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hats at the present, but will have delivery on or about
March 1, 1982.

The 14 K gold diamond tie tac has been popular with |
those who care. We also offer gold plated and sterling
silver auctioneer gavel tie tacs — with or without man-
made diamonds. Call for prices.

Currently we have in stock most sizes from 38 to 48

in the London Fog type windbreaker jackets. They come ‘

with the beautiful 4 color, 4” embroidered NAA emblem

sewn on the left breast. Do not forget we also stock deer-
Auctioneer Hat skin and pigskin gloves. |
Stetson “Wisp” Felt Silver Belly Auctioneer Hats ... . ... ... $ 42.00

White Panama 212" brim ... 24.00

Milan Straw Auctioneer Hat ... .. . . ... 19.95
AUCT'ON SEASON BEGINS WITH London Fog Type Jackets with NAA Embiem ........ 28.00
NEW AUCT'ON ACCESSO RIES Go Wisp (Western style) hat, 4X Beaver ........................ 45.00
. . _ ) . NAA Emblem, 4-color embroidered ....... . ... 3.00
into this year’s auction season with one of our beautiful Sterling Silver Gavel Tie Tac 50.00
“Silver Belly Auctioneer” hats. They come in three brim Gold Plated Gavel Tie Tac .. 50.00
widths (21/8”, 23/3”, and 25/8”). We have had these hats Sterling Silver with man mﬂ‘de"d.i-él;'lor;d ................... 80.00
made to our specifications by the Stetson Hat people since Gold Plated with man made diamond .. 85.00
1964 and have sold thousands to auctioneers since that 14K Gold Gavel Tie Tac . . . . 320.00
time. They come with a red satin lining with the NAA 14K Gold Gavel Tie with .15K diamond 450.00
emblem embossed in gOId in the |Inlng At this time 75% 14K Gold Gavel Tie Tac with .20K diam;:ma ------------- 485.00
of our orders are repeats, so our customers must be satis- 14K Gold Gavel Tie Tac with .25K diamond ... 550.00
fied. The Wisp hat you see pictured above is commonly 14K Gold Gavel with larger diamonds ... price"on request
known as the “Marlboro” and is a 4X quality Stetson hat Deer and Pig Skin Gloves By Stetson ... $16.00 and $18.00
with 3” brim and comes in Silver Belly color the same as
the “Auctioneer’”’ hat. PLUS 4% SALES TAX

These Auctioneer hats come in Milan Straw (light - -

tan), same brim widths as the felt. We also offer the Col. W. Craig Lawing, CAI ,
White Panama hat shaped as the ‘“The Auctioneer’ (Open 5521 Belhaven Blvd., Charlotte, NC 28216
Road Block), with a 2% brim. We are out of the Panama Phone: office 704 399-6372, home 704 399-3260
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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:

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

values in America’s fourth FRANK RUGGERI,
market. Every Saturday, our (215)854-2418
AUCTION PAGE offers the 24-hour Telecopier Service,
biggest, and most diversified (215) 563-8928
listing of advertised auction Deadline: Thursday, 5 P.M.
sales to be found in this area.. . . consistently find Inquirer and

in an informative, expertly presen- quick results to be synonymous.

ted editorial environment with our YOU — when you take advantage aﬁe

own auction pro, DAVID IAMS.

of an outstanding daily Inquirer ¢ R
YOU — when you capture the household penetration. Our Ilah elp Ia
¢

tested and proven response of 27.6 % coverage in the

some 1.3 million daily Inquirer Philadelphia metro area is greater Blnqult’er
readers. Join with marketers of than these leading papers:

every disipline and design who Chicago Tribune — 26.2%; T L A e

Philadelphia, PA 19101




Letters to
THE AUCTIONEER

Add these members
to your Directory

The 1981-82 Membership Directory of the Na-
tional Auctioneers Association is published annually
during the month of October, hopefully, the names
and addresses of each member in good standing as
of October 1 are included. However, for unexplain-
able reasons names of members are sometimes
omitted, which is unfortunate for everyone con-
cerned.

Whenever the NAA office learns that a member’s
name and address has been omitted, the informa-
tion will be published in each subsequent issue of
THE AUCTIONEER magazine. Those members who
were omitted will be identified monthly, until the next
issue of the Membership Directory is published.

Included in the listing below are NAA auction-
eers who were members of record as of October 1,
1981, but who were not included in the 1981-1982
Membership Directory.

Idaho Association of Professional Auctioneers (insert on page

37 of directory)

CONNECTICUT
SHINE, JAMES W., 150 Greenwood Avenue, Waterbury
06704
MICHIGAN
BLACKFORD, GEORGE P., G 2095 S. Center Road,
Flint 48507
SMITH, JAMES K., 4514 School Road, Rhodes 48652
MONTANA
CUMMINGS, THOMAS, Giltedge Rt., Lewistown 59457
NEW YORK

BACORN, LORION W., 323 West State St., Ithaca 14850

NORTH CAROLINA
FAISON, RONALD W., 116 Dunedin Court, Cary 27511

OHIO

GAISSER, MICHAEL F., 1230 Cass Road, Maumee
43537

GILL DANIEL P., 3721 Waynesburg Drive SE, Canton
44707

ROMAN, RONALD LEE, 405 Holly Street, Canfield 44406

VIRGINIA
BLUESTONE, HERB, 727 Little Back River Road, Hamp-
ton 23669
CANADA

VOKES, VICTOR W. S., 204-1024 Fairfield Road, Vic-
toria, British Columbia V8V 3A5

and other Auction forms
Write for Samples and Prices

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

SALE CLERKING SHEETS ]

June, 1982

L ]

Do you know
these auctioneers?

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

below, they will be removed from the NAA mailing
lists.

Dane E. Kerbel, 220 Young Avenue 46, Cocoa Beach,
Florida 32931

Tommie McDonald, P.O. Box 4550, Tyler, Texas

75712

Morris E. Nobles, RR 1, Box 185, Chesterton, Indi-
ana 46304

Richard R. Watts, Industrial Park, Indianapolis, In-
diana 46440

George Webb, Rt. #2 Summit Road, Plymouth, Wis-
consin 53073

Many sizes, styles and prices in stock now and
available for immediate delivery!

VALDOSTA
Tent and Awning

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

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

Manufacturers of Quality Tents for 25 Years!
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" Willam L, “Bill" Gaule, CAl
909 West Walnut
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 Phone: 217 483-2013

 EXECUTIVE VICE PRESIDENT
" Harvey L. McCray

135 Lakewood Drive
Lincoin, NE 68510-2487
Phone: 402 439-5355.
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Dean W. Fleming, CA!
Atkinson, NE 68713

Phone: 4&2 925-2802

BIFIECTORS __ .
Tarma Expiring 1934

~ Archie D. Moody, cqi-

P.O. Box 795

~ Darlington, SC nusaz-ms e

Phone: m 393-1!431

| fHarryA An:lﬂm,cgi_ o
. RD.2.BoxS0
~ Georgetown, PA 15043

Phone: 412 573-9533

”...I.rnuisB ‘Benny"" Fi:lh!l" CAl
437 East Atlantic Bivd.
~ Pompano Buch, FL 33060
Phone: 305 942-0917

~ Robert H, ° Bub Glass, cm -

Box 237

 Central Village, CT 06332

Phone: 203 564-7318

. “Wally” Luumayar, CAl

D 7306 Cleve Avenue East

 Inver Grove Heights, MN 55075
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 Hugh B. Miller, CcAl

RR 3 Box 457

~ Evansville, IN 47?11 _jf_;_:i:.

_ Phone: 3125&?243& = : .
ﬂjVDmH Plrlmr .- -
. P.O. Box 3266 E |
e Logan, UT 84321 .

~ Phone: 801 752-7701

 JoeE.Small, CAl

8231 Santa Clara nrm '

 Dallas, TX 75218 i
Phone: 214 241- 1912

Terms Expiring 1982

Harvey C. Lambright, CAl |
112 N. Detroit Street

 LaGrange, IN 46761

Phone: 219 4&3—2012__ _
Norman Atdhawr

-,
- Cleveland, ND 58424
- Phone: 701 ?sa-sasz

~ Haskel ‘Hacl:' Ayers, CAl
~ Box 1467

_ LaFollette, TN 37766
- Phone: 615 562-4941

= i owon

- P.O. Box 445 |
- Mount Yernon, KY 40456

Phone: 606 256-4545

_ John A. Horton, CAI

111 4th Street
Huntsville, AL 35805

Phone: 205 536-7497
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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. Barbara Person, Secretary

Mrs. Sharon Whisenhunt, Secretary
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It does not seem possible that already | am urg-
ing the membership to “rush’ your convention regis-
trations to the NAA office, and register for the NAA
Convention. It seems it was only yesterday when |
assumed the presidency of the National Auctioneers
Association at the Las Vegas Convention.

Advance registrations to our NAA Convention
are needed so that all meal functions, meeting rooms
and affiliated meetings can be accommodated ac-
cordingly. The NAA Board of Directors adopted a
policy, in 1976, whereby those who register late, or
after the advance registration deadline, must pay an
additional amount. That policy was adopted to pro-
vide the convention planners ample advance notifi-
cation of who will attend the convention and the
functions programmed. |f more food is ordered
(guaranteed) than used, the NAA must pay for the
food anyway and the sad news is, that food will be
wasted!

Food function guarantees are made 48-hours
in advance of all meal functions. What that means is
that when the entire NAA Convention delegation sits
down for the Thursday noon luncheon, the food
order, or guarantee, was made prior to noon on
Tuesday, July 27. We don’t even begin our regis-
tration until Wednesday morning, and anyone who
registers late creates some concern by the hotel
catering department and the NAA convention plan-
ners. If the NAA “hedges” and tries to protect those
late registrants by ordering more food than there are
Advance registrations, our nerves begin to suffer!
Two years ago, last minute cancellations to the
Convention created a deficit in Convention funds.
It was due to a highly successful Convention Fun
Auction that the Convention did not lose money,
but your Board of Directors will try and eliminate
any possibility of having a loss due to convention
spending.

Register early! Use the Advance Registration
forms in this issue of THE AUCTIONEER magazine
and come to the 1982 NAA Southern Fair Convention.

Cancellations can be made if necessary, but
cancellations must be made in writing to the NAA
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Early convention
registrations allow better
planning, preparation

By Howard Buckles, President
National Auctioneers Association

office. Your cancellation should be in the NAA
office on Friday, July 23 (or alert the NAA office
that your written cancellation is on its way prior to
Friday, July 23). The NAA Board of Directors will
allow cancellations if they are submitted in time to
assure accurate food function ordering.

The 1982 NAA Convention will have a new event
scheduled! On Wednesday night, the official open-
Ing night of the NAA Convention, five State Associa-
tions will sponsor ‘“fair’” or ‘“‘carnival’” booths, and
registrants of all ages are encouraged to arrive in:
Atlanta early enough to participate in Wednesday
night’s event, which begins at 8:00 p.m. You can
compete for prizes just as you do at your own county
or state fair. The children will enjoy this event!

The five State Auctioneers Associations spon-
soring the fair booths are the Georgia Auctioneers
Association, Auctioneers Association of North Caro-
lina, South Carolina Auctioneers Association, Ala-
bama Auctioneers Association and the Florida Auc-
tioneers Association.

| don’t know what each State Association has
planned for you, but | do know you will enjoy par-
ticipating in these fair booth activities. The 1982
NAA Convention will open with a truly ‘“Southern
Fair’”’ atmosphere and | hope you are there to enjoy
It with me.

While the Southern Fair events are going on,
you will be entertained — continuously — by two
musical organizations and a specialty dance group.
The Original Ruby Red Dixieland Band, a long-time
favorite of Georgians. will provide you with fast-
moving Dixieland music and the Pioneers will follow
with Blue Grass music. The Pioneers also will play
backup music for the Sundance clogging group, a
group of attractive “Georgia Belles” who specialize
in clogging.

You won’t want to miss the Wednesday eve-
ning’s events and we’ve planned the event for every-
one. You can renew old acquaintances, talk about
your auction business, compete for awards, “jig”

Continued page 6
5




to the music of Ruby Red and the Pioneers and just
have fun, Georgia-style!

The Convention is not just entertainment, but
very educational as well. Preceding the Wednesday
night event will be tours of the Atlanta area and if
you haven’t selected your pre-convention tour yet,
look them over carefully. You and your family will
enjoy the tours, organized by Presenting Atlanta
Tours, Inc. The Georgia Auctioneers Association,
under the chairmanship of NAA member John Suarez
has organized some excellent tours, which precede
the convention.

CAl members can brush up on their skills at the
CAIl Continuing Education program on Tuesday, July
27. One hundred registrants will be allowed to attend
this specialty event, and the CAl members attending
the NAA Convention should take advantage of this
program.

Your registration fee includes three meal
functions, and at these meal functions you will hear
reports of the progress of the National Auctioneers
Association; recognize those NAA members who
have shown exemplary support to the auction meth-
od of selling real and personal property; applaud
those auctioneers and their spouses who represent
you as members of our organization; and hear from
those who can motivate us in a manner both inspira-
tional and motivational.

You need to attend the NAA Convention to cast
your vote for those you wish to lead you as officers
and directors of the NAA. The auctioneers who are

WORLD’S MOST MODERN AND

EFFICIENT AUCTIONEERING SYSTEMS
Registered U.S. Patent Office

e o Sha S e e e
:5'}'¢.:.--- e S “‘-mmx" R TR

Clerk

mobile T.M. Auctio.n 'Top's
Patented Clerking Fits on Standard
System Installed %2 or % Ton Truck

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

elected to high NAA positions travel throughout the
country annually, represent your auction interests
and promote the auction method of marketing real
and personal property. Several NAA members have
indicated their desires to become directors or officers
of the NAA. Help make the best choice by being
present when the voting takes place at the Annual
Meeting of the National Auctioneers Association.

Education and information are prime reasons
for having an NAA Convention. The NAA will take
a back seat to no one when it comes to providing
techniques and methods, which are beneficial to
anyone involved in the auction profession. Twelve
workshops, which will be conducted by leading auc-
tioneers in their specialities, will be conducted at
the 1982 NAA Convention. From these workshops
you will learn more about your profession. Regard-
less of how much you already know, you can always
learn more about the auction methods.

| urge you to attend the Convention to attend
these workshops! You cannot help but benefit from
the experiences of some of the leading auctioneers
in the country.

Education, excitement, entertainment and ever-
lasting experiences will be shared by everyone at-
tending our 1982 NAA Southern Fair Convention!
Be there with me when we welcome Rex Newcom
as our new NAA President; when we applaud Mrs.
Bob (Ann) Williams, who will take the helm of our
ever important Auxiliary; and when we recognize
those NAA members who have brought meaning to
the auction profession as the 1982 Hall of Fame
Award recipients.

Bring your children to our 1982 Convention.
Special tours will be planned for the children on
Thursday, Friday and Saturday, none of which will
conflict with the meal events included in their regis-
tration; and again, Presenting Atlanta Tours, Inc.
will make certain your children are thoroughly en-
tertained AND SUPERVISED while they are away
from the hotel. You can enjoy the Convention ac-
tivities, knowing your children are well attended! A
special registration is included in this issue of THE
AUCTIONEER to register your children to the Thurs-
day, Friday and Saturday tours.

NAA member Gene Simpkins, a youth-activities
specialist from Cincinnati, Ohio, has agreed to co-
ordinate the Youth Activities which are planned dur-
ing the evening hours of Thursday, Friday and Satur-
day. Films will be shown! A clown will entertain the
young ones! A dance group, one which will delight
many of the parents, will perform for the children on
Saturday night.

We want to have a successful 1982 NAA Con-
vention, but it will not be successful unless you and
your family register and attend. | hope to see you in
Atlanta during the week of July 26-31!

Closeout JEWELRY 55¢ doz.
Catalog — 25¢ ‘

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

Relocation
Fund Report

Special meeting
planned to finalize
building plans

By Martin E. Higgenbotham, Chairman
Headquarters Relocation Committee

The results of our first year’s fund raising ac-
tivity is in, and due to the support and generosity of
our membership, we now can finalize our plans to
build the NAA Headquarters office on our own land
In Overland Park, Kansas. President Howard
Buckles was pictured, in the last issue of THE AUC-
TIONEER magazine, burning the note on the mort-
gage for the land, and we now are ready to finalize
our building plans.

Nearly $170,000 has been collected from the
membership during the first year of our Headquarters
Building Fund program! That total comes from pay-
ments on pledges, or from contributions by the mem-
bership. Several of our members, who have made
sizeable pledges, have already paid off their entire
pledge. This includes VIP pledges of $5,000 or more!

By receiving entire pledges during the first year,
we have been able to completely pay off the note
for the land, with a minimal amount of interest, and
still have funds available to have our new building
designed. We appreciate the support and dedication
to this worthwhile cause; and from your support,
we now can determine our construction schedule.

A special meeting in June has been called by
the NAA Board of Directors, at the Ramada Inn-
Southwest, the hotel next door to our newly pur-
chased land in Overland Park, Kansas. At that meet-
ing, members of the Board of Directors will hear the
recommendations of the Headquarters Relocation
Committee and see the building plans and designs,
which should determine when construction of the
building should begin.

We’ve come a long way during the first year
of activity in our Headquarters Relocation Fund pro-
gra:n. But, that activity was caused by you, the mem-
ber!

We appreciate your support and if you have not
yet determined what your contribution will be, we
hope you will make the decision, and contribution,
soon. You will be contributing to a very worthwhile
cause; one which will reflect, with pride, on the
future of the auction profession and the National
Auctioneers Association.

When our new building is completed, we will
have a fine facility to house educational displays,
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historic artifacts and information on the history of
the National Auctioneers Association, the Auxiliary
to the NAA and also our forerunner, the National So-
ciety of Auctioneers. We need the space to include
the working tools of our trade — audio-visual equip-
ment, records, tools, advertising, and the many
other related materials, which have helped create
the good image of our auction profession.

The Kansas City area (Overland Park is a sub-
urb) is a convenient city to all our members. It is
served by a very fine and functional airport, and the
NAA office will be easily reached by air or by private
vehicle. The Office will be located near Interstate
35; Highway 169, or Swizer By-Pass; and 87th Street,
or the well-known Sante Fe Trail. The Office will be
easy to get to and near a landmark — the Ramada
Inn-Southwest which can be seen at a great distance.
The hotel’s parking lot abuts the NAA Office land,
which will be convenient to anyone visiting the NAA
office for any purpose.

We've come a long way in our first year of
Headquarters Fund activity, but we still have a long
ways to go! | urge your consideration and ask you
to contribute to the Headquarters Relocation Fund
program. We need your support and contribution.

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 auct-
8. Ringman ioneer should know or
9. Insurance have available.

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

e

ALSO AUCTIONEER TRAINING AT
KRUSE AUCTION INSTITUTE
AUBURN, INDIANA

PERSONALIZED THREE WEEK COURSE

IN AUBURN, INDIANA ... .. $300.
SPECIAL HOME STUDY COURSE WITH
LIVE KRUSE TAPE ON BID CALLING ........ $50.

INCLUDES BOOK & OTHER IMPORTANT MA-
TERIAL. WRITE FOR BROCHURE.

‘ BUILDING, AUBURN, IN 46706.

CONTACT RUSSELL KRUSE, KRUSE OFFICE




An ounce of Freedomike.
is worth a pound of EA.

Freedomike Wireless Microphones From Lectrosonics

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

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

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

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

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

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

Voice Projector 18 _ .
Ultra Portable P.A.

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

all the features of the older model,
{ ‘)\ plus high-level input and e
output for connecting £
to other audio
devices. Its
rechargeable
power pack

lasts 50% longer
than the old VP18.

L eClrosoNIco. INC

ALBUQUERQUE. NEW MEXICO. US A

Plus Power 48R
Amplifier/Speaker

. | If you and your Freedomike

' system travel to places with no
house P.A. system, Lectrosonics
has the Plus Power 48R. With

its own powerful 16 watt rms
amplifier, 8" speaker and
rechargeable batteries, the PP48R
enables you to use your
Freedomike system anywhere...
even if miles from the nearest
AC power source.

G
E:
o
#
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o

Lectrosonics products for auctioneers are available from:

DUANE GANSZ BILL HAGEN CHARLES F. DICKERSON BUFORD EVANS
Duane E. Gansz Auction & Realty Western College of Auctioneering Charles F. Dickerson, Inc. Nashville Auction School
14 William Street Box 1458 P.O. Box 161 233 East Gaines Street
Lyons, NY 14489 Billings, MT 59103 Fairacres, NM 88033 Lawrenceburg, TN 39464
315-946-6241 406-252-2565 505-526-1106 615-762-5534
COL. GORDON TAYLOR HUGH MILLER ROWLAND HUEY - BOB MILLER :
Reisch World Wide College of Auctioneering Curran Miller Auction John Huey & Sons Indiana College of Auctioneering
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The Legal Aspects

Of Auctions . . .

Auctioneers, protect
your future

By Rennie Walt, Vice president
Alexander & Alexander
Lincoln, Nebraska

You should not think about buying insurance
simply because you feel you should buy.insurance.
You should consider the risks that you face in life
and decide how you should deal with those risks. A
person has personal risks and business risks, and
since they are so similar in concept, | won't make
any effort to distinguish between them.

There are several ways to treat risk, and these
are as follows:

1. You can avoid it.

2. You can reduce it.

3. You can accept it.

4. You can transfer risk through an insurance con-
tract or through other contractual agreements.

5. You can use a combination of the above to deal
with risk.

Unfortunately, people who want to own proper-
ty, and drive cars, run businesses, and have em-
ployees can’t avoid risk. However, they can reduce
risk. They can accept risk. And definitely they
should transfer some risk.

An extremely important consideration is NEVER
RISK MORE THAN YOU CAN AFFORD TO LOSE.

Property-casualty insurance considerations
and ideas for the auctioneer

1. When insuring real and personal property, wheth-
er it is owned or merely in your care, custody or
control, or whether it is business property or per-
sonal property, do not skimp on the amount of
insurance. Insure buildings for their 100% re-
placement value. Use All Risk coverage as op-
posed to Named Perils coverage. This will cause
the premium to go up; however, the premium can
be controlled on the bottom end through the use
of higher deductibles.

2. Earning Power or Business Interruption or Extra
Expense Coverage. This is an area often ne-
glected because it is so misunderstood. Business
Interruption insurance and/or Extra Expense in-
surance would be used following a loss to an
auction house reducing the income to the auc-
tioneer. Business Interruption insurance is de-
signed to leave the auctioneer in the same fi-
nancial condition that he would have been in had
the loss not occurred. It covers the profit, con-
tinuing expenses and payroll of employees.

June, 1982

An auctioneer who does not have an auction
house but merely works out of an office and con-
ducts auctions at remote locations might have
a small Extra Expense exposure for the reloca-
tion of his office.

. Crime Coverage. This area of risk can be divided

into two areas: crime by employees and crime by
members of the public.

Fidelity Coverage is the insurance contract used
to protect the employer for dishonest acts of his
employees. Broad Form Money and Securities
Coverage would protect the auctioneer from any
act of theft of money and securities, whether from
a safe, from an auction house, on the way to the
bank, or the auctioneer’s personal residence.

. Liability. The greatest risk we face in today’s

society is being sued in a court of law. Unlike
property coverage, where you know the value of
your buildings or personal property, you have no
idea of the size of a judgement which a judge or
jury might hand down. Certain states also allow
suit for punitive damages.

The greatest liability exposure that most of us
face in our day-to-day lives at home and on the
job is when we are behind the wheels of our auto-
mobiles. It is not uncommon to see bodily injury
settlements resulting from automobile accidents
well in excess of half a million dollars, and, iIn
many cases, in excess of a million dollars.

In addition to bodily injury and property damage
exposures from automobile accidents, there can
be bodily injury and property damage exposures
resulting from auctions. There is always the “trip
and fall” hazard, the loose boards on the steps of -
the house, etc.

There are other liability exposures such as per-
sonal injury consisting of libel, slander, defama-
tion of character, invasion of privacy, unlawful
entry, and unlawful eviction.

There are exposures arising out of contractual
agreements that can and should be covered by
insurance.

There is another liability exposure faced by auc-
tioneers which has been addressed frequently by
your National Auctioneers Association. That is
the Errors and Omissions exposure. There have
been prior articles in THE AUCTIONEER concern-
ing Errors and Omissions coverage, discussing

Continued page 10
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SLIP IN YOUR MESSAGE
NO BOLTS, NO SCREWS.
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in detail the exposure and how to protect it.

It is very difficult to know how much liability cover-
age is adequate, but keep in mind that it costs
very little in additional premium to go from half
a million to a million or to buy umbrella protec-
tion over and above your general and automobile
liability primary coverage.

Insurance for auctioneers should be easy to ob-
tain and should be relatively inexpensive. All of the
areas of insurance previously mentioned, with the
exception of the Auctioneers Errors and Omissions
Liability, can be purchased from your local insurance
agent at very economical annual premiums. Because
your local agent probably cannot offer Errors and
Omissions insurance, the NAA began a program in
1981 to offer its members that protection.

Keep in mind that, whenever possible, you
should avoid or reduce risk. But when you cannot
afford to accept or assume it, transfer that risk to a
contract of insurance protecting your financial fu-
ture.

NAA offers insurance programs

Employee Benefit Planning’s major goal is to
provide an element of security for the persons pro-
tected by the plan. In the jargon of the benefit con-
sultant, there are essentially four “core” benefit plan
types. Core benefit plans respond to the four major
risks that face virtually every person. These risks
are: pre-mature death, living too long, catastrophic
medical expense and loss of ability to work.

The National Auctioneers Association has, with
its current benefit planning, addressed two of the
- four major coverages to provide security for its mem-
bership. The Group Term Life and Accidental Death
and Dismemberment Benefit provides an element of
security for a member’s survivors in the event of his
death. The Comprehensive Major Medical Program
provides a million dollars of medical protection for
each person insured under the plan, while limiting
the out-of-pocket expense to a budgetable amount
annually. The current program is the result of a sur-
vey of the membership which was aksed what bene-
fit programs were most important.

If you have not explored the benefits and costs
of the National Auctioneers Association Group In-
surance Program, you may be missing an opportunity
to provide yourself and your employees substantially
greater security than is currently enjoyed.

FORT SMITH

AUCTION SCHOOL
Ft. Smith, Ark. 72903 — (AC) 50‘-646-1“‘

QUALITY TRAINING SINCE 1947

TERMS
VETERAN FEB. — JULY

APPROVED -
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NAA member: “Buy
America back’

Just think what an auction it would make — mil-
lions of acres of unused government land, thousands
of unoccupied federal buildings, and warehouses full
of surplus who-knows-what. NAA member W. Angus
Davis, Greenville, South Carolina, proposed the idea
of a general liquidation of surplus government prop-
erty and merchandise to his Congressional repre-
sentatives.

The best marketing method to dispose of all the
government surplus? Public auction, of course. And
what to do with all the money? Use it to lower the
national debt. |

Below is a letter from auctioneer Davis to mem-
bers of Congress, proposing a ‘“‘Buy America Back”
auction. The local NBC affiliate station in Green-
ville picked up the story and featured auctioneer
Davis on the six o’clock news. As you will see in
the responses, the idea has merit and may become
a reality.

What kind of volume is being discussed for such
a liquidation? Of course, not everything will be sold,
but according to South Carolina Congressman Car-
roll A. Campbell, Jr., the federal government owns:
744 million acres of land — one out of every three
acres in the entire country; and 405,147 buildings,
2.65 billion square feet of floor area.

At present, the government admits to only 1%
of the above property as being surplus, though many
experts agree the percentage is much higher. In
President Reagan’s 1983 budget a White House/Cab-
inet-level, Real Property Review Board would be
charged with the duties of finding property not in
use and expediting its sale. The Reagan administra-
tion estimates that $1 billion in Fiscal Year 1983

ATTENTION

® Antique Dealers @
® Auctioneers @
® Rug Dealers @

ANNOUNCING

If you are looking for a good way to make more money,
you just found it!! New or antique rugs in small or large |
bales to your door. Good quality, low prices, all stock
guaranteed wholesale to the trade only

Once-In-A-Lifetime
Opportunity!

To reserve a visit from our European supplier to your
premises (no obligation) or to order rugs write or call

LYNN WALTERS
Clackamas, Ore. 97015
Phone (503) 654-3000

P.O. Box 116
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and $4 billion a year thereafter could be generated
by the sale of surplus government property.

From W. Angus Davis to Senator Strom Thurmond

There are approximately 7,000 professional auctioneers in
this great United States of America who are members of the
National Auctioneers Association; professional salesmen and
women whose main objective is to get the most dollars for ex-
cess and surplus items that people or businesses have on hand.

Three weeks ago | went to see Mr. William J. Bryon, Dis-
trict Assistant to Congressman Carrol Campbell and suggested
that this great force of salespeople be put to work to liquidate
all the surplus goods of the U.S. Government sitting in offices
and buildings across the country. He suggested that | write you
with the idea.

When times are hard, you try to liquidate for cash every-
thing you do not need. I'm sure there are millions of things in
every Government office, warehouse, and museum that could
be auctioned to the highest bidder, and the money returned to
the U.S. Treasury to help defray the national debt.

We could have one tremendous auction nationwide with
all the auctioneers assisting on the same day or week, really
making it a “Buy America Back” event. Media coverage would
be fantastic on this type of project and the public nationwide
would be excited and participate in droves. What better day
than the 4th of July, for instance?

When you have a public auction, merchandise brings top
dollar as you get true market value. | or any number of National
Auctioneers Association members would be glad to discuss this
in further detail at your convenience.

Thank you for your consideration.

FSC’S SECRET!

From President Reagan

Thank you for your kind words. | am glad to have the
benefit of your views and suggestions. | assure you that they
will be considered with great care as we develop policies to
keep us on a steady course toward national renewal.

From Senator Ernest F. Hollings
Dear Mr. Davis:

There has been some discussion in Congress about a need
to dispose of surplus government, real and personal property.
| understand your position in this issue. Please know that | will
keep your comments in mind as | follow further developments.

In order to revise our economy and get it going again, we
must bring the high interest rates down. President Reagan’s
deficit-ridden budget proposal will not accomplish this. In fact
many of us fear it will make them go higher. | have offered an
alternative and it’s outlined in the enclosed materials.

With kindest regards.

From Representative Thomas F. Hartnett
Dear Mr. Davis:

Appreciated receiving your letter of recent date regarding
the liquidation of surplus government goods. | am glad to have
your comments.

You may be interested to know that President Reagan has
already endorsed the idea of selling surplus government proper-
ty to help defray the national debt, including this idea in the
1983 Budget proposal.

Again, thank you for sharing your ideas with me, and
please be assured that | will keep your pertinent views in mind
as Congress continues to debate the 1983 Budget.

Continued page 13
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We are as close as

your phone. We deliver
as quickly as your need
specifies. Just tell

us the date of your sale,
where, what and when--
We do the rest and
deliver the crowds you

We have over 33 years
of proven auction
advertising results

in all forms of local,
regional and international
auction advertising.

Now, more than
ever it’'s necessary
for you to have

the best advertisind
at the bottom line
prices for your
budget.

need! Call us now!
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Finally
An Affordable*
________ y ! Computer
RS That Makes Sense
for the
Auctioneer!

(weather-resistan carrying caSe]

| * ($200/month range on lease/purchase)

™

the small computer designed for auctioneers,
by auctioneers, gives you:

PROFESSIONAL AUCTIONEER'S Y
COMPUTER SYSTEMS

Consignor or Seller Entry ¢ Bidder Entry e Merchandise Entry
Cashier Statements e Sale Recap Reports ® Consignor/Seller Settlement Reports
Unsold Inventory ¢ Complete Mailing List System ¢ Complete Real Estate and Land Auction Processing.
Accounting Programs Available ® 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 CARDI

Have | thought about a
small, attordable,
auctioneer’s computer,

programmed so that

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

need a competitive edge

Would I like to have my
auction settlements
figured and printed within

over other auctioneer’s
and other methods of

selling?

anybody who can read
English can learn to use it

1N lt S S T;” 1drn orie {._J ay H'

PACS

minutes of the end ot a

1 i |

Do | want my auctioneer's
computer to be supplied
by an organization which

e TS e
5'1}_"“".'*"-.. 1dl1l1Z2eS 111 Iy
i

Would | want my

auctioneer’'s computer to
have nationwide service
F.__:II‘E_'}IF—HS1::'__'_.:|I"i which has L%‘-I:._":,I:'i """'”"","ik"‘}ll‘LlEb‘ Tﬁh““lﬂblh’

T such as at all Radio

= CY e SR S TEE W ey
1 AR s Shack™ stores?
COUNrY:: | tor

PACS PACS

*TANDY AND RADIO SHACK ARE TRADEMARKS OF TANDY CORP.

™™

O dauctioneers all over tne

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

PROFESSIONAL AUCTIONEER'S
COMPUTER SYSTEMS

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

NAME
| COMPANY

T — - — STREET

A DIVISION OF 522 South Florida Ave. CITY ST 7IP

| Lakeland, FL 32801 PHONE
TOLL FREE 820-237-7669

(FLA. 813-688-1882)

CORPORATION
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From Representative Carroll A. Campbell, Jr.

Dear Angus:
Thank you for your recent letter and the copy of your
letter to Senator Thurmond you enclosed.

As you can see from the enclosed copy of my weekly re-
port, | am co-sponsoring legislation that would allow the federal

government to begin selling off surplus federal property. As
yet, the procedures that will be used to accomplish this have
not been set, but | will certainly be pleased to pass your sug-
gestions along. As you well understand, at this time of eco-
nomic difficulty no reasonable solution for increasing govern-
ment revenues without further burdening the American tax-
payer should be ignored. | appreciate your initiative in this
area.

Again, thank you for writing and please feel free to call on
me if | may be of further service.

Take a few home
from the Southern
Fair Convention

You first saw them in Nashville, and over 400
were taken home from the Las Vegas convention.
The NAA’s “Invitation to Join” kit will again be avail-
able at the Atlanta Southern Fair Convention.

Each kit contains a sample issue of THE AUC-
TIONEER magazine, new NAA membership and in-
formation pamphlet, a letter from the NAA president,
postage paid return envelope, and a copy of the
NAA Code of Ethics.

How do you use the invitation-to-join kit? Just
send it, or hand it to an auctioneer whom you feel
would benefit from NAA membership. The kit suc-
cessfully represents your Association and your fel-
low NAA members across the nation.

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

And does it work? Very much so, because it
gives the prospective NAA member a very clear
picture of what to expect from the $50 NAA dues
investment. But an invitation-to-join kit will not bring
in a new member unless it is put to use by a present
NAA member. Request a few kits from the NAA
office, but also make sure you take a few home
from the NAA Atlanta convention.

STRAIGHT TALK ABOUT CUTTING COMMIS-
SIONS: auctioneers who practice cutting commis-
sions in order to get business are doing irreparable
damage to themselves, their profession and the Na-
tional Auctioneers Association. They are making for
themselves a reputation that they can never live
down. Serenity, strength, courage, insight, integrity
and ingenuity are soon dissipated, and they have
relegated themselves into oblivion.

B. G. Coats
June, 1982

Dealer Auction
1st & 3rd Tuesday 11 a.m.

Selling Overstock — Bankrupt Stock —
Salvage — Unclaimed Freight

Household Goods — Electronics — Tools
Hardware ltems — Gift ltems |
Seasonal Merchandise — Jewelry
Many other items.

Furniture Haulers, CONTACT US ABOUT OUR
NEXT FURNITURE SALE DATE — OR LET US
HAVE A SPECIAL SALE FOR YOU! |

WISHING ROCK AUCTION

46 Wishing Rock Rd.
Pasadena, Maryland

(301) 647-9769 (301) 551-4371
Vic Mattucci-Auctioneer

estern

college of auctioneering

1948-1982 — 34 Years

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

We can start you in a profession which is hon-

orable, pleasurable and most rewarding finan-

cially. We have been doing same since 1948.

ﬁfk y|our successful auctioneer — he has been
ere!

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

11/ estern

college of auctioneering

Box 21116, Dept. NAA

Billings, MT 59104 Phone: 406-252-7066 |

OR
Box 5595 State University Station
Fargo, North Dakota 58105
FALL TERM August 23-September 3

S N
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FOLLOW THE SYSTEM
AND SAVEY! "2z

AUCTION

The System at
Your Fingertips.

$29°5 Complete
Get a $30°° Credit

on Your
First Order.

b

B LOOKING PROFESSIONAL 4
) ISAMAJORPART OF o
BEING PROFESSIONAL

= Professionalism is our Business... L4
i Auction Literature is our Specialty, §
CALL (503) 689-2711

Collect
(or Direct

For more information, samples or service, write:

INDUSTRIAL PUBLISHING

Auctioneer Services Division
Home Office and Factory
P.O. Box 2328 ¢ Eugene, Oregon 97402
North Eastern U.S. Representative
CHUCK WADSWORTH

.LP
FACTOR

P.O. Box 189 ¢ Palantine Bridge, NY 13428 ¢ (518) 673-3488
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INDUSTRIAL PUBLISHING ANNOUNCES

NORTH EASTERN U.S
REPRESENTATIVL

FOR THE I.P. AUCTIONEER SERVICES DIVISION

CHUCK
WADSWORTH

AND ASSOCIATES
P.0. BOX 189
PALANTINE BRIDGE
EW YORK, 13428

518) 673-3488

A LETTER SAYS
IT ALL . ..

HIGH IMPACT VISUAL
AUCTIONFLITERATURE
rom

Industrial Publishing
P.0.Box 2328

Eugene, Oremon 97402
Attn: Ms. Linda Kau

Dear Linda,

B e e Yt Home Office and Factory

He is responsible for our initial ventures in advertisinr

LR R P.O. Box 2328 * Eugene, OR 97402

Chuck impresses me as being an ambitious, enerwmetic

individual vho would be an asset to any oreanization.
Thank vou for the opportunity to share my feelinrs with )

you.

Sincerely yours,
f

:f/lrﬂ -~

— .

Frederick Dewev
Preasident

June, 1982 15




Promote your
business with
NAA pamphlet

In the center section of the April, 1982, AUC-
TIONEER you’ll find your sample copy of the NAA’s
“auction customer pamphlet”. The pamphlets you
order will be the same colors as shown in the sample,
and contain personal and auction business informa-
tion. Designed for distribution to your auction custo-
mers and clients, the NAA pamphlet can be an ex-
cellent addition to your promotional efforts.

Customer pamphlet
highlights information

Auction buyers, clients, and prospects need all
the important information about your auction service.
To assure that your pamphlet will be produced as
promptly as possible, please follow the ordering
procedure closely.

* To begin, read this entire article before completing
the order form.

®* Photocopy or remove the pamphlet order form.

® Provide the address and service information as
requested on the form. Enclose a black and white,
head and shoulders photograph of yourself in
business attire; and photos of other personnel in
your company, if they are to be pictured in the
pamphlet. |

®* Decide what quantity of pamphlets to order, en-
close payment, and send directly to the NAA office.

The following guidelines will be helpful in pre-
paring information to appear in your NAA auction
customer pamphlet. Please refer to the sample
copy for general positioning of information.

Name and address

Your name, business name, business address
and phone number will be printed above your picture.
In the case of multiple pictures, names will probably
appear above, and business address will be located
at some other prominent section of the layout. Pro-
fessional designations will follow your name as re-
quested. Below are a few examples of how nick-
names and designations will appear.

Jack A. Collins
Jack Collins

John A. Collins, CAIl, GRI
John A. “dack’ Collins
John A. “Big Jack” Collins

All of your business address information will be
included, but slogans and other extra items will not
be accepted. Also, you may include both your post
office box and street address if you wish. Please
refer to the following examples.

16

Business name on the cover

ABC John A.
Auction Collins
Company Auctioneer
We're We're
The The

Professionals Professionals

Business name and address inside

ABC Auction Company
1215 Main Street
Hometown, State Zip
Phone 402-489-9356

Slogans and street directions will not be accepted.

ABC Auction Company

1215 Main St.

“Your best friend for a sale.”
“Turn right at the big sign.”

Hometown, State Zip

Multiple business phone numbers can also appear
below your address.

Phone 402-489-9356 or 9357 Phone 402-489-9356
402-476-9211

~ If you have more than one office, the additional
office information will be included as space allows.

John A. Collins

ABC Auction Company ABC Auction Company-West
1215 Main Street 852 Oak Street

Hometown, State Zip  Othertown, State Zip

Phone 402-489-9356 Phone 402-476-9211

Auction service information

As shown in your sample pamphlet, space is
provided to include your photograph, two headlines,
and auction service information. (When multiple
photographs of company personnel are featured in
one pamphlet, the layout will be adjusted according-
ly, to make room for the additional photographs.
Therefore, the headline, “Any questions you have
. . . may be replaced by photos of people in your
company.)

Keep your business statements brief and to the
point. Depending upon length, 7-10 statements about
your auction services may be the ideal number to
summarize your auction business.

The following guidelines will apply to your auc-
tion service information.

* All statements must somehow relate to your auc-
tion service. You may be involved in other busi-
ness operations, but they cannot be promoted in
the NAA’s auction pamphlet.

®* You can promote your membership in state auc-
tioneer associations, and other professional or-

Continued page 19
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National Auctioneers Association
‘““Auction Customer Pamphlet” Order Form

% Only NAA members are permitted to order the auction customer pamphlet ¥ Please print clear-
ly or type information.

1) Names of all company personnel to be pictured in your NAA customer pamphlet. (Include profes-
sional designations to follow the name.)

2) Name of auction company, or auction service

Street address a _ __City____ State________Zip__

Business phone/area code
(If additional office location addresses are to appear.in the pamphlet, provide the address infor-

mation on a separate sheet of paper.) State Auctioneers Association member? ____Yes ____No
3) Write 7-10 brief statements detailing the auction services you provide. Use separate sheet if neces-

sary.

- . e o - O_____________________________

® _w ®

i _ _ ._ _ _ _ . _

@ @

4) Enclose logos suitable for printing, for each professional affiliation you want featured in your
NAA customer pamphlet. Social and fraternal organization logos will not be accepted. (Do not
send CAIl, GRI and other similiar professional designation logos. Your professional designation
will follow your name, pursuant to logo use regulations of organization awarding the designation.)

5) Enclose a black and white, head and shoulders photograph (in business attire), for each person
to be pictured in your customer pamphlet. Color photos will not be accepted.

6) Enclose payment for the following order. Make check payable to National Auctioneers Associa-
tion. Please note the charge for each additional photographs.

500 pamphlets, $165.00 1000 pamphlets, $230.00 2000 ps_lmthets, $250.00
plus shipping, $ 3.00 plus shipping, $ 4.50 plus shipping, $ 7.50

Add $12.00 for each additional photograph to be included.
TOTAL AMOUNT ENCLOSED $

(Allow three weeks for delivery following the date your order is received at the NAA office.)

Number of pamphlets ordered

Name of NAA member placing the order

Signature S _______Date your NAA membership expires

A rough layout of your pamphlet will be sent to you for approval/correction.

June, 1982 17




BE A PROFESSIONAL AIIC'I'IONEER
[past|  [provem|  [REsuLrs

You Will Soon Learn The Auctioneer’s Chant & v.c«roa_ mmw
How To Successfully conduct Auctions

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

YOUR CASSETTE COURSE COVERS SUCH IMPORTANT TOPICS AS:

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

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

Filler Words — Learn how they link numbers and add continuity to your chant.
L opening Chants — Choose from many and create your own individual style.
Victor J. McDonald, Master Auctioneer, Real History of Auctions — Know about your profession.

Estate Broker & successful businessman, has |
conducted many, many auctions. (Even one Opening Presentations — Set the pace for the auction and establish your

tha authority.

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

Buying and Selling — The true art of negotiation.

contracts — Essentlai In any profession.

Banking — The right banker can be your best friend.

Ethics — The foundation of any successful business.
Practice Cassette — Use dally and return for CERTIFICATE OF COMPLETION.

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

Into this 8 cassette auctioneering course and 100 one-liner jokes.

study guide textbook. The steps you must
follow to reach your goal are set out In an

easy and practical plan designed to be Money Back Guarantee: if you are not completely satisfled with this
followed at your own rate of progress. course at the end of 3 days, return it to us for a full refund. (YOu pay postage.)

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,
eqmpment brokers and, of course, APPRENTICE AUCTIONEERS.

MAIL TO: AUCTIONEERING COURSE COMPLETE COURSE

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

Victor McDonald Company, Auctionaire ® Division
CHECK ENCLOSED (Texas Resldents add 5 %) €.0.D. (Call 512-578-9811 P.0. Box 1805 Vic‘t)orin.y Texas 77901
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ganization§ that relate to your auction business.
Membership information for social or fraternal or-
ganizations will not be accepted.

®* Logos may be used in your auction service infor-
mation, but only logos of your state auctioneers
association, or other organizations that directly
pertain to your auction business. Again, no fra-
ternal or social organization logos.

Satisfaction guaranteed

Admittedly, the above guidelines for what will
or will not appear in your NAA customer pampbhlet
may seem comniplicated. But rest assured that your
pamphlet content and layout will be approved by
you personally, well before your pamphlet is taken
to the printer. Therefore, all pamphlet orders will be
produced according to the following procedure.

® Your pamphlet information, order and payment
must all be received together at the NAA office.
The information will be typeset according to your
request, within the above guidelines and layout of
the NAA customer pamphlet.

®* A rough layout will be prepared and sent to you
for final approval.

® You respond to the NAA office (by phone or letter)
approving, or correcting your NAA customer pam-
phlet.

®* Your pamphlet order will be printed, folded, and
shipped to you, but allow three weeks for delivery

following the date your order is received at the
NAA office.
Questions about the preparation of your NAA
auction customer pamphlet should be directed to the
NAA office before you place your order.

Youth tours

announced for NAA
convention. Registration
form, page 34.

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

hUJIcI-\ hlerk

Box 147 Northfield, Mn. 55057

WE’RE LOOKING AND BUYING!

INDUSTRIAL HEAT

TREATING EQUIPMENT
® OVENS @ INDUCTION HEATING

® FURNACES
® INSTRUMENTS

489 SULLIVAN AVE.
P.O.BOX G

June, 1982

PLEASE PLACE US ON YOUR LIST FOR FUTURE AUCTIONS
ON THIS TYPE OF EQUIPMENT, OR . ..

We travel throughout the United States and Canada for inspections to purchase these items

SOUTH WINDSOR, CONN. 06074-0956

® ACCESSORIES

Please contact for details

. . . CONTACT BOB SHEEHAN
(203) 289-1551 J
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Top Sellers for Spring/Summer 1982
ORDER FROM THIS AD NOW!

THE BEST IN AUCTION & FLEA MARKET MERCHANDISE

SHELDON CORD’S

MILLION DOLLAR
JEWELRY SALE

FOR ORDERS ONLY

CALL TOLL FREE (800) 621-7999

NOBODY BEATS OUR PRIGES!

THE BEST IN AUCTION & FLEA MARKET MERCHANDISE

TOOLS-ELECTRONICS-HOUSEWARES-JEWELRY

HELDON CORD’S
MILLION DOLLAR SALE

FOR ORDERS ONLY

CALL TOLL FREE (800) 621-7999

“BLINKS AS YOU| 18" SUPER
e K ";::: ::“ cne:rr}"tl:nnn AM-FM-MPX BATTERY LARGE A7PC
WALKING STEREO | OPERATED RUBIC'S %" DR. SOCKET
PEN WATCH VISOR HAT | BACKGAMMON S CALCULATOR
IW/CASE & AUTO. RADIO PORTABLE PUZZLE SET
BOXED W/BATTERIES SET $8.90 SHUT-OFF W/HEADPHONE FAN CUBES $3.00
1.9 EA $5.90 EA. | S19.95EA. | $2.50 EA. | $6.0000Z |  ser
LCD STICK-ON [ 1rc 10 PC. 11PC. 7PC.
MUSICAL WO0O0D HANDLE |SCREWDRIVER| wOOD HANDLE |  NUT DRIVER FOOT
CLOWN SCREWDRIVER SET SCREWDRIVER SET PUMP
CLOCK SET $12.00 SET $2.50 $4.00
$6.75 EA. $2.00 sev | DZ. SETS | $3.50 sev SET EA.
LCD ULTRATHIN CHILDREN'S 4 PC. 11 PC. BOX & T 4 PC. ﬂ 5 PC. POCKET
MEN'S OR LADIES’ S-FUNCTION ADJ. OPEN END PIPE PLIER FISHERMAN
WATCH — DIGITAL WRENCH WRENCH WRENCH SET SPIN-CASTING
DELUXE BAND WATCH SET SET SET $8.50 OUTFIT
$8.90 EA. $5.00 EA. $7.00 seT | $7.00 SET FSB.QO SET SET $5.75 EA.
e o i - T -
NEW CAR SPOT- 40 PC. AM-EM 14 PC BOX 6" HEAVY
LIGHT PLUGS INTO TAP & DIE POCKET & OPENEND | MECHANIC'S GUAGE 19”
CAR CIGARETTE SET RADIO WRENCH SET VISE TOOL BOX
LIGHTER $9.50 $6.50 EA $14.90 $30.00 $6.9
$24.00 DOZ. SET ' ' SET EA. EA.
GIANT JET SPEED 3" LITTLE 2-BLADE
Y HAMBURGER PULL-BACK DUKE AMER. MADE
RADIO ACTION LOCK BLADE BARLOW

BEE;:.IEEIA" $5.50 EA. RACER CAR KNIFE KNIFE
36.90 EA. $12.00 DOZ.| $10.000z | $18.00 oz |

—_—

MUSICAL ASST. COPPER | |5” LOCK BLADE ‘7PC MEN'S RAY-0-VAC | DISPOSABLE
REVOLVING MUSICAL KNIFE/LEATHER | CORONATION | PROMOTIONAL LANTERN GAS
SEA GULL sugﬁlins":;%sl.r SHEATH REGALWARE WALLET W/ VOLT LIGHTER
W/MIRROR TENNIS, ETC. $30.00 TEFLON SET $10.80 BATTERY $45.00
$4.50 EA. $4.50 EA. DOZ. $15.95 SET DOZ. $30.00 DOZ. GROSS
E'urﬁ 4 PC 1PC LARGE AIRPOT —— SANYD
DIGITAL ~ GROOVE JOINT |  COPPER CLAD 1.9 UTER TELEvision | MICROWAVE
ALARM PLIER SET COOKWARE HOT OR COLD SET RADAR
CLOCK $8.90 SET 6 TO A CASE $65.00 EA RANGE
$19.90 EA. SET $11.90 SET | $24.00 CASE . ' Ls-| 90.00 EA.
ANTIQUE AM/FM AM/FM 100W ROLLS AM POCKET
BINOCULARS DIE CAST IN-DASH IN-DASH | CAR BOOSTER/ ROYCE RADIO -
W/CASE SH:EH'I"%I#E . 8-TRK. CASSETTE EQUALIZER RADIO ASST.
$29.95 REPLICAS PLAYER PLAYER $25.00 $5.75 COLORS
PAIR $8.90 DZ. $30.00¢ea. | $30.00 €A EA. EA. $2.50 A
IMPORTED LADIES’ FULLY MEN'S FULLY DELUXE 8 PC. 49 MHZ HAND-HELD
AR JFC. | PeurNGL | arowanc | auTowAnic LEATHER | POOL TABLE BAND 3 CHANNEL ::gg“s‘TTEf:
CLOCK PEN SET cir.eoxep | PUSH-BUTTON | PUSH-BUTTON TRUCKER'S | COASTER SET WALKIE 2 WATT C.B. §15.00
UMBRELLAS UMBRELLAS WALLETS ALL WOOD TALKIE SET TRANSCEIVER .

10.80 DOZ.
sa.00ea. | $10-8000Z- | <30 00 poz. | 525,00 DOZ. | 528.00 0Z. | | $36.00 DZ. | $6.90 ea. | $18.90 sev| $75.00 2. | PO

SHELDON CORD PRODUCTS OPEN MON THROUGH FRI 9-6 P M

OPEN SATURDAY 9-4 P M SUNDAY 10-4 P M

DEPT. ST-5, 2201 W. DEVON - CHICAGO, IL 60639 PHONES: (312) 973-7070 973-7071
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Auctions Easien
PLEASE STATE SIZE OF

FILE YOU WISH TO ORDER

400 Slot File
(Slots — 2” deep - 2” wide)

$169.95
100 Slot File
(Slots — 312" deep - 272" wide)
$59.95
100 Slot File
(Slots — 2 deep - 2" wide)
$59.95
50 Slot File
(Slots — 372" deep - 212" wide)
$39.95
50 Slot File
(Slots — 2"’ deep - 2’ wide) P
$39.95
You can use any of the above files for
several hundred bidders or more. NEW 400 SLOT F".E, 30" WIDE, 211/ HIGH.

We have the clerking sheets that come in
triplicate, with three sides glued together.
There are 21 items per sheet. These are
made for the 2” file. We do not make a [ Ttem No.
clerking sheet for the 32" by 22" file.
Package of 200 Sheets (4,200 ltems)

$40.00 Purchaser
Package of 600 Sheets (12,600 Items)

$115.00 Price Send check or C.0.D.
Telephones — Office (308) 995-8614

Home (308) 995-5098 LUNDEEN SALES FORMS

We pay shipping charges on all items This is for the 2" file 423 East Avenue  Holdrege, Nebraska 68949

g - For Tt Anuc,Estatc
_ q A s or Collector's Auction

: m Be Sure to Use '
mmvmﬁmm Thc WCCkly N

== vy
‘ =y A ADER
b ‘> s O '
{ P.O. Box 90TA, Ruightstown, lnd. 16145 Call TOLL FREE TO RESERVE ADS OR FOR INFO
FOR A CROWD OF AFFLUENT BUYERS (IA, IL, KY, MI, MO, OH, TN, W.V., WI (PA 412 or 814 only)  1-800-428-4156
é WHO FLY AND DRIVE LONG DISTANCES Indianapolis & NE suburbs 326-2235
Circulated primarily in Illinois, Indiana, Kentucky, Indiana 1-800-382-1050
) Michigan, Missouri, Ohio, Tennessee, West Virginia, Wis- TOLL gg‘;&sl?éig;t;?:_?ﬂ:;;:;3&:3422_82?,3:3::_ %4:,ili3§ —
{ consin, Western New York, Western Pennsylvania, East- (Evenings after 5 and Sat. pm & Sundays BY CHANCE).
ern Iowa. IN OUR 14TH YEAR. Delivered every Monday in most states.
'}‘he Tri-State Trader has more antique a-uctions'in the Normal Ad Deadline: 9 am every Wednesday. Ads taken
o\ Mid-Central states than any other publication in the until 8:30 a.m. Friday, but please call in reservation early.
world! Results guaranteed or no pay! (Inclement weather (Small surcharge for late ads after 9 am Wednesday.)
) excepted). Ask for a show of hands. Yes, we're that sure! Gelco or other Courier service recommended for late ads. )
(. Free Samples Sent to Auctioneers on Request Special delivery is good insurance. A
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Auction education

WORKSHOP INSTRUCTOR, Mac Burnette, 1981
World Tobacco Auctioneering Champion.

Family entertainment The I 982
NAA

“Southern
Fair”
Convention

July 28 through July 31
Atlanta Hilton Hotel

Atlanta, Georgia

“SHOWBOAT” entertains Wednesday night.
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Planning and
arriving

To assist your preparation for attending the 1982
NAA Convention in Atlanta, Georgia, the following
information will be helpful. To begin with, complete
the forms in the center section of this AUCTIONEER.
Send your hotel reservation directly to the Atlanta
Hilton; send your convention registration and fees
check to the NAA office.

Hotel information

Reservations must be received by July 7, 1982.
Accommodations after that date will be confirmed
on a space availability basis, at regular room rates.

Room rates, especially arranged for the NAA
convention, apply only to NAA convention registrants.
Reservations must be made on the reservation form
in THE AUCTIONEER, and phone reservations for
NAA rates will not be accepted. Additional reserva-
tion forms available upon request to the NAA office.

Arrival time stated on your reservation form is
the time you can check in and have your luggage
stored until your room is ready. All hotel rooms are
prepared for 3 p.m. occupation each day, so you may
want to make plans accordingly.

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

A deposit is not required to hold your room.
Your reservation will be held until 6 p.m., unless the
hotel is notified of your exact arrival hour.

All official convention activities will take place
in the Atlanta Hilton.

Automobile parking

Covered parking facilities located beneath the
hotel are operated by United Parking, Inc. Current
rates (subject to change without notice) are $4.00 for
all day and $6.00 valet parking.

Automobile access to the Atlanta Hilton in the
downtown area is via three major interstate highways
(I-20, 1-75, and |-85) which converge near the heart
of downtown Atlanta. Interstates continue through
the city, providing access to the airport and the en-
tire Metro area.

Hilton credit and check cashing policy

The Atlanta Hilton will accept credit card,
traveler’s check, or personal check in payment for
your lodging. However, the hotel will request to see
a major credit card if you pay for your room with a
personal check.

June, 1982

Airline/Hartsfield Atlanta
International Airport

The world’s largest passenger terminal complex
is located nine miles south of the Atlanta Hilton in
the city center. Major air carriers into Atlanta are
Eastern, Delta, Republic, Frontier, Ozark, and Pied-
mont.

Taxi rate from the airport to the hotel is around
$13.50. Those who ride in groups of three or more
can pay a $4.50 per person fare. The Atlanta Air-
port shuttle operates from the airport to all major
downtown convention hotels at $5.25 per person,
round trip ticket $10.00.

Private plane airports, flying services information

Hangar One at Hartsfield Airport 404-765-1300

Peachtree/Dekalb Airport, northeast of Atlanta 404-
457-7236

Charlie Brown Airport, west of Atlanta 404-691-3616
Camping and RV parking

Campgrounds serving the Atlanta metropolitan
area are miles from the city center. Please contact
the individual campgrounds for more information.

Arrowhead Campground, 10 miles west of Atlanta
404-948-7302

KOA North, 20 miles northeast 404-427-2406

Stone Mountain Campground, 16 miles east 404-
469-9831

Recreational vehicle parking near the Atlanta
Hilton is available in outdoor parking areas surround-
ing the hotel. These parking facilities charge around
$3.00 per normal sized parking space per day.

THE ORIGINAL RUBY RED BAND, more great music
during ‘““Southern Fair’’ Convention.
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MACHINERY
AUCTIONEERS

NOW YOU CAN REACH OVER
190,000 METALWORKING
MACHINERY PLANTS

SELL-ECTIVE
mailing
lists

%

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.I.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

29516 SOUTHFIELD RD. — P.0. BOX 5002
SOUTHFIELD, MICHIGAN 48037
PHONE: 313-557-0100 — TELEX: 231237

RS |
Business Media
Corporation

State Associations
to boost Fun Auction

The time between now and Thursday night,
July 29, could be just enough time for all State
Auctioneers Associations to choose Fun Auction
items to represent their states or regions. Last year’s
convention Fun Auction set a proceeds record, and
the 1982 Fun Auction will probably set another
record. State Auctioneers Associations can lead the

way in contributing items to the success of this
year’s big sale in Atlanta.

Open to all NAA members

Every NAA member auctioneer is eligible to auc-
tion an item (or items) at the 1982 Atlanta Conven-
tion Fun Auction. And, of course, every NAA mem-
ber is eligible to contribute an appropriate sale item
(or items) to the Fun Auction. However, if you are
not able to attend, your sale item will still be grate-
fully accepted and sold at the convention. Please
give your item to someone who is attending, and
they will sell your Fun Auction contribution.

The actual selling order will be determined in
advance by the Convention Host Association, Fun
Auction Committee. So that everyone will know
when they will appear on the stand, the following
format will be used.

1. The NAA president will sell the first item.

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

The convention chairman will sell the next item.

The State Associations will sell their respective
items, and determination of which state associa-
tion sells first will be made by a draw.

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

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

-l o

The clerking, cashieriny, and bid taking duties
will be administered by the members of the Georgia
Auctioneers Association and the other Co-host As-
sociations.

The 1982 NAA Convention Fun Auction is going
to be another sale success, and one way or another,
all NAA members can be a part of it. The Fun Auc-
tion is your opportunity to help support the NAA con-
vention, and display your auction talents to the
world’s best auctioneers — your fellow NAA mem-
bers.

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

George Michael

Proper ldentification of Antiques for
Proper Auction Advertising

George Michael entered the auction business
in 1950, opening one of the first auction galleries in
New England. To date he has conducted over 3,200
auctions. Son Gary and daughter-in-law Doris are
also auctioneers.

Mr. Michael has authored four books on an-
tiques, and since 1963, has appeared on national
public television with his own antiques program
series.

He does appraisals and lectures throughout the
country and has lectured in England and Canada.
Auctioneer Michael also teaches university and mu-
seum classes on antiques.

James L. ‘“‘Jim” Odle

Livestock Auctions (Video Sales)

A partner in the firm of Odle Cumberlin Auction-
eers, Inc., Brush, Colorado, Jim Odle has an exten-
sive farm and ranching background. He is personal-
ly involved with traditional livestock sales, video
cattle auctions, residential property auctions, as well
as commercial and agribusiness property.

Mr. Odle is a 20 year veteran of the auction
business and livestock marketing. He has also won
regional honors in the World Champion Livestock
Auctioneer Championships: Western Region Cham-
pion, 1978, 1980; Reserve, Champion Western Re-
gion, 1976; and Central Region Champion, 1972.

Walter F. Vilsmeier

Heavy Machinery and Equipment

President of Vilsmeier Auction Co., Montgomery-
ville, Pennsylvania, Walter Vilsmeier has specialized
in heavy equipment auctions since 1972. Sale lots
include construction equipment, line equipment,
utility vehicles, and industrial materials.

The Vilsmeier company employs 17 full time
staff and last year conducted 84 auctions on the
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East Coast, and in Michigan, lllinois, Florida, Missis-
sippi, Louisiana, Texas, Utah, and North Dakota.

Approximately 100 auctions have been sched-
uled for 1982, including a sale in Alaska.

Mac Burnette

Selling Tobacco at Auction

Pictured on page 22, Mac Burnette has become
an ‘‘ambassador for tobacco’ since he won the World
Champion Tobacco Auctioneer title this year. NAA
member Burnette, from Clarksville, Virginia, and his
wife Vicky have traveled extensively on behalf of
auctioneering and the championship’s sponsor, R. J.
Reynolds Tobacco Co.

Mac Burnette has appeared on numerous radio
and television shows, including CBS’s “Morning”
with Charles Kuralt. Publication articles have in-
cluded major newspapers and “US” magazine.

Personal appearances for auctioneer Burnette
have ranged from the Virginia Bankers Association
and Tobacco Expositions in Canada to the Grand
Ole Opry and Old Timer’'s Baseball auction for the
March of Dimes.

Pete Murray Bernard Hart

Auto Auction Workshop

An auctioneer since 1948, Pete Murray, Clifton
Park, New York, is the 1982 president of the National
Auto Auction Association. From 1954 until 1964 he
sold at four auto auctions a week in New England,
opening his own auto auction in 1965. Today, North-
way Exchange in Clifton Park averages 600 car con-
signments each week.

Mr. Murray also has a general auction business,
selling automotive related equipment, real estate,
commercial businesses, and farm machinery.

Veteran auctioneer Bernard Hart, Lincoln, Ne-
braska, was a breeder and exhibitor of Polled Here-
ford cattle before becoming a field representative
for POLLED HEREFORD magazine. He later was ap-
pointed editor and general manager of the monthly
livestock publication until its sale in 1952.

Mr. Hart has conducted or assisted in purebred
livestock auctions in 34 states and Canada, worked
for 10 years at the Indianapolis Auto Auction and
was appointed as executive secretary of the Na-
tional Auto Auction Association in 1958. He still
holds that position.

Continued page 35
25




Advertising contest —
July 1 entry deadline

Here’s the big opportunity to gain valuable rec-
ognition for your advertising efforts, your client ad-
vertiser, and your auction professionalism. The NAA
advertising contest picks only the best of auction
advertising from members throughout the nation. But
you can’t achieve such recognition without first sub-
mitting entries.

An entry can be your largest sale bill and even
your auction business letterhead and envelope.

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

The rules for the Advertising Contest will be
published in each AUCTIONEER between now and
July, so that everyone will have time to prepare en-
tries for the 1982 Contest. Awards will be presented
at the Awards Festival of the 1982 NAA Convention,
Friday, July 30.

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

Advertising Contest Rules

1. Entries must display the NAA emblem or the

statement that the auctioneer is a member of the
NAA.

2. Entries must be submitted to the NAA office —
three copies of each entry — by July 1, 1982.

3. Entries must be on the current year sales (July
1, 1981, through June 30, 1982).

4. Each member entering the contest can select an
entry to be represented in any of the particular
categories. Limit is one entry, per member, per
category. Each entry must be labeled, or clearly
marked, as to the category for which it is being
entered, and three pieces of each entry must be
submitted. (NOTE: If the advertising is not

labeled as to which category it is being entered,
it will not be submitted to the judges, and addi-

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

the South St. Paul Stockyards.

Seminar is held the 1st week in February.

For catalog and enrollment information Send to:

Col. Gordon E. Taylor
LIVESTOCK AUCTIONEERING SEMINAR

REISCH WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

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

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
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10.

tional advertising pieces will be maintained in the
NAA office for reference only.)

Members of the Advertising Committee are not
eligible to compete for an advertising contest
award.

. Previous year winners — those who won an

award in 1981 — are not eligible to compete in
the category in which they won in 1981, but they
may enter any of the other categories.

. Of the three samples submitted for each entry,

one copy will be maintained in the NAA office;
one copy will be maintained for judging; and the
third copy will be displayed for viewing by the
convention registrants, after the awards’ recipi-
ents are announced.

. Two, first place awards will be presented in each

category; one for one-color ink on paper; and
the second for multi-color ink on paper.

. A “Best of Show’ award will be presented to the

best entry submitted for the contest (and will
not be included in the other award categories).
The categories are as follows.

a. Commercial and Industrial

b. Farm (an operating farm liquidation)
c. Real Estate

d. Antiques

e. “Specialty’ (cataloged sale)

f.

Consignment Sales with General Household
and Estate Liquidation

g. Institution (auction firm promotion)
h

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

Remember, all NAA members are eligible to en-

ter their advertising (three copies of one entry per
category), but reference to the member’s NAA aifilia-
tion must be displayed on the advertising piece
(NAA emblem, or “John Doe, Member, National Auc-
tioneers Association”).

It is not too early to select your best auction ad-

vertising for the above categories, and submit it to
the NAA office by July 1, 1982. Be sure and have
a completed entry form attached to the set of three
examples for each entry. Any questions concerning
advertising rules or contest procedures should also
be directed to the NAA office.

4

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 hler

Box 147 Northfield, Mn. 55057
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ENTRY FORM

National Auctioneers Association
1982 Advertising Contest
NAA Annual Convention

Atlanta, Georgia

Please type or print.

CONTEST CATEGORY

(include letter and name of category)

SUBMITTED BY _

(name of NAA auctioneer advertiser)

STATEMENT OF PURPOSE FOR THE

ADVERTISING

NUMBER PREPARED

NUMBER DISTRIBUTED

HOW DISTRIBUTED

BRIEF DESCRIPTION OF SALE

DEADLINE FOR ENTRIES: July 1, 1982

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

Advertising Contest
National Auctioneers Association
135 Lakewood Drive
Lincoln, Nebraska 68510-2487

Be An Auctioneer

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

FREE CATALOG!

Missouri Auction School
1600 GENESEE / KANSAS CITY, MO. 64102
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July nominations deadline
for NAA candidates

Any NAA member can be nominated for elected
office in the National Auctioneers Association. What
must be submitted on behalf of the candidate is a
resume of the candidate’s qualifications for office, a
letter (or letters) of support for the candidate’s nomi-
nation (a candidate does not necessarily have to be

nominated by a state auctioneers association), and a

black/white glossy photograph of the candidate. The
deadline for nomination is July 1, 1982.

In accordance with the 1980 NAA By-Law re-
visions governing officer elections, not only will the
members elect the four directors, but the members
will also elect the treasurer, a vice president, and a
president-elect. The current president-elect will as-
sume the president’s office.

The nominations for the offices of directors
(four) and officers (treasurer, vice president, presi-
dent-elect) are open for the 1982 NAA Convention.
All letters declaring the candidate’s nomination for
an NAA elective office should be directed to: Harvey
L. McCray, Executive Vice President, National Auc-
tioneers Association, 135 Lakewood Drive, Lincoln,
NE 68510-2487. Nominations will not be accepted
after July 1, 1982.

OFFICIAL WELCOME to the Atlanta Convention from
Howard Buckles, NAA president, and Ron Harris,

(with microphone) Acworth, Georgia, 1982 conven-
tion chairman.

The Nominating Committee sincerely hopes that
candidacies will be announced, and support letters
submitted soon, so that ample time will be available
to the committee for thorough review and considera-
tion.

e — T =

Inflation? That’s something you bought for $5.00
a few years ago now costing $10 to repair.

The Auctioneer’s ““Auctioneer’’

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

SULTATION IN PRACTICALLY EVERY CATAGORY
OF REAL OR PERSONAL PROPERTY.

® COLORFUL TENTS (For Outside Sales)

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

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

® FINANCING AVAILABLE (On Most All
Properties)

® NATIONWIDE TOLL FREE TELEPHONE

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

BROKER PARTICIPATION INVITED.

Call Toll Free

In Georgia Call
800/342-2666

Elsewhere Call
800/841-9400

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

HUDSON AND MARSHALL J INC.
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NATIONAL AUCTIONEERS ASSOCIATION

1982 Atlanta Convention
July 28-July 31, 1982 4 Atlanta Hilton Hotel

PROGRAM

Atlanta, Georgia

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

=

pm

9:00 am to

5:30 pm

9:30 am to
pm

o
e
o

1:30 pm to
5:00 pm

9:00 am to
6:00 pm

8:00 am to
6:00 pm

8:30 am to
5:00 pm

9:00 am to
5:00 pm

9:00 am to
5:30 pm

9:30 am to
3:30 pm

9:00 am to
12:30 pm

June, 1982

Tuesday, July 27

ANNUAL CAIlI UPDATE SEMINAR. Second floor,
Grand Salon West. “Personal Financial Develop-
ment — Part 1I”. Open only to current CAl mem-
bers and those to be inducted at the 1982 NAA
convention.

TOUR A — ROOSEVELT'S “LITTLE WHITE
HOUSE”/CALLAWAY GARDENS. Register 30
minutes before departure at Host Association
Tour Desk, second floor. Tour includes the
beauty of Georgia’s Callaway Gardens, lunch, and
a visit to Warm Springs, home of President
Franklin Rossevelt’s ‘Little White House”. Re-
freshments served on return trip.

TOUR B — “GONE WITH THE WIND” ERA ANTE-
BELLUM TOUR OF MADISON, GEORGIA. Regis-
ter 30 minutes before departure at Host Associa-
tion Tour Desk, second floor. Tour includes high-
lights of downtown Atlanta, visit to 19th century
world of Madison, Georgia, and lunch at old-
fashioned cafeteria on the square.

TOUR C — ELEGANT ATLANTA. Register 30
minutes before departure at Host Association Tour
Desk, second floor. Tour begins with spectacular
modern architecture downtown. Travel out to
Atlanta’s elegant Northwest Residential Area,
visiting famous Georgia houses. Also visit the
Historical Society’s McElreath Hall.

Wednesday, July 28

NAA HEADQUARTERS OFFICE.
second floor.

HOST ASSOCIATION HEADQUARTERS.
Adams Room, third floor.

NAA BOARD OF DIRECTORS MEETING. Chero-
kee Room, second Noor.

REGISTRATION DESK. Second floor, west area.
Advance registrants show registration confirma-
tion card to clerk and receive convention packet.
Those not registering in advance must complete
registration forms at “Regular Registration” desk.
TOUR D — “LITTLE WHITE HOUSE”/CALLAWAY
GARDENS. (See information at 9:00 am, Tues-
day, July 27.) Register 30 minutes before de-
parture at Host Association Tour Desk, second
floor.

TOUR E — TOUR OF MADISON, GEORGIA. (See
information at 9:30 am, Tuesday, July 27.) Regis-
ter 30 minutes before departure at Host Associa-
tion Tour Desk, second floor.

TOUR F — MORNING AT STONE MOUNTAIN.
Register 30 minutes before departure at Host As-
sociation Tour Desk, second floor. Tour includes
Stone Mountain and its state operated park, with
the world’s largest sculptured art work. Tour the

Cloak Room,

John

1:00 pm to
5:00 pm

1:30 pm to
5:00 pm

3:00 pm to
5:00 pm

8:00 pm to
12 midnight

7:30 am to
8:30 am

8:30 am to
10:20 am

8:00 am to
5:00 pm
8:00 am to
5:00 pm

plantation complex. Have a choice of either a
riverboat ride or skylift to the top of the moun-
tain.

CONVENTION DISPLAYS SETUP. Lisbon Room,
third floor. Convention displayers, who have pre-
registered with the NAA office and have paid the
displayer's fee, can setup their displays, begin-
ning at 1:00 Wednesday. ALL DISPLAYS must be
removed prior to 3:00 pm, Saturday, July 31.

TOUR G — ELEGANT ATLANTA. (See informa-
tion at 1:30 pm, Tuesday, July 27.) Register 30
minutes before departure at Host Association
Tour Desk, second floor.

NAA AUXILIARY BOARD OF DIRECTORS MEET-
ING. Room 452, fourth floor.

SOUTHERN FAIR “FUN NIGHT”. Grand Ballroom,
second floor. The NAA “Fun Night” is for the
entire family. Events include Dixieland and Blue-
grass music and clogging. Fair booths will be
sponsored by the Alabama, Florida, Georgia,
North Carolina and South Carolina Auctioneers
Associations.

Thursday, July 29

STATE OFFICERS’ BREAKFAST. Cobb/Clayton
Rooms, second floor. Breakfast for presidents
and secretaries of State Auctioneers Associa-
tions.

STATE OFFICERS’ WORKSHOP. Gwinnett Room,
second floor. President-elect Rex Newcom,
Whitewater, Kansas, moderator. Workshop for
presidents and secretaries of State Auctioneers
Associations.

REGISTRATION DESK. Second floor, west.

NAA HEADQUARTERS OFFICE. Cloak room, sec-
ond floor.

Continued page 30
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PROFESSIONAL CLOGGERS, the group “Sundance”
to perform on Wednesday night.
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8:30 am to
10:30 am

9:00 am to
11:00 pm

9:00 am to
10:15 am

9:00 am to
12 noon

10:30 am to
11:45 am

12 noon to
2:30 pm

HOST ASSOCIATION HEADQUARTERS. John
Adams Room, third floor.

LADIES HOSPITALITY AND EDUCATIONAL
HOUR. Crystal Ballroom 1, first floor.

YOUTH ACTIVITIES ROOM. Thomas Jetferson
Room, third floor. (This year, NAA member Gene
Simpkins wil organize the Youth Activities pro-
gram for the convention. Mr. Simpkins is a police
officer assigned to schools, as well as an ex-
perienced clown. He will supervise games and
entertainment, during the hours that the Youth
Activities Room is open.)

HEAVY MACHINERY & EQUIPMENT WORKSHOP.
Grand Salon West, second floor. Moderator Har-
vey C. Lambright, CAl, director, LaGrange, Indi-
ana. Instructor, Walter Vilsmeier, Montgomery-
ville, Pennsylvania.

HALL OF FAME COMMITTEE MEETING. Douglas
Room, second floor.

AUCTION SCHOOL COMMITTEE. Cherokee
Room, second floor. Presiding Dean H. Parker,
director, and chairman, Logan, Utah. Meeting
for auction school representatives to discuss pro-

posed curriculum.
NATIONAL AUCTIONEER LICENSE LAWS OF-
FICIAL ASSOCIATION (NALLOA) Board of Direc-
tors meeting. Paulding Room, second floor.
GSA AUCTIONEERS MEETING — M. A. McDoug-
all, President, Jacksonville, Florida.
BIG BUSINESS LIQUIDATIONS (COMMERCIAL
BANKRUPTCIES). Grand Salon West, second
floor. Moderator, Sammy L. Ford, CAl, director,
Mount Vernon, Kentucky. Instructor, Michael M.
Gordon, CAI, Briar Place, Chicago, lllinois.
WORLD LIVESTOCK AUCTIONEER CHAMPION-
SHIP WORKSHOP. Grand Salon East, second
floor. Moderator, Hugh Miller, CAIl, director,
Evansville, Indiana. Instructor, Gerald D. Nevins,
Special Assistant to the General Manager, Live-
stock Marketing Association, Kansas City, Mis-
souri.
1982 “SOUTHERN FAIR CONVENTION” LUNCH-
EON. Grand Ballroom, second floor. Luncheon
tickets included in registration packet will be
collected at the tables.
Presiding: Rex Newcom, CAl, president-elect,
Whitewater, Kansas
Invocation
Pledge of Allegiance to the Flag
Luncheon
Welcome to Georgia
Welcome to Atlanta
Welcome to the 1982 “Southern Fair Conven-
tion”, Ronald C. Harris, convention chair-
man, Acworth, Georgia
Recognition of the Georgia Auctioneers As-
sociation, and co-hosting associations, Hosts
and Hostesses
Keynote address, Howard Buckles, president,
Keosauqua, lowa

1:00 pm to CHILDREN’S TOUR — TOY MUSEUM AND ROLL-

5:30 pm

30

ER SKATING. Youth Activities Room, Thomas
Jefferson Room, third floor. Tour begins after
luncheon is served and before programs of the
‘“Southern Fair Convention’” luncheon. (This tour
is not included in the Youth Activities program
nor in the children’s convention registration fee.
Register children for this tour as you would any
other.) Tour begins with a visit to the Toy Mu-
seum of Atlanta -— antique toys, dollhouses,
trains, mechanical toys, games, and a miniature
village. Remainder of the afternoon will be spent
roller skating. NOTE: Supervision will be pro-

SATURDAY NIGHT'S
SPEAKER, Keith Barrett.
Topic: “Laughter —
Shortest Distance
Between Two People”.

vided, but younger children may be accompanied
by a responsible brother or sister. Parents wel-
come, but must also register for the tour.

3:00 pm to BALLROOM REAL ESTATE AUCTION SALES.
4:30 pm Grand Salon West, second floor. Moderator,
Richard T. Kiko, director, Canton, Ohio. Instruc-
tors, J. L. Todd and Mike Loftin, Rome, Georgia.
LIVESTOCK AUCTIONS (VIDEO SALES). Grand
Salon East, second floor. Moderator, C. E.
“Chuck’” Cumberlin, Brush, Colorado. Instructor,
James L. Odle, Brush, Colorado.
3:00 pm to NOMINATING COMMITTEE, OFFICER/DIRECTOR
5:00 pm CANDIDATE INTERVIEWS. Douglas Room, sec-
ond floor. Archie D. Moody, CAIl, chairman pre-
siding.
NAA ARCHIVES COMMITTEE MEETING. Room
438, fourth floor. Dean W. Fleming, CAl, chair-
man, presiding.
NAA HEADQUARTERS RELOCATION COMMIT-
TEE MEETING. Gwinnett Room, second floor.
Martin E. Higgenbotham, CAIl, chairman, presid-
ing.
NAA AUCTION SCHOOLS COMMITTEE MEETING.
Clayton Room, second floor. Dean H. Parker,
chairman, presiding.
CAl BOARD OF GOVERNORS MEETING. Room
436, fourth floor.
NATIONAL AUCTIONEERS LICENSE LAWS OF-
FICIAL ASSOCIATION (NALLOA). Fulton Room,
second floor. Board of Directors meeting con-

tinued.
4:00 pm to 1982 FUN AUCTION ITEMS COLLECTION. Grand
7:30 pm Ballroom, second floor. Convention registrants to

present Fun Auction items to Fun Auction Com-
mittee. All items to be registered for display
purposes prior to the auction.

All NAA auctioneers, State Auctioneers Associa-
tions/Societies are requested to contribute items to
sell at the 1982 NAA Fun Auction. The auction will
begin sharply at 7:30 pm, and the first item will be
sold by NAA president Howard Buckles.

All auctioneers will have an opportunity to sell
their own donated items, if the items are marked as
such. Auctioneers are requested to provide their
names and descriptions of the items contributed. All
items will be identified by the Fun Auction Chairman
before the item is sold by the auctioneer.

It is important that the auction start at 7:30 pm,
and all convention registrants are requested to be
present at the beginning of the Fun Auction.

THE AUCTIONEER



NAA AUXILIARY president, Pat Lambright, left, and
Auxiliary convention chairwoman, Mrs. Lila Moody,
welcome all to Auxiliary program of educational
and social events, with Ladies Luncheon on Friday,

July 30.

LAST YEAR'S FUN AUCTION, with NAA president
Howard Buckles at the microphone.

4:30 pm to
6:30 pm

7:30 pm to
12 midnight

7:30 am to
9:00 am

June, 1982

GORDON E. TAYLOR, REISCH WORLDWIDE COL-
LEGE OF AUCTIONEERING RECEPTION —
EVERYONE WELCOME. Crystal Ballroom A, first
floor.

WESTERN COLLEGE OF AUCTIONEERING RE-
CEPTION. Crystal Ballroom B, first fjoor.
MENDENHALL SCHOOL OF AUCTIONEERING
RECEPTION. Crystal Ballroom E| first floor.

1982 NAA FUN AUCTION. Grand Ballroom, sec-
ond floor. Chairman, H. C. Thomas, Marietta,
Georgia. The Georgia Auctioneers Association
will administer the 1982 Fun Auction.

Friday, July 30

MISSOURI AUCTION SCHOOL OPEN HOUSE &
CONTINENTAL BREAKFAST — EVERYONE
WELCOME. Grand Ballroom D, second floor.

ILLINOIS STATE AUCTIONEERS ASSOCIATION
BREAKFAST. Crystal Ballroom C and D, first
floor.

AUCTIONEERS ASSOCIATION OF NORTH CARO-
LINA BREAKFAST. Crystal Ballroom E, first
floor.

8:00 am to
5:00 pm

9:00 am to
11:00 pm
9:00 am to
11:45 am
9:00 am to
10:15 am

9:00 am to
11:45 am

10:00 am to
11:45 am

10:30 am to
11:45 am

INDIANA AUCTIONEERS ASSOCIATION BREAK-
FAST. Crystal Ballroom F first floor.

VIRGINIA AUCTIONEERS ASSOCIATION BREAK-
FAST. Crystal Ballroom G, first floor.

TEXAS AUCTIONEERS ASSOCIATION BREAK-
FAST. Clayton Room, second floor.

ALABAMA AUCTIONEERS ASSOCIATION BREAK-
FAST. Crystal Ballroom A, first floor.

IOWA AUCTIONEERS ASSOCIATION BREAK-
FAST. Crystal Ballroom B, first floor.

NEBRASKA AUCTIONEERS ASSOCIATION
BREAKFAST. Paulding Room, second floor.

PENNSYLVANIA AUCTIONEERS ASSOCIATION
BREAKFAST. Dekalb Room, second floor.

NEW YORK STATE AUCTIONEERS ASSOCIA-

TION BREAKFAST. Gwinnett Room, second
floor.
KENTUCKY AUCTIONEERS ASSOCIATION

BREAKFAST. Vienna Room, third floor.
NAA HEADQUARTERS OFFICE. Cloak Room,
second floor.
HOST ASSOCIATION HEADQUARTERS.
Adams Room, third floor.
YOUTH ACTIVITIES ROOM. Thomas Jefferson
Room, third floor.
NALLOA OPEN MEETING. Fulton/Cobb Rooms,
second floor.
PROPER IDENTIFICATION OF ANTIQUES FOR
PROPER ADVERTISING AT AUCTION WORK-
SHOP. Grand Salon West, second floor. Modera-
tor, Dean Fleming, CAl, treasurer, Atkinson, Ne-
braksa. Instructor, George Michael, Merrimack,
New Hampshire.
AUTO AUCTION WORKSHOP. Grand Salon East,
second floor. Moderator, Haskel Ayers, CAl, di-
rector. Instructors: Pete Murray, president, Na-
tional Auto Auction Association (NAAA), Ballston
Lake, New York, Bernard Hart, NAAA executive
secretary, Lincoln, Nebraska.
NOMINATING COMMITTEE INTERVIEWS (con-
tinued if needed). Douglas Room, second floor.
Meeting to be held at Nominating Committee’s
discretion. Meeting times will be announced at
luncheons by chairman Archie Moody.
AUXILIARY TO THE NAA ANNUAL MEETING.
Grand Ballroom East, second floor.
Call to Order: Mrs. Harvey (Pat) Lambright,
president, LaGrange, Indiana.
Reading of Minutes: Mrs. Terry (Pat) Dunning,
secretary-treasurer, Elgin, lllinois.
Treasurer’s Report: Mrs. Terry (Pat) Dunnjng.
Historian’s Report: Mrs. Thomas (Myra) Garn-
er, historian, Bartow, Florida.
Committee Reports

Auditing: Mrs. Irene Dudley, chairwoman,
Hampton, lowa.

Membership: Mrs. Rex (Naomi) Newcom,
chairwoman, Whitewater, Kansas.

Education: Mrs. R. M. (Ann) Williams, chair-
woman, Arlington, Washington.

Youth: Mrs. Charles (Glenda Johnson and
Mrs. Walter (Ruby) Hartman, co-chair-
women, Sevierville, Tennessee, and Cam-
den, Ohio, respectively.

Nominating: Mrs. G. T. (Nan) Gilbert, chair-
woman, Lincolnton, North Carolina.

Election of officers and directors

Old business

New business

Adjournment
SELLING TOBACCO AT AUCTION. Grand Salon
West, second floor. Moderator, Archie D. Moody,

John
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CAl, director, Darlington, South Carolina. In-
structor, Mac Burnette, 1982 World Champion To-
bacco Auctioneer, Clarksville, Virginia.

SMALL BUSINESS ADMINISTRATION LIQUIDA-
TIONS WORKSHOP. Grand Salon East, second
floor. Moderator, John A. Horton, CAI, director,
Huntsville, Alabama. Instructors, Ronald C. Har-
ris, Acworth, Georgia, and Alan Slaman, SBA,
Washington, D.C.

10:30 am to CHILDREN’S TOUR — SIX FLAGS OVER GEOR-

4:00 pm

12 noon to
1:30 pm

GIA. Youth Activities Room, Thomas Jefferson
Room, third floor. (This tour is not included in
the Youth Activities program nor in the children’s
convention registration fee. Register children
for this tour as you would any other.) Six Flags
Over Georgia is one of the state’s most popular
attractions, a 250 acre amusement park where
admission ticket is your passport to more than
75 rides and attractions. Equivalent of $3.00 in
“park script” provided for lunch purchase. NOTE:
Supervision will be provided, but younger chil-
dren may be accompanied by a responsible broth-
er or sister. Parents welcome, but must also
register for the tour.

WISCONSIN AUCTIONEERS ASSOCIATION
LUNCHEON. Northwing West, second floor.

Important Notice

All women who register for the Atlanta Conven-
tion are cordially invited to the special Ladies Lunch-
eon. You do not have to be an NAA Auxiliary mem-
ber to attend the Ladies Luncheon, but you must
register in advance.

The cost of the Ladies Luncheon is $13.50 per
person, and is not included in your registration fee.
When you register, please pay an additional $13.50
for the Ladies Luncheon.

12 noon to
2:30 pm

32

LADIES “SOUTHERN GRANDEUR”

Grand Ballroom West, second floor.

Call to Order: Mrs. Harvey (Pat) Lambright,
president, LaGrange, Indiana.

Introduction of head table: Mrs. Jimmy (Gin-
ger) Blocker, Walterboro, South Carolina.

Invocation: Mrs. Bob (Ann) Williams, president-
elect, Arlington, Washington.

National Anthem: Mrs. John (Barbara) Suarez,
Atlanta, Georgia.

Pledge of Allegiance:
Suarez.

Georgia On My Mind: Mrs. John (Barbara)
Suarez.

Luncheon

Roll Call by states: Mr. Terry (Pat) Dunning,
Elgin, lllinois.

Welcome to Georgia: Mrs. Larry (Thelma)
Meares, Pelzer, South Carolina.

Response to Welcome:

Introduction to Entertainment:
(Ginger) Blocker.

Entertainment: “The Crowning of a Southern
May Queen”. Narrator, Ms. Bonnie Richard-
son, Florence, South Carolina.

Installation of officers and directors: Howard
Buckles, NAA president, Keosauqua, lowa.
Presentation of past president’'s pin: Mrs.
Charles (Glenda) Johnson, Sevierville, Ten-

nessee.

Awards and Prizes: Mrs. Archie (Lila) Moody,
convention chairwoman, Darlington, South
Carolina.

Benediction: Mrs. Rex (Naomi) Newcom, vice
president Whitewater, Kansas.

LUNCHEON.

Mrs. John (Barbara)

Mrs. Jimmy

1:30 pm to
2:45 pm

3:00 pm to
4:00 pm

7:00 pm to
12 midnight

7:00 am to
9:00 am

8:00 am to
3:00 pm

8:00 am to
10:00 am

9:00 am to
12 midnight

9:00 am to

10:15 am

9:30 am to
4:30 pm

10:30 am to
12 noon

FARM MACHINERY AUCTIONS. Grand Salon
West, second floor. Moderator, Norman Aldinger,
director, Cleveland, North Dakota. Instructor,
Marvin Henderson, Livingston, Louisiana.

GOVERNMENTAL RESTRICTIONS ON INTERNA-
TIONAL AUCTIONS. Grand Salon East, second

floor. Moderator and instructor, Dean H. Parker,
director, Logan, Utah.

OPEN MEETING OF THE NAA BOARD OF DI-
RECTORS. Grand Salon West, second floor.
Howard Buckles, president, Keosauqua, lowa,
presiding. Meeting open to all NAA members,
for discussion with the Board of Directors, the
goals and programs of the Association.

SOUTHERN FAIR CONVENTION DINNER AND
NAA AWARDS FESTIVAL. Grand Ballroom, sec-
ond floor. Presiding, William L. ‘Bill” Gaule, CAl,
vice president, Chatham, lllinois.

Invocation

Pledge of Allegiance to the Flag

Dinner

Awards Presentations
1981-82 Advertising Contest, Haskel Ayers,

CAl, director and chairman, LaFollette,
Tennessee.

1982 Convention Attendance Awards, Haskel
Ayers.

Certified Auctioneers Institute (CAl) member-
ship designations and indoctrination. NAA
members who have successfully completed
the CAIl courses will be awarded their CAI
memberships by Lanny G. Thomas, CAl
president, Gadsden, Alabama.

Special Musical Review Entertainment

Saturday, July 31

CONTINENTAL BREAKFAST AND ANNUAL MEET-
ING OF THE CERTIFIED AUCTIONEERS INSTI-
TUTE (CAIl). Grand Ballroom West, second floor.

NAA HEADQUARTERS OFFICE. Cloak Room, sec-
ond floor.

HOST ASSOCIATION HEADQUARTERS.
Adams Room, third floor.

NAA AUXILIARY BOARD OF DIRECTORS CON-
TINENTAL BREAKFAST AND MEETING. Room
436, fourth floor.

YOUTH ACTIVITIES ROOM. Thomas Jefferson
Room, third floor. (Dance music for the conven-
tion’s young people will begin after the Presi-
dent’'s Banquet at 9:30 pm. All young people are
welcome, and a group called ‘The Retreads"
will be performing.)

AUCTION GALLERY WORKSHOP. Grand Ball-
room East, second floor. Moderator, Joe E.
Small, CAI, director, Dallas, Texas. Instructors,
John and Barbara Suarez, Atlanta, Georgia.
CHILDREN’S TOUR — STONE MOUNTAIN PARK.
Youth Activities Room, Thomas Jefferson Room,
third floor. (This tour is not included in the Youth
Activities program nor in the children’s conven-
tion registration fee. Register children for this
tour as you would any other.) Day at the State
operated park includes viewing the ‘“rock’, choice
of five attractions, and picnic lunch in the park.
NOTE: Supervision will be provided, but young-
er children may be accompanied by a responsible
brother or sister. Parents welcome, but must
also register for the tour.

ANNUAL MEETING OF THE NATIONAL AUCTION-
EERS ASSOCIATION. Grand Salon West, second

floor. Howard Buckles, president, Keosauqua,
lowa, presiding.

John
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Call to order: President Buckles

Invocation

Introduction: President Buckles

Memorial Service for deceased members: Aux-
iliary to the National Auctioneers Association.

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

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

Committee reports: NAA Committee Chairmen

Recess

12 noon to AUXILIARY PAST PRESIDENTS’ BRUNCH. Crys-
1:30 pm tal Ballroom B, first floor.

1:00 pm to VOTER REGISTRATION/BALLOTS DISTRIBU-
1:30 pm TION. Grand Salon Corridor-1, second floor.

Ballots will be distributed to NAA members only,
to vote during the election of officers (president-
elect, vice president, treasurer) and directors (the
four whose terms expire 1985.)

Members must have ballots to vote. Only mem-
bers in good standing (those whose dues are paid at
the time of the annual meeting) are eligible to vote.
Membership eligibility will be certified by the NAA
office at time of ballot registration.

0 pm to ANNUAL MEETING RECONVENED. Grand Salon
0 pm West, second floor. President Howard Buckles,
presiding.
Call to order: President Buckles
Elections procedure announcement: President
Buckles
Nominating Committee Report: Archie D.
Moody, CAl, director and chairman, Darling-
ton, South Carolina.
Election of officers and directors
Old business
New business
1983 NAA Houston Convention
Texas Auctioneers Association
Installation of officers and directors

Adjournment
4:00 pm to FIRST ANNUAL MEETING OF THE 1982-83 NAA

5:30 pm BOARD OF DIRECTORS. Cherokee Room, second
floor.

1:3
4:0

promotion,

“THE PIONEERS”, Wednesday night’s bluegrass and
dixieland band.

June, 1982

6:30 pm to HEADTABLE ASSEMBLY FOR PRESIDENT’S BAN-
7:00 pm QUET DIGNITARIES. Fulton/Cobb Rooms, sec-
ond floor. Assembly for those to be seated at
the headtable during the President’s Banquet.
7:00 pm to PRESIDENT’'S BANQUET. Grand Ballroom, sec-
9:30 pm ond floor. President Howard Buckles, Keosauqua,
lowa, presiding.
Grand March to the headtable and introduction
of headtable dignitaries.
Call to order: President Buckles
Invocation

Dinner
1982 Hall of Fame Awards: Announcement of

recipients and presentation of awards.

Auxiiary presentations:
Introduction of 1982-83 president by Mrs.
Pat Lambright
Presentation to Retiring Auxiliary President by
now president
Acceptance address by the 1982-83 Auxiliary
president
Presentation to 1982-83 Auxiliary president
National Auctioneers Association presentations:
Recognition of retiring NAA directors by
Howard Buckles, retiring NAA president
Introduction of 1982-83 NAA president, Rex B.
Newcom, Whitewater, Kansas, by Howard
Buckles
Recognition of retiring NAA president by Rex
Newcom
Acceptance address: 1982-83 NAA president
Rex Newcom
Speaker: Keith Barrett, Lincoln, Nebraska,
topic, ‘“‘Laughter — Shortest Distance Be-
tween Two People.”
Conclusion of President’s Banquet
9:30 pm to PRESIDENT’S BALL. Grand Salon West, second
12 midnight floor. The 1982 NAA “Southern Fair’ Conven-
tion will conclude with the President’s Ball. An:
Atlanta orchestra will provide dance music, and
all convention registrants are invited to enjoy the

evening.

Sunday, August 1

NO OFFICIAL NAA EVENTS WILL TAKE PLACE,
and most conventioneers, families and guests will de-
part for home, or post-convention vacations. “See
you next year,” will be an often heard phrase, as the
National Auctioneers Association looks forward to its
1983 convention at the Shamrock Hilton Hotel in
Houston, Texas.

REPPERT SCHOOL OF

AUCTIONEERING, INC.
Box 189
Decatur, Indiana 46733

Tuition $400 for 3-Week Term —
also Home Study

Next 2 Terms:
July 26-August 13, 1982
November 29-December 17, 1982

Founded in 1921

Write or call for more information
219-724-3804 AC 0033
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Youth tours
announced for
convention

Children attending the NAA convention in At-
lanta can now be registered for their own special
tours, Thursday, Friday and Saturday of convention
week. Any questions about your children partici-
pating in the tours should be directed to the NAA
office before registering. Below is information that
will be helpful in planning for the young people’s
tours.

® Age — The Atlanta company arranging tours
for the NAA convention provides one ‘‘guide” for
every 14 children ages 6-12. Be assured that younger
children will be supervised throughout the entire tour.
Guides will all be responsible young adults, includ-
ing former school teachers.

®* Spending money — The tours are designed so
that children do not necessarily have to carry money.

However, you may want to discuss with your child
the purchase of snacks, souvenirs, etc.

®* Tours originate at the Youth Activities Room
in the hotel. Children will be divided into two groups
— 6-12, 13 and older — then supervised accordingly.
Guides will escort tour registrants to bus boarding on
the Harris Street side of the Atlanta Hilton.

®* Thursday luncheon will not keep children from
attending youth tour on that day. Young people will
be able to have lunch and make the tour at 1:00 pm.

* Early registration is absolutely necessary, to
fully arrange transportation and supervision. Please
register your children as soon as possible.

®* Special attention — If your child has any kind

of special need — diet restriction, physical assist-
ance, etc. — please notify NAA staff well before the
tour.

®* Youth tours are separate from the Host As-
sociation tours July 27-28, and separate from the
youth registration fee for the Atlanta convention.
Please complete the Youth Tours form and return
with your fee payment. If you do not wish to remove
the form from your AUCTIONEER, a photocopy will
be sufficient.

Parents may accompany children on any of the
special Youth Tours, but the adults must also pay
the full tour registration fee.

Youth Tours Registration Form
Thursday, July 29

TOUR 1 — Toy Museum and Roller Skating
1:00 pm to 5:30 pm

Tour begins with a visit to the Toy Museum of Atlanta.
See antique toys for children of all ages, plus dollhouse col-
lection, trains, mechanical toys, games, and a miniature vill-

age recreating turn-of-the-century Atlanta. Remainder of the
afternoon will be spent rollerskating.

persons @ $15.00 each
(includes all admissions

and skate rental) $

Tour 1 registrant names and ages:

Friday, July 30

TOUR 2 — Six Flags Over Georgia
10:30 am to 4:00 pm

A twenty minute drive from downtown Atlanta, Six Flags
Over Georgia is one of the state’s most popular attractions.
It iIs a 250 acre landscaped amusement park where admis-
sion ticket is your passport to the more than 75 rides and
attractions. Also included is all-American song and dance
revue on stage at the Crystal Pistol.

persons @ $20.00 each
(includes admission and

$3.00 in “park script”
for purchasing lunch) &

Tour 2 registrants names and ages;

Saturday, July 31

TOUR 3 — Stone Mountain Park
9:30 am to 4:30 pm

Day at Stone Mountain Park will include viewing the
“rock” and relief carving, and a choice of five attractions
they may visit. The Skylift or Train; Antebellum Plantation
or Riverboat; War in Georgia or Game Ranch; Heritage Mu-
seum or Auto Museum will be available. Lunch will be a
picnic in the park. After lunch, children can rent roller
skates for skating on the Park’s skate trails.

persons @ $21.00 each

(includes admission, attraction

ticket, lunch; does not

include skate rental which is

approximately $3.00) $ i

Tour 3 registrant names and ages: _ =

TOTAL AMOUNT ENCLOSED $

Fees for these tours are separate from other tour
fees and the convention registration. Payment
must accompany tours registration.
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Last minute details

NAA Atlanta 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 can-
not attend the NAA convention. The 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 seminars and con-
vention without 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.

NAA cancellation and refund policy

When an NAA member and family register for
the annual convention, all meeting space, activity
rooms, and food functions are planned months in ad-
vance for that member and family registration. Con-
sequently, when cancellations must be made, ad-
vance notice of the cancellation becomes very im-
portant. At its January 1981 meeting, the NAA Board
of Directors adopted a cancellation policy for NAA
conventions.

The following guidelines apply to all convention
registration cancellations and requests for refunds.

1. Convention registration cancellations must
be submitted in writing and received at the NAA
office on or before July 23, 1982. A refund of the
total fees will then be made as soon as possible
after the convention week.

2. If an emergency situation arises, and the
convention registrant does not have time to give
advance written notice. the registrant must call the
NAA office immediately. The refund situation will
then be reviewed at the next meeting of the Board
of Directors’ Convention Committee.

The NAA office will make every effort to co-
operate with convention registrants who must cancel
their registrations. However, cooperation on the
part of the NAA membership is equally important,
since all arrangements for the convention are made
months in advance.

June, 1982

Convention Checklist

% Make airline reservations now, to avoid
spring and summer fare increases. Check
with Delta Airlines, they’re offering NAA
members a 25% convention discount.

v Reserve Atlanta Hilton Hotel lodging, dead-
line is July 7. Reservation form, page B in
center section.

% Register now for the convention. Deadline is
July 1 for advance registrations. Save $15
over regular registration. Tours registration,
page C. Youth tours registration, page 34.

w Decide your Fun Auction item. Also, what
will your state association be contributing to
the Atlanta Fun Auction?

v Enter convention advertising contest. Dead-
line is July 1.

v Any questions? Call NAA office for con-
vention information. Call Atlanta Hilton for
lodging information.

Continued from page 25

Also instructing
convention workshops

J. L. Todd and Mike Loftin, Rome, Georgia
Ballroom Real Estate Auctions

Michael M. Gordon, CAl, Chicago, lllinois

Big Business Liquidations
(Commercial Bankruptcies)

Marvin Henderson, Livingston, Louisiana
Farm Machinery Auctions

Barbara and John Suarez, Atlanta, Georgia
Auction Gallery Workshop

Gerald D. Nevins, Kansas City, Missouri, Special As-
sistant to the General Manager, Livestock Mar-
keting Association, and Advertising Director,
LIVESTOCK MARKET DIGEST.

World Livestock Auctioneer

Championship Workshop

Ronald C. Harris, CAl, Acworth, Georgia
Alan Slaman, Washington, D.C.

Small Business Administration Liquidations
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Wholesale

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

Every MONDAY 10 A M.

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

ALL NEW MERCHANDISE SOLD — LARGE AND SMALL LOTS |

NO JUNK
Terms of Payment: Cash or Certified Check

PHONE (404) 234-5946 GA. AUCTIONEER LICENSE NO. 129
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COMPUTERIZED
AUCTION
CONTROL SYSTEM

R.S.l.-Computer Group, a subsidiary of Rosen Systems, Inc., now has available for sale
a computerized auction control software and hardware package featuring the following:

¢ Sale Inventory Input e Sale Control and Reconciliation
e Sale Catalogue ® Invoicing

® Auction Sheets e Buyer Status Inquiry

e Buyer Registration Input ¢ Inventory Inquiry

e Buyer Registration Printout e Sale Recapitulation

e Sale Input ¢ Report of Sale

Additional software includes:

e Payroll ® Accounts Payable
® Accounts Receivable ® General Ledger

Soon to be available:
e A Comprehensive Mailing Label System

The complete system, which is available for a minimal yet cost-justifiable investment,
operates on a portable state-of-the-art minicomputer weighing approximately 65 Ibs.
As a further extension of the program, R.S.l.-Computer Group also provides auction
clerking services utilizing the computer at a daily rate.

Originally designed and programmed for Ralph Rosen Associates, this sophisticated
data processing package is currently used by such leading auctioneers as Norman
Levy & Associates, S. Hochman & Co., Rabin Bros. Auctioneers and Jim Davis Auc-
tioneers.

For more information, call or write Mike Rosen, R.S.l.-Computer Group.

r.Ss.lI. 2520 W. Mockingbird Ln.

computer gt
group
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NAA officer/director articles . . .

Attitude makes
the difference

By Norman Aldinger
NAA Director

This is my last opportunity as a member of your
Board of Directors to write an article for this very
fine magazine. As | have been traveling and work-
ing, | have been thinking, “what would | talk to you
about if | had the opportunity to sit down for 10
minutes and visit with you individually ?”

In previous articles | have written about auc-
tioneering methods and how we do things here in
my area, hoping it would give you an edge in your
business. You can be more competitive over those
auctioneers who do not have access to the informa-
tion in THE AUCTIONEER, through NAA Seminars
and the annual convention.

Personally, | do not have a long list of hobbies.
Up until now, work has occupied much of my time,
but | have always been an avid reader. Every chance
| get is spent reading, and my favorite subject since
college has been philosophy. In those days, and as
| have observed through the years, there is some-
thing about some people that makes them truly dif-
ferent. Everything they do seems to come out right,
and if it doesn’t they are able to roll with the
punches. Have you ever noticed that? Well, so have
|, and it all boils down to one thing — attitude.

Now, ‘“‘attitude’” seems to be an overworked
word lately, but nevertheless it is so important that
| hope you will take the time to consider it with me.

| have observed, as | am sure you have, that
people who have a healthy, positive attitude have a
decided edge in business, the community, and family.
We can be educated to the hilt, and have experi-
ence to no end, but if we approach life with the
wrong attitude, we find that things just don’t happen.

Most auctioneers are considered community,
business, and social leaders, and as such have a

golden opportunity to convey to the public those

ideas and positive attitudes we consider important.
We have become more aware in the past few

years that there are two things which are basic to a

healthy economy. They are the availability of money
and the attitude of the people. We always seem to
have the availability of funds, though interest rates
are high, but the one thing that is certainly respon-
sible for many of the problems we are facing is the
general attitude of the public. We have been blasted
by countless articles and newcasts of bankruptcies,
down economic indicators, threats of war, crime,

and so on, to the point that many are finding it hard
to cope.

There can be a solution Here in lies the oppor-
tunity of a lifetime for you and me. Let’s get smiles
on our faces, put a bounce back in our strides, do
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NAA director Norman Al-
dinger was elected to the
NAA Board in 1979. He
is the auctioneer and sale
manager for Aldinger
Auction Service, Cleve-
land, North Dakota, spec-
cializing in farm machin-
ery and farm real estate
auctions.

some patting on the back, forget about being Re-
publican or Democrat, and determine how we can
all be successful as Americans. If you think the first
two hundred years of this nation were great, stick
around. You haven’t seen anything yet!

Thank you for the opportunity in the past three
years of representing you on the NAA Board of Di-
rectors. It has been a pleasure, and a privilege.

hiv; Basin
Auction School

Learn to be an Auctioneer and
Rodeo Announcer

% Two Week Course.

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

| tember.

% Get into a profession that will net you thou-

4 sands of dollars in a single day. Be your
own boss.

% 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.

s 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
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Changed market
demands new
methods

By Haskel “Hack’ Ayers, CAl
NAA Director

Subdividing land to sell at auction has changed
in our part of the country during the past two years,
as many other changes have taken place.

It is the auctioneer’s responsibility to give the
right advice to clients on how to market their proper-
ty. In the past we have always felt that the more
tracts we could subdivide the property into, the
more it brought. But on today’s market, we find that
building lots are in less demand due to the present
housing market. We find that small acreage tracts
are doing much better at our auction sales. The
demand for the small acreage tracts comes from
speculators of people wanting to live on a small
tract. Our buyers on the last subdivision were specu-
lators and home builders. Both of these have left
the market place for today’s building lot market.

Auctioneers’ ideas of how to subdivide property
has to change with the markets in their areas. Today
we are subdividing into baby farms and acreage

_______  NAA director Haskel

mee. Ayers was elected to the
NAA Board in 1979. He
is the owner of Haskel
“Hack’ Ayers Auction &
Real Estate Co., LaFol-
lette, Tennessee, con-
ducting auction sales of
residential real estate,
commercial and recrea-
tional properties. Mr.
Ayers is active in the
Tennessee Auctioneers
Association, having
served as a TAA past
president.

tracts for our auctions. Whereas two years ago we
would have recommended a subdivision.

Financing is the other great tool for having a
successful land auction. Approximately 70% of the
real estate sales today involve some form of creative

Continued page 41

ab THE AUCTION BULLETIN

The nation’s only nationally distributed weekly publication listing coming auctions throughout

the country by industry.

SPECIAL OFFER FOR NAA MEMBERS

ANNUAL SUBSCRIPTION $65.00
Reg. Rate $125.00/Yr.

— Know what’s going on in your industry.
— Find out who is handling what auctions.

— See what auctions are being held throughout the country.

Remember

The Auction Bulletin reaches subscribers who pay to find out where auctions are and travel
long distances to attend sales. To improve your auction attendance and to attract this quality
and affluent audience, send your auction notices to the Auction Bulletin for free listings.

For information and ad rates,

PHONE TOLL FREE 800-621-1574

orwrite THEAUCTION BULLETIN, P.O.Box5676 -
Chicago, lllinois 60680
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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
F 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.

Roll Top Desks Bowl & Pitchers Windsor Chairs Biscuit Barrels 0
Organs Whicker Furniture Draw Leaf Tables Dressing Tables
Parlour Set Smokers Stands Cast lron ltems 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 QOak 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

Rolls Royce Vintage Cars available by order

Could you handle a 40 ft. container every 1 Month

2 Months

Whal I The popllation Gf YOUF ATEAT .swesausssmsmmmssomssoemsmasmmimssnnsnnamomraamssmenss

Do you sell Retail/Wholesale/Auction? ........... et

v 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

3 Months

w Fine Quality Graded Shipment $20,000

| Y eslie Swainbank Antiques Int. Lowest |
Pos_srble
Head Office - Prices?

' 34 Church Rd, Roby, Nr. Liverpool, L36 9TP, Lancashire, England i
Telephone 051-489 1142 Oak Iltems
: Qur

Borld Bide Antique Exporters Speciality! |

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

T e = s ——— S N e T
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Bad checks? First,
visit your bank

By Walter J. “Wally’’ Laumeyer, CAl
NAA Director

For those of you who do your own clerking and
cashiering, unfortunately, most of us have received
checks that were “NSF”, “Account Closed” or “No
Account”.

Recently, | went to the bank and asked if any
iInvestigation is done on someone opening a new
checking account. | was informed that the bank
had no reason to check the past record of the new
customer. However, it does start the check numbers
at 100. By doing this, the bank is alerting your cash-
ler that this could be a problem check.

Fellow NAA members, | believe the time has

come for you to visit your local bank, explain the
problems you run into with bad checks; and, as a re-
sult, the banking associations may take a long hard
look at new customers, and why they are changing
banks for a new checking account. Remember, the
banks don’t lose anything when you are handling
(IJne of their customer’s worthless checks. It's your
oss!

There are several ways a business can help
prevent receiving a bad check: ask to see additional
identification, use cameras, or require a thumbprint
a definite deterent.

When we suspect a bad operator at our auction
or if a low number check is used, during the loading,
one of our staff will go out and get the license num-
ber and make of the car. Should you ever have to
try and find the bad check writer, the above informa-
tion is invaluable.

Sometime ago, we had a check that was worth-
less and could not find the passer. We put up a huge
sign at our auction house requesting that if anyone
knew a current address or place of employment we
would be interested in that information. After about
six months, someone came forward with the informa-
tion we were looking for.

Here again, if anyone local had ideas of drop-
ping a bad check on us, I’'m sure they reconsidered,
because no one likes to have their name posted as

financing. In some cases, the seller has a bank loan
of 17% and will sell and finance for one year at 12%,
paying the other 5% himself to create a buyer.

With owner financing and reasonable terms, the
real estate auction market is still alive. Auctioneers
can help their sellers to market their properties and
get the same return on their interest by spending
some time on the front end exploring the advantages
of owner financing. | believe the owner can realize
much more from the auction sale by doing this if
only for a short time.
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NAA director Wally Lau-
meyer was elected to the
NAA Board in 1981. He
is the owner of Wally Lau-
meyer Auction Co., Inver
Grove Heights, Minne-
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tion houses, and selling
antiques, autos, business
liquidations, and raw furs.
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4 president.

a criminal, and that is exactly what a bad check
passer is.

The possibility of getting a bad check will be
with us for a long time, especially since people are
carrying less cash. Perhaps some of you auctioneers
have another way to deal with this problem. Let’s

hear from you. o
In closing, the NAA Atlanta convention is just

around the corner and it looks to be a great educa-
tional and entertaining event. If you have never at-
tended a ‘“National”’, it is well worth the time and
expense. We have been attending for a number of
years and never fail to come away with new ideas
and new friends. See you in Atlanta!

Auctioneer-Horse Farm Manager seeks position
which would utilize both skills. Auction school
graduate, NAA member, fully experienced in
horsebreeding, and antique and farm auctions.
Currently manager of major New York thorough-
bred farm. Resume on request, will relocate.
Call or write to

Roger D. Hicks
P.O. Box 336
Wallkill, NY 12589
914-895-2384

o CALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT e

(507) 645-4407

Personalized Bidder Numbers
A Kwick Klerk Innovation!!
Get a free business card* for each bidder number
you buy.

"We print your name, address & logo on a detachable card - you give them to
N your clients & prospects. P

\ hWwicK hlerk

Box 147 Northfield, Mn. 55057 /4




IMPORTING COMPANY, INC.

' 4244-48 OLIVE ST., ST. LOUIS, MISSOURI 63108 U.S.A. ® PHONE 314-533-3477

A

47 YEARS FINE CLASSICAL WHOLESALE TO
OF SERVICE REPRODUCTIONS DEALERS ONLY
OUR MERCHANDISE IS IDEAL
FURNITURE . FOR AUCTION.
BRASS AND COPPER e WE FEATURE AUTHENTIC
el REPRODUCTIONS. Y
e MOST ARE DESIGNED B
DOLLS US IN CLASSICAL STYLE.
PORCELAIN

 MANY UNUSUAL ITEMS

BISQUE FIGURES NOT ELSEWHERE AVAIL-

ABLE.
FINE HARDWARE
* ITEMS SUITABLE FOR FINE
IRON TOYS COLLECTIONS.
DECOYS AS DIRECT IMPORTERS, WE
ARE ABLE TO OFFER GOODS
DEPRESRIGIN SLARS AT VERY FAVORABLE
SPITTOONS PRICES.
PAPERWEIGHTS
STEINS Dealers providing identification
on card or letterhead to: Dept.
CRYSTAL AM, A.A. Importing Co., Inc.
TEA SETS will receive our 120 page, full
color catalogue of over 700
WEATHER VANES Antique Reproductions. Please
enclose $3.00. This amount
TAXI HORNS will be credited against your |
| first order.

TRAVELING ROAD SHOW SCHEDULE
SPECIAL SALES VALUES ARE OFFERED TO DEALERS ATTENDING ANY SHOW.

Washington/Baltimore Holiday Inn-Laurel Exit Balt./Wash. Pkwy. at 198 W. June 6, 7, 8

Little Rock, Arkansas Holiday Inn-North 111 W. Pershing June 6, 7, 8

Oklahoma City, Oklahoma Holiday Inn-South 3200 Prospect 1-35 & S.E. 29th June 13, 14, 15
Saddlebrook New Jersey Holiday Inn 50 Kenny Place June 14, 15, 16
Hartford, Connecticut Holiday Inn-East 363 Roberts June 20, 21, 22
Wichita, Kansas Holiday Inn-Midtown 1000 N. Broadway June 20, 21, 22
Albany, New York Holiday Inn-Central 1614 Central Ave. June 27, 28, 29
Denver, Colorado Holiday Inn-Downtown 15th & Glenarm Place June 27, 28, 29

The headquarters of A.A. Importing ‘ VIS-IT SLUR BOBTH For immediate pick-up purchases, you

AT THE ATLANTA may come to either our St. Louis |

headquarters or to our new branch
orders to: 4244 Olive St., NAA CONVENTION

showroom warehouse at 17015
I__ St. Louis, MO 63108. L {ULY e Kingsview Ave., Carson, CA 90746

e THE AUCTIONEER

Co., Inc. is in St. Louis, MO.
Direct all mail orders and phone




Credibility at the
auction podium

How to get our audiences to believe us

By James Heike, CAI
Mondovi, Wisconsin

Credibility is a tough problem for an auctioneer
trying to champion the cause of a client he or she
has agreed to represent. There is a saying among
public speakers, “know yourself, your subject, your
situation, and you’ll be able to deliver credible com-
ments under any circumstances.”

Here are some tips you may want to keep in
mind.

There’s nothing like honesty and straight talk to
prove we don’t have something up our sleeve. If
we shade the truth, nine times out of ten we’re going
to get caught. Then, the fact that we misrepre-
sented the truth will be a bigger story that whatever
it was we were trying to cover up. Even if we exag-
gerate claims, we're bound to make enemies. A cer-
tain amount of “puffing”’ is acceptable to the crowd,
but let’s not get carried away. If the seller asks you
to make specific representations regarding the con-
dition of a piece of equipment for example, be sure
to prefix your remarks with “Mr. Jones says . . . ”

It's important that we look at our comments
from the audience’s point of view. Talk in terms the
average person can understand and avoid overly
technical language. |f our comments are too wordy
and involved, it can arouse the suspicion we’re try-
iIng to hide something. You’ve probably heard or
read this well-known statement, ‘| know you believe
you understand what you think | said, but | am not
sure you realize what you heard is not what | meant.”
Perfection in communicating is not our goal as auc-
tioneers, because we are extemporaneous speakers.
Besides, if we waited to speak until everything we
wanted to say was perfect, we probably wouldn’t
ever be able to open our mouths.

Clear communication, however, is something we
as auctioneers should constantly try to achieve.
There are a few common-sense guidelines to keep
in mind, to help insure that we won’t be misunder-
stood, to insure our comments are believable.

Start with clear thinking. Pause if necessary, to
collect your thoughts before you speak. As you go
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along, address your listeners as ‘“‘we’” rather than
“you’’. The reason for doing this is to avoid sound-
iIng “preachy”, to avoid giving them the impression
that you are trying to tell them what they should or
should not do. Remember you are not trying to force
your ideas on them. You are simply letting them
know that after weighing all the facts, you have come
to certain conclusions about the property or item
being offered — conclusions which you believe to be
sound. Our job is to win our listeners over to our
way of thinking, or to give them information that will
be helpful to them in their buying decision. It is
more effective for us to say ‘it seems to me”, or
“as | see it,” than it is to give our listeners the im-
pression that we think we know all the answers.

Another factor that affects our credibility is the
non-verbal or body language level of communication.
It may be combined with words and tone of voice,
or it may be used to convey an idea without a word
being spoken. Gestures, body postures, and our
facial expressions are rich sources of information
about what a person is thinking and an even more
valuable indicator of what the person is feeling.
From our listeners, smiles, frowns, and questioning
looks may give us signals as to whether or not we
are being understood.

Know all there is to know about what your sell-
ing and establish your expertise on the subject.
You'll be able to handle tough questions without
being evasive, and you can even raise some sticky
questions on your own.

Asking for a completely unrealistic opening bid
for example, may give the buyer the impression that
you are not knowledgeable about the property or
item you are selling. Other comments you may make
later will probably not sound very convincing to them.

Remember, get the emotions that you want to
convey to others working for you. Develop the en-
thusiasm, warmth and understanding that you would
like to have flowing from you to the people in the
audience. Develop a good rapport with your buyers,
keep in control, and stay cool and unruffled when the
going gets tough.

I’m sure all of us are familiar with “Abe” Lin-
coln’s comment about not being able to fool all of
the people all of the time. Few of us are aware of
another comment he made in the same speech, “If
you once forfeit the confidence of your fellow citi-
zens, you can never regain their esteem.”

Nashville Auction School

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
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A MAJOR BREAKTHROUGH IN
REAL ESTATE MARKETING

AUCTION-The Marketing Tool

of the Future!

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

BROKERS/AGENTS:

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.

YOU CAN LEARN TO AUCTION REAL ESTATE
SUCCESSFULLY AND BECOME A QUALIFIED
AUCTIONEER! 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.

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

*ABOUT THE AUTHOR: Melvin A (Mel) Giller, Realtor-Auctioneer.
Thirty years experience in sales, sales training and management. A
nationally recognized author, lecturer and instructor on the AUCTION
method of marketing Real Estate.

'-—_—__—_—__—__

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

Name

Address

City State Zip
Check enclosed. Make payable to Natl. Inst. of Real Estate Auctioneers Inc.
Master Card VISA  Card No.

Exp. Date Signature

Mail to: National Institute of Real Estate Auctioneers, Inc.
3961 MacArthur Blvd., Suites 210 & 212, Newport Beach, CA 92660 ® (714) 752-2298
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Additions made in proposed
Auxiliary By-Laws revisions

In the last issue of THE AUCTIONEER proposed
revisions to the NAA Auxiliary By-Laws were pre-
sented on page 41. Below, in bold face type are
two additions to those revisions.

BY-LAWS

PREAMBLE

Whereas, this Auxiliary has been accepted as a specialty class of
membership by a duly authorized Amendment to the By-Laws of the National
Auctioneers Association; and,

Whereas, the By-Laws of the National Auctioneers Association permit
this organization to operate autonomously so long as it is not inconsistent
with the Articles of Incorporation and By-Laws of the National Auctioneers
Association.

Whereas, it is necessary in order to more effectively assist in cultivating
a spirit of cooperation, to aid in protecting the interest of the profession, we
the Past Officers, Spouses, Parents. Widowed Spouses and Children of
Auctioneers, do hereby pledge ourselves to these purposes and do adopt
for our government the following By-Laws of the Auxiliary to the National
Auctioneers Association.

ARTICLE Il — MEMBERSHIP

Section 1. Anyone who is a Past Officer, Spouse, Parent, Widowed
Spouse or a Child of a member of the National Auctioneers Association in
good standing, shall be eligible to membership in this Auxiliary.

Section 2. Membership in this Auxiliary shall be classified as follows:
INDIVIDUAL — Any individual may become a member upon payment of an-
nual dues as determined by the Board of Directors of this Auxiliary.
HONORARY — Honorary membership may be granted by the Board of Di-
rectors to anyone who has rendered outstanding service to or in behalf of
this Auxiliary. Honorary members shall not be required to pay dues and
shall not be entitled to vote.
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/ joe small’
| | 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
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CALL US NOW FOR PRICES AND REFERENCES!

\\ (214) 241-1912 7

member national auctioneers association and texas auctioneers association ‘/

A Joe Small, CAl TXE-012-0252 -i=
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Auxiliary to the
National

Auctioneers
Association

Dear Auxiliary members,

“Okay, gang, let’s make it happen.” Very often
these words are spoken by NAA past president Marty
Higgenbotham to our auction team, just before he
steps to the podium and goes into his auction chant.

These words can trigger one of two responses:
confidence or luck. Confidence comes from the fact
that we have prepared well — all the ground work
that is required in putting together a successful auc-
tion, that everyone has performed every detail they
were responsible for and extended themselves to
help any other in the team who needed help. The
saying can also trigger the feeling of *““if we're lucky,
we’ll have a good sale,” hoping everyone did at
least what he was supposed to do.

At the National Auctioneers Association conven-
tion in Atlanta, July 28-31, we will be electing Aux-
iliary officers and starting a new year. We are, of
course, always striving for a better year, even though
we have done all we were expected to do. Are we
confident that we have done enough to “make it
happen’, or are we just hoping we had a good year,
and that next year will be a better one?

It takes every member of the auxiliary working
together, doing everything individually as well as
collectively, to have a successful auxiliary “team”.
Let’'s ask ourselves if we have done enough? What
more can we be doing?

“Okay, Auxiliary members, in 1983, LET'S MAKE
I'T HAPPEN!”

Myra Garner, historian
Auxiliary to the NAA
Bartow, Florida

Dear Auxiliary members,

Finally, coming out of a cold winter with a lot
of snow, we are having a fine spring here in New
England. While writing this letter | could look out
of my window and view many beautiful flowers which
are out in full bloom. This is the season when peo-
ple decide to sell many of their choice treasures, and
auctioneers in this area have plenty of auctions. New
England is still known for being the area where many
fine quality antiques can still be found and pur-
chased for a reasonable price.

This is the time of the year when we Auxiliary
members play an important roll in the auction busi-
ness — answering the telephone, working the office,

June, 1982

-Mrs Jaarme Laumever, _
vae Heights, M‘.nﬂ_ﬁmta

.f.24;--phune 79__;:5,763-—3232
SElunde | Maon, 1

or working the sale. We are always there when
needed. By being a member of the Auxiliary you can
share your thoughts and experiences with other
members, and discover that the group you are with
is working for one goal — PROFESSIONALISM. Re-
member, what we do at any sale reflects on the auc-
tion profession. Therefore, | encourage all who are
presently non-members to join the Auxiliary to the
National Auctioneers Association.

If you are planning to attend this year’s conven-
tion in Atlanta, just take a few minutes out of your
busy schedule and stop by the Auxiliary registration
table. Auxiliary representatives will be happy to talk
with you and all are welcome.

Eleanor L. Moon. director
Auxiliary to the NAA
North Attleboro, Massachusetts
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LINES WE
CARRY ARE
TOOLS BY
CHAMPION

A.P.F. CALCULATORS

CASIO WATCHES
& CALCULATORS

PANASONIC
ELECTRONICS

SONY
ELECTRONICS

KRACO
ELECTRONICS

SANYO
ELECTRONICS

SANBORN
AIR COMPRESSORS

LINCOLN ELECTRIC
WELDERS

FUZZBUSTER
RADAR DETECTORS

WHISTLER
RADAR DETECTORS

YORX
ELECTRONICS

VIDEO TAPE
RECQORDERS

ATARI
GAMES

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

T.D.K.
TAPES

MAXELL
TAPES

VIDEO
TAPES

BETAMAX
TAPES

AND
10,000
OTHER
ITEMS

PAKISTANI
KNIVES

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

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

Buy Champion Tools. The largest sell-
ing tool line in the Middlewest. A qual-
ity fast selling line. Champion Tools —
the profit makers. We ship to all 50
states.

Frieder’s

2553 Superior Avenue
Cleveland, Ohio 44114

Come in or call 216 781-6477 or 781-6497
Out of state WATS line Call: 800 321-8192

LOW PRICES — HIGH QUALITY — QUICK SERVICE

LARGE INVENTORY — QUICK DELIVERY

THE AUCTIONEER




Want Professional Assistance?

\ 4

..... we
b/ e Cooperate

""" CRE To Help You!

Jim Graham

NEW AUCTIONEERS - If 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 . . 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!

&
g N gm inc. AUCTIONEERS - REALTORS

.. and School of Auctioneering
204 US 1, North Palm Beach, FL 33408 (305) 844-1723

D-VOX COMPLETE ... $285.00

l FIBERGLASS CASE — 25 WATT MODULE — TWIN SPEAKERS

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

* * * GSATISFACTION GUARANTEED * * *

Order by mail: Payment with order — we pay shipping . . . C.0.D. — you pay shipping. Kansas
residents add 3v2% sales tax.

DODGE MANUFACTURING CO. DWIGHT V. DODGE, Owner
1016 W. 6th Street ® P.0O. Box 1513 ® Topeka, Kansas 66601 ® (913) 234-6677

L
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MR. AUCTIONEER!

ADVERTISE YOURANTIQUES OR COLLECTIBLES
AUCTION IN AMERICA'S LARGEST AND WIDEST
READ PUBLICATION ON ANTIQUES

THEJANTIQUERTRADER!
WEEKLY

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.

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

THEANTIQUE TRADER WEEKLY

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

.-.‘-‘_.-..-_-'. A e e

REISCH
WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

Since 1933 Largest in the World == e
Approved for VA P

YOU can be an AUCTIONEER! § | | | 5  L _,

| START YOUR NEW CAREER NOW o ./ "= it &%
| e AND MAKE BIG MONEY - g siiag kel ,

Col. Gordon E. Taylor Attend 2 weeks intensive training in all s R e
Owner and President  phases of this respected and highly profit- s "

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

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

PROFESSIONAL
TRIBUTE GREATLY T R PROFESSIONAL
AUCTIONEER THMI'J“NG? O ENHANCE YOU

C;;’L‘:LQSSV"::G’:::' Please send me your FREE CATALOG.
WRITE FOR
INFORMATION

m_ R e

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

|
|
WL | Mason City, lowa 50401 Ph. (515) 423-5242 or 6396
Cou
. : ADDRESS
OBTAIN OUR MODERN AUCTION LIBRARY WITH JRG¥wN | GET:
YOUR CHOICE OF TRAINING RECORD OR CAS- Renifiyosll | sTATE ZIP
SETTE TAPE. FREE WHEN YOU ENROLL IN THE QRIS |
TERM OF YOUR CHOICE. I NA
Gordon E. Taylor, Member |

T
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The psychology of
color and the
auctioneer

By Lawrence C. Helms,
Ph.D. -

Southern Oregon State
College

NAA member

Ashland, Oregon

“Colors speak all languages™.
Joseph Addison, 1711

Color. It can make or break a flyer, brochure,
catalogue or other promotional piece. Most auction-
eers developing publicity and promotions for their
auctions pay strict attention to the content of their
literature — headlines, layouts, type size, and
graphic artwork. Surprisingly, however, few pay
close attention to the choice of colors used in pub-
licizing a sale; that is, the printer’s ink and paper
stock. In many cases, unfortunately, the selection of
colors is left to the paste-up technician or even a
printer, who may offer a discount on the paper stock
or the ink on hand.

This is a serious oversight that can have singu-
larly deleterious effects on the attractiveness and
psychological effectiveness of the promotional piece;
and, as a result, on its value as an advertising de-
vice. Psychologists have long known that certain
colors are preferred by adults and other colors are
less desirable. It is also known that different colors
evoke different reactions, and a careful use of colors
in combination can produce more predictable re-
sults.

Most auctioneers use, or perhaps a better word
would be “abuse,” the color red. Even a brief ex-
amination of the color matrix accompanying this
article alerts the auctioneer to the danger inherent
in the use of red, orange or another vivid, shocking
color. The matrix was developed after consulting
with psychologists graphic artists and other indi-
viduals who are involved in creating effective promo-
tional literature. Obviously, the matrix is intended to
be used as a guideline and should not be regarded
as an unalterable hard and fast rule.
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Helms’ Color Matrix For Auctioneers

Auction Category I Il 11 IV

Color Copy Ink 12 | 1.2 2

o —h
o N
(o)

Suggested:
Color Stock 3" 3 3* 3,6

Code Color Value

1 Blue Preferred by adults, it is fresh, hygi-
enic, shows depth. Serious. Good as
print ink on Category |l programs.

Highly legible.

2 Black Confers impression of distinction, no-
bility, and elegance. Good copy ink
with all category programs. Highly

legible.

3 White Evokes a refreshing and antiseptic
effect, especially when white paper is
juxtaposed with blue ink. Blue/white
and black/white with moderate color
(logo, headline, etc.), best with Cate-
gory Il programs, but good with all

programs.

While it could evoke monotony or in-
decisiveness, used correctly, it Is a
passive, neutral stock with Category
Il and IV programs.

4 Grey

5 Red An active, vivacious, stimulating color.
Must be used sparingly; best as an
attention-grabbing headline or with
logo. Avoid as copy ink, even if con-

trast is good on stock.

Darker browns take on same qualities
as black. Can be good change of
pace.

7 Orange Similar to red, can denote more ac-
tion, but also easier to abuse.

6 Brown

*Compatible pastels

The use of color in headlines can gain atten-
tion in several ways. It is possible to vary the style
of type to accent the message, or use the same type
in bold or darker print, but another effective use of
headlining, if not overdone, is the use of a second
color. (See matrix.) Red or orange will grab the eye
in a short headline and not prove tiresome. The re-
peated use of red or orange, either in a headline or
in the body of the copy, will have the opposite effect,
it will discourage the reader from a careful examina-
tion of the material and tire the eyes quickly, caus-
ing poor retention of information.

A business card is often the first impression an

Continued page 51
49




The Reisch Auctioneer's Speaker

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

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

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

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

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

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

@ ® REISCH SPECIAL
It iIs a voice saver. Select the set that “LITTLE BIG VOICE” — JR-2

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

THESE SPEAKERS CAN ONLY BE PURCHASED FROM:

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

Teamwork

The execution of the right play creates the winning effort.
Teamwork is what makes it all happen and can put dollars in
L % your pocket. You may not always have the knowledge or ex-
N 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

¢ BALTIMORE, MARYLAND 21201

(301) 332-1333 Baltimore ® (301) 621-4321 Washington ® (215) 564-1175 Philadelphia
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auctioneer makes on a potential client. A card that
screams with red or is cluttered with cutesy draw-
ings or caricatures, will not present the same pro-
fessional image as a simple white card with blue or
black print. Even a white card with black print that
sports the auctioneer’s name will carry a carnival
barker image that is certainly opposite of the im-
pression the auctioneer wants to make. It is better
to be understated than to overstate with color.

The basic point regarding the use of color
focuses on developing a format that is compatible
with the tastes and perceptions of the targeted pop-
ulation the auctioneer wishes to serve. The matrix
presented is simply a suggested pattern for the use
of colors. A creative auctioneer or artist can un-
doubtably develop effective, striking color combina-
tions tailored to specific clientele. Professional
groups tend to react more favorably to conservative
color combinations (blues, blacks and greys),
textured paper stock and, if the budget allows, four
color photograph separations. Research has shown
that middle America and farm related occupations
tend to favor browns. In the July, 1981 issue of THE
AUCTIONEER, J. L. Todd explained his application
of this concept.

A number of years ago we began wearing jac-
kets. If it’s business property, most of the staff
will wear blue. If it’'s a farm sale or something,
they prefer brown.

Mr. Tood’s staff has effectively put into practice
the particular colors that research has shown ap-
peals to those particular groups. The old image of
an auctioneer wearing a bright red vest, checkered
pants and a ten gallon hat, while soliciting bids in
staccato patter, is simply not viable in contemporary
American society.

In addition to the use of colors, the selection of
a format to present information is of vital importance
to an auctioneer. An auctioneer who repeatedly uses
similar or even identical publicity devices might be
well advised to consider the time and cost saving,
preprinted mechanical.

A preprinted mechanical is a technical name
for a predetermined format that is printed in bulk and
used as a blueprint for future flyers, brochures or
catalogues. Preprinted on a coated paper stock
would be such standard items as the auctioneer’s
name, address, telephone number, place of business,
logo and other pertinent information that does not
change from auction to auction. Left blank, of
course, would be the space where specific auction
information could be inserted. The use of a pre-
printed mechanical performs two basic functions: it
standardizes the auctioneer’s publicity and, after re-
peated use, creates an easily identifiable image.
Even before the flyer is opened, people will identify
the material as coming from a specific auction house.
Secondly, it saves the auctioneer time and money
by eliminating the constant reprinting of standard
information. The auctioneer no longer has to worry
about the appearance of each promotional piece.

By having a printer’s blue ink grid applied to the
blank space, even more time can be saved. A print-
er's blue ink is invisible to a reproduction machine,
but allows even the most inexperienced office per-
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sonnel to lay out copy in a straight line. It eliminates
the need for drafting boards, T-squares and even
light boards. If a special auction comes along, the
auctioneer is always free to develop a discrete pro-
motional piece to accent that one special event which
deserves isolated attention. The preprinted mechani-
cal also permits the use of second colors in head-
lines, photographs and any other illustration you
might require.

The judicious use of colors coupled with the de-
velopment and use of a preprinted mechanical can
create a solid professional image that will enhance
the auctioneer’s visibility in the community and, as
a result, increase personal stature with other busi-
nesses and professionals. The misuse of colors, the
abuse of reds and oranges, and a haphazard ap-
proach to flyer design can damage an auctioneer’s
reputation, creating an amateurish image that is a
disservice to the individual auctioneer and the entire
auctioneering profession.

Learn Auctioneering My

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

-
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Over 4,800 Proved

AUCTION GEMS

“Bid Getters' 7' ““Auction Sayings'' o *

2 veritable goldmine
. For

and the booklet

52 BASIC |
AUCTION

* CHANTS

R | Dundee Ohio

bY  Eorl D Wisard :
l audtioneer m
I

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 | l

“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 l

| Only $12.50 for both, postage paid

Earl D. Wisard, Auctioneer, Dundee, Ohio 44624 l
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Livestock
at Auction

LMA says livestock
transaction volume dropped
in ’81; value holds steady

The U.S. livestock industry in 1981 saw a slight
decline in the volume of its livestock transactions,
while their value remained virtually unchanged from
LQBO, Livestock Marketing Association reported in

pril.

The Volume and Value of Livestock Transactions
study, done annually for LMA, showed that transac-
tions on cattle, hogs and sheep last year totalled
234.9 million head, down about two percent from
1980’s 238.5 million head.

Lower cattle prices throughout the year resulted
in a total livestock transaction value of $53.7 billion
last year, compared with $53.6 billion in 1980.

The Volume and Value study is unique in the
industry in that it measures each time ownership

changes on a head of livestock. This gives a more
accurate picture of the size and scope of the live-
stock industry than traditional slaughter or inventory
figures, since the study recognizes that most live-
stock change hands more than once during their
lifetime.

In 1981, 109.1 million head of cattle were mar-
keted, compared with 106.4 million in 1980. The in-
creased volume took its toll on the total value of
these transactions, dropping them to $42.8 billion,
compared with $43.5 billion in 1980.

Producers saw a decline in the number of hog
transactions, from 119.2 million in 1980 to 111.7 mil-
lion last year. Couj:led with this cutback was a slight
increase in the value of those transactions, at $10.3
billion last year compared with $9.4 billion in 1980.

The per head value of cattle was $392, down
from 1980’s $409. In 1979 the per head value was
$433. The 1981 per head value for hogs was $92,
up sharply from 1980’s $79.

The study’s unit of measure is the livestock
merchandising transaction, defined as the transfer
of title on one head of livestock.

Animals sold more than once during the year
are included as more than one transaction, and the
value is the dollar amount of all transactions.

Other highlights from the 1981 study:

* The total value of livestock and meat commerce —
which includes the value of the livestock and of
the beef, pork and lamb products — reached $98.2
billion, up from $96.7 billion in 1980.

* The merchandising turnover rate, or number of
times the average head changes ownership, re-
mained fairly constant for cattle at 1.88, com-

Standing
Room

]

Only.

Is what can happen when you advertise to the 1,500,000 readers of The Sunday Globe. The largest
readership in New England. And the most affluent. And no Boston paper has more classifed ads.
For more information call: JoAnne McCoy (617) 929-2169 or Arthur Shachat (617) 929-2160.

Ghe Boston Globe

BOSTON, MASSACHUSETTS 02107 |
|
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pared with 1980’s 1.91. The corresponding figure
for hogs was 1.17, compared with 1.19 in 1980.

®* The percentage of cattle and calves slaughtered
that were sold through marketing firms was 65%,
down slightly from 1980’s 66 percent. The figure
for hogs was 18%, down from 19% in 1980.

®* The transaction value on horses was $1.18 billion.
compared with $1.04 billion in 1980. The volume
figure was 1.074 million head, compared with
1.023 million head in 1980.

The study projects a drop in total livestock
volume to 226.0 million head, and a hike in the
value of those transactions to $55.1 billion. Also
anticipated is a drop in hog volume of 7.4 percent,
while cattle and sheep volume should be virtually
unchanged from 1981.

Also projected is a $10 per head increase in
the value of cattle, to $402; a $9 boost in hog value,
to $101 per head, and a $3 increase in the per head
value of sheep, to $48.

Livestock producers not
keeping up with consumer ___
meat trends, LMA told

Kansas City, Missouri — Today’s livestock pro-
ducer knows far less about what kind of meat the
consumer wants than the retailer, the packer and
the processor, according to industry consultant Glen
Allen.

As a result, returns to livestock producers have
not kept pace with the commercial value of the meat
products made from the animal, Allen told directors
of the Kansas City-based Livestock Marketing As-
sociation in April.

Most livestock producers have not kept up with
the latest developments at the retail counter and in
the restaurant trade, and continue to see livestock
as an unbranded generic product, with little know-
ledge of how the animal is ultimately used, he said.

However, the meat merchandising sector — any-
one who deals with livestock after it's slaughtered —
sees meat as a variety of “specialty products’” and
markets it that way, Allen said.

If producers had better access to information
on what products were moving in the retail and
wholesale markets, they presumably could do a
better job of producing for those markets, according
to Allen.

He pointed to figures from an annual survey
done for LMA showing that from 1979-80, the value
of meat went from $30.1 billion to $43.1 billion, an
increase of 43 percent.

However, the value of livestock before it leaves
the farm or ranch, rose only 18%, from $45.6 to $53.6
billion. At the same time, meat’'s share of the total
value of U.S. livestock and meat commerce rose
from 40 to 45%.

Information on what specific meat products are
moving in the retail and wholesale trade — from

luncheon meats to chuck roasts, sausage and pork

steaks — ““does not appear to be readily available
to the livestockman,” Allen said.

But if a producer had this information, it would
help him make such decisions as what kinds of ani-
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mals to breed, how long they should be fed before
slaughter, and so on, he said. This is because a
different type of animal is used in the fast-food
business than in the traditional hotel, restaurant and
institutional trade.

The producer has to be able to identify the retail
trends in order to stay competitive with the total
market, Allen said.

Producers must also begin applying merchan-
dising techniques in their marketing of the live
animal, just as the meat sector does to the products
from that animal, he said.

Allen pointed out that over the years livestock
marketing businesses have developed a broad range
of services aimed at helping producers better mer-
chandise their livestock — such as attracting a num-
ber of competitive buyers, and sorting and grouping
livestock in attractive sale lots.

As producers move away from these services
and begin selling directly to a packer or processor,
they lose the merchandising edge provided by these
services, Allen explained.

'WANTED ---AUCTIONEERS

WHQO LIKE TO MAKE MONEY -- OUR WHOLESALE TOOL
CATALOG IS PACKED WITH FAST MOVING MERCHANDISE
AT LOW COST.. THIS MEANS MORE DOLLARS IN YOUR
POCKET AT THE END OF THE SALE.,

GET YOUR FREE TOOL CATALOG -- NOW -- WRITE

EMPCO SALES
' 58-10NA 69th STREET MASPETH, NY 11378

| EARN TO BE (
AN %
AUCTIONEER i

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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RECEIVE PRECIOUS GEMSTONES ON CONSIGNMENT

We have been instructed to dispose of a vast quant-
ity of genuine gemstones. They are available to you
to be sold at your auctions regardless of price and
without minimum bid.

We need your help in liquidating these gemstones
(emeralds, rubies, sapphires, aquamarines, opals,
amethysts, garnets, etc.). They will come to you
packaged and ready for sale, with a simple invoice
to be returned to us when sold. You will receive a
parcel of (20) lots which normally sell for between
$800-$1500. Take your normal commission and re-
mit to us by your check.

These gemstones will provide interest, color, and
variety to your sales. They are guaranteed genuine
and have been weighed on a jeweler's scale to
1/100 of a carat accuracy. All are cut and faceted.

We need the assistance of approximately 100 auc-
tioneers who sell general merchandise, household
goods or antiques. You need not have any prior
experience in selling jewelry to assist us.

Please call or write our office as soon as possible.

Thank you very much.

Consolidated Equity Associates

P.O. Box 401216 e Dallas, Texas 75240
Phone: 214 245-7052; 214 245-8996
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LEARN AUCTIONEERING AT THE
MASON CITY COLLEGE
OF AUCTIONEERING

William Meeker
Vice president

Col. Don Wendel
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 v_vith 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
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Antiques
at Auction

Antiques & Americana . . .

Tilt top tables

By George Michael
NAA member
Merrimack, New Hampshire

Pictured is a group of tilt-top tables, which were
lined up recently for an auction. Rarely will you find
so many together. It would suggest they did not
come from the same home, as these were really a
luxury item with only one or two found in the average
home.

You will note a variation in the leg structure,
though all but one are tripod based. The smaller
examples would be called “candle stands”, while
the larger might be termed ‘‘tea tables’’. The form
originated in the 18th century during the time of
Chippendale, about the third quarter. They were
made extensively into the Victorian period in the
last century, with most cabinet makers including
them in their design books. The leg construction
helps determine period.

The front table has the outswept, Empire design,
so would be considered to have come after 1810.
Right behind it is another which is called a “spider
leg”’, prevalent after 1800. Some refer to it as Hep-
plewhite in style, as this was one of his designs. The
four legged table in third position is very much like
that referred to as “Duncan Phyfe”, since he popu-
larized this style early in the last century at about
the same time as the first two were made. Those
behind seem of earlier vintage as they are outswept
in the style of Chippendale, so would be considered
18th century.

You will find these made in the woods native to
the area in which they are found. Mahogany was
generally used all over the colonies as it was im-
ported from the Caribbean; but tilt top tables will
also be found in walnut from New York to the South;
many cherry wood tables in Connecticut; and in

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

Approved by Texas Education Agency
The School of Distinction
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TILT TOP TABLES, leg construction helps determine
period.

birch, maple and pine in all states where these woods
were plentiful. These tables are desirable and rising
in price all the time.

| Get all of the signs you need when you need them at

Produce professional signs rapidly, inexpensively.

a fraction of the cost of other lettering systems. This
lettering system is available in a wide range of sizes
from 34-inch to 25-inch — so you can produce small
posters or large banners with ease and speed. The
heavy-duty sponge rubber letters are guaranteed for
10 years. Spray ink will dry rapidly, not affect the
rubber characters, is waterproof, fadeproof, and has
a guaranteed shelf life of two years. All kits come
complete.

Dewey-Carter Co.

P.O. BOX 822
228 WOOD ST., DOYLESTOWN, PA. 18901

Phone 215/348-8880 I
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I.IS|”' Your
Properfy with Us

531 Broad Street
_lI?CENSED e BONDED ¢ INSURED

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

Invites Participation
By Auctioneers & Real Estate Brokers, Nationwide

REALTOR \ 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

WATCHES BELOW WHOLESALE [t -ad

Try our special $4.00 Assortment — | WAGNER WATCH CO., Dept. A
Dealers’ Inquiries Welcome. i 8 WEST 37th STREET

Have Latest Space Games, | NEW YORK, N.Y. 10018

Pen & Musical Alarm Watches

|
= Name
: _ . — i —
Wagner Watch Co., Dept. A {Address
8 West 37th St., N.Y., N.Y. 10018 |
!

City State Zip

s e e R
S e e STRCPE w
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Real Estate
at Auction

Auction: quick cash in a
volatile marketplace

(The following are excerpts from an address by
NAA member David M. Kaufman, Chicago, lllinois,
at the 74th Annual Convention of the National As-
sociation of Realtors®. The convention dates were
November 12-18, 1981, and the above headline was
the title of Mr. Kaufman’s address.)

Today | am going to talk to you about selling
real estate at auction.

Before we get going | just want to make a few
observations — today the market place is a tough
one. The talk is all dark, it’'s doom and gloom, hous-
ing industry is on the ropes. Yesterday | heard
someone say, ‘'do you know the difference between
the savings and loans and the Titantic? The Titantic
had a band.”

Actually this market place is a boom to real
estate people. What you have to do is quit reading
and start selling. Get back to work. The reading
Is all doom and gloom and you might start to believe
it.

There are a lot of people making a lot of deals
out there, and you see that transactions are still
happening, and the professionals are doing well.

It is a process of natural selection, the strongest
survive and | think it is a time of opportunity, the
clients have the problems, we don’t. And when your
clients have problems, that is an opportunity for you
to do business. The secret is not just surviving,
forget about surviving. | don’t want to survive, |
want to make a lot of money. | want to do well, not
just survive. And that is the opportunity that is at
hand today. The secret to that is a combination of
debt, knowledge, and flexibility. Have the ability to
deal with a change, and go about your business
slightly different, so that you profit by what is going
on.

What | shoot for is real estate auction sales
that are of “race horse” quality. | think that some of
the best properties you could sell at auction are well
located apartment building complexes, shopping cen-
ters, good office projects, that type of real estate.

You got to be able to discern between the peo-
ple who have need for a Realtor® and those who
need help from theirclergy. Don’t deal with the lat-
ter,, deal with the former, because the latter have
nothing to sell, they don’t even have any equity in
that property.
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When a property is submitted to our entire staff,
we brainstorm the property and try to come up with
Ideas for extra bidders. We do that for all properties,
whether if it is auction or regular method of sale.

We develop a comprehensive public relations
campaign for the property. Here is an opportunity
to get free advertising, not only for the auction, but
for your company. We capture a larger market share
In our area because you put out one press release
and it gets picked up in the CHICAGO SUNDAY TRI-
BUNE front page of the real estate section. You
can’t buy that type of advertising for a hundred thou-
sand dollars. Nowadays, somebody else talking
about you is much better than you talking about your-
self. That right there could be enough to sell a
client’'s property. Auctions are interesting, news-
papers and magazines are interested in featuring
stories on auctions, so it’'s a good chance for you to
capitalize on public relations.

We conduct showings of the property — two
showings prior to the auction, one immediately prior,
plus private showings by appointment. We will do
that on vacant land, by the way, because a lot of
people think “well, the vacant land is out there. Just
get those buyers out there, and they will see the
sign, and they will know where it is.” But a lot of
times you want to meet with prospective buyers on
location. You want to know if they are truly a po-
tential bidder or not, so that when you walk into that
room, you are not walking in cold. You know who is
Interested and who is not.

THE SCHOOL OF
THE PROFESSIONALS

Professional
Auctioneer

INTERNATIONAL AUCTION SCHOOL

Route 5 - South Deerfield, Massachusetts
413-665-2877

Make plans now for
New England’s only Auction School.
Call for information on next term.
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~ LEARN
AUCTIONEERING

in Beautiful

FLORIDA

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

Col. Jim Graham NEXT CLASS
CCIM. CRB, AFLB JULY 26

Become a Professional Auctioneer in 1 Week
e Learn the Professional chant

JIM GRAHAM training makes you STRONG . . as an

. = = - -
Every type auction is covered Auctioneer: Businessman; Speaker. Men or women.

e | atest video training equipment

.. lets you view your progress REAL ESTATE auctions . . our specialty

MONEY

e Every student personally trained You'll like our FAST START system BACK
by Col. Jim Graham GUARANTEE

Graduates from other schools are welcome

e Highly professional Instructors

FREE BROCHURE
JIM GRAHAM SCHOOL OF AUCTIONEERING

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

Auctioneers know they can attract a

‘“Advertising is one of our big-
gest expenses. | try to cut costs,
but without the Chicago Tribune,
- we don’t do business. So when

the high response our ads get, the
Tribune always wins.”

Gordon Pace,
Pace Auctions

“The Chicago Tribune has terrific
drawing power.”

Loretta Skeen,
Lake Geneva Auction Co.

“The Chicago Tribune Auction Mart
gives me great coverage far beyond
hicago.’

Edward Bilbruck,
Edward Bilbruck, Inc.

(hicano Jribune

| get my billing and compare it to | PLHCG THGIH

BI Ds o N THG Whether you want to sell machinery,
jewelry, coins, tools, vehicles, art,

MART.

qualified audience of buyers by plac-
ing their auction advertising in the
Midwest’s #1 auction marketplace—
Chicago Tribune Auction Mart.

general merchandise, antiques, office
equipment or real estate, Auction Martis
the place for the best auction sales in
town every Sunday and Wednesday.

For more information about Auction
Mart and Auction Action, write for a
free brochure by sending your name
and address to: Chicago Tribune
Auction Mart, 435 N. Michigan Ave.,
Chicago, lll. 60611.

Or call: Sally McKoane—
(312) 222-4493
Charles Shanley—
(312) 222-4042
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National Auctioneers
Week well promoted

Two California mayors proclaim The Week

Because of the initiative shown by two NAA
members, two California mayors were very pleased
to proclaim National Auctioneers Week, 1982. NAA
member Bob Young lives and auctions in San Jacinto,
and L. D. Pollum lives and auctions in Hemet, Cali-
fornia.

Both towns are in Riverside County near Palm
Springs, and both mayors were together for signing
the proclamations. The HEMET NEWS reported the
event as San Jacinto Mayor Bertha J. Hazeltine, and
Hemet Mayor Patricia L. Herron, along with the two
NAA members honored National Auctioneers Week
In a signing ceremony in Hemet.

Children’s auction celebrates Week

To celebrate National Auctioneers Week, NAA
member Ronald Breck Gantz, Bedford Hills, New
York, held a children’s auction on Saturday of The
Week. The event was open to children ages 6-14
and was free of charge.

Upon arriving, each child was given a bidding
number and $25 in Gantz Auction Gallery play money.
Previewing the items was highly emphasized, and
preview they did. Several young people came with
paper and pencils, writing down the items they were
interested in and the amount they would bid.

A short discussion preceding the event included
auction history, the purpose of auctions, rules, how
to preview and bid, and the auctioneer’s role.

There was enthusiastic and aggressive bidding

MOVE MERCHANDISE
IN DALLAS, TEXAS

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

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

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

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

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

Dallas Times Herald

The newspaper Dallas can be proud of.
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throughout the children’s auction. Some of the items
sold were dolls, doll house furniture, mechanical
banks, old comic books, kites, coins, records, and
pie plates with recipes printed on them which the
auctioneer pointed out would make good Mother’s
Day qifts.

The highlight of the Gantz children’s auction
was the auctioneering contest. Five children volun-
teered to auction one item each. After great debate
among the judges, the first place winners were de-
clared — all five of the contestants.

All “buyers’” were allowed to keep the items
that they had successfully bid upon. Other children
“purchased” a frisbee for one dollar in Gantz Gallery
money. After paying for the items, refreshments were
served.

Approximately 60 children and their parents
attended, and a good time was had by all. The
children’s auction is planned as an annual event.

Texas county honors Week

Judge Daniel Sklar, Wharton County, Texas. pro-
claimed National Auctioneers Week in April, thanks
to efforts by NAA member Sherrell Speer, Wharton
resident. The local newspaper published a photo-
graph of the signing event by Judge Sklar, but also
ran a promotional advertisement for The Week.

Continued page 60

| BANNERS $39.95

Large 3' x 10' attention-getting florescent orange
banner. Plastic coated reinforced material with
black silk screened lettering. (AUCTION )

3' ties hang banner from buildings,
fences, poles or trucks.

equipment,

¢ Effective Advertising
@ Use Over and Over

Send $39.95 + $4.00 postage and handling to:

COL. DALE WARE

P.0. Box 1009
Torrance, CA 90505

California residents add 6% sales tax. Allow six

weeks for delivery.
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Auctioneer Speer used a portion of his auction
advertising space in the Wharton County SENTINEL
to promote National Auctioneers Week. Advertising
copy explained The Week as honored by the NAA
and the Texas Auctioneers Association, and dis-
cussed the benefits of selling by auction.

Lady auctioneer in Fisher
family business

The week after National Auctioneers Week in
April, Ft. Lauderdale, Florida’s SUN-SENTINEL news-
paper featured an NAA member in its “Today’s Wo-
man’’ section. Mitzi Fisher was the SUN-SENTINEL'’s

“Woman on view’ as auctioneer, wife, and mother-
to-be.

The daughter-in-law of NAA director Louis B.
“"Benny” Fisher, and married to NAA member Louis
B. Fisher Ill, Mitzi began her married life as a real
estate broker. But that marketing method was ‘‘too
slow” for auctioneer Fisher, waiting three to four
months for the commission check. She attended
auction school and returned to become part of the
family business, Auctions by Fisher in Pompano

Beach, Florida, with offices in Hendersonville, North
Carolina.

Mitzi Fisher’s expressed goal is to be the ‘“‘best
lady auctioneer in the country. And | think | can do
that. | come from a group of professionals; a group
that already includes champions.” Father-in-law
Benny Fisher was the 1980 Florida bid calling cham-
pion, and husband Louis was last year’s runner-up
bid calling champion.

Auctioneer Fisher will interrupt her business
career in October, when she and Louis expect their
first child.

WEEK PROCLAIMED, GREENVILLE, SOUTH CARO-
LINA — From left, Larry Meares, president of the
South Carolina Auctioneers Association, Greenville
Mayor Jesse L. Helms, and NAA member W. Angus
Davis, also of Greenville.

Newspaper interviews NAA auctioneer

The MORNING NEWS of Erie, Pennsylvania, in-
terviewed three local auctioneers during National
Auctioneers Week, one of whom was NAA member
Salvatore “Sam’” Randazzo. The informative article
discussed how a person becomes an auctioneer,
and ‘“‘what the job is really like”.

State Association Conventions — Dates and Locations

Convention Chairman or

Convention Dates State Association Hotel or Motel and City State Association Secretary
June 5-6 Georgia Savannah Lynn Dempsey
June 9-10 Wisconsin Green Bay Robert Massart
June 11 Arizona Larry Everhart
June 11-13 South Dakota Mitchell Marti Dunlap
June 12-13 Florida Las Palmas Inn, Orlando Billy Wells

June 12-13 Ohio Marriott North, Columbus Byron Dilgard
June 13-14 Tennessee Peabody Hotel, Memphis E. B. Fulkerson
June 19-20 West Virginia Cedar Lakes Conf. Center, Ripley Bob Mills

June 24-26 Texas Brookhollow Marriott, Houston Dudley Althaus
July 28-31 NAA 1982 Convention Atlanta Hilton, Atlanta, Georgia

October 25-26 lowa Holiday Inn, Cedar Rapids Margaret Bloomer

November 7-8 New York
January 14-15, 1983 Pennsylvania
April 17-18 Kentucky

Holiday Inn-Arena, Binghamton

Holiday-Dome, Bowling Green

R. Thomas Jones
Blaine C. Brown
Wilma Atherton

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

be coordinated through the NAA office.

60

THE AUCTIONEER



In Memoriam. ..

ELWOOD B. STAGEN
NAA member auction Elwood Stagen, Paxton,

lllinois, died May 9, at the age of 57. Completing.

auction school in 1960, Mr. Stagen later served two
terms as president of the lllinois Auctioneers As-
sociation. He was co-founder and 22 year chairman
of the Paxton Community Sale. Elwood Stagen had
been named an outstanding farmer of the year when
he farmed near Paxton, before entering the auction
and real estate business.

EDWARD W. MAUPIN

The executive director of the Kentucky Auction-
eers Association notified the NAA office of the April
27 death of member Edward Maupin, age 59, New
Haven, Kentucky. Mr. Maupin was also a real estate
broker and was serving as KAA secretary at the time
of his death.

In Memoriam...

Auxiliary to the National Auctioneers Association

GEORGIA MAE EDIGER

The NAA office was notified by the president of
the Minnesota State Auctioneers Association, of the
death of Mrs. Georgia Ediger, May 1, Belle Plaine,
Minnesota. She was a past president of the MSAA
Auxiliary and wife of Wayne Ediger, former NAA di-
rector and past MSAA president. Mrs. Ediger had
suffered from leukemia for the past two years.

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

Wick hler

Box 147 Northfield, Mn. 55057
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State association
reports

lowa auctioneers meet

After a long lowa winter, April 25 was a perfect
spring day for the annual, one day convention of the
lowa Auctioneers Association at the Amana Colonies
near lowa City. President Jerry Tubaugh, Belle
Plaine, noted a fine attendance for the day.

Registration began at 9:00 am. After the noon
invocation was given by Mac Greentree of Decorah,
the noon banquet was served family style with de-
licious Amana foods.

NAA president, Howard Buckles, Keosauqua,
lowa, was the after dinner speaker, discussing his
own state experiences and travels to various State
Associations.

A short recess was called, after which the |IAA
Auxiliary, under the direction of president Bonnie
Mallinger of Sigourney held its meeting. The |IAA
members met for a general board meeting and the
items discussed were the ones the Board of Direc-
tors had reviewed at the morning session: regional

Continued page 66

{ NOW, EVEN GREATER RESULTS IN A
FARM AUCTION g
In its S
s 27th year of
s publication.
s (formerly Eastern Indiana Farmer) z
s Auction deadline noon Tuesday. Late ads until 8:30 a.m. Wednesday CST. s
Try it for your next farm
g auction! Results guaran- Over 20,000 2
S teed or no pay! Subscribers s
s As a trial guarantee if s
S you feel the results did not 1
merit the cost, tell us and

we’'ll not charge you for
the advertisement (excep-
tionally bad weather ex-
cepted). But you must ask
for a show of hands of who
read it in Farmweek!
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Indianapolis (Greenfield)
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Call Toll Free
Indiana: 1-800-382-1050
Other states: 1-800-428-4156
To Reserve Your
Next Auction

g P.0O. Box 90, Knightstown, Ind. 46148
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Or Visit our Giant Showrooms

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

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

can be profitably and quickly sold.

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

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

*Catalogs without our name available for your use

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

Yes, | want to make more money! RUSH my copy of your big, new wholesale cata-
log.

N 1T 11 1 L3

AAAresS.
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You’re NAA
and professional.

Show clients and associates that you're
part of a nationwide organization . . . display
the NAA emblem with these quality promotional
items.

Certificate Holder. For 812" x 11”7 NAA member-
ship certificate. Walnut with plexiglass cover.

Embroidered Emblem. Red, black and gold em-
blem is available in two sizes for display on blazers,
coats, dresses, etc.

Emblem Decals. Shows the red, black and gold
emblem in two sizes. Large size adheres only to sur-
face; two kinds available in smaller size.

June, 1982

Howard Buckles
Auctioneer

NATIONAL/AUCTIONEER N

Your name, or auction Auction title also en-
staff member, goes graved — auctioneer,
here. ringman, clerk, etc.

New NAA name badge
now available

Quality, engraved name badges with full
color NAA logo are now available from the NAA
office. At a cost of $5.50 each (includes limit
of two lines of copy), your name and title will be
engraved on this sturdy plastic badge. (Price
for three lines of copy is $6.00.)

Also, you can order name badges for mem-
bers of your auction staff — clerk, cashier, ring-
man, etc. However, if an auctioneer on your
staff is not an NAA member, that auctioneer
cannot wear an NAA name badge, being repre-
sented as an NAA member.

Colors are white with green trim, full color
logo, and red ‘“National Auctioneers Associa-
tion”.

Order from the NAA office. Send full pay-
ment for all badges @ $5.50 each; plus exact

copy for name(s) and title(s) to appear on
badge.

Single Deck Playing Cards. Displays in full color
photo, the NAA headquarters building when dedi-
cated in 1971. Excellent gift for clients.

Emblem Reproduction Sheet. A full sheet of
black on white reproductions of the NAA emblem in
various sizes. For use by individual NAA member on
sale bills, newspaper and magazine advertisements.

Bumper Signs. Promotes the NAA auctioneer
with the words, “HIRE NAA AUCTIONEERS”. Ident-
ifies National Auctioneers Association and the NAA
emblem. Red bumper sign with white and black copy.

MORE! . . .
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THE AUCTIONEER Magazine Binder. Preserves
your permanent copies of THE AUCTIONEER maga-
zine. Binder is bone color with red NAA emblem
and holds the 11 annual magazines (plus NAA Direc-
tory). Designed to hold current 8%2 x 11-inch size

magazine.

New Style Belt Buckle. In pewter finish and
brass finish.

Emblem Lapel Button. Show NAA affiliation on
suit coat or blazer lapel. May be worn as tie tac.
Red enamel on 14K gold emblem; V2" wide.

(The price of the NAA lapel button may change with-
out notice because of the cost of gold and due to the
occasional increase in price by manufacturer.)

Pad Holders. Red vinyl with full color NAA em-
blem. Holds papers, business card, and legal pad.

Code of Ethics. Red and black on white, frame-
able paper stock. Size 11” x 14",

NAA Promotional Items Order Form (Indicate quantity on line.)

NAA Emblem Decals
8" Pressure-sensitive
@ $1.50 each

4" Pressure-sensitive
@ 3 for $1.00

(adheres on top of surface)

4" Pressure-sensitive

@ 3 for $1.00
(shows through glass)

NAA Bumper Signs
@ 2 for $1.00

Single Deck Playing Cards
@ 75¢ each

Name _

Address —

City

NAA Embroidered Emblems
8" @ $7.50 each

3” @ $1.50 each

NAA Emblem Lapel Button
@ $5.00 each

NAA Emblem Reproduction Sheet
@ $1.00 each

THE AUCTIONEER Magazine Binder
@ $6.25 each

NAA Certificate Holder
@ $25.00 each
(walnut with plexiglass cover)

NAA Name Badge

one line, $5.50
two lines, $6.00

NAA Code of Ethics
@ $1.00 each

NAA Pad Holders
@ $4.50 each

NAA Belt Buckles
@ $4.50 each

(pewter finish)
@ $4.50 each

(brass finish)

State e

Zip

Send no money for post/age. Return postage paid by National Auctioneers Association.

Enclosed is a check or money order made payable to The National Auctioneers Association, in

the amountof § ... ... for the above marked NAA promotional items. (NOTE: NAA

Board of Directors’ policy prohibits orders shipped on a ‘“‘charge” basis. Check or money order
must accompany all orders.)
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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

ADVANCED
 ieTinE

L e mss |

e

: SRR LB A
L T e el

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

10 Books — First edition now off the press

WRITE FOR FREE BROCHURE

AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES! |

““The Professional Auctioneers’ Choice” — '

: HALF-MILE HAILER SOUND CRUISER
e MODEL S-610 MOBILE P.A. MODEL S-310
Y e List: $245.00 List: $425.00

Auctioneers Cost: $199.00 Auctioneers Cost: $361.25

ik &
T |

HALF-MILE HAILER MODEL S-610 — Projects further, louder, clearer than horn hailers
. . . doesn't block vision . . . perfect for crowd control, athletics and other outdoor use.
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-
I teries: alkaline type provides up to 200 hours operation. MICROPHONE: Cardioid probe-
type, noise-cancelling, hand-held microphone, supplied with 8' coil cord, on-off switch.
SPEAKER: Weatherproof horn, can handle full amplifier output: detachable. CONSTRUC-
TION: Removable metal bracket attaches to amplifier with screw knobs: gripper handle
and shoulder strap included. Dimensions: 112" high, 11" wide, 9" deep. WEIGHT: 14 Ibs.
(with batteries). Order Model S-610

North Carolina residents add 4% sales tax.
Col.

Forrest Mendenhall,
Member

P.O. BOX 7344 — U.S. HWY. 29 & 70 (185)

| -

June, 1982

If you need good quality equipment,
this is your opportunity.
Write for Equipment Brochure today.

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: 8% " wide x 3%s” 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 |bs. Order Model
S$-310

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

HIGH POINT, NORTH CAROLINA 27263 PHONE (919) 887-1165

s r——— L

65




THE AUCTIONEER Advertiser’s Index

Page
A A NG T8 | s sesrsivueseis 42
American Academy of Auctioneers ... 51
The Antigue Trader ........ci-oso-cssssmmn s 48
The Auction Bullelin .. ssemsemssmnssmmmavmnvsmm 39
Auctioneering SystaMB ..ccnsmmmmmmsmsmmmssmmomsenss 6
210151 (0] 4 R C 1 1'e) o 1= NP 52
Britten Auction Academy ... 55
BUHGH PHRING ...occocmmcimssmssisssssnns diiasssssiasionssiamsesss 3
CHATHE CBY .neoenommnsnod s oo SRR KT SA——_— 36
Chicago TribUNE ueemmmmmprmempmsssvmmmmeoe e 58
Consolidated Equity ..o 54
COOK BFOTNOIS INC. .cceeesoncomsmcmsscomnansanmamnanssmmmssnsssesdasisasnias 62
DAl WHEIE .....coeommmssmisnsnisassansnsssnnmnans s Seds i EraaRT s RS 59
Dallas Times Herald ..o nannmsssmmagene 59
Dep Bilgn 00 sesrsmmmenummpupessassmsossmmmwossssssmmass 9
Dewey Carter ... e eeeemnomeaemannan 55
Dodge Manufacturing ..o 47
Earl D. WISAIA .......oreccmemeenonsenensasanmmmandssmssssss samssssassss — 51
ENMPLO SBIBS ... coonssammmmmi e aamscs 53
Fariwael . .comemuarasasnwmmepasussmsmmsomssemssmm s 60
Fort Smith Auction School ... 10
T =10 1= o TSRO 46
FSC AAVETTISING  ..occrmenmsensnarminsnnnansinnmsssandestissasesisss s i 11
Hearst Business Media Corp. ..., ... 24
Hudean & Marshall ...cousmmnmammmmummsssssasommmsess 28
Industridl PUBlIShINY ..comummammmmsmm s 14, 15
INAUSEroniCS, INC. e 19
International Auction School ... 57
Ji Lz Todd ....-....c TP — 56
Jim: Grahng: It —ooner e e e cecoucngessrs 47
Jim Graham School of Auctioneering ........................ 58
Joe Reisch Library ................ e 65
Joe Reisch Sales ... 50
Joe Small Auctioneers ... .o 44
Kwick Klerk .....oooseacssnampns 19, 27, 41, 60
LeGITONSONICE' .oomimsmns B T WL N— 8
Leslie Swainbank Antiques Inc. ... ... 40
Livestock Auctioneering Seminar ........ccooooooiiiiieiinnnnnn.. 26
Lundeen Sales FOrmS ... 21
Lynn Wallers «.cumeesneasssmmmesnmmenrmrmmssnms 10
Mason City College of Auctioneering ................... ... — 54
Mendenhall School of Auctioneering .............................. 53
Mendenhall School of Auctioneering (PA Equip.) .......... 65
Michael Fox Auctioneers, InC. ... 50
Missauri Auction Sehpol .....avnamrannine 27, 67, 68
(INAA. promotional MemMS) ..cussmrmmiemmmpemcimmms 63, 64
Nashville Auction School ........................... NR— 43
National Institute of Real Estate Auctioneers ................ 4d
PACS e e 12
Philadelphia Inquirer ... 2
Reisch World Wide College of Auctioneering ............... 48
Reppert School 6f AUGHIONOBIING: wuswssssspsmmusessmmsmiss 33
River Basin Auction School ... 38
Roger D, HICKS .o e emmeeemmeemeeeeeeeeesaeeeceeesonaeee- 41
Roussel’'s ... e e 6
R. S. I. Computer Group ........cccceeeeeeeeeeemmceaenes breemsiciananh AR 37
RUBSEID KIUSE ....ooccoiinmemimmsnmmmsansssm s sy e s s e 4
Sheldon Cord ... e i R R AEAR 20
Tri-State Trader ..................... USSR 21
Valdosta Tent oo 3
Victor McDonald ..o 18
Wagner Watch ... e 56
Wishing Rock Auction CO. ... .. 13
W. Craig Lawing ... i 2
Western College of Auctioneering ...............occoooiieeieenn. 18

meetings held in lowa the past months, CAIl, upcom-
ing newsletter, auctioneers contest at the lowa State
Fair in Des Moines on August 17, 1982 at 1:00 pm.
ldeas were discussed regarding how the lowa Auc-
tioneers Association could better the auction pro-
fession and good ideas were offered. Also, |AA par-
ticipation in the NAA Convention in Atlanta was re-
viewed.

The meeting adjourned until the two day fall

convention, October 25-26 at the Holiday Inn, Cedar
Rapids, lowa.

1983 NAA Seminars
January 23-27, 1983 — Personal Property: Selling An-

tiques and Collectibles at Auction. Hyatt Re-

gency, New Orleans, Louisiana.

February 20-24, 1983 — Real Property: Selling Real

Estate at Auction.

Hyatt Regency, Louisville,
Kentucky. |

1.

Advertising Rate Schedule — THE AUCTIONEER MAGAZINE

THE AUCTIONEER Magazine is the official publication of the National Auctioneers
Association and is published monthly with the exception that an August issue is
not published. Eleven issues are published annually. THE AUCTIONEER maga-
zine is published as a means of exchanging ideas that will serve to promote the
auctioneer and the auction method of selling.
ADVERTISING RATES: One (1) time

Six (6) times Eleven (11) times

Full page .....cceoceveeneenee. $160.00 $155.00 $150.00
Hall Pag8 .uioaisuussmsea 80.00 77.50 75.00
Quarter page ........cccccccceeeeeee 40.00 38.75 37.50

Column inch: $8.75 per column inch — column is 21 picas wide (32 inches).

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

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

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

NEW ADVERTISERS: All new advertisers are required to submit credit account in-
formation, an insertion order, and payment in advance (with copy), before advertising
will be accepted. If applicable to the new advertiser, advance payment for the first
three months is required. Submission deadline for new advertisers is the first of the
month.

4.

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

COPY AND CONTRACT REGULATIONS: The editor reserves the right to reject
any advertisement. No cancellations accepted after closing date (see item 7).
If advertising is discontinued before completion of contract, short rates for space
will apply.

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

Dimensions for ad space: Full page — 7% by 9%z inches: Half page — 7% by
45 inches; Quarter page — 32 by 4% inches or 7% by 2% inches.

CAMERA READY ART ONLY. All advertising submitted to the NAA office for pub-
lication in THE AUCTIONEER must be fully composed, “camera ready” artwork.
The NAA office will not prepare or make changes in your advertising. Changes
received as camera ready art will be prompty incorporated in your advertising in
the next available issue. Any questions abou this NAA publication policy should
be directed to the NAA office before submitting your advertising.

ISSUE AND CLOSING DATES: Published monthly (11 times ,annually) with the ex-
ception that an August issue is not published. Issued on the first of the publica-
tion month. Deadline for ad copy is the 10th of the month preceding publication
date.

SUBSCRIPTION AND SINGLE COPY: One year's subscription to THE AUCTIONEER
is $18, and only open to non-auctioneers. Sirigle AUCTIONEER copy is $1.75.
Subscriptions and issues available only from the NAA office.

ADVERTISING DISCLAIMER: Products or services advertised in THE AUCTIONEER
are in now no way endorsed by the National Auctioneers Association. Simply be-
cause a product or séivice appears in the NAA’s official publication, that appear-
ance does not imply an NAA recommendation of the product or service over any
other. Problems encountered with an AUCTIONEER advertiser should first be di-
rected to the advertiser for satisfaction. If the problem remains, then the NAA
office should be notified.

Submit all advertising to: The National Auctioneers Association, 135 Lakewood Drive,
Lincoln, NE 68510-2487. Phone: 402 489-9356.
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CLERK-SAVER® — World's No. 1 Clerking System

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

— —— = s ——m— —

Buyer’'s Name THE CLERK SAVER® 's:
Ce tNomber . . S : ) ;
e B ® Fast — check out in minutes.
i NANIEEE B S R = ® Accurate — Clerk writes buyer, item &
e ] s e price. Cashier writes nothing.
' Al the abnve  Seilar retans ownershap . Less expenSI-VQ than any known SyStem-
T ® Keeps a running total of the sale.

® '‘CLERK-SAVER” CLERKING TICKETS—Form No. CT-12

Original and 2 copies on NCR paper (makes its own carbon copies) 8Y2x11" sheets
perforated to make 12 tickets 134 x412"". This is an extremely fast, easy, and ac-
curate combination clerking and cashiering form. This one form replaces both
the standard clerking sheets and cashiers statement. You'll like these.

9,000 Tickets (1-3 White, Canary & Card) ... $27.50
18,000 Tickets (1-3 White, Canary & Card) ... e 52.50
36.000 Tickets (1-3 White; Canary & Card) .....cwsusmsmammmes T 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 2% ' x 78" x 3%2'. Handle
for easy carrying or nail to a wall for permanent installation.

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

® BUYER CARDS ... Form No. BC-70

For buyer's number and purchase notes. 3Vax7v2"" (fits
in buyer’'s shirt pocket).

1,000 Cards....$9.50 2,500....$22.75 5,000....$44.75

® 10 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE
Slots numbered 1-2-3-4-5-6-7-8-9-0. All tickets with buyer ©® BUYER'S REGISTRATION FORM ... Form No. BR-69

number endlng in one are f||8d in the one SlOt (example 81/2;(11“, 50 Sheets per pad Space for buyer’s nume-
1"11‘21'31'41'51'61-71'81-91'101*111-121, EtC.). Likewise all ber, name, address, phone and other information.
tickets for buyers ending in two go in the two slot; all tickets
for three in the three slot, etc. Small, compact, easy to $2.00 per pad, 10 pads at $1.50 ea, 20 or more at
carry. Size: 16" by 4" by 4. Weight 1 |b., 8 oz. Only $22.95 $1.25 ea.
| SPECIAL CLERK SAVER STARTER KIT
THE SPECIAL KIT INCLUDES:
® Aluminum Writing Tray ® 1,000 BC-70 Buyer Cards E
® 9,000 CT-12 Clerking Tickets ® 3 Pads BR-69 Buyer Registration SAV
® 1 Pad FS-69 Final Settlement Forms Forms
All of the above plus: 327 00
One 10 Slot Clerking Ticket File (a $80.90 Value) Only ... $53.50 :
One 100 Slot Clerking Ticket File (a $117.90 Value) Only ............ I $89.95

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

_; " Missouri Auction School
Top Floor Livestock Exchange Building
l > 1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117
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COL ONEL(?.: ‘“The Sound That Sells”’ i
The all new COLONEL Series of -

Portable Heavy Duty P.A. Systems
Designed Exclusively for Auctioneers

e o R S et

® Electro-Voice Model 671 Anti-
LIGHTWEIGHT . Feedback low impedence profes- W "

sional ball type dynamic cardiod
microphone, on-off switch, de-
tachable 10 foot coiled cord, and
built in windscreen.

® SPECIFICATIONS: Batteries COLONEL 7 ®
Eight “D"”’ size flashlight batteries

(not included) (Alkaline batteries
will give many hours of extra ser- The COLONEL 7 has the same fea-

vice). tures as the COLONEL 6 plus:
® Rugged metal re-entrant 9” weath- ® RECHARGEABLE BATTERY: Extra

er resistant 8 ohm horn speaker. capacity battery will last all day
® DIMENSIONS: 113%" High x 8" lon%. Fully rechargeable over-

| night.
Wide x 9%a " long. s .
| ® Complete with recharger. Charger

® WEIGRIS ¢ Ty T on rater 120 VAC, 8 Watt, 300 MA.

® SPECIFICATIONS: Battery: Gel
Type (2) #626 2.6 AH rating re-
chargeable.

INPUTS: One microphone; one

tape recorder, one battery charg-
er.

Payment with Order—We Pay Postage . .. C.0.D. Orders—You Pay Postage ® OUTPUTS: One extension speak-

Order by Mail . . . Send Check or Money Order To: er, one tape recorder. With in-
dependent controls.

\ l ® DIMENSIONS: 113" high x 8"

___! Missouri Auction School Wide x 9% " Long.

Top Floor Livestock Exchange Building : :’TDE'GH;éf Ib., 13 oz.
Ist Price 5.00
l—'_"> 1600 GENESEE / KANSAS CITY, MO. 64102 Auctioneers Cost $387.00

® There is a two year repair or re-
place warranty on everything ex-
cept batteries.

COLONEL 6 ® List Price $495.00 &

Auctioneers Cost $297.00

PHONE: 816-421-7117
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. . U. S. POSTAGE
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