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

Felt Silver Belly Auctioneer Hats ........................... $ 42.00

White Panama 212" brim ... 24.00

Milan Straw Auctioneer Hat .............cooiimieiinees 19.95

London Fog Type Jackets with NAA Emblem ....__.. 28.00

Auctioneer Hat Wisp (Western style) hat, 4X Beaver ........................ 45.00

Stetson “Wisp” NAA Emblem, 4-color embroidered ...................... 3.00

R— 5 _ Sterling Silver Gavel Tie Tac ... 50.00
IT'S SUMMER TIME” — andtime  Goid Plated Gavel Tie Tac ......ooooooooooooovoooooeoo 50.00
to order your summer straws. They come in 3 Sterling Silver with man made diamond ............... 80.00
brim widths in the Milan straw (light tan) — Gold Plated with man made diamond ...................... 85.00
28" 238", and 2%, — and white Panama in 14K Gold Gavel Tie Tac ..o 320.00
21/’ only. Of course, we have the ‘“Auctioneer’’ 14K Gold Gavel Tie with .15K diamond .................... 450.00
in felt as shown above in the same 3 brim 14K Gold Gavel Tie Tac with .20K diamond ............ 485.00
widths. The Wisp in 4x Beaver (silver belly) is 14K Gold Gavel Tie Tac with .25K diamond ......__.... 550.00

14K Gold Gavel with larger diamonds .... price on request

also available year round. | apologize for the
y pO’og Deer and Pig Skin Gloves By Stetson .... $16.00 and $18.00

increases in the prices, but this is beyond my
control. The prices quoted herein are still well

| PLUS 4% SALES TAX
below the regular store prices.

. | Col. W. Craig Lawing, CAI
This is the time of year for the London Fog
type windbreakers with the 4-color NAA emblem 5521 Belhaven Blvd., Charlotte, NC 28216

on the left chest. Please do not forget the Phone: office 704 399-6372, home 704 399-3260
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How would you sell
two caves In
Dickson County,
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The Chicago Tribune Auction Mart. Of course.

Whatever you've got to sell, even caves, the states and several foreign countries includ-

ol
/,;

Chicago Tribune Auction Mart is the way to ing Scotland, England, Canada, France
go. Why? Because it's the Midwest'’s larg- and Hong Kong. So whether you want
est auction marketplace and it's growing to sell machinery, jewelry, coins, tools,
every month. vehicles, art, antiques and even caves,

The Chicago Tribune now carries more than ;I'ributne’s Augtioptl Mart(;s Itlhe best place
90% of Chicago’s newspaper auction adver- 2 Putyour advertsing doflars.

; | . .. We've got a new Auction Mart brochure with
tising and has carried advertising from 42 complete details. For your copy call Barbara Wentz

at (312) 222-4493 or Charles Shanley at (312) 222-

([llitagn &i’ihmu’, 4042, today. Or write them at 435 N. Michigan/ Rm.

The Complete Newspaper 915, Chicago, lllinois 60611.




Letters to
THE AUCTIONEER

“We’ll see one another in a few weeks”

This year has literally flown by! The realization
that the NAA convention is approaching — soon —
came when recently | received a phone call from
Mrs. Betty Short, asking me to sing for the Auxiliary
luncheon in Las Vegas, Friday, July 31. | certainly
accepted, and am very happy about the lovely invita-
tion. I'll be singing ‘“Last Call — Sold,” the same
piece | had the honor of performing this year on the
television show “To Tell The Truth’” as “The Singing
Auctioneer”.

Other news to share with you is that in March,
|, along with many other auctioneers, met at Indiana
University to attend Certified Auctioneers Institute.
This being my first year, | wasn’t quite sure what to
expect! The instructors were indefatigable, and the
results of the course were unending in the constant
flow of useful information. Just when you think you
have a grasp of things concerning the auction meth-
od, you attend CAl and discover more and more
about our profession. | could have written a book
about CAIl week, it was such a fantastic experience.

At CAIl. we shared auction ideas with one an-
other, learning from the professionalism of all CAl
attending auctioneers. For now, keep smiling, keep
auctioneering, and we’ll see one another in a few
weeks at the NAA convention in Las Vegas.

Anne-Lynn Gross
NAA member auctioneer
Frederick, Maryland

Convention call

Auctioneers from all parts of the United States
will be converging on the Las Vegas Hilton Hotel,
Las Vegas, Nevada, the week of July 29 through Au-
gust 2, for the annual convention of the National Auc-
tioneers Association. Registrants will enjoy a variety
of activities and participate in the many official con-
vention functions — plenary sessions, workshops,
forums, entertainment, international night shows,
trips to various historic places. Election and intro-

Learn Auctioneering

Complete cassette home study.

® 5 full hours of chant secrets,

training exercises and all phases
of auctioneering.

: American Academy of Auctioneers : COMPLETE

: 1222 No. Kenwood, Broken Arrow, OK 74012 { cOURSE $49.95

MR R e s s SR N RN s AR E e i s a2 azastanan s A AL K

FREE CATALOG
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duction of new NAA officers and directors will be
among the highlights during this exciting week.
Registrants will also have the opportunity to enjoy
the numerous funfilled, cultural, scenic and family-
oriented attractions of this popular vacationland.

Each will look forward to meeting one another
and in sharing the the NAA spirit of good will and
fellowship. It is a spirit which provides us with the
Incentive to join together, with the objective of work-
iIng even harder to improve ourselves and elevate the
auctioneering profession.

B. G. Coats
NAA member auctioneer
Rumson, New Jersey

Additions to your NAA member directory

The following names were mistakenly omitted
from the 1981 NAA Membership Directory. Please
photocopy the list and include the names in your
directory under the appropriate section.

FLORIDA
COE, WILLIE, 239 Lakewood Drive, De Bary 32713

GEORGIA

MASHBURN, CARL, Rt. 1 Box 343 C, Rock Springs
30739

ILLINOIS

SHORE-SIEGEL, PATRICIA, 3923 W. Estes Ave.,
Lincolnwood 60645

TENNESSEE

ARNETTE, CLARENCE B., 300 W. Castle, Murfreesboro
37130

CHERRY, EDMUND B., JR., Rt. 4 Box 274, Columbia
38401

NAA schedule of
events, 1981-82

July 29-August 1, 1981 — NAA Annual Conven-
tion, Las Vegas Hilton Hotel, Las Vegas,
Nevada.

September, 1981 — Next issue of your AUC-
TIONEER magazine (an August issue is not
published).

October, 1981 — Convention revisted issue of
THE AUCTIONEER.

January 25-27, 1982 — NAA Real Estate at Auc-
tion Seminar, Holiday Inn Central, Tampa,
Florida.

February 15-17, 1982 — NAA Personal Property
at Auction Seminar, Marriott Hotel, San An-
tonio, Texas.

March 28-April 3, 1982 — Certified Auctioneers
Institute (CAl), Indiana University, Bloom-
ington, Indiana.

April 4-10, 1982 — National Auctioneers Week.

July 28-August 1, 1982 — NAA Annual Conven-
tion, Atlanta Hilton Hotel, Atlanta, Georgia.



1980-81 Officers

PRESIDENT

Archie D. Moody, CAI
P.O. Box 795

Darlington, SC 29532
Phone: 803 393-0431

PRESIDENT-ELECT

Howard Buckles
Keosauqua, IA 52565
Phone: 319 293-3012

VICE PRESIDENT

Rex B. Newcom, CAI
Box 458

Whitewater, KS 67154
Phone: 316 799-2278

EXECUTIVE VICE PRESIDENT

Harvey L. McCray
135 Lakewood Drive
Lincoln, NE 68510
Phone: 402 489-9356

TREASURER

Dean W. Fleming, CAl
Atkinson, NE 68713
Phone: 402 925-2802

DIRECTORS

Terms Expiring 1983

Charles E. “Chuck’ Cumberlin, CAl

P.O. Box 248
Brush, CO 80723
Phone: 303 842-2822

Richard T. Kiko

2805 Fulton Drive NW
Canton, OH 44718
Phone: 216 453-9187

Hugh B. Miller, CAI
RR 3 Box 457
Evansville, IN 47711
Phone: 812 867-2486

Dean H. Parker

P.O. Box 3266
Logan, UT 84321
Phone: 801 752-7701

Joe E. Small, CAl

8231 Santa Clara Drive
Dallas, TX 75218
Phone: 214 241-1912

Terms Expiring 1982

Harvey C. Lambright, CAl
112 N. Detroit Street
LaGrange, IN 46761
Phone: 219 463-2012

Norman Aldinger

RR 1

Cleveland, ND 58424
Phone: 701 763-6262

Haskel "“Hack” Ayers, CAl
Box 1467

LaFollette, TN 37766
Phone: 615 562-4941

Sammy L. Ford

P.O. Box 445

Mount Vernon, KY 40456
Phone: 606 256-4545

John A. Horton, CAIl
111 4th Street
Huntsville, AL 35805
Phone: 205 536-7497

Terms Expiring 1981

Martin E. Higgenbotham, CAI

1702 Edgewood Drive
Lakeland, FL 33803
Phone: 813 688-6094

Frank E. Bass, CAl

501 1st Avenue South
Lewistown, MT 59457
Phone: 406 538-8709

James W. Helke

104 W. Main St.
Mondovi, Wil 54755
Phone: 715 926-5005

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

Robert E. Musser, CAl
RFD 1 Box 1900
Cody, WY 82414
Phone: 307 587-2131
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THE AUCTIONEER magazine is the of-
ficial publication of the National Auction-
eers Association and is published monthly
with the exception that an August issue
is not published (11 issues annually).
THE AUCTIONEER magazine is published
as a means of exchanging ideas that will
serve to promote the auctioneer and the
auction method of selling.

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

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

advertising can be accepted. See rate

schedule on last page.

Single copies: $1.00 each. Annual sub-

scription rate $10.00.

Editorial and Executive Offices of the

National Auctioneers Association are at

135 Lakewood Drive, Lincoln, Nebraska

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

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

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

Mrs. Sandy Chapin, Secretary

Mrs. Sharon Whisenhunt, Secretary

Mrs. Joyce Tyrrel, Secretary
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By Archie D. Moody, CAl, President
National Auctioneers Association

The 1980-81 NAA vyear is officially over, even
though we will confirm the membership’s choice of
officers and directors, by election at the Las Vegas
Convention. | feel very privileged to have served
you as your president during the year and during my
many travels. At state association conventions and
meetings, plus NAA seminars and meetings, | have
learned the value of association with the business
men and women of my chosen profession — selling
real and personal property at auction!

Interest is high in associations, and during the
past year | have observed the interest that the
public has shown in our association and profession.
| have been asked by many, “Why is there such an
interest in auctions, auctioneers and the methods
we use to sell merchandise and property? Is it due
to the times? Due to the fact that money is scarce,

and people are selling their posssessions to acquire
money?”’

It is because of those reasons that auctions and
auctioneers can obtain needed cash for the sellers,
but | also firmly believe that auctions are now more
recognized as a valuable method of selling. Another
reason is the manner in which we are promoting our-
selves and conducting our businesses. In the past
few years, we have matured in the manner we pro-
mote our profession; and the public is recognizing
us for our value to the community, as successful
business men and women.

No, we have not set any membership records in
our associations, but we have confirmed the import-
ance of joining together as professionals to promote
our techniques and methods. Associations have
proven their service to the members and public
since the first association was established in 1768,
which was the Chamber of Commerce of New York.
Associations from that period on have been very
instrumental in providing a source of business, tech-
nical, scientific and just plain interesting information.

The NAA serves its members as an opportunity
to exchange information. Our meetings and conven-
tions are scheduled to allow the membership to
assemble and share information — to share auction
ideas with each other.

Our magazine, THE AUCTIONEER, provides a
monthly forum for that exchange of information. Our
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Associations valuable to
members, clients, public

membership list — THE DIRECTORY — is a source
of other professionals in the auction field, and our
members refer to the DIRECTORY frequently to ob-
tain assistance from other auctioneers, in nearby
communities or wherever NAA members reside.

Too often members of the NAA are unaware of
the services our Association provides. The primary
reason for our annual meeting — the NAA Conven-
tion — is to allow the members to select the officers
and directors who will represent them in our Associa-
tion. The Board of Directors is our governing body,
but every member has the privilege and opportunity
to express his or her ideas to this governing body —
to initiate new services, which will be beneficial to
the auction method and auctioneers in general. Only
after the members participate in the election process
— only after the members offer their individual com-
ments, suggestions and ideas — will we continue to
grow in stature, and in size, as an Association.

Several new programs have been initiated by
the NAA Board of Directors recently and those pro-
grams have come from the membership. The Board
of Directors has requested the opportunity to attend
State Associations’ conventions and meetings so that
new ideas can be obtained, which can be converted
to our National programs. Meeting with auctioneers
throughout our organization leads to new programs
and demands, which will benefit our National organi-
zation.

| am a “‘believer” in the auction method of selling
real and personal property! Many citizens of our
communities, states, provinces, and nations are also
becoming auction believers. But, where our methods
are not considered as a sound business method, we
need to expand our services, plus make ourselves
and our business practices known. The public should
look to us first when real and personal property is to
be sold.

Whenever an auctioneer becomes highly suc-
cessful in a given area, it is amazing how many com-
petitors (those who are not involved in the auction
method) become concerned and try and initiate new
ordinances and laws to restrict auctions and auc-
tioneers. Whenever this happens, it forces the good

Continued page 6
5]



auction businessperson to work harder in support of
the profession. Some competitors then seek out
those people who call themselves auctioneers, but
who do not use sound business methods; and due to
these sometimes unethical or poor business tech-
niques, the professional auctioneer’s reputation is
endangered.

We need to join together as ethical business men
and women, to refute claims by our competitive in-
dustries and make the public aware of our value.
We all must: educate ourselves properly; learn new
proven methods and techniques; keep abreast of the
laws and regulations, which govern our industry;
promote, as a body, the good image of our profes-
sion; and very importantly, maintain ourselves and
our businesses in a highly ethical and lawful manner.
We then will have enhanced the good image of the
auction method of selling.

Thank you for allowing me to represent you dur-
ing the 1980-81 NAA year! Thank you for the many
courtesies you have extended to me and my family
during my tenure as your president. Thank you for
sharing your ideas with me during this and the many
years | have been privileged to serve as a member
of the NAA Board of Directors. | believe | have
grown professionally because of these privileges. |
know | have become a better person because of the
opportunities | have had, meeting with you and your
associates, and being with you in your meetings, and
many times your homes.

| love the auction profession, and | have a deep
respect and affection for all of you. NAA members
represent the best in what we do — remaining strong
in the market place with the auction method of sell-

Ing.
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college of auctioneering
1948-1981 — 33 Years

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

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

We Stress Quality — Not Quantity!

Smaller Classes — Large Results!

11/ estern

college of auctioneering

Box 1458, Billings, MT 59103 Phone: 406 252-2565
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NAA announces
founders’ campaign
for new headquarters

Dear NAA members:

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

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

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

and $250 donations

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

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

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

Yours truly,

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

THE AUCTIONEER



The Legal Aspects

Of Auctions . . .

“As is sale’: What
does it protect?

By Mike Lemov, Attorney
National Independent Automobile
Dealers Association

Even though the auction industry is unique as
a marketing method, auction businesses still have
a lot in common with other “small” businesses. Such
is the case with automobile dealers.

“As is’’ can be found on various auction sale
bills throughout the country. However, agreement
between buyer and auctioneer is not necessarily
clear, regarding the definition and implication of the
term “as is’”’. As you read the following article, even
though Mr. Lemov is discussing vehicles, you will
see that the concepts are applicable to many items
sold at auction.

Mr. Lemov’s article is reprinted with permission
from THE USED CAR DEALER, April, 1981, published
by the National Independent Automobile Dealers As-
sociation. Emphasis added by THE AUCTIONEER.
— Editor.

The federal government, state legislatures, and
the courts are threatening to severely limit the “as
is” sale. It is common knowledge that older used
cars are more likely to be subject to mechanical de-
fects than new models. For this reason, older cars
are traditionally sold on an “as is” basis; that is, the
buyer accepts the car in its present condition, and
no promises are made as to its condition or future
performance. A trend has now been developing
which would significantly reduce the dealer protec-
tions offered by the “as is” sale.

Certain states do not allow the seller to exclude
implied warranties for any consumer goods, includ-
ing used automobiles. These states are Kansas,
Maryland, Massachusetts, Mississippi and West Vir-
ginia. Other states allow ‘“as is” sales of used
cars only if they comply with added restrictions.
Arizona requires the words ‘“‘as is — not expressly
warranted or guaranteed” in the contract; lllinois
requires specific language waiving any warranty for
the car’s power train. Minnesota requires a concise
writing informing the buyer that the entire risk as to
quality and performance is on him. In the State of
Washington, the disclaimer in the contract must sepa-
rately list every characteristic which is not being
warranted.

In general, many state courts will construe any
oral statements by dealers as overriding written dis-
claimers. Moreover, in cases where obvious defects
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have subsequently caused personal injury to a pur-
chaser, courts have held dealers liable, notwith-
standing the fact that the sale was made on an “as
IS’ basis.

For example, in Montana the case law provides
that a used car dealer has a duty to discover and
repair any defects which are obvious or discoverable
in the exercise of ordinary care. In a recent Mon-
tana case, Kopischke v. First Continental Corpora-
tion, 610 P.2d 668 (1980) a used car dealer was held
liable for an accident occuring three weeks after the
sale of an “as is”’ car. The Court found that the acci-
dent was caused by a bent transverse link, a discon-
nected right front stabilizer bar, and a tire mounted
so as to hide defects in its treads. The Court held
that the dealer’s general advertising statement that

Continued page 8

SEE THE KROYTYPE 80
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THE NATIONAL AUCTION-
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all cars were checked “from end to end” overcame

the specific “as is’’ provisions of the sales contract.

Tlhc? dealer was thus liable for a large personal injury

claim.

Dealers should take the time to familiarize them-
selves with the specific ‘““as is” rules in force in their
state. Further, the following common-sense rules
should be followed when conducting sales.

1. No verbal assurances should be made that a used
car to be sold “as is” is in ‘‘good running condi-
tion” or other similar representations. Such as-
surances may invalidate express disclaimers in
the sales contract. Similarly, there should be no
promises to make free repairs after the sale;

2. A salesman may emphasize such features as low
price, low mileage, good exterior appearance,
“clean’” interior, color, size, seat comfort, and
trunk size. However, even casual references to
the quality of a car’s engine or mechanical parts
should be avoided in the “as is’’ sale;

3. Where possible, the customer should be en-
couraged to test drive the car and make his own
personal inspection, with the help of the NIADA
publication, “Some Straight Talk on Buying a
Used Car”. Prior examination by the buyer will
often help to prove his knowledge of the car’s con-
dition and his acceptance of it without any war-
ranty.

In sum, the *‘as is’ sale is still a lawful sales
agreement in most states. However, it is being re-
stricted by the Courts and State authorities. Deal-
ers should keep posted on the latest developments.

Teamwork

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

NIADA attorney
gives tips on the
““as Is’’ sale

The “As Is’ sale has probably caused the used
car dealer more headaches than any other transac-
tion, and the root of most of the problems has been
the lack of understanding between buyer and the
seller.

NIADA attorney Mike Lemov has researched the
problems of “As Is”’ sales and has developed this
list of pointers for used car dealers.

1. Salesmen should understand the law of their state
regarding used car disclaimers. Five states (Mary-
land, West Virginia, Kansas, Mississippi and
Massachusetts) will not allow excluding implied
warranties on consumer goods. A car dealer In
one of those states would be remiss in believing
the “as is” clause in the sales contract will re-
lieve him of liability for a later malfunction.

2. Make sure that the buyer understands the dis-

claimer. The majority rule and the latest cases
indicate that the buyer must reasonably under-
stand the rights he is waiving by accepting the
vehicle "as is’’.

3. Make sure that the disclaimer is conspicuous. It

should not be in fine print, but rather in capital,

SUITE 1915 ¢ CHARLES CENTER SOUTH e 36 S. CHARLES STREET
e BALTIMORE, MARYLAND 21201
(301) 332-1333 Baltimore ® (301) 621-1776 Washington ® (215) 564-1175 Philadelphia
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bold-face letters so that it clearly stands apart
from the rest of the sales contract. Do not at-
tempt to “bury” the disclaimer. Use the words
“as is”’ and ‘“‘with all faults” in drafting the lan-
guage. Do not attempt to hide those phrases be-
hind a mask of complex, legal-type language.

4. Make sure the disclaimer is written on the sales

contract or some document which is given to the
buyer before the sale is consummated.

5. Do not make verbal representations or statements

in conflict with a written ‘“‘as is’’ clause.

6. Do not create conflicting warranties or representa-

tions on separate documents — make sure all
documents are consistent.

7. Be aware of the developing legal requirement in

some states that the seller of used cars must take
steps to discover and repair defects which are
obvious or discoverable by the use of ordinary
care. (Note that in 1979, the State of Oregon re-
jected the approach in Tillman v. Vance Equip-
ment Co., 596 P.2d 1299 (Ore., 1979) whereas the
State of Alaska in court dictum indicated a willing-
ness to adopt the theory in Swenson Trucking and
Excavating, Inc. v. Truckwell Equipment Co., 604
P.2d 1113 (Alaska, 1980).

8. Be keenly aware that the trend over the past ten

years has been to favor the purchaser in litigation
arising out of used car disclaimers. The courts
have demonstrated an unwillingness to allow deal-
ers to place a dangerous vehicle on the road, not-
withstanding the assertion that the buyer pur-
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chased it ““as is”’. A judicious recognition of this
burden by sellers of used cars will permit the
sellers to effectively disclaim liability.

U.S. auctioneer
sells in Canada,
vice versa —
what’s required?

The following article is in response to a recent
inquiry to the NAA office: what are the requirements
for an American auctioneer to hold a sale in Canada,
and vice versa? Information was provided by the
U.S. Immigration and Naturalization Service in Oma-
ha, Nebraska, and the Canadian Consulate in
Chicago, lllinois.

An American auctioneer goes to
Canada to hold an auction . . .

1. The Canadian employer of the American auction-
eer must get approval from the local office of the
Canada Employment Center. The paperwork form
that the employer will use is #2151, and any re-
strictions of exactly what cannot be sold are veri-
fied at this point in the procedure.

2. A copy of the #2151 is sent to the American auc-
tioneer by the employer.

3. The American proceeds to the Canadian point of
entry, where the auctioneer will receive a work
permit for the time limit specified on the #2151.

4. The Canadian Consulate in Chicago could not
specify how long the whole process takes. But
the Consulate spokesman was able to verify: that
US auctioneers go to Canada regularly; one
“small group” that he knew of works in Canada
on a particularly regular basis; he knew of an
individual American auctioneer who had sold in
Canada, 10 times in the last three years.

A Canadian auctioneer comes to the
United States to hold an auction . . .

1. Whoever wants to bring the Canadian auctioneer
to the U.S. to hold the sale, files a request with the
US Immigration and Naturalization Service, to
employ that auctioneer for that specific sale or
sales, as described in the paperwork.

2. Other than present federal restrictions on the sale
of specific items, no special restrictions apply to
the Canadian auctioneer.

3. The time limit placed upon the Canadian auc-
tioneer to be in-country is the ‘“‘reasonable time

Continued page 11
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limit”, as described in the Immigration Service
paperwork that the employer must complete.

4. It takes approximately 1-2 months to get the
petition through Immigration Service channels to
bring in the Canadian auctioneer.

5. Also, a work clearance must be obtained by the
American employer from the local Job Service
office, for the Canadian auctioneer.

6. To enter the country, the Canadian auctioneer
will need his/her birth certificate, to be shown at
the U.S. entry point. The necessary paperwork to
admit the Canadian will be waiting at the border
entry. The Canadian auctioneer is limited to
working only for the requesting employer, and
remaining in the area of that employment.

For both sides of the border, communication be-
tween employer (or client) and auctioneer is vital. It
would be a sale day disaster if the auctioneer was
not able to cross the border because of an error
that could have been avoided earlier in the immigra-
tion process. Whether you are reading this article
as an American NAA member or a Canadian NAA
member, you now know what is basically expected
of you and your foreign employer.

However, this footnote to the above information:
neither source contacted by the AUCTIONEER men-
tioned anything about soliciting business in the op-
posite country. A trade consulate in either country
should be able to provide more specific information
about soliciting and doing business in the host coun-
try.

Realize Your Dream
To Be An Auctioneer

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

S

(We also handle the Voice Projector
public address line. See the full page
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Male or female,

auctioneering
still professional

By Teresa Weatherly
NAA member auctioneer
Florence, South Carolina

A short time ago, | was asked to write an article
for THE BID CALLER expressing my views on ‘“‘auc-
tioneering from a female point of view.” Well, after
much thought and deliberation, here is what | have
come up with as the female point of view.

There really isn’t a set line differentiating auc-
tions from a woman’s or a man’s point of view. There
are simply considerations and decision to be made
by an auctioneer. Whether that auctioneer is male or
female should make no real difference.

As an auctioneer, you must represent the items
you have to auction in the best manner possible and,
receive the most return for your seller. It is very im-
portant to be honest, sincere, knowledgeable and
treat your bidders with the respect that is due them.
After all, where would the auctioneer be without his,
or her, crowd of bidders?

Now all of the above is true, but that is not to
say the public will not react differently to a female
auctioneer than they would to a male auctioneer.

There have been times when some of the crowd
may think “what can that girl possibly know about
the items for sale?” Well, in such a case, you do well
not to be overzealous in promoting yourself. Just be
sure of your methods in handling the crowd, plus
answer any questions as plainly and knowledgeably
as possible. But most important, be honest. If you
don’t know the answer, admit it and find the right
answer. Don’t try to fake it. People will realize you
know what you’re doing and if you don’t, you will
make every effort to find out what you don’t know.

There are some advantages to being a female
auctioneer, however. When you start your chant, and
you’re going down row after row of tobacco, or sell-
ing hound dogs, automobiles, furniture or equip-
ment, it is not usually very difficult to focus the atten-
tion on yourself. How many farmers do you know
who have followed a female auctioneer through the
market? As | said, there are some advantages 1o
being female.

In conclusion, | will say that being an auction-
eer is an honorable profession. And a profession it
is, so keep things on a professional basis — abide
by any laws and regulations. Male or female, keep
things on a level that will make you proud to be an

auctioneer.

(Reprinted from THE BID CALLER, April 1981, the
official newsletter of the South Carolina Auctioneers
Association.)
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Auctioneers and independent sales organizations have long relied on Cook Bros. as their
leading source for a wide varieiy 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.
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WESTERN COLLEGE OF AUCTIONEERING, class of March 1981. Instructors and staff,

seated front row,

from left: Jeff Stokes, president Bob Thomas, school secretary Lorraine Divver, executive secretary and
founder Bill Hagen, and instructor Jack Bowser. Instructors not pictured: Jack, Edie and Jerry Ellis, Ron
and Ray Granmore, Bob Musser, John and Craig Mandeville, Lyle Story, Dean Roberts, Gene Gabel, Wally

Stadfeldt, and Dean Merrifield. The March class was the school’s 114th term.

Latest Advanced Methods
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The Most Comprehensive Information Ever
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TELLS YOU HOW TO KEEP THE BUSI-

PR T e Oy
& Wi Pain AR
e BN
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Col. Joe Reisch’s Auction Library
Box 850, Dept. NA
Mason City, lowa 50401

NESS YOU HAVE AND HOW TO GET THE — T el
SALES YOU HAVE NOT BEEN GETTING. son | o S S
Col. JOE REISCH ) kel
Author & Publisher Nothing Is Left Out i i ——
(Photo taken Nov. 1978) = M
10 Books — First edition now off the press = =] =
WRITE FOR FREE BROCHURE =] W
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“You can’t tell the names of the players, without a program.” We have the

tools for the auctioneer, appraiser, banker, finance company, car salesman,
etc.

RED BOOK OFFICIAL USED CAR VALUATIONS ...... $27.00
Complete Regional Edition issued 8 times
yearly . . . Retail, finance & wholesale values for all
U.S. cars, popular import cars, light duty trucks, past

6 years. Insurance symbols, front end views, vehicle
number, etc. (Mr. Auctioneer: worth the price for you
personally to trade automobiles with!)

NATIONAL FARM TRACTOR & IMPLEMENT

CJHE oo T —— $35.00
Valuations, Nebraska tests, major accessories
— past 10 years. Published yearly.

BLUE BOOK OFFICIAL USED TRUCK
VALUATIONS e .......$56.00
Now issued 4 times yearly — Jan. 1, Apr 1,
July 1, and Oct. 1. Lists all trucks for past 7 years
. Gives values of trucks and major optional equip-
ment. Only truck valuation publication issued quarterly.

OUTBOARD MOTOR GUIDE . S——— - "
Over 35 major manufacturers of outboard boat motors

OUTBOARD BOAT GUIDE . SR———— .0 |
More than 185 manufacturers 15 000 mode!s Ilsted

INBOARD & OUTDRIVE BOAT GUIDE — VOL. | A-M _........................% 6.95

INBOAHD BOAT f"UIDE ................................................................................ $ 6.95
Does not include | O or stern drive boats

BOAT TRAILER.: GUIDE ..o snauma i $ 6.95
Over 5,000 different trailers listed

CAMPING TRAILER & TRAVEL TRAILER GUIDE ........coooiiicciinaians $ 6.95
More than 200 different lines included

TRUCK CAMPER GUIDE e $ 6.95
Over 177 manufacturers listed

MOTOR HOME GUIDE e $ 6.95
More than 167 different manufacturers shown |

SAILBOAT GUIBE. e ccnuvmmminnimesaimons s o o s s i e oo s $ 6.95
Over 116 different manufacturers listed

PONTOON HOUSEBOAT GUIDE .. e $ 6.95
Now shows over 80 different manufacturers

CHAIN SAW GUIDE ........... WSO TR———— | . |
More than 900 different models Iusted |

SNOWMOBILE & ATV GUIDE . NIRRT T, .
There are over 200 dlfferent manufacturers Iasted

MOTORCYCLE & MINI-BIKE GUIDE ... $ 6.95
Over 120 different listings — plus trailers

LAWN EQUIPMENT GUIDE . e $ 6.95
Includes walking and riding mowers, snow blowers, etc.

COMPACT TRACTOR GUIBE ..cvnimnenmmmimssnsmespmms i $ 6.95
All the major manufacturers are listed in this book

MOBILE HOME BLUE BOOK: oo s o o $10.00
January or June edition (Whichever is most current)

RECREATIONAL VEHICLE BLUE BOOK . e $10.00

April or October edition (Whichever is most current)

Bus Retmier, CAl, is a 1951 graduate of the Reppert School of Auctioneering
and has successfully completed CAIl (Certified Auctioneers Institute). He
has sold the above appraisal books to the auction profession for the past 40

years on a moneyback guarantee. = \\\

BUS RETMIER'S | B %\

VALUATION GUIDE SERVICE

P.O. Box 50248 - 8481 Bast St., Indianapolis, Indiana 46250
Phone: 317 849-3304

Please enclose $1.75 handling and mailing charge per order. All books
shipped UPS except used car, farm tractor, and used truck books which
are mailed.

Dear Bus: Please send the items circled above. | am enclosing the amount

of § — — e

Name s

Address _.. . _ e s e

City., - State .——.— | - J——

However you define success in the auction busi-
ness, the name of J. L. Todd Auction Company,
Rome, Georgia, would certainly fall within your defi-
nition. And some auctioneers who have never heard
of Mr. Todd, learn the hard way. The J. L. Todd auc-
tion team comes into the auctioneer’s area, success-
fully handles an important auction, and returns to
Georgia. An auctioneer could then ask some pretty
obvious questions, “how did they get that sale . . .
what do they have going for them that | don’t?”
Answering those questions is one reason for this
AUCTIONEER interview.

After the NAA Atlanta Real Estate Seminar in
January, the Education Committee of NAA Board of
Directors suggested that J. L. Todd be interviewed
for AUCTIONEER publication. The justification for
such an interview was not only Mr. Todd’s knowledge
of real estate at auction, but also the man’s wealth
of auction knowledge, gained from his long and
varied career. Keep in mind that J. L. Todd has con-
tinued an auction tradition that began with his father’s
company, even before that firm’s advertised founding
year of 1917.

Because of his auction career, J. L. Todd has
grown in stature, national reputation, and personal
wealth. But as AUCTIONEER readers will discover,
the following interview does not reveal any auction
“secrets’’, other than some basics of any success
story: organization, hard work, clear purpose, com-
munication, teamwork, and salesmanship. Aside from
a few good breaks along the way, the J. L. Todd Auc-
tion Company has parlayed those auction basics
into a business success.

The following interview was conducted on be-
half of the Education Committee, by NAA director
of association services, Gary Carmichael.

THE AUCTIONEER: Your advertising says 1917,
how was the company first organized?

J. L. Todd: My father started our company even
before 1917, but that’s the only records that | have
at the present time. He was in the livestock business,
and used to go to St. Louis every two weeks, and
buy mules and horses at auction. One summer when
his business was slow he had a friend that came to
his office, and had been trying to sell a farm for
about three years and couldn’t get an offer on it.
So he says, ‘‘we buy mules and horses at auction
every two weeks, so why don’t we sell that farm at
auction?” The friend said, ‘‘| never heard of it.”

So dad told him he’d go out there and sell it,
and if he sold it, he could pay him. If he didn’t he
wouldn’t owe him anything. The friend says, “well
I'll pay you double commission if you sell it and if
you don’t sell it, | won’t pay you,” and dad said,
“that’s fine”. They went out there and had a real
good sale, and the farm brought about three times
what the friend had been asking for three years,
and hadn’t been able to get a prospective buyer.
That is the way J. L. Todd’s Company really got
started.

Dad was in the business for years and years and

THE AUCTIONEER



“Every sale, give it 100%.

THE AUCTIONEER
interviews J. L. Todd

he had a partner named Mr. Lon Wursham, for whom
my brother, Lon Todd, is named. Lon Wursham
passed away, and dad kept the business on until he
died in 1946. And | have carried the business ever
since.

AUCTIONEER: What was your father’s name?

Todd: C. A. “Buck’ Todd. He operated his Todd
Auction Company and C. A. Todd Auction Company.
Before he died, licensing got so hard to secure in
other states. Dad said to me, “why don’t you put
them in your name?” And that really is the way J. L.
Todd Auction Company got started.

AUCTIONEER: Was there any indication at the
time that you started selling real estate, that you
would become nation wide?

Todd: Well, not really, we had a lot of business
here. | remember one summer | went with my dad
to a bank meeting, | was just a kid. We were coming
back and he stopped at a service station, and | looked
at him and said, ‘““dad, it worries me, you have had 28
sales in Whitfield County alone this year. What are
you going to be selling next year?”’ “Well, son, don'’t
worry about anything, everything is going to sell
sooner or later.”

“Everything,” | said, “you mean everything?”’ |
pointed at a church across the street. He said, ‘I
mean that church will sell sooner or later.” And
really it did. Calhoun National Bank is in it right now.
| quit worrying about what there was to sell, and
quit worrying about any competition or anything else,
because if you treat people fairly, you are going to
stay in business.

AUCTIONEER: During the 30’s, what sold?

Todd: During the 30’s, mostly bankrupts —
banks and depressed properties — were really about
the only thing that was selling. Liquidation bank-
ruptcies, sales of that type.

AUCTIONEER: After the war years?

Todd: During the war it just stopped, really, and
dad didn’t have any business. | went into the grocery
business in 1942 but then dad died in 46, so | had to
sell the store.

When he passed away | found | couldn’t run
the farm, couldn’t run the auction business, couldn’t
run the store. You have to either stay at one thing
or another, so | chose the auction business, and it’s
been very good to me.

AUCTIONEER: Immediately after World War I,
what was selling?

Todd: Well, it was a boom really. In 46, 47, all
along in the late 40’s farmland, big tracts of land,
were selling at that time — cattle, machinery, mostly.
| believe the state of Georgia alone had between
3,000-4,000 dairies at that time, and we sold in many
states. There were a lot of family operated dairies
— 30 to 60 cows — and mother and dad thought the

July, 1981
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J. L. TODD, seated in his office conference room,
below portrait of his father and company founder,
C. A. “Buck’ Todd.

boys were coming back to stay on the farm and
operate the dairy. But they didn’t. |

S0, we liquidated one dairy farm after another
for about three years, just constantly. Now in the
state of Georgia | believe we have something like 700
dairies, but they are probably producing just as much
milk as all those small ones were.

AUCTIONEER: And finally, during the 50°s?

Todd: Well, the auction business had come
a long way in the 50’s. We started selling motels, ho-
tels, and more business property than normal, but
still a lot of good acreage tracts in south Georgia,
Tennessee, Florida, South and North Carolina. Then
we got into the auction business as kind of seasonal.
Certain times of the year you sell a certain type of
property. Like in the summer months you'll be sell-
ing a lot of recreational property — mountain, or lake
frontage or ocean property.

The auction business gets more competitive
every day, but that really doesn’t bother me. | like
good clean competition. We have good and bad in

Continued page 17
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everything and | would like to see all of the auction-
eers improve their image. | have to admire my dad,
| can remember that when he would send an ad to
the newspaper, he would always send a check along
with it. Other auction companies when they came
into town would ask for credit. If they had a good
sale, they would pay the bill. If they didn’t have a
good sale they would leave owing everybody.

My father traded in good credit, and taught me
one thing, that you’ll never have anything other than
your name. You ought to always protect it, and that
iIs what | have tried to do. He didn’t leave me any
money, but he left me a good name and he was a
good teacher.

AUCTIONEER: When did you begin to seriously
consider the entire nation as your market?

Todd: | guess in the early 50’s we started auc-
tioning what people would call us in to sell. And we
still do. We do not run ads or solicit business in
states like New Jersey, but we were up there last year
on two different sales. We were also in South Dakota
and Montana and Florida, but we do not try to create
business in those states, because they are so far
from home. But if someone calls us, or recommends
us, or someone whom we have represented has re-
peat business, we always enjoy going back.

Repeat business is really what takes us to differ-
ent states. In the Virgin Islands, this fellow who has
known us for years called to sell half an island for
him. | don’t know how to explain any other way
than ours is just repeat business, more or less.

AUCTIONEER: In your opinion what factors have
been most responsible for getting the company
through the lean years?

Todd: Just hard work.

AUCTIONEER: And during the good years?

Todd: Well the good years were easy, and | can
remember when a lot of our competition got into
business. You could go out and sell anything. | think
that they are going to have a little rougher time as
things tighten up, because you have to know how to
get properties sold.

| have told so many different people the auction

.........

CONVERTED GAS STATICN houses J. L. Todd Com-
pany suite of offices. The auction firm eventually
sold 100 of these same gas stations after the oil
company heard of the Todd renovation.
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“You have to have enough abil-
ity to do all kinds of selling.”

business is three things.

You have got to sell the person on the idea to
let you sell the property. Then, you have to have that
auction and sell the land. Then, you have to have
enough ability to sell the seller on the idea of taking
the price it brought. A lot of times | have seen prop-
erties bring 4-5 times what the owner was expecting.
A lot of times I've seen it sell for a lot less.

Therefore, you have to have enough ability to do
all the kinds of selling. If you don’t get the property
sold, you really hurt that area for the next auction.
Regardless of what the property brings, if you can
sell that owner on the price, you are helping yourself
for the next sale.

AUCTIONEER: How is your company organized
In terms of job description and responsibility?

Todd: We have vice presidents, a corporate
treasurer and a corporate secretary, a corporation in
Georgia, one in Florida, and one in Alabama. We
set these other corporations up whenever necessary
on account of license.

There is so much jealousy in the auction busi-
ness that the other auctioneers and real estate people
will try to keep you from coming to that area with
their laws and all. Last year, we had some friends
who gave us about a $6 million sale and had it all
set. Our lawyer and their lawyer said we were legal.
| said, “just before we start spending the money we
are going to have to spend on this sale, you check
with the Arkansas Real Estate Board, and Auction-
eers Board.” We found out that the law was just like
it was back 15-20 years ago. The only way you can
go into that state, and they don’t like for you to do
that, is for the owners to deed you the property. We
have had to do that two or three different times.

There are so many younger auctioneers that
don’t want you in their territory. | can understand that
to a certain extent, but | have talked to some of them
that couldn’t afford to put on a sale that would cost
them $50,000-$100,000. They are not able to, and
they don’t want to take a chance, but they shouldn’t
try to keep out qualifying companies. You'd be
surprised how they will try, but it’'s not good for the
auction business.

AUCTIONEER: Your company has sales repre-
sentatives who do not auction, plus you have auc-
tioneers?

Todd: We have individuals who auctioneer here
in the company, and the other sales staff who are
not auctioneers. We also use different auctioneers
in Alabama and in Florida, because we try to associ-
ate ourselves with the best that we can find in differ-

ent states. :
AUCTIONEER: How far in advance are auctions

usually planned for?
Todd: Most of our sales are planned for within

Continued page 18
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30, 60 or 90 days. We have worked on some auctions
for maybe several years before they materialize. But
most auctions, 50-60%, you trade with somebody
that wants to get it sold, and over with just as quick
as they can. On the other hand, a lot of people are
not that way, and therefore you have to do a lot of
planning.

AUCTIONEER: Does the office have a computer?

Todd: No, we haven’t gone into that, but | think
that we are going to look into it this year. We have
been first in a lot of things but not first in that.

AUCTIONEER: You have discussed repeat sales
and much of your business is repeat sales. Are you
normally contacted by prospective auction clients?

Todd: Yes, but we do not take any private list-
ings, we never have. We just don’t believe they do
that well. | don’t ever intend to take private listings
because you have to devote your time to the auction
business, or the retail business, so to speak. In the
auction business you got to get in it, or get out.
That’s the way we feel about it.

Someone calls up here, and they have a good
piece of property, even though we feel like we could
sell it, we just tell them that we are not in that busi-
ness and we refer them to some other real estate
broker.

AUCTIONEER: If you were to solicit new busi-
ness, whose responsibility would it be?

Todd: Each one of our salesmen is on his own.
We do not have any territories. We work with all
real estate brokers and other auctioneers throughout
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“First in Auction Advertising in America’s Fourth Market”

“That salesman knows it’s his
responsibility to look after the

property, and have it ready on

sale day.”

the country. If they have something that is really too
large for them, and refer it to us, we’d be glad to
work with them. But our salesman who writes the
sale normally is responsible for that sale.

On sale day we take over, sell the property, and
handle the closings and everything which normally
follows about 30 days after the sale.

AUCTIONEER: In other words, your firm is total-
ly responsible for the entire sale?

Todd: We deliver. We take it from the beginning,
whether it’s furniture, cattle, or whatever. That sales-
man knows it's his responsibility to look after the
property, and he has got to have it ready on sale day.
If he needs any help, all he has to do is let us know
what he needs and he gets it.

We provide very effective advertising. We have
used the same advertising agency for 25 years in At-
lanta. We have thought many times of setting up our
own advertising agency, but now, it’s just like hav-

DDERSWEET

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

82 % of the ads.

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

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

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

e 400 N. Broad St.
Phila, Pa. 19101
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IN TODD OFFICE LOBBY, from left, auctioneer/sales-
man Mike Loftin talks with Mrs. Doris Todd, also a
member of the Todd Company staff. Office secretary
Carolyn Carter is at right.

ing our own after all these years. Besides, our At-
lanta office is in our advertising agency’s office in
Atlanta’s Peachtree Towers.

AUCTIONEER: As | understand it, you have
trucks to haul auction tents, and the logistics of get-
ting the auction setup is based upon the ability of
the tent to get there on time?

Todd: We used to have a lot of problems when
we first started using the tents. We had a tent crew,
but there would always be someone not doing his
job, so it created a lot of problems. We didn’t have
a tent. We didn’t have anything final.

Once we had to go all over the country to differ-
ent funeral homes for chairs, loud speakers, and do
the best we could without our tent. We finally found
a tent two or three days later. | got fed up then, so
| put one of our men in the tent business, and he
has become one of our salesmen here.

He handles the tents and it’s his responsibility
— 4-5 tents, all different sizes, cattle rings, whatever
we need to use — he has it all set up. But he is in
that business and that is his responsibility — to have
everything ready, have it up, and in working order.

AUCTIONEER: What is a week like for you per-
sonally?

Todd: Well, Monday is a busy day for us around
the office, and normally that’s about the only time
I’'m here all the time. The rest of the time we are
either out looking at property, or handling business
or having sales.

| enjoy this type of life, but as you well know
there are no two auction sales exactly alike. They
are always different and it's a challenge, and | en-
joy that challenge. | have made a whole lot of friends
all over the country. Wherever | go, it seems like !
know somebody, and | am proud of that.

AUCTIONEER: Before we discuss real estate in
particular, what other commodities, products, ma-
terials do you auction?

Todd: We sell just about anything. This year the
Wicks Lumber Company of Carrollton, Georgia was
one of our first sales. We sell antiques, we sell
cattle and cars. We used to have a car sale every

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

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

CHAPTER HEADINGS

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

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). Being
used by several states — auctioneer associations and
auction schools. WRITE: Kruse Office: 305 South Union
Street. Auburn, Indiana 46706. ATTENTION — Russell
Kruse.

ALSO AUCTIONEER TRAINING AT
KRUSE AUCTION INSTITUTE
AUBURN, INDIANA

Number #1: Three Week Course starting in February, June
and October. Personalized training with actual book study
and written tests. Written tests nearly everyday including
but not limited to Contracts, Advertising, Sale Brochure,
Offer to Purchase and Sale Summary. Last day of course
has four hour written test to better prepare you for
Business or State Test the following week. (Fee $300).

Number #2: Special Correspondence Course: Home Study
Program. Kruse Book and other written material that
should be very helpful in state test preparation as well as
making you a better auctioneer. This also includes atten-
ding the Final Day of Course No. 1 and taking four hour
written test if desired. Actually you will receive all of the 3
week course paperwork with instructions for each day for
3 week period. Live Auctioneer voice tape by Mr. Kruse in-
cluded. Same as if you were in class. This is a natural
setup for the person who cannot be away from home for 3
weeks but can be gone for one day review and 4 hour
master test at Kruse Office on Saturday just before State
Test.

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

Closeout JEWELRY 55¢ doz.
Catalog — 25¢
Roussel’s 107-190 Dow Ave.
Arlington, Massachusetts 02174
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BE A PROFESSIONAL AUCTIONEER

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

NO need to travel across the country and try to cram the
foundation for a lucrative profession Iinto 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.

Flller words — Learn how they link numbers and add continulty to your chant.
TS Oopening 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 _as:tth;p&v pace for the auction and establish your

that was spotlighted on CBS' 60 MINUTE

s 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 — Essential 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.

.................
...............
P e

sample materials Iinclude brochures, tags, buyer cards, contract, actual
newspaper ads, opening presentations, solicitation letters and over
100 one-liner jokes.

Into this 8 cassette auctioneering course and
study guide textbook. The steps you must

follow to reach your goal are set out In an
easy and practical plan designed to be Money Back 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.)

Victor McDonald Company Continuing Education Division

MAIL TO: Auctioneerin
- g Course * Bonus Offer «
Auctioneering COMPLETE COURSE

Victoria, TX 77902 539.00

PLEASE SEND: The Professional Auctioneer Course
$89.00 (Texas Residents add 5%)

Dynamic Sound P.A. + (Only available when you order course) L1 |
7 [ pm————

$119.00 G L —

NAME ADDRESS DYNAMIC SOUND P.A. +
Portable P.A., AM, FM Cassette Re-

CiTy STATE. ZIP PHONE corder Player all In one. Six Inch Dual
Range Speaker audible from both

MASTERCARD ([ VISA [ CARD /} sides. AC/DC (6 D cell batteries not In-
cluded). Perfect for business liqul-
dations.

SICNATURE Auctioneer's Cost $159.00-
With Course $119.00

CHECK ENCLOSED (J (Payable to Auctioneering Course) C.0.D. (J (Call 512-578-9811, you pay shipping)
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Saturday and | enjoyed that. But our real estate
business grew so, and so many people sell on Sat-
urdays, we got out of the automobile business about
15-20 years ago.

AUCTIONEER: Is there any kind of auction that
you won’t take?

Todd: No, we would probably take anything.
But there are some kinds of auctions that we dread
to take, really. If we don’t feel that a sale will work,
we tell the owner before we start.

The auction business has changed as far as
people in the business. You have a lot of high pres-
sure auctioneers who tell someone their property will
bring four or five times more than it will. And a lot of
times, people will trade with those type auctioneers.
But | sell our representatives on the idea to just tell
the client what they feel in their heart, and what they
feel that the property will bring. Although they
might make a mistake, just don’t get out there and
pump that seller up, that the property will bring 4 or
5 times more. | remember one auctioneer, and he
made us more money than anybody who has ever
been with us. He is dead now, and he was just a
good old country auctioneer. But he had the worst
habit in the world — overselling the client when he
wrote the contract. But he was a tremendous work-
er, and if he was living today, | would have to give
him credit.

AUCTIONEER: What is your main source for
non-real estate auctions, referrals? Or is it repeat
business?

Todd: | would say more or less it is repeat busi-
ness.

AUCTIONEER: Let’s discuss real estate in par-
ticular, what kinds of properties have sold best for
you in recent years?

Todd: In the last five years, | would say that
good farmland has sold better than anything else.
We have had a lot of good sales in the mountains on
recreational property that has sold well. But then
we have sold a lot of waterfront property and ocean
property always sells good. | would say that those
are mainly the best selling types.

AUCTIONEER: What are the reasons for farm-
land being put up for auction, and your participation
in the sale?

Todd: Well let me say this, | explained about
auctions here in the 30’s, depressed sales and all.
This day and time | feel like you sell for more
wealthy people than you do broke people. And peo-
ple have grown to know the auction business. You
used to go write somebody a sale, that was the
hardest thing to do — selling the owner of that prop-
erty on the notion that he didn’t have anything to
worry about.

Most of those prospects thought, “well, every-
body will think I'm broke.” That used to be the
hardest thing we had to overcome. That's not true
today, because we sell for more wealthy people than
we do for people who are broke. We do sell a ot of
hardship cases, but most of our sales are not that
way anymore.

AUCTIONEER: What criteria, what business yard-
stick do you use, to evaluate a property for one of
your auctions?

Todd: Well, the location is the main thing, and
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“If you have a good location,
you can sell almost anything.”

the type of property. But | always go back to loca-
tion, if you have a good location you can sell almost
anything.

AUCTIONEER: In terms of location, do you mean
next to a large metropolitan area?

Todd: Anywhere. | don’t care if it’s local around
here in Rome, or if it’s close to the city in a good
section. You have problems with a property if you're
off in the cheaper areas, and you don’t have enough
people that are interested. More people are inter-
ested in good property than they are bad property.
You are going to have active bidding on good proper-
ty that you will not have on cheap, sour property.

AUCTIONEER: This year, what have been your
main sources of real estate auctions?

Todd: Well, we have handled all types of auc-
tions. We have sold two large tracts in Florida this
year, just rough tracts which brought right at a mil-
lion dollars, and a million, four hundred thousand.

We have a lot of properties advertised right now.
We have several estates, and we have large com-
mercial property as well as real property at the
present time.

AUCTIONEER: With repeat business, does it
come from former customers, or do you get referrals
from a real estate broker?

Todd: Yes, sir, we do. We get repeat business
from real estate brokers, but most of our repeat sales
come from people whom we have sold for or soid to,
the actual customer.

AUCTIONEER: If | were a real estate broker and
we cooperated on the sale, how much of the com-
mission generally goes to me for the referral?

Todd: Well, the auction business is a little bit
different. Normally real estate brokers do not realize
what it costs to put the sale on, and that sales peo-
ple work in different ways. Commissions are differ-
ent, and normally what we offer a real estate broker
If they refer a sale to us, is a third of the net com-
mission. We take all of the liability, if it doesn’t work
they still haven’t lost anything, but if it works they
receive a third of our net commission after expenses.

AUCTIONEER: Whether you are selling a farm,
a large mansion or recreational property, do you
hold a preview or an open house before the auction?

Todd: Yes, we like to show the property. And if
we are selling a tract of land — a large tract of land
— we will have someone there a week to ten days
prior to the sale; or maybe two weeks depending on
what type of property it is.

A lot of smaller tracts of course, we do not pre-
view. But on large tracts or motels, hotels or what-
ever you may be selling, it pays you to have someone
there showing the property. If you have got a good
program before the sale, a lot of times the salesman

Continued page 22
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can tell you just about who is interested, and who is
going to buy what, so to speak.

v AUCTIONEER: Do you assist your clients in fi-
nancing?

{HHEIE | [ Todd: Yes, we are associated with different
' - W S 1 pbanks and insurance companies, federal land bank,
PCA, and different lending institutions. We have
worked with them for years, and have a good inside
contact that has helped us, and helps our clients.

AUCTIONEER: You earlier discussed license
laws, real estate laws, and the problems that you
have had. Can you give me a specific example?

Todd: One example is advertising having to be
approved by the Real Estate Board before it goes
Into the paper, in the auction business and our land
sales. In two states, during World War |l and right
after the war, they had a lot of fast promotions and
they sold a lot of soured stuff — water and different
bad properties. The real estate law was good to

tighten up on those problems, because you must
NG sell a person what you are advertising, and they were

M E I ALWORKI not doing that back then.
So that is what got the licensing law on real
MACH I N E RY estate in some states as tight as it is. And it’'s gotten

into other states the same way. Then you have the
AUCTIONEERS federal HUD Law which you have to comply with.

You have a lot of laws, rules and regulations. [f you
don’t know what you're doing when you go to a new

NOW YOU CAN REACH OVER state, you had better find out.
190,000 METALWORKING AUCTIONEER: Do you rely on your own at-

torney?

MACHINERY PLANTS Todd: We use our own attorney, but we also have

our engineer, or whoever goes to that state, to cover
the license law. Nearly each large city or county
SELL- ECTIVE will have that law without you having any trouble
finding it. They are all a little bit different, and we

try to comply with them.
Fifteen-twenty years ago | was at a seminar with
a real fine old auctioneer and he was, excuse the
expression, “hell bent on bucking all the laws and
everything else.” So | was sitting there with him, and

| said “Colonel, | have found out a long time ago that
we are going to have to live with the laws.”

IMN’s metalworking lists are the most complete,
up-to-date, and productive available today. PLUS,

- - He said, “well, | don’t and I'm not going to.”

VN TR 81 W% DRUORS. JOU N 0N o 1. And | said, “well, | believe you will if you operate in

Looking for a geographic list? We have it. Need a these different states.” He was determined not to

list of large metalworking plants? Small metal- go along with the new laws, but you have to because

working plants? We have them, too. How about a you have planning boards in all the counties, and all
list specifying equipment in use? ... Or one by the larger cities that you go into.

S.I.C. numbers? You name it, we have it. There are states that do not have license laws

SELL-ective mailing lists have hundreds of satis- at the present time, but they will soon have them.

fied users—including names such as Dunn & We all get restricted.

Bradstreet, Thomas Register, McGraw-Hill, the AUCTIONEER: | am not even implying that you

U.S. Government, Norman Levy Co., Wershow- have worked around one regulation or another, but

Ash-Lewis, Stephen L. Winternitz, Inc., Ron Tim- when you have encountered license law obstacles or

mons & Co., Roland Grenier & Co., etc. real estate law obstacles, how have you completed

_— the auction?

IMN Can Also Handle Your Printing Work Todd: I'm not going to mention any specifics,

From Concept To Finished Product. but we hired this auctioneer to help us comply with

: : : the law in this one state, to sell an old resort hotel.

Call, Write or Wire For More Information Today! The day before the sale, he tells me he cannot help

INDUSTRIAL MACHINERY us. We had already advertised him, he had already

WS agreed on everything.
.NE CORP. | So | went to thegseller and told her the situation.
29516 Southfield Rd. ® C.S #5002 e Southfield, M| 48037 | said, “we are in a bad situation.” She said, ‘“‘son,

Phone: (313) 557-0100  Telex: 231237 don’t let that bother you. You said if | deeded you
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“l said, ‘Colonel, I found out a
long time ago, we have to live
with the license laws.’”

the property, you could sell it.” | said, “yes ma’am.”
She said, “well, just get the lawyer and draw the
deeds.” We did, and | will never forget selling that
sale.

| didn’t know what state the buyer was in, but
it was snowing and he couldn’t get to the auction.
But he stayed on the phone all the time we were bid-
ding. | told him | would accept his bid, but for him
to meet me at the airport, and we would fly there
when we got our plane, and pick up his check. So
we sold him the hotel, had a tremendous crowd, and
right after the sale it took us about an hour and a half
to fly there and pick up his check.

He met us at the airport, like he said, and with a
cashiers check. I’ll never forget that sale because
we had such a hard time in “‘getting our ducks in a
row”’ to comply with the law. Then, when we were
all set, it all pulled away from us the day before the
sale. That kind of thing has happened once or twice
in different states, but it has always worked out.

AUCTIONEER: Would you say that basically

ON THE PHONE TO MONTREAL — Immediately
after THE AUCTIONEER interview, J. L. Todd took a
waiting phone call; a prospective client in Canada
wanted the Todd firm to conduct their auction.

there is a legal, just, and correct way to comply with
license laws and still be successful?

Todd: Yes, but it is harder in different states.
For instance in the state of Florida, | cannot go down
and solicit bids. | cannot go down and write a sale.

Continued page 25

| .. e HALF-MILE HAILER
T E MODEL S-610
List: $227.00

Auctioneers Cost: $192.95

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-
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

I_ U.S. HWY. 29 & 70 (185)

" AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

MOBILE P.A. MODEL S-310

Auctioneers Cost: $330.00

If you need good‘quality equipment,
this is your opportunity.
Write for Equipment Brochure today.

endenhall School o

List: $388.00

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

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

Auctioneerin

HIGH POINT, NORTH CAROLINA 27263 PHONE (919) 887-1165

July, 1981

23




INCREASE YOUR AD READERSHIP

® This new series of 60 one column and ¢ You are guaranteed exclusive use of
two column ads gets proven results. the ad series in your area.

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

eau.

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

Examples of the 60 Ads.in the Series.
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There is a cartoon ad to cover many of

your selling needs. Simply have your news-
paper drop in your logo at the bottom and

your ad is ready.

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

program.
Name

BT | NEE——

Address

State—____Zipe

Newspaper(s) servicing area

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

Phone No. e — S

The Patton Agency
Box 47063 ® Nashville, TN 37204
(615) 883-7362 Or (615) 885-0653
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If we have someone contact us about a piece of
property, we have to call our broker in Florida, and
tell him where it is. We cannot sign a contract, and
the Florida broker has to sign all contracts, take
their own bids and do everything.

We go down before the sale, meet with our
broker and give them our ideas. We stay through
the sale, but cannot solicit or really do anything.
However, it has worked real well for us. We have
good cooperation from our Florida people, and it's
been real fine.

AUCTIONEER: If we can discuss a typical J. L.
Todd auction, could we start with advertising? Do
you rely on specific advertising media, or specific
procedure to reach that target auction audience?

Todd: We have different mailing lists for differ-
ent types of sales, but there are a lot of areas where
we can order lists. It depends on the type person
we are trying to reach.

You can get those lists through your advertising
agency, that’s who helps us. In the office, we have
something like 800,000 or a million people on differ-
ent type mailing lists. | am not saying that we use
that many if we mail out 5,000 or 10,000 pieces of
mail on a sale. But it comes down to studying the
property that you are selling, and deciding who you
want to contact, and how you want to contact them.

The Wall Street Journal is really one of the bet-
ter places that you can advertise. It is mighty ex-
pensive, but if you’ve got a good piece of property,
and the property will warrant it, that’s one of the best
papers you can hit, because it goes to the most of
the people who can afford to buy. We use it all —
direct mail, newspapers, radio, television — but |
would say first would be direct mail, second would
be newspaper advertising.

AUCTIONEER: You have had a 25 year, success-
ful relationship with an advertising agency, but some
auctioneers cannot stay with them for six months.
What has been the secret of that good relationship?

Todd: Well, we just understand each other. |
don’t know why other auctioneers can’t get along
with advertising agencies. It depends on the people,
| would imagine, like in church. We have good peo-
ple in church, and we have bad people in church.
We’ve got good and bad auctioneers, and good and
bad advertising agencies. We just happen to have
a good one and we have been proud of it.

A lady handles our advertising, and she has 15
people in her office. We have worked together for
25 years, and her agency does a good job for us.

AUCTIONEER: How long of a period do you
advertise before a sale?

Todd: Well, the auction business is funny about
advertising. You can’t advertise too long before the
sale because a lot of people will forget it. | would
recommend two-three weeks prior to a sale. If you
are selling something that’s way off and hard for
people to get that far, you might advertise it five to
six weeks prior to the sale, to give them time.

But normally, auction sales should be adver-
tised two-three weeks prior to the auction. When
you start advertising, just keep it before the people
to keep reminding them of the auction. | say two-
three weeks is sufficient.

AUCTIONEER: Aside from direct mail, between
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“When you start advertising,
keep it before the people, to
remind them’ of the auction.”

newspapers, radio and TV, which one has given you
the best results?

Todd: Radio and television have come a long
way for the auction business, but | would still have
to say newspaper advertising, because people can
read it. If they pick up that paper again, they are
going to see the ad again. If you hear advertising
on the radio, driving down the road, you have just
listened to it. However, television is good if you get
the right spots at the right time.

| would say the newspaper, direct mail and
property signs on main highways and where the
property is located, will help you the most.

AUCTIONEER: For example, we are selling a
piece of property in Michigan. You have placed the
ads, and sent out the direct mail pieces prior to the
sale. How many days before the sale would you go
on radio and TV saying we are selling this piece of
property?

Todd: About four or five days prior to the sale,
and keep it on the radio as much as you can.

AUCTIONEER: What about the signs them-
selves?

Todd: The signs themselves, about three weeks
prior to the sale.

AUCTIONEER: Your tent man explained to me
that sometimes you paint the signboards here, to go
up to the sale for setup. Or, you’ll paint signs on
cheesecloth and carry them with you.

Todd: We use mostly 4’ by 8 plywood and put
the signs up in panels. As | said in the beginning,
our people have stayed with us over the years. Our
printer has been here longer than | have, the man
who does our sign painting has been with us the
same way. We have been very fortunate to have
good personnel, not only in the salesmen auction-
eers but | am talking about secretaries, bookkeepers,
CPA'’s, sign people, and printing people. They have
been very loyal to us, and | am very proud of them.

AUCTIONEER: Is that loyalty a factor that keeps
the company working well?

Todd: Well, we work more or less as a family
unit. | mean, | don’t know how to put it any closer
than that. We just feel like one great big family. If
our printer knows we need something, he will work
night and day to get it ready for us.

AUCTIONEER: Have billboards ever served your
purposes?

Todd: Yes, we have used a lot of billboards and
they are good in certain locations. That is, if you can
get the right locations on certain sales.

AUCTIONEER: How do you estimate the amount
of advertising that you’ll spend on a given real estate
auction?

Continued page 26
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Todd: It depends on what the sale is worth, and
what kind of expense you have to operate on. l've
got a bill laying here on the desk right now for
$39,000, something for paper advertising on one sale
we had in Florida. But the sale brought a million-
four, and a lot of times we operate on different types
of commissions and in different ways. But, you
have got to sit down and allocate what you are going
to spend.

We spell it out to the people we are selling for.
They can pick up a newspaper or they can call the
newspaper and get the ads anytime they want them.
We don’t try to hide anything.

I’'ve tried to show our clients that they can get
anybody to sell it for them, but they are going to get
what they pay for. They hire an auctioneer for $100
a day, they are going to get that kind of a job. And
therefore a lot of people cannot get too concerned
about an auction company.

| love to work with auctioneers and |I've worked
with some of the best in the country.

But they are just auctioneers, and an auction-
eer is no better than the people around him. When
I’m up there crying a sale, I’'m no better than the per-
son |I've got passing me the bids. Because that man
on the ground is doing just as much as | am or any-
body else. | don’t know how to express it any better
than that.

AUCTIONEER: Do you have a rule of thumb for
the percentage of the gross amount that gets
budgeted for advertising?

REISCH

Todd: Yes, | would say that we probably try to
stay around a third or 35%, somewhere along there,
about a third of what we feel the property will bring.

AUCTIONEER: Are there areas of the country
where people have been particularly responsive to
your advertising, besides in Georgia?

Todd: Yes, we had a lot of good sales out in
Montana and we will probably go back out there
this year. We like to go out there in the summer
months when the weather is a little different.

| found in certain areas that auction crowds are
a lot different than they are in other areas. Cer-
tainly the pace is a lot slower. You can have a suc-
cessful auction sale only among certain people.

Some people just do not understand the auc-
tion business at all. So | try to tell our men just take
it a little easy out there, don’t run up in somebody’s
face and ask them for a bid. After you have been
around in the auction circle as long as | have, you
learn different areas and different people.

AUCTIONEER: Are all of your real estate auc-
tions absolute?

Todd: No, sir.

AUCTIONEER: Who makes the decision to use
an absolute auction or otherwise?

Todd: | like to sell an absolute auction, but this
day and time, it’'s whether or not the state where
you are is accustomed to it. Now in Kentucky, when
we are up there, they believe in absolute auctions
and you don’t have any problems. My father used to

Continued page 55

WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

Approved for VA

START YOUR NEW CAREER NOW
AND MAKE BIG MONEY

Col. Gordon E. Taylor
Owner and President
Full-time Auctioneer

FOR THE
PROFESSIONAL
AUCTIONEER
Clerking Supplies
Sound Systems
WRITE FOR
INFORMATION

Since 1933 Largest in the World
YOU can be an AUCTIONEER!

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

e,

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

Please send me your FREE CATALOG.
| Col. Gordon E. Taylor

Reisch World Wide College of Auctioneering, Inc.
P.O. Box 949

MAIL Mason City, lowa 50401 Ph. (515) 423-5242 or 6396

COUPON

TODAY! NAME
ADDRESS
OBTAIN OUR MODERN AUCTION LIBRARY WITH CITY
YOUR CHOICE OF TRAINING RECORD OR CAS- ST .

SETTE TAPE. FREE WHEN YOU ENROLL IN THE
TERM OF YOUR CHOICE.
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Gordon E. Taylor, Member
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“IMAGE ADVERTISING”

When was the last time you did not read a cap?

ADJUSTABLE CAPS:
#50 Summer Mesh-Open Weave, two-tone with solid white front panel,
colored body, visor and button. Your Company Name, Logo and Ad-
dress screen printed in one color, at no set up or art charge, with your
camera ready artwork. Colors: Red, Royal, Black, Kelly, Gold, Navy,
Brown and Tan.

#60 Winter Polyester — Lined with shape retaining, breathing poly-
foam for comfort. Colors and printing same as above.

CRUM’ M”S Ritrio .

MINIMUM PRICE
4504 HAMBURG PIKE ORDER EACH
JEFFERSONVILLE, INDIANA 47130
30 $2.75
CAPS
812/282-6043

Many new members
are available

By B. G. Coats
NAA member auctioneer
Rumson, New Jersey

Remember when you were invited to join your
State and National Auctioneers Associations? You
really didn’t know very much about either one, but
thanks to your sponsor, you soon did. He or she sold
you on the idea, and here you are today, a big part
of something very good.

If | summed up my feelings about membership
in the NAA and my state organization, I’'d say that it
is the opportunity to serve in any way | can for the
promulgation of members, elevating the auctioneer-
ing profession, and enjoying the fellowship and co-
operation of all. | can’t think of any way | could
really do something worthwhile alone, but because
of organization, the auctioneering profession is en-
joying greater prestige and influence than ever be-
fore in the history of our country.

The potential for new members is unlimited.
Seek out the auctioneer who is not a member and
say ‘Come join us. It will do you good, and you will
do good”. It's like enjoying the fireplace while the
logs burn. In order to continue enjoying it, new logs
have to be added. Every organization needs new
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active and willing members to serve. New members
would definitely contribute new ideas, with abilities
to implement for results, that impress not only all
members, but most of all impress others interested
in becoming affiliated.

If every member would here and now pledge to
recruit one new member, we could go to the na-
tional convention in 1982 with a membership of
12,000. You have one year in which to ask that sim-
ple question and give some auctioneer the profes-
sional opportunity of a lifetime. Through organiza-
tion, we have so many opportunities to help others,
and in so doing we are helping ourselves. Invite
that auctioneer now to join us in spreading the good
of the National Auctioneers Association.

You may have to sell one at auction someday —
talking dashboards are on the way. A few 1982 cars
will have a speaking computer that warns the driver
of such dangers as low tire pressure, leaking hydrau-
lic systems or other malfunctions. The simplest form
of the system will have a 150 word vocabulary, but
this can be expanded if needed.

The voice will not be the robot monotone but a
synthesized human voice projected through the radio
speaker, and will transmit even when the radio is
turned off.

THE USED CAR DEALER
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The mailing list,
vitally important
aspect of

auction business

By H. Layton Laws, Jr.
NAA Director

Did you ever notice how some auctioneers al-
ways have a crowd at their auctions, while others
don’t. Why the difference? There are, of course,
various reasons, but probably one of the main rea-
sons is how mailing lists are successfully handled.
Have you studied the condition of your mailing list
lately? Now is the time to shape it up.

Almost all auctioneers agree that newspaper
and other advertising brings new customers, but di-
rect mail is the best source of repeat customers and
buyers. Successful direct mailing is only possible
through maintaining an up-to-date and accurate
mailing list.

The beginning process of a mailing list is the
registration of those attending the auction. This
should be done by your auction staff, so it will be
legible and clearly understood, and not by the custo-
mer themselves. The list should be brought up to
date following each auction, and upon receiving
notices of any address changes from the customers
or the post office.

Once the mailing list becomes operative, you will
find your customers adding names of friends, neigh-
bors, relatives, co-workers and others to the list.
Cross references, such as spouse name and busi-
ness name, should be recorded to eliminate dupli-
cate mailing. Also, phone numbers should be re-
corded so it will be easy to reach the customer if
necessary. All material mailed for your dated auc-
tions should always go first class to insure proper
handling and delivery.

The maintaining of a mailing list is not a task
that should be taken lightly, nor thought of as just a
small routine job. The responsibility of maintaining
a mailing list should be delegated to a capable per-
son who understands the importance of the list, and
makes sure that names and addresses are spelled
and recorded correctly. Customers will not be
pleased to receive mail with mistakes in their names
and addresses. Once the information goes on the
mailing list incorrectly, most of the time it stays that
way. If the information initially goes on the mailing
list correctly, then maintaining the list properly is
much easier.

Once your mailing list gets large and the ex-
pense gets greater, it is advantageous to place the
customers on separate lists if they are only interested
in certain types of auction items. As an example,
with antique auctions the customers for oak furniture,
Victorian furniture and period furniture (Chippendale,
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NAA director H. Layton
“Sonny”’ Laws was
elected to the NAA Board
at the Boston Convention
in 1978. He operates
Laws Auction & Antiques
Inc., Manassas, Virginia,
a firm which conducts
estate and antique auc-
tions. Mr. Laws is active
in the Virginia Auction-
eers Association, and has
served the VAA as a past
president.

Queen Anne, etc.) should be kept on separate lists.
Of course, there are exceptions, since people can
be placed on more than one list.

In addition to separate mailing lists, you can go
one step further and maintain a list of collectors and
antique dealers under specialized catagories —
dolls, guns, cut glass, carnival glass, brass beds,
18th Century items, clocks, jewelry, oriental rugs,
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NOW, EVEN GREATER RESULTS INA
FARM AUCTION

In its
27th year of
publication.

(formerly Eastern Indiana Farmer)

Auction deadline noon Tuesday. Late ads until 8:30 a.m. Wednesday CST.

Try it for your next farm
auction! Results guaran-
teed or no pay!

As a trial guarantee if | "%
you feel the results did not
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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Farmweek 1
Phone (317) 345-5133 . —
(or)
Indianapolis (Greenfield)
Phone 326-2235
To Reserve Your
Next Auction
Or Write
Paid Circulation
Now
Over 20,000 §
and growing!
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Why every auctioneer
should belong
to the NAA

By Howard Buckles
NAA President-elect
Keosauqua, lowa

Belonging to the National Auctioneers Associa-
tion is an honor and a privilege. | feel it is one of
the finest organizations in which we can hold mem-
bership. A family oriented association, it has always
emphasized the family and | trust that it will continue
that way.

The many educational programs that are made
available to NAA members are another reason that
many more of our auctioneers should belong. The
two seminars held by the Association during the
winter in various parts of the country give all mem-
bers the opportunity to further educate themselves
in the many specializations of our profession. The
Certified Auctioneers Institute held in Bloomington,
Indiana, sponsored by the National Auctioneers As-
sociation, is another one of the educational programs
available.

The workshops and seminars that are held each
year at the national convention make it more than
worthwhile to belong to the NAA and attend the
annual get-together.

Another very important benefit in belonging to
the Association is THE AUCTIONEER that is pub-
lished 11 months of the year. Our publication carries
many interesting articles and informational material.
As far as I’'m concerned, THE AUCTIONEER is worth
the cost of NAA membership.

etc. — which will help the prices of such items at
future auctions. Also, a list of specialized decorators
that do department stores, restaurants, bars, historic
homes and museums can be an asset. Local bankers,
trust departments, lawyers, CPA’s etc., should be in-
cluded on your mailing list to keep them informed
and aware of the types of auctions you conduct.

Most mailing lists will require changes from time
to time. Each auctioneer has to decide how and
when to make such changes. It is a good idea to
record the initial date the customer was placed on
the mailing list, how often they attend and the actual
buyers, in case the mailing list has to be revamped.

As your mailing list increases from a small list
which is done by hand, to a large list which could be
computerized, there are a number of addressing
systems available which are designed to fit your
needs. Be sure you stay abreast of every important
factor, and change your mailing list system as the
need arises. -

Remember, all successful auctioneers are the
proud owners of an accurate and up-to-date mailing
list.
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Howard Buckles, NAA
president-elect, was first
elected to the NAA Board
in 1974, and has also
served as second vice
president. He is the own-
er of Howard Buckles
Auctioneering  Service,
Keosauqua, Ilowa, con-
ducting farm and estate
auctions, plus antique
and real estate auctions.
Mr. Buckles is also ac-
tive in the lowa Auction-
eers Association, having
served as a I|AA past
president.

In belonging to the National Auctioneers As-
sociation you are given the opportunity to meet
some of the finest people, from all parts of the
world. The long lasting friendships that are made
while visiting with other auctioneers makes belong-
ing to the Association more than simply worthwhile.
| know many of our members look forward to seeing
their friends from year to year at the annual conven-
tion.

Belonging to the state and national Associa-
tions is important to all of us. The more enthusiasm
we put into our membership, the more output we
can get from the organization. None of us can ex-
pect to get any more out of any Association than
what we put into it. In that respect, Association mem-
bership is just like business life.

Our Association is one of the best, let’s all work
together and keep it that way.

CONTAINER BUYERS

Pay low prices at Europe’s largest wholesale
source of antiques. Buy F.O.B. England or Ant-
werp, Belgium with similar services available
from other countries, or we will select, ship, and
pay all charges and finance to your door. Sup-
plying 20 and 40 foot containers to U.S. and
Canadian wholesalers and auctioneers. Annual
volume over $1,000,000. Write or call collect
503-654-3000.

OR VISIT OUR WAREHOUSE

At Clackamas, Oregon and choose a truck or
trailer load of merchandise from various coun-
tries. Open 10 to 5 daily (except Sundays and

Holidays).
LYNN WALTERS

P.O. Box 116, Clackamas, OR 97015
Phone 503-654-3000
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_THHF{ O Back-up lightfor nite-time viewing.

{THHFE * 24 Hour automatic alarm, no resetting
, necessary with 5 minute snooze.

* Wake up to the sound of a
pleasant song.
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LADIES

Check for our
Weekly Close-outs

Try our $4.00 Assortment

Dealers’ Inquiries Welcome

WAGNER WATCH CO.

8 West 37th Street, New York City, New York, 10018

Area 212/
695-7962
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Dear Auxiliary members,

Have you and your family made reservations for
the NAA Convention in Las Vegas? Time is running
out, so if you haven’t done so, BETTER HURRY!

Remember, our conventions are planned with
auctioneers and auctioneers’ families in mind and
there is something for everyone. Believe me, the
various convention committees have worked very
hard to make sure that you and your family have the
best time possible.

Attending the NAA Convention can be a LEARN-
ING EXPERIENCE.

You can LEARN about a new area of the
country, by enjoying the pre-convention
tours.

You can LEARN about the auction business
by attending the various workshops planned
for you.

You can LEARN to know your fellow auc-
tioneers and their families through the
friendliness and fellowship of everyone.

There will be something to do, see and LEARN
for everyone who attends the NAA Convention in
Las Vegas. So come on along, be a part of the
NAA’s annual “LEARNING EXPERIENCE".

Mrs. Alice Connour, Director
Auxiliary to the NAA
Dallas, Texas

A Minnesota dairy co-op hired a consultant to
find out why their Gouda cheese was not selling. He
noticed that the cheese was coated with a yellow
wax. The public is used to buying Gouda covered
with red wax. He advised that the color be changed;
the red outsold the yellow four to one.
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Middlesex Federal Savings in Somerville, Massa-
chusetts, makes a free bus available to customers.
Passes are issued at the bank for use all day (shop-
ping, errands, ride home, etc.). |t averages 400 to
500 riders a week. Deposits have increased 20%
since the program began.

The Auxiliary to the
National Auctioneers Association
1980-81 Officers

PRESIDENT:
Mrs. Glenda McCarter Johnson, P.O. Box 46, Sevier-
ville, Tennessee 37862 Phone: 615 453-8417

1ST VICE PRESIDENT:
Mrs. Pat Lambright, 112 N. Detroit St., LaGrange, In-
diana 46761 Phone: 219 463-2012

2ND VICE PRESIDENT:
Mrs. Ann Williams, P.O. Box 183, Arlington, Washing-
ton 98223 Phone: 206 435-3608

SECRETARY-TREASURER:
Mrs. Pat Dunning, P.O. Box 866, Elgin, Illinois 60120
Phone: 314 741-3483

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

DIRECTORS

TERMS EXPIRING 1983

Mrs. Virginia Dilgard, 135 Union, Ashland, Ohio 44805
Phone: 419 325-2122

Mrs. Lila Moody, P.O. Box 795, Darlington, South Caro-
lina 29532 Phone: 803 393-0431

Mrs. Betty Short, 1341 E. Orchard, Phoenix, Arizona 85020
Phone: 602 944-5626

Mrs. Irene Dudley, Route 4, Hampton, lowa 50441 Phone:
515 456-4284

TERMS EXPIRING 1982

Mrs. Ruby Hartman, 12008 South St. Route 122, Camden,
Ohio 45311 Phone: 513 787-3211

Mrs. Kay Aldinger, Rt. 1, Cleveland, North Dakota 58424
Phone: 701 763-6262

Mrs. Eleanor L. Moon, 12 Lewis Rd., North Attlieboro,
Massachusetts 02760 Phone: 617 761-8003

TERMS EXPIRING 1981

Mrs. Joan Rittenhouse, 9 Derrick Avenue, Uniontown,
Pennsylvania 15401 Phone: 412 438-0581

Mrs. Alice Connour, 9770 Wisterwood, Dallas, Texas 76238
Phone: 214 348-2838

Mrs. Naomi Newcom, P.O. Box 458, Whitewater, Kansas
67154 Phone: 316 799-2278

Mutual of Omaha Insurance Company
N UN ING ' | Attention: Association Group Sales
‘ : ® | Dodge at 33rd Street ®* Omaha, Nebraska 68131
ion Please provide me with information on the programs avail-
lmportant lgzg:;ae?ge PfOtECth l able to members of the National Auctioneers Association.
° . y . . I O Disability Income Protection O Hospital Coverage
National Auctioneers Association | O Life Insurance O Cancer Protection O Mutual Care
for members |
Name
Return the coupon today Mutual | samess
for information on the programs utiad | City State ZIP
available to you at Association Group Q‘Omnhm | P
rates through the National People you can count on... |

MUTUAL OF OMAHA INSURANCE COMPANY
HOME OFFICE: OMAHA, NEBRASKA

Auctioneers Association. *Not all plans available in all states.
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LINES WE
CARRY ARE
TOOLS BY
CHAMPION

A.P.F. CALCULATORS

CASIO WATCHES
& CALCULATORS

PANASONIC
ELECTRONICS

SONY
ELECTRONICS

KRACO
ELECTRONICS

SANYO
ELECTRONICS

SANBORN
AIR COMPRESSORS

LINCOLN ELECTRIC
WELDERS

FUZZBUSTER
RADAR DETECTORS

WHISTLER
RADAR DETECTORS

YORX
ELECTRONICS

VIDEO TAPE
RECORDERS

ATARI
GAMES

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

T
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 sqg. 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
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MENDENHALL SCHOOL OF AUCTIONEERING, May class of 70 students from 18 states. Instructors and
staff seated, from left: instructor Herman Crawford, president Forrest Mendenhall, instructors Jerry King
and Doris Andrews, and secretaries Earlene Riley and Betty Jo Mendenhall. Instructors not pictured: Stony
Bolton, Joe Byerly, Lewis Compton, Harold Craven, Morris Fannon, Nick Fisher, Larry Hedrick, George
Jones, Bill Lanier, Archie Moody, Jim Owen, Phil Viviano, and Carson Womack.

Better Auctioneers Start With Better Training!

7 c/%eaMad’
S g SCHOOL OF

“ZAUCTIONEERING

SHORTCUT TO BEING A "TOP AUCTIONEER"

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

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

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

FORREST MENDENHALL,
MEMBER

Write or call for
free catalog
today.

ENROLL TODAY!
VETERAN APPROVED

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

e i . _ B i

One of the great mysteries in life is how a paper- Nothing makes you feel older than the discovery
boy can pitch a no hitter in a little league baseball that your children’s history lessons are what you
game, but can’t hit a front porch with a newspaper. studied as current events.
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Livestock

Col. “Red’”’ Mendenhall,
Professional AUCTIONEER since 1946,
High Point, North Carolina

at Auction

LMA’S Marketing Reform
Act balances updated law
with safeguards

Kansas City, Missouri — A revised version of
the proposed Livestock Marketing Reform Act, re-
cently approved by Livestock Marketing Association’s

Co-founder and former Co-owner of the
“Mendenhall School of Auctioneering”

Il NOW !!
Offers the finest
Auctioneer’s Consulting
Service

For the beginning auctioneer or the pro-
fessional, ““Red” will show you what the auc-
tion business is really all about, “Red’” will
show you the real McCoy.

Red’s knowledge gained from 35 years of
continuous, hard earned auction experience
will help put you on top.

“Red” will share it all with you. ““Red” will
show you short cuts, tips, and secrets of the
auction business.

“Let Red put you ahead” and put big
money in your pockets.

Call or write for an appointment

Col. “Red” Mendenhall

— Auctioneer’s Consultant —

Hwy. #29-70 West Box 394
High Point, NC 27263

Phone (919) 886-7812
Phone (919) 886-5590

executive committee, “‘balances the critical need
for updated marketing law with safeguards for the
producer.”

That was the assessment of LMA President
Lemmy Wilson, who stressed that the revised ver-
sion of the bill, represents no structural changes in
the original Reform Act announced in January.

This Act would replace Title Il of the current
Packers and Stockyards Act ‘“‘with legislation more
in tune with today’s marketing realities”.

The revised bill “reflects some of the comments
and suggestions we’ve received since we began pre-
senting the legislation to the livestock industry,”
Wilson said.

While the Reform Act represents a thorough,
“from the groundup restructuring of marketing legis-
lation, our bill fully provides the safeguards the en-
tire livestock industry needs to maintain confidence
in our free marketing system,”” he noted.

For example, the Reform Act would replace the
current required ‘‘custodial account,” through which
a marketing business must clear all its customers’
transactions, with a livestock trust account.

“This trust account would provide buyers and
sellers with the financial security they need, while
giving the marketing business necessary flexibility
to best manage these funds,” Wilson said.

The Reform Act also provides for stiff civil
penalties for failing to properly maintain the account,
Wilson said.

And, he said, LMA’s proposed bill significantly
strengthens existing penalties for a variety of market-
Ing frauds. “Any person convicted of fraud, embez-
zlement or theft under our bill, as well as any per-
son conspiring to fix or control livestock prices,
could be fined up to $10,000, imprisoned up to 10
years, or both.”

The multi-billion dollar livestock business ‘“will
always attract a minority of crooks, con artists and
flim-flam men,” Wilson continued, ‘‘and we want
them punished.”

“We see this legislation as the only effective
way to replace outmoded regulations and self-serv-
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VALUE OF LIVESTOCK MERCHANDISING
TRANSACTIONS BY SPECIES-1972-1980
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TRENDS IN THE VOLUME OF LIVESTOCK SALES
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AT $53.6 BILLION, THE VALUE OF U.S. LIVESTOCK TRANSACTIONS in 1980 was down slightly from
1979’s $56.3 billion, according to a recent survey done for Livestock Marketing Association. The annual
Volume and Value of Livestock Transactions study also showed there were 238.5 million head of livestock
— including cattle and calves, hogs and sheep — marketed last year. Hog marketings, at 119.2 million head,
were the highest since the 1971 figure of 121.4 million head. The Volume and Value study is unique in that
it measures each time a head of livestock changes hands. The volume figure is the number of transac-

tions, and the value is the dollar amount of those transactions.

ing administrative decisions that are not only a bur-
den on the marketing sector, but also are no service
to the rest of the industry — breeders, growers,
feeders and processors.”

Marketing must have ‘‘the elbow room it needs”
to continue its vital role in the livestock industry,
Wilson said.

LMA is continuing its discussions of the neces-
sity for marketing law modernization with key mem-
bers of Congress and their aides, and is now placing
the revised bill in their hands.

A copy of the revised legislation and an explan-
atory ‘“Fact Sheet” are available by writing LMA,
4900 Oak Street, Kansas City, Missouri 54112.

LMA’s executive committee is composed of its
five elected officers.

HANDBOOK OF BUSINESS FINANCE AND
CAPITAL SOURCES, by Dileap Rao. This encyclo-
paedic book presents not only all types of financing
sources and explains and compares them, but also
presents a comprehensive listing, state by state. |t
commences with an excellent survey of principles:
Financial analysis requirements, the cost and value
of money, interest, private and public placing of
securities, and how financial institutions look at
business. Valuable coverage of the types of financial
instruments is also included — equity stock, types
of debts (from trade credit through secured loans 10
installment contracts) and forms such as factoring,
franchises, ESOTs, etc. Next, the author compares
all types of lenders, following with a comprehensive
listing of private, state, and federal finance sources.
A unique book, highly recommended, 460 pages,
812x11, hardbound, $50.00. AMACOM, 135 West
50th St., New York, New York 10020.
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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.

A salesman decided a customer’s orders were
too small to pay him for his gas so he offered this
suggestion: ‘‘Starting next month, I'll check with you
every two weeks by phone, and every other month in
person. That way | can keep in closer touch.” It was

an agreeable arrangement.
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An ounce of Freedomike..
is worth a pound of P A.

Freedomike Wireless Microphones From Lectrosonics

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

That “something” is the P.A. system. Maybe it gets in the way when you | > K
have to stop your bid calling and lug it to another table. Maybe the K\ > Ad
bidders watch you drag your mike cord around instead of listening to | . : T
your bid calls. Maybe you need three hands to hold up both the el A}
merchandise and your microphone. ~% ¥ 3

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 fits in your
pocket, or in a belt-clip pouch. The receiver, which can be
a hundred yards away, plugs into the microphone input
of any P.A. system. The Freedomike system uses special n e ; 4
Unichannely, circuitry to eleminate unwanted inter- 4 Moo
ference. A protective carrying case is also provided.

e e

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

Freedomike System One (with tie tack mike)- $799 e

Freedomike System Three
(with both mikes)-$899

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

‘1 all the features of the older model,

L &CUrOSoNICO.INC

ALBUQUERQUE, NEW MEXICO, US A

Plus Power 48R
plus high-level input and
output for connecting

X Amplifier/Speaker
to other audio

‘ X | If you and your Freedomike
devices. Its : system travel to places with no
rechargeable house P.A. system, Lectrosonics
power pack has the Plus Power 48R. With
lasts 50% longer its own powerful 16 watt rms
than the old VP18. amplifier, 8" speaker and
VP18R $348 rechbqlrgeab]e batteries, the PP48R

enables you to use your
VP15 $198 Freedomike system anywhere...
even if miles from the nearest
AC power source.

48R $245

Lectrosonics products for auctioneers are available from:

DUANE GANSZ BILL HAGEN BOB MILLER DAVE KESSLER
Duane E. Gansz Auction & Realty = Western College of Auctioneering Indiana College of Auctioneering  Auction Marketing Network
14 William Street Box 1458 8846 Holliday Drive 122 W. Main
Lyons, NY 14489 Billings, MT 59103 Indianapolis, IN 46260 New Paris, Ohio 45347
315-946-6241 406-252-2565 317-844-1088 513-437-0263
KEN McCORMACK ROWLAND HUEY HUGH MILLER COL. GORDON TAYLOR
McCormack Auction Co. John Huey & Sons Curran Miller Auction Reisch World Wide College of Auctioneering
8229 Golden Avenue 11660 Parkway Drive 13020 N. Street, Highway 57 Box 949
Lemon Grove, CA 92045 North Huntington, PA 15642 Evansville, IN 47711 Mason City, Iowa 50401
714-697-1778 412-863-4961 812-867-2486 515-423-5242
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Antiques
at Auction

Antiques & Americana . . .

Lantern clocks

By George Michael
NAA member auctioneer
Merrimack, New Hampshire

| picture an English lantern clock, so named as
it is about the same size as an early tin candle lan-
tern, and about the same shape. Some collectors
call them “wag on wall” clocks, because of the
swinging pendulum which wags back and forth.
Counterparts of these were made in Europe and the
oldest date to the early part of the 17th century.
Many were made in Holland, France and Germany, so
today, they keep turning up at shows and markets,
as they are unusual and unique.

This clock is the forerunner of the tall or grand-
father’s clock. Early in the 18th century, cases were
built to house the mechanisms and the lantern clock
just about disappeared. Resting on a shelf, most
often with only one weight to power the mechanism,
they keep remarkably good time. There is no ques-
tion that dust and other pollution over the years has
gummed up some of the works, but they can easily
be cleaned. The mechanisms are not too intricate,
so most any qualified clock repairer can restore
them. It is possible to have new gears cut for them
if necessary. One such craftsman, Joseph Bates, The
British Clockmaker at Newfane, Vermont, has the
equipment to reproduce old gears and has an ex-
tensive knowledge of early European and English
clocks.

Some wag on wall clocks of similar type were
made extensively in the last century in Holland and
France. They differ in that they hang on the wall,
rather than rest on a shelf. Some have porcelain dials
and very ornate rococo pendulums of brass. These
are plentiful at the markets in Europe. | recall buy-
ing them in Amsterdam for $60 in 1971, whereas last
year we saw them at $400-$500.

Questions/Answers

From Newark, New Jersey — We have a bayo-
net, 272" long, #25416 stamped on it, and engraved,
on the blade is, Mr. d’Armes de St. Etienne, Mai,
1874. The case the blade goes into is numbered,
#29539. Is there anything you can tell me about it?
| know this could be called an antique as it is over
100 years of age.

July, 1981

LANTERN CLOCK, called by collectors, ‘“wag on
wall’’ clocks.

Answer — The inscription tells us that it was
made at the armory at St. Etienne, France, May 1874.
Please do not call it an antique because it is over
100 years old, as age has nothing to do with an item
being an antique — it might just enhance its value.
You know what there is to know about it; without fur-
ther markings, there is little else that you will dis-
cover about it. You are lucky for the markings you
have. At least this takes the guesswork out of age
and provenance.

From Kittery, Maine — | have a Royal Vienna
Plate which is at least 75 years old. The girl on it is
named ‘“Amicitis’”’; two other plates of same size
have different girls with different names. A crown
insignia appears under the name Royal Vienna. Any-
thing you can tell me will be appreciated.

Answer — The Royal Vienna Porcelain Manu-
factory is one of the oldest still operating, since 1715
in Vienna. These plates were made as service plates,
just to decorate a table before the meal was served.
The other initials you indicate are perhaps those of
the artists who painted the plates. These would have
been in a set of 12. The young ladies’ names do not
turn up in my research material. These had to have
been made after 1892.

From York, Maine — On the bottom of a large
piece of pottery it reads, “R.R.P. Co., No. 421-11."
Can you tell me anything about this pot?

Answer — R.R. Pace was the survivor of Baldo-
sen & Pace who worked in Roseville in the latter
part of the last century. We have no further informa-
tion on the production of this pottery.

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

Approved by Texas Education Agency
The School of Distinction
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Booster club

The NAA members and friends whose
names appear within their respective
states have each contributed $10 to have
their names appear four times annualiy
(January, April, July and October) in sup-

port of THE AUCTIONEER magazine.

ALABAMA
William D. Ray—Lantt
Kenneth Terrell—Boaz
Baylus Thigpen—~Florence
Ray Webster—Guin

ALASKA
Norman Ray Blakely—Soldotna
James S. Hess—Anchorage

ARIZONA
W. R. Brown, Jr.—Sun City
W. K. Murdoch—Buckeye
Donald J. Parker—Phoenix
Pete Schultz—Scottsdale
Ray Spires—Phoenix
Edward Short—Phoenix

ARKANSAS
C. J. Henson—Rogers

CALIFORNIA

J. R. Buderus—Soquel
James P. Byrd—Delmar
Dean Cullum—Chino
Keith Cullum—Pomona
Marsh Dozar—Beverly Hills
John Eubanks, Sr.—Port Hueneme

CALL OR WRITE FOR A FREE_BROCHURE

Don Johnson—Arcata

Ken McCormack—Lemon Grove
B. C. Mitchell—Los Angeles
Harry Olsen—Marysville

John Reed—Grass Valley
Morris Schwartz—Hollywood
Bob Young—San Jacinto

COLORADO
Floyd A. Edmonds—Niwot
K. W. Kerbs, Sr.—Colorado Springs
Art Parker—Greeley
Herbert Spear—Akron
E. S. Van Berg—Sterling

CONNECTICUT
R. J. Cameron—S. Windsor
Milton Crosby—Sharon
David A. Josko—Fairfield
John A. Josko—Southport
William J. Josko—Southport
Seymour Manheimer—New London
Richard Mather—Granby
Joseph Pari—Hamden
A. C. Richard Pinto—Trumbull
Wesley Sager—Trumbull
DELAWARE
Crawford Carroll—Dover
Alfred E. Holt, II—Dover
Riley Jefferson—Lincoln
DISTRICT OF COLUMBIA
Irving Kamins—Washington
Benjamin E. Weschler—Washington
William P. Weschler—Washington
FLORIDA
Kale Albritton—Lckeland
Peggy Bowersox—N. Miami Beach

Louis Boyleston—Pensacola

Ben Campen |ll—Gainesville
Dennis Donaldson—Palm Springs
W. P. Drake—Pt. Charlotte

L. B. Fisher, Jr—Pompano Beach
James K. Hartle—No. Fort Myers
Charles Helfond—N. Miami Beach
Jim Hill—New Smyrna Beach
Fred Hullett—Miami

Malcolm McDougall—Jacksonville
Lawrence C. Scott—MacClenny
Cliff Shuler—Titusville

Wilma Wilkins—Delano

GEORGIA
O. H. Adamson—Ellenwood
O. J. Baggett—Douglasville
Charles Gay—Rome
Ron Harris—Peachtree City
Barbara Suarez—Atlanta
John Suarez—Atlanta

HAWAII
Steve Rosen—Honolulu

IDAHO
Irvin Eilers—Kimberly
Rick Musick—Grangeville
Gerald Pearson—Salmon River
Fred Wood—Fenn

ILLINOIS
Dennis Ahrens—Staur.:on
Nevyln Christeon—Berwyn
Gail Cowser—Glasford
Charles P. Dunning—EIlgin
Art Feller—Cissna Park
William L. Gaule—Chatham
Michael Gordon—Chicago

dder Registration Gards

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

lerking She

Our Clerking Sheets have been redesigned by our professional graphics staff.
The sheets are available in 3 or 4 part NCR (carbonless) varieties and are pre-
cut with a card stock back copy. Our unique sales tabulation section on each
sheet helps in eliminating posting errors and gives you a constant report of
your auction’s progress. Each sheet contains 10 tickets and they’re shipped
in 100 sheet packages. 3 part sheets are only $18/package. 4 part are $P20

AMPLE KIT

\_/
Box 147

©

Ic

Northfield , M\n. 55057

(507) 645-4407
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® BEST AUCTION SCHOOL e BEST AUCTION SCHOOL e BEST AUCTION SCHOOL e BEST

THIS PROGRAM WORKS
WRITE TODAY

FOR DATES

AND YOUR

FREE CATALOG

MASON CITY
COLLEGE OF
AUCTIONEERING

YES!

YOU CAN BECOME
AN AUCTIONEER
IN ONE WEEK

you can do it with our —

% EXPERIENCED INSTRUCTORS

all personally recommended by
the nationally known

Col. Joe Reisch

* MODERN METHODS

video tapes, study guides,
comfortable quarters,

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

small classes

@ BEST AUCTION SCHOOL e BEST AUCTION SCHOOL

A. R. Henninger—Belvidere
Wm. Keeton—Glenwood
Doyne Lenhart—Georgetown
Thomas Panouses—Lincolnwood
Tom Sapp—Springfield
Kenneth Surdell—EImhurst
INDIANA
Kirby L. Bollinger—Howe
Stephen Capper—Indianapolis
Kenneth J. Ellenberger—BIluffton
Stanley A. Evavold—Goshen
M. G. Gerdenich, |l—Indianapolis
Joseph M. Justice—Crown Point
Carl Kaser—N. Liberty
Harvey C. Lambright—LaGrange
Melvin Powers—Poseyvill
Noble Ratts—Whitestown
Roland Reppert—Decatur
Harrison J. Retmier—Indianapolis
Meredith Richwine—Brownsburg
Lee James Wainscott—LaPorte
Mary Jane Weddle—Ellettsville
John E. Yager—Spurgeon
IOWA
Don Bielenberg—Schleswig
Max E. Reno—Keosauqua
KANSAS
Dwight M. Gaston—Mission
KENTUCKY
Adrian Atherton—Hodgenville
David W. Bailey—Glasgow
Frank Crain—Elizabethtown
E. Howard Hunt—Louisville
Thomas R. Hunt—Bowling Green
James D. Lynch—Jeffersontown
William S. Stewart—Louisville
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* COMPLETE COURSE

every phase of auctioneering
taught by specialists

Don Wendel, William Meeker NAA Members

Cordell Tabb—Cecelia
Rene True—Lexington
Julius Wise—Elizabethtown
LOUISIANA
Robert Danzy, Jr—Alexandria
Valery C. Watts—Livingston
MAINE
R. I. Crosman—Corinna
Mason Johnson—Rockland
George Martin—East Lebanon
George R. Morrill—Harrison
Richard W Ward—Limestone
Morgan Willis—Eliot
MARYLAND
Austin Bohn—Union Bridge
Michael A. Conover—Westminster
Thomas O’Farrell, Jr.—Westminster
Neal N. Owings—Hampstead
Lawrence Plant—Clinton
Stuart P. Stein—Monrovia
James Trout—Frederick
MASSACHUSETTS
Philip Cohen—Chestnut Hill
Clifton Rockwell—Newbury Port
John Shibley—Shelburne Falls
MICHIGAN
George Blackford—Flint
A. Howard Bloch—Ortonville
Richard Brodie—Westland
Ernest J. DuMouchelle—Detroit
Lawrence F. DuMouchelle—Detroit
Norman J. DuMouchelle—Detroit
John Glassman—Eau Claire
Freeman F. Glenn—Port Huron
Eldon Hallmark—Grand Junction
Harry E. Johnson—Bangor
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John W. Pace—Marquette

Ken Snyder—Dryden
MINNESOTA

Larry Born—Waseca

Lowell Gilbertson—Hayfield

Marlin Krupp—EImore

Wally Laumeyer—Inver Grove Heights

MISSOURI
Roy Hansen—Lincreek
Billy Long—Springfield
Robert H. McCann—Harrisonville
Richard Mizer—Lonedell
James Rutlader—Kansas City
Truman Schweihauser—Mt. View
R. E. Voorheis—Harrisburg
John Wagster—Broseley
Gerard Weisbrod—St. Louis
MONTANA
Earl W. Kinney—Billings
NEBRASKA
A. Clay Craichy—Burwell
Gerald E. Miller—Hartington
Frank Rybin—Omaha
Frank R. Thimm—Beatrice
Rex Young—Plattsmouth
NEVADA
Don P. Britt—Sparks
George Chadwick—Carson City
J. M. “Bill” Watson—Las Vegas
NEW HAMPSHIRE
J. W. Barber, Jr—Lebanon
George F. Clement—Lisbon
George S. Foster, |ll—Epsom
Larry Gray—Lebanon
Lawrence J. Guay—Gorham
Wayne K. Mock—Tamworth
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Edward G. Stevens—Rindge
NEW JERSEY

Donn Fagans—Cherry Hill

James E. Fawcett—Dumont

J. Edward Scott—Williamstown

Melvin Sickler—Williamstown

Howard E. Wikoff—Saddle River

NEW YORK

Tim E. Anspach—Albany
Merritte L. Barr—Hcrsehead
Clarence Foss—East Aurora
K. R. French—Armonk
Harold T. Jones—W. Winfie!d
Dorothy Knapp—W. Nyack
Jerry Krawitz—Goshen
Henry A. Leonard—New York City
David Luther—Amenia
John Lynch—Amityville
William C. Markey—Lake Grove
L. Ward Mason—Ganesvoort
Henry Ott—Middleport
Will Potter—Springville
Herbert Punchard—EImira
Kenneth M. Rice—Hamburg
Elinor Schlossman—Tuxedo Park
Marianne D. Slough—Brentwood
Marvin L. Smith—Silver Creek
Robert E. Thatcher—Hudson
Diddi Lynn Worsoe—Holtsville
Tor Worsoe—Holtsville

NORTH CAROLINA
Donald Byers—Jacksonville
Bobby Cheek—Winston-Sa'am
J. Martin Haywood—Rockingham
Billy S. Hinton—Zebulon

Wm. B. Langley, Sr.—Greensboro
C. D. Maxwell—Fayetteville
Eugene Poe—W. Jefferson

Paul Taylor Reeves—Sparta
Bernard Routh—Bennett

Tony R. Stone—Bailey

Kenneth W. Teague—Graham

NORTH DAKOTA
Norman Aldinger—Cleveland
Jim Davis—Ypsilanti
James Smykowski—Cayuga
OHIO
John Anglin—Middletown
Darrell Cummings—Bellevue
Donald R. Florea—Bainbridge
Edward King—Washington C. H.
Charles E. Kuch—Germantown
Roy Edward Leach—Cuyahoga
Floyd B. Rhoades—Germantown
OKLAHOMA
Jay Blodgett—Duncan
Dwight L. Bullock—Newalla
Orval Free—McAlester
B. L. “Lee” Hickman—Oklahoma City
Paul Spitle—Prague
Ben D. Steen—Ada
W. W. Wilkinson—Tulsa
OREGON
Sanford J. Blau—Salem
Richard Hurley—Portland
Claude M. Kilgore—Salem
Lyle E. Story—Portland
Lowell Wilhite—Grants Pass
PENNSYLVANIA
Margaret Berry—West Newton

SOUTH CAROLINA
John S. Carroll—Williston
H. L. Dodgen—Greenwood
Ladies Auxiliary—SC
Lloyd Meekins—Dillon
Archie Moody—Darlington
J. Linehan Pinckney—Orangeburg
W. C. Smith—Columbia
C. W. Worrell—W. Columbia
William M. Yonce—Florence

SOUTH DAKOTA
Paul Hickok—Hot Springs
Jim Payne—Yankton

TENNESSEE
Jim Trusty—Hermitage
A. Virgil Wilder—Knoxville

TEXAS
Jack E. Dulin—Hale Center
Grover Howell—Conrad
Carl Strothoff—Tyler
R. C. Wiley—Rockdale

UTAH
T. L. Mann—Salt Lake City
John M. Owada—Salt Lake City
Glenn |. Short—Midvale

VERMONT
Terry Lawton—Brattleboro

VIRGINIA
George A. Daniel—Blackstone
Haywood Darnell—Barboursville
H. Layton Laws, Jr.—Manassas
Charles Nicholls—Fredericksburg
Jack Peoples—Chesapeake
James W. Renney, Jr.—Wakefield

The Reisch Auctioneer's Speak-er | i

Tl:le 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 batteries, 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 lop, 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
volt lantern batteries and has a battery powered mike. Only weighs 6

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

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

REISCH SPECIAL
“LITTLE BIG VOICE” — JR-2

It is a voice saver. Select the set that
you feel will work best for you.

REISCH SPECIAL
“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.
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The Auctioneer’s ‘‘Auctioneer’”’

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

LARGE STAFF OF HUDSON AND MARSHALL @ NATIONWIDE MAILING LISTS

SALES ASSOCIATES IS AVAILABLE FOR CON- @ FINANCING AVAILABLE (On Most All

SULTATION IN PRACTICALLY EVERY CATAGORY Properties)
OF REAL OR PERSONAL PROPERTY. ® NATIONWIDE TOLL FREE TELEPHONE

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

BROKER PARTICIPATION INVITED.
Home Offices
Macon, Georgia

Atlanta Offices
Suite 109

Call Toll Free G
HUDSON AND MARSHALL f INC.

In Georgia Call

800/342-2666 REALTORS AND AUCTIONEERS

ONE BACONSFIELD PARK . MACON, GEORGIA 31211

Elsewhere Call
800/841-9400

Maury Riganto—Norfolk
Thad Williams—Woytheville

WASHINGTON

C. Lester Alexander—Renton
Ray Brock—Pasco

Bud Chapman—Seattle
George Coulter—Seattle

Al Gay—Seattle

Robert F. Losey, Sr.—Renton
Duane Love—Lynnwood
Kenneth C. Mroczek—Seattle
Lawrence C. Mroczek—Seattle
Gene Schobinger—Port Townsend
R. M. Williams—Arlington
Earl Witzel—Oak Harbor

WEST VIRGINIA
B. G. Park—Paden City

WISCONSIN
Donald C. Backhaus—Cudahy
Rollie Bast—Richfield
Ronald Bast—Richfield

Be An Auctioneer

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

FREE CATALOG!
Missouri Auction School

1600 GENESEE / KANSAS CiTY, MO. 64102
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TELEPHONE (912) 743-1511

Rodney E. Behnke—Collins
William K. Bodell—Hazel Green
Robert Brandau—W.ilton

Lester Bue—Beloit

Earl F. Clauer—Mineral Point
Donald Clayton—Belmont

Gordon Clayton—Belmont

Earl Culp—Madison

Anita B. Dahlke—Oshkosh
William M. Doughtery—Oshkosh
James Esch—Shawano

Dean Ferris—Lancaster

John Freund—Omro

Harold Gavin—Bairaboo

Dean George, Jr—Evansville
Dean George, Sr.—Evansville
Paul George—Brooklyn

Marc B. Gladden—Elkhorn
Roland G. Hansen, Sr.—Larsen
Donald G. Hanson—Strum
James W. Heike—Mondovi
Jack Hines—ElIsworth

Chester G. Hollenbeck—Rhinelander
Wenzel Humpal—Boyceville
Wayne Huntzicker—Cashton

James J. Johnson—Edgerton
John Johnson—Columbus
Leroy H. Jones—Watertown
William Jones—Pickett

Ernie Kueffner, Jr.—Hartford
Ernie Kueffner, Sr.—Hartford
Richard Lust—Verona

Sam Masler—Milwaukee
Robert Mullikin—Janesville

404/256-5450

Neil E. Nelson—Westby
James O’Brien—Eden

Pat O’'Brien—Eden

Robert Paffel—Cumberland

H. Jim Paul—Kewaskum
Jack Reynolds, Jr—Dodgeville
Lloyd Riek—Woodville
Richard Robertson—Mason
Thomas Rusch—Oshkosh
Gene W. Schmit—Grofton
Arthur Schomisch—Appleton
Eldon Schraepfer—Hollandale
Gino Sclavi—Superior

Sam Searcy—Milwaukee
Danny Sheafor—Richland Center
Clarence M. Sturgul—Shawano
M. T. Szatalowicz—Stanley
Julius Temkin—Beaver Dam
LeRoy Teske—Berlin

Donald K. Thompson—Barron
Victor V. Voigt—Reedsville
Darrel R. Weber—Milton

Bob Wedel—Columbus
Richard White—Darlington
Michael Zingler—Shawano

WYOMING
Robert E. Musser—Cody

CANADA

R. W. Foston—Scarboro, Ontario
Neil Hovmand—Winnipeg, Manitoba

ADDITIONAL CONTRIBUTORS
Auxiliary to the NAA

333 Sandy Spr. Cir.
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COMPUTERIZED
AUCTION
CONTROL SYSTEM

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

e Sale inventory input

e Sale catalogue

e Auction sheets

e Buyer registration input
Buyer registration printout
Sale input

Sale control and reconciliation
Invoicing

Buyer status inquiry
Inventory inquiry

Sale recapitulation
Report of sale

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

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

Bl -
2. BOMAC
group

COIVIPUTER SEHVICES INC.

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

2520 W. Mockingbird Ln.
Dallas, Texas 75235
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State Association Conventions — Dates and Locations
Convention Chairman or

Convention Dates State Association Hotel or Motel and City State Association Secretary
July 29-August 1 NAA Convention Las Vegas Hilton, Las Vegas, Nevada

October 3-4 Missouri Sikeston Doran H. Livingston
October 25-26 lowa Savory Hotel, Des Moines Margaret H. Bloomer
November 1-2 New York R. Thomas Jones
November 8-9 lllinois Sheraton Inn, Galesburg Ken Gravlin
November 15-16 Indiana Marriott Inn, Indianapolis Harry E. Buckles
November 16-17 lllinois (Seminar) Ramada Inn, Rockford Henry Hachmeister
January 9-11, 1982 Ohio Marriott Inn North, Columbus Byron Dilgard
January 10-11 Georgia Terrace Garden Inn, Atlanta Lynn Dempsey
January 17-20 Minnesota Holiday Inn, St. Cloud Eileen Reisch
February 12-14 North Dakota Kirkwood Motor Inn, Bismarck Roger Skiftun

March 13-14 Kansas Holiday Dome, Manhattan Rex B. Newcom
April 17-18 Kentucky _ure Lodge, Jamestown Wilma Atherton

May 1-2 Missouri Holiday Inn, Osage Beach Doran H. Livingston
June 11-13 South Dakota Mitchell Marti Dunlap

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

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

cluded above.

il &

O E[JE_ {308 S 2 2 8 3 E 3L 3838 {38 ~AH

o= For Thatq.A.n;ici‘c,‘E;tté ':

.53 557 or Collector’'s Auction

:‘ ﬂ Be Sure to Use

. E 'y -
U=STATESTRADER;

# :
P.O. B
- O. Box 90TA, Knightstown, Ind. 46148 Call TOLL FREE TO RESERVE ADS OR FOR INFO
) Outside Indiana (Ill., Ky., Ohio, So. Mich.) 1-800-428-4156 d
FOR A CROWD OF AFFLUENT BUYERS Indianapolis & NE suburbs 326-2235;
& WHO FLY AND DRIVE LONG DISTANCES Indiana only 1-800-382-1050; (Iowa, Mo., Wis., Pa.: W. Va., Ky., Tenn., NY, B
_ ) : ; . T8 : call collect to reserve ads or info.) d
& Circulated primarily in Illinois, Indiana, Kentucky, Other States Phone 317-345-5800 or 317-345-5133
& Michigan, Missouri, Ohio, Tennessee, West Virginia, Wis- TOLI(.)ther States Phone 317-345-5800 or 317-345-5133
consin, Western New York, Western Pennsylvania, East- (Eveniniggﬁjgiﬁisézfg‘lf g“éu“gg;;hé‘;, Fgf'[ :;%%T- 9 otz oo
¢ emnlowa. IV OUR 14TH YEAR. o Delivered every Monday in most states.
) The Tri-State Trader has more antique aluct}ons.m the Normal Ad Deadline: 9 am every Wednesday. Ads taken @
¢ Mid-Central states than any other publication in the until 8:30 a.m. Friday, but please call in reservation early. (¢
p world! Results guaranteed or no pay! (Inclement weather (Small surcharge for late ads.) ¢
A excepted). Ask for a show of hands. Yes, we're that sure! Free Samples Sent to Auctioneers on Request (e
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Small businesses account for about 48% of the Sign in window of a hardware store: “FIRE SALE!
private sector’s total production of goods and ser- If you don’t buy something soon — somebody’s gon-
vices. na get fired!”
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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.

Auctions can produce sales where all other marketing techniques fail.

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 foremostreal 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 (a sound
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.....

*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.
3400 Irvine Ave., Suite 218, Newport Beach, CA 92660 s (714) 957-0045

State association
reports

MSAA met in May

The Missouri State Auctioneers Association held its
1981 Spring Convention, May 2-3 at the Holiday Inn
in Columbia, Missouri. Convention chairman Brent
Voorheis of Harrisburg presented a seminar filled
Saturday afternoon, covering Photography for the
Auctioneer, Designing an Auction Presentation Port-
folio, Selling Rolling Stock and General Antiques.
After dinner, NAA representative, director Frank
Bass covered the topic of “Inventory Reductions for
the Equipment Dealer”.

Jerry Burson, Fun Auction chairman, then pre-
sented the Ladies’ division followed by the Men’s
group. This was the first time the Fun Auction has
been promoted to the general public. Acceptance
was good with several outside guests bidding and
making purchases.

Sunday, May 3, Larry Atterberry, had an informa-
tional morning session covering Legal Liabilities, Ac-
counting and Appraisals. The Ladies also met to
elect new officers before the luncheon.

William Gaule, past NAA director, spoke during
luncheon, emphasizing honesty, integrity, and per-
sistence.

MSAA president, Gary Ryther, presided during
the General Business meeting. Several matters of
business were conducted which included voting on
a Reciprocal Membership agreement with the Na-
tional Auctioneers Association. This Constitution
amendment was passed by more than the required
two thirds majority.

The following MSAA officers and directors were
elected: Brent Voorheis, Harrisburg, president; Larry
Fosnow, Windsor, 1st vice president; Dale Vaughn,
Independence, 2nd vice president; and secretary-
treasurer D. H. Livingston, Willard. Retiring president
Gary Ryther, Excelsior Springs, plus Clarence Gray,
Odessa, and John Campbell, Higginsville, were se-
lected for three year terms as directors.

In HMemoriam. ..

V. CURT ORMBREK

The May issue of THE AUCTIONEER magazine
was returned to the NAA office with the information
that NAA member V. Curt Ormbrek was deceased.

THE AUCTIONEER



SOUTH CAROLINA proclaims National Auctioneers
Week. Standing around Governor Richard W. Riley,
from left, directors J. Maude Burnette, J. L. Pinckney,
SCAA vice president Larry Meares, president Jimmy
Blocker, director H. L. Dodgen, Bill Yonce, George
Pechilis, director Ken Hendrix, NAA president Archie
Moody, Fred Mullis, and director Bobby Weatherly.

KAA second annual seminar held

The Kansas Auctioneers Association conducted
its second annual state seminar in Wichita, Kansas,
May 19-20. The seminar was held in cooperation
with the NAA, and was attended by 35 auctioneers
and spouses from throughout the state.

“The following subjects and instructors contri-
buted to a very interesting and informative seminar,”
explained Rex B. Newcom, KAA secretary-treasurer.

Business Liquidations, Gary Ryther, Excelsior
Springs, Missouri, president of Missouri
State Auctioneers Association.

Livestock Auction & Bid Calling, NAA director
Robert Musser, Cody, Wyoming.
Advertising the Auction & Auctioneer, NAA
executive vice president Harvey McCray,

Lincoln, Nebraska.

Real Estate at Auction, NAA director and imme-
diate past president Chuck Cumberlin,
Brush, Colorado.

Success is a trait of human nature common to
all auctioneers — to develop the great “I AM” idea
as progress is made in the auctioneering profession.
But it is well to bear in mind that success may be-
come its own hindrance through too much self-
glorification.

Faith in your own powers, and confidence in
your individual ideas and methods are essential to
success, but an attentive ear is the open door to
knowledge. And no auctioneer is a graduate of the
school of experience.

B. G. Coats

July, 1981

GOVERNOR RILEY MADE HONORARY NAA MEM-
BER — South Carolina Governor Riley, left, receives
an Honorary NAA Member certificate from NAA presi-
dent Archie Moody, right. Standing behind Governor
Riley and Mr. Moody, from left, Bill Yonce, Ken Hen-
drix, South Carolina Auctioneers Commission execu-
tive director George Pechilis, and Fred Mullis.

WATCHES & CALCULATORS

AT UNBEATABLE PRICES !l

PEN WATCH (PARKER REFILL)
5 FUNCTION L.C.D. WATCHES $4.50 & UP ‘
ANSCO POCKET CAMERA — $5.50
POCKET WATCHES — $5.50
CALCULATORS, ETC. — $5.00

WIDE SELECTION TO CHOOSE FROM

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

Personalized Watch Co.

| Division of
Mathmatic Sales, Inc.

730 North Main Street
Waterbury, Connecticut 06704

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

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

When you’re on the road, you’ll get more miles
to the tankful by driving 35 to 45 miles an hour.
That's the peak efficiency range for most car engines.
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Directory of state
association presidents
and secretaries —

July, 1981

Alabama Auctioneers Association — President: Gene Motes, 305
North Church St., Jacksonville 36265; Secretary: Pete Hor-
ton, 111 4th St., Huntsville 35805, phone 405-536-7497.

Auctioneers Association of Arizona, Inc. — President Donald J.
Parker, 5203 E. Washington, Phoenix 85034, phone 602-
244-8294. Secretary-treasurer: Raymond G. Warner, 13611
N. 50th Place, Scottsdale 85254, phone 602-996-4430.

Arkansas Auctioneers Association — President Tommie Walker,
1208 N. Main, Mountain Home 72653. Secretary: Jayne
Lowery, P.O. Box 34, Dennard 72629, phone 501-745-4261.

California Auctioneers Association — President: LeRoy C. Blum,
10108 Gan Line Road, Elk Grove 95624. Secretary-treasurer:
Grant Theodore, 4037 North Washington Blivd.,, P.O. Box
196, Livingston 95334.

Colorado Auctioneers Association — President: Eldon Brough-
ton 1647 South Tejon, Colorado Springs 80906, phone 303-
635-9400. Secretary-treasurer: Ernest L. Wimmer, 170 Palm-
er Drive, Fort Collins 80521, phone 303-226-3121.

Connecticut Auctioneers Association — President: Dominick
Scavone, 695 High St., Naugatuck 06770; Secretary: Lar-
raine M. Smith, 37 Wallingford Road, Cheshire 06410

e
e

Col. Jim Graham
CCIM, CRB, AFLB

NEXT CLASS
JULY 20

e Learn the Professional chant

e Every type auction is covered

e Latest video training equipment
. . lets you view your progress

e Every student personally trained
by Col. Jim Graham

e Highly professional Instructors

FLORIDA

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

Florida Auctioneers Association, Inc. — President: Ben Campen,
P.O. Drawer 1209, Gainesville 32602. Secretary-treasurer:
Billy H. Wells, 121 Aldean Dr., Sanford 32771, phone 305-
323-2820.

Georgia Auctioneers Association — President: Pete De Santis,
Pavo Rd., Thomasville 31792, phone 912-226-8849. Secre-
tary-treasurer: Lynn Dempsey, P.O. Box 1341, Rome 30161,
phone 404-291-0746.

Idaho Association of Professional Auctioneers — President:
Dean C. Smith, Route 2, Box 304, Idaho Falls 83401, phone
208-522-7136. Secretary: Carol Coffey, Blackfoot 83221.

lllinois Auctioneers Association — President: Bob Wuebbels,
New Memphis 62266, phone 618-558-4500. Secretary-treas-
urer: Ken Gravlin, 211 No. Center, Melvin 60952, phone
217-388-2211.

Indiana Auctioneers Association — President: Jack T. Early-
wine, 3110 So. Lafountain, Kokomo 46901. Secretary: Harry
E. Buckles, RR 1 Box 262, Anderson 46011, phone 317-
378-7924

lowa Auctioneers Association — President: Wayne Stewart, Box
265, Audubon 50025, phone 712-563-4288. Secretary-
treasurer: Margaret Bloomer, Rt. 3 Box 51, Glenwood 51534,
phone 712-527-3615.

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

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

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

LEARN

AUCTIONEERING

in Beautiful

Become a Professional Auctioneer in 1 Week

JIM GRAHAM training makes you STRONG . . as an
Auctioneer: Businessman; Speaker. Men or women.

REAL ESTATE auctions . . our specialty
MONEY

You'll like our FAST START system BACK

GUARANTEE

Graduates from other schools are welcome

FREE BROCHURE
JIM GRAHAM SCHOOL OF AUCTIONEERING

204 US. 1, North Palm Beach, FL. 33408 (305) 844-1723
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residents add 3v2% sales tax.

Maine Auctioneers Association — President: Richard Keenan,
Rt. 1 Box 405A, Kingfield 04947, phone 207-265-2011. Secre-
tary: George A. Martin, New Road, East Lebanon 04027,
phone 207-457-1237.

Auctioneers Association of Maryland, Inc. — President: Larry
Makowski, 1100 E. 25th St., Baltimore 21218. Secretary-
treasurer: Jonathan Melnick, c¢/o Jonathan Melnick Auc-
tioneers, 900 E. 25th Si., Baltimore 21218.

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

Michigan State Auctioneers Association — President: Donald C.
Diesing, 108 Clarke St., Scottville 49454, Phone 616-757-
2578; Secretary: John Schowalter, 6071 East E Avenue,
Richland 49083

Minnesota State Auctioneers Association — President: Don Fitz-
ner, 1610 W. Lincoln, Olivia 56277, phone 612-523-1889.
Secretary: Eileen Reisch, 838 W. Main, Luverne 56156,
phone 507-283-8445.

Mississippi Auctioneers Association — President: J. Drue Lundy,
Box 577, Belzoni 39038 Phone: 601 247-3292; Secretary:
Karleen R. Lawrence, 324 |berville Drive, Biloxi 39531
Phone: 601 374-8367

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

Montana Auctioneers Association — President: Davar Gardner,
Box 943, Kalispell 59901, phone 406-755-2736. Secretary-
treasurer: Craig Mandeville, 1225 Springhill Rd., Boseman
59715, phone 406-587-2522.

July, 1981

D-VOX COMPLETE -.. $285.00

FIBERGLASS CASE — 25 WATT MODULE — TWIN SPEAKERS

DODGE MANUFACTURING CO.

1123 W. 6th Street * P.O. Box 1513 ¢ Topeka, Kansas 66601 +« (913)234-6677

R

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

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

DWIGHT V. DODGE, Owner

Nebraska Auctioneers Association — President: Dean Schow,
Rt. 1, Paxton 69155. Secretary: Randy Ruhter, P.O. Box 40,
Prosser 68868, phone 402-744-4041.

Nevada State Auctioneers Association — President: Jeff Blake,
P.O. Box 10182, Reno 89510. Secretary: J. M. “Bill” Wat-
son, 734 N. Nellis, Las Vegas 89110, phone 702-452-6699.

New Hampshire Auctioneers Association — President: Emory
Sanders, Shaker Road, New London 03257. Secretary:
George Michael, P.O. Box 776, Merrimack, 03054, phone
603-424-7400

New Jersey State Society of Auctioneers — President: Victor
Sabatino, 35 Ewingville Rd., Trenton 08638. Secretary:
JoAnn Fawcett, 33 Davies Ave., Dumont 07628, phone 201-
384-5598.

New York State Auctioneers Association — President: Robert
W. Matson, 117 Main St., Randolph, 14772, phone 716-
358-6752. Secretary-Treasurer: R. Thomas Jones, Water
St., P.O. Box 365, West Winfield, 13491, phone 315-822-5243.

Auctioneers Association of North Carolina, Inc. — President:
Edmund P. Huntley, P.O. Box 696, Wadesboro 28170, phone
704-694-3183. Secretary-Treasurer: Johnson B. Gilbert,
Route 1 Box 349K, Lincolnton 28092, phone 704-732-0177.

North Dakota Auctioneers Association, Inc. —President: Cliff
Orr, Ypsilanti 58497, phone 701-235-21585. Secretary-trea-
surer: Roger Skiftun, Manfred 58465, phone 701-324-2995.

Ohio Auctioneers Association — President: Terry Logsdon,
33939 C.R. 452 Brinkhaven, 43006, phone 216-674-7640.
Secretary: Byron Dilgard, 135 Union, Ashland 44805, phone
419-325-2122.

Oklahoma State Auctioneers Association — President: R. D.
Bentley, 2321 Austin Dr., Lawton 73501. Secretary: Ray
Patterson, 113 N. 9th, Frederick 73543, phone 405-335-2320.

Continued page 49
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INDUSTRIAL PUBLISHING'S

QUALITY NEWS

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

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

MORE QUALITY ORIENTED MARKETING EXI A N Ds
PROGRAMS THAN OTHERS ... AND HOW

YOU CAN BECOME ONE GF THEM | AUCTION co_
ITHEP SERVICES

EUGENE, OREGON — It was recently announced that IN-
FACTOR

WHY SOME AUCTION COMPANIES HAVE

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

A FULL-SERVICE
MARKETING PROGRAM
FOR AUCTION COMPANIES

From

INDUSTRIAL PUBLISHING
Eugene, Oregon

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

UNDERSTANDING IS THE ABILITY
TO PROVIDE SPECIFIC SOLUTIONS

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

THE IP FACTOR: A SPECIALIZED SYSTEM "As long as the auction company follows our
system,’’ states Robin Tappan, IP Production Coordinator, ‘‘we can provide the highest quality services
and products —in the quickest turnaround —at a competitive pre- determined cost."”

SPECIALIZING IN AUCTION MARKETING

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

INDUSTRIAL P.O. Box 2328

PUBLISHING Eugene, Oregon 97402
INCORPORATED (503) 689-2711

THE DEVELOPMENT OF A
MUTUALLY BENEFICIAL
WORKING RELATIONSHIP
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Oregon Auctioneers Association — President: Gary Day, 12773
S. Union Hall Rd., Canby 97013. Secretary: Carol Boston,
P.O. Box 7645, Salem 97303.

Pennsylvania Auctioneers Association — President: Harry An-
derson, R.D. 1, Georgetown 15043. Secretary: Blaine Brown,
Box 96, Wycombe 18980.

Professional Auctioneers Association of Rhode Island — Presi-
dent: David F. Lucas, 2 High Street, Esmond 02917, phone
401-231-0920. Secretary: Louise E. Wordell, P.O. Box 93,
Kingston 02881, phone 401-789-0390.

South Carolina Auctioneers Association — President: Larry J.
Meares, P.O. Box 57, Pelzer 29669, phone 803-947-9460.
Secretary-treasurer: J. Maude Burnett, P.O. Box 155, Greer
29651.

South Dakota Auctioneers Association — President: Vernall
Qualm, Platte 57369. Secretary-treasurer: Charles A. Sutton,
RR 3, Flandreau, 57028. Executive Secretary: Marti Dun-
lap, Route 3, Box 135, Colman 57017.

Tennessee Auctioneers Association — President: Jerry C.
Gregory, P.O. Box D, Springfield 37172, phone 615-384-5557.
Secretary-treasurer: Edwin B. Fulkerson, Rt. 14, Box 182,
Johnson City 37615, phone 615-282-1236.

Texas Auctioneers Association — President: Roland Reese,
707 N. Robinson Dr., Waco 76706, phone 817-662-0500.
Secretary-Treasurer: Charles Connour, 9770 Wisterwood,
Dallas 75238, phone 214-348-2838.

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

Vermont Auctioneers Association — President: Walter Flatow,
Rd. 1, Waterbury Center 05677. Secretary: Marie Flatow,
Rd. 1, Waterbury Center 05677.

Virginia Auctioneers Association — President: Stephen Sheets,
15 South Jefferson Street, Roanoke 24011. Secretary-
treasurer: Jeanette Desper, Rt. 1 Box 86, Swoope 24479.

Washington State Auctioneers Association — President: Elmer
Burnham, 1421 Fern Dr., Moses Lake 98037. Secretary:
Marjorie Burnham (same address).

West Virginia Auctioneers Association — President: Wilson E.
Woods, State College, West Liberty 26074 Phone: 304 336-
7116; Secretary: Bob Mills, P.O. Box 3261, Morgantown
26505 Phone: 304 292-7286

Wisconsin Auctioneers Association — President: Jim O’Brien,
Eden 53019. Secretary: Robert Massart, 2545 Finger Road,
Green Bay 54301, phone 414-468-1113.

Recent publications

4TH BLUE BOOK, DOLLS AND VALUES by Jan
Foulke, $10.95, Hobby House Press, 900 Frederick
St., Cumberland, Maryland 21502. Billed as the #1
best selling doll price guide it can be appreciated
as a handy tool in this area of collecting. Prices are
stated as compilations — a cross section of value.
Well illustrated, laid out in alphabetical order and
including a glossary of terms, the book has great
validity as an addition to the shelf of the experienced
collector as well as the novice.

THE CREATION OF THE ROCOCO DECORA-
TIVE STYLE, Fiske Kimball, $10.00, Dover Publica-
tions, 180 Varick St., New York, New York 10014.
The term, rococo, literally means “a pile of rocks”.
It was used as a French expression to describe or-
nate work, often expressed in sculpture, and in furni-
ture carving as well as other decorative arts Rather
fancy for the plainer American tastes, rococo did
not find great favor here during the 18th and 19th
centuries. However, the affluency of our country
today has created many travelers who have been im-
pressed with such design overseas and wish to bring
it to America in greater numbers today. This book

Is an excellent guide for those with such esoteric
tastes.

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.

(he Boston Globe

BOSTON, MASSACHUSETTS 02107
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Successful
auctioneering across
the nation

Auction moves country club property

What sold in one May afternoon by auction
would have taken an estimated year to sell by tradi-
tional marketing methods cited a Bakersfield, Cali-
fornia, developer who sold most of his 62 Palm
Springs country club lots and 132 condominiums, for
a total of $7 million. Conducting the day-long, real
estate auction success was NAA member Melvin A.
Giller.

“*Many people, including the developer, had mis-
givings,” explained auctioneer Giller, ‘‘as to whether
this vast inventory could be sold in one day. The
auction lasted seven hours, with a staff of 56 people,
Including 24 brokers and escrow officers processing
contracts from 11:30 am to 9:30 pm.”

Prices for the lots were between $19,000 and
$32,000, with the condominiums selling in the $42,500
to $53,000 range. The higher priced properties were
In a more favorable location at the Indian Palms
Country Club — near the fairway, tennis courts or
clubhouse. The decision to conduct the auction was
made In the face of a slow summer season while
carrying the property with high interest rates. The
auction “‘gave the people a little better buy,” indi-
cated the developer, while it got the development
company off the high interest rates.

In a letter to THE AUCTIONEER, Mel Giller ex-
plained that ‘“because of an article which appeared
in a Palm Springs newspaper, my office has been
iInundated with calls from other developers. Without
exception, none of these developers had ever con-
sidered the auction as an alternative marketing
technique.

“Some of them disclosed that they were in at-
tendance at our sale and were absolutely flabber-
gasted at what a professionally managed auction
could accomplish. This auction, along with the
publicity that followed, has made a lot of believers
out of what our profession can accomplish.”

Over 500 bargain-hunters attended the country
club property auction, which was held on a Saturday,
under a large tent. The scattered lots were sold
first, followed by the 713-square-foot condominiums
in the afternoon.

In a letter to NAA member Mel Giller, one of the
satisfied buyers explained ‘“‘that we would be remiss
if we did not tell you how truly impressed we were
with the personal, pleasant, and professional manner
in which you conducted the auction. We feel you

_shé:ould be heartily commended on an outstanding
job.”

o0

SCHOOL CHARITY AUCTION brought $1500 for a
new Pleasant View Christian School. At the micro-
phone is NAA member Jerry Gregory, holding the
auction item is school principal, Roger Hood.

School holds auction . . . The Pleasant View
Christian School of Pleasant View, Tennessee,
needed to complete power plant for their new school
building. Conducting the April charity auction for
that purpose was NAA member Jerry C. Gregory,
Springfield, Tennessee. The auction produced over
$1500, from merchandise donated by businesses and
individuals interested in the school. Mr. Gregory is

the 1981-82 president-elect of the Tennessee Auc-
tioneers Association.

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 séction.

Contact Debbie Dent, 1101 Pacific Avenue,
Dallas, Texas 75202, 214/741-15165.

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

Dallas Times Herald

The newspaper Dallas can be proud of.

This reminder, THE AUCTIONEER magazine is
published only 11 times per year, and your next is-
sue will arrive shortly after September 1, 1981.
There will be no August issue of THE AUCTIONEER.

THE AUCTIONEER



Rare books at premiere auction Proving
the strength of the New England rare book market,
NAA member John F. Hendsey, Epping, New Hamp-
shire, organized his company’s premiere rare book
auction in March. The sale took in $75,000 and pro-
duced record auction prices. Highlights of this first
Hendsey sale included: “Roland Clark’s Etchings”,
$800; a Joyce Kilmer autograph letter, $1150; “Bige-
low’s American Medical Botany, 1817-20”, 3 vols.,
$2000; and “Mark Twain’s Writings (Definitive Edi-
tion, 37 vols., leather-bound) sold well at $3500.

The March Hendsey auction attracted dealers
and collectors from many states for the well-attended
sale. Books were sold to buyers in twenty-seven
states, England, Canada, and West Germany.

At John Hendsey’s second sale, held in May, a
library of fishing books was auctioned, along with a
group of color plate books from a Connecticut estate.
Prices were generally high, though there were some
bargains for those who chose to attend the auction
instead of the Boston Celtics’ playoff game with
Philadelphia on the same day. Top selling items in-
cluded: the Derrydale Press edition of Jerome
Smith’s “Trout and Angling”’, $1650; and a publisher’s
prospectus for Twain’s “The Adventures of Tom
Sawyer’ brought a record $1700.

AT HENDSEY BOOK AUCTION, fellow NAA auction-
eer, Merle D. Straw, Jr., scans the audience prior to
selling a Mark Twain book set for $3500.

Vopan Market Research of Boston asked a num-
ber of people to name their favorite supermarket and
tell why they preferred it. Many said, “Lower prices”
but the majority gave this reason: ‘“Check-out lines
move faster”.

July, 1981

GOOD AUCTION CROWD of strong bidders attended
John Hendsey’s March premiere book sale in Con-

cord, New Hampshire.

A Book For Every AUCTIONEER

— ey e e e ———

Over 4,300 Proved !

AUCTION PITCH I}

“Bid Getters’ %" ‘Auction Sayings”’

a veritable goldmine

For
— AUCTIONEER
I Ay e J/C, . PEDIGREE M

2\

RINGMEN

_ A% AD WRIT

by Earl D Wisard

auctioneer

R 1 Dundee Qhio r
|
'

AUCTION PITCH and the booklet
52 BASIC AUCTION CHANTS

A 176 page book loaded with auction sayings, quips,

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

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

ing a 53 year period.

Here is what auction schools and auctioneers say:

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

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

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

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

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

“Priceless.” — Edward Esber, Canton, Ohio

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

Only $12.50 for both, postage paid

Earl D. Wisard, Auctioneer
Dundee, Ohio 44624
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DON'T MISS SHELDON CORD'S $2,000,000

SUPER DEALER SALE

BRING YOUR TRUCK OR CAR AND A BUNDLE OF CASH. WE WILL BEAT ANYONE'S PRICE!
o UNBEATABLE PRICES - UNBEATABLE VALUES

FLEA MARKET IN-DASH uuma MEN'S CASH & CARRY CASH & CARRY
SPECIAL AM/FM LD Credit GLOVES
ASS'T JEWELRY - Cassette Card Style DOZX. 40-PC
EARRINGS AND Dcf" 5'&'93 | C;;‘-“;*;;g“" $3.00 Combination Deluxe Men's
2 e A ; = g
NECKLACES, etc. Ea $34.95 - 14" and 3/8 Ultra Thin
DOZ. $3.00 11-P Socket Wrench Set] | L.C.D. Electronic
AdUI" c. 21-’(. 3 i mw "h
Novelty Box & 1/8" and 3/8" in Metal Display Quartz Wa
X-Rated O‘sen-ﬁll:d Socket Wrench Case Ea. $8.00
T-T-F Watch renc Set in Display Set $5.50
e DISPOSABLE \\ Ea. $6.75 Ea. $8.50 v

FLEXIBLE MIRROR

Carded
RATCHET SET Butane cpcr | SI;JDP:GL$;:\?35%S

ORDER DIRECT FROM THIS AD — SEND CASHIER'S check, Deluxe A :

PER SET Lighter money order or certified check for immediate 24-hour service. 8-Track SMOKE LENS

$8.90 Gross $40.00 SORRY, NO PERSONAL CHECKS. Best in prices-service-quality. Car Sterso SUNGLASSES
Minimum order accepted $50. Servicing the wholesale trade for or Cussette Doz. §10.80
over 25 years. All merchandise shipped F.0.B. Chicago. All mer- fo. $16.50 SUN SENSOR TYPE
chandise is brand new and comes with a factory guarantee. SUNGLASSES

7 pc.
Deluxe LADIES’ FOR ORDERS ONLY

CALL TOLL FREE Medium Size Kerosene Lamps -
800-621-7999 ASSL OIS coivcnmmnsinmrsenenvsssaveswi Doz. $ 12.00
-~ - Musical Butterfly Mirror..........ccooevvvvevnnvennnnnn. Ea.$§ 4.50

Beautiful Asst. Cocktail Rings - in Display.....Doz. $ 5.90

ANTIQUES WANTED i B i e e

Ronson Cigarette/Vanity Case Set............... Doz. $ 24.00

WE BUY OLD INDIAN ART'FACTS, 8-Track & Cassette Car Player (Combination) ..Ea. $ 34.95
BASKETS, NAVAJO RUGS, ETC. Beautiful Super Star ‘‘Nothing” Necklaces ...Doz. $§ 3.00

Deluxe
L. C. D.
Quartz Watch
Ea. $9.00

Heavy Duty
Copper Clad
Cookware Set
$11.95

Nothing Necklace ...........cceeerevvvvviervnenineeeennnns Gr. $§ 30.00
ALSO GOLD; SlLVER: POCKET Cadillac Eldorado Novelty Radio ....................Ea. § 6.90
WATCHES, STERLING FLAT- 17-Pc. Antique Coffee Set - Boxed................. Ea. § 19.50
' 144-Pc. Indian Jewelry Display includes
WATCHES 'n JEWELRY WAHE: GOLD RINGS; D‘AMONDS: Necklace, Bracelets, Earrings & Rings.............. $ 59.95
MEN'S L.C.D. QUARTZ WATCH ..................... Ea. $ 8.00 ORIENTAL RUGS AND FURNI- Giant Size Electric 3-D Picture ....................... Ea. $ 10.80
Men's ‘‘Skin Diver'' Watch with Calendar .......Ea. § 7.50 TURE Men's Cotton-White Tee-Shirts .................... Doz. $ 9.90
Ladies' Nurses Watch with Band.................... Ea. § 6.50 ‘ Men's Cotton-Colored Tee-Shirts ................. Doz. § 10.90
Lh;‘adies'1?3te-0-lhéatlic 3&0 1l;e‘?r.:.ut:;he; ................ Ea. 2 13@ BRING YOUR ANTIQUES TO US — giant ?arlgw Kgife ......................... (Carded) goz. : 1g.$
en’'s 17-Jewel Calendar Watch - Swiss.........Ea. ; eautiful Gold Pipe Necklace...........c........... 0Z. :
Ladies’' BRILLIANT CUT - HAND SET WE PAY CASH ON THE SPOT. Yorky Radio, all PIuSh........coocvvvvviveeniiniennnnn. Ea.$§ 5.90
173 STONE WATCH ... Ea. $ 14.50
-iowl Huming Gss ookt e Ea s | WE WILL BUY - SELL . TRADE | | e N S
WRILS AIL SION0 WRLCH: v essauniininiis Ea.§ 7.50 poil SOXCi BN 3-Blade Jr. Camper Knife #1066 ................... Doz. § 12.00
Ladies’ HEART SHAPED WATCH ................... Ea. $ 10.50 :
0 PGS, PR & DRRE St Doz § 990 POOL CUE SPECIALS 4-Blade Camper Knife - Carded.................... Doz. § 18.00
Bt?ta.ne PO LR cooiosomsc e D ' : 48'00 3" Little Buke Gold Bolster Lock Knife ......... Doz. § 18.00
| UL e ez 9 49, SOLD IN DOZEN LOTS ONLY 5" Gold Bolster Lock Knife ...........c..ccconeees Doz. $ 24.00
Men'’s V‘#allets. ﬂoxed """"""""""""""""" Doz. § 8.90 Hand-C d Walkina C Pool C D 6” Double Gold Bolster Lock Knife................. Ea.$ 4.90
Trucker's Cowhide Wallet w/5 and-varved vvalking Lane Fool Lue...... 0z i e
5 Pc. Hand-Carved Prof. Pool Cue Set....Doz. $ 90.00 isherman’s Knife with Pearl Handle............ Doz. $§ 24.00
Cﬂmpaﬂments ......................................... Doz. $ 36.00 2-Blade Barlow Knife - Carded Doz. $ 19.80
21-Jewel Men’'s Calendar Watch .................... Ea. $§ 12.90 9 Pc. Hand'car‘fEd Pool Cue Set............ Doz. § 48.00 Giant Barl K nif o DOZI $ 1630
Boys' & Girls’ Asst. Disney Characters Watch.Ea. $§ 6.90 6 Pc. Hand-Braided Pabst Blue R TeE VOB A R e T
' 30 Pc. Master Pocket Knife
Ribbon Beer Cue Set ...............cceeen. Doz. § 48.00 (G Per Display § 36.90
' " i i BRI s cvdaniiimsmiis v :
APPLIANCES'n HOUSEW ARES 6 . Hanc-Braided Budveiser R vy b i
;Pc. HlarBd TE;LON-IILSet - gsst‘d colors........ Eet : 13.50 Pool Cue Carrying Case ..............c........ 4" Stag Handle Sportsman Knife.................... Ea. § 4.50
usical Beer Stein - Large Size..................... a.$ 6.90 Large 5" Stag Handle Sportsman Knife .......... Ea.$§ 5.50
18-pc. Decorated Handle - Regent, Sheffield Pocket Knife - One Doz Per Display.......$ 13.95
Sheffield English Cutlery Set, 1 yr. A . Small Deluxe Wild West Hand Carved Knife
QUArANEEE ... e Set$ 6.50 DELUXE CHARGER RADIO - #1 SELLER sg 9 “With Brass Handle ..........ccoeevviiiineiiiiinninnnnn, Ea.$ 7.90
Car Spotiite with Safety Reflector................. Doz. § 24.00 AMIEM:RADIC) 2 BATIERUEELEGERIS kb g Medium Deluxe Wild West Hand Carved
32-Pc. Cook-N' Serve, Oven Proof............... Set $ 11.00 Novelty Beer Can Radios................. IR Ea.$ 4.00 Knife With Brass Handle .........oooooomoomooeoonn, Ea $ 9.90
2-Pc. Deluxe Chef Master Knife Set ............... ExS Zpn T IEKAMITE FOMESIeen SRt e Large Deluxe Wild West Hand Carved Knife
50-Pc. Stainless Steel Flatware................... Set § 11.90 WS MUGHING ADERABL s meypnagsgorsccnens ot With Brass Handle .........c..c.cceveerrsoveene Ea. § 11.90
1500 Watt Dryer & BIOWeT ............................. Ea.§ ‘728, . Oumel BIUsh foudis BAG) - ARGy COlOTEezsAcd o0
6 Pc. Chef Master Knife Set ......................... BRES 50 S R oo =Rl A
6x9 Triaxial 20 0z. Speakers..............cc.c......... Pr.$ 19.90 WHOLESALE ONLY! FOR RESALE ONLY!
~ LAST MINUTE SPECIALS Send $1.00 for Complete Catalog. Visit
FOOT PUMP - |deal Flea Market and Automatic Switchblade Comb....................... Doz. § 12.00 our Giant New 25,000 Ft. Showrooms.
AUCHION OM.nn.vvvoroeoosseseesssessssesseesesene ea. $4.50  wighty Midget Pistol Key Chain .................. Doz. $ 6.00 Parking for over 100 cars. Bring your
50 Ft. Drop Cords - All Copper Wire ............. Doz. § 30.00 Cannon Towels - Giant Size.............ccccenie.. Doz. $ 15.90 truck or car and load up — $4,000,000
100 Ft. Drop Cords - All Copper Wire............ Doz. $ 42.00 (10x50) Binoculars with Leather inventory on hand at all times.
7-Pc. Screwdriver Set - Wood Handles .....Per Set § 2.25 CAITVID GO oovienimaansinmensminiis Set § 26.90 OPEN MONDAY THRU FRIDAY 8 A.M.TO 6 P.M.
40-Pc. Tap & DieSet.......cccceeviiiinniiinniennnnnnne, Ea.$§ 9.75 L R PRI NN s Doz. $ 12.00 SATURDAY 9 A.M. TO 4 P.M.
4-Pc. Pipe Wrench Set, 8"-10"-14"-18" ........... Set $ 10.50 18" Backgammon Game...............ccvvveerierennnn, Ea.$ 9.90
25-Pc. 2" Socket Set w/Metal Box................ Set$ 13.50 Large Size Grandfather CIocK ........................ Ea. § 15.90

SHELDON CORD PROD. " skones @312 9737070 9757071
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business. Pictured at right is NAA president Moody,
left, congratulated by Darlington City Manager, Cecil
Ward, during the installation of the intersection sign
by city workers.

treet no longer nameless

The street in front of the Darlington, South
arolina, offices of Moody-Godley Auction Company
did not have an official name; that is, until recently.
bove left, is the new intersection sign, installed by
the City of Darlington, naming most appropriately the Some computers are so human they look for-
street in front of auctioneer Archie Moody’s place of  ward to Friday.

uct
st Auction ¢,
(Established 1917)
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Property with Us

531 Broad St

LIICENSED o BONDED o INSURE

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

Invites Participation _
By Auctioneers & Real Estate Brokers, Nationwide

-

REALTOR Y We will be pleased to coopermre in turning your listings into immediate cash.

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

July, 1981



AUCTIONAIRE?® FACTORY DIRECT

Portable Public Address Systems Designed for Professional Auctioneers

] ATTENTION GETTER® Electronically produced wavering type siren at the push of a button (replaces gavel for getting

attention). Personalized Brass Name Plate on face of Auctionaire® units 1-2-3-4-5. (Indicate the exact way you want your
name to appear when ordering.) A

WIRELESS

> *"' MICROPHONE SYSTEM —

TEE> ‘W e gy WREEEE This system takes advantage of
T e i e the new 49 Mhz band, which
| R 2 i s i 8 ' 1. = g : permits 100 milliwatt transmitter
long range power without an FCC
license. ldeal for auctioneers,
school auditoriums, bingo parilors,
etc. Recelver features an on-off
pliot light, signal control meter
and plugs Into your existing P.A.
system. Power source, 9V radio
batteries. Imported.
AUCTIONEER'S COST $149.00

AUCTIONAIRE® 1

AUCTIONAIRE® 1: Attractive, sturdy wooden case, spe-
clally designed for clear sound, covered with heavy duty,
weatherproof, automotive vinyl. SPEAKER: 6"x9" Dual-

cone acoustical suspension speaker produces a crisp. AUCTIONAIRE® 3

Clear sound. WIIl handie power amp at full capacity. ® 5 3
AMPLIFIER: Solld state, all transistor, low consumption. ::g;;oupﬂzir sggrc‘:mf,{';l',?;g,";{ﬁ;,‘;
MICROPHONE: Condenser type, directional pattern, bullt- and lI:IDUtS same 2as 'nuctlonalre@ 1'
In fliter for close talk. Brushed aluminum body. On-off SPEAKER: All weather |nuoor;0utdoor.
STRAP: 2" wide adjustable with carrying handle. INPUTS: edge damping ring for crisp 'smooth
1 microphone and 1 auxillary for tape recorder, etc. sound. DIMENSIONS: 10%" high 84"
Separate volume controls. All mounted horizontally to wide 8%" deep. WEIGHT: 82 Ibs. with
be kept free of molsture and foreign particles. POWER BattafesiBattarias not Includeds.

SOURCE: 8 D Cell, flashlight batteries, many, many hours g ' ;
operation with alkaline type. DIMENSIONS: 10% " high, 8" AUCTIINERR:S ST 51R2.00
wide, 72" deep. WEICHT: 9 Ibs. with batteries (batteries

not Included) AUCTIONEER'S COST $197.00 AUCTIONAIRE® 4 AUCTIONAIRE® 5
AUCTIONAIRE® 5: Convert your car or truck to a moblle
AUCTIONAIRE® 2 AUCTIONAIRE® 4 Is same as AUCTIONAIRE® 3  sound unit In seconds. Also works well In auction houses.

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

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

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

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

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

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

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

---------

et , } y 5% _: ¥ e .
........ :?:(':E o e AUCTlo"ll!'s cmT s 2 sg‘m
ool '.j?f:rff%”"?ff/ff_{/_.{,a#'.ﬁ.y,‘;."f'f" e ._.',-_‘a;_.-';r.'-\".:-'ﬁ-"a

BALL MICROPHONE 662 CARDIOID ELECTRIC
CONDENSER MICROPHONE

Includes AA battery (already Installed).
8,000 to 10,000 hours (almost a full year),
« brushed aluminum body. MOST MODERN

Rugged hi-impact plastic body, on/off

_ ) i ol switch, colled cord, V4 Inch plug, high
AUCTIONEER'S COST $39.50. 4

M-57 AC-DC P.A. AMPLIFIER, 30 watt solld-state, clear E L o " NP, ¢

sound. 117 V. cord plus 12 V. cig. lighter Plug & cord. a7 ' MICROPHONES DESIGNED TODAY. Low Im-
ATTENTION GETTER® . electronic wavering type siren. . SRR Dedance, colled cord, ¥4 Inch plug.
Output Imp. 4-16 ohms. MIc. & aux. Inputs with R st  AUCTIONEER'S COST $49.50.

separate volume controls.

AUCTIONEER'S COST $139.00

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

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

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

MAIL TO: AUCTIONAIRE® DIVISION, P.O. BOX 1805, VICTORIA, TX 77902

VICTOR MCDONALD COMPANY, AUCTIONAIRE® DIVISION TEXAS RESIDENTS ADD 5% SALES TAX

o4
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J. L. Todd interview continued

think that was the only way you could sell an Atlanta
auction. As long as you put the property up, people
knew you were going to sell it.

Today, we advertise and announce well before
the sale, ‘“‘subject to the owner’s confirmation”. It
used to kill a sale, today it does not. Absolute auc-
tion may have a little effect, but not enough to get
you in trouble and all.

Now if you are selling ‘“‘subject to owner’s con-
firmation,” and you announce it before the sale, you
take a lot of pressure off yourself, as well as that
owner. We have been fortunate enough to get most
of our sales sold. | would venture to say that last
year there weren’t very many that we didn’t get sold.
| have seen years where you have a lot of problem
getting properties sold. This year we have sold
everything we put up, and we haven’t had any prob-
lem, but we have sold everything centered on con-
firmation.

AUCTIONEER: As you look back on the past
year or two, can you say what percentage have gone
at absolute auction?

Todd: In our company | would say very little
have, I'd say probably 10%-15% would be absolute
auctions, the remainder would not be.

AUCTIONEER: How often do you use absolute
auction with minimum opening bid?

Todd: | don’t ever use that. | have never used
It, and | notice that a lot of companies do. But that’s
not an absolute auction when you use a minimum bid.

AUCTIONEER: What is your personal opinion of
the fdvantages or disadvantages of absolute auc-
tion*

Todd: You got an absolute auction, you don’t
have any price set. With a minimum opening bid,
you are saying what you have to open with, then it is
supposed to be an absolute auction.

| feel like its best to advertise auction sales and
announce that you’re selling subject to confirmation.
| feel like that’s what would be better because that

PLANNING AN AUCTION are J. L. Todd Auction
Company representative, from left, salesman Nick
Powers and vice president Albert Pearis.
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“No, sir, we never buy the prop-
erty, and we never try to. Wedo
not bid on the property we are
selling.”

Is not absolute auction. An absolute auction is when
somebody gives you a piece of property and says,
"'go out there and sell it, | don’t care what it brings.
| want you to get rid of it.” Well, that’s an absolute
auction.

| enjoy those kind, because you can start and
finish anytime you want to. You don’t have anybody
to go back and say, “I’'ve got to sell my owner on
taking the price,” or something like that. It's already
done. Those are few and far between around here.

AUCTIONEER: If the property does not sell and
the owner cannot ““be sold on the high bid,” do you
buy the property yourself?

Todd: No, sir, we never buy the property, and we
never try to. We do not bid on the property we are
selling. We have sold the property in a subdivision
or something, then had one or two buyers that
couldn’t come up with the money when it is sold. To
close the subdivision or close the sale out, we have
purchased those lots.

The only time that we would buy the property
is when we go look at a piece of property and can-
not agree with the owners. If we feel like it's a good
buy, we might just buy it and turn around and sell it.
We don’t do that very often, and we do not buy
property at any of our sales. | do not think it is
ethical for any auctioneer to buy property.

| have some friends who have made a lot of
money doing that, but | do not think it’s the thing to
do. | think if you are coming to my sale, you shouldn’t
have to bid against the auctioneer. You should be
bidding against the people out there on the ground.

But like | said, | am not criticizing those people, |
just don’t believe in it. They are probably worth alot
more than | am, but | just don’t believe in taking ad-
vantage of the situation.

AUCTIONEER: One large auction firm explained
their preparation for a sale as “‘a complete marketing
plan for each auction”. Is that how you would de-
scribe your sale preparation?

Todd: Each sale is a sale of its own, and we try
to treat it like that. We set it up, and as you well
know in the auction business, a lot of times when
you are selling an auction sale, you are selling every-
thing that family’s got. You should be honest with
them, and give them everything you have got in the
way of ability, to arrive at the most doilars for them.
That is what | have tried to build in our company,
and that is what | want to continue to build.

AUCTIONEER: The actual sale literature — the
Continued page 56
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mailing pieces, handouts, and the window cards —
is it all prepared locally?

Todd: We do them here, and sometimes we do
the printing in Atlanta, but yes, basically it’s all done
locally, where we can stay right on top of it. We have
a layout, and from that layout we will go over it with
the printer. He will bring a finished layout back to
us for proofing when it is checked out again.

You make enough mistakes that way, but if you
don’t watch what you’re doing, you’ll have the direc-
tion going north on a highway when you should be
going south, and other different errors.

AUCTIONEER: What procedures do you use in
keeping sale preparation costs as low as possible?

Todd: Each sale, as | said, will stand on its own.
We will pick out the towns that we feel should re-
ceive our ads, and then we call our advertising
agency to give us a price on each ad. Then we at-
tach that sheet to our contract when we are dealing
with people, so they will know what is going to be
spent to advertise their property.

AUCTIONEER: By delegating that responsibility
to the advertising agency or the sales representative,
does that in itself keep costs low?

Todd: Each seller ought to try to keep his own
cost down as much as possible. Sometimes sellers
think on a large sale but have low income. They call
and say where they think their sale ad should go.
But we try to plan where we are going to get the best

response — in which paper, or whatever type adver-
tising.

AUCTIONEER: Your system, your organization,
obviously succeeds. Whose responsibility is it to
keep everything organized, your’s personally?

Todd: | guess it's mine personally. But we have
people, for example, handle most of our closings,
and then work with the lawyers when the sale is over.
The salesman who is in charge of the sale delegates
the advertising, then the advertising agency will get
it all laid out. I'll go over it with them, but the sales-
man in charge of the sale is who | look to, for holding
expenses down and to keep everything in order.

AUCTIONEER: You personally give attention to
every sale?

Todd: | go into every single sale, yes. And |
have tried to attend all sales. There are many sales
where we all can’t attend. And on certain small sales
we will split up. | may go with one group and send a
group to another sale. | like to go to all the sales,
and we try to schedule them where | can attend
them all. But many times it’s impossible.

AUCTIONEER: In your opinion, what is the most
important phase of auction preparation and plan-
ning?

Todd: You have got to have the right advertising
and the right promotion, and that might be difficult
in certain cases, but we try. | don’t know how to
answer what the most important part of auction plan-
ning is because | think all factors are important.
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AUCTIONEER: What surprises on sale day have
you encountered that you had not prepared for?

Todd: What surprises? Well, we have had
weather problems at times. You try and tell a client
that the weather does not have anything to do with
an auction sale, and | really don’t think a rain or any-
thing like that does.

But we have encountered, a few years ago, a
tornado which took our tent away, just wiped it out.
We were fortunate to be close enough to a country
club. And they were kind enough to let us use the
ballroom in the country club to conduct the sale the
next morning.

We have all kinds of freaky things happen. In
March, 1960, | believe it was, we had an ice storm.
We had a bunch of sales scheduled at that time, and
there wasn’t one thing we could do but ask everyone
to come back two-three weeks later.

AUCTIONEER: By using the tent, are all sales
on-site?

Todd: Let me say this, | guess our company was
one of the first to start selling with film in all the
hotels, motels, ballrooms, gymnasiums, whatever.
We have had a lot of good sales with slide presenta-
tions and other such equipment. But in the last four-
five years, we have found that if you are not on the
property, you are not having success right now. |
don’t know whether that is because tco many sales
are being held away, and when people went back to
look at their property, it wasn’t exactly like they
thought.

We have found that in the last four-five years,
we have had better luck being on the property, and
that is what we have tried to do. However, we have
had all types of sales like in gymnasiums. | would
rather have the people see the property.

My dad would turn over in his grave if he could
see how some auctions are conducted now, because
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he felt you had to be on every lot you were selling.
Today, when we are selling lots, we sell them choice
of lots. He would not do that. He would number them
and go right down the line.

We found out when we started working with the
government, that so many people would come to
sales, and it was hard to satisfy all the doctors,
lawyers and everybody who came wanting to buy.
We tried something different to see if we could satis-
fy more people. Just sell choice of tract, and it
worked out real well. We have been using that
philosophy ever since. Just choice of lots, choice of
acreage tracts and just marking them out and keep
selling.

AUCTIONEER: Was your father a hard man to
work for?

Todd: No, dad was one of the finest in the
world. If you came to a sale, he didn’t want you jok-
ing or playing around. It was strictly business, and
he would tell you right quick, ‘“son, this is all these
people have got. You get your mind on this sale
today and don’t talk about anything else.”

My father was strict, but he was the best judge
of human nature | have ever seen in my life. He
could almost pick out who was going to buy what at
the sale, before the sale started. He just wanted you
to do your job that day. Don’t be talking to someone
else about selling their property, talk to them about
buying this property today.

AUCTIONEER: Getting back to the surprises and
mistakes, how have you adjusted your procedure
after the incident happened, for example weather?
How have you built into your system some kind of
mechanism to keep problems from happening again?

Todd: | think the tents are the best thing, be-
cause normally you can put up curtains for bad
weather.

AUCTIONEER: | realize that you don’t have
problems because you prepare for auctions properly.
But have you ever had the sheriff coming out to say
'stop this auction’?

Todd: Oh yes, we have had people come out
and try to stop the sale. One state we were in a few
years back, a judge asked me to do a court ordered
sale. But | told the judge that | could not because
you had to use an auctioneer from that state. The
judge said that | could do the auctioneering, and it’s
under a court order for me to do so. So the morning
of the sale, here comes the sheriff and the solicitor
to arrest me. | called the judge and told him that
the sheriff would not let me do the sale because |
was not an auctioneer from this state. The judge
then said, “if you or the solicitor tamper with this
sale . . . Todd is selling this under the court order
of this county, and it is recorded,” and he quoted
them the law and everything, so the solicitor and the
sheriff left.

| have had people serve us with papers on a
sale, but you have to be in a position to be bonded
or something, to where you can go on with the sale.
| don’t ever remember having a sale stopped, or
something that we couldn’t work out. We try to have
our school work done before sale day, but every
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now and then you are going to run into something
that you are not accustomed to.

AUCTIONEER: When it actually comes down to
sale time, do you prefer starting out in the morning
or in the afternoon? Or does it apply specifically to
the sale?

Todd: It applies to the sale, but most of the time
| like to start a sale at 10 or 11 o’clock in the morn-
ing. But a lot of times you are better off on different
type of property selling in the afternoons.

A few years ago at an antique sale we started
everyone at 10. We quit every night at 8. We sold
for five straight days on an estate, just strictly an-
tiques. We had a display tent, then we brought the
merchandise into the auction tent with another tent
set up for check-out. We had a good setup. It
depends on what you are selling, but most real estate
sales in this day and time last three-four hours, if
you have a pretty good sale.

AUCTIONEER: Are there specific people in your
company whose responsibility it is to handle antique
sales or solely farm sales?

Todd: Not necessarily. We have people whom
we use in antiques who help us catalog. We do not
specialize in antiques though, we specialize in real
estate. And every now and then you are going to
run into a family that wants you to sell all the an-
tiques. | like to sell them. | would rather, | guess,
sell junk and machinery just like anybody. | just
love it.

AUCTIONEER: Do you ever hold up an item and
say to yourself | sure would like to have that?

Todd: No, | never do that. There are a lot of
times | would like to buy something, but | don't.
Again, | just go back to the thinking that it just is not
ethical. | just don’t think you should. After the sale
| might go to that person who bought it and ask how
much profit they’ll take for a certain item, if | want
to take it home with me. | have done that, but | won’t
bid it from them. ‘

AUCTIONEER: You have a real estate auction
two days from now at 10 o’clock in the morning.
Could you give me a description of preparation for
that sale day coming up?

Todd: Well, it's gonna be different because it is
on an island, but we are going to sell the properties
from a ballroom because the island which we are
selling is three-four miles from where we will be.
We will sell it in about 49 different tracts, and we
can reserve the right to put those tracts together and
sell it entirely. We have found that is best to do that,
announce before the sale that you are going to ask
for a 5% raise. If you put it all back together and
let some individual raise the bid a dollar or $100 or
$1,000, you make everybody mad. But if they know
before the sale starts that you are going to ask for at
least 5% raise you don’t have any qualms about it.
If you do get a raise on a hold, you are getting a
pretty good raise.

AUCTIONEER: How soon before the sale will
you and your staff be there?

Todd: We have people over there now (one week
before the island sale) and | am going just the day
before the sale. We have others who will go two or
three days before the sale. We work with an estate
broker over there, and naturally he is showing the
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“We have had better luck being
on-site for the auction . . .
because I would rather have
people see the property.”

property. We are working closely with him and one
of our men is with him.

AUCTIONEER: Is this fairly typical preparation
for a Todd auction?

Todd: Yes. We will show the property, and we
get in probably ten days prior to the sale.

AUCTIONEER: Could you give me an example
of your typical opening remarks?

Todd: Well, our opening remarks would be to
thank the people for coming to the sale. Then the

next thing we do is explain what we are selling, in'

the way of tracts, lots or acreage tracts, and how we
are going to sell them. We discuss the terms under
which we are going to sell. Like 25% down and the
balance over five years at 10 or 12% interest, and
whether it’s monthly payments, quarterly payments,
or yearly payments, plus the taxes to be pro-rated,
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firm’s sign, the auction activity throughout the na-
tion.

basically any other reservations. If the owner wanted
to put building restrictions on the property, we would
announce those.

A lot of times we try to have that briefed out on
a statement and distribute it before the sale. But on
so many of our sales we don’t know until the morning
of the sale ourselves exactly what that owner has got
in mind. But we try to have everything worked out on
most auctions. And most of them we do, but every
now and then we run into something a little different.

AUCTIONEER: Is every auction tape recorded?

Todd: All of our announcements are. It has been
very helpful to us, because if you record your an-
nouncements you can come back to where every-
thing is in that sale. If we ever have any problem
with what we said, we can get that tape out and play
it.

Tape recording simplifies a lot, we don’t tape
the whole sale except for the announcements, and
the starting, maybe one or two tracts, and that is it.

AUCTIONEER: How do you handle indecision on
the part of the buyer?

Todd: How do we handle it? Well, a lot of times
we have a table set up, and we will take the buyer
away to the table to sign the necessary papers. De-
pends on what state we are in, and how we handle
it. Most of our sales are handled with our lawyer and
bookkeeper going to the buyer even in the tent. A
lot of people don’t like to get up, walk way up and
be identified. So we try to have the bookkeeper go
and set down with the buyer or stand there with him,
and sign him up.

AUCTIONEER: Between the time the buyer
raises his hand and the time you get there with the
pen, what if the buyer begins to feel indecisive?

Todd: Let me say this, if we have a buyer that is
in question, our bookkeeper and lawyer will be right
there. They will call me or whoever is in charge of
the sale. If we have any doubt that we are going to
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have problems closing with the buyer, we just put the
property right back up and resell it. Because if you
are going to have problems to begin with, there is
no use having them at the end of the sale. And you
are not going to get the property sold.

We were selling a house in Atlanta and the bid
was $317,000. | don’t know what happened to the
person by the time the bookkeeper and attorney got
to him, but he had gotten cold. He didn’t want to sign
up. He got scared and real nervous, so they said
something to me.

Well, that is kind of a ticklish situation, when
you have got a one shot deal. | said “well, if we are
going to have problems now, we are going to have
problems later. Let's just put it right back up.”
We were fortunate enough to put it right back up
and went back to almost the same money. | believe
it was $315,000.

The final buyer confirmed everything, and after
the sale the previous high bidder came around and
said he was sorry, and he’d give another $10,000.
“Well, you are just too late,” | said. He said, “| just
actually got scared.” | said, ‘I know what happened
to you, but put yourself in my situation. The owners
are looking to me for the money.” He said, “well |
can’t blame you.” | said, “‘we have this happen some-
times, and | just want you to know how we operate.”
Again he said, ‘| don’t blame you.”

A lot of times we simply have a problem, espe-
cially with young people. They will get excited and
bid two or three times what something is worth. |
try not to oversell a person, but if | see some young
people bidding on something that | think is getting
out of hand, I'll just go sit down and talk to them my-
self. Sometimes it works, sometimes it doesn'’t.

Anyway, you never know how anything will sell,
but you are better off not getting way out there and
getting it sold that day. You might look great that
day, but that doesn’t do you any good. You're not
making the money that day. We make money when
we close the sale, and | would rather undersell than
oversell the property.

AUCTIONEER: In terms of indecision on the part
of the seller, how do you handle that situation?

Todd: Well, they are all different. When we fin-
ish the sale, normally I'll take the total from the book-
keeper, and we have a table set up with calculators
and everything — how many acres we sold, how
much this brought, and how much is the average. |
am in continuous contact with the owners, if | am not
on the auction stand. | don’t like to be on the auc-
tion stand on a large sale, because you have got to
know what you are doing. Therefore, | try to keep
the seller posted, and when the sale is over, Il
bring the seller a complete total of what the property
sold for, the average, and everything else.

AUCTIONEER: It sounds like you don’t encount-
er indecision on the part of the seller too often?

Todd: Not very often, but every now and then
we do and it’s just a selling game. You have got to
try and sell him on the idea of taking his money —
putting his money to work where that property is not
bringing him anything. Because he could be drawing
10%, 12%, 15% interest on his money, usually you
can sell him on the idea. If the property is selling
for a little less, you can show the seller on paper
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how his money could be working for two or three
years instead of sitting there in the property with-
out getting it sold.

AUCTIONEER: Aside from somebody, or the
weather, or the sheriff or whatever trying to keep a
sale from happening, when a sale had to be post-
poned, how did you get going again? Did the post-
ponement really have an effect on the outcome?

Todd: | never like to postpone a sale. | don’t
ever like to, well, warm one over. This is, plan a sale
for somebody, and then have it not happen, and then
try to sell it again. You are not going to do any good.
If you have a storm or something that hit the area,
and then you come back, if you haven't put the prop-
erty up, you will not have any problem. But | don’t
think that is the real problem with postponement.
The real problem is you might sell for John Jones
one day, and he is not happy. He may want you to
come back and try it in tha spring, or something like
that. More than likely you are not going to sell the
property again that spring either, because bidders
already have a bad taste in their mouth from not
getting it sold the first time.
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That is the reason | like to get properties sold,
regardless of what they bring. If you can talk that
owner into selling, you are helping yourself, a lot of
auction people, and everything else in the auction
business.

AUCTIONEER: | have to ask this. You are a tall,
stately, older gentleman. Does this add a certain
amount of advantage on your part?

Todd: Yes, | guess it does in certain ways. |
think a lot of people respect me. When | first started
when dad died, | was 23 or 24 years old. | felt like |
was too young and at a lot times | was at a disad-
vantage.

| seemed older because | was with my dad more
and | had older friends. | had his friends as my
friends. | would say that it takes maturity in the auc-
tion business to be successful. Yes, | think your age
has a whole lot to do with it. But | am getting to the
age that | want to slow down.

AUCTIONEER: | assume that on sale day all of
the staff, except for the women, of course, are in
jackets and ties?

Todd: A number of years ago we began wearing
jackets, and we have three or four different colored
jackets that we use, with the exception of the summer
months. On the Monday morning before the sale
that week, I'll ask what color of jacket would we like
to wear down there. If it's business property, most of
the staff will say blue. If it’'s a farm sale or some-
thing, they prefer brown or something like that. We
use colored jackets because they are identifiable,
and we don’t take all of the salesmen to every sale.
We probably take eight or ten people, sometimes
you can take too many people to a sale. You are not
helping a sale when you get too many people there.
| would say eight or ten people is all you need.

AUCTIONEER: As | understand it, you used to
travel from sale to sale in your own private plane,
but now you rely totally on commercial transporta-
tion?

Todd: | have had so many scares in a private
plane and | really am not a good traveler flying any-
way. | would rather drive if | can. Most of the time
we are flying commercially, and we do still charter
some. But with airlines going to big towns, you have
to have a car anyway, so you may as well drive and
get it over with.

| had some close calls with private planes —
motors going out, planes catching on fire, and other
delays and problems.

AUCTIONEER: Do you ever overschedule your-
self?

Todd: Yes, we have run ourselves to death at
times. A year or two ago, we were selling in Plains,
Georgia, one day and the next day we had a sale
scheduled in Kentucky. You have conflicts some-
times, people want certain days, and a certain week
you get caught in the middle. You have to try and
plan for that kind of schedule, especially with big
sales.

AUCTIONEER: Consider the future for a mo-
ment. As you look back on the growth of the com-
pany, what can you identify as the factors that have
contributed most to the success of your auction
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business? | know you mentioned hard work, but
can you identify other factors that have contributed
most?

Todd: | think that being honest with people has
been the main thing. Being honest with yourself, the
people you are selling for, the people you are selling
to, | think is the main emphasis in any business, and
especially the auction business. It's that kind of
honesty that will get you a sale, get you a repeat
sale, and get the word out.

AUCTIONEER: How has your NAA membership
proven beneficial to you and your auction firm?

Todd: Well, | am proud to be a member of the
National Auctioneers Association, and | feel that a
lot of people don’t understand what the association
is trying to do. A lot of the young auctioneers feel
like all the laws passed are against them, and every
auctioneer is their competitor. Many of the people
in the National Auctioneers Association are my per-
sonal friends. | don’t consider them competitors.
And the best friends | have are certainly in the same
business.

AUCTIONEER: Does your company have a five
year plan and a ten year plan, to insure the direction
of your auction business?

Todd: We don’t have any plan, but just like |
told you in the beginning, we work as one big family.
We try to take advantage of everything that comes
along, we try to learn from day to day. | don’t care
who you are, in this business you are going to learn
something everyday, just a little bit different. You
have got to stay on the top of selling, and not fall
back. We try to stay that way.

AUCTIONEER: As your business does grow,
what do you think the direction of that growth will
be? More of a certain kind of sale?

Todd: | think you are going to see the small
farmer selling out to the larger farms. | think you
are going to see small tracts of land being gobbled
up by the bigger owners, and that is what is happen-
ing right now in the state of Georgia and other states.

The same thing is going to happen in banks, the
little banks are going to be bought by the larger
banks, because rules and regulations on them are
getting stronger. | think that we are going to have
more rules and regulations put on us as far as real
estate auctioneering is concerned.

You have got to stay abreast of everything that
is happening. And if you don’t, you'll just be back-
ing up rather than going forward. We try to stay
that way, but as | said, you learn something new
everyday.

AUCTIONEER: Have you considered expanding
your business operation?

Todd: You mean another office or something?
Well, you see we have three or four offices right now,
but nothing like our home office here. And we have
had other offices. Dad used to have an office in At-
lanta, one in Chattanooga, because that was a long
way to travel.

| can remember when we mostly had two lane
roads. If you went from here to Americus, Georgia,
you had to go the day before. You had to stay and
sell the sale, and it would take three-four days until
you got back home. But times have changed and
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it’s nothing now to run down to Columbus or Albany,
Georgia or anywhere else and come back the same
day.

AUCTIONEER: Do you think you will stay with
three-four offices?

Todd: We are going to stay just like we are, be-
cause | have sons coming on, and some young peo-
ple here in the office. I’'m sure these up and coming
people will have some better ideas than | have. |
hope that they can carry it on further.

AUCTIONEER: Do you ever get tempted to di-
versify into another business?

Todd: No, | love the auction business. | think it
is a fine business and | would recommend it to any
young person that has a lot of nerve and a good
strong back, so to speak. Because it is going to take
a lot of hard work. A lot of young auctioneers don’t
realize that they can’t jump out here, and make a lot
of money at one time. They have got to learn, they
have got to be associated with someone, other auc-
tioneers have got to help them, and | feel like our
company has helped a lot of them. We can’t help
them all, but we try if one contacts us. We try to
send them somebody.

AUCTIONEER: In some areas of the country,
real estate by auction is just plain tough if not im-
probable all together. Are there specific areas of
the country you see might have greater potential for
more real estate to be sold?

Todd: Yes, if | was a young person, I'll tell you
where | would go right now to be in the auction
business. | would go to Oklahoma or Texas. | have
a friend that has tried to get me to come to Okla-
homa for a number of years. That is a golden op-
portunity there for somebody.

You stated it right, there are certainly prospec-
tive areas of the country. | tried to bring that out
before, about not running at people. They don't
understand the auction business, and you have a
hard time getting it over to them. They are not
accustomed to it. In our area, people are accus-
tomed to auctions. In Tennessee they are accus-
tomed to auctions, in Kentucky they like auctions. In
certain areas you just don’t have problems.

But other areas you do. | know when we were
selling in the southern part of Texas, right along
the border, last year right outside of San Antonio,
we had to explain to those people, and explain some
more, but finally we got it sold. It was hard. You
can’t just go in a certain area, especially if you are
a stranger to them. You have got to gain their con-
fidence because they are buying real property from
you.

AUCTIONEER: Will the company always keep
your company headquarters here in Rome?

Todd: Yes, | say as long as | live we’ll keep it
here. | am not saying they’ll always keep it here, but
we keep all of our records until they are six years
old. Then, we have a warehouse right up the street
where we have file after file after file. If somebody
calls us, if we haven’t got the records here in the
office, we will get them out of the warehouse.

AUCTIONEER: The office complex you have
here with parking space in front and back, it's a con-
verted gas station?

Todd: That is correct. We bought this property
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and didn’t want to push this little building down. |
said let’s have an architect draw up something. You
can have a square building anywhere.

Well, Wofford Oil Company of Birmingham, Ala-
bama, had something like a hundred of these sta-
tions. They were the old Waco Pep stations which
converted into the Pure Oil stations later on. We
sent them a picture of this building after we con-
verted it, and when the last heir died, the company’s
attorney called me. He said, “you sent me a picture
a few years ago of your building. You converted one
of our stations.” | said, “‘yes, and we are real proud
of it.” He said, do you think you could sell some
more?” | said, “yes, sir.”” So we sold a hundred and
some odd stations for him all over the country.

| still see many of them today. One is an office
building, another is a little dress shop. They have
done different things with different locations for
these properties. We just told the people how we
converted one, and they could do the same. We
went from town to town auctioning those old gas
stations, and it took us about a month to sell all the
company had.

AUCTIONEER: Lastly, are there any comments
or observations that you would like to make that
have not been covered in all the questions?

Todd: All | could tell anyone is that | love the
auction business and | enjoy working in it. You have
got to like anything that you succeed in, and | feel
like | have been a success. But, | have had good
people to help me and | have tried to treat them like

Gordon E. Taylor
President

they would want to be treated. | want them to treat
people the same way, and that is what we try to
build our business on.

AUCTIONEER: | know you work hard, and | know
you demand the same out of everybody that works
for you. Do you feel you are particularly hard to
work for?

Todd: Well, | imagine | am hard to work for at
times, because | want the J. L. Todd men and women
to give our auction clients, give that person all they
got. Just like my father taught me.

A corporation or whoever they are selling for, |
want our people to give it 100% every sale. | don't
want them to slack up any. If they will do that, |
won’t be hard to work with, but they know that | am
going to demand 100%. We are all hard workers
here, and we’ve always done a good job. When you
know you have done your best, then you don’t have
any regrets.

According to a Chicago accounting firm, both
Carolinas and Mississippi offer the most benign en-
vironment for manufacturing in the continental U.S.
Among the other states, South Dakota jumped from
13th to fourth place this year, and Arkansas is in fifth
place.

AMERICAN BUSINESS

St. Paul Union
Stockyards

SOUTH ST. PAUL LIVESTOCK AUCTIONEERING SEMINAR

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

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

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

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

For catalog and enroliment information Send to:

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

P.O. Box 949 — Phone 515-423-5242 or 6396
Mason City, lowa 50401
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Antiqgues @ Antiques ® Antiques ® Antiques @ FOR SALE!

CONTAINER BUYERS ANTIQUES BONANZA
Beat Inflation @ Buy Direct From England

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

ITEMS. Satisfaction Guaranteed.

SAVE TIME; EXPENSIVE HOTEL BILLS; AIR FARES; PACKING CHARGES. OUR SHIPMENTS ARE EXPERTLY PACKED

FREE OF CHARGE, saving at Least $600 per Container Load.

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

Guaranteed: 200 to 250 items per load.

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

Roll Top Desks Bowl & Pitchers Windsor Chairs Biscuit Barrels

Organs Whicker Furniture Draw Leaf Tables Dressing Tables

Parlour Set Smokers Stands Cast Iron ltems Inlaid Furniture

China Cabinets Carriages Pianos Spelter Figures ]

Gateleg Tables Bentwood Chairs Hall Trees Dinner Wagons

Eterges Flo Blue Washstands i Piano Stools

Bamboo Furniture Minton China Fire Places Swords

Towel Racks Bureau Bookcases BureauXx B Shefioneers i

Marble Clocks Buffets Barrometers | QOak Furniture

Hat Racks Queen Anne Chairs Pottery Corner Cabinets

Paintings Leaded Glass Wall Clocks e} 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 ltems

Sideboards Mantle Clocks Wardrobes Music Boxes

Secretarys Cut Glass Bronze Figures ] Carvings

Rocking Chairs Wedgewood Chest of Drawers O Architecture &
Spode O Card Tables 0

Rolls Royce Vintage Cars available by order

Could you handle a 40 ft. container every 1 Month

2 Months

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

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

% 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
% Fine Quality Graded Shipment $20,000

3 Months

Yeglie Swainbank Antiques Ine.  Lower
Head Office - Prices?

34 Church Rd, Roby, Nr. Liverpool, L36 9TP, Lancashire, England |
Telephone 051-489 1142 Oak Items
Our

World BWide Antique Exporters Speciality! |

OUR WAREHOUSE
Please write for a catalogue or telephone for immediate delivery: 22 days door to door service.
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Moody’s year
in review

Beginning with the Nashville Convention, the
1980-81 NAA year has been a rewarding one for
president Archie Moody. THE AUCTIONEER pre-
sents a partial review of president Moody’s busy year
on behalf of the National Auctioneers Association.

IN NASHVILLE, then first vice president Moocjz pre-
sided over the Friday awards luncheon with imme-
diate past president Chuck Cumberlin.

NAA PRESIDENTS — At the Board of Directors meet-
ing in Nashville, soon to be elected president Archie
Moody talks with (clockwise) current president-elect
Howard Buckles, immediate past president Chuck
Cumberlin, and past president Harvey Lambright.

ON THE COVER OF THE
AUCTIONEER during the
1980-81 year. President
Moody began his term
with a presidential issue,
September 1980. He was
on the cover again in an
auction photograph to

NHAA CONVENTION, president Moody auctioned a  highlight National Auc-
dozen golf balls at the New Hampshire Auctioneers tioneers Week.
Association Fun Auction assisted by George Foster.

The New Hampshire meeting was one of many

state association conventions and seminars attended

by Archie Moody during his NAA presidential year.
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You may have to sell one at auction someday —
cheese powered cars. Scientists at the University of
Oklahoma have perfected a method of making fuel
grade alcohol from whey, a waste product of making
cheese.

AMERICAN BUSINESS

Reppert School of Auctioneering, Inc.

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

Founded in 1921

Decatur, Indiana
Box 189 46733 AC 0033

Advertising Rate Schedule — THE AUCTIONEER MAGAZINE

1. THE AUCTIONEER Magazine is the official publication of the National Auctioneers
Association and is published monthly with the exception that an August issue is
not published. Eleven issues are published annually. THE AUCTIONEER maga-
zine is published as a means of exchanging ideas that will serve to promote the
auctioneer and the auction method of selling.

2. ADVERTISING RATES: One (1) time Six (6) times Eleven (11) times
Full page :.cosssaasmsesd $160.00 $155.00 $150.00
Half page ........ccooovmmeeeneiaen.. 80.00 77.50 75.00
Quarter page .........cc............ 40.00 38.75 37.50

Column inch: $8.75 per column inch — column is 21 picas wide (3%2 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.

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

4. COPY AND CONTRACT REGULATIONS: The editor reserves the right to reject
any advertisement. No cancellations accepted after closing date (see item 7).
If advertising is discontinued before completion of contract, short rates for space
will apply.

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

Dimensions for ad space: Full page — 7% by 9%2 inches: Half page — 74 by

458 inches; Quarter page — 3%2 by 45 inches or 7%a by 2% inches.

6. PREPARATION CHARGES: You will be billed for the following charges when the
NAA office prepares, or makes changes in your advertising.

Initial composition Changes
quarter page ..................$20.00 copy changes ... $15.00
half Page: i $30.00 artwork changes ... $25.00
full page ... $45.00

Changes in your advertising are not accepted over the phone, but must be re-
ceived in writing.

7. 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.

Submit all advertising to: The National Auctioneers Association, 135 Lakewood Drive,
Lincoln, NE 68510. Phone: 402 489-9356.
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NATIONAL AUCTIONEERS ASSOCIATION
1981 Annual Convention Y July 29 — August 1 % The Las Vegas Hilton Hotel, Las Vegas, Nevada

Tuesday, July 28

9:00 am to 5:00 pm — CAIl CONTINUING STUDIES WORKSHOP.
Pavilion 11.

10:00 am to 4:00 pm — TOUR A — HOOVER DAM AND OLD VEGAS.
1:00 pm to 5:30 pm — TOUR B — HOOVER DAM (REGULAR TOUR).

Wednesday, July 29

9:00 am to 5:00 pm — REGISTRATION DESK. Convention Foyer.
10:00 am to 4:.00 pm — TOUR C — HOOVER DAM AND OLD VEGAS.

10:00 am to 4:00 pm — TOUR D — CITY SIGHTSEEING AND SHOP-
PING, PLUS LIBERACE MUSEUM.

1:00 pm to 5:00 pm — CONVENTION EXHIBITORS SETUP. Conven-
tion Foyer.

1:00 pm to 6:30 pm — TOUR E — HOOVER DAM (Regular Tour).

8:00 pm to 11:00 pm — LAS VEGAS ENTERTAINERS’ REVIEW. Pa-
vilion 4-8.

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

Thursday, July 30

7:30 am to 10:30 am — STATE OFFICERS’ BREAKFAST & WORK-
SHOP. Conference Room 1-3.

8:00 am to 5:00 pm — REGISTRATION DESK. Convention Foyer.

8:30 am to 10:30 am — LADIES HOSPITALITY AND EDUCATIONAL
HOUR. Pavilion 11.

8:30 am to 11:00 pm — YOUTH ACTIVITIES ROOM. Pavilion 1.

9:00 am to 10:15 am — PUBLIC/NIGHT AUTO AUCTIONS WORK-
SHOP. Ballroom D and E.

9:00 am to 11:45 am — HALL OF FAME AWARD RECIPIENTS’ MEET-
ING. Conference Room 11,
NATIONAL AUCTIONEER LICENSE LAWS OFFICIAL ASSOCIA-
TION (NALLOA) Board of Directors Meeting. Conference Rooms
13 and 14.

10:30 am to 11:45 am — MULTIPLE BALLROOM REAL ESTATE AUC-
TIONS WORKSHOP. Ballroom D and E.

12 noon to 2:30 pm — 1981 “LAS VEGAS LOOKS GREAT” LUNCH-
EON. Ballroom A and B.

3:00 pm to 4:15 pm — CONSIGNMENT FARM EQUIPMENT AT AUC-
TION WORKSHOP. Ballroom D and E.

FINE ART/ANTIQUES AT AUCTION WORKSHOP. Ballroom F
and G.

3:00 pm to 5:00 pm — NOMINATING COMMITTEE, CANDIDATE IN-
TERVIEWS. Conference Room 4.

4:00 pm to 6:00 pm — WESTERN COLLEGE OF AUCTIONEERING
Reception. Conference Room 1.
MENDENHALL SCHOOL OF AUCTIONEERING RECEPTION. Con-
ference Room 2.

REISCH WORLD WIDE COLLEGE OF AUCTIONEERING RECEP-
TION. Conference Room 3.

5:00 pm to 7:30 pm — 1981 FUN AUCTION ITEMS COLLECTION.
Pavilion 4-8.

7:30 pm to 12 midnight — 1981 FUN AUCTION. Pavilion 4-8.

Friday, July 31

7:30 am to 9:00 am — MISSOURI AUCTION SCHOOL OPEN
HOUSE & CONTINENTAL BREAKFAST — EVERYONE

WELCOME. Pavilion 10 and 11.

FLORIDA AUCTIONEERS ASSOCIATION BREAKFAST. Confer-

ence Room 3.

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

INDIANA AUCTIONEERS ASSOCIATION BREAKFAST. Conference
Room 5 and 6.

IOWA AUCTIONEERS ASSOCIATION BREAKFAST. Conference
Room 4.

KENTUCKY AUCTIONEERS ASSOCIATION BREAKFAST. Confer-
ence Room 11 and 12.

PENNSYLVANIA AUCTIONEERS ASSOCIATION BREAKFAST.
Conference Room 10.

TEXAS AUCTIONEERS ASSOCIATION BREAKFAST. Conference
Room 13 and 14.

CALIFORNIA AUCTIONEERS ASSOCIATION BREAKFAST. Club
and Continental Salons, second floor, Tower.

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

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

9:00 am to 5:00 pm — REGISTRATION DESK. Convention Foyer.
9:00 am to 4:00 pm — CHILDRENS SPECIAL TOUR.
9:00 am to 11:00 pm — YOUTH ACTIVITIES ROOM. Pavilion 1.

9:00 am to 10:15 am — COMMERCIAL AND HEAVY EQUIPMENT
AUCTION SALES WORKSHOP. Ballroom D and E.
LIVESTOCK AUCTIONS WORKSHOP. Ballroom F and G.

9:30 am to 12 noon — NOMINATING COMMITTEE, CANDIDATES’
REVIEW MEETING (continued if needed). Conference Room 4.

10:00 am to 11:45 am — AUXILIARY TO THE NAA ANNUAL MEETING.
Pavilion 9.

10:30 am to 11:45 am — BOOK AUCTIONS WORKSHOP. Ballroom
D and E.
ADVERTISING WORKSHOP. Ballroom F and G.

12 noon to 2:30 pm — LADIES LUNCHEON. Ballroom C.

2:00 pm to 3:30 pm — IN AUSTRALIA, AUCTIONS ARE THE ONLY
WAY TO SELL REAL ESTATE! WORKSHOP. Pavilion 9 and 10.

3:45 pm to 4:45 pm -—— OPEN MEETING OF THE NAA BOARD OF
DIRECTORS. Pavilion 9 and 10.

7:00 pm to 12 midnight — LAS VEGAS '81 DINNER AND NAA
AWARDS FESTIVAL. Ballroom A-C.

Saturday, August 1

7:30 am to 9:30 am — ANNUAL MEETING OF THE CERTIFIED AUC-

TIONEERS INSTITUTE (CAl) — CONTINENTAL BREAKFAST.
Pavilion 10 and 11.

8:00 am to 10:00 am — NAA AUXILIARY BOARD OF DIRECTORS
CONTINENTAL BREAKFAST AND MEETING. Conference Room 8.

9:00 am to 12 midnight — YOUTH ACTIVITIES ROOM. Pavilion 1.

9:00 am to 10:15 am — ““Small business . .. BIG BUCKS!” BUSINESS
LIQUIDATIONS WORKSHOP. Ballroom D and E.

PERSONAL PROPERTY LIQUIDATIONS WORKSHOP. Ballroom
F and G.

10:30 am to 12 noon — ANNUAL MEETING OF THE NATIONAL AUC-
TIONEERS ASSOCIATION. Pavilion 4, 5, 7.

12 noon to 1:30 pm — AUXILIARY PAST PRESIDENTS’ BRUNCH.
Conference Room 6.

1:00 pm to 1:30 pm — VOTER REGISTRATION/BALLOTS DISTRI--
BUTION. Pavilion 6 and 8.

1:30 pm to 4:00 pm — ANNUAL MEETING RECONVENED. Pavilion
4, 5, 7.

7:00 pm to 9:30 pm — PRESIDENT’S BANQUET. Ballroom A and B.
9:30 pm to 12 midnight — PRESIDENT’S BALL. Ballroom C.

Missouri Auction School

Top Floor Livestock Exchange Building
1600 GENESEE / KANSAS CITY, MO. 64102

PROGRAM-
AT-A-GLANCE
COURTESY OF

PHONE: 816-421-7117




Now. ....

COLONEL?."The Sound That Sells”
The all new COLONEL Series of
Portable Heavy Duty P.A. Systems

Designed Exclusively for Auctioneers

o ® Electro-Voice Model 671 Anti-

LIGHTWEIGHT Fou Feedback low impedence profes-

r,% 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: 11%” High x 8" lqnlg1. Fully rechargeable over-
Wide x 9%a"" long. night. '

® WEIGHT: 7 Ib.. 12 oz ® Complete with recharger. Charger

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-

There is a two year repair or re-
place warranty on everything ex-
cept batteries.

COLONEL 6 ® List Price $495.00 o

Auctioneers Cost $297.00

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.

: \ ® DIMENSIONS: 1134” high x 8"

.___' Missouri Auction School Wide x 9% Long.
Top Floor Livestock Exchange Building L. WE|GH;—:3 Ib., 13 oz.
ist Price $645.00
I > 1600 GENESEE / KANSAS CITY, MO. 64102 Auctioneers Cost $387.00

PHONE: 816-421-7117
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