332-1333 Baltimore ® (301) 621-4321 Washington ® (215) 564-1175 Philadelphia

THE AUCTIONEER



Why the auction runs smoothly is a product of a
Forke Brothers system for keeping accurate record
of big ticket items, their buyers and total invoices.
With so much equipment and so many buyers, no
one can afford to have an error.

A single auction ring is used to eliminate the
auction company competing with itself for top prices.
A piece is auctioned, and the ring clerk notes the
price, item number and buyer name on a sheet with
room enough for only five-six transactions. The buy-
er must step forward and hand a special card to the

BUSY AUCTION OF-
FICE. Invoices on table
allow for quick, accurate
record keeping and set-
tlement.

February, 1983

AUCTION CROWD on equipment and surrounding
auction ring. At left, auctioning directly in front of
loader is NAA member Dave Ait. Below left, standing
back at Forke offices with NAA member Marvin Spits-
nogle, also shown in sound system headgear. Below,
NAA member Tom Spitsnogle at the microphone.

ABOVE LEFT, Tom Spits-
nogle in his office, above
right, Scott Forke, at left,
Greg Forke.

clerk, the card also containing the buyer’s name and
amount of the sale. Full clerking sheets are gathered
frequently so that the buyer’'s purchases are posted
to a total invoice within 15-20 minutes of a particular
transaction. Terms for the Louisville sale were
strictly enforced: absolute auction, no minimum;
complete payment on sale day — certified check,
cashier’s check, personal check accompanied by
bank letter; CIT Corporation financing on site to
qualified buyers; no equipment moved without full
settlement; everything sold “as is, where is’’; all pur-
chases removed by the end of the month.

The big Louisville equipment auction is success-
ful and well organized because the Forke Brothers
auction firm is successful and well organized. How
the company has been able to maintain its excellent

Continued page 51
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Home of

CHAMPION QUALITY TOOLS

DEALERS THIS COULD BE THE MOST IMPORTANT AD YOU WILL READ.
CALL US FOR MONEY SAVING PRICES. FAST SERVICE - LOW PRICES.

HUGE INVENTORIES: LOW, LOW PRICES. WHOLESALE ONLY. IMPROVE
YOUR PROFIT PICTURE AND SALES VOLUME. BE ABLE TO MEET
COMPETITION AT A PROFIT.

L+

CHAMPION QUALITY TOOLS -- IMPORTED & DISTRIBUTED ONLY AT
FRIEDER, INC. ONE OF THE LARGEST IMPORTERS IN THE MID-WEST.

IN BUSINESS SINCE 1952.

i 7.. NUT DRIVER SET

5 Piece MECHANICS
PLIERS SET

3/4" x 60ft
ectrical

Lines We Carrz:

ATARI
ACTIVISION
FUZZBUSTER
WHISTLER
INTELLIVISION
MAXELL

IMAGIC

PAEKER BROTHERS
GAMES BY APOLLO

FRIEDER, INC.

SANYO

TDK »553 SUPERIOR AVE. / P.O. BOX 03109
§§§$S°NIC CLEVELAND / OHIO / 44103

EXTEND-A-PHONE

SHARP YOUR ONE STOP WAREHOUSE FOR TOOLS, GENERAL MERCHANDISE AND

ALADDIN KEROSENE HEATERS [l CONSUMER ELECTRONICS. FAST & FRIENDLY SERVICE.
CONTACT US FOR THE MOST CURRENT LOW PRICES.

HOURS 8:30AM to 5 Daily Come in or Call 1In State:(216)781-6477
8:30AM to 2 Sat. Out of State Watts: 1-800-321-8192
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track record year in year out exemplifies Forke
Brothers’ integrity and singular dedication to the
heavy equipment industry.

The VIP’s are the buyers

Under the direction of Herb and Al Forke, the
founding brothers, from 1921 until 1958 the firm was
a general auction company. But since then, Forke
Brothers has sold heavy equipment exclusively no
real estate, no farm sales, only heavy equipment
and only at absolute auction. Buyers and sellers
know that everything is going to sell to the highest
bidder at a Forke auction. That kind of assurance
has served to build confidence in Forke Brothers as
auction professionals.

The company makes a concerted effort to be
“good for the industry”, because in the final analysis,
how Forke Brothers conducts itself reflects on the
Industry it serves. In selling heavy equipment ex-
clusively, Forke auctioneers consider themselves as
agents for both seller and buyer. Ultimately, what’s
good for the equipment industry ends up being good
for business at Forke Brothers.

On site, the Forke staff remains low key, be-
cause the important people are not the auctioneers.
The real VIP’s are the buyers spending money.
Even sale bills of future auctions aren’t distributed
until the present auction is over. Forke auctioneers
want the crowd to be concentrating on only one auc-
tion at a time. The result? Happy buyers are good
for the sellers, and well served buyers and sellers
are good for the industry. If there’s a Forke success
secret it would include: keeping all business honest,
remembering that you ultimately represent both buy-
er and seller; being a credit to the industry you serve,
and developing that prize winning rapport with buy-
ers and sellers that fosters trust and confidence.

Twice a year the Brandeis-Forke Brothers sale
exemplifies big auction business at its best. Just to
experience it you might attend one of their Louisville
auctions. After all, the Russians did.

CLOCKWISE, FROM LEFT, auction sound system on
golf carts stayed near the single auction ring. Truck-
ing companies were on hand to ship equipment to
the job site. Louisville broadcast media covered
the auction, and some buyers came in their own air
transportation. At one time three helicopters were
in the parking lot.

February, 1983

AUCTION FORMS

IMPRINTED WITH YOUR NAME &
NUMBERED OR NUMBERED ONLY

Payment with Order — We Pay Postage
C. O. D. Orders — You Pay Postage
THE COMPLETE LINE OF AUCTION FORMS
— WRITE FOR FREE SAMPLES TO --

STOCK YARDS PRINTING CO.

1613-A Genesee, Kansas City, Mo. 64102

BRITTEN AUCTION ACADEMY

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

The School of Distinction

In the late 70’s a Russian trade delegation was
visiting the U.S. buying tractors. It was suggested
that the delegation attend a heavy equipment auc-
tion in Louisville, Kentucky. The delegation members
were shocked that so many individuals and com-
panies would have the money and the opportunity
to buy and sell in a free marketplace.

What the Russians probably didn’t realize is
that turning those opportunities into a successful
auction schedule for the heavy equipment industry
is part of daily business for the Forke Brothers auc-
tion firm.

) |




ﬁf?’?ﬂﬁxc;..

Tl TS

FE B

B

o

MOMBGr g

oy

Please State S'ZE OF F”_E You wish to order
400 SIOt File (Slots—3" deep - 24" wide) $169-95
3

6” Wide — 212" High — Weight 32 lbs.

400 S I Ot F i le (Slots—2” deep - 112" wide) $1 69 ™ 95
30” Wide — 21'/2” High — Weight 23 lbs.
$59.95

1 00 SIOt Fi Ie (Slots—3'/2" deep - 212" wide)
1 00 SIOt Fi Ie (Slots—2" deep - 2” wide) $59-95
$39.95

50 Slot File (Slots—31/2” deep - 22" wide)
50 SIOt File (Slots—2” deep - 2” wide) $39-95

PLEASE STATE THE SIZE OF FILE YOU WISH TO ORDER.

Sales Forms, in triplicate
We have the clerking sheets that come in triplicate, with three

200 sheets (Iﬁﬂfs) $40.00
— N sides glued together. There are 21 items per sheet. These are
0' made for the 2” file. We do not make a clerking sheet for the

Item
312" by 2%2" file.
$40.00

Package of 200 Sheefs (4,200 Items)

. Purchaser
$115.00

Package of O00 Sheets (12,600 Items)

Price

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

We pay shipping charge
Ship C.0.D. or Send Check to:

LUNDEEN SALES FORMS

423 East Avenue Holdrege, Nebraska 68949
THE AUCTIONEER

s on all items

ST T

o2



State Association Conventions — Dates and Locations

Convention chairman or

State association state association secretary

Convention Dates Hotel/motel and city

February 4-5 New Jersey Marriott Hotel, Somerset Art Williams
February 11-13 Montana Yogo Inn, Lewistown Robert McDowell, llI
February 21-23 NAA Seminar Hyatt Regency, New Orleans, Louisiana

March 11-13 Kansas Red Coach Inn, McPherson Rex Newcom
April 10 lowa Airport Hilton Inn, Des Moines Margaret Bloomer
April 17-18 Kentucky Holiday Dome, Bowling Green Wilma Atherton
May 7-8 Missouri Osage Beach Doran Livingston
May 14-15 Okiahoma Ramada Inn, Oklahoma City Ray Patterson
May 21-22 South Carolina Hyatt Regency, Greenville Warren Wilson
June 5-6 Georgia Hilton Hotel, Macon Fredd: S. Hagin
June 8-9 Wisconsin Voyager Hills Inn, Reedsburg Robert Massart
June 10-11 Texas Dudley Althaus
June 10-12 South Dakota Sheraton, Aberdeen Kenneth R. Jark
November 12-13 lowa Red Fox Inn, Waverly Margaret Bloomer

State auctioneers associations provide the above dates, cities, and meeting facilities for their
conventions. For more information about the above meetings, contact the respective state associa-
tion directly.

However, all requests for an NAA officer or director to speak at a state association convention
should be coordinated through the NAA office.

The Auctioneer’s ‘Auctioneer’’

HEN YOU HAVE AN AUCTION THAT @ COLORFUL TENTS (For Outside Sales)
REQUIRES THE FACILITIES THAT e ALL ASSOCIATED EQUIPMENT (P.A.
ONLY A NATION-WIDE ORGANIZATION CAN Systems, Chairs, Organs, Sound Trucks,
OFFER, HUDSON AND MARSHALL. INC. IS Cattle Pens, Portable Generators, Etc.)
READY TO WORK FORYOU. IN ADDITIONTO @ NATIONWIDE ADVERTISING (In House

THE SERVICES AND EQUIPMENT LISTED HERE. A Agency)

LARGE STAFF OF HUDSON AND MARSHALL
SALES ASSOCIATES IS AVAILABLE FOR CON-
SULTATION IN PRACTICALLY EVERY CATAGORY
OF REAL OR PERSONAL PROPERTY.

® NATIONWIDE MAILING LISTS

® FINANCING AVAILABLE (On Most All
Properties)

® NATIONWIDE TOLL FREE TELEPHONE

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

BROKER PARTICIPATION INVITED.

HUDSON AND MARSHALL INC.

Call Toll Free

In Georgia Call
800/342-2666

Elsewhere Call
800/841-9400

February, 1983

REALTORS AND AUCTIONEERS

ONE BACONSFIELD PARK . MACON, GEORGIA 31211
TELEPHONE (912) 743-1511

Home Offices

Macon, Georgia

Atlanta Offices
Suite 109
333 Sandy Spr. Cir.

404/256-5450




Dues Month billed

Fourteen state

(in addition to for dues

_ " State NAA dues, (both NAA and

aSSOC|at|ons Association and vice versa) state amounts)
- = Arizona $10.00 January
rec|proca| with NAA Arkansas 15.00 January
Colorado 10.00 January
Florida 35.00 January
In the following directory of state association  Georgia 30.00 July
presidents and secretaries, an asterisk near the as- lowa 20.00 January
sociation name indicates that state has a reciprocal = Kansas 10.00 July
membership agreement with the National Auction-  Kentucky 10.00 January
eers Association. Under that agreement, new mem-  Missouri 15.00 July
bers must join both associations to be a member of  Nebraska 15.00 July
either association. However, auctioneers who were  Nevada 20.00 July
members of either association before the reciprocal  Pennsylvania 30.00 January
membership agreement went into effect do not have  Tennessee 10.00 July
to join the other association to maintain their present ~ Wisconsin 35.00 July
membership status. Meeting the reciprocal membership require-
Here is a list of all reciprocal states as of this ments can sometimes be confusing to new members.
writing. Therefore the following general policies apply to new

Direction Signs ‘
Help you customers get to your

sale with our direction signs.
Bright red ink on white. 7% x 9%.

AUCTION

KAS 21.. Left 25......$ 4.50

KAS 22.. Forward 50 $ 7.50 .

KAS 23..Right = Yo : 2% X 3" foot triangular cotton flag. Red ink
g 100...... $12.00

KAS 24.. Mixture @~ Yt ' on a yellow background. Reinforced with

1/3 of each 250 ...... $25.00

strong nylon thread which adds to the life of t
500...... $45.00 gny he

flag. Strong grommet headings. Poles not
included, but easily obtained from your local
lumber dealer.

KIEFER AUCTION SUPPLY CO.

P.O. Box 2141

Fort Lauderdale, FL 33303
ADD $2.50 PER ORDER

SHIPPING & HANDLING

Professional looking signs

help end confusion on
THINKING it . T i ALL L LE
OF SELLING. o scr balatel, 5 Y0 sun ENTERING
FSOTAKTO|  Ziren i | MUST REGISTER
e i, 4. Sy il Nk PLEASE HAVE DRIVERS
STAFF TODAY | LICENSE READY.
' PRICES
R E G I STE R ALL $1.50 Each IﬁeéMv!fymﬁImEane
All four for $5.00 $3.50 Each
MERCHA NDISE Any Mix of 10..$10.00 All Four..$12.50

(Please Specify Mixture)

KAS 119-Mixture 1 of each...$5.00
KAS 119L-Mixture 1 each Laminated
$12.50

MUST BE PAID
FOR TODAY!

HERE
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members from reciprocal states.

® New members must pay the full dues amounts
for both associations. The NAA office will then pro-
rate the NAA dues, but not the state association dues.
The prorating allows for the new member (whenever
the auctioneer joins) to be billed in the same month
as other members from that state. All state associa-
tion dues collected by the NAA office are forwarded
to the state association secretaries.

* Present members, those auctioneers who
were members of either association when the reci-
procal agreement went into effect, can join the other
association at any time.

* When sponsoring a new member, and your
state association is reciprocal with NAA, please in-
form the new member that both dues amounts must
be sent in with the completed and sponsored NAA
application

* Only two states, Pennsylvania and Tennessee,
require that the new member must join through the
state association, and not through the NAA office.
An application from a prospective member in either
of these states will be returned, with the explanation
that the new member must contact the state associa-
tion and first meet their membership requirements.

As current NAA members who live in reciprocal
states and may be approached by a prospective mem-
ber to join the NAA, your cooperation is requested.

B AUCTION GEMS

“Bid Getters' 7% ‘“Auction Sayings' o @

and the booklet
52 BASIC
AUCTION
| CHANTS

) BY  Eorl D Wisord
aud thioneesr
L B | Dundee Ohio

A 200 page book loaded with auction sayings, quips,

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

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

Ing a 53 year period.

Here is what auction schools and auctioneers say:

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

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

“| feel no auctioneer should be without AUCTION GEMS.”
— Edsel Edwards, Sandy Level, Virginia

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

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

“Priceless.” — Edward Esber, Canton, Ohio

“"Much of what is in AUCTION GEMS will be used by auc-

- tioneers as long as there are auctions and auction-

eers.”” — John Loomis, Bend, Oregon

Only $12.50 for both, postage paid
Earl D. Wisard, Auctioneer, Dundee, Ohio 44624

Please inform the new member that your state is re-
ciprocal, and that he or she will become a member
of both state and national associations upon receipt
of both dues amounts. The NAA office will cordially
answer any questions about the reciprocal member-
ship agreements with the affiliated state associations.

Directory of state
association presidents
and secretaries —

February, 1983

Alabama Auctioneers Association — President: Flora Parker,
Rt. 3, Killen 35645. Secretary: John P. “Pete” Horton, 609
Hillmont St., Huntsville 35805, phone 205-536-7497.

Auctioneers Association of Arizona, Inc. — President: David
* Yoke, 17613 N. 45 Ave., Glendale 85308. Secretary: Larry
Everhart, 5033 N. 66 Ave., Glendale 85301.

Arkansas Auctioneers Association — President: Joe Wilson,

* 2919 Marion Anderson Road, Hot Springs 71901. Secretary:
Jayne Lowery, P.O. Box 34, Dennard 72629, phone 501-
745-4261.

California Auctioneers Association — President: Grant Theodore,
4037 North Washington Blvd., P.O. Box 196, Livingston
95334. Secretary: Milton Costa, 11125 Tenth Avenue, Han-
ford 93230.

Colorado Auctioneers Association — President: Eldon Brough-

* ton 1647 South Tejon, Colorado Springs 80906, phone 303-

635-9400. Secretary-treasurer: Steve L. McCrea, 479 Clark-
son, Denver 80209.

Florida Auctioneers Association, Inc. — President: Louis B.

* Fischer, Jr., 437 East Atlantic Blvd.,, Pompano Beach
33060, phone 305-942-0917. Secretary-treasurer: Billy H.
Wells, 121 Aldean Dr., Sanford 32771, phone 305-323-2820,
office 305-323-8142.

Georgia\Auctioneers Association — President: John Suarez,
* 2025C Peachtree Road, Atlanta 30309. Secretary-treasurer:
H. C. Thomas, 4C-3280 Austell Road SW, Marietta 30060.
Executive secretary: Freddi S. Hagin, 6472 Church St.,
Douglasville 30134, phone 404-949-2010.

Idaho Association of Professional Auctioneers — President:
Robert C. Hopkins, Jr., Route 1, Box 1036, Parma 83660,
phone 208-722-5007. Secretary: Mrs. Robert Hopkins (same
address.)

~ lllinois Auctioneers Association — President: Henry Hachmeister,

305 East 3rd Street, Pecatomica 61063, phone 815-239-1436.
Secretary: Harlan Henderson, RR 1, Box 133, Tuscola 61953,
phone 217-253-3796.

Indiana Auctioneers Association — President: Virgil Butts, 204

N. Murhpy Ave., Brazil 47834, phone 812-448-1124. Secre-
tary-treasurer Harry E. Buckles, RR 1 Box 262, Anderson
46011, phone 317-378-7924.

lowa Auctioneers Association — President: Dean Leonard, Box

* 583, Elkader 52043, phone 319-245-2520. Secretary-treas-
urer: Margaret H. Bloomer, Rt. #3 Box 43, Glenwood 51534,
phone 712-527-3615.

Kansas Auctioneers Association — President: Milton Anderson,
* 103 S. 4th, Manhattan 66502. Secretary: Rex B. Newcom,
215 S. Main, Whitewater 67154, phone 316-799-2278.

Continued page 56
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A professional-looking
auction brochure
does make a
profitable difference.

INDUSTRIAL PUBLISHING

Auction Brochure and Mailing Specialists

P.O. BOX 2328

EUGENE, OR 97402
Call Collect

(503) 689-2711

Kentucky Auctioneers Association — President: Chuck Layne,

* 608 South Main, Franklin 42134. Secretary-treasurer: Ron
Kirby, 604 North Main, Franklin 42134. Executive director:
Wilma Atherton, Box 148, Hodgenville 42748, phone 502-
358-3852, bus. phone 502-358-3812.

Louisiana Auctioneers Association — President: Larry Nobles,
2902 Carol Jack Drive, Baton Rouge 70816, phone 504-
292-0576. Secretary: Lamar Little, 16287 Tiger Bend Road,
Baton Rouge 70816, phone 504-293-4581.

Maine Auctioneers Association — President: Pamela Brooks,
Burnham 04922. Secretary: George A. Martin, New Road,
East Lebanon 04027, phone 207-457-1237.

Auctioneers Association of Maryland, Inc. — President: Ray-
mond C. Nichols, 701 North Paca Place, Baltimore 21201,
phone 301-523-7400. Secretary: Ed Sweetman, 11805 Key-
mar Road, Keymar 21757, phone 301-756-4110.

Massachusets State Auctioneers Association — President: Ron-
ald V. Maynard, Dunstable 01827. Secretary: Ralph Ste-
fanelli, Norton 02766.

Michigan State Auctioneers Association — President: Lloyd
Braun, 5155 Jennings Road, Ann Arbor 48105. Secretary-
treasurer: Robert E. Howe, Jr., 1830 W. Barnes Road, Leslie
49251, phone 517-676-3030.

Minnesota State Auctioneers Association — President: Bill Pin-
ske, 107 E. Brooks St., Arlington 55307. Secretary: Eileen
Reisch, 838 W. Main, Luverne 56156, phone 507-283-8445.

Mississippi Auctioneers Association — President: J. Drue Lundy,
Box 577, Belzoni 39038, phone 601-247-3292. Secretary-
treasurer: Billy Nichols, The Furniture Forum, Belzoni 39038.

Missouri State Auctioneers Association — President: Larry G.
* Fosnow, 36 Circle Drive, Windsor 65360. Secretary: Doran

H. Livingston, Rt. 1 Box 21-A, Willard 65781, phone 417-
742-2568.

Our published auction
brochure prices are the
same as they were In

December of 1979.
INDUSTRIAL PUBLISHING

Auction Brochure and Mailing Specialists

P.O. BOX 2328
EUGENE, OR 97402

Call Collect

(503) 689-2711

Montana Auctioneers Association — President: Morris C. Gard-
ner, N.E. 162 Black Lane, Hamilton 59840, phone 406-353-

4230. Secretary-treasurer: Robert McDowell, Illl, Box 3,
Cardwell §9721.
Nebraska Auctioneers Association — President: Eugene Mar-

* shall, EIm Creek 68836. Secretary: Miles Marshall, Country
Club Plaza, Kearney 68847. Executive Secretary: Larry
Hammer, 2501 S. 74th, Lincoln 68506, phone 402-489-7333.

Nevada State Auctioneers Association — President: James M.
* “Bill” Watson, 734 N. Nellis, Las Vegas 89110, phone 702-
452-6699. Secretary-treasurer: Stanley M. Zurawski, Jr.,
1920 Bannies Lane, Las Vegas 89102, phone 702-339-0500.

New Hampshire Auctioneers Association — President: Archie H.
Steenburg, Jeffers Hill, Pike 03780, phone 603-989-5690.
Secretary: Rally Dennis, 110 Spring Road, Peterborough
03458, phone 603-924-7165.

New Jersey State Society of Auctioneers — President: Nicholas
Macaluso, Rt. #13 & 6th Avenue, Bristol, Pennsylvania
19007, phone 215-788-3876. Secretary: Pamela Moore-Ep-
stein, 26 School Street, Liberty, New York 08053, phone
914-292-8655.

New Mexico Auctioneers Association — President: Jacquelyn
Russell, 3636 Meraul Blvd. NE, Albuquerque 87110, phone
505-888-3300. Secretary: Bob Dienst, 4321 Montgomery
NE, Apt. 238, Albuquerque 87109.

New York State Auctioneers Association — President: Rex
Accurso, Route 23 South, Oneonta 13820. Secretary-treas-
urer: Duane E. Ganz, 14 William Street, Lyons 14489, phone
315-946-6241.

Auctioneers Association of North Carolina, Inc. — President:
Ben G. Hoffmeyer, 1919 Wendover Road, Charlotte 28211,
phone 704-366-4445. Secretary-treasurer: Johnston B. Gil-

bert, Route 1 Box 349K, Lincolnton 28092, phone 704-732-
0177.
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North Dakota Auctioneers Association, Inc. — President: Cliff
Orr, Ypsilanti 58497, phone 701-489-3350. Secretary-treas-
urer: Roger Skiftun, Manfred 58465, phone 701-324-2995.

Ohio Auctioneers Association — President: Herb Demaree, 6094
Kyle Station Road, Hamilton 45011, phone 513-779-0227.
Secretary: Byron Dilgard, 135 Union, Ashland 44805, phone
419-325-2122.

Oklahoma State Auctioneers Association — President: Perry
Wiggins, 2109 W. Garriott Road, Enid 73768, phone 405-
233-3066. Secretary: Ray Patterson, 113 N. 9th, Frederick
73543, phone 405-335-2320.

Oregon Auctioneers Association — President: Len Zakula, 2010
N.E. 201st, Troutdale 97060, phone 503-667-2628. Secre-
tary-treasurer: Paul Spence 20051 S.E. Bornstedt Road,
Sandy 97055.

Pennsylvania Auctioneers Association — President: Kerry Pae,
" 86 Stoney Creek Drive, Dauphin 17018. Secretary: Blaine
Brown, Box 96, Wycombe 18980, phone 215-598-3536.
Rhode Island Auctioneers Association — President: Richard A.
Wordell, P.O. Box 83, Kingston 02881, phone 401-789-0390.

Secretary: Louise E. Wordell (same address).

South Carolina Auctioneers Association — President: Larry J.
Meares, P.O. Box 57, Pelzer 29669, phone 803-947-9460.
Secretary-treasurer: Warren Wilson, Rt. 2, Box 20, Greer
29651.

South Dakota Auctioneers Association — President: Rich Pen-
rod, Gettysburg 57442, phone 605-765-9221. Secretary:
Kenneth R. Jark, RR 1, Box 66, Stratford 57474, phone
605-225-1828. Executive Secretary: Lucy Fischer, Long
Lake 57457.

Southern California Auctioneers Association — President: Al
Lowy, 770 Fairmont Ave., Suite 101, Glendale 91203, phone
213-245-7777. Secretary: Maury Slavkin 6860 Canby Ave.,
Suite 118, Reseda 91335, phone 213-873-6871.

We deliver 1,000 to
50,000 auction brochures

(2 colors or 4 colors on 80 Ib. gloss)

In 72 hours.

INDUSTRIAL PUBLISHING

Auction Brochure and Mailing Specialists

P.O. BOX 2328
EUGENE, OR 97402
Call Collect

(503) 689-2711
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Tennessee Auctioneers Association — President: Jasper E.

* Jones, 4990 Poplar at Mendenhall, Memphis 38117. Secre-
tary-treasurer: Edwin B. Fulkerson, Rt. 14, Box 182, John-
son City 37615, phone 615-282-1236.

Texas Auctioneers Association — Prosident: Gary Fingleman,
P.O. Box 756, Lockhart 78644. Secretary-treasurer: Dudley
Althaus, P.O. Box 312, Fredericksburg 78624, phone 512-
997-7606.

Utah Auctioneers Association — President: Glenn Short, 250 E.
6790 S., Midvale 84047. Secretary: Jan Tiedemann.

Vermont Auctioneers Association — President: Arthur H. Smith,
Ferrisburg 05456. Secretary: Thomas Hirchak, Jr., Morris-
ville 05661, phone 802-888-4662.

Virginia Auctioneers Association — President: Vincent J. Kopek,
5232 Executive Blvd., Virginia Beach 23462. Secretary-treas-
urer: Mrs. Doris S. Jones, Rt. 1, Box 114, Scottsville 24590,
phone 804-286-3817.

Washington State Auctioneers Association — President: Duane
Anderson, Box 695, Enumclaw 98022, phone 206-825-5375

Secretary: Bonnie Anderson (same address).

West Virginia Auctioneers Association — President: Roy Clark.
Secretary: Bob Mills, P.O. Box 3261, Morgantown 26505,
phone 304-292-7286.

Wisconsin Auctioneers Association — President: Paul Conrad,

" Route 1, Westby 54667, phone 608-534-4552. Secretary:

Robert Massart, 2545 Finger Road, Green Bay 54301, phone
414-468-1113.

* Indicates a reciprocal membership agree-
ment between the state association and the
National Auctioneers Association.

THE FACT IS:

WE WANT YOUR
BUSINESS!

Call or write today
for free auction company

literature, information
samples and price list.

INDUSTRIAL PUBLISHING

Auction Brochure and Mailing Specialists

P.O. BOX 2328
EUGENE, OR 97402
Call Collect

(503) 689-2711
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PORTA-BLOCK

NOW AVAILABLE — A FACTORY DESIGNED
AND BUILT FOLDING AUCTION BLOCK

FEATURES

e Light weight, sturdy, easy to
transport. Will fit in the trunk
of most compact automobiles.

e Can be set-up or folded in
30 sec.

SPECIFICATIONS

e Welded aluminum construction

e Panel frames 3716 x 2" x 2"
aluminum angle

¢ Deck 3/16" diamond aluminum
tread plate

e Hinges & brackets 5/16"
aluminum

e Legs 1% diameter, .065 wall
thickness

e Carrying handle

e Wide stance legs

e Built for rugged use

e Adequate room for
two adults

e Upright supports & leg braces,
heavy duty Stanley hardware,
zinc plated

e Panels 3/16"” Duron, finished
white

e Top, 1" solid maple, varnished

e Weight 60 Ibs.

contract manufacturers

425 N.W.K. ST.-RICHMOND, IN. 47374
317-966-2896

Phone

1-800-228-2765

PRObucTIviTY CORP. J

PRICE $349.%°

Indiana residents add 4% sales
tax. Satisfaction guaranteed.

Order direct from the factory. Make checks payable
to Productivity Corp.

Omaha Industrial Tool

NEBRASKA BUYERS: 402-334-8185

from our 3 warehouses
or by the CONTAINER LOAD
Direct to You From Overseas

Call Dennis J. Reillly
for Price Quote

14685 Grover St.
Omaha, Nebr. 68144
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State association
reports

Massachusetts

OUTGOING PRESIDENT of the Massachusetts State
Auctioneers Association, Harvey Jacobson, right,
presents gavel to incoming MSAA president Ron
Maynard. At the recent 1983 MSAA officer installa-
tion, another NAA member, Bob Potvin, was named
an MSAA vice president. John LaCroix was hon-

ored for recruiting the most MSAA members. The
Association has monthly meetings and more MSAA
information is available from Harvey Jacobson, 41
Chatham St., Worcester, MA 01609, phone 617-756-
4708.

In Memoriam. ..

JOSEPH F. SEDMERA

The NAA office was notified in December that
member Joseph Sedmera, Lakeland, Florida, had
died, December 9, 1982.

THEODORE “TED” LANGDELL

The secretary of the New Hampshire Auctioneers
Association notified the NAA office that NHAA
charter member and former president, Ted Langdell,
Milford, New Hampshire, died December 22, 1982.

February, 1983

W 'I

KRUSE INSTITUTE

AUCTIONEER TRAINING - TWO DAYS
HARD WORK JAM SESSION

Personalized training with Kruse Book Study, bid calling
and written test to .help prepare student for auction
business or state test. Fee of $250. Includes one nights
lodging and food for two days. If you can only be away
from home a short time, are not afraid to work and want
the best training possible for auctioneering, contact us at
once. Classes March 4 & 5, July 8 & 9 and Nov. 4 & 5.

THE PROFESSIONAL AUCTIONEER AND
WHAT HE NEEDS TO KNOW

BY RUSSELL KRUSE

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

CHAPTER HEADINGS

1. Bid Calling 10. License Law - Bonds
2. Conducting the auction 11. Fees - Commission
3. Contracts 12. Appraising
4. Sale Summary 13. Land description and
5. Uniform commercial code surveys
and auctioneer liability 14. Working together
6. Reserve bidding 15. Definition of 276 terms
7. Advertising and words every auc-
8. Ringman tioneer should know or
9. Insurance have available.

Price of book $10.00 (Volume discount available). WRITE:
Kruse Office, Auburn, Indiana 46706. ATTENTION —
Russell Kruse.

also

HOME STUDY COURSE
Plus LIVE KRUSE TAPE ON BID CALLING ($50.00)

l_ Ph. 219-925-4004 or write Russell Kruse at above address. I

The son of an auctioneer, Langdell was recognized
nationally as a livestock and commercial business
auctioneer, but also loved doing country sales.

He had served as a state representative, a mem-
ber of the State Racing Commission, and was a
member of the New England Standard Bred Breed-
ers and Owners Association, and the U.S. .Trotters
Association. Ted Langdell was also active In many
civic organizations.

HENRY L. HODGES

NAA member Hen:y Hodges, 73, Elizabethtown,
Kentucky, died December 4, 1982. He was a native
of Hardin County and had been in the auction busi-
ness for 40 years. He was named the county’s
Realtor of the Year in 1974. At one time, auctioneer

Hodges was a professional boxer.

MARK S. ROHALY

The headquarters office was notified of the
death of NAA member Mark S. Rohaly, Latrobe, Penn-

sylvania.

LORENZ “LARRY” WILLMAN

The NAA office was notified in January of the
December 9, 1981 death of member Larry Willman,
Postville, lowa.



HOSPITAL AUCTION
GOERS were directed to
Prange’s sale location in
the building.

Never tell a determined real estate auctioneer
like NAA member C. F. Prange, Charles City, lowa,
that “it can’t be done”. In addition to getting his
real estate license, Prange has been an auctioneer
for over 30 years, and an active member of the lowa
Auctioneers Association. His firm belief is that if
properties have been adequately advertised, then
shown to prospective buyers, many properties can
be successfully sold at auction.

After a home in a neighboring community had
been listed by several realty firms for almost a year
with no results, the owner asked auctioneer Prange
to sell the property at auction. The sale date was
set, advertising distributed, and an open house held.
But, the night that the auction was scheduled,
Prange had an accident and was hospitalized. One
of Prange fellow Realtors® went to the auction site

PLAN NOW
TO ENROLL FOR
NEXT TERM

At The
FLORIDA AUCTION

EST. 1965

SCHOOL

Classes are held four terms each year
JANUARY ¢ MARCH ¢ JULY ¢ OCTOBER
ATTEND 2 WEEKS INTENSIVE TRAINING

HIGHLY PROFITABLE PROFESSION

l IN ALL PHASES OF THIS RESPECTED AND |

SEND FOR FREE CATALOG

&) Write or call for information today

P.O. Box 1444 @ PHONE: (904) 732-6991

| OCALA, FLORIDA

—

Successful

auctioneering across
the nation

“I told you so (from
my hospital bed), it can
be sold at auction”

and informed the prospects what had happened.
The sale would be postponed one week. However,
the week passed, and Prange was still in the hospital.

The seller was most anxious for the auction to
occur because she had already made an offer with
Prange on a home in a nearby town. Prange was
understandably anxious for the auction to be held,
but his doctor refused to dismiss him from the hos-
pital. After much persuasion, the doctor agreed that
the auction could be held in the hospital.

Some quick advertising and personal phone
calls to prospects notified them that the real estate
auction would be held as planned but not at the
property. The auction location would be the doctor’s
lounge at the Floyd County Memorial Hospital. Not
all the original interested parties came to the hos-
pital that night, but the right ones did. The auction
was held and the home was sold for cash.

More than just one more auction success story,
it was certainly a first for the hospital and NAA vet-
eran auctioneer C. F. Prange.

e

SATISFIED CLIENT, CUSTOMER — From left, the
seller, the buyer’'s wife, auctioneer Prange, Realtor

Jerald Anderson, and the buyer, all approving the
purchase agreement.
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Two major amusement parks auctioned

Two popular American amusement parks were
sold piece by piece at public auction last fall, fur-
ther exemplifying the changing amusement park in-
dustry across the nation, according to NAA member
David A. Norton, Coldwater, Michigan.

The Olympic Park in Rochester, New York and
the Funtown park in Chicago, lllinois, were both auc-
tioned by Norton Auctioneers of Michigan, Inc., his
auction firm which specializes in selling parks, car-
nivals, museums, carousels, and zoos throughout the
world.

Explained auctioneer Norton, ‘“the older once
popular amusement centers have all suffered the ills
of our economy, but more so we attribute their de-
mise to the large theme parks who have multi million
dollar budgets. Hundreds of privately owned parks
find it no longer economically feasible to compete
with the Disneys, Six Flags, Sea Worlds, Marriotts,
and other large corporate parks springing up around
the country.” | |

Norton added that despite the age and condi-
tion of many of the carnival type rides he sells, there
IS a strong market for such rides due to the extreme
high cost of new acquisition. ‘It is nothing today for
a carnival or park owner to spend upwards of
$700,000 for a new, spectacular ride, or in excess of
$65,000 for a common kiddie ride.”

Last October the New York park attracted 202
registered buyers from 19 states and several foreign
countries, and was covered by most major network

news television teams. A 1968 Pinfari portable roller
coaster which takes 8 men, 5 days to assemble was
sold for $54,000 while other similar rides sold as
comparatively well.

Chicago’s last standing amusement park was
sold last November on the city’s south side. Over
300 were in attendance from across the country, with
major rides going to buyers in California, Louisiana,
Florida, and Texas. A 200 kw portable generator sold
for $25,000, a very old chance Trabant at $22,500, and
22 various other rides averaged above presale esti-
mates by 15%.

The Norton firm has 1983 sales scheduled in-
cluding a large wax museum, a zoo, a 1890 theme
park, plus one of the world’s ten largest amuesment
facilities.

Six days, 47 properties auctioned

The Buffalo, New York, Municipal Housing Au-
thority had properties to sell, and the auction method
was chosen. NAA member R. W. “Dick’ Bronstein,
Amherst, New York, and his auction company com-
pleted the last of 47 on-site real estate auctions on
December 9, 1982. The properties were auctioned in
six days, and were among 55 Housing Authority hold-
Ings sold over a period of 20 days.

Most of the home were boarded up three to six

Continued page 63
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By Auctioneers & Real Estate Brokers, Nationwide

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

Call Toll-Free Ga. 1-800-282-2662/U.5.A. 1-800-241-7591
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LEARN AUCTIONEERING AT THE §i-c
MASON CITY COLLEGE )
OF AUCTIONEERING s

Col. Don Wendel William Meeker
President Vice president

No other school has the instructors that can give you the world’s most advanced methods of
auction training. Most of our instructors were trained by Col. Joe Reisch, and all are endorsed by
Col. Reisch who has trained over 15,000 auctioneers.

REMEMBER
. Small.classes ®* Personal and individual attention ® Comfortable environment along with ac-
tual selling assures you the auction training you need — AND YES, it can be accomplished in

just one week.

FIVE TERMS EACH YEAR

Write for free catalog and how to get your ten-book, advanced auction library and pre-train-

ing free.
MASON CITY COLLEGE OF AUCTIONEERING, INC.
P.O. Box 1463 Mason City, lowa 50401 Phone: 515-423-7200

NOW something NEW by AucTion Systems e John Green Press

| ADVERTISE YOUR NAME ON YOUR “CLERKEASY” CLERKING TICKETS

e LOW PRICES ¢ Form No. AT-18 imprinted 1 line at top right on ticket illustrated - size 1%” x 2%".
The AT-18 form is size 82" x 9” overall and is furnished in 3 parts on NCR paper (which makes its
own carbon copies). There are 18 perforated tickets to a page, size 13" x 23", as illustrated below.

All 18 imprinted with your name. Tickets (1-3 White, Canary & Card) v

One Line Imprint Area

IMPRINTED PRICES :.LOTNO..iTEh:'.."----';B-

Your NAME PRINTS HERE
1,000 No. AT-18 Clerking Tickets $169°° 1M
2,000 No. AT-18 Clerking Tickets $154%° 1M
3,000 No. AT-18 Clerking Tickets $148° 1M
5,000 No. AT-18 Clerking Tickets $139% 1M

IMPORTANT : @ $
We must have your payment with your imprinted order and : YOUR RECEIPT FOR ABOVE
clear copy to be imprinted. Forms will be shipped in 3 to 4 - .
weeks with prepaid freight. Pt o 3.1 1o o i 5 B o 0 B P O 8 e i e '

Number AT-18 Clerkeasy Clerking Tickets NSRS S, S

NAME OR NO.

Not S;S)ecLa'I: Inrprin;ecti I;'rjces AUCTION SYSTems « John Green Press
These In Stock For Immediate Shipment
200 Sets No. AT-18 Clerking Tickets  $30° 430 West 35th Street
400 Sets No. AT-18 Clerking Tickets  $540° Davenport, lowa 52806
1,000 Sets No. AT-18 Clerking Tickets ~ $115% Phone 319-386-0636
e Payment With Order, We Pay Postage After Hours Phone 319-391-5994
* C.0.D. Orders, You Pay Fostage WRITE FOR SAMPLES AND PRICES
Watch For Other New Items To Come — We Save Time FOR OTHER AUCTION SALES ITEMS
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years and had become neighborhood eyesores. The
Authority paid $405,000 in 1979 to acquire the prop-
erties; gross sale of the 1982 auction was the exact
same amount, even after vandalism. Terms were
cash, based upon 31 day closing. Prices ranged
from $175 for a vacant lot to $41,500 for a single
family dwelling. All properties were sold to the high-
est bidder, and the seller had the right of rejection.
Auctioneer Bronstein promoted the sales through
yard signs, direct mail and local newspaper adver-
tising. Over 1000 people inspected the properties
prior to the auctions. Buyers were investors as well
as individuals purchasing residences. Both the sell-
ers and the Bronstein company were very pleased
that the auction total far exceeded expectations.

SELLING ON-SITE for the Buffalo Housing Authority,
NAA member Dick Bronstein at the microphone of
his “Auction Cruiser’. To his right is a television
cameraman, covering the auction of the Authority’s
47 properties.

Baseball card auction largest in Maryland

Reportedly the largest Maryland auction of
baseball cards occured last October, conducted by
NAA member Anne-Lynn Gross, Frederick, Maryland.
Dealers and collectors came from five surrounding
states to bid and buy, with mail bids also a part of
the auction. However, none of the mail bids were
successful. Over 240 lots were sold in a three hour
period.

High selling items were Topps complete sets
for 1962, 1963, and 1967, at $440, $325, and $250

Closeout JEWELRY 55¢ doz.
Catalog — 25¢

Roussel’s 107-190 Dow Ave.
Arlington, Massachusetts 02174

February, 1983

respectively. All of the merchandise came from a
private collection which had been built up over the
past 20 years.

The sale was so successful that auctioneer
Gross received 300 lots for another baseball card
auction to be held that same month.

Mother, son, daughter auctioneers

NAA member Waneta Borden, Bowling Green,
Kentucky, continues to give new meaning to the fa-
miliar phrase ‘‘family auction business”. After the
1980 death of her husband, C. W. Borden, who
founded Bowling Green Realty and Auction Co. in
1939, Waneta became the company’s owner and op-
erator.

An October, 1982 article in the town’s DAILY
NEWS described the family’s still uncommon ap-
proach to auctioneering — NAA member and son,
W. R. “Bill”’ Borden, auctions, but so does Waneta
and daughter Lisa, serving her required apprentice-
ship. The article explained that women auctioneers
are not that numerous in the male-dominated auc-
tion industry, but that the number of women auc-
tioneers is increasing. Both Waneta and Bill Borden
are enrolled in CAl.

Governor’s tie auctioned for $200

ELECTION TIME last fall included a Riley for Gover-
nor Day at a shopping center in Lancaster, South
Carolina. To raise money for the Governor's cam-
paign fund, the re-election committee decided to
auction one of the Governor’s neckties. Displaying
the tie, from left, Sherrill Mullis, Miss South Carolina
Wheelchair Kathy Dunlap, Governor Dick Riley, NAA
member Fred Mullis, CAl, and Miss Lancaster Teresa
Goebel. A local construction company owner was
the high bidder.
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Newspaper covered Twin
Cities residential auction

A November auction my NAA member Mel Giller,
Newport Beach, California, sold a home every three-
and-a-half minutes located in the Minneaspolis/St.
Paul area. The properties averaged about $80,000
for 104 townhouses, condominiums, and homes. An
added benefit of the auction was coverage by the
MINNEAPOLIS STAR AND TRIBUNE.

Explained auctioneer Giller, *“ for those of us
who have strived for years to become recognized as
an integral part of the real estate industry, it becomes
especially gratifying to have your efforts recognized
as front page news by a major metropolitan news-
paper.”

Bent Tree Farm cattle auction

In November last year, Frank Gabor’s Bent Tree
Farm hosted its Second Invitational Santa Gertrudis
Cattle Auction, Ocala, Florida. Conducting the sale
was NAA member H. Fred Dietrich, lll, Orlando.

High selling cow in the 1982 auction sold for
$1275; high selling heifer calf, $850. The high selling
bull went for $1275. Volume buyers were from Flo-
rid and Georgia, spending $6240 on nine heifers and
$4380 for eight head respectively.

The sale composed of pasture condition cows,
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saw 20 mature cows average $717, 12 heifer calves
average $440, seven young bulls average $714, and
eight commercial heifers average $396.

California homes, lots, condos auctioned

NAA member Steve -Laubly, San Jose, California,
and his American Auction Associates were fea-
tured in a SAN JOSE MERCURY article in November.
For sale were 47 homes, condominiums, and lots,
with the auction held at the Sunnyvale Hilton Grand
Ballroom on a Sunday afternoon. Over 600 people
attended the sale.

Besides covering the facts of the auction, who
bought what and for how much, the reporter at-
tempted to describe the actions of people very fa-
milar to NAA members — auction ringmen. ‘“‘Other
American Auction employees scattered throughout
the room acted like cheerleaders, shouting, waving
their arms, gesticulating wildly, and doing everything
within their power to get bidders to stay the course,
to keep in the competition.”

-. Es

SALE CLERKING SHEETS

and other Auction forms
Write for Samples and Prices

BURTON PRINTING CO.
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Conflict and
the auctioneer

By Lawrence C. Helms, Ph.D.
Southern Oregon State College

NAA member
Ashland, Oregon

Conflict — is it always detrimental to an auc-
tion business, or can it produce healthy, problem-
solving situations? Does conflict inevitably lead to
destructive anxiety and defensive posturing, or is it
true, as Louis Brandis once said, that “in frank ex-
pression of conflicting opinion lies the greatest pro-
mise; and in the suppression lies ordinarily the great-
est peril?”’

Too often, conflict is seen by the auctioneer as
a totally negative situation in the business world. In
reality, it can be helpful in resolving difficulties. It
can produce a healthy communication process that,
In turn, creates avenues for dialogue between col-
leagues, and promotes a more productive work en-

vironment. There is also conflict that exists at the

time of the actual sale. It is more difficult to imagine
how such conflict can be productive and healthy
when in truth, such conflict is usually negative and
potentially destructive to the auctioneer. How to
handle such conflicts is revealed with an examina-

tion of some basic conflict management techniques.

First, conflict is an unavoidable fact of life.
The more rapid the pace of life or business, the more
likely the opportunity for conflict to occur An auc-
tion is non-stop action from the cracking of the first
gavel to the acceptance of the final bid. Thus, it is
only natural that a variable percentage of the auc-
tioneer’s time is spent managing conflicts, both in
the day-to-day activities of the business and at the
actual auction sale. Auctioneers realize conflicts and
take great pains to manage potential problems be-
fore they materialize. Most auctioneers publish some
type of disclaimer or statment in each auction cata-
log or other list of goods to be auctioned that estab-
lishes their authority. The following two statements
are from the catalog of the annual National Western
Art Show and Auction.

In the event of any dispute between bidders, the
auctioneer shall have sole and final discretion
either to determine the successful bidder or re-
offer and re-sell the article in dispute.

All property is sold ‘““as is”’ and neither the auc-
tioneer or the Western Art Association make any
warranties or representation of any kind with
respect to the property. . . .

There are accompanying statements that set the tone

Continued page 66
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for the auction, and they all focus on the auctioneer
being the chief conflict management agent of the
sale. But what are the psychological bases for con-
flict and how can a perceptive auctioneer utilize such
knowledge to his benefit?

Conflicts arise because of five basic differences:
value differences, role differences, perceptual dif-
ferences, divergent goals of the parties involved,
and even status conflict. Of these five, although all
are encountered at one time or another, most auc-
tioneers are faced with conflicts that emerge from
perceptual differences. How people perceive the
same item or incident can vary to a great degree,
and it is not uncommon, for example, to find two

FORT SMITH

AUCTION SCHOOL

QUALITY TRAINING SINCE 1947

TERMS
VETERAN FEB. — JULY

APPROVED NOV.

people thinking they are the high bidders for the
same item. The result? Conflict. Although physical
conflicts at an auction are rare, experienced auc-
tioneers have indeed witnessed bidders fighting
amongst themselves, and even the auctioneer has
been threatened on occasion. What are the strate-

gies an auctioneer can use to manage these con-
flicts?

Before discussing strategies it is necessary to
first distinguish between the types of conflict auc-
tioneers normally encounter.

There are three basic types of conflict: episodic,
chronic, and cumulative. Episodic and chronic con-
flicts often do not require direct action by the auc-
tioneer even though they may be bothersome. The
potential solutions might prove to be more disruptive
than the conflict itself. An episodic conflict is one
that comes and goes with regularity, but the problem
IS not so great as to disrupt the auctioneer’s routine.
The problem might be an employee who arrives late
on occasion, or calls in sick more often than might
be expected. The employee is a good worker, how-
ever, and to call attention to the problem might cause
a rupture in the auctioneer’s relationship with that
employee. In this specific circumstance, such a
rupture would not be considered desirable.

Chronic conflicts are also conflicts that an auc-
tioneer can live with, but these conflicts, like a
chronic illness, are always present. Perhaps the

Continued page 69
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auctioneer’s public address system is growing old
and will eventually need replacement. To be used,
the system must be tinkered with and allowed to
warm-up for 15 minutes before each auction. A new
system would be desirable, but cost several hundred
dollars. The auctioneer decides to live with this
chronic conflict or problem area, for the time being,
until a more favorable financial situation occurs.
Again, the management of this conflict is done in
such a way as to minimize the negative effects on the
auctioneer and the auction business.

A cumulative conflict is more than an irritating
annoyance, it is a serious dilemma that requires im-
mediate and decisive action. It might be an em-
ployee who is caught stealing from the cash register,
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or an irate bidder who loudly questions the auction-
eer's ethics and honesty. In any event, whereas
episodic and chronic conflicts are annoying irritants,
cumulative conflicts are problems that demand im-
mediate attention, or the entire business process
could conceivably suffer irreparable harm.

There are five basic techniques for dealing with
episodic, chronic and cumulative conflicts. Each
technique has its own appropriate use, but each can
also be used inappropriately. There are no cook-
book solutions to tough conflict management situa-
tions, the auctioneer must use good judgement as to
when to employ the techniques described.

1. Denial or withdrawal. A very effective way to
deal with some forms of conflict is to simply deny
they exist or to withdraw from the problems. Just as
the body will sometimes go into shock to protect it-
self as a physiological defense, the human mind also
needs time to recover from shocking news and re-

Continued page 70

—_— —_— _

ASSOCIATED AUCTION SCHOOL
Since 1970
6349 Grapevine Hwy.
Fort Worth, Texas 76118
Phone 817-284-6416

YOUR FLORIDA CONNECTION
REAL & PERSONAL PROPERTY

Auctiop Company
of America
Licensed Real Estate Broker

“America’s #1 Auction Team” . W

JIM GALL

* President-Elect
Florida Auctioneers Association

=
R

PRESIDENT

Headquarters: 888 Biscayne Boulevard, Miami, Florida 33132 « (305) 374-4353

69




70

THE AUCTIONEER Advertiser’s Index

Page
A A IMPONHING coiiciinn i nan e 36
American Academy of Auctioneers .........ooooiiiiiiiiiiiaann.. 37
The Antique Trader ... e 25
Associated Auction School .................. e 69
Auction Company of America .. ... 69
Auctioneering SysStems ... 29
Boston Globe svwmewerrwemscsmnmmmunmeisenmesssismsgs 25
Britten Auction Academy ... 51
Burton Printing ... 64
Chicago Tribune ............. B R e 33
Computer Assisted Business Services .........ccccooveueeennn... 38
Coolke Brothers Ine: o s o oo 22
Dallas Times BHerald .....sumemmmnomnmssmmmes 27

Dee Sign CoO. e 33

Dodge Manufacturing ... .. 65
Earl D. WIiSard ..o ee e 5147
F MWK e 34
Florida Auction Seho0! ....oovnawmnsnasnsa e 60
Fort ‘Sith AUsltion SeR00l' oo vrrunansrmmmsssses 66
o A= T 1= 50
Hearst Business Media CoOrp. .o 12
Hudson & Marshall ... 53
ndustrial Publishing ... 54, 57
nternational Auction School ... 11
nternational College of Real Estate Appraisers ............ 10
Jio e WO o e o o 61
Jim Graham, Inc. ... ... N— T o S — 13
Jim Graham School of Auctioneering ........................... 64
Joe Reisch Library ....... S 46
Joe ReISCh Sales ... 66
Joe Small AUCHIONEerS . e 7
John Green Press ... .. e 62
Kiefer Auction SUPPlY ©0: wicsassrmnnmaisiiamsa ... 37, 54
KWick Klerk e 32, 35, 41
L e rONSONICS o e 18
Leslie Swainbank Antiques InC. ... 8
Livestock Auctioneering Seminar ..........occooooiiiiniiineenn.. 48
Livestock Market Digest ..o 47
Lundeen Sales Forms ... 52
Mason City College of Auctioneering ............ocoeeii... b2
Mendenhall School of Auctioneering ... 21
Mendenhall School of Auctioneering (PA Equip.) ........ 30
Michael Fox Auctioneers, InC. ..o 48
Missouri Auction School ... 3, 71, 72
(NAA Promotional Items) ... 67, 68
e gV TR W e 1o ) g Q=) o] 1o | (PO ————————————————————— 7
National Institute of Real Estate Auctioneers .._..........._.. 28
Omaha Industrial Tool ... 58
P A C S e 44
Philadelphia Inquirer ... 30
Productivity Corp. oo 58
Reisch World Wide College of Auctioneering ................ 39
Reppert School of Auctioneering .........ooooeeemceeennn..... 29
River Basin Auction School ... 13
Roussel’'s .. ST S TS —— 63
R. S. I. Computer Group ..o 20
Russell KrusSe . 59
Sanford Auction ... e 6
ohelden Cor .cowsmreenwn. oo 42, 43
gfotxyards: PIMING 008, s sante o oerconsmncs 50
Tri-State Trader ... 34
United AUCHIONEErS ..o 31
Valdosta Tent e 21
Victor McDonald ..o 24
Wagner Watch ......... e 69
Watts Book Sales ... U 41
Western College of Auctioneering ..........coooooooomieeeeeeeee. 23
Williams & Webb, Inc. ... 14, 15
Wishing Rock Auction Co. ... T e— 11
W. Craig Lawing ...... s S AR T SRR 2

group the thought processes.

A common reaction

of patient being told he has terminal cancer is to re-
ject the diagnosis. It may take days or weeks before
the truth is finally accepted. This form of conflict
management can be used when the issue in dispute
Is relatively unimportant, or perhaps a cooling off
period is needed. An auctioneer would not want to
halt an auction to criticize a ringman or spotter for
a poor performance in front of an entire audience.
Aside from being pcor management technique, such
a display would only accelerate an already ackward
situation.

Denial or withdrawal is a short term technique,

and it should not be used if the situation is extremely
serious or the issue unde:- dispute will not disappear.

(The article “Conflict and the auctioneer’” by

Dr. Helms will be continued in the March issue of
THE AUCTIONEER.)
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curate combination clerking and cashiering form. This one form replaces both
the standard clerking sheets and cashiers statement. You'll like these.

9,000 Tickets (1-3 White, Canary & Card) ... $27.50
18,000 Tickets (1-3 White, Canary & Card) ...... S s S s R e 52.50
36,000 Tickets (1-3 White; Canary & Card) .............s.sessmmpssanamsaessmmtsmss 98.50

@ ALUMINUM WRITING TRAY

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

Aluminum Writing Tray ... $14.95

® 100 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

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

Slots numbered 1 to 100 plus Ato Z ........... ... .. . ONLY $59.95
IDJ LOT #
|~ 1 F
® GUMMED BACK TAGS — Form No. PST-82 =2 o
Sticky back pressure sensitive aucitaion ES ® BUYER CARDS ... Form No. BC-70
equipment tags with space for lot number, ' |
quantity and buyer number. 12x2%2". %g For buyer’'s number and purchase notes. 3Vax7%v2"" (fits
Roll of 1,000 tags—$14.50  5,000—$57.50 = in buyer’'s shirt pocket).
e EQUIPMENT LOT TAGS — Form RHT-83 2 QUANTITY——
Card stock tags with reinforced hole. gg 1,000 Cards....$9.50 2,500....$22.75 5,000....$44.75
1%2x3'". Space for lot number, quantity §§
and buyer number.
1,000—$16.50 5,000—$67.50 E;‘ @ BUYER'S REGISTRATION FORM . .. Form No. BR-69
* WIRES FOR EQUIPMENT TAGS, 12” LONG o8 BUYER # |
1,000—$10.00 5,000—$47.50 |= 8% x11"", 50 sheets per pad. Space for buyer's num-
;% ber, name, address, phone and other information.
8§ $2.00 per pad, 10 pads at $1.50 ea., 20 or more at
$1.25 ea.

"SPECIAL CLERK SAVER STARTER KIT

THE SPECIAL KIT INCLUDES:

® Aluminum Writing Tray @ 1,000 BC-70 Buyer Cards SAVE
® 9,000 CT-12 Clerking Tickets ® 3 Pads BR-69 Buyer Registration

® 1 Pad FS-69 Final Settlement Forms Forms $27 00
]

All of the above plus:
One 100 Slot Clerking Ticket File (a $117.90 Value) Only ...................... $89.95

e —— e T e e e e LTI e

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

_‘ ! Missouri Auction School
Top Floor Livestock Exchange Building
l > 1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117




NOW. . . colonels . The Sound That Sells

The all new COLONEL Series of Portable Heavy Duty P.A.
Systems Designed Exclusively for Auctioneers

COLONEL® 1

® Astatic Model 957L Anti-Feedback professional ball type
dynamic cardiod microphone with on-off switch, detach-
able 10 foot coiled cord, and built in windscreen.

® Deluxe padded shoulder strap.

® Full range six inch baffled speaker.

® Tough, attractive reinforced vinyl ‘““Mule Hide" covering
with metal corner protectors.

® Space age solid state amplifier.

¢ SPECIFICATIONS: Batteries: Eight ‘D" size flashlight bat-
teries (not included) (Alkaline batteries will give many
hours of extra service).

® DIMENSIONS: 73" High x 6" Wide x 7Ya"" Deep.

e WEIGHT 4 LBS., 14 OZ.

® There Is a two year repair or replace warranty on every-
thing except batteries.
List Price: $395.00 Auctioneers Cost: $237.00

COLONEL® 2

The COLONEL 2 has the same features as the COLONEL 1
plus:

¢ RECHARGEABLE BATTERY: Extra capacity battery will
last all day long. Fully rechargeable overnight.

¢ AUTOMATIC “Full Charge’ indicator light shows when bat-
tery is fully charged.

® Complete with recharger. Charger rated 120 VAC, 8 WATT,
300 MA.

¢ SPECIFICATIONS: Battery: Gel Type (2) #626 2.6 AH rat-
ing rechargeable.

® INPUTS: one microphone, one tape recorder, one battery
charger.

® OQUTPUTS: One extension speaker, one tape recorder.

¢ WEIGHT: 6 LBS., 12 OZ.
List Price: $570.00 Auctioneers Cost: $342.00

-
i

COLONEL® 3

The COLONEL 3 has the same
features as the COLONEL 2 plus:

® Storage Compartment in back to
carry recharger, microphone and
cord.

® Slightly larger speaker baffle area
with port hole.

® DIMENSIONS: 93" High x 6"
Wide x 74" Deep.

o WEIGHT: T LBS., 6 OZ.

List Price: $595.00
Auctioneers Cost: $357.00

WE STOCK A COMPLETE LINE OF
P.A. EQUIPMENT. WRITE FOR FREE
LITERATURE AND PRICES.

Payment with Order — We Pay Postage . .. —_! Missouri Auction School
C.0.D. Orders — You Pay Postage Top Floor Livestock Exchange Building
Order by Mail . . . I > 1600 GENESEE / KANSAS CITY, MO. 64102
Send Check or Money Order To:

PHONE: 816-421-7117

THE AUCTIONEER

NATIONAL AUCTIONEERS ASSOCIATION
135 Lakewood Drive, Lincoln, NE 68510-2487

ADDRESS CORRECTION REQUESTED

BULK RATE
U. S. POSTAGE

Paid

Lincoln, Nebraska

Permit No. 9 J
l_
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