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Held Near the 18th
century, the 1980 Antiques-at-

Auction Seminar was a rewarding edu-
cation event.
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Auctioneer Hat
Stetson ‘“‘Wisp”’

1980 Looks Good . . . | trust that last year

was a good one for each of you, and | sincerely hope this
year will be better. Why don’t you keep that “New Year”
feeling in one of our nice Stetson hats made especially for
auctioneers. Our auctioneer hat comes in both felt and
Milan straw, in sizes from 6%-7%, in three different brim
widths — 2%8’", 238", 2%’. Our "“Wisp’ Iis sizes 67s-
7% . The felts are Silver Belly in color as are the Wisps.
The straws are light tan.

Our London Fog type wind breaker jacket with NAA
emblem comes in small, medium, large, and extra-large
— in canary, bone, gold, putty, navy, brown, and khaki.
Burgundy in 44 and 46 only.

Our 14K gold, sterling silver, and gold plated tie
tacs with or without sparkling diamonds (or man made
diamonds) will make a wonderful present anytime of
year. Listed below is what we have in stock ready to
ship. All of you know what has happend to the price of
gold and silver, therefore our prices have gone up. Prices

herein on all merchandise are subject to change without
notice.

We usually ship orders within 3 days of receipt. How-
ever, if we are out of your size please do not panic if
you do not receive your order within a few days. We do
not deposit any checks until orders are shipped. If you
have any questions, write or call me.

Felt Silver Belly Auctioneer Hats ......................... .. $ 27.50
White Panama 22"’ brim

(broken sizes til Spring) ....... .. . ... 19.95
Milan Straw Auctioneer Hat .. .. ... ... . ... .. ... ... . 16.95
London Fog Type Jackets with NAA Emblem ... 21.00
Wisp (western hat) .. .. ... ... e 37.50
NAA Emblem, 4-color embroidered ... .. N 3.00
Sterling Silver Gavel Tie Tac ... ... 50.00
Gold Plated Gavel Tie Tac ... ... 50.00
Sterling Silver with man made diamond . ... .. 75.00
Gold Plated with man made diamond ... .. .. . 75.00
14K Gold Gavel Tie Tac ................ ... S 175.00
14K Gold Gavel Tie Tac with .15K diamond ... . .. 300.00
14K Gold Gavel Tie Tac with .20K diamond ... .. 325.00
14K Gold Gavel Tie Tac with .25K diamond ... .. . 375.00

14K Gold Gavel with larger diamonds ....price on request
Deer and Pig Skin Gloves By Stetson ... $16.00 and $18.00

PLUS 4% SALES TAX

Col. W. Craig Lawing
5521 Belhaven Blvd., Charlotte, NC 28216
Phone: offce 704 399 6372 home 704 399 3260

Going Onge,
Going Twice,

Sold! When you advertise in the newspaper with the largest circulation in New England;
680,000 Sunday. And an 83% share of Boston’s classified ads. *For more information call:
Barbara Carroll (617)929-2161 or Arthur Shachat (617)929-2160. |

he Boston Globe

BOSTON, MASSACHUSETTS 02107

*ALS, 1978




Letters To
THE AUCTIONEER

City Administrators Convinced

Mid January 1980 was a good time for me to
look back, update my auction business, and get set
for 1980. Part of the update was taking another look
at results of my police auctions for the City of Cin-
cinnati.

| decided that | would have to show the city ad-
ministrations in charge of the auction just how a pro-
fessional auctioneer had increased the police auc-
tion business — both in money and attendance, and
why the auction should be considered as a respect-
able business activity.

| explained to them that | was a member of the
National Auctioneers Association, and a graduate of
a school of auctioneering. | pointed out that in the
nine years since | had been doing the police auc-
tions, the gross had increased from $2,500 to
$18,000. Crowd attendance increased from around
600 to over 3,000. The hours were changed from 12
noon until around 4 pm, to a starting time of 11 am
until 7 pm, with everything sold, and very few com-
plaints.

| always received a complimentary letter from
the police supervisor in charge, with a copy sent to
the Chief. However, they still did not quite under-
stand why an auctioneer should get what auction-
eers ask for.

After looking at comparison figures, watching
the crowd and how it reacted to an auctioneer’s
chant, and the few complaints that come in, the peo-
ple in charge of the Cincinnati police auction began
to change their minds. Especially with the money
that is now realized, | have convinced them that auc-
tioneers are, indeed, worth what they ask.

People love to go to auctions, and | think we
owe them a good sale and good show. | think I've
proven that every year since 1971 at the Cincinnati
police auctions. However, I've certainly proven to
myself that the only way to deliver successful auc-
tions each year is to ‘‘sweep the floor, stock the
shelves, get ready for the next day’s business,” be-
cause it will be there.

Gene Simpkins
Police Officer and NAA Auctioneer
Cincinnati, Ohio

WE BUY all types of machine tools and
power equipment.

Adelphia Equipment Company Inc.
P.O. Box 16429 = 1842 Germantown Avenue
Philadelphia, Pennsylvania 19122

Phone: 215-CE 6-1212
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Letter From the Editor . . . Information Needed

Rarely do |, Gary Carmichael, managing editor
of THE AUCTIONEER, have the opportunity to com-
municate directly with readers of the magazine that
| help produce. However, the NAA office is expand-
iIng some of its background files, and we are in need
of the following information.

Please send to the NAA office any and all cur-
rent information and literature about a presently
operating auction school or course of auctioneering.
The NAA office already has information about the
auction schools that advertise in THE AUCTIONEER,
but it’'s the other auction schools in the nation that
we need to be informed of. If there is an auction
school, or course of auction study, that is being
taught in your area, and that school does not ad-
vertise in THE AUCTIONEER (check the handy Ad-
vertiser’'s Index), then please send the NAA office
some information about that school — even if it's
just the school’s name and address. By providing
the NAA office with auction school information, you'll
be helping the NAA office stay informed of America’s
basic auction education.

This next item | certainly hope will always be a
rare occurrence concerning THE AUCTIONEER —
we left out something that should have been in the
magazine. In the February issue you read the letter
from the Wisconsin auctioneer who made an auction
presentation to a high school class. The NAA mem-
ber auctioneer was Richard O. Lust, Verona, Wiscon-
sin.

Gary Carmichael
Director of Association Services

Need License
Law Information?

If you need information about states which have
auctioneer license laws, write NALLOA. Any
and all correspondence with the National Auc-
tioneers License Laws Officials Association
should be sent to the following address:

NALLOA
P.O. Box 30042
Lincoln, Nebraska 68510

Advertisement

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

Approved by Texas Education Agency
The School of Distinction
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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 $7.50.

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.

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

Mrs. Cheryl Griffith, Office Secretary

Mrs. Helen Witters, Bookkeeper

Mrs. Sandy Chapin, Office Secretary

THE AUCTIONEER



1980 Board of Directors Meeting . .

Looking Toward the Future,
Building on the Past

By C. E. “Chuck” Cumberlin. President

National Auctioneers Association

The Board of Directors of the National Auction
eers Association is very pleased with, and proud of
the response from its membership in support of the
educational programs during the 1979-80 year.

Nearly 120 NAA members, their spouses and
non-auctioneer employees attended the three-day
antiques seminar in Williamsburg. That was record
attendance until the February real estate-at-auction
seminar in Phoenix where 162 registrants were in
attendance.

At the Phoenix seminar hotel another organiza-
tion had cancelled meeting and sleeping rooms, and
the hotel offered the extra space to the NAA. The
reason the NAA Office had to wait so long to deter-
mine if the Phoenix seminar could be expanded was
that only 45 registrations were received before De-
cember. When the maximum registrations were re-
ceived in December, it was too late to acquire addi-
tional space, line up the additional instructors for a
second seminar; and (until January) obtain the extra
hotel rooms. It worked out to most everyone’s satis-
faction, and again, our experiences in 1980 should
offer us assistance in our planning for future years.

The large registration at the two seminars pro-
vides the Educational Committee with much “‘food
for thought” when planning educational programs in
future years. It is encouraging to have a wait list for
our seminars, but it is more encouraging to know
that the NAA can accommodate the interest of all
those wishing to attend our educational programs.

It is obvious that NAA auctioneers appreciate
educational assistance! And, the Board of Directors
wants to offer as much assistance to the member-
ship — and to state associations — as possible.

Last year the Board adopted a program where-
by the NAA will provide assistance to those state
associations that want to sponsor their own seminar
on the state level. Two state associations — Kansas
and Minnesota — have already requested assistance
and the NAA Office will cooperate by: providing
help in budgeting, determining registration fees,
organizing meeting rooms with hotels, securing the
instructors, and, generally providing seminar assist-
ance to those state associations requesting it.

This year the NAA Board of Directors is putting
more emphasis on the observance of National Auc-
tioneers Week. Too often ‘“The Week’’ has not re-
ceived the special attention it deserves, and already
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more promotion has appeared in our magazine, THE
AUCTIONEER, than ever before. However, before
we can make the public more aware of our National
Auctioneers Week observance, we need to have the
full support of the NAA membership.

The National Auctioneers Association sponsors
National Auctioneers Week, and through the assist-
ance of the State Auctioneers Associations, we
should make it known that the auction method of
selling is a sound and successful marketing method.
We should point with pride to the fact that there is
an Association which is willing to provide informa-
tion and assistance to the public. We need to dispel
the past fears of the ‘“mysteries” of the auction
method, and instead, promote the advantages of buy-
ing and selling at auction.

We should also point with pride to our emblems
— National and State — which indicate that we are
organized to promote our profession. As individuals,
it is difficult to have a great impact on the public.
But as a ‘‘team’ or association, we can make people
aware of the services offered and the values received
at auction.

National Auctioneers Week will be observed
April 6-12, in 1980, and it is hoped that all NAA mem-
bers will work with their state associations to pro-
mote The Week effectively. It also is hoped that NAA
and State Association members will identify them-
selves with the National and State Associations’ em-
blems throughout The Week and entire year. You
can improve your business when you identify your-
self with a National Association!

The NAA board of directors, at its meeting In
Williamsburg, Virginia following the Seminar, dis-
cussed many recommendations and programs, which
will be valuable to the auction profession. The dis-
cussions were the results of comments made to the
board of directors during their many visits to State
Association conventions.

Occasionally, items are discussed and commit-
tees formed at the board level that members are
unaware of concerning the idea’s origin and reason.
An example of this procedure is the study being
made in regards to the feasibility of the NAA office
relocation.

Continued Page 6
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Some members have misunderstood that the
NAA Office is being moved, but that is not the situa-
tion whatsoever. There is, however, a study being
made to determine if it is feasible to move the office,
because of several reasons. If it is determined that
the only reasons to move are minor, and that a move
will be too costly, both on a short-term and long-
term basis, then the study will be concluded.

The current feasibility study is being made, but
will not be complete until the membership becomes
iInvolved. | personally hope that the members will
send their comments to the NAA office, which will
then be summarized by the Headquarters Relocation
Feasibility Study Committee. Member observations
will ultimately be forwarded to the Board of Directors
for review. To date all of the activity, which proposes
the Committee study the feasibility of moving to the
Kansas City area, has come from the Board and the
membership has not offered its opinion.

If you have an opinion, for or against a move
of the NAA office from Lincoln to Kansas City, please
send it to the NAA Office before the second 1980
meeting of the Board of Directors in Lincoln, Nebras-
ka, at the NAA Office, in late May or early June.

Several other decisions were made during the
January meeting of the Board of Directors; one of
which was the ratification of the amendments of the
By-Laws of the NAA. The entire revised By-Laws will
be published in THE AUCTIONEER magazine soon,
and they coincide with the amendments, which were

made to the Articles of Incorporation at the June,
1979 Denver Convention.

The 1980 NAA Nashville Opryland Convention
program was approved by the Board of Directors at
the Williamsburg meeting, and advance registration
forms for the convention will appear in the April 1980
AUCTIONEER. When you receive your April issue,
complete the Convention Registration Kit immediate-
ly and send to the NAA Office. Our largest conven-
tion attendance ever is expected in Nashville. Not
only will you assure yourself of convention attend-
ance, but the first 1,500 registrants (full registrations)
will receive tickets to the Friday, August 1, 1980
Grand Ole Opry event. The only way you can get
tickets to the NAA Grand Ole Opiy event on Friday
night is by registering for the NAA Convention.
Extra tickets cannot be sold to guests, but made
available only to convention registrants.

The hotel reservations forms have been included
in the last two issues of THE AUCTIONEER maga-
zine, and if you plan on attending the Nashville Con-
vention, and wish to have a room in the Opryland
hotel, make your reservations early. Already several
NAA members have sent the hotel reservations forms
to the NAA Office. Instead, please send your hotel
reservations directly to the Opryland Hotel. | urge
you to make your hotel reservations early so that you
will have a room in the covention hotel. Space will
be limited and rooms will be allocated on a first-
come, first-served basis. Hotel and motel rooms have
been protected in the surrounding motels and hotels
— walking distance — but most conventioneers want
to stay in the headquarters hotel.

‘The 1979-80 year continues to be a full but
exciting year for me, and | can see the progress we
auctioneers are making to become identified as a
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progressive, growing and exciting industry. We de-
serve to grow! We need to be recognized as the
best method of marketing real and personal proper-
ty!

We need to be identified within our own Associ-
ation, and | urge each member to display, proudly,
the NAA emblem wherever you represent yourself
as an auctioneer. Use the NAA emblem in your per-
sonal letterheads, wherever your promote your name’
in auction advertising. Be proud of your member-

ship in the National Auctioneers Association. | cer-
tainly am.

The Legal Aspects

Of Auctions . . .

More Government Action
On Theft In
Livestock Marketing

The February AUCTIONEER published in this
column the action of the U.S. Senate Judiciary Com-
mittee in regards to fraud in livestock marketing.
When a criminal act involving livestock is commited,
the entire livestock marketing procedure is adversely
affected. That includes the auctioneer, especially

when the auctioneer is also a livestock marketer,
producer, or livestock buyer.

Action by the House of Representatives further

emphasizes the need for legal action in dealing with
livestock marketing crime.

Washington, D.C. — A House Judiciary Sub-
committee has passed an amendment to the federal
Criminal Code Reform Act, which makes it a federal
crime to use fraud to obtain livestock, money or both
In connection with interstate livestock marketing.

The action by the House Subcommittee on
Criminal Justice follows passage of a similar meas-
ure by the Senate Judiciary Committee December 3,
1979. Both branches of Congress are currently work-
ing on the Reform Act, a massive reformation and
revision of federal criminal laws.

C. T. “Tad” Sanders, general manager of the
Kansas City-based Livestock Marketing Association,
sald the House action on January 31 “indicates fur-
ther support for our ongoing efforts to rid the live-
stock industry of the white collar crooks who prey
on it.

“Like the Senate action, the House has called
for strict penalties for crimes in connection with
livestock marketing. A violation of the new pro-
visions would result in a fine of up to $250,000 for
an individual and up to $1 million for an organization,
or jail sentences of not more than 80 months if the
property is valued at more than $100,000, or not
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more than 40 months if the property is valued be-
tween $10,000 and $100,000.”

“White collar” crimes in the livestock industry,
Sanders said, include numerous types of fraudulent
schemes, wrongful nonpayment for livestock, em-
bezzlements, counterfeiting and criminal conversion
of livestock, money or both.

“Marketing businessmen around the country
welcome this Congressional action, because it
recognizes the tremendous financial risk shouldered
by the marketing sector every day in an industry
that handled about $50 billion worth of commerce in
1978,” he said.

The strict penalties, Sanders added, “‘'should be
an effective deterrent to the minority of crooks who
regularly invade the livestock industry.”

LMA furnishes business and commercial ser-
vices to over 1,500 marketing businesses, custom
feedlots and transporters in the U.S. and Canada.

Auctioneer, it’'s a fact . . .

You might have to sell one at auction someday. Gen-
eral Motors Corporation, the world’'s largest maker
of internal combustion cars and trucks, will produce
an electric passenger car by the mid-1980’s. The
electric car project center is now being set up in
Michigan.

FARM & DAIRY

Nashville Auction School

Nashville, Tennessee

THE NATION’S FINEST SCHOOL

Y+ Six terms held each year . . . one
just for everyone

¢ School is held in Music City USA
Nashville, Tennessee . . . home of the

Grand Ole Opry

Y WRITE FOR OUR FREE CATALOG

NASHVILLE AUCTION
SCHOOL

P.O. Box 190
Lawrenceburg, Tennessee 38464

|  IMNC’s metalworking market mailing lists are
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the most complete, accurate and productive
lists available for this market today. Hundred's
of satisfied users — including big-name
customers, such as Dun & Bradstreet, Thomas
Register, McGraw-Hill, and the U.S.
government — attest to that fact.

These mailing lists offer you the widest range of
‘ options. They're available by geographic

location internationally, nationally, regionally —
and by state, by city and/or by zip code. They
can be selected according to products
manufactured — Standard Industrial h
Classification coding (S.I.C. numbers) — by
In-plant operating machinery and equipment,
‘ and by plant size in terms of number of
employees.

Interested in getting more action for your next
auction — with IMNC’s SELL-Ective
Metalworking Market Mailing Lists?

Write, wire or call today
| - for complete information and
a free direct mail brochure

= INDUSTRIAL |
MACHINERY

A JiEms comp

29516 SOUTHFIELD RD. ® C.S. 5002 ® SOUTHFIELD, MI 48037
PHONE (313) 557-0100 ® TELEX 231237
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Auctioneers:

more than ever—

you need The

- Chicago Sun-Times
to reach your
target audience.

The Auction Page

in the popular Sunday financial and
iInvestment news section

delivers high readership

Your Auction ad in The Sunday Sun- Times
will reach a total of 2,171,000 adults
including over 1,500,000 adults who read
no other Sunday newspaper.

. . . at economical rates.

Reservation deadline
NOON Thursday for Sunday Sun-Times

Call Bill Payne (312) 321-2915
and get action with the
Auction Page every Sunday.

Sunday Sun-I[imes

Readership source:
Carl J. Nelson Research, Inc. 1979
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Nashville Here We Come

1980 NAA
Convention Preview

In the last two issues of THE AUCTIONEER,
you've had the opportunity to make your room reser-
vations for the 1980 NAA Convention in Nashville,
Tennessee. However, April's AUCTIONEER maga-
zine will have a complete Convention Registration
Kit to make your convention planning easy and con-
venient. This AUCTIONEER’s Convention Preview is
a "'get ready, get set” look at our upcoming annual
meeting.

Terminology Is Important

As you communicate with the Opryland Hotel
and the NAA office, the following terms are the ones
to use for discussion of your convention planning.

Reservation is the advance arrangement of your
room accommodations at the Opryland Hotel. Make
all your room reservations directly with the Hotel,
and not with the NAA office. Use only the special
NAA return reservation form to arrange your con-
vention lodging; send check and form directly to the
hotel.

Registration is your notification to the NAA of-
fice that you will be attending the 1980 Convention
and its accompanying activities. Send your com-
pleted registration forms (convention, golf tourna-
ment, tours) to the NAA office. You will enclose one
check to ccver all the fees for the activities you've
registered.

Application refers only to the Ladies Auxiliary
membership form that will be included in the Con-
vention Registration Kit.

In short, an NAA member would be reserving
room accommodations, registering for the conven-
tion, and some AUCTIONEER readers will be apply-
ing for membership in the Ladies Auxiliary to the
NAA.

Not only are you encouraged to register early
and make your room reservations early, but also
make your travel arrangements well in advance of
Convention Week, July 30-August 2. For that reason,
the NAA office has been notified by Delta Airlines of
toll-free numbers to call for making your air travel
plans to Nashville in July 1980.

Delta Convention Reservations 800-241-6760
In Georgia 800-282-8536

The NAA office will also be in touch with the
Convention Coordinators at Delta, plus other airlines
that serve Nashville.

This Was Just a Preview . . .

In the April issue of THE AUCTIONEER vyou'll
find your Convention Registration Kit in the center of
the magazine. You’'ll be instructed to fill out and cut
out your room reservation form, then send it to the
Opryland Hotel, along with your $40 deposit. The
remaining portion of the Convention Registration Kit
will then be filled out and sent to the NAA office, with
only one check covering all fees.

The NAA office hopes that you’ll begin planning
now for your attendance at the 1980 NAA Conven-
tion. Be assured that both the Opryland Hotel and

THE AUCTIONEER



the NAA office will process your convention arrange-
ments as quickly as possible. It's a matter of good
service to the NAA members who decide to make
plans early for “Nashville here we come”.

You’'ll hear it often between now and July 1980,
""'see you at the Convention’'.

You Can Reserve Your Room Now

Begin your 1980 NAA Convention planning by
reserving your accommodations at Nashville’s Opry-
land Hotel, adjacent to the Grand Ole Opry and
Opryland Park. Send both your reservation form and
your $40 deposit directly to the Opryland Hotel, not
to the NAA office.

The special NAA room rate is $48, single or
double. There will be an additional charge of $7 per
person for the third person to a room; and children
under twelve years of age stay free if occupying the
same room as parents. All reservations must be re-
ceived by July 9, 1980, reservations after that date
will be confirmed on a space availability basis at

regular room rates. funded only if the cancellation is received 72 hours
To avoid unnecessary check-in delay, make your ~ Prior to arrival date.
transportation plans to allow for hotel check-in after If you have any questions concerning your hotel

2:00 p.m. Your accommodations will not be ready accommodations, please call the Opryland Hotel.
until after that time. Should you have to cancel your = Questions about the convention itself should be di-

reservation, your advance deposit of $40 will be re-  rected to the NAA office.

Please send hotel reservation form and room deposit
directly to the Opryland Hotel, NOT to the NAA office.

RETURN HOTEL RESERVATION FORM
National Auctioneers Association

Annual Convention
July 30 — August 2, 1980

RESERVATION RECEIVED AFTER 7-9-80 WILL BE CONFIRMED ON A
SPACE AVAILABLE BASIS

2800 OPRYLAND DR.
NASHVILLE, TENN. 37214
615/889-1000

PLEASE PRINT OR TYPE
ATTN: Reservations

NAME Manager
ADDRESS
CITY
SHARING ROOM WITH

ARRIVAL DATE DEPARTURE DATE

Special Requests:

e o e Y L I ey S S L, T RN e Py S A P T T e LR .
“

All Reservations must be accompanied by a $40 deposit.
Refunds of advance deposits will only be made when a
cancellation is received 72 hours prior to arrival date.

PLEASE NOTE DESIRED ACCOMMODATIONS |

NAA SPECIAL RATES:

Reservations received

$48 Singles (number required) after cutoff date above

$48 Doubles (number required) will be confirmed on a
_ space available basis

Parlours and suites  $60__ _ $150___ $200____ $300____ at reqular rates.

(Contact Opryland Hotel for additional information on suites.)

Check out time is 12 noon. Suggested arrival time is after 2 pm.

March, 1980 9




1980 Advertising Contest?

Send Entries to the
NAA Office

Entries for the 1980 NAA Advertising Contest
are now being accepted at the NAA Office, from all
members who wish to compete in the seven adver-
tising categories at the July Nashville Convention.

The rules for the Advertising Contest will be
published in each AUCTIONEER between now and
July, so that everyone will have time to prepare en-
tries for the 1980 Contest. Awards will be presented
at the Awards Luncheon at the 1980 NAA Conven-
tion, Friday, August 1.

The only ““change” in this year’s advertising con-
test is the entry form at the end of this article. Photo-
copy or retype the entry form (one completed form
for each contest entry, three samples per entry).
The completed form will help the contest judges In
Identification and evaluation of your advertising.

Advertising Contest Rules

1. Entries must display the NAA emblem or the
statement that the auctioneer is a member of the
NAA.

2. Entries must be submitted to the NAA Office —
three copies of each entry — by July 1, 1980.

9

Entries must be on the current year sales (July
1, 1979 through June 30, 1980).

Each member entering the contest must select
one entry, which he feels he wants to be repre-
sented in any of the particular categories. Each
entry must be labeled, or clearly marked, as to
the category for which it is being entered, and
three pieces of each category must be submitted.
(NOTE: If the advertising is not labeled as to
which category it is being entered, it will not be
submitted to the judges and additional advertis-
ing pieces will be maintained in the NAA Office
for reference only.)

Members of the advertising committee are not
eligible to compete for an Advertising Contest
Award.

Previous year winners — those who won an
award in 1979 — are not eligible to compete in
the category in which they won in 1979, but they
may enter any of the other categories.

Of the three entries submitted for each category,
one copy will be maintained in the NAA Office;
one copy will be maintained in the judges’ file;
and the third copy will be displayed for viewing
by the convention registrants after the awards’
recipients are announced.

. Two first place awards will be presented in each

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

A “‘Best of Show' award will be presented to the

* * *

residents add 3'2% sales tax.

1123 W. 6th Street * P.O. Box 1513

DODGE MANUFACTURING CO.

* Topeka, Kansas 66601

COMPLETE --- $285.00

FIBERGLASS CASE — 25 WATT MODULE — TWIN SPEAKERS

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

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

DWIGHT V. DODGE, Owner
e (913)234-6677
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best entry submited for the contest (and will
not be included in the other award categories).

1G. The categories are as follows:
a. Commercial and Industrial;
b. Farm (an operating farm liquidation);
c. Real Estate;
d. Antiques,
e. ‘‘Specialty’”’ (cataloged sale);
f. Consignment Sale with General Household
and Estate Liquidation;
g. Institution (auction firm promotion).

Remember, all NAA members are eligible to
enter their advertising (three copies of one entry per
category), but reference to the member’'s NAA affilia-
tion must be displayed on the advertising piece (NAA
emblem, or ‘“John Doe, Member, National Auction-
eers Association’).

It is not too early to select your best auction ad-
vertising for the above categories, and submit it to
the NAA Office by July 1, 1980. Be sure and have
the entry form completed and attached to the three
examples of each entry. Any questions concerning
advertising rules or contest procedures should also
be directed to the NAA office.

% Auction Supplies %
Write for Samples and Prices
Superior Printing 334 Riverside Blvd.
Loves Park, Illinois 61111

=

estern

college of auctioneering
1948-1980 — 32 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!

1]/ estern

college of auctioneering

Box 1458, Billings, MT 59103 Phone: 406 252-2565

_ > == —
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ENTRY FORM

National Auctioneers Association
1980 Advertising Contest
NAA Annual Convention

Nashville, Tennessee

Please type or print.

CONTEST CATEGORY —

(include letter and name of category)

SUBMITTED BY.

(name of NAA auctioneer advertiser)

STATEMENT OF PURPOSE FOR THE
ADVERTISING -

NUMBER PREPARED

NUMBER DISTRIBUTED

HOW DISTRIBUTED?

BRIEF DESCRIPTION OF SALE

DEADLINE FOR ENTRIES: July 1, 1980

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

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

The soaring price of farmland reflects not only
inflation, but also its appeal as an inflation hedge, ac-
cording to Ronald Jarvis, Jr., president of Oppen-
heimer Industries, the diversified Kansas City-based
agri-investment firm. |

“More people are beginning to ascribe a mys-
tique to farmland which was heretofore reserved for
gold and at one time the United States dollar,” ex-
plains Mr. Jarvis. ‘‘Land is increasingly becoming a
base commodity, from which other values and stand-
ards are set.”

HIGH PLAINS JOURNAL
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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

IMPORTERS of TOOLS & ELECTRONICS
WATCHES & GENERAL MERCHANDISE

Closeout Merchandise Buyers.
Suppliers to the Auction Trade
of Promotional & Nationally
Advertised Merchandise such as
PANASONIC, MIDLAND, SHARP, SONY,
KRACO, MECCA, SPARKOMATIC,
BETAMAX, TEABERRY, EROYCE, COLT,
REGENT, PROCTOR SILEX, MCGRAW-
EDISON, plus many others.

We 1mport tools directly from our
overseas manufacturers. Items
such as; socket sets, wrench sets,
5 speed drill presses, bench
grinders, mallet sets, screwdriver
sets, heavy duty vises, etc. Direct =
importing enables us to offer _??JWMMMMMW%ﬁﬂMQjQpr\WH
the lowest prices possible. T === mh;ﬂ

Visit our showrooms and inspect
our quality merchandise ready ||t a—
in our 48,000 sg. ft. warehouse ““mm

for fast pickup or delivery. iy "["ﬁ'w%%MHMMEm;; """""
Serving the Auctioneer Trade
for 31 years.
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FRIEDER ’ IN C . WHOLESALE . ‘ C. ""I Iy mm —m HH ‘ HH”[HHHIWH] ‘ \ ¢ fll

T IIIIIFII
2553 Superior Avenue ONLY H

= <3 3 At . B MI
' WALLL o [ |I|l|
Cleveland, Ohio 44114 e | 2 i -\ EI mmulﬂnw ‘

| Hﬂlﬂll' '

=l .I |
J

21 PHDE-“ "IN

%{‘ktf “ PEI{‘%‘{ + N

#12DB5
%" Chuck
YaHP Motor

12 THE AUCTIONEER



l

World Wide Auctions

of Denver, Colo.
. 2665 S. Sherdian
Denver, Colo. 80210

what items are being auctioned off.

All the auctions within a state wide area.
Published now in Oklahoma, Colorado,
Missouri, lowa, Florida & Pennsylvannia
Licensing available
Statewide Weekly National Monthly
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Is Pleased To Announce

"THE AUCTION BLOCK NEWS, ING.”

Who, What, Where, When - Weekly
Main Office - Tulsa, Okla.

918-582-7770

"Let's go to the auction”. How many times have you heard that statement? How many times have you
wondered why you didn’t hear about that “"good deal” until it was over? How many times have you wished that
you had known about an auction in another city while you were there?

In most cases you could say many, many, times. Well, don't let it happen again. By subscribing to the
Auction Block News you will know every week what is going oninany city in your state. The dates, times, and
Heavy Equipment, Farm Sales, Real Estate, Estates, Corporations
Grocery Stores, Furniture and Antiques will all be listed each and every week.

@ Kerm Mullis (918) 582-7770
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call
Col. Chuck Marsh (303) 777-1500

P.O. Box 4949, Tulsa, Okla. 74104
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Government Paperwork Burden
Costs Small Business
$12.7 Billion a Year

Washington, D.C., January 4 — The Nation’s 10
million small businesses spend $12.7 billion a year
to fill in government forms and reports, the Senate
Small Business Committee was told today.

In testifying on the results of the Small Business
Administration’s ‘‘Paperwork Measurement and Re-
duction Project,” Milton D. Stewart, SBA’'s Chief
Counsel for Advocacy, said: “Our survey shows that
small businesses file more than 305 million Federal
forms a year, totalling over 850 million pages and
containing over 7.3 billion questions.”

Stewart told the Senate committee that about
$10 billion of the overall $12.7 billion paperwork ex-
pense is the result of the Federal reporting burden.
"The balance is linked to state and local paperwork
requirements,” Stewart testified. ‘“The small busi-
ness outcry against this paperwork burden has sent
one loud, clear message to the Federal Government,”
Stewart said. ‘‘Reduce it.””’

Stewart gave the committee these figures result-
ing from the SBA study:

103 Federal agencies require small busi
ness to fill in one or more reports.

43 percent of the Federal forms are manda-
tory, 33 percent are voluntary, and 24 percent

March, 1980

are required for a small business to derive some

benefit from Federal programs.

Internal Revenue and tax deposit forms ‘“‘are
viewed by far as the biggest problem in terms of re-
porting requirements imposed on small business.”
Other forms which drew major complaints were re-
lated to ERISA, OSHA, EEO and affirmative action
plans, census and government procurement.

Ten agencies account for 52 perecent of all rec-
cordingkeeping requirements. Internal Revenue re-
quires 145; Bureau of Alcohol, Tobacco and Fire-
arms, 87; Agricultural Marketing Service, 59; Public
Health Service, 54, and Food and Drug Administra
tion, 46.

Stewart said that the SBA study proposed a ‘‘set
of tools . . . to distinguish unnecessary and duplica-
tive paperwork burdens.” Among those tools, Stew-
art listed:

An inventory of reports which small firms in
each industry send off to the Federal Govern-
ment. This inventory is available through a com-
puter.

An annual catalog of information available
In the computerized inventory.

A summary of kinds of information required
based on key business characteristics.

Stewart said President Carter’s Executive Order
on Paperwork, issued on November 30, 1979, gives
mandatory paperwork budgets to every agency and
‘brightens the progress (for paperwork reduction)
still more. In issuing that order, the President has
done everything he is able to do about the paper-
work problem.”
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ONCE BUSY COLONIAL STREET is now a visitor's
thoroughfare. NAA seminar members on tour
stopped at the Raleigh Tavern where patriots, plant-
ers and other colonial leaders gathered.

Tt T
BREES

G e e

Williamsburg In One Word

This year’s first NAA seminar, at Colonial
Williamsburg, Virginia, for Antiques-at-Auction, was
an unqualified success. The seminar also estab-
blished another first, in that Williamsburg began the
NAA’s three day, single topic sessions. In general,
seminar registration went smoothly, the weather co-
operated for a Colonial tour, the food was delicious,
and the seminar instructors were a constant source
of information about antiques-at-auction.

In-depth Discussion of Each
Antique Specialty

Dr. Robert Bishop was the only instructor during
the day on Monday. Seminar registrants were given
a nearly three hour tour of Colonial Williamsburg
during Monday afternoon. Dr. Bishop’s presentation
included a large number of slides to illustrate his
discussion of American folk art. Seminar Co-Chair-
man C. P. “Terry” Dunning closed the first day with
an evening session on antiques auction appraisal.

Tuesday’s first instructor was antiques author,
lecturer, and NAA auctioneer George Michael.
Again, numerous slides were used to highlight in-
structor Michael’s analysis of antique furniture. For
his session on art glass, auctioneer/expert Roger
Early displayed glassware samples and distributed
example art glass auction catalogues.

Newspaper publisher R. Scudder Smith was the
Tuesday evening instructor for antiques auction ad-
vertising. His slide collection of excellent auction
advertising also included some bad advertising for
comparison.

The final day of the Williamsburg seminar fea-
tured only two instructional sessions, because many
seminar registrants had Wednesday evening travel
plans. In the morning, clocks expert Dana Blackwell
presented detailed coverage of antique clocks in
America. Oriental rugs importer and expert Behrooz

O
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— “Successful!”

Hakimian closed the last day of the seminar with an
overview lecture of oriental rug history, and the
present day market.

Each instructor provided 2-3 hours of detailed,
in-depth coverage of the specific antiques-at-auction
subject. The most obvious indication of the Wiiliams-
burg instructors’ expertise were the pages and pages
of notes taken by the seminar members. Questions
were asked and answered during each instructional
session; and to aid in planning future NAA seminars,
critique sheets were completed for each instructor.

Three Day Format Welcomed

The 1980 Williamsburg Seminar was the first
NAA seminar to cover only one topic in the three
day period. Many seminar registrants commented
to the NAA seminar staff that the three day, one topic
format was quite satisfactory. Those who traveled
longer distances appreciated the three full days of
detailed instruction, rather than making the trip for
only one or two days.

NAA members from a variety of auction back-
grounds attended the Williamsburg Seminar. Twenty-
six US states were represented in the 118 registrants.
A waiting list, which had been formed since Decem-
ber 1, 1979, was admitted to the seminar when addi-
tional lodging became available at the Colonial Will-
lamsburg Lodge.

“| don’t think you could have chosen a better
seminar location for antiques,” explained one semi-
nar member, referring to close proximity of thou-
sands of authentic 18th century pieces. The Abbey
Rockefeller Collection of Folk Art was across the
street from the hotel; and Colonial Williamsburg itself
IS a most comprehensive museum.

NAA Board of Directors Meeting Held

As the seminar concluded on Wednesday after-
noon, NAA board members who were also seminar
members prepared for the first meeting of the NAA
Board of Directors in 1980. The meeting was held
that Wednesday evening, January 23, as Board com-
mittees considered items that would be voted on the
next day. The Thursday Board session began at 8:30
am, and concluded at 6:30 pm. Results of the NAA
Board of Directors’, January 1980 meeting will be
published in a forthcoming issue of THE AUCTION-
EER.

Of course, other words can be used to describe
the NAA Williamsburg Seminar, but ‘“successful”
seems to be the most accurate. Knowledge that was
gained from seminar attendance will greatly contri-
bute to auction businesses of seminar members for
months to come.

On the following pages of this AUCTIONEER is
an interview of four questions that were asked of
each seminar instructor. Rather than try and re-
create the seminar instruction, the answers to the
four questions give a professional look at today's
Antiques-at-Auction market.

March, 1980

HOUSE OF BURGESSES was part of the colonial
Virginia capitol building. Auctioneers visited the
room where principles of self-government and in-
dividual liberty were developed by Virginia’s patriots.

FLINTLOCK FIREARMS stored in the colonial maga-
zine were authentic and in working order, as demon-
strated for Williamsburg visitors.

NAA PRESIDENT CUMBERLIN presented opening re-
marks to the Board of Directors meeting the evening
after the Williamsburg Seminar.
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We've got
your kind
0

New York Times readers are
Intelligent, educated, affluent.

They’ll make a point of being

where the auction action is

when something they want—

for business or personal investment—
goes on the block.

Call your advertising agency
for more information and rates.
Or call us direct. In New York
call (212) 556-7221. From other
areas, dial our toll-free number
800-223-7437.

Che New Hork Eimes

AT

O SCHOOL OF
é\)’ T AUCTIONEERING

“A Very Select School’’

PLAN TO ATTEND THIS TERM!!!!

If you miss this term, it will be SIX MONTHS
before you have another opportunity to attend
SUPERIOR. A term only lasts two (2) weeks.
Your EDUCATION IS FOR A LIFETIME. Doesn'’t
It make sense to learn from TODAY'’S auction-
eers? From the people who are selling many
of the Nation’s top sales — not from someone
who is not an auctioneer. He cannot tell YOU
how to be a SUPERIOR auctioneer.

SEND FOR OUR FREE CATALOG. YOU WILL
KNOW US.

SUPERIOR SCHOOL
OF AUCTIONEERING

334 RIVERSIDE BLVD.
LOVES PARK, ILLINOIS 61111
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Williamsburg Seminar Instructors Interviewed

“"What are the issues, in
your field and the antiques
market In general, that
should be of concern to
the NAA auctioneer?”

Dr. Robert Bishop, American folk art: | think
auctioneers, like all other people need to become
more knowledgeable. The knowledge in the folk art
field, especially represents power. But once you
have become generally familiar with folk art in terms
of the types of pieces and their relationship to the
marketplace, the details of examination become ter-
ribly important. The criteria for judging a work of
folk art is not really much different from judging any
other object; is it free of restoration, is it in its orig-
Inal condition, does it have its original paint or its
original surface? These considerations are major
and can make a difference of many, many thousands
of dollars.

| think a perfect example is the weathervane. If
you have an early weathervane in its original condi-
tion, and it has not been painted, one that has a nice
rich green patina, its worth many thousands of dol-
lars more than a piece that’s been painted along
the way. That’s just one example.

Another is a large painted and decorated cup-
board from the Hudson River Valley. There are
decorated pieces from the 1700-1750 period, and
when they get to the marketplace bring anywhere
from $65-100,000. If the paint has been taken off,
you can buy them for $2,500. So attention to details
certainly is very important.

Now where do you go to acquire this kind of
expertise? Libraries, museums, talking with special-
Ist dealers, dealers who happen to represent a spe-
cific area, all are especially important. You’ll find
that a good dealer is also a good talker. Any time you
go to an antique show, and you see something you
don’t really know about, don’t hesitate to ask: ‘“why
is that priced that much; or why is that important;
why do you consider that to be significant?”’ Asking
questions is one easy way of expanding your know-
ledge.

George Michael, antique furniture: It is import-
ant for the auctioneer to get help in establishing
exactly what’s being sold. Too many auctioneers
don’t understand what they’re selling. They should
seek the help of other people, whether they be ap-
praisers or other auctioneers in cataloging antique
pieces. They must describe the pieces properly in
and ad, and must describe their condition properly.
This is one of the greatest faults | see in the profes-
sion today. Something is advertised improperly, and
when buyers get to the auction, what they expect to
find is not there.

Unfortunately, this reflects on the auctioneer’s
lack of knowledge because the auctioneer gets up

THE AUCTIONEER



SEMINAR LEADERSHIP WITH FIRST INSTRUCTOR
— Left to right, Co-Chairman Archie Moody, folk art
specialist Dr. Robert Bishop, and Co-Chairman C. P.
“Terry” Dunning, who also instructed the seminar ap-
praisal session.

before professionals who know what the pieces are.
You can’t say you have a Chippendale desk, and its
18th century, when the thing may be a centennial
piece. Or, it may be a piece where the whole bottom
has been reconstructed, and the auctioneer doesn’t
point that out. Now the professional in the crowd
knows it's second grade. They won’t tell the auc-
tioneer, it’'s not up to them to smarten him or her up.

An auctioneer may go through life not realizing
that he or she doesn’t know how to really analyze
and grade a piece for proper description. For ex-
ample, if | have a top-grade, Victorian couch, the
professional people know what I’'m talking about. If |
just say Victorian couch, they say, well, it’'s a couch.

The issue is this, there’s got to be more learning
on the part of the auctioneer. The proper advertising
of antiques, whether it be furniture or anything else
IS extremely important, and if auctioneers do not feel
qualified to advertise accurately they should seek
help.

Roger Early, art glass: Well, | think primarily
from the art glass standpoint, NAA members should
be confident that they have made accurate represen-
tation of all the antique items to be sold. If you have
an auction and you don’'t get your items properly
identified, you're losing money because you might
have rarities. Any one of these pieces could be a
leader, and could make everything else in their auc-
tion. Actually, the issues are really what the NAA
stands for — integrity, efficiency, and just good
business principles, and sound operation.

R. Scudder Smith, advertising: There are a num-
ber of things auctioneers should be aware of. First,
know the type of merchandise that's being moved
around. As far as presentation to the public is con-
cerned, it should be based strictly upon honesty,
upon complete representation of the goods being
sold, described as clearly and concisely as possible.

March, 1980

Advertise at the least expense possible, but still take
advantage of the media that is available.

As far as the business world is concerned, |
think auctioneers have to watch out for these fly by
night people who are buying. There are so many
underlying currents that if some newspaper ever
covered the deals being made, | think it would be
very detrimental to the business. | think there’s so
much going on below board, and being protected
above board. Basically, though, that is the auction-
eers’ problem. As far as I’'m concerned, what | want

to see is complete honesty in an auctioneer’s adver-
tising.

Dana Blackwell, antique clocks: Well, the faking
of many earlier types of clocks is a definite issue.
Also of concern is the interchanging or combination
of parts from several clocks to make one claimed to
be authentic, and the injury done to the movements
of many clocks by incompetent repairmen.

| suppose to a degree the variations in public
taste is a concern, plus the rise and fall in popularity
of certain types based on fadism at the moment,
which is always a little precarious. | would think
these would be the main issues.

Behrooz Hakimian, Oriental rugs: | can say that
auctioneers should be concerned with the rarity of
the carpet, the origin, what general region it came
from, condition, colors, and beauty Pretty much the
same things that we talked about as far as what to
look for in any antiques. But, | think origin — in
other words, recognizing whether a rug is a Persian
rug, whether it is a rug or carpeting, whether it is a
turkish rug or not — is very important primary step.
The condition, colors, all of these things are at issue.

CONTAINER BUYERS |

Pay low prices at Europe’s
largest wholesale source of an-
tiques. Buy F.0.B. England or
Antwerp, Belgium with similar
services available from other
countries, or we’ll select, ship
and pay all charges and finance
9. . - to your door. $150 to $300 full
X%~ price for packing and paperwork
= on 20 and 40 ft. containers.
Supplying U.S. and Canadian
- East and West Coast wholesal-
s=-Yalts ers. Write or call collect to Lynn
A M . Walters. Annual volume over

ONE OF OUR ANTWERP WAREHOUSES

LYNN WALTERS
Clackamas. Ore. 97015

[503] 654-3000

13011 S.E. 84th

Farm machinery prices, up an average of 10% in
1979, will likely increase at least that much in 1980.

HIGH PLAINS JOURNAL
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ANNOUNCING ..
The 4th

INVENTORY LIQUIDATION

AND
CLOSEOUT SHOW

MAY 2-5, 1980

O’HARE EXPOSITION CENTER

ROSEMONT, ILLINOIS
(Adjacent to Chicago Airport)

(WE HAVE ROOM FOR 1500 EXHIBITORS)

® A Great Way to Turn Inventory Into Cash!
® A Great Way to Bigger Profits!
® A Great Place to Buy Promotions!

Now accepting applications for space and advance registrations

CONTACT: Ray Passis - C.E.M.
Transworld Exhibits Inc.
1850 Oak Street
Northfield, lllinois 60093
Phone: 312/446-8434

WE BUILD YOUR PROFITS!
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“In your opinion, what is
the antiques - at - auction
forecast for 1980, and for
the 80’s in general?”

Bishop, folk art: Upward — particularly in the
field of American Folk Art. So many new buyers are
entering this field from the traditional art market —
people who have been associated with the acquis-
tion of paintings from the likes of Picasso and
Modigliani, etc. Collectors who bought paintings that
sell for $100,000, $150,000, $250,000 are now turn-
ing away from that area and are starting to collect
American Folk Art. Consequently they bring to this
market a new affluence and a new interest that was
not there before. Until very recently, folk art was
collected as a decorative accessory for people who
collected antique furniture. That’s no longer the
case. In fact, folk art far outshines American furni-
ture in price structure today.

Michael, antique furniture: The future looks the
greatest it's ever been. I've gone through thirty
years now, and I've found that when we have good
times the auction business declines. When we’ve
had recession and tougher times, uncertain times,
business skyrockets. In other words, the auctioneer
thrives on disaster. It’s unfortunate to say this, but
when there’s divorce, there’s separation, there’s
death, there’s bankruptcy, uncertainty, unhappiness
with the current inflation, it’s all forcing people today
to sell things they never would have sold before.
And prices are good now.

Back in the 1950’s we could buy a flat top Queen
Anne highboy for $500. We’d go in and offer $300
or $400, and the people wouldn’t sell it. Today they
can get $3,000 for it, and they’ll sell it. So the infla-
tion has created an artificial price really for these
people. Actually, they’re no better off now selling at
- $3,000 probably than selling it at $500 back in 1950,
compared to the dollar value.

| think the decade looks spectacular. Young
people getting into the auction profession should
avail themselves of all the instruction they can get
at auction school, seminars, not only the National
Auctioneers Seminars but those sponsored by mu-
seums — like the Henry Ford Museum, the Sandwich
Glass Museum, Pensbury Manor at Morrisville, Penn-
sylvania, all have excellent seminars. They have fine
seminars at the Pennsylvania Farm Museum in Lan-
caster. It's worth the money to go, they are deduct-
Ible as a business expense, but it's also a tremend-
ous learning experience.

Early, art glass: There continues to be a strong
market in all fields of antiques. The rarities are
bringing record prices, and so forth. But what we
really have to have is the collectors coming in to
learn. We need the beginning collector. | think one
of the problems could be, for example, that Victorian
art glass doesn’t price itself out of the market, and
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GEORGE MICHAEL, antique furniture instructor.

therefore lose the young people, and the pieces they
can afford to buy. The sort of merchandise in be-
tween the top and the lower — the junk merchandise
will move out of junk prices — but, the in-between
merchandise, | think, is where we have to maintain
a market all of the time.

Smith, advertising: | think you're going to see
more and more advertising in the future, but you're
not going to see advertising strictly for selling, but
for buying. | think the 10/10 is cutting into people.
I've talked to some auctioneers up in New England
who are not doing it and they, so far, save by mile-
age. | think in New York it is spreading so fast that,

basically, | think this is the biggest threat coming to
them.

Blackwell, clocks: Well, | don’t think that | can
address to the market’s future because | don’t go to
auctions. | get auction catalogs with important clock
and watch sales to keep tabs on what’s going on, but
| am not that close to the auction situation to really
know what to say about the future. Prices have risen
to such a point that | don’t buy clocks and watches
anymore, furthermore | have more than | can take
care of so | really am not too concerned about what
prices are, and how they are handled.

Hakimian, Oriental rugs: | think that there is de-
finitely going to be, especially with what's happening
politically in the Middle East, greater stimulation of
the market. There will be great excitement.

In terms of the auctioneers, their business may
be to the contrary. They may suffer because in most
states, they sell by consignment. If the desirability of
Persian rugs stays high, people become afraid of not
being able to buy goods. Obviously they would think
that Persian goods are very valuable and will hold
onto their rugs. That will affect the auction business
In terms of old rugs.
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T - . . Dick Vaughn’s in Hyannisport on the Cape. These
ASIde from attendlng in- are very, very important. In other words you’ve got

o o to depend upon literature. You should subscribe to

depth seminars Ilke the good publications which give you the price activity
like Maine Antiques Digest, Ohio Antiques Review,

Williamsburg, what are the ihose that publish the resuits of auctions. Publica-

. . tion which give you information about antique
best means of Staywlg INn- pieces are also good — Spinning Wheel and An-
. tiqgues Journal, and so forth. It’'s an educational.

formed Of the anthues process that must continue.
- But, believe it or not, | found that the most edu-
market? cational thing | did in my early years, in the early fif-
ties, when we didn’t have shows, flea markets, the
_ | | books we have today, television, radio, and all these
Bishop, folk art: Well, certainly in terms of the  other instructional facilities, we didn’t have continu-
folk art field, membership in the Museum of Ameri-  ing education classes like | teach in schools, we
can Folk Art is probably the very best way. We have  |earned by the seat of our pants. | tell people in the
a 96-page magazine which comes out on a quarterly  cjasses | teach, if you go to two auctions a month
basis, and details not only what's happening at our  for six months, you'll get one heck of an education.
museum, but at all folk museums across the country. You see 350-400 items sold, you hear it described
We feature a calendar of events, plus a listing of by the auctioneer — what it is, its vintage, its period,
exhibitions all over the United States. The magazine very often its condition, you'll see the activity on the

also has scholarly articles in terms of new discov-  part of the buyer. Above all, you'll see the price, and
eries in the field. This is the only folk art magazine in know the interest in the piece.
existence in the United States. The thing to do is to attend other peoples’ auc-

Also, talk to the people who regularly appraise tions. Go to other successful auctioneers’ sales
folk art museums, the dealers, collectors, etc. The and sit and take notes. The catalog auctions are
idea is to talk to the collector who is putting his especially good because here in the catalog every-
money where his mouth is in terms of his or her thing is described, and you can sit there and write
perception of the folk art market. the prices down.

Michael, antique furniture: | think subscriptions Early, art glass: | think, almost all the present
to auction catalogs like Sotheby Parke Bernet’s or periodicals plus the new antique publications on the

Positioned every week in the first main news
section, The Saturday Inquirer’s Auction Page is a

IN PHILADE LPHIA, Phlitlgsdt?wlg?iigrp?lgit:iéjgérious buyers check when they

want up-to-the-minute coverage of auction sales

There is only one newspaper andrens

. o And it's the first p_lace that auction firms turn for
for Auction Advertising: plibileh S00% Mot Aldtion Advertising than any
THE SATURDAY INQU'RER other newspaper in this market. pnistatistical, first half '79

For further information and rates, call:
FRANK RUGGERI (215) 854-2418
TELECOPIER (215) 563-8928

' urdY Deadline: Thursday, 5 P.M.

Thie, Philadelphia Inquirer

The §No. 1 Auction Advertising newspaper in
America’'s fourth largest market.
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ROGER EARLY with table of art glass samples.

market are the best means of staying informed. You
have to keep abreast of the times, and you have to
read the followups on auctions. Almost every maga-
zine | know is devoting space to what certain pieces
have brought at certain auctions. | think some auc-
tioneers forget sometimes that they are salespeople,
and to be a good salesman, you have to know your
your product. That’s what it boils down to, knowing
exactly what you’re selling.

Smith, advertising: | think the best way to stay
current is simply to read and see what everybody else
Is doing. Some of the best people to watch are the
galleries in New York who are paying the top dollar

e e S —r— TLIESIT

IF you have a deluxe auction gallery
IF it is in a metropolitan location
I F your gallery is not having a sale every day

I creating more ftraffic by accepting
consignments as a result of our
national advertising suits you

IF you're interested in bringing new affluent
clientele to your doors

I you want to increase your profits by our
providing the inventory and expert
art auctioneers

Call John Suarez, Director. ARTauction
associates™ at 404-428-5760 or at our 24hr
message center 800-824-7888 ext. A3207; in
Calif. 800-852-7777; in Hawaii & Alaska 800-
824-7919; Int'l 1-916-929-9091; Telex: 542198
Cables: Suarez, Atlanta. Member: National
Auctioneers Association.
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for the most advertising results. I'm not sure that
always follows, but | think that if you take the ads
that appeal to you and study them, you will see cer-
tain trends developing; and you’ll decide what to do.
| covered that in part of my lecture. One thing that
| do suggest is for auctioneers is take a newspaper
that has a lot of auction advertising in it, and get
three or four people around the paper. Flip the
pages, and automatically as the page comes up, each
person point to an ad. See what you all selected,
cut the ads out, talk about them, and you'll have a
good lesson in auction advertising.

There are a lot of advertising courses, but I'm
not sure they work because they’re mostly basics
and less trend.

Pictures are important. Pictures in ads are
worth a thousand words, but | don’t think that’s
necessarily true in auction advertising. Top quality
pictures, however, are always highly important.

Blackwell, clocks: There’'s some excellent books
on the subject, there are some rather poor books.
Clocks have become a very popular subject, so there
are many things written on the field. First class
books are perhaps few and far between ,but if auc-
tioneers are going to handle very many clocks, they
should read. Unfortunately, many Americans don’t
read very much, they like to look at pictures. They
mistakenly feel that they can learn enough from pic-
tures. But the important thing is to really read the
text that is based on research and done by scholars.

| gave several people a brochure on this new
book, not because | happen to have written some
parts, but because it is a very comprehensive book.
It's edited by Alan Smith, who is on the Art History
faculty at the University of Manchester in England,
and |I've recommended it to several people who tell
me they simply love it. (The book is THE COUNTRY
LIFE INTERNATIONAL DICTIONARY OF CLOCKS,
consultant editor Alan Smith, Country Life BooKs,
Feltham, Middlesex.)

Then, there are several classic books in the
clocks field like TIME AND TIMEKEEPERS by Willis
Millums. It’'s a standard work that came out over
fifty years ago, but still is a classic in the field. One
of the best ways to find books is to write a good book
dealer like Adams Brown in Exeter, New Hampshire
who publishes a catalog exclusively on books on
clocks and watches. Quite frankly, there is simply
no substitute for being well read.

Hakimian, Oriental rugs. Exposure to the actual
rugs, that’s the best way to stay informed. Seeing
rugs in showrooms and at dealers and really looking
at them is exactly the same as we shop for rugs.
However, when you do that you will only learn about
new rugs. They are fine, but in colors and design
they are different than the old ones.

Now, there are some dealers who deal in old
rugs whom you can visit. | don’t know how willing
they would be to spend time with auctioneers, and
tell them what to do, and what to look for, because
frankly they may not have the time.

But remember the best way to stay informed is
to be next to the item, and see it, touch it, under-
stand it, and ask questions.
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DANA BLACKWELL and slide of ornate antique
clock.

R. SCUDDER SMITH, newspaper publisher referred
to slides of antiques auction advertising.

Reppert School of Auctioneering, Inc.

Tuition $300 for 3-Week Term — Also Home Study

Founded in 1921

Decatur, Indiana

Box 189 46733 AC 0033
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“Lastly, what do you per-
sonally have to say to the
thousands of NAA auction-
eers who could not attend
the Williamsburg seminar?”’

Bishop, folk art: Become aware and become
knowledgeable. That’s the only way you're really
going to be an effective medium through which traf-
fic in this area can be realized. Every day the folk art
market changes, and with every major sale, new
price highs are being reached. Staying on top of it
Is almost a full time job. | mean, | sit in New York
at really the art center of the world, and even I'm
stunned at what is happening. Since I'm so familiar
with it, it's surprising that the things occur that even
| don’t anticipate.

With your members scattered across the coun-
try, it will be difficult to keep updated, but it is abso-
lutely necessary.

Michael, antique furniture: Well, | think that it’s
extremely important to build the strongest National
Auctioneers Association we can, and we’re well on
our way. But, above all, we must impress people
within our state legislatures, and have our people
aware of what is going on in the legislative area. |
think this is the greatest area in which auctioneers
have to contend with in the future, because consumer
protection Is increasing. The auctioneer is still
operating under some sort of a cloud of being a
huckster, and a fast-talker, and to some people we’re
all outright crooked. | think we've got to disspell this
with proper public relations that educates the public
about what the auctioneer stands for.

| think education is the key to the future, and |
think that the National should provide the leader-
ship in this, the state associations should pick up
from there, and the individual auctioneer should con-
tinue to better the image of the auction profession.

Nobody is going to promote us, we must pro-
mote ourselves. We know the mechanics of our pro-
fession, we are getting the education to better our
profession, we have a good group of young people
coming into the auction business. What is lacking
now is the education of the public, and this is the
most important challenge.

Early, art glass: Well, it’'s gratifying to me that
there is that much interest in auctioning art glass,
because when | started, even the big galleries in New
York just turned up their nose at art glass. It wasn't
old enough, but today they advertise their art glass
and art noveaus sales as much as they do their
sales of 18th century furniture and old paintings.

| think art glass is a field that's here to stay, and
there is so much glass. There's something nice about
the items, they’re great objects, and there are pretty
things in all price ranges. Art glass can be pretty,
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yet plentiful, and rather inexpensive. Some of the
lesser pieces in price are really the most beautiful
glass.

Smith, advertising: | don’t see a great deal of
the advertising being done, it's so widespread, but
| do see our local area, which | suppose is represent-
ative of the nation. | think auctioneers are doing a
good job of advertising. Some are underspending,
some are overspending, but | think there's a happy
medium in between | think each gallery has to find.

| don’t think that spending a lot of big bucks in
our publication or any publication is going to get
people to your auction. | think what you have to do
IS measure your advertising according to your own
needs. By and large, the auctioneers are doing well.
They’re picking up logos which is very important,
they’re looking at type faces, but they should really
sit down and study advertising because it's a very
broad field. Go to your publishers and see what kind
of type faces they have, and come up with something
that you can really use. Make your ads stand out.

At the start, however, people are too sloppy
about their ad preparation. They do not present the
material properly to the publishers, and when the
publisher does the best he can with the garbage
that’'s submitted, the auctioneer ends up complain-
ing. | pointed one thing in this talk tonight that we
are now starting to discard pictures and some copy
that is turned into us. We’ll leave out paragraphs

Continued Page 25
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KIMIAN,  Ori-
ental rugs im-
porter.

because we can’t contact the auctioneer to find out
what he’s trying to say.

| can speak for most publishers when | say type
your ads doubled spaced, spell correctly, and take
clear pictures. At lot of buyers are going to a lot of
sales with only a bunch of numbers, and you can't
be sloppy in advertising for long and run successful
sales.

Blackwell, clocks: | think that good clocks are
disappearing from the market. They're being bought
up by both the collector and the investor. Therefore,
there will be fewer fine clocks. The clocks of the
future will probably be the few high grade reproduc-
tions of old styles. Those are going to be the clocks
of the future because the old ones just don’t come
on the market unless some collector dies, and his
collection is dissipated.

There is so much interest not only because
clocks are mechanically and artistically appealing,
but also because they now are a matter for invest-
ment. They are much safer. They seem to steadily
rise, | see no likelihood that they will go down in
value. Fewer and fewer clocks are surviving, and
there are more and more people interested in them.
The fact that the National Association of Clocks and
Watch Collectors had 200 members when | joined,
and now has over 40,000, indicates what has hap-
pened through the years.

Hakimian, Oriental rugs: Auctioneers must have
a greater knowledge of rugs. Unfortunately, have
seen a lot of the auctioneers who do rnot have the in-
depth knowledge of rugs that the dealers have.
Knowledge for the auctioneer, too often, is sort of a
passing thing. The lot that comes, it goes for what
ever price.

If a piece is an exceptional or if it's a good
piece, knowledge and caution should be used in put-
ting it on an auction block. You could have two or
three dealers who are interested, dealers who could
bring the value up. So to get the best auction price,
knowledge of the rug is important.
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Something that | have seen at auctions, which
| have had difficulty accepting is that the condition
of many rugs not stated in the auction advertising.
If the rug has not had a long preview, and is not
shown properly on the floor, people have no way of
knowing what they are buying. If you were to go to
an auction, and you couldn’t see the top part of a
rug, you may buy it and the rug may have a hole in it.

To be more professional about presenting rugs,
you have to know the qualities, know the rug prices,
be aware of the rare pieces that you might come
across, and also correct presentation. Sometimes it
s very worth it to get two or three opinions about
the rugs you have for auction.

Economic Forecast for 1980

The following look at the year’'s national economy
was prepared by the Bureau of Business Research,
College of Business Administration, University of
Nebraska-Lincoln.

National Economy

In 1980:

— Gross National Product will show no In-
crease In real terms.

— Inflation, as measured by the Consumer
Price Index, will average 10 percent.

— Unemployment will average 7.5 percent.

— Prime interest rate will decline to 11 to 12
percent.
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Directors’ Articles

The Antique Consignment
Auction, Try It
On a Holiday

By Harvey Lambright
NAA Director

| am sure most auctioneers have had at least
one or two consignment auctions during their indi-
vidual careers. However, the consignment auction
IS a regular part of my annual schedule.

Our company, Lewis and Lambright, Auctioneers
and Realtors decided twelve years ago to try an an-
tique consignment auction on New Year’'s Day. Be-
lieve it or not, and our company had an antique con-
signment auction each New Year's Day ever since.
In fact, those auctions went so well that we decided
eight years ago to have antique consignment auc-
tions on Memorial Day, July 4th, Labor Day, and the
Thanksgiving weekend Saturday. A/l holidays have
worked well for us and our consignment auctions.

We have just recently finalized our 1980 New
Year's Day sale. It was another highly successful
auction, in fact the highest dollar volume for any on
a holiday. We registered more potential bidders at
our New Year’s Day Holiday Auction than ever be-
fore for any holiday.

All available seats were taken prior to starting
the auction, but people kept coming until we really
had no place to put anyone else. The aisles were
standing full, and people occupied every spot in the
entire gymnasium.

At times it was difficult for our auction to work
around the crowd all day. At our 1980 New Year’s
Day sale | was really counting our blessings to have
such good weather, so many people in attendance,
plus all the good prices. It was really just one of
those great beautiful days.

Our good holiday consignment auctions and
their more than satisfactory results are, however, not
without their problems and concerns. To present
the solutions we’ve used in various situations, here
IS a question and answer summary of our problem
solving with both buyer and seller.
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Questions From Consignment Auction Buyers

Question — What do you do when some person asks
the auctioneer, “I drove a long ways to come to your
auction, and | need to leave by a certain time. Wil
you put up such-and-such items before | must
leave?”’

Answer — Yes, | will be glad to, if you will assure me
of a good starting bid on the items. (It has to be
worthwhile for the auctioneer to move any item in a
consignment auction.)

Q. — Do | as a buyer have to pay a state sales tax
here in this state, when | have a state exemption tax
number in my home state?

A. — Yes, you are only exempt in the state where
you hold a tax number.
Q. — | am not sure whether my items are considered

antiques, but | would like to put them in your an-
tique auction.

A. — | recommend that those items would bring a
better price at a household auction.

Questions From Consignment Auction Sellers

Question — In this consignment auction when will
you be selling my items? At the beginning, in the
middle, or towards the end of the auction?

Answer — If there are, for example, 6 consignors,
approximately every 6th item sold will be one of
yours.

Q. — Do | have to pay income tax on the items in a
consignment auction?

A. — All capital gain income is taxable.
Q. — When is a handgun considered a antique?

A. — Only if it iIs a muzzle loading handgun is the
piece considered an antique.
Q. — Who is responsible for collecting state sales

tax at a consignment auction, and reporting it?

A. — The auctioneer who is in charge of conducting
the auction is responsible for collecting state sales
tax.

Q. — Who is responsible for a bad check taken at a
consignment auction?

A. — This is determined how the auction contract is
written. The auctioneer in charge, and responsible
for the consignment auction could be made liable
for bad checks.

Q. — Who is responsible if someone robs the en-
tire proceeds of the auction during the auction?
A. — The auctioneer in charge of conducting the

auction is responsible, until the proceeds have been
turned over to the sellers, and the money has been
fully accepted by them.

This last question deserves an auctioneers
special consideration: how should the auctioneer
handle the matter if someone in the audience in-
forms you that someone has just stolen an item, but
has not left the premises? Our experience has
shown that you should be extremely careful about
approaching anyone and accusing them of shop-
lifting or stealing; especially if they have not left the
building, or stepped out on to public property. In
many cases, the law would not rule in your favor if
you were to handle the situation any other way.
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The Prosperous Auctioneer
Has Virtue, And
The Right Attitude

By Robert E. Musser
NAA Director

Honesty, Integrity & Credibility — these virtues
are a must for successful auctioneers to remain suc-
cessful. And, it has been my privilege this last year
to meet a number of successful, effective NAA auc-
tioneers. Where I've met these top auctioneers is
also important — at the NAA seminar programs, at

CAl, the NAA convention, and various state conven- -

tions around the country. Frankly, I'm proud to be
numbered with my fellow auctioneers in every in-
stance.

Think of success and the three virtues of hon-
esty, integrity and credibility as part of an overall
“positive mental attitude’.

It is “‘positively’’ encouraging to know that the
NAA seminars for 1980 were filled to capacity. This
Is an area of the NAA education programs that may
have to be expanded. More auctioneers need to be
better prepared for the growing demand for auc-
tioneers with expertise in sepecial areas — real
estate, for example. We all know that successful
auctions are the result of preparation and planning,
but in the sale of real estate it is imperative that we
have “‘all of our ducks lined up’ prior to the auction.

ATTENTION AUCTIONEERS

“Auctioneer Song’’, recorded by world famous
auctioneer, Leroy Van Dyke.

8 Track Tapes ... .. $7.50 each
LP Records ..... ... e $8.00 each
10" Hardwood Gavels

Walnut Finished ... ... . ... $5.00 each
10" Solid Walnut Gavels ... . . $8.00 each

Mail Check or M/O To:

CAMPBELL AUCTION SERVICE
57105 C.R. 21
Goshen, Indiana 46526
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With the metals market going crazy all over the
world, | look for a similar situation in real estate.
Who is better prepared to get the highest and best
offer on a given day for a piece of real estate? The
well trained auctioneer, that’s who.

We are in a very responsible, as well as a re-
warding position. It is my personal hope for the
future that each one of us will continue to put forth
the effort to make every auction a success. Real
estate auctions are relatively new in my part of the
country, but every one that we successfully complete
makes the next one easier to get. (This preceding
sentence is an example of that positive mental atti-

tude ;chat contributes to a prosperous auction busi-
ness.

| am looking forward to seeing many of you at
the 1980 convention in Nashville. Between now and
then, each one of us can reach out and invite a fellow
auctioneer to join the NAA. We will benefit, they will
benefit, and the auction profession will benefit.

| opened this article with three necessary virtues
for good business, but | will close with a pet peeve
of mine. | am also sometimes at fault concerning
MISUSE of the word ‘“‘sale’’. We are auctioneers. We
have auctions. If we would make an effort to use the
word “‘auction” instead of sale in our conversation
and correspondence, | am sure that we would be pro-
moting our profession much more effectively. Think
about this, try it, and | think you will soon agree with
me that it works. After all, it's part of a positive
mental attitude towards today’s auction profession.

RECHARGEABLE

Yes, you can now enjoy the ease and convenience of the all-new Model
18R Voice Projector. This unit succeeds the Model 18, which has given
such dependable service over the years. The Model 18R comes equipped
with a top-quality Shure microphone, 16' coil microphone cord, shoulder
strap, and in-put and out-put jacks for recording your sale or playing music
through the unit. The heavy-duty rechargeable power pack is good for a
thousand charges so you can forget replacing batteries now. Price: only
$295.

Many top auctioneers across the country believe that Voice Projector
products are the best on the market. They prove their confidence by buying
and using them with pride, pleasure, and profit. The Model 18R will save
you money and make you money.

We also have the new Model 18D, (powered by nine “D’ batteries —
not included). Price: only $210. Order your choice today!

COL. ROBERT S. MILLER
MEMBER

INDIANA COLLEGE
< OF AUCTIONEERING

8846 Holliday Drive, Indianapolis, IN 46260
317-844-1088 (Evenings) — 317-873-2500 (Days)
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Every 2nd & 4th Thursday of each month
11:00 a.m. C.S.T.

ER'S AUCTION

[__ Midway between Guin and Winfield, Ala.

L

Hwy. 78 in Gu-Win, Ala.
for information "
call 205-468-3556 or -2705

ALL DEALERS WELCOME

Phone:
205-468-3556
205-468-2705

Come BUY or SELL a load!! All merchandise
sold — large & small lots.
10% Commission on all sales on premises
cash, certified check or letter of credit from
bank. We act as agents only and make no
guarantees of seller’s merchandise.

NO JUNK

Sale managed and conducted by:
Webster’s Auction Co.
Route 2, Hwy. 78
Gu-Win, Ala. 35563

We Sell Anything for Anyone, Anywhere

Ray Webster, Member: Alabama and
National Auctioneers Association

Auctioneer:
Col. Ray Webster
Ala. Lic. #174

THE AUCTIONEER
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Your Best Antiques Auction
It’'s More Than Just Luck

By H. Layton Laws, Jr.
NAA Director

Everyone, I'm sure, has had a sale that went
particularly well. Teamwork, atmosphere, the crowd,
the sale items all contributed to that special auction
which left its impression on you and your buyers.
My point is, highly successful auctions — in this
case antiques auctions — happen because you pre-
pare yourself to make them happen.

Compare that particularly successful antiques
auction to the flight of a jetliner. The crew is ready,
the plane prepared, and very contingency is planned
for in advance. Things go well on the flight because
they were planned to go well; and that's where my
personal checklist for auction success has helped
greatly.

Just like a pilot checking a plane for a success-
ful flight, here are the points to look for as you pre-
pare yourself as an auctioneer; and organize your
antiques auction to be successful. Today more than
ever, it's more than just luck.

Success Checklist for the Antiques Auctioneer

Have the desire to study antiques and become
more familiar with the terminology. Use books, re-
source people, magazines, trade papers, antique
shows, shops, auctions, and seminars.

Prepare yourself for the antiques learning pro-
cess to be continual. There are scores of years, even
hundreds of years to be covered in the various types
of antiques — furniture, glassware, china, folk art,
Oriental rugs, clocks, silver, jewelry, art work, dolls,
weapons, etc. Antiques are representative of time
and it will take your time to learn about antiques.

Be constantly alert to an opportunity, especially
on your day off.

Finish all projects and endeavor to complete
them successfully.

Maintain the attitude that at any minute you can
come up with that ‘good idea” to use at your next
auction.

Be a problem solver, accept responsibility. Let
the buck passing stop with you.

Always possess the three E’s of success — En-
thusiasm, Enthusiasm, Enthusiasm.

Be a ‘““winner”. Always act, dress, look, talk,
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and think like the winner you can be.

Success Checklist for the Antiques Auction

Organize yourself, your auction staff, and your
auction to get the most accomplished with the most
productive effort, in the time allowed.

Prepare good, effective advertising, and begin
by omitting useless words.

Always show optimism, even when faced with
selling a large lot of good antiques to a small or slow
crowd. Being optimistic and paying attention to the
business at hand can turn what looks like a poor
auction into a good auction.

Be an excellent example of the auction profes-
sion. Know where you're going, then plan and pre-
pare to get there.

Continually improve your auction ability and
your knowledge of the auction method by furthering
your auction education through self improvement
courses — Certified Auctioneers Institute, NAA Sem-
Inars, Public Speaking Courses, etc.

Lastly, show your appreciation to those who
help make your auctions successful.

You better believe the above checklist items
require effort and attention. If you were to make the
above statements into questions — ‘“do you have,
do you prepare, are you constantly alert to”” — you
would have to give yourself an answer.

When that answer would be ‘“‘yes’” every time,
and you find that you are getting more auctions, the
reason Is pretty obvious. You know that your suc-
cessful auction business is planned that way, and
certainly isn’t just luck.

The number of farms in the United States in 1979
was estimated by USDA at 2.33 million, down 1.6
percent from 2.37 million in 1978.

For 1980, farm numbers are expected to decline
about 1 percent to 2.31 million, according to USDA
officials. The preliminary estimate for 1980 is 1,047

million acres, down 0.2 percent.
LIVESTOCK MARKET DIGEST

PUT US ON YOUR
MAILING LIST

We buy doors, windows and related
items. Any location. Please contact:

J. Robert Walker

WALKER DOOR LTD.

1366 S.W. Marine Dr.
Vancouver, British Columbia
Canada

Please Phone: 604-226-7211
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Here’s the Auction
Unit for the 80’s!

This outstanding auction van is the newest breakthrough in enclosed auction-
er/clerking mobile units . . . THE BEST ever made available in this country.

COMPLETELY SELF CONTAINED with 5 speaker built-in

sound system, large gas furnace with fan, inside toilet,
large storage cabinets.

AR

i

CLERK, CASHIER, AND AUCTIONEER are together at all
times . . . easy access cashier counter and window.

HEAVY ALUMINUM BODY construction, 460 Ford van with heater and air conditioning.
HAVE ONE 1979 DEMO IN STOCK . . . WILL DISCOUNT

Contact: BASS AUCTION CO., .
501, 1st Avenue South
Lewistown, Montana 59457

Call:  406-538-8709 days
406-538-7616 nights
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“Over 90 per cent of our
customers hear about
us through the Chicago
Tribune,” says Howard
Kodner. He's found the
Auction Mart's new
Wednesday showing
especially etfective for
reaching interested
antique and art buyers.

Howard Kodner
Howard Art Galleries
5100 N. Broadway
Chicago, lll.

Both Mr. Kodner and Mr. Nachbar know the
Chicago Tribune is the perfect place to reach
auction-goers. They're just two of the reasons
the Auction Mart is the Midwest'’s largest, car-
rying over 94% of the auction advertising
running in Chicago newspapers through the
first month of this year.

They're sold on theTribune

“The Tribune reaches
the largest number of
auction-goers for the low-
est price,” says Michael
Nachbar. In fact, he esti-
mates that over 50 per
cent of those attending
his industrial and com-
mercial auctions heard
about them through the
Tribune!

Michael Nachbar
Marshall Nachbar Co.
4040 N. Kedzie
Chicago, IlI.

Find out how the Tribune’s Wednesday and
Sunday Auction Mart can work for you! Call
Mary Beth Howard at (312) 222-4493 or
Charles Shanley at (312) 222-4042 today.

Auction Mart
(Thicano Jribune

s

! HK | Here's the new, professional way to clerk auction sales. Many say
the time saved and security provided more than pays for supplies.
The system will enable you to work in the wind and the rain
| )"( without damaging or losing wvaluable sales slips or receipts.
TOTAL CLERKING SYSTEM introductory offer: Save $45.00 on a $170.00 value.
$50.00 down , balance of $75.00 uafter 60 day free use of accessories.
If the system does not work for you-return the accessories and we're square.
ACCESSORIES
100 Bin weatherproof file $ 95.00
Box file 10.00
Special clipboard 5.00
SUPPLIES
1500 Personalized bidder cards 32.00
1000 Clerking tickets (four part) 20.00
10  Auctioneer/Seller contract forms 300
10  Final settlement envelopes 3.00
100 {Buyer regqgistration forms 200
TOTAL VALUE $170.00
The total system includes everything you will need, from
the initial contract with the seller thru settlement documents.
KWlCK KlERK 313 washington box 147 rush orders (507) 645-4407
‘ northfield, minnesota 55057 (612) 336-2332
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BEST AUCTION SCHOOL e BEST AUCTION

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,
small classes

*x COMPLETE COURSE

every phase of auctioneering
taught by specialists

THIS PROGRAM WORKS

WRITE TODAY
FOR DATES
AND YOUR

FREE CATALOG

MASON CITY
COLLEGE OF
AUCTIONEERING

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

|2t

CFIoR)
AUCTIONEERS
alalsy
N

Don Wendel, William Meeker NAA Members

SCHOOL e BEST AUCTION SCHOOL e BEST AUCTION SCHOOL e BEST AUCTION SCHOOLe BEST AUCTION SCHOOL e
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“The Week’ — National Auctioneers Week USA
— will happen next month, April 6-12, 1980. But
here’s the question, are you ready to promote Na-
tional Auctioneers Week in your area? Is your auc-
tion company ready to promote The Week? Is your
state auctioneers association prepared?

The last two issues of THE AUCTIONEER pre-
sented ideas and promotional materials to help you
commemorate The Week through your auction busi-
ness. After all, when you promote National Auction-
eers Week, you're actually promoting yourselt as a
professional auctioneer. This Part Il of National
Auctioneers Week promotion will summarize the
campaign to honor NAA auctioneers during The
Week in April.

Promotional Ildeas and More

Promotional ldeas

The January issue of THE AUCTIONEER offered
a number of promotional methods, available to the
individual auctioneer, the auction company, and the
state auctioneer association. These same promo-
tions for The Week were summarized as an introduc-
tion to Part Il which appeared in the February AUC-
TIONEER.

For your use in promoting National Auctioneers
Week, the Part Il article provided the needed ma-
terials: sample news release format which could be
adapted to the individual, auction company, or state
association; sample news release copy for you to
retype and submit to local news media; National Auc-
tioneers Week proclamation draft for state and civic
officials; and radio broadcast copy for local public
service commercials. Now, consider some last min-
ute ideas for promotion of The Week in your busi-
ness area.

After discussing National Auctioneers Week with
auctioneers from across the country, the following
ideas present some possibilities.

®* Take the time to really decide who needs to
hear the auction success story during National Auc-
tioneers Week. After you determine your target
group, decide what method you’ll use to communi-
cate with them during The Week — direct mail, per-
sonal invitation, advertising, letter, etc. The results
of such a promotion should be twofold: more ex-
posure for your NAA affiliation, more business for
your auctioneering.

* How are you going to inform your auction
crowds that you are honoring National Auctioneers
Week? The Part | article suggested a sign to be
posted at each auction, one week before and during
National Auctioneers Week. Another promotional
method is the bidder’s card itself. Take a supply of
cards to your printer and overprint brief information
to say that you are commemorating National Auc-
tioneers Week, April 6-12. Of course, announce your
support of The Week before each auction begins.

® A local, National Auctioneers Week promo-
tional billboard is not out of the question. Find out
what kind of deal your billboard company will make
for a space available board during The Week, or
right before. Make sure that your name and NAA
affiliation are clearly visible. Lastly, the National
Auctioneers Association is doing its part to promote

THE AUCTIONEER



Promotion of National Auctioneers

the week to both the public and the business world.

Look For NAA Promotion of “The Week”

As the sponsor of National Auctioneers Week,
the NAA will promote The Week in support of its
member auctioneers. Now that you know the news
releases are being issued, you can look for them in

various newspapers and publications throughout the
country.

* A few days before April 6, the NAA office will
Issue a general public news release by way of the
Associated Press and United Press International.

® |n addition, hundreds of other releases will be
mailed directly to business publications to inform
the business world of National Auctioneers Week.

®* The NAA office is still in contact with all three
national television networks. As of this writing (sec-
ond week in February), it is still possible that there
will be some kind of network coverage of National
Auctioneers Week.

®* Regional television stations near the homes
of NAA officers — president, 1st vice and 2nd vice
presidents, and treasurer — will be notified for
possible NAA officer interviews during National Auc-
tioneers Week.

Week — Are You Ready?

Good luck with your promotional efforts of the
NAA’s National Auctioneers Week, April 6-12, 1980.
“The Week”” can be a most effective means of in-
forming the public and business community about
the auction method of selling. National Auctioneers
Week is an excellent opportunity to represent your
profession, your Association, and your auction busi-
ness. Feel free to inform THE AUCTIONEER of suc-
cessful promotional techniques during National Auc-
tioneers Week.

You may have missed the idea in The Week-
Part | article, but the idea bears repeating. Next
year, have National Auctioneers Week clearly dis-
played on your giveaway business calendar. This
year, next year, and for years to come, National Auc-
tioneers Week is your opportunity to ““sell’”” the auc-
tion method.

o

SALE CLERKING SHEETS

and other Auction forms
Write for Samples and Prices

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

Contact Civic Officials
Well in Advance

Especially if you are planning a promotional
event involving a civic official, contact the appropri-
ate offices well in advance of National Auctioneers
Week. As an example of the final proclamation to
be signed by local civic leaders, this AUCTIONEER
article presents a draft of the proclamation for The
Week.

NATIONAL AUCTIONEERS WEEK

April 6-12, 1980

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

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

endeavors.

Therefore, as (name of State Governor, Mayor, City Manager, Selectman, City or _County
Commissioner, etc.) | hereby proclaim the week of April 6-12, 1980 as National Auctioneers

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

| urge all citizens to recognize and honor the many noteworthy contributions that auction-
eers are making to our society and economy.

(Seal)

March, 1980
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(Signature)
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The Voice Projector 18 isback...
and now its even better than before

For years the Voice Projector 18 was the best portable P.A. System an w
auctioneer could own. It had a rugged, lifetime case; it was lightweight
for all-day use; it had a powerful clear-sounding amplifier so you didn't
strain your voice; it had a Shure microphone so your audience not only
heard, but understood your every bid call.

Lectrosonics now introduces two new model 18's that set !
a new benchmark in quality. The VP18R has all the
teatures of the original model, plus hi-level input and output
tor connecting to other audio devices such as a tape
recorder. Now you can play music through your
VP18R beftore the auction begins, without
being embarrassed by the quality of the sound.
[n addition, record your bids to settle disputes
or questions after the auction. The 18R also
has a heavy-duty, rechargeable power pack
that provides 50% more life than the
original VP18. Simply plug in the charger
and your Voice Projector will charge - |
overnight. Then use the VP18R with =
contidence all day . . . your voice will |
probably give out before
your Voice Projector does.

VP18R - $295

The economy model Voice Projector 18D
uses nine “D" cell batteries instead of a
rechargeable power pack, has a
Primo microphone, and does not have
hi-level connections.

" VP18D - $195

xxxxx
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Freedomike
Wireless Microphones

For the auctioneer that wants total freedom,
Lectrosonics offers the Freedomike. Each
system contains either a tie-tack mike or a
hand held microphone. Either mike
connects to a miniature belt-pack
transmitter. The frequency-matched
receiver plugs into your existing sound
system, or the portable PP48R.
Protective carrying case provided.

Plus Power 48R
Amplitier/Speaker

For the audience that’s even
bigger than your Voice
Projector 18RR, Lectrosonics has
the Plus Power 48R. It's not
just an extension speaker. With
its own built-in 16 watt rms
amplifier, the PPP48R more than
triples your sound output.
And - like the new VP18R -
it's rechargeable so you don't
have to worry about replacing
batteries.

PP48R - $165

Freedomike System One
(with tie-tack mike) - $665

Freedomike System Two

(with hand-held mike) - $685

Freedomike System Three
(with both microphones) - $750

Lectrosonics products for auctioneers are available from:

Duane Gansz Forrest Mendenhall Bill Hagen Bob Miller
Duane E. Gansz Auction & Realty =~ Mendenhall College of Auctioneering ~ Western College of Auctioneering Indiana College of Auctioneering
14 William Street Route 5 Box 1458 8846 Holliday Drive
Lyons, NY 14489 High Point, NC 27263 Billings, MT 59103 [ndianapolis, IN 46260
315-946-6241 919-887-1165 406-252-2565 317-873-4601
Rowland Huey Hugh Miller Col. Gordon Taylor
John Huey & Sons Curran Miller Auction Reisch World Wide College of Auctioneering
11660 Parkway Drive Route 3, Box 457 Box 949
North Huntington, PA 15642  Evansville, IN 47711 Mason City, lowa 50401
412-863-4961 812-867-2486 515-423-5242

For prices and delivery information in Canada contact:
Gene Sworin, Telak Electronics Ltd., 100 Midwest Road, Scarborough, Ontario, M1P 3B1. Telephone 416-752-8575

- THE AUCTIONEER



Dear Ladies:

It seems as though the year of 1979 flew by
quicker than usual. | sincerely hope and pray that
you have all had a prosperous and healthy year.

My message to the ladies this month is to start
thinking ““convention”. That means planning ahead
for everything.

Don’t let your husbands send in the Convention
Registration Kit without your Ladies Auxiliary regis-
tration and your LA dues in it. Doing so will make
the convention run so much smoother, and will help
your Ladies Auxiliary secretary. By pre-registering
all you have to do is come to the convention regis-
tration table and pick up your membership card.

The Ladies Auxiliary had a great year in 1979;
and let's see if we can’t top that in 1980.

This personal note to the ladies on the commit-
tee for writing the history of the Auxiliary, | will have
the Minutes ready for you as soon as we arrive at
Nashville, which will probably be on the Monday be-
fore the convention.

Mrs. Marian Barnicle, Secretary-Treasurer
Ladies Auxiliary to the NAA
Lakeland, Florida

' ))))))))))))))))
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WATCHES (¢

‘,For all your watch needs . . . from one jewel to =
.25 jewels; with and without calendars; mens=
‘and ladies; railroad pocket watches. We alsov
ﬂcarry the popular electronic watches. Check \¢

for our closeout deals in watches!

*Lowest Prices *All new, factory fresh

*All watches boxed
with warranty

*Same day shipment

WAGNER WATCH CO.

8 W. 37th Street
New York, NY 10018
Phone: 212 695-7962
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Compare in your area? The number of Kansas
farms in 1980 which will have annual sales of $1,000
or more of agricultural products is estimated at

March, 1980

| he Ladtes Axﬂ;ary 0
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kota 58424 Phone 701 763-5351 . :f;:?.;':
ffg-g.ers W. F. (Eleanor L.) Moon, 12 Lewss Rd Narth Attle-{;'f”f_f
-' bom, Massachusetts 92760 Phone 617 761*3003

- TERMS EXPIRING 1981

:-__-_Mrs wylge (Joan) R:ttenhouse 9 Derrlck Avenue, Uman-

Texas 76233 Phune 214 348 2833 .
{_':'Mrs Rex (Naomi) Newcom, P.O. Box 453 thtewater

Kansas 67154. Phone: 316 799 -2-273 .

é'-f__fTEFfMS EXP:RIiﬁfj'f;-%;'f;:;_2?'_:5_5;_;19:0

“‘};:-};Mrs Martin (Brenda) H;ggenbotham 1702 Edgewaadé_;{f’-??'j-
. Dr;ve, Lakeiand Flonda 33803. Phone 313 688- 6094;;%{:5;*;
Mfs Forrest (Bet ty Jo) Mendenhall, Route 5, Box 395,
_ High Pmnt North. Caralma 27263 Phone 919 387--;32-%55??-3
. 1155 __ -
::-fz:ﬁf'Mrs Bob (Ann) wulsams P . Box 133 Arlmgton, Wash-_gg;g;:j
. mgmn 98223. Phone: 206 435 3608 |
_f_'i?é;f?ers Ed (Jeri) Hu:sman 12396 Aiabama Fload Galt Cai;-*;éi.}iff
forma 95632 Phone 209 748-2659 -

72,000 according to the Kansas Crop and Livestock
Reportlng Service.

This is unchanged from 1979. The long-time
steady decline in farm numbers has slowed in re-
cent years with only a 4,000 decline in Kansas farms
In the past five years.

HIGH PLAINS JOURNAL

That house you're selling has firewood stacked next
to it? You might have trouble with insects and ro-
dents. One expert explains, to reduce the chance of
pests invading a home, firewood should be stacked

a good distance from the house. If wood must be
stacked near the house, it should be kept at least 18
inches off the ground and 18 inches away from the
side of the dwelling, he says. A long narrow stack
one log wide also offers much less rodent harborage
than a short stack that is several logs wide.

FARM & DAIRY
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THE AUCTIONEER’S LIBRARY & REFERENCE BOOKS

Latest Advanced Methods
For The Professional Auctioneer

|

The Most Comprehensive Information Ever
Published On Auctioneering

A B i i

TELLS YOU HOW TO KEEP THE BUSI-
NESS YOU HAVE AND HOW TO GET THE
SALES YOU HAVE NOT BEEN GETTING.

fer B Meibide e | famne| | ﬁmr

Author & PUinSher Nothing IS Left Out = BN m\ww&mnmmjw mm;w
(Photo taken Nov. 1978) e —
10 Books — First edition now off the press T et

Address All Mail To —

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

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

8. Your status as a real professional is enhanced. Let's face
it — a tent is impressive.

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

LIGHTWEIGHT: Its aluminum frame makes it so.

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

STRONG: The frame is heavy gauge aluminum tubing w/hick-
ory arches.

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

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

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

OFFER GOOD ONLY IN CONTINENTAL UNITED STATES

Now you can receive your tent 10 days after we receive
your order.

Please send me a tent brochure. Enclosed is check or

How many tent companies can offer the features of the Steril PROFITABLE? money order. Send to:
Auction Tent: 1. You rent the tent to your clients.
2. You avoid costly cancellations. Name

What every auctioneer needs is a tent that is versatile,

one that can be used for the small sale and the large sale. 3. You are going to get more sales if your competitor doesn't

have one; also you will get sales that you may have lost

when a prospective client asks, “What do we do if it Address _
Why wear your nerves to the breaking point with indeci- rains, snows, or the sun is unbearable?”
sion? Why have costly cancellations? If you own a Steril
Auction tent, you can negotiate tent rental with your client as 4. Your commissions will be greater because more people City State Zip
soon as inclement weather is forecast, which may be just will stay and be comfortable — more people, more bidders.

before the sale.

5. More people will attend your sale if your ad reads, “Sale

" under ent i case of bad weathr. JESION'S AUCTION SERVICE
Our tent is strong, wind-resistant, portable, lightweight,

multi-use, profitable, and versatile. Why? 6. You can rent out your tent to other auctioneers. P.O. Box 46 @ McKeesport, PA 15135
Phone: 412-751-5566
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State Association Conventions — NAA Officer or Director Representative Requests

State Hotel or Motel

Convention Dates Association and City

February 29- Montana Holiday Inn

March 1 Bozeman

March 14-15-16 Kansas Holiday Inn Holidome
Hutchinson

April 11-12 Texas El Tropicano Hotel
San Antonio

April 12-13 [llinois Ramada Inn
Fairview Heights

April 13-14 Kentucky Owensboro

April 25-26 Arkansas West Memphis

April 27 lowa Des Moines

May 4 Nebraska Holiday Inn
Ogallala

May 3-4 Missouri Osage Beach

May 3-4 Oklahoma Oklahoma City

May 17-18 South Carolina Sheraton Palmetto Inn
Greenville

June 12-13 Wisconsin

June 13-14-15 South Dakota

June 16-17 Tennessee Hilton Inn
Nashville

July 30-August 2

NAA Officer
or Director
Representative

Convention Chairman
or NAA Officer or Director
Request Made By

Craig Mandeville Frank Bass

Rex B. Newcom C. E. Cumberlin

Gary Fingleman Harvey McCray

Jim Prindable Archie Moody

C. E. Cumberlin

A. J. Appling, Sr. Martin Higgenbotham

no request

Harold Kraupie C. E. Cumberlin

Doran Livingston Harvey L. McCray

Paul Wells no request
C. E. Cumberlin
Victor Voigt Howard Buckles

Archie D. Moody
no request

NAA Convention Opryland Hotel, Nashville, Tennessee.

Representatives of State Associations have offered the above dates, places and facilities of
State Association conventions and/or annual meetings. Added to the information is the name of
the NAA officer or director who has been requested by the State Association to attend as the of-
ficial NAA representative. All NAA officer or director requests have been coordinated through the
NAA office and if any of the above information is not correct, please contact Executive Director

Harvey L. McCray at 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.

In Hemoriam. ..

T. R. “DICK” DOLAN

T. R. “Dick” Dolan, 56, of North Platte, Nebras-
ka died January 8, 1980 in a North Platte hospital.
He had attended auction school in 1956, and began
Dolan Auction and Realty in 1959.

Mr. Dolan was a member of the National and
Nebraska Auctioneers Associations, and was very
active in the A.A.

Survivors include his wife, Phyllis, four sons,
seven daughters, 15. grandchildren, and 1 great
granddaughter. His four sons: Tom, Dan, Bill, Doug,
and one daughter, Darlene (Mrs. Dick) Davis, are all
auctioneers.

March, 1980

A memorial has been established with the Holy
Spirit Catholic Church Building Fund in North Platte,
Nebraska.

H. C. “RED” JESSEE

The secretary-treasurer of the Tennessee Auc-
tioneers Association has informed the NAA office of
the death of H. C. “Red’’ Jessee, December 12, 1979,
in Morristown, Tennessee. Mr. Jessee had joined the
NAA and the TAA in 1959.

Owner of Jessee Real Estate Auction Company
in Morristown since 1950, Red Jessee had been ac-
tive in the area’s industrial development and other
major community projects. He was instrumental in
the founding of the Bank of Morristown, now First
Tennessee, and a founder and charter member of the
Tennessee Auctioneers Association. He also served
as chairman of the TVA Commission for the U.S.
Federal District Court of Tennessee, and was past
chairman of the Morristown Power System.

Memorial contributions may be made to the
American Heart Association.
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Successes Favor the
Real Estate Auction

Property not selling? Here are solid
case histories to show the success of

the auction method in today’s real
estate markedt.

By Daniel F. O’Leary

Philadelphia, Pennsylvania — The present tight
market for mortgage money should not deter auc-
tions of real estate, in the opinion of Alfred Traiman,
president of Louis Traiman Auction Company.
“There is a parallel in 1980 to other similar years
when we continued to auction important properties to
cash buyers despite the apparent unavailability of
mortgage money.”

In 1979, the Philadelphia-based Traiman Auction
Company repeatedly found nation wide buyers for
properties which had not found their market in con-
ventional sales. While not the largest sale of the
year, the auctioning of late Frank DeFeo’s duck farm
at Somers Point, New Jersey, provided a text book
example of the efficiency of auctions in finding the
market.

The farm had 21 acres of usable “upland” prop-
erty and 400 feet of road frontage. The heirs of the
estate had an asking price of $450,000. But over an
extended period of time, the only offers were tenta-
tive. One offer was a request for a three-year option
to purchase with no accompanying risk money.

Zoned commercial, the farm auction attracted
an interested crowd of bidders, and the final result
was $750,000. The sale demonstrated the protection
which fiduciaries receive by exposing properties to
the broadest markets through auction.

Other 1979 real estate-at-auction successes are
the basis for confidence in auction method during
1980.

Case List |

“Cedar Meadows,” in Ghent, New York, com-
prised a 9-hole golf course, camp ground, an old
dwelling, and a restaurant on 41 acres. The opera-
tion failed to produce adequately for its out-of-state
owner. He offered it at private sale for $225,000 with
no takers. Traiman Company divided it into seven
parcels and sold it for $298,750. A New York state
auctioneer cooperated with Traiman in this and other
sales; and the company welcomes inquiries from
other auctioneer and real estate brokers.

~ "Hill’s Choice,” is the picturesque name of an
historic gentleman’s farm in Cecil County, Maryland.
Owner Samuel Shelton chose auction for the 76
acres which brought $300,000.

| Wisconsin Transaction, Inc., purchased a Ston-
Ington, Connecticut, residence of an executive whom

40

CLUB HOUSE of Carrol Valley Golf Club, Gettysburg,
Pennsylvania, sold for $922,600 at Traiman auction.
MANOR HOUSE of 155 acre farm in Chester County,

Pennsylvania sold for $1,026,750 when divided into
parcels.

the firm transferred. Almost a year later, it still
owned the home. Efforts at private sale proved fu-
tile. The auction created an immediate market at
$162,500, which the firm promptly accepted. Demon-
strating an auction’s drawing power, the house was
sold to a neighbor across the street who had shown
no interest when the home was offered privately.

Case List Il

Dr. William Stepansky’s family grew up, and he
no longer needed the 3,600 square-foot ranch house
with professional offices at Trappe, Pennsylvania.
Auction developed sufficient buying power to sell the
entire property to a group of doctors for $150,000.

“Sycamore Farm,” 155-acre gentleman’s farm in
Chester County, Pennsylvania, was ordered sold at
absolute auction by the Kenworthy family, for whom
the Traiman Company had previously sold three
farms. It was divided into ideally sized parcels and
sold for $1,026,750.

One property with problems was a commercial
building on Philadelphia’s Main Line which, despite
full occupancy, had an annual negative cash flow of
$1,000. The best offer at private sale was $150,000,
which the prospective buyer refused to raise. Fidelity
Bank, trustee, ordered an auction which produced
strong competition and a favorable result of $285,000.

John McShain, Inc., a general contractor who
had built the Pentagon and restored the White House
during the Truman administration, owned a two-story
office building near Trenton, New Jersey. It had
been vacant for two years and had deteriorated.
When private sale efforts were unavailing, auction
created an immediate cash market at $350,000.
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Successful Auctioneering Across the Nation

Case List lli

The financial institution which owned the Carroll
Valley Golf Club near Gettysburg, Pennsylvania, had
tried for a considerable length of time to sell it. The
Traiman Company, having sold six other golf prop-
erties, produced $922,600 for the club and some ad-
ditional acreage.

“Schoeneck Farms,” 545-acre operating farm in
Northampton County, Pennsylvania, included an al-
falfa pellet meal processing plant. The auction sale
produced a result of $608,850. A Mid-West insurance
company with a major financial interest in the farm
approved the sale of a large portion of the acreage
and retained the plant and certain other acreage.

Philadelphia’s Fidelity Bank was trustee for a
residence and cottage on a three-acre site at Hyannis
Port, Massachusetts, on Cape Cod. Traiman Com-
pany split off one acre as a separate parcel ordinarily
worth approximately $50,000 but which produced a
$76,000 result at auction. The dwelling and cottage
sold for $190,000, a grand total of $266,000 cash.

A Mr. R. C. Adams owned a KOA campground
in Berks County, Pennsylvania, and found business
sharply reduced by the fuel shortage. This kind of
property is difficult to market by private sale, but an
auction produced substantial buying power and re-
sulted in $186,000 cash.

Another type of property which produces diffi-
culties is hunting acreage. Real estate broker Homer
C. Betts called for an auction to market his hunting
acreage with small dwelling in upstate Pennsylvania.
The result was $72,500 cash.

The variety of properties which the Traiman
Company auctioned in 1979 spanned the range of
real estate holdings.

Well advertised and well handled auctions pro-
vide assurance that the greatest number of prospec-
tive buyers are alerted, truly the most protective
arm’s length transactions for fiduciaries to follow.
The auctioning of real estate has been growing in
recent years as more sellers and trustees of property
realize that the real estate auction provides the best
vehicle to obtain the optimum price.

ST TErERT IS SIS T

The small-business sector of the American
economy stands strongly behind President Carter’s
decision to balance the federal budget before cut-
ting taxes. According to results of a survey sent to
more than 595,000 people who own small or inde-
pendent businesses, 64% of the respondents voted
to sacrifice a tax cut in order to help put an end to
uncontrolled deficit spending. Thirty-one percent of
the respondents opposed the idea of balancing the
budget before cutting. taxes, and 5% were unde-
cided.

HIGH PLAINS JOURNAL

March, 1980

Auction Supplies "
Paddle Cards o
Clerk Sheets o

Item Receipt System @

Direction Signs

Write for Samples and prices

SMART ART PAPER PRODUCTS
501 Penna. Ave.

Downingtown, PA 19335

The Basic Concept of AUCTION PITCH . . .

“The right thing said at the right time in the right way
makes people bid,” Col. Fred Andrews, noted Ohio and

multi-state auctioneer for 65 years.

Over 4,300 Proved

AUCTION PITCH It

“Bid Getters”’ =" ‘“‘Auction Sayings”’

_ averitable goldmine

For
AUCTIONEER

=, PEDIGREE M§

RINGMEN

! AD WRIT

| -

is a 176 page book loaded with auction sayings, quips,
laughs, ribs, banter, bits, etc., mostly one-lines, collected
from 100’s of auctioneers all over the U.S. and Canada
during a 53 year period. AUCTION PITCH IS WRITTEN

Tk
(1) Get More AIDD: Attention, Interest, Desire, Decision.

(2) Improve your ability to inspire bidding.

Included at no extra charge a 12-page booklet gcopy-
right 1976) entitled “AUCTION CHANTS”. The price of

AUCTION PITCH is $12.50 postpaid. Actually, the price
includes 3 books: BID GETTERS was $10.00, AUCTION

SAYINGS was $5.00, Auction CHANTS was $5.00.
Order from Earl:

Earl D. Wisard, Auctioneer
R 1, Dundee, Ohio 44624
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AUCTION FORMS

IMPRINTED WITH YOUR NAME &
NUMBERED OR NUMBERED ONLY AS LISTED

ALL CLERKING TICKETS - 3 copies 82" x 11 NCR
12 on or 10 on - not numbered - 250 sets $22.50, 500
sets $43.50, 1000 sets $85.00.

CLERKING TICKETS - 10 on or 12 on - Imprinted your
name, address and telephoone number, 250 sets $50.00,
500 sets $75.00; 1000 sets $125.00.

CLERKING TICKETS - 10 on only - Numbered 1 to 1000

100 sets $18.00, 200 sets $35.00, 500 sets $65.00,
1000 cets $100.00.

CLERKING TICKETS - 10 on only - Numbered 1 to 1000
and imprinted your name, address and telephone number
on each ticket. 250 sets $60.00, 500 sets $90.00. 1000
sets $135.00.

ALL FORMS LISTED UNDER THIS HEADING are 814"
x 11 sold in pads of 50 each pad at $1.75 per pad,
10 pads at $1.40 each, 20 or more pads at $1.20 each
pad. Not numbered.

CLERKING SHEETS - CASHIER'S STATEMENTS
TERMS OF SALE - CONSIGNMENT CHECK-N
CONTRACT FORMS - PROMOTION SCHEDULE
BUYER’S REGISTRATION - 2 FORMS - 1 with room for

13 names - new form for 20 mames.

FORMS LISTED BELOW NUMBERED FROM 1 to 1000
50 sheets each pad, 1000 numbers; 1 pad $3.15: 10
pads at $2.55 each, 20 or more pads at $1.95 each.

CLERKING SHEETS - BUYER’S REGISTRATION

CASHIER’S STATEMENTS - Numbered from 1 to 1000
1000 lcts only, $41.00. imprinted your name, address
and telephone number and numbered 1 to 1000, 20 pads
lots only $50.00.

TAGS Cardboard 22" x 52’ - 3 part perforated, hole
;;J%% 1000 tags $9.50. 2000 tags $18.00, 5000 tags

TAGS - Form No. EATN-26 - Cardboard 22" x S5»*
numbered 1 to 1000; 1’ numbers; 3 part perforated: hole

at top, 1000 tags $18.50; 20G0 tags $36.00; 5000 tags
$85.00.

WIRES FOR TAGS - 12” long -
1000 wires ........ $9.00 5000 wires ........ $42.50

TAGS — Sticky Back - Form No. EATSB-35 - 3 part
peroforated, with room to write numbers. Need no wires,

Peel off and stick on, 1000 tags $20.00; 2000 tags
$38.00; 5000 tags $90.0C.

TAGS - Form No. EATCBN-36 - Sticky Back - 22" x 5",
no wires needed. peel off and stick on; 1 numbers, 1000
tags $30.00; 2000 tags $55.00; 5000 tags $125.00.

BUYER CARDS - Form BS-20 314" x 7" - 1000 cards
$7.50, 2000 cards $14.00, 5000 cards $32.50.

BUYER CARDS - Form No. BCN-30 Numbered from 1
to 1000 - 1000 cards $15.00, 2000 sards $29.00, 5000
cards $75.00.

BUYER CARDS — No. BCND-50, Numbered 1 to 1000
1" display numbers; 1000 cards $25.00, 20C0 cards $40.00,
9000 carsd $85.00. NO NAMES

ARROW DIRECTION SIGNS Word AUCTION in beg type
& BOLD ARROW colored cardboard 9 x 117, 50 signs
$7.50, 100 signs $10.00. Arrow directions assorted.

Payment with Order — We Pay Postage
C. O. D. Orders — You Pay Postage
— WRITE FOR FREE SAMPLES TO —

STOCK YARDS PRINTING CO.

1613-A Genesee, Kansas City, Mo. 64102
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Hereford Show Dedicated to
NAA Life Member Britten

The Register of Merit Hereford Show at the
Houston Livestock Show and Rodeo was dedicated
to NAA Life Member, Walter S. Britten. Held on
February 22, premiums for the open Hereford event
were set at $15,000.

Walter S. Britten was honored by the Houston
Livestock Show “‘in recognition of his dedication and
untiring service to the Hereford breed and the live-
stock industry’.

Godfrey Auctions for United Cerebral Palsy

NAA auctioneer Jim Godfrey conducted a bene-
fit auction January 13, 1980 to raise funds for United
Cerebral Palsy of Central Florida. The auction was
held in a local shopping mall in conjunction with the
annual Cerebral Palsy Telethon.

The sale raised almost $5000 to help United
Cerebral Palsy continue and expand its many ser-
vices for children and adults with Cerebral Palsy.
Assisting with the bid calling and other auction
duties were NAA auctioneers Fred Dietrich, Lewis
Dell and Sid Segal.

Small Town Success Story

On November 24th, 1979, NAA member Bob
Burns and family opened a consignment auction
business in the small Missouri town of Cowgill, pop-
ulation 250. The intention was to have a sale every
two weeks.

However, after their third sale on December 22,
when they had 90 buyers on the Saturday night just
three days before Christmas, they discovered they
really had something going. Beginning the first Sat-
urday in January 1980, the Burns’ began having
weekly sales and are presently considering twice
weekly sales.

Their best sale again happened on a Saturday,
January 18, when they sold 28 pieces of Pink Cherry
Blossom Depression glass for a total of $498.50, and
an 1854 half-dollar California Gold Piece for $440 to
a Texas buyer.

The Burns consignment auction house attracts
buyers from Kansas City and St. Joseph, Missouri,
both 65 miles away, plus buyers from surrounding
states.

SUBSCRIBE NOW

Are you interested in equipment,
| trucks, auctions, etc? Then sub-
scribe to the TEXAS TRADER, semi-
monthly publication. $10.00 per year.
Box 3945NA, Bryan, Texas 77801
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Roebling Collection Sold At New Jersey Auction

Veteran NAA auctioneer B. N. Coats, Rumson,
New Jersey, handled the sale of an extensive collec-
tion of Oriental art objects and other choice antiques.
The January 1980 auction of the Roebling Collection
grossed $127,865, with the New Jersey Historical
Museum purchasing most of the choice pieces. The
man who amassed the collection, Washington Roe-
bling Il, was the grandson of the designer of the
Brooklyn Bridge, and heir to the Roebling Steel
Works fortune. Roebling, however, was killed when
the Titanic sunk in 1912.

The sale attracted 847 visitors to the Preview, at
$5.00 admission charge, plus catalogue and admis-
sion to the sale. Buyers were present from 11 states.

Cheyenne “Pre-Auction Auction’” Big Success

The Cheyenne Kiwanis Club added a new di-
mension to their Annual Auction under the leader-
ship of Chairman, an NAA auctioneer, Tim Smith.

At a ‘‘Pre-Auction Auction’” held during a reg-
ular club meeting, various services and products
were offered by the members and their families. Ser-
vices included eye exams, square dance lessons,
paintings, legal service, furniture refinishing, bar-
tending, piano concert, live background music, re-

I =
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cording, photography, employment service, collec-
tion service, and many other similar services.

The regular Auction was held as usual with
hundreds of new and used items plus meal tickets
for sale by Kiwanis members and many local mer-
chants. The Auction is open to the Public and a full
house was on hand for the bidding.

The Auction is presently the largest fund raising
project for the Cheyenne Kiwanis Club. This year
$3600 was raised from the ‘‘Pre-Auction Auction’,
and $3200 was realized from the regular Auction sale.
Expenses were $350, leaving $6450 for the club to
fund its many services in the community.

(Reprinted with permission from the ROCKY
MOUNTAIN DISTRICT KIWANIAN, Wheat Ridge,
Colorado.)

NAA Meetings Schedule

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

NAA Convention Sites

1980 — Opryland Hotel, July 30-August
Tennessee

1981 — Las Vegas Hilton Hotel, July 29-August 1, Las
Vegas, Nevada

1982 — Hilton Hotel, July 28-31, Atlanta, Georgia

2, Nashville,

Better Auctioneers Start With Better Training!

ﬁﬁ@ ok

‘g..

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 information
today.

U.S. HWY. 29 & 70 (I-85) @ HIGH POINT, NORTH CAROLINA, 27263 e PHONE (919) 887-1165

March, 1980
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CELEBRATE SHELDON CORD’S

$2,000,000 SUPER DEALER SALE. OPEN 7 DAYS.

DON’T WASTE TIME! BRING YOUR CAR OR TRUCK AND LOAD-UP. OPEN EVERY SATURDAY & SUNDAY 9 A.M. to 4 P.M.

* UNBEATABLE PRICES < UNBEATABLE VALUES
CASH & CARRY CASH & CARRY

In-Dash AM/FM

DELUXE Deluxe 8 Track
40-CHANNEL 8-Track or p
CB UNIT AM /FM Ca:ssette = Deluxe Men's
LED Readout No. 9090 s o cﬂ"'s’:"" Ultra Thin
'A ’”’m . r ereo EI ' ‘
ich Control Ea. $79.95 or Cassette SLITONIc
ique o Quartz Watch

with Speakers
Ea. $18.50

Ea. $39.90

Ea. $10.95

LADIES’

BIC Deluxe
Adults
Carded L.E.D. Novelty
Butane 8-Function X-Rated
I.ighhrs Quartz Watch T-T-F Watch Deluxe GUTTER
CB TRUNK Gross $54.00 Ea. $11.95 Ea. $6.25 Heavv Dut MOUNT
ond Ll CB ANTENNA
ROOF MOUNT Copper Clad Packed 20
ANTENNA ORDER DIRECT FROM THIS AD — SEND CASHIER’S check, Cookware Set e
Ea. $3.60 money order or certified check for immediate 24-hour service. to Carton
Packed 20 SORRY, NO PERSONAL CHECKS. Best in prices-service-quality. $11.95 Ea. $3.00

Minimum order accepted $50. Servicing the wholesale trade for
over 25 years. All merchandise shipped F.0.B. Chicago. All mer-

chandise is brand new and comes with a factory guarantee. Men's and Ladies’ Sunglasses .................... Doz. $ 3.90
Large Size Grandfather Clock ....................... Ea. §$ 11.90
____ WATCHES'n JEWELRY o o by ke e g o By~
Large Size Kerosene Lamps—Asst. .Doz. $ 9.00
MEN’S L.E.D. 5-FUNCTION QUARTZ WATCHEs. $ 9.95 L CUE SPECIALS Assorted Cultured Peari Pendants .............. Doz. $ 12.00
Men’s Goid Watch With Band........................ Ea.$ 4.95 SOLD IN DOZEN LOTS ONLY BuutIl:ul Star Sapphire Pendants................ Doz. $ 16.50
Ladies’ Gold Watch with Expansion Band ......Ea. § 6.50 Beautiful Asst. Cocktall Rings - in Display...Doz. $§ 5.00
Men's “Skin Diver” Watch with Calendar ... E8. § 6.50 | 5 e Toumamant Goe Stk o Cue---DOZ 8400 1 Digposable LiGhters......................c.. 2Daz.§ 7.50
Ladies’ Nurses Watch with Band................Ea.§ 6.50 5 Pc. Hand-Carved Prof. Pool Cue Set ....Doz. $84.00 Ass’t. Rhinestone Earring & Neckiace Set ...Doz. $ 24.00
Ladies’ Fashion Watches.............................. Ea. $ 10.00 9 Pc. Hand-Carved Pool Cue Set.............Doz. $54.00 Trick Brandy Glass—Hot Seller! .................. Doz.§ 4.50
Ladies’ or Men'’s Digital Watches .................. Ea.$ 7.95 6 Pc. Hand-Braided Pabst Bilue ' ’ Ronson C tte/Va Caseset.............. Doz. $ 19.00
Ladies’ Date-O-Matic D&D Watches.............. Ea. $ 10.00 Ribbon Beer Cue Set..............co.o... Doz. $54.00 8-Track & tte Car Player (Combination).Ea. $ 29.95
Men's 17-Jewel Calendar Watch—Swiss .......Ea. $ 9.50 6 Pc. Hand-Braided Budweiser R Beautiful Super Star ““Nothing” Neckiaces..Doz. § 3.00
Ladies’ SEIKO Look Watch with Calendar..... Ea. $ 9.50 Beor Cue Sot. ... .. Doz. $54.00 Deluxe Phonograph-Radio Comb. .................. Ea. $ 16.50
Ladies’ BRILLIANT CUT—HAND SET Pool Cu COTying Ca88 ...............oooooorr. Doz. $24.00 Nothing Necklaces ......................ccceucunenen. Doz.$ 1.50
173 STONE WATCH............c.cccevvrrcrnnrennene. Ea. $ 13.50 sl Cadillac Eldorado Noveity Radio.................... Ea.$ 7.50
17-Jewel Hunting Case Pocket Watch............ Ea. $ 19.00 17-Pc. Antique Coffee Set - Boxed................ Ea. $ 14.50
Men's Asst. Stone Watches .......................... Ea.$ 7.50 “ 144-Pcu .cﬁ:“ndllnn r:;oldw gmlay lm:hnm.l - ‘
Ladies’ HEART SHAPED WATCH .................. Ea.$ 850  40-PC. COMBO METRIC & REG. ; s, Earrings & Rings ............ 59.95
Ladies’ Deluxe L.C.D. Watches..................... Es. $ 15.95 SOCKET SET .......ccouorveererrecraerseeeaecssssnnns Ea.$ 675  Glant Size Electric 3-D Picture....................... Ea.$ 8.9
Men's Deluxe L.C.D. Watches ...................... Ea. $ 14.95 50 Ft. Drop Cords—All Copper Wire ........... Doz. $ 24.00 Diamond CutCrosses ................ccccuunen....e. Doz.$ 3.50
2-pc. Perfume Pon & Pencli Set .................. Doz.$§ 9.90 100 Ft. Drop Cords—All Copper Wire ............ Ea.$ 3.00 40 Channel Citizen’s Band Receiver with
4-pc. French Leather Gift Set ..................... Doz. § 18.00 7-Pc. 2-Fisted Screwdriver Set............... Per Set$ 2.65 Deluxe AM/FM Radio ................................ Ea. $ 10.90
Men’s Wallets, Boxed................................. Doz.$ 6.90 20-Pc. SOCKO SOt womoeeeeeeeeeeeeeeeeeeeeeeen Set$ 6.90 Men'’s Cotton-White Tee-Shirts ................... Doz.§ 9.90
Trucker’s Cowhide Wallet 40-Pc. Tap & Die Set ...........c.orovveerrrreennnnn... Ea.$ 975  Men's Cotton-Colored Tee-Shirts................ Doz. $ 10.90
w/5 Compartments ....................cccceueeee. Doz. $ 33.00 4-Pc. Pipe Wrench Set, 8"-10"-14"-18" ..........Set $ 10.90 Giant Barlow Knife....................ccccccueeeneeen. Doz. $§ 12.00
21-Jewel Men's Calendar Watch.................... Ea.$ 11.00 4 pc. Adjustable Wrench ...................c.......... Set$ 1250  Bunny Neckiace with Red Eye..................... Doz.§ 6.00
's & Girls’ Asst. Disney 25-Pc. 2" Socket Set w/Metal Box.............. Set$ 10.80 Bunny Stick-Pin with Red Eye...................... Doz. § 6.00
haracters Watch : Set$ 1.75 Beautiful Gold Pipe Neckiace...................... Doz. $ 6.00
' Cigarette Pack Size Radio............................. Ea.$ 475
_ Yorky Radio, all Plush.................c.ccoeuurunnec. Ea.$ 5.00
Miracle Painter...............ccceeeveevvrenenreennenes Doz. $ 24.00

ELEC. CAN OPENER—KNIFE SHARPENER
=BTL. OPERER ......cociiviiiinmisiinsiinaiininns

Ea.$ 7.50
. RADIO - BATTERY/ELECTRIC ..o Ea.$ 9.95 .
M“DW.,.,,'m?;Esm"%'m """ g : 1:': Sexy Doll Radio—Glant Size ......................... Ea.$ 7.90 DON'T WASTE TIME! VISIT US NOW
0. Codlara B Ea $ 1100  Deluxe 5-Band—Police—AM/FM Radio.......... Ea.$ 11.50 AND ASK ABOUT OUR SPECIAL
7-Pe. Hard TEFLON-II Sot—Aset'd cotors . Set $ 10.50 Beer Can RacioS .................o............ Ea.$ 4.00 TRUCK AND CAR LOAD PRICES. AF-
Musical Beer Stein—Large Size...................... Ea.$ 500  Track AM/FM Home Stereo Set with 2 TER 30 YEARS IN BUSINESS, MR.
ted Handie—Sheffield w "ltm Spultm ........................... Ea. $ 49.95 SHELDON WILL P VE T Yo THAT

19-pc. Decora . England : ROVE TO YOU

cmm 1 yr. guarantee Set$ 6.00 Animal Plush Poodie Radio—Ass’t. Colors.....Ea. $§ 4.50 NO ONE. BUT NO ONE ILL BEAT
EVERSHARP B-pu. Dokuxe Stesk Knife Sei Doz, $ 10,80  ROLLS ROYCE CAR RADIO.........ovrrvce. Ea.$ 6.90 : , W E
cP g ' w “Ea s 1250  AM/FM Radio—Medium Size......................... Ea.$ 4.95 HIS PRICES. DON'T MISS OUR MAY
. _Pc_“"m"""m."“'smf,"l |°°". s,'“,' ' CookwareSet 'Set $ 1800  Electronic Radar AM/FM Digital Clock Radio .Ea. $ 16.50 AND JUNE WEEKEND SUPER SALES.
‘-Pc. w W sw,d KM. s.. ......... E. , 5.50 m Trhx“ 20 0Z. SM“ ........................... Pr.$ 21.90 Sheldon
ﬁ_'“m""_,.n -'s.,,.“"'f 3,‘:‘,,";,3;:*;;;;;;;;;;;;;;;;;5.‘; : ,3;: LAST MINUTE SPECIALS WHOLESALE ONLY! FOR RESALE ONLY!
6-Pc. Emperor Knife Set.................ccccuueenen. Set$ 5.75 Automatic Switchblade Comb .................. Doz. $ 11.00 Send $1.00 for Compiete Catslog. Visit our
2-Pc. Deluxe Chef Master Knife Set .............. Ea.$ 250 8-Digit COlCUIRON ..., Ea.$ 4.00 Giant New 25,000 Ft. Showrooms. Perking
50-Pc. Stainiess Steel Flatware...................... Set $ 10.00 Golf Balls, rm'g adv., Pin-Flight.Doz. $ 4.25 for over 100 cars. Bring your truck or car snd
1500 Watt Dryer & Blower ............................. Ea.$ 7.25 Mighty Midget Pistol Key Chain ................. Doz. $ 6.00 joad up—$2,000,000 inventory on hand at al
6 Pc. Chef Master Knife Set......................... Set$ 5.50 Cannon Towels—Glant Size ......................Doz. § 9.90 times.
— : (10x50) Binoculars with Leather

Carrying Co88.............c.nimiinnassmii Set§ 24.50 Opon: Mon. thru Fri. 9 to 6
O Grduns Oniy fenl S Lo Tl xS CALL US Fons:ﬁ:::uﬂi:r::v‘mices
BRAND NEW—13-nch by Sharp..................Ea. $230.95
Toll Free (800) 621-7999 10 Page Photo AIBUM ................covververrennn, Doz. $ 14.00 “WE AIM TO PLEASE"
SRR Mini-Stereo Radio w/Speakers.....................Ea. § 590

s > Ave. Chic: 1L 60659
SHELDON CORD PROD. i s crriore o or
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Chicago, IL 60607 |
A i ; Area Code 312-421-5140

Or Visit our Giant Showrooms

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

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

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

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

*Catalogs without our name available for your use

To: Cook Bros., Inc., Dept. A976 i

MAIL 113 N. May St., Chicago IL 60607 |
THIS I\cr;s | want to make more money! RUSH my copy of your big, new wholesale cata- E
NO-RISK My name....................... e IR S U :
COUPON A |
- R SRR :

State. o AP e o e e e :

4
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State Association Reports

Historic Manassas, Virginia Site
Of Virginia Auctioneers Convention

An informal early bird social kicked off the
Virginia Auctioneers Association’s 22nd annual con-
vention held in Manassas, Virginia, adjacent to the
Manassas National Battlefield Park in Northern Vir-
ginia.

A record of over 100 auctioneers, family and
guests registered for the Convention held Saturday
and Sunday, December 1 and 2, 1979. Convention
activities officially began with the President’s lunch-
eon followed by an afternoon of educational ses-
sions: business and personal security; the insurance
needs of the auctioneer; address by Larry Reed,
President of the Pennsylvania Auctioneers Associa-
tion, “The Auctioneer — Your Job; Your Responsi-
bility; Your Future’; and NAA president Chuck Cum-
berlin closed the afternoon sessions with an audi-
ence participation bid calling seminar.

Saturday afternoon the ladies were treated to a
tour of ‘“Liberia’”, a lovely manor house with an
Illustrious Civil War history. While at ‘“‘Liberia”’, the
VAA ladies served hot spiced Virginia apple cider
and ginger cookies while they enjoyed a presenta-
tion of fashions and door prizes by the Ilvy Door of
Manassas.

Saturday evening activities began with ““Smiley”
Hobbs entertaining on the banjo during the social
hour, followed by a buffet banquet at which time the
Honorable Charles ““Chuck’ J. Colgan, Virginia State
Senator, gave the welcoming address. Mr. William
Farquhar entertained the VAA audience with a fun-
filled, double-talking speech on taxes. The buffet
was concluded with the presentation of advertising
awards by NAA President “Chuck’” Cumberlin. Out-
standing Auctioneer of the Year Award was pre-
sented to Howard R. Herring.

All members of the Association donated two
items for the Fund Auction. One half of the record
proceeds were presented to Mrs. Stuart Desper as
a memorial, from the VAA, to her late husband, a
past VAA President. The evening’s activities ended
with a dance.

On Sunday morning the annual memorial ser-
vice was held, followed by an interesting and in-
formative address by Chuck Cumberlin. The busi-
ness meeting and convention were concluded when
the NAA President installed the following newly
elected VAA officers: President Stephen Sheets, Vice
President Harold Enstminger, Secretary-Treasurer
Jeanette Desper, Gaines Dickenson and Jack Peo-

ples were elected for a three-year term on the Board
of Directors.

Sunday morning, the VAA ladies took a bus trip
to an antique center for a morning of browsing. They
visited the Christmas Bazaar of the Ladies Auxiliary
of the Prince William County Hospital.
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AT VAA CONVENTION, NAA president Chuck Cum-
berlin conducted an audience participation, bid call-
ing seminar.

The librarian went over to the small, noisy boy,
“Please be quiet!” she admonished. “The people
near you you can’t read!”

“They can’'t?” the lad said inquisitively. “Then
what are they doing here?”

“SSAUNNANNANSSNSASSNSAOSSNAOSSNSANSANSSNSSSOSSAOSSNSSSNAONSSSSOSSSNSSSNSNNYN ALY

WHOLESALE ANTIQUES

We’'ve got it all! Both upper & lower levels of our ware-
house loaded with Antique Furniture, Bric-a-Brac & Super
Decorator Pieces. Buy direct from importer.

British & American Antiques

OAK MAHOGANY WALNUT PINE
40 FT. CONTAINERS EVERY 10 DAYS
Hallstands & Hallseats ... ... . .. .. ... $50
Marble Top Washstands ... . . $55
Draw Leaf Tables ............ o $50
Dressers & Chests .. . . ... $50
Stained Glass Windows ... ... ... e $25
Dropleaf Tables . ... .. ... ... ... .. $55
China Cabinets ... ... . $60
Side by Sides ... oo $95
Armoires . D $75

WE WILL NOT BE UNDERSOLD!
BAD WEATHER — CALL FIRST

We're the place your friends keep a secret!
Come see for yourself.

SORRY! NO CHECKS.

NEW JERSEY WHOLESALE ANTIQUES

1447 Main St.
Rahway, New Jersey

(USE PARKING LOT ENTRANCE IN REAR)
WEDNESDAY THRU SATURDAY 9 to 2pm

(201) 499-0990 or (201) 985-3357

‘TASANANNNNNSNSSSAOSSOSSSOSSSSAOSNSANNSNOSANNAOSAONSSS OSSN NN NN
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First PAA Contest: Auctioneer
Chants to Championship

Harrisburg, Pennsylvania — A State Farm Show
first, the 1980 Championship Bid Calling Contest,
was held in the fairgrounds’ small arena on January
7. NAA auctioneer John Lindley took the top honors.

The Pennsylvania Auctioneers Association sent
Invitations to all licensed auctioneers within the
state. A total of 30 auctioneers responded to the in-
vitation and competed in the first state contest.

The champion, John Lindley is a general auc-
tioneer in Prosperity, Washington County. He has
been an auctioneer over the past 18 years.

The State Association presented Lindley with a
one-year membership, plaque, and a $200 cash
prize.

Another NAA auctioneer, Kerry Pae, of Dauphin,
Pennsylvania, took the second place honors.

Each contestant was judged on tact, micro-
phone ability, speaking and bid calling, appearance
and salesmanship. The contestants were also ex-
pected to be prompt.

Harry Anderson of Georgetown, Beaver County,
IS vice president of the Pennsylvania Auctioneers As-
sociation. He had taken top honors at the Ohio State
Competition and got the idea to begin a Pennsyl-
vania auctioneers competition.

Ethics of the Auctioneering Profession
Voice, Poise, & Public Speaking
Physical Fitness

Motivation & Enthusiasm

Advertising & Promotion

Clerking & Cashiering

Ring Work

Salesmanship & Sale Management
Promotion of Your Auction Career
Sale Barns & Auction Houses
Antique & Furniture Auctions

Farm Auctions

Bankruptcies

Machinery & Automobile Auctions
Real Estate Auctions
Estate Liquidations
Livestock Auctions
Merchandise Auctions
Tool Auctions

Bid Calling

and more.

The Wisconsin  Auction
School is approved by the
Wisconsin Educational Ap-
proval Board.

March, 1980

AT THE

WISCONSIN AUCTION SCHOOL

YOU WILL LEARN ABOUT

The Andersons worked hard to organize the
first show. Their efforts were worthwhile as the
small arena was packed with observers. The Auc-
tioneer’'s Bid Calling Championship is planned as a
regular feature at the State Farm Show.

(Reprinted with permission from LANCASTER
FARMING, Lititz, Pennsylvania.)

PAA VP Harry Anderson, left, announces John Lind-
ley, center, as winner. Association president Larry
Reed congratulates.

A. E. Pourchot-Pres.
John Miller-V. Pres.
Members
You will learn from successful

auctioneers, educators, and
business people.

Instant replay video tape system will let you, the
student auctioneer, both see and hear yourself
In action. You will also sell at regular auctions.

You will learn by doing.
- SEND FOR BULLETIN -

Two Week Terms in June &
August

Weekend Sessions Also —
Write for Dates.

WISCONSIN AUCTION SCHOOL
Box 1032 Phone: 815 633-3426
Beloit, Wisconsin 53511
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Chanlie Gay
DEALER AUCTION == DEALER AUCTION ;,;
MONDAY 10 AM ___—: MONDAY 10AM || =+

Every MONDAY 10 A.M.

2000 Shorter Avenue (Ga. Hwy 20 West)
ROME, GEORGIA

PHONE (404) 234-5946 PHONE (404) 232-9174

This 1s an absolute auction and is for the Disposal of Bankrupt Goods - Over-
runs - Dead Stock - Unclaimed Freight - Salvage - Import Goods - etc.

ALL NEW MERCHANDISE SOLD — LARGE AND SMALL LOTS

NO JUNK

NOTICE
We now have a complete stock of 8 TRACK STEREO TAPES For Sale.
Original Artists and Soundalikes - Country Western - Gospel - Pop - Rock
Soul - Bluegrass All Guaranteed - All Legal. $1.25 Each

10 PERCENT COMMISSION CHARGED ON ALL SALES ON PREMISES

Terms of Payment: Cash or Certified Check
We Act As Agents Only and Make No Guarantees Of Seller’'s Merchandise

For More Information Call Charlie Gay (404) 234-5946
GA. AUCTIONEER LICENSE NO. 129
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Directory of State Association Presidents and Secretaries — March, 1980

Alabama Auctioneers Association — President: Lanny Thomas,
311 West Grand Ave., Gadsden 35901, Phone: 205 442-8411:
Secretary: Pete Horton, 111 4th St., Huntsville 35805 Phone:
405 536-7497

Auctioneers Association of Arizona, Inc. — President: Michael
J. Kramer, 1832 S. Central, Phoenix 85004, Phone 602-258-
6981; Secretary-Treasurer; Raymond G. Warner, 13611 N.
50th Place, Scottsdale 85254, Phone 602-996-4430

Arkansas Auctioneers Association — President: Wm. H. Knight,
Box 57, Dell 72426 Phone: 501 564-2405; Secretary: Jayne
Lowery, P.O. Box 34, Dennard 72629 Phone: 501 745-4261

California Auctioneers Association — President: David Huisman,
13070 Stockton Blvd., Galt 95632 Phone: 916 422-2794:
Secretary: LeRoy Blum, 9005 Elk Grove Blvd., Elk Grove
95624 Phone: 916 685-3623

Colorado Auctioneers Association — President: E. R. Broughton,
1645 South Tejon, Colorado Springs 80915, Phone 303-635-
9400; Secretary-Treasurer: Ernest L. Wimmer, 1732 E. Mul-
berry, Fort Collins 80524, Phone 226-3121

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

Florida Auctioneers Association, Inc. — President: R. E. Russ
Weir, P.O. Box Y, Bushnell 33513; Secretary: Billy H. Wells,
121 Aldean Dr., Sanford 32771 Phone: 305 323-2820

Georgia Auctioneers Association — President: Joe Tarpley, 1200
E. 2nd Ave., Rome 30161 Phone: 404 234-9455; Secretary:
John Suarez, 1816-F Ashborough Road, Marietta 30062

lllinois Auctioneers Association — President: Duke Rath, RFD
3, Elgin 60120 Phone: 312 696-0388; Secretary: Janet Grav-
lin, 116 South Green, Melvin 63952

Indiana Auctioneers Association — President: John E. Ander-
son, 20 Elston Road, Lafayette 47905 Phone: 317 474-6114;
Secretary: Harry E. Buckles, RR 1 Box 262, Anderson 46011
Phone: 317 378-7924

lowa Auctioneers Association — President: Dale Smith, Poca-
hontas 50574; Secretary: Margaret Bloomer, Rt. 3 Box 51,
Glenwood 5134 Phone: 712 527-3615

Kansas Auctioneers Association — President: Ernest Persinger,
Longton 67352 Phone: 316 642-6665; Secretary: Rex B.
Newcom, 215 S. Main, Whitewater 67154 Phone: 316 799-
2485

Kentucky Auctioneers Association — President: Lonnie Napier,
P.O. Box 292, Lancaster 40444; Secretary: Wilma Atherton,
Box 148, Hodgenville 42748 Phone: 502 358-3812

Louisiana Auctioneers Association — President: James Burr,
P.O. Box 507, Vidalia 71373; Secretary: Jean Stutzman, P.O.
Box 243, Vidalia 71373

Maine Auctioneers Association — President: Richard Keenan,
Main St., Kingfield 04947, Phone 207-265-2011; Secretary:
George A. Martin, New Road, East Lebanon 04027, Phone
207-457-1237

Auctioneers Association of Maryland, Inc. — President: Ross
Rhodes, Church Hill 21623 Phone: 301 556-6261; Secretary:
Raymond C. Nichols, 3420 Reisterstown Rd., Baito 21215
Phone: 301 542-9300

Massachusetts State Auctioneers Association — President: Evan
N. Gavrilles, 60 Emmett Ave., East Dedham 02026, Phone
617-329-5469; Secretary: Phillip Davis, 128 North Street,
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

March, 1980

Minnesota State Auctioneers Association — President: Steve
Reinhardt, Rt. 2, Palisade 56469, Phone 218-845-2260:
Executive Secretary: Sharon K. Henry, Route 2, Long
Prairie 56347, Phone 612-252-5997; Secretary: Eileen
Reisch, 838 W. Main, Laverene 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: Glenn
Binger, Rt. 2 Box 324, Blue Springs 64015 Phone: 816 229-
8061, Secretary: Doran H. Livingston, Rt. 1 Box 21-A, Will-
ard 65781 Phone: 417 742-2568

Montana Auctioneers Association — President: Rick Stahl,
Opheim 59250 Phone: 406 762-3232; Secretary: Steve Her-
manson, 2910 Canyon Ferry Rd., Helena 59601 Phone: 406
227-5872

Nebraska Auctioneers Association — President: Harold Kraupie,
915 Main Street, Bridgeport 69336 Phone: 308 262-1150:
Secretary: Randy Ruhter, Prosser 68868

Nevada State Auctioneers Association — President: Don P. Britt,
265 East Quail, Sparks 89431 Phone: 702 359-2420:; Secre-
tary: Chuck Ewoldt, 1510 Coleman Drive, Reno 89510 Phone:
702-747-5666

New Hampshire Auctioneers Association — President: George
Foster Ill, P.O. Box 211, Suncook 03054 Phone: 603 736-
9240; Secretary: George E. Michael, P.O. Box 776, Merri-
mack 03054 Phone: 603 424-7400

Continued Page 50

— _ _
ENROLL NOW

GEORGIA AUCTION SCHOOL

12 of the nation’s best auctioneers will instruct
you in a good general knowledge of auctioneer-

Ing.

APPLICATION

Name _

Street __

City State Zip

Enclosed is $50.00 for my deposit. | will pay you
balance of $250.00 in cash upon entering school.

Enclosed is $300.00 as payment in full for my two
week course.

MAIL TO:

GEORGIA AUCTION SCHOOL

Bankhead Hwy., P.O. Box 297
Douglasville, Georgia 30133
Phone: 404 942-9110

Terms: February — May — August — November

} S—— - =

49



ARE YOU INTERESTED
IN HAVING A
TOOL AUCTION?

We are not a New Tool Auction
Company, just operating under a
new name. We still have the
semi-load of tools, ready for de-
livery to your door.

FOR MORE INFORMATION CALL
(513) 667-1939

DAYTON INDUSTRIAL
TOOLS INC.
8415 St. Rt. 202
Tipp City, OH 45371

GARY SHROUT — MEL TAYLOR —
DAN FIELY (OWNERS)

New Jersey State Society of Auctioneers, Inc. — President: Jerry
Krawitz, Rd. 1 Glenmere Rd., Goshen 10924 Phone: 914
469-2351; Secretary: Jack Sartor, 437 W. Clinton St., Dover
07801 Phone: 201 361-6877

New York State Auctioneers Association — President: Raymond
A. Allen, Sr., Box A, Niverville, 12130; Secretary-Treasurer:
Duane E. Gansz, 14 William St., Lyons 14489, Phone 315-
946-6241

Auctioneers Association of North Carolina, Inc. — President:
Tony L. Gilbert, Route 2, Vale 28168; Secretary: Johnson B.
Gilbert, Route 1 Box 349K, Lincolnton 28092 Phone: 704
732-0177

North Dakota Auctioneers Association, Inc. — President: Bud
Rice, Tioga 58852; Secretary: Kay Aldinger, Cleveland
58424

Ohio Auctioneers Association — President: John Anglin, 6577
Middletown-Hamilton Rd., Middletown 45042 Phone: 513
422-4730; Secretary: Byron Dilgard, 135 Union, Ashland
44805 Phone: 419 325-2122

Oklahoma State Auctioneers Association — President: Paul
Wells, 4425 E. 31 St. Suite 1, Tulsa 74135 Phone: 918 936-
4366; Secretary: Ray Patterson, Route 1 Box 70, Frederick
73542 Phone: 405 397-2921

Oregon Auctioneers Association — President: Frank M. Gwinn,
10420 S.E. 92nd Ave., Portland 97266, Phone 503-775-7022:
Secretary: James M. Murphy, P.O. Box 605, Aurora 97002,
Phone 503-678-2241 or 266-6790

Pennsylvania Auctioneers Association — President: Larry Reed,
RD 3, DuBois 15801 Phone: 814 371-6605; Secretary: Clay
C. Hess, 115 Hess Road, Collegeville 19426 Phone: 215
489-7127

Now — The 18-R Voice Projector

: This is America’s top quality portable p.a. system. Lightweight
‘ for all-day use, the 18-R has a heavy duty rechargeable power

Order by mail — payment with order — we pay postage .

North Carolina residents add 4% sales tax.

Col. Forrest Mendenhall,
Member

.29 & 70 (185)

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

HIGH POINT, NORTH CAROLINA 27263

pack that provides 50% more life than most other units selling
for much more. This is the proven unit for auctioneers all over
America. Unit has SHURE high quality microphone, and your
buyers will understand you clearly with plenty of power.

American Made — Finest Quality — Order yours today!

i 4
8‘39 5 %

. . C.0.D., you pay postage.

NAuctioneerin

PHONE (919) 887-1165

THE AUCTIONEER




Professional Auctioneers Association of Rhode Island — Presi-
dent: Christie A. Mercurio, 90 Phillips Street, Wickford
02852, Phone 401-884-6020; Secretary: Paulette M. Houle,
129 Norfolk Ave., Pawtucket 02861, Phone 401-724-8585

South Carolina Auctioneers Association — President: Jimmy
Blocker, P.O. Box 484, Walterboro 29488 Phone: 844-2770;
Secretary: Larry J. Meares, P.O. Box 57, Pelzer 29669
Phone: 947-9460

South Dakota Auctioneers Association — President: Don Sweet-
er, Worthing 57077; Secretary: Jim Payne, 113 Cedar, Yank-
ton 57078

Tennessee Auctioneers Association — President: Raymond Tag-
gart, 5507 Southwood, Memphis 38117; Secretary: Hubert
Songer, 1602 Jones Blvd., Murfreesboro 37130 Phone: 615

896-4067

Texas Auctioneers Association — President: James G. Parks,
1211 Citizens Bank Center, Richardson 75080 Phone: 214
690-3639; Secretary: Joe Small, 8231 Santa Clara Drive,
Dallas 75218 Phone: 214 321-1800

Utah Auctioneers Association — Chairman: Glenn Short, 250 E.
6790 S., Midvale 84047

Vermont Auctioneers Association — President: Walter Flatow,
Route 100, Waterbury Center 05677; Secretary: Marie
Flatow, Route 100, Waterbury Center 05677

Virginia Auctioneers Association — President: Stephen Sheets,
15 South Jefferson Street, Roanoke 24011; Secretary
-Treasurer: Jeanette Desper

Washington State Auctioneers Association — President: Earl L.
“Blackie’’ Witzel, 761 E. Lefty Lane, Oak Harbor 98277,
Phone 206-675-6262; Secretary: Mary Witzel, (same address
and phone)

Real Estate
and
Business
Liquidation
“SPECIALIST”

Fred Mullis, CAI

% A track record for over 18 years
% Selling in 22 states

Mr. Auctioneer, if you need our service . .

CALL (803) 283-4574
WRITE P.O. Box 727
Lancaster, SC 29720

MULLIS BROS. AUCTION CO.

March, 1980

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: Eldon F.
Schraepfer, Route 1, Hollandale 53544; Secretary: Victor V.
Voigt, Route 2, Reedsville 54230 Phone: 414 772-4235

Additions to Your NAA Member Directory

The following names were mistakenly omitted
from the 1980 NAA Member Directory. Please photo-
copy the list and include in your directory under the
appropriate sections.

INDIANA

CRUME, ROY L., 115 So. Dixon Road, Kokomo 46901

KANSAS

CULLUM, STANLEY 0., 643 Verna, Wichita 67230
WAITE, RALPH, Route #2, Winfield 67156
WQOOD, ROY, 1258 North Dellrose, Wichita 67208

MICHIGAN
PODELL, WILLIAM, 1405 Hillburn NW, Grand Rapids
49504
NEW YORK
ANSPACH, TIM E., 1914 Central, Albany 12210
ANSPACH, TIM W., Apt. 10-B 397 State St., Albany
12210
OREGON
KILGORE, CLAUDE M., 5402 Auborn Road NE, Salem
97301
SOUTH CAROLINA

CUNNINGHAM, C. E., Box 759, Greenwood 29646

WISCONSIN

HEISE, WALTER, 815 Park Ave., Oconto 54153
FREUND, JOHN, 206 W. River Rd., Omro 54963

. Learn Auctioneering

Complete cassette home study.

® 5 full hours of chant secrets,

training exercises and all phases
of auctioneering.

: American Academy of Auctioneers . COMPLET
: 1222 No. Kenwood, Broken Arrow, OK 74012 | cOURSE $49.95

R i 22322 a2l sl atiaaaatnan i Al

FREE CATALOG

Makes Sense

Man is not rewarded for having brains, but for

using them. |
People are able because they think they are

able.

Beware of those who fall at your feet. They may
be reaching for the corner of the rug.

Today’s mighty oak is merely yesterday’s little
nut that managed to hold its ground.

ol



Y eslie Stwainbank Antiques Inc.

Head Office-
34 Church Rd, Roby, Nr. Liverpool, L36 9TD,
Lancashire, England — Telephone 051-489 1142

Antiques! Antiques! For Sale!
| PWorld Bide Antique Exporters

CALLING ALL AUCTIONEERS

- ARE YOU LOOKING FOR FINE AUCTION SALE ANTIQUES?
We Supply 40 Ft. Containers Direct From England

Consisting of 250 to 300 items of furniture, Rolltop Desks, Halltrees, Washstands,
l Bedroom Suites, Parlor Sets, Bric-A-Brac etc., etc.

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:

WE OFFER THE FINEST QUALITY AT THE LOWEST PRICE THAT IS WHY, WE
HAVE MANY SATISFIED CUSTOMERS WHO BUY ANTIQUES DIRECT FROM
US, ON A REGULAR BASIS.

PLEASE WRITE TODAY FOR AN OFFICIAL CONTAINER ORDER FORM

SHIPMENTS AVAILABLE FROM $5000 TO $50,000.
Container full of LEADED GLASS available by request.

WE HANDLE ALL PAPERWORK DOOR TO DOOR. FULL INSURANCE ALSO.

LESLIE SWAINBANK ANTIQUES LTD.

Worldwide Antique Exporters
| Head Office 34 Church Road, Roby, Nr. Liverpool
L36 91D, Lancashire, England

Call 051-489-1142 or 051-207-4312 or 051-342-2543

WE CAN DELIVER A CONTAINER TO YOUR DOOR!
EXPERTLY PACKED! (At No Cost To You) WITHIN 30 DAYS
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'World Wide Auctions
& Investments, Inc.

MAIN OFFICE
Chuck Marsh
2655 S. Sheridan
Denver, CO 80210
303/777-1500

TULSA OFFICE
Kerm G. Mullis
P.O. Box 4949
Tulsa, OK 74104
918/582-0212

We need auctioneers, ringmen (women) for a variety of
types of auctions currently under contract. Should be
willing to travel. We will train you in our method. Write

and tell us about yourself. Enclose a full length photo,
and a cassette with a five(5) minute sample of
your calling voice.

All applications answered promptly.

* We also need a few super contracting agents. x
R e e R T e ol T S N N I e I T T S S P St P 1t

We sell Anything, Anywhere, Anytime —

Heavy Equipment Construction Machinery, Marine-Vessels,
Real Estate - Residential & Commercial Acreages,
Large Charitable Functions, Manufacturing Plants.
Members of: Florida, Oklahoma, Kentucky, Colorado,

Alabama Auctioneers Assoc. and National Auctioneers Assoc.

REISCH

PORTABLE SOUND SYSTEM MODEL TA2
Over 200 yards coverage

Complete portable sound system for indoor or outdoor
applications. Ideally suited for guided tours, school field
trips, information to visitors product demonstrations, pas-
sengers’ traffic control, auctioneers, etc. Complete with
microphone and shoulder strap. Volume and Tone con-
trols, auxiliary input for tape or tuner. Operates on 8
size D batteries. Power output: 15 Watts — Weight: 4 |bs.
— Dimensions: 12" W. 8" H. 32" D. — Finish: Light grey.

The price is $149.00 postage paid. Send payment
with order, we pay charges, on COD you pay
charges.

NASHVILLE AUCTION SCHOOL
1917 N. Locust Ave.
P.O. Box 190
Lawrenceburg, Tennessee 38464

WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

V.A. Approved

AND MAKE BIG MONEY

| will Help You

FOR THE
PROFESSIONAL
AUCTIONEER
Clerking Supplies
Sound Systems
WRITE FOR
INFORMATION

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

March, 1980

Since 1933 Largest in the World

YOU can be an AUCTIONEER!
START YOUR NEW CAREER NOW

Col. Gordon E. Taylor attend 2 weeks intensive training in all
Owner and President L4565 of this respected and highly profit-
Full-time Auctioneer  gpje profession, taught by 24 of the na-
tion’s leading professional auctioneers.

Gordon E. Taylor, Member |

i

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.

=—(-'Jo|. Gordon E. Taylor
Reisch World Wide College of Auctioneering, Inc.
P.O. Box 949

Mason City, lowa 50401
NAME
ADDRESS
CITY
STATE ZIP

Ph. (515) 423-5242 or 6396

NA
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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, 1980 Term
April 7 through April 18

Spotlight on NAA
Auctioneers

Oregon Auctioneer is ‘“Jack” of Many Trades

When Jack Healy goes to work in the morning,
he can choose just which “work’” he wants to go to.

That's because Healy and his wife Diane are
publishers and editors of the Sherman County
Journal in Moro, commute twice weekly to Portland
to call an auto auction, run a movie theater in their
town, as well as a hotel. Mrs. Healy also owns an
antique store in the Eastern Oregon community.

The Healys became publishers of the weekly
Moro newspaper in September, 1979. One of the last
letterpress publications in the state, Healy has suf-
fered many a bug with his latest business enterprise.
But he claims, it has all been worth it.

At first the temperamental letterpress machine
coughed, spat ink, and cut papers in half. But when
the first edition rolled off the press — the first copy
the Healys had done themselves — the two had
honest pride in their product.

And subscriptions have blossomed.

|l don't know what I'm doin’ because | do not
have newspaper experience. All | know is we need

a newspaper and by God, we’ve got one,” he said.

He does, however, know what he's doing when
he calls an auction. Healy attended auction school
In the mid 1960s, and ever since he’s been in high
demand as an auctioneer. At least once a week he
calls an auction for a wholesale auto company in
Portland.

In addition to these two varied businesses, Healy
has also purchased a 1918 vintage hotel in Moro,
that now boasts seven apartments and 16 overnight
lodging rooms for Moro’s infrequent visitors.

Healy also believes his movie theatre offers a
real service to the city, an entertainment source for
families who have little choice of free time activities.

Diane Healy also gets into the business by man-

THE PROFESSIONAL AUCTIONEER
AND WHAT HE NEEDS TO KNOW

By RUSSELL KRUSE

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

CHAPTER HEADINGS

1. B CallinD 9. Insurance aging her own antique store. She’s also a big help
2. Conducting the auction 10. License law — Bonds with all the other work, Jack says. In fact, she’s the
3. Contracts 11. Fees — Commission Sherman County Journal’s advertising salesperson,
- something she says she enjoys.
* Sal,e . | 12. Appraising Eachgventureyis growi#g% Healy said, and taking
5. Uniform commercial 13. Land description and a bit less of his time as he becomes more adept at
code and auctioneer

surveys organizing his businesses.

“Yeah, | even made it home for dinner on time
one night last week,” he explained.

llability

14. Working together

15. Definition of 276 terms
and words every auc-

tioneer should know or
have available

6. Reserve bidding
7. Advertising

8. Ringman

(Reprinted with permission from the OREGON
PUBLISHER, Portland, Oregon.)

Price of book $10.00 (Volume discount avail-
able). Being used by several states — auction-
eer associations and auction schools. WRITE:
Kruse Office: 305 South Union Street, Auburn,
Indiana 46706. ATTENTION — Russell Kruse

We are 90% alike, all we peoples, and 10% dif-
ferent. The trouble is that we forget the 90% and re-
member the 109% when we criticize others.

Sir Charles Higham,
- (from HIGH PLAINS JOURNAL)
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FURNITURE
AUCTION

BOOK
AVAILABLE

AUCTIONEERS: a e

| dedicate this booklet to fellow auctioneers, by re-
quest of many, after hearing me talk on new furniture
auctions and how to secure them.

| was speaker on these subjects at the National
Auctioneers Convention in Oklahoma City, also the lllinois
State Auctioneers Convention, and this subject at the Ken-
tucky State Auctioneers Convention. Many times | have
been on a question and answer forum for other states.
| have also spoken at Auction Schools.

Many letters come to my office in regards to getting
new furniture auctions, so | feel compelled to pass what
knowledge | may have on to the ones that have asked
me to do so for them. So as to not show any favors to one
and not the others, | wrote this booklet to let those that
may be interested in working new furniture auctions with
their other lines of auctioneering have what knowledge
| may have. At this time let me say these rules and
methods will work for you if you carry them to the letter.

Be the first in your district to enlarge your commis-
sions by $10,000 for the coming year. | will personally
grant you will be $10,000 ahead for the year, if you carry
this book out to the letter. Remember it tells all how to
secure the sales and how to handle the sale after you
secure it.

Mr. Auctioneer this is 48 years of experience and
know how. So it is up to you — if you would spend $10.00
to make $10,000 you can’t MISS.

During winter months, please send order to my Florida
address

COLONEL L. M. BOATWRIGHT

10401 Snug Harbor Road
- L119
St. Petersburg, Florida 33702

March, 1980

Antiques & Americana

By George Michael, member NAA
CARNIVAL GLASS

By now everyone is quite familiar with the term
carnival glass, referring to those iridized pieces
made extensively between the two world wars. Car-
nival glass is believed to have been produced as a
poor man’s imitation of the more expensive art
noveau glass which became quite popular early in
the century. The first pieces were made in 1907 in
Ohio, and production was centered in that area
which includes Western Pennsylvania and West Vir-
ginia.

Newcomers to collecting often wonder what sets
carnival glass prices. Desirability, often triggered by
rarity, is the key to pricing. Demand must exceed
supply. We picture some of the most desirable
forms which are often quite difficult to locate. At the
left is a carnival glass lamp. It is iridized blue,
though some were made in marigold and ruby color
as well. Other colors are possible, but we have never
seen them. Such a lamp is worth well into the three
figures if in good condition and color.

Next to it is a corn holder, most of which will be
found in marigold color. They were used at the Kkit-
chen table to hold an ear of corn in hot water, thus
keeping the corn from cooling. When found, the
corn holder will most often be in a set, or incomplete
sets due to breakage. If a home had carnival glass
corn holders, most likely had one each for all the
members in the household.

The tall cruet in grape pattern is another rarity.
Cruets should be found in sets for vinegar and oil.
In this case, the owner of the one in the picture does
not have the stopper for it, but it is still worth pre-
serving. Rarity in carnival glass, as with most an-
tiques, affects value a great deal.

LETTERS

From Bradenton, Florida — On page 87 of your
book, “Treasury of Antiques of the Federal Period,”
you show a chair similar to our set of eight. Can you
tell me more about them?

Answer — In the book we pictured a true Sher-
aton styled chair, c.1880, with squared legs which
are tapered to the floor. Your chairs have legs which
are square all the way to the floor, which is more
typical of Chippendale design, popular in the third
quarter of the 18th century. The back on your chair
is more Chippendale as it flares out, whereas that of
the Sheraton has hardly any flare. Your chairs are
19th century reproductions. Chairs from the Chip-
pendale period, made in this country should be
pegged, and yours shows no evidence of this.
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Makes lenking buctions Easier

PLEASE STATE SIZE OF 1 H

FILE YOU WISH TO ORDER * Flllns System
08T Eifs % Supplies Carrier
(Slots—372"" deep - 272" wide) * Sale FOI’I‘IIS
100 Slot File
(Slots—2"’ deep - 2" wide) * SPECIAL *

$59.95 100 Slot 2" File

: Supply Carrier
50 Slot File )
(Slots—312" deep - 2%2" wide) 200 Clerklng Sheets

$29.95

$99.95

50 Siot File

(Slots—2” deep - 2" wide) Supplies Carrier

: 11%” x 19” x 3%” includes g T
Clip Board for sales forms. Sales Forms, in triplicate

200 sheets (I::g'?s) $32.00

$29.95

You can use any of the above files for
several hundred bidders or more.

Item No.

We have the clerking sheets that come in

triplicate, with three sides glued together. o
There are 21 items per sheet. These are B
made for the 2" file. We do not make a P mae | | Purchaser
clerking sheet for the 312" by 212" file. r g e,

Package of 200 sheets (4,200 Items) : _ -

Package of 600 Sheets (12,600 Items)

$90.00

Telephones—Office (308) 995-8614 seni.Chieckios Mengy: Qederip:

e oy o o " LUNDEEN SALES FORMS

We pay shipping charges on all items 423 East Avenue Holdrege, Nebraska 68949

This is for the 2” file

The Reisch Auctioneer's Speaker

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

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

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

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

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

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

It is a voice saver. Select the set that "LITTLZEEEHV%TE(E:'I’A-L— JR-2

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

THESE SPEAKERS CAN ONLY BE PURCHASED FROM:

Col. Joe Reisch, Reisch Sales Company, Box 850, Mason City, la. 50401
Phone: 515 423-1465. Call or write for Special Wholesale Prices.
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JANUARY 1980 class, Jim Graham School of Auctioneering.

auction courses.

FINAL BID

A farmer's wife was attending her husband’s
funeral at the small country church. After the Min-
Ister had finished his eulogy she began to wonder if
she was at the right funeral.

Rush Hours

A Los Angeles man walked into the office of a
friend recently to find him deep in thought.

“Big problem?” he asked.

“Yes,” was the answer. “I'm trying to figure out
whether | should leave home for work between 6:30
and 7:00 a.m. and join the rush to beat the rush; or
should | leave between 7:00 and 8:00 and join the
rush itself; or should | leave after 8:30 and join the
rush that waited to miss the rush.”

Young husband (in early morning): ‘“‘It must be
time to get up.”

Wife: “Why?”

Husband: “Baby’s fallen asleep.”

A middle-aged couple were just going to sleep
when they smelled smoke. The husband jumped out
of bed, went out into the hall and rushed back into
the bedroom. “The whole back end of the house is
on fire!” he cried. They scurried frantically into a
hallway filled with thick smoke. After what seemed
an eternity, they reached the front door. As the
husband opened the door to safety, he glanced at
his wife and saw a smile on her face. “Good Lord!”
he cried. “What have you got to be smiling about
now?” “| can’t help it,”” she replied. ““This is the
first night we've gone out together in five years.”

March, 1980

SCHOOL OF
AUCTIONEERING

Fifty-two students completed the

When it came time to go home from school,
ittle Michael started struggling into rubber galoshes.
His teacher came to the rescue and pushed and
oulled for several minutes until finally the galoshes
were on. Michael thanked her and said, ‘‘Teacher.
you know, these galoshes aren’t mine.”

The harassed woman groaned, sat the boy down,
grabbed hold of his feet and struggled until she suc-
ceeded in getting the galoshes off.

“Now, then, who do these belong to,” she asked.

"My brother,” explained the boy, “‘but my mother
makes me wear them.”

A refugee couple arrived in the United States
several years ago with one dream — to become
citizens. Through much red tape and years of
study, they were patient and hopeful. Then one day,
the husband rushed into the kitchen with the long-
awaited good news.

“Anna! Anna!” he shouted.
Americans!

“Fine’”’, replied the wife tying her apron around
him. “Now you wash the dishes.”

“At last! We are

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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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 ... ... $125.00 $120.00 $115.00
Hall Page ......oouainas 62.50 60.00 57.50
Quarter Page .................... 31.25 30.00 28.75

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

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

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

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

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

will be accepted. If applicable to new advertisers, advance payment for the first three

months will be required.

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

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

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

Dimensions for ad space: Full page — 7% by 9%2 inches: Half page — 7%a by
45 inches; Quarter page — 3%2 by 4%s inches or 7%a by 2% inches.

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

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

Drive, Lincoln, NE 68510. Phone: 402 489-9356.
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Wisconsin Auction School ... 47
World Wide Auctions .. 13

AUCTIONEERS WANTED—I

COLORADO — TEXAS
OREGON — CALIFORNIA

LARGEST WHOLESALER OF ORIENTAL RUGS
ON THE WEST COAST

has positions open for part-time auctioneers to
auction Oriental Rugs on regular basis in the
following cities:

DENVER, COLORADO SPRINGS, HOUSTON,
SAN ANTONIO, EL PASO, AUSTIN, PORTLAND,
EUGENE, SAN DIEGO, LOS ANGELES, etc.

Auctioneers must have experience auctioning
Oriental Rugs or Antique Furniture.

For more information, please call or write:

VICTOR BARKHORDARIAN

Member of NAA

533 Sutter Street
San Francisco, CA 94102
(415) 781-4598
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CLERK-SAVER™ — World's No. 1 Clerking System

More Professional Auctioneers Use the Clerk-Saver™ System Than Any Other Method.

Buyer’s Name
Or Number _
Iterm or

» @ $

REMARES

This receipt verifies

= 1

THE CLERK-SAVER™ |S:

Lot Number _ _

® fFast — check out in minutes.
® Accurate — Clerk writes buyer, item &

e &

until payment check 1s honored Sold as s,

price. Cashier writes nothing.
® Less expensive than any known system.
® Keeps a running total of the sale.

payment and delivery of the above. Seller retains ownership
where 5. Ali sales final. Thank you

MISSOURI ALCTION SCHOOL K C MO 64102

® "“‘CLERK-SAVER” CLERKING TICKETS—Form No. CT-12

Original and 2 copies on NCR paper (makes its own carbon copies) 8%2x11" sheets
perforated to make 12 tickets 134 x412"'. This is an extremely fast, easy, and ac-
curate combination clerking and cashiering form. This one form replaces both
the standard clerking sheets and cashiers statement. You'll like these.

9.000 Tickets (1-3 White, Canary & Call) o oswmmensnpsmssmmmmesmsmesmumssse $22.50
18,000 Tickets (1-3 White, Canary & Card) ... .. .
36,000 Tickets (1-3 White, Canary & Card) ... ...

® ALUMINUM WRITING TRAY

The aluminum writing tray is a lightweight, spring-loaded tray which
Is designed to hold ample forms for continuous operation throughout
the sale. A storage compartment, a special feature of the tray, holds
additional forms and completed auction item sheets.

Aluminum Writing Tray

® 100 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

Overall size 23"'x16’'x4’’. Slots are 238 "’ x 78" x 3V2’’. Handle
for easy carrying or nail to a wall for permanent installation.

Slots numbered 1 to 100 plus Ato Z2 ............... W— ONLY $59.95

® BUYER CARDS ... Form No. BC-70

in buyer’'s shirt pocket).

1,000 Cards....$7.50 2,500....$17.50
® 10 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

Slots numbered 1-2-3-4-5-6-7-8-9-0. All tickets with buyer .
number ending in one are filed in the one slot (example:
1-11-21-31-41-51-61-71-81-91-101-111-121, etc.). Likewise all
tickets for buyers ending in two go in the two slot: all tickets
for three in the three slot, etc. Small, compact, easy to

carry. Size: 16” by 4’ by 4”. Weight 1 Ib., 8 0z. Only $22.95 $1.25 ea.

ST

BUYER’'S REGISTRATION FORM . . . Form No. BR-69

8%2x11", 50 sheets per pad. Space for buyer’'s num-
ber, name, address, phone and other information.

For buyer's number and purchase notes. 3Vax7%2" (fits

5,000....$32.50

$2.00 per pad, 10 pads at $1.50 ea., 20 or more at

SPECIAL CLERK SAVER STARTER KIT
THE SPECIAL KIT INCLUDES:
® Aluminum Writing Tray ® 1,000 BC-70 Buyer Cards
® 9,000 CT-12 Clerking Tickets ® 3 Pads BR-69 Buyer Registration SAVE
® 1 Pad FS-69 Final Settlement Forms Forms
All of the above plus: $27.00 !
One 10 Slot Clerking Ticket File (a $75.90 Value) Only ......................... $48.90 )
. One 100 Slot Clerking Ticket File (a $112.90 Value) Only ... ... ... $84.95 . :

Payment with Order—We Pay Postage . .. C.0.D. Orders—You Pay Postage
Order by Mail . . . Send Check or Money Order To:

_' ". Missouri Auction School
' | Top Floor Livestock Exchange Building

1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117
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Now. ..

COLONEL® . . . The Sound That Sells”

The all new COLONEL Series of Portable Heavy Duty P.A.
Systems Designed Exclusively for Auctioneers

COLONEL"® 2

The COLONEL 2 has the same features as the COLONEL 1

plus:

COLONEL® 1

Electro-Voice Model 671 Anti-Feedback professional ball
type dynamic cardiod microphone with on-off switch, de-
tachable 10 foot coiled cord, and built in windscreen.
Deluxe padded shoulder strap.

Full range six inch baffled speaker.

® Tough, attractive reinforced vinyl “Mule Hide” covering

with metal corner protectors.

® Space age solid state amplifier.
® SPECIFICATIONS: Batteries: Eight ‘D" size flashlight bat-

teries (not included) (Alkaline batteries will give many
hours of extra service).

e DIMENSIONS: 73"’ High x 6” Wide x 7%a" Deep.
® WEIGHT 4 LBS., 14 OZ.

® There is a two year repair or replace warranty on every-

thing except batteries.
List Price: $297.50 Auctioneers Cost: $198.00

RECHARGEABLE BATTERY: Extra capacity battery will
last all day long. Fully rechargeable overnight.
AUTOMATIC “Full Charge” indicator light shows when bat-
tery is fully charged.

Complete with recharger. Charger rated 120 VAC, 8 WATT,
300 MA.

SPECIFICATIONS: Battery: Gel Type (2) #626 2.6 AH rat-
ing rechargeable.

INPUTS: one microphone, one tape recorder, one battery

charger.

e OUTPUTS: One extension speaker, one tape recorder.

e WEIGHT: 6 LBS., 12 OZ.
List Price: $447.50

Payment with Order — We Pay Postage . .. Missouri Auction School
C.0.D. Orders — You Pay Postage ! Top Floor Livestock Exchange Building
Order by Mail . .. l > 1600 GENESEE / KANSAS CITY, MO. 64102
Send Check or Money Order To:

Auctioneers Cost: $298.00

N\

COLONEL® 3

The COLONEL 3 has the same
features as the COLONEL 2 plus:

® Storage Compartment in back

to

carry recharger, microphone and

cord.
with port hole.

Wide x 74"’ Deep.

® WEIGHT: 7 LBS., 6 OZ.

List Price: $477.50

Slightly larger speaker baffle area

® DIMENSIONS: 93%” High x 6"

Auctioneers Cost: $318.00

WE STOCK A COMPLETE LINE

OF

P.A. EQUIPMENT. WRITE FOR FREE

LITERATURE AND PRICES.

PHONE: 816-421-7117

THE AUCTIONEER

NATIONAL AUCTIONEERS ASSOCIATION
135 Lakewood Drive, Lincoln, NE 68510

ADDRESS CORRECTION REQUESTED

BULK RATE
U. S. POSTAGE

Paid

Permit No. 9

Lincoln, Nebraska

]

- S



	
	19800301_p1
	19800301_p1
	19800301_p2
	19800301_p3
	19800301_p4
	19800301_p5
	19800301_p6
	19800301_p7
	19800301_p8
	19800301_p9
	19800301_p10
	19800301_p11
	19800301_p12
	19800301_p13
	19800301_p14
	19800301_p15
	19800301_p16
	19800301_p17
	19800301_p18
	19800301_p19
	19800301_p20
	19800301_p21
	19800301_p22
	19800301_p23
	19800301_p24
	19800301_p25
	19800301_p26
	19800301_p27
	19800301_p28
	19800301_p29
	19800301_p30
	19800301_p31
	19800301_p32
	19800301_p33
	19800301_p34
	19800301_p35
	19800301_p36
	19800301_p37
	19800301_p38
	19800301_p39
	19800301_p40
	19800301_p41
	19800301_p42
	19800301_p43
	19800301_p44
	19800301_p45
	19800301_p46
	19800301_p47
	19800301_p48
	19800301_p49
	19800301_p50
	19800301_p51
	19800301_p52
	19800301_p53
	19800301_p54
	19800301_p55
	19800301_p56
	19800301_p57
	19800301_p58
	19800301_p59
	19800301_p60


