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Auctioneer Hat
Stetson ‘“Wisp”’

NEW YEAR, NEW LOOK WITH

| AUCTION ACCESSORIES .. e new

year off right with one of our beautiful “Silver Belly Auc-
tioneer” hats. They come in three brim widths (21",
2%, and 2%’''). We have had these hats made to our
specifications by the Stetson Hat people since 1964 and
have sold thousands to auctioneers since that time. They
come with a red satin lining with the NAA emblem em-
bossed in gold in the lining. At this time 75% of our
orders are repeats, so our customers must be satisfied.
The Wisp hat you see pictured above is commonly known
as the “Marlboro” and is a 4X quality Stetson hat with 3"
brim and comes in Silver Belly color the same as the
‘“‘Auctioneer’’ hat.

These Auctioneer hats come in Milan Straw (light
tan), same brim widths as the felt. We also offer the
White Panama hat shaped as the ‘““The Auctioneer” (Open
Road Block), with a 2%2"” brim. We are out of the Panama

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

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

Currently we have in stock most sizes from 38 to 48
in the London Fog type windbreaker jackets. They come
with the beautiful 4 color, 4” embroidered NAA emblem
sewn on the left breast. Do not forget we also stock deer-
skin and pigskin gloves.

Felt Silver Belly Auctioneer Hats ........................... $ 42.00
White Panama 22 brim ... 24.00
Milan Straw Auctioneer Hat ....... =Nt N e 19.95
London Fog Type Jackets with NAA Emblem ... .. 28.00
Wisp (Western style) hat, 4X Beaver ....................... 45.00
NAA Emblem, 4-color embroidered ... ... .. 3.00
Sterling Silver Gavel Tie Tac ... 50.00
Gold Plated Gavel Tie Tac .............ooooeveemmeemeeeeee . 50.00
Sterling Silver with man made diamond .............. ... 80.00
Gold Plated with man made diamond .................... . 85.00
14K Gold Gavel Tie Tac ... 320.00
14K Gold Gavel Tie with .15K diamond ... ... . ... 450.00
14K Gold Gavel Tie Tac with .20K diamond ......._ ... 485.00
14K Gold Gavel Tie Tac with .25K diamond ............ 550.00

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, CAI

5521 Belhaven Blvd., Charlotte, NC 28216
Phone: office 704 399-6372, home 704 399-3260

Standing
Room Only.

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

(he Boston Globe

BOSTON, MASSACHUSETTS 02107
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Letters to
THE AUCTIONEER

CAl has new address

The headquarters office of the Certified Auction-
eers Institute (CAl) has moved from the Indiana Me-
morial Union to the following address.

Certified Auctioneers Institute
4211 East Third Street
Bloomington, Indiana 47401
Phone: 812-333-0077

CAl courses will continue to be held on the
campus of Indiana University at Bloomington.

12,000 in 1982

For the past thirty years the NAA has steadily in-
creased its membership to today’s all-time high. Now
all of our efforts must be aimed at achieving the
greatest numerical gain in our history, in order to
reach the 12,000 member goal.

Our efforts have been and continue to be toward
this targeted number because of the additional clout,
prestige and influence it will bring to our organiza-
tion; plus the added service the NAA can render to
its members. It will take total commitment by every
member to make 12,000 a personal goal and finally
deciding that we are going to meet this challenge
head-on.

It is not an easy task, but it is an achievable
one. Our reward is our satisfaction in providing our
organization the greater might to serve the auction
industry. This will be accomplished by doing our
share of recruiting the members necessary to reach
the goal of 12,000 in 1982. As members we have
always stood together to meet the challenges, and
now we must work together to meet further chal-
lenges.

Our hope for the future lies in the continuing
expansion and growth of the NAA. If every present
member took a few minutes to speak to a nonmem-
ber auctioneer and invite him/her to join with us,
12,000 in 1982 would soon be a reality.

B. G. Coats
NAA member
Rumson, New Jersey

The average husband in America is just a shade
over 45 years old, and the average wife is just shy
of 42.

From AMERICAN AVERAGES
January, 1982

Add these members
to your Directory

By the time you’re reading this AUCTIONEER,
the 1981-82 NAA Membership Directory has been
mailed to all NAA member auctioneers. However,
some members who should have been listed were
mistakenly omitted; and the NAA membership de-
serves an explanation.

Every attempt was made during the preparation
of the 1981-82 Directory to list all of the nearly 7000
NAA auctioneers. Regrettably, through computer
error, human error, or a combination of both, NAA
members were either removed from state lists, or
were never listed in the first place. To rectify the
situation, the NAA office will continue to update
members’ files upon notification that they have been
left out.

Furthermore, THE AUCTIONEER will publish the
names of NAA members omitted from the directory.
You are highly encouraged to include these mem-
bers on page 35, in the ‘““Additions/Corrections to
your NAA Directory’ section.

Additions to your NAA member Directory

The following were mistakenly omitted from the
1981-82 NAA Membership Directory. Please include
them in your personal directory copy.

Ildaho Association of Professional Auctioneers
37 of directory)

(insert on page

MICHIGAN

BLACKFORD, GEORGE P., G 2095 S. Center Road,
Flint 48507
SMITH, JAMES K., 4514 School Road, Rhodes 48652

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

OHIO

GAISSER, MICHAEL F., 1230 Cass Road, Maumee
43537
ROMAN, RONALD LEE, 405 Holly Street, Canfield 44406

VIRGINIA

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

CANADA

VOKES, VICTOR W. S., 204-1024 Farfield Road, Victoria,
British Columbia V8V 3A5

Farming today is big business. The nation’s
largest farms — those with gross incomes of $200,000
@r more a year — totaled 105,000 last year, according
to the USDA. All totaled, the nation’s 282,000 largest
farms — 11.6% of all farm — account for 70% ($89.5
billion) of all cash receipts from farming.

LIVESTOCK MARKET DIGEST
3
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Sammy L. Ford, CAl

P.O. Box 445 !
Mount Vernon, KY 40456
Phone: 606 256-4545

John A, Horton, CAI
111 4th Street -
Huntsville, AL 35805
Phone: 205 536-7497
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THE AUCTIONEER magazine is the of-
ficial publication of the National Auction-
eers Association and is published monthly
with the exception that an August issue
is not published (11 issues annually).
THE AUCTIONEER magazine is published
as a means of exchanging ideas that will
serve to promote the auctioneer and the
auction method of selling.

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

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

advertising can be accepted. See rate

schedule on last page.

Single copies: $1.00 each. Annual sub-

scription rate $10.00.

Editorial and Executive Offices of the

National Auctioneers Association are at

135 Lakewood Drive, Lincoln, Nebraska

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

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

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

Mrs. Sandy Chapin, Secretary

Mrs. Sharon Whisenhunt, Secretary

Ms. Marge Houser, Secretary

THE AUCTIONEER



Happy New Year!
| hope the 1981 year was as good to you as it
was for me in the auction business.

During my travels to State Association conven-
tions, | am pleased with the attendance at those con-
ventions, showing interest and support of the State
Associations. | also am very happy to see so many
people who are in attendance for the first time. New
life and ideas mean continued strength for any as-
sociation.

At each of the conventions | have attended, |
have given NAA membership applications to three
or more auctioneers who were not NAA members.
Many times, the auctioneers were just not aware of
the services and activities available through our As-
sociation. It makes me feel good that so many of
the new auctioneers are interested in joining the NAA
because they have been made aware of the services
available to the individual auctioneer, whether he or
she is just beginning in the auction profession or has
been in the business for many years.

Through our State and National Association
memberships, and during the conventions and semi-
nars. we have bridged the gap, which existed in past
years between auctioneers as competitors, reluctant
to share ideas, techniques and procedures with each
other. We have learned that when we share our
ideas and techniques, and when we live and work
by our Code of Ethics, we are successfully promoting
tht?yauction method of selling real and personal prop-
erty.

All of us benefit with more auction sales and
better relationships with the selling and buying pub-
lic. We need to continue stressing the need to dis-
cuss NAA (and State Association) membership with
the many qualified auctioneers who are not yet mem-
bers, so that more of us can promote the advantages
of selling by our method — the auction method!

It is not too late to register for the Tampa Real
Estate at Auction Seminar. Outstanding instructors
will offer their techniques and methods, which have
proven successful for them, and which will be bene-
ficial to anyone selling real property at auction.

January, 1982

with auction activity

Next six months, filled

By Howard Buckles, President

National Auctioneers Association

Time is also running out to register for the San
Antonio Personal Property at Auction Seminar (Feb-
ruary 15-16-17), and the seminar registration form
for both Seminars is included in this issue to allow
you to register. The Personal Property Seminar will
include topics on selling livestock, heavy and farm
equipment, and business equipment (liquidations of
retail and commercial equipment). The San Antonio
Seminar will be held during the same period as the
National Livestock Exposition and Rodeo, and the
evenings will be free so that registrants may attend
those functions.

The National Auctioneers Association initiated
the Certified Auctioneers Institute and even though
the CAl is a separate entity, and has its own Board of
Governors, only members of the National Auctioneers
Association are eligible to participate in the CAl’s
educational courses.

Only experienced auctioneers can register for
the CAIl courses, and the classwork offerg—:-d in the
CAl courses does not overlap with what is offered

~during the NAA Seminars or convention workshops.

The CAIl application form was included in the
September, 1981, issue of THE AUCTIONEER, and
if you need additional help in your business methods,
or specialized information which relates to the auc-
tion profession, consider applying for the Certified
Auctioneers Institute now.

Information about the CAIl program can be ob-
tained by writing to Stephen J. Martin, executive vice
president, CAl, Indiana Memorial Union, Blooming-
ton, IN 47405. Approximately 300 NAA members
have completed the CAl course work, and interest
continues to be high in this auction specialized edu-
cational program. The 1982 CAIl dates are March
28-April 3.

Members of the National Auctioneers Associa-
tion and everyone in the State Associations can re-
ceive special recognition during National Auction-
eers Week, April 4 through 10, 1982. This annual
observance was initiated by the NAA to allow state

Continued page 6
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governors, city mayors, city councils, and other city
organizations, to recognize auctioneers for their ef-
forts, and to promote attendance at auctions. By par-
ticipating in National Auctioneers Week as an NAA
member, (State Associations will work with the state
governors to seek resolutions proclaiming National
Auctioneers Week), you can benefit from the free
publicity.

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

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

CHAPTER HEADINGS

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

4. Sale Summary 13. Land description and
5. Uniform commercial code surveys

and auctioneer liability 14. Working together

6. Reserve bidding 15. Definition of 276 terms
7. Advertising and words every auct-
8. Ringman ioneer should know or
9. Insurance have available.

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

ALSO AUCTIONEER TRAINING AT
KRUSE AUCTION INSTITUTE
AUBURN, INDIANA

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

Number #2: Special Correspondence Course: Home Study
Program. Kruse Book and other written material that

making you a better auctioneer. This also includes atten-
ding the Final Day of Course No. 1 and taking four hour
written test if desired. Actually you will receive all of the 3
week course paperwork with instructions for each day for
3 week period. Live Auctioneer voice tape by Mr. Kruse in-
cluded. Same as if you were in class. This is a natural

should be very helpful in state test preparation as well as |

setup for the person who cannot be away from home for 3
weeks but can be gone for one day review and 4 hour
master test at Kruse Office on Saturday just before State
Test.

FEE ONLY $75 — ALL BY MAIL IF DESIRED.

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

NAA members also should always use the NAA
emblem in their advertising (sale bills and brochures),
but special mention can be made of National Auc-
tioneers Week on these advertisements, to show that
you support the week-long observance.

Use your NAA emblem! Let everyone know you
have joined an Association of Auctioneers, which
works to provide services to the auctioneer and the
public. We benefit the public with our method of
marketing real and personal property!

Locally, auctioneers can visit their newspaper
offices, radio and TV stations, and volunteer to con-
duct charity auctions to support the auction method
of marketing. Let everyone know that we believe the
auction method is the best method.

Pledge cards have been sent to every member
of the NAA who has not yet made a pledge to the
Headquarters Relocation Fund. Hopefully, every
member will make a contribution to this worthwhile
program. When the new office is built in Overland
Park, Kansas, the NAA will be able to offer the mem-
bership more services and more information, which
will be beneficial to all of us.

Your consideration of this worthy program will
be appreciated by me, the Board of Directors and
the many, many NAA members and friends who al-
ready have given their financial support to the Head-
quarters Relocation Fund program. Over $100,000
has been paid by those already making pledges. All
contributors will be recognized in the new building
on appropriate plaques, and it hoped that a size-
able number of our total membership will be included.

The plaques for this fund raising effort will be
displayed in our new building; as will the plaques
recognizing the contributors to the past Building
Fund program, which allowed the National Auction-
eers Association to have its own building for the past
ten years.

| am proud to be president of our Association
and especially proud to serve in this position when
the membership has offered its full support to the
continuation of good programs and services. The
enthusiasm displayed by our membership in all of
our programs is truly gratifying!

The last six months of our NAA year (January
through June) will be filled with auction activity, on
the local level as well as promotion sponsored by the
NAA and the State Associations. The NAA will assist
State Associations to recommend instructors for
their seminars, and members of the NAA Board of
Directors will serve as representatives to many con-
ventions, scheduled during the remaining NAA year
months.

And, we must not forget the 1982 NAA Conven-
tion, which will be held in Atlanta, Georgia, at the
Atlanta Hilton Hotel, July 27 through 31. The Board
of Directors will provide final approval of my conven-
tion program at the end of this month, and the hotel
reservations form is included in this issue of THE
AUCTIONEER magazine. The convention registra-
tion form will be published in the March, 1982, issue
of the magazine and we hope you will register early
for this important auction event.

Have a good year, and let’s continue to promote
the auction method of selling.

Howard Buckles, NAA president
THE AUCTIONEER
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Over $100,000 paid
on fund pledges

Payments in excess of $100,000 have been made
on pledges to the Headquarters Relocation Fund.
The $100,000 figure was reached shortly after the
last report was made in THE AUCTIONEER maga-
zine (December, 1981).

Headquarters Relocation Fund committee chair-
man, Martin E. Higgenbotham, and Fund Raising
subcommittee chairman, Joe E. Small, after receiving
notification of the payment amount, expressed ap-
preciation and gratitude to the members who have
supported the program with pledges and contribu-
tions.

Director Small was the designer of the Reloca-
tion Fund program, which was announced during the
1981 NAA Las Vegas Convention. Both he and past
president Higgenbotham requested that THE AUC-
TIONEER magazine publish their deep gratitude and
appreciation to the many, many NAA members,
families and friends who have supported the pro-
gram through pledges and contributions. The mem-
bership enthusiastically supported the program by
having over $400,000 in pledges and contributions
made during the July convention and additional con-
tributions and pledges have been received since the
convention.

Reports of contributors and those making
pledges have been made in each issue of THE AUC-
TIONEER since the convention. The October issue
reported the names of those making pledges in the
VIP Division ($5,000 or more); the November issue
reported on those in the Founders Division ($2,500
to $5,000) and in the last issue (December), a listing
of those in the Sponsors Division ($1,500 to $2,500).
Each issue will include the names of everyone mak-
ing pledges in each division until everyone is recog-
nized.

The following list includes those who have made
contributions in the Benefactors Division ($1,000 to
$1,500); R. K. Beebe, West Palm Beach, Florida; Ivan
L. Broadwell, Charlotte, North Carolina; Mr. and Mrs.
Richard Brodie, Westland, Michigan; R. Cartwright
Ellis, Kokomo, Indiana; Don Fitzner, Olivia, Minne-
sota; Jay R. Fornal, Columbia, Connecticut; John
Mickey Fowler, Toney, Alabama; Jim Gall, Miami,
Florida; Michael M. Gordon, Chicago, lllinois, Ken-
neth Gravlin, Melvin, lllinois (deceased since contri-
bution accepted); Ann Lynn Gross, Frederick, Mary-
land; Emil J. Konesky, Woodville, Ohio; Howard
McAnly, Rochelle, lllinois; Robert E. Musser, Cody,

January, 1982

Wyoming; Robert E. Payne, Jackson, Mississippi;
Roger D. and Lima Rumbaugh, Homerville, Ohio; Don
W. Standen (in memory of Eileen), North Ridgeville,
Ohio; Tony R. Stone, Bailey, North Carolina; Harold
and Lucy Van Syoc, New London, lowa; Bill Wade,
McKinney, Texas and Marlin L. Zimbelman, Bird City,
Kansas.

Additional special contributions have been an-
nounced, and the Headquarters Relocation Fund
Committee gratefully acknowledges the contribution
made by R. W. “Dick’ Dewees and the Missouri Auc-
tion School for the auction supplies, which have been
donated to State Auctioneers Associations. The auc-
tion supplies are to be sold at the convention fun
auctions and one half of the proceeds go to the State
Association; the other half to the NAA Headquarters
Relocation Fund program. Two state associations,
to date, have submitted checks to the NAA office —
the Missouri State Auctioneers Association and the
lowa Auctioneers Association. Supplies have been
sent to other State Associations, which will soon
hold State Association conventions, and a report of
the fun auctions’ proceeds will be made in subse-
quent issues of THE AUCTIONEER magazine.

WORLD’S MOST MODERN AND
EFFICIENT AUCTIONEERING SYSTEMS

: e
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.“Auctn:.).n ops
Fits on Standard
1 or % Ton Truck

Clerkmobile T.M.
Patented Clerking
System Installed

Used auction tops and Clerkmobiles for sale.

For Free Literature and Additional information —

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

Yes . . . Send me Free Literature.

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

Ph. 815-457-2202

Name
Address
City 5

State Zip. ..
(— . .

That’s right, pollution insurance. A New York
firm sells insurance which protects companies
against legal liability for “gradual pollution™.

AMERICAN BUSINESS
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An ounce of Freedomike.
is worth a pound of RA.

Freedomike Wireless Microphones From Lectrosonics

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

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

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

size transmitter which sends your voice signal to a receiver. The
microphone clips to your tie or shirt. The transmitter fits in your
pocket, or in a belt-clip pouch. The receiver, which can be |

a hundred yards away, plugs into the microphone input
of any P.A. system. The Freedomike system uses special w78
Unichannel 1y circuitry to eleminate unwanted inter- # Alaad
ference. A protective carrying case is also provided. ')

-------------------------------------

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

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

S
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o : s
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Freedomike System Three - $899
(with both tie tack and hand-held mikes) |

Voice Projector 18
Ultra Portable P.A.

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

;\ all the features of the older model,

L &ClroOsSoNIcCS,INC

ALBUQUERQUE. NEW MEXICO, US A

,\

Plus Power 48R
Amplifier/Speaker

If you and your Freedomike
system travel to places with no
house P.A. system, Lectrosonics
has the Plus Power 48R. With
its own powerful 16 watt rms
amplifier, 8" speaker and

plus high-level input and
output for connecting

to other audio
devices. Its

rechargeable
power pack

lasts 50% longer
than the old VP18.

VP18R $348 . | rechargeable batteries, the PP48R
| enables you to use your
VP15 $198 ' Freedomike system anywhere...

even if miles from the nearest
AC power source.

Lectrosonics products for auctioneers are available from:

DUANE GANSZ BILL HAGEN FORREST MENDENHALL KEN McCORMACK
Duane E. Gansz Auction & Realty = Western College of Auctioneering Mendenhall School of Auctioneering McCormack Auction Co.
14 William Street Box 1458 U.S. Highway 29 & 70 8229 Golden Avenue
Lyons, NY 14489 Billings, MT 59103 High Point, NC 27263 Lemon Grove, CA 92045
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The Legal Aspects

Of Auctions . . .

License Law Update

To keep the NAA membership as currently in-
formed as possible concerning auctioneer license
laws throughout the nation, THE AUCTIONEER offers
this license law update. Information was contributed
by two sources — the various state auctioneer as-
sociations and the National Auctioneer License Laws
Official Association (NALLOA). The information in

parentheses is from NALLOA.
For more specific information contact either the

state association secretary, the licensing body in the
particular state, or NALLOA. In the coming months,
THE AUCTIONEER will publish additional license law
information as received at the NAA office.

ALABAMA — The state DOES REQUIRE an auction/auctioneers
license. Contact: Alabama State Board of Auctioneers, Mrs.
Patricia Reid executive secretary, Suite 209, Downtown
Plaza Bldg., Cullman, Alabama 35055, phone 205-739-0548.
An apprenticeship must be served, and a test is required.
The Alabama Board will reciprocate with states that have
licenses laws with like manner, otherwise a test is required.
The license law is enforced. Submitted by Pete Horton,
AAA secretary-treasurer.

ALASKA — (The state does not require a license law.)

ARIZONA — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Submitted by Larry Everhart, AAofA secre-
tary-treasurer. (A license is required for any person who
sells or attempts to sell jewelry. Contact Board of Super-
visors of the county.)

ARKANSAS — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Submitted by Jayne Lowery, AAA secre-
tary.

CALIFORNIA — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Submitted by Barbara Dobbas, CAA
Executive Secretary.

COLORADO — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Submitted by Ernest L. Wimmer, CAA
secretary.

CONNECTICUT — (Town and city permits only. There is a
state law governing sale of jewelry, livestock, horses, and
motor vehicles. Request from various commissioners.)

DELAWARE — (Every person engaged in business of crying
sales of real or personal property for others for profit are
subject to tax.)

DISTRICT OF COLUMBIA — (License required for any person,
firm, or corporation, either for himself or others sells or
offers for sale at public auction, stocks or stocks of mer-
chandise in whole or in part. Apply at Mayor’s office.)

FLORIDA — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Submitted by Billy Wells, FAA secretary-
treasurer. (Local ordinances may impose license require-
ments.)

GEORGIA — The state DOES REQUIRE an auction/auctioneers
license. Contact: Georgia Auctioneers Association, Les
Maddern executive director, 166 Pryor St., Atlanta, Georgia
30303, phone 404-656-2282. Applicant must stand examina-
tion to qualify for one year apprenticeship. After being the
principal auctioneer under the supervision of a licensed,
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sponsoring auctioneer, in at least ten auctions, applicant
is eligible to stand examination for his/her principal auc-
tioneer’s license. Bond and character references are re-

quired. Submitted by Lynn Dempsey, GAA secretary-
treasurer.
HAWAIlI — (License required for any person who sells goods,

wares, merchandise or other property at auction. Apply
County Treasurer or Director of Finance.)

IDAHO — (Pay tax to county tax collector, on new merchandise
sold at auction.)

ILLINOIS — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Submitted by Bob Wuebbels, IAA member.

INDIANA — The state DOES REQUIRE an auction/auctioneers
license. Contact: Indiana Auctioneer Commission, Sherrill
L. Keesee secretary, 1025 State Office Building, Indianapo-
lis, Indiana 46204, phone 317-232-3950. Examination re-
quired for auctioneer’s license. Statute allows for reciprocal
agreement, upon qualification, with regard to auctioneer
licensing. License requirement also applies to auction
houses and auction companies-examination not required.
Submitted by Sherrill L. Keesee, Indiana Commission secre-
tary. |

IOWA — The state DOES NOT REQUIRE an auction/auctioneers
license. However, counties and municipalities have license
and fee requirements. Check with the county or municipal
clerk’s office where you’re planning to conduct an auction.
Submitted by Margaret H. Bloomer, IAA secretary. (To sell
NEW MERCHANDISE outside of city limits where ordinances
require license, a state license is required.)

KANSAS — The state DOES NOT REQUIRE an auction/auction-
eers license. Some cities have a fee license, check with
the city treasurer. Auctioneers auctioning real estate must
have a real estate license. Submitted by Rex B. Newcom,
KAA secretary/treasurer. (Any individual, firm, association,
corporation or any other legal entity which sells new goods,
wares or merchandise, apply at clerk of county or city.

KENTUCKY — The state DOES REQUIRE an auction/auctioneers
license. Contact: Kentucky Board of Auctioneers, 1210
Kentucky Home Life Building, Louisville, Kentucky 40202.
Submitted by Wilma Atherton, KAA executive director.

LOUISIANA — The state DOES REQUIRE an auction/auction-
eers license. Contact: Donald J. Bernard, Secretary of De-
partment of Commerce; P.O. Box 44185; Baton Rouge, LA
70804, Phone: (504) 342-5388. Submitted by Gladys M.
Vernon, Administrative Assistant.

MAINE — The state DOES REQUIRE an auction/auctioneers
license. Contact: Department of Business Regulation-Cen-
tral Licensing Bureau, Harvey De Vane commissioner, State
House Station, Augusta, Maine 04333, phone 207-289-2217.
Also, vehicle auctioneers license became effective Septem-
ber 18, 1981. Submitted by George A. Martin, MAA secre-

" tary.

MARYLAND — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Each county has its own qualifications
for licensing as has the City of Baltimore and several other
townships and jurisdictions in Maryland. Anyone wishing
to auction in the state of Maryland should inquire of the
county clerk or clerk of the circuit court of that jurisdiction.
In the City of Baltimore, application must be made to the
mayor’s office. Submitted by Barr Harris, AAM secretary.

MASSACHUSETTS — Under Chapter 100, each auctioneer Is
licensed by the town he/she resides in. The auctioneer
must acquire a permit to conduct an auction in another
town or city. The auctioneer must file with the selectmen
of the town or city for the permit. Submitted by Evan N.
Gavilles, MSAA member. (A person must obtain license

to sell jewelry, and also bankruptcy.) |
MICHIGAN — The state DOES NOT REQUIRE an auction/auc-

tioneers license. Submitted by Robert E. Howe, Jr., MSAA
secretary-treasurer.

Continued page 10
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MINNESOTA — The state DOES REQUIRE an auction/auction-
eers license. Contact: Joan Growe, Secretary of State,
State Capitol, State Office Bldg.; St. Paul, MN 55155
Phone: (612) 296-3266.

MISSOURI — The state DOES REQUIRE an auction/auctioneers
license. Contact any county clerk’s office. Submitted by
Doran H. Livingston, MSAA secretary.

MONTANA — The state DOES NOT REQUIRE an auction/auc-
tioneers license. However, the state does require that each
auctioneer carry a $500 bond. Submitted by Craig Mande-
ville, MAA secretary.

NEBRASKA — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Submitted by Harold Kraupie, NAA mem-
ber. (Non-resident apply at county clerk’s office.)

NEVADA — The state DOES NOT REQUIRE an auction/auc-
tioneers license because licensing in Nevada is by each
local government body. Submitted by James M. Watson,
NSAA president.

NEW HAMPSHIRE — The state DOES REQUIRE an auction/auc-
tioneers license. Contact: New Hampshire Board of Auc-
tioneers, Secretary of State, State House, Concord, New
Hampshire 03301, phone 603-271-3242. Non-resident auc-
tioneers may qualify for a non-resident license, if their
home state has a reciprocal agreement to allow the licens-
ing of non-resident auctioneers in their state with a state
license, so that auctions may be conducted anywhere in
the state with the license. Submitted by George Michael,
NHAA secretary.

NEW JERSEY — The state DOES NOT REQUIRE an auction/auc-
tioneers license. However, auction permits and licenses
are under local government control, each jurisdiction setting
their own requirements, fees, etc. Submitted by Jo Ann
Fawcett, NJSSA secretary. (There are state regulations on
jewelry, baby chicks, and sale barn.)

A

NEXT CLASS
APRIL 26

Col. Jim Graham
CCIM, CRB, AFLB

e Learn the Professional chant

AUCTIONEERING

NEW MEXICO — The state DOES NOT REQUIRE an auc-
tion/auctioneers license. However, New Mexico laws are
in effect governing auction sales, ‘“‘puffing’” on bids, and
auction fees. )Sor information, contact a municipal or coun-
ty clerk. Also, a license must be obtained to auction jewelry.
Application must be made to the county or municipal clerk’s
office, thirty days prior to the jewelry auction. To auction
real estate, you must have a real estate license or cooperate
with a New Mexico real estate broker. Submitted by Jac-
quelyn Russell, NMAA president.

NEW YORK — The state DOES NOT REQUIRE an auction/auc-
tioneers license. However, local ordinances will require
auctioneers to obtain a city, town, or village license. Sub-
mitted by R. Thomas Jones, NYSAA secretary/treasurer.
(There are baby chicks, and food regulations.)

NORTH CAROLINA — The state DOES REQUIRE an auc-
tion/auctioneers license. Contact: George R. Fuller, Execu-
tive Director, Suite 306, 3509 Haworth Drive, Raleigh, NC
27609. Phone: (919) 733-2182. Submitted by Johnson B.
Gilbert, NCAA secretary.

NORTH DAKOTA — The state DOES REQUIRE an auction/auc-
tioneers license. Contact: Richard Elkin, Public Service
Commissioner; North Dakota State Capitol; Bismarck, ND
58501. Phone: (701) 224-2400. North Dakota also requires
a clerking license, for which the fee is ten dollars and a
bond of five thousand dollars. The auctioneers fee is ten
dollars and a one thousand dollar bond. You must also be
a graduate of an approved auction school. Submitted by
Norman Aldinger, NDAA member.

OHIO — The state DOES REQUIRE an auction/auctioneers li-
cense. Contact: Department of Commerce, Division of Li-
censing, Charles Carroll chief of division, Two Nationwide
Plaza, Columbus, Ohio 43215, phone 614-466-4130. Sub-
mitted by Byron Dilgard, OAA secretary.

LEARN

in Beautiful

FLORIDA

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

Become a Professional Auctioneer in 1 Week

JIM GRAHAM training makes you STRONG . . as an

e Every type auction is covered

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

e Every student personally trained
by Col. Jim Graham

e Highly professional Instructors

Auctioneer: Businessman: Speaker. Men or women.

REAL ESTATE auctions . . our specialty
MONEY
BACK

You'll like our FAST START system
GUARANTEE

Graduates from other schools are welcome

FREE BROCHURE
JIM GRAHAM SCHOOL OF AUCTIONEERING

204 U.S. 1, North Palm Beach, FL 33408 (305) 844-1723
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OKLAHOMA — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Submitted by Ray Patterson, OKAA secre-
tary/treasurer. (Permits are required for livestock markets
and sale of new merchandise. Apply at county treasurer.)

OREGON — The state DOES REQUIRE an auction/auctioneers
license. Contact: Marge Hevlin, Administrator; 4th Floor,
Labor & Industries Building; Salem, OR 97310 Phone: (503)
378-4492. Submitted by Helen M. Wood, ORAA secretary.

PENNSYLVANIA — The state DOES REQUIRE an auction/auc-
tioneers license. Contact: Department of State, Bureau of
Professional and Occupational Affairs, State Board of Auc-
tioneer Examiners, Mrs. Dawn H. Glowacki executive secre-
tary, P.O. Box 2649, Harrisburg, Pennsylvania 17120, phone
717-787-6490. A one year apprenticeship with a licensed
Pennsylvania auctioneer must be served after completing
a two week auction course at an accredited school, recog-
nized by the Pennsylvania Board of Auctioneer Examiners.
Two year apprenticeship is required without schooling.
Apprentice and auctioneer state tests are required. Present-
ly a law is in the Pennsylvania legislature requiring 40 credit
hours (approximately one year of college) to qualify for a
license. Courses cover basic business, to all aspects of
the auction profession. A bond is required, and there is
reciprocity with some states. Submitted by Blaine C. Brown,
PAA secretary.

RHODE ISLAND — The state DOES REQUIRE an auction/auc-
tioneers license. Contact: Department of Business Regula-
tions Office of the Director, Craig R. Smith chief examiner
auctioneer section, 100 North Main Street, Providence,
Rhode Island 02903, phone 401-277-2246. New applicant
must take written exam given by the Department of Busi-
ness Regulations. If exam is passed, license issued after
applicant furnishes a bond and pays a $35 fee for resident
auctioneers. Other fees are $75 for non-residents, and $20
for apprentice auctioneers. Submitted by Louise E. Wordell,
PAAofRI| secretary.

SOUTH CAROLINA — The state DOES REQUIRE an auc-
tion/auctioneers license. Contact: George D. Pechilis,
Executive Director; State of South Carolina Auctioneers
Commission; P.O. Box 807; Columbia, SC 29202 Phone:
(803) 758-3837. Submitted by Jack E. Richardson.

SOUTH DAKOTA — The state DOES NOT REQUIRE an au-
tion/auctioneers license. However, a license law will be
considered in the next legislative session. Submitted by
Marti Dunlap, SDAA executive secretary.

TENNESSEE — The state DOES REQUIRE an auction/auction-
eers license. Contact: Mrs. Thelma Cartwright, secretary,
Tennessee Auctioneers Commission, Doctors Bldg., Room
422, Nashville, TN 37219, phone 615-741-3236. The follow-
ing fees apply: $50 auctioneer license fee, $25 fee for ap-
prentice, $25 firm license fee, and $25 examination fee.
Submitted by E. B. Fulkerson, TAA secretary.

TEXAS — The state DOES REQUIRE an auction/auctioneers
license. Contact: Texas Department of Labor & Standards,
Lias “Bubba’” Steen, Commissioner, P.O. Box 12157, Austin,
Texas 78711, phone 512-475-4229. The commissioner ap-
points a twelve-member Advisory Board comprised of auc-
tioneers to serve one-year terms. Their function is to act
as liaison between the State and the auctioneers. The li-
cense law requires an applicant to pass an examination or
to obtain an Associate license for one year to work under a
licensed auctioneer during which time he must bid-call at
least five sales. Submitted by Charles Connour, TAA mem-
ber.

UTAH — The state DOES NOT REQUIRE an auction/auctioneers
law. However, you do have to pay a fee in each of the
municipalities where you hold an auction. For example, in
Murray, Utah, if you do not have a permanent place of
business where the sales are held, you pay $100 a day to
hold sales. Salt Lake County charges $140 per year. All
adjacent towns charge $100 per year. Submitted by Glenn
Short, UAA president.
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VERMONT — The state DOES REQUIRE an auction/auctioneers
license. Contact: James Douglas, Secretary of State, 109
State St., Montpelier, Vermont 05602, phone 802-828-2363.
Requirements include: resident fee of $25, plus $1000 bond,
licenses the auctioneer for two years; non-resident fee of
$50, plus $5000 bond licenses the auctioneer for one year.
The state is presently considering revision of the auctioneer
license law and requirements. Submitted by Thomas
Hirchak Jr., VAA secretary.

VIRGINIA — The state DOES REQUIRE an auction/auctioneers
license. Virginia does not have a state licensing board or
commission for auctioneers. A state license is purchased
at the local office of the commissioner of the revenue. Sub-
mitted by Stephen G. Sheets, VAA member.

WASHINGTON — The state DOES NOT REQUIRE an auc-
tion/auctioneers license. However, each county has license
fees from $10 to $25; plus many have a $1000 to $5000
bond requirement. The larger cities have their own require-
ments, from $5 a year to $100 a day. Submitted by Elmer
Burnham, WSAA president. (The sale of jewelry, appliance,
upholstered furniture, and bedding requires a license. Ap-
ply at County Commissioner.)

WEST VIRGINIA — The state DOES REQUIRE an auction/auc-
tioneers license. Contact: Hon. Gus R. Douglas, Commis-
sioner of Agriculture; West Virginia Department of Agri-
culture; State Capitol; Charleston, WV 25405. Submitted
by Wison E. Woods, WVAA member.

WISCONSIN — The state DOES NOT REQUIRE an auction/auc-
tioneers license. However, many municipalities have their
own rules, ordinances, and fees. Submitted by Robert
Massart, WAA secretary. (There are requirements on the
sale of jewelry and furs. All transient auctioneers must be
licensed. Apply at the County Clerk’s Office.)

Z/mn
I

VALDOSTA TENT |

& AWNING COMPANY
706 N. FORREST ST., VALDOSTA, GA 31601

Office Phone
(912) 247-9843

Mailing Address
P. O. Box 3178

Call, write, or come by and see us
before you buy. (You’ll be glad you did!)

GORDON L. SHAW, Owner
Home Phone (912) 247-5209

—Manufacturer of tents for over 25 years—
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YOU CAN LEARN TO AUCTION REAL
ESTATE SUCCESSFULLY...AND

BECOME A QUALIFIED AUCTIONEER

THE FIRST COMPLETE HOME STUDY COUWRSE

12

EVER DEVELOPED ON HOW TO SUCCESSFULLY AUCTION REAL ESTATE

BROKERS/AGENTS:

m Offer this additional successful marketing technique
to your clients.

® There are many advantages to a public sale
(Auction).

m |Learn what they are and offer this alternative to
your clients.

B Give yourself and your company this important
edge.

B Auctions can produce sales where all other
marketing techniques fail.

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

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

About the Author: Melvin A. (Mel) Giller. Realtor—
Auctioneer. Thirty years' background in sales, sales
management and marketing and is a nationally recog-
nized author, lecturer and instructor on the Marketing
of Real Estate by Public Sale. He entered the real estate
profession in the early 1960's. He has been involved as
a Real Estate Developer, and at one time In his career,
operated a company that was comprised of 87 sales
people. Several years ago, herecognized the enormous
potential of the Public Sale as a marketing tool for the
sale of real property, and he has dedicated himself to
this profession. He is the President of Nationwide
Auction Company, with offices in Tucson, Arizona and
Newport Beach, California.

GRADUATES WRITE:

Thank you for introducing me to a new Real Estate phenom-
ena... Auctioneering.

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

J. Johnson, Real Estate Broker
Los Angeles, California

My first series of auctions resulted in my selling 3 out of 4
properties offered, for a sales price totalling $310,000. What is
even further exciting is that | placed an additional $582,000
into escrow from my reqgularly listed real estate, as a result of
the contacts that | made from the auctions.

Let these results be testimonial to the incredible success of the
auction technique and the course you taughtmein Las Vegas.

G. Artoux, Realtor Associate
Malibu, California

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

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

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

J. Platt, Real Estate Broker
Anchorage, Alaska

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

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

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

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

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

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

COMPLETE COURSE
ONLY

$895¢0

[re———————c—————- - = - o o - o - - R ——

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

Name
Address .
City State Zip

O Check enclosed. Make payable to Natl. Inst. of Real Estate
Auctioneers Inc.

O MasterCard 0O VISA
Exp. Date Signature
Mail to: National Institute of Real Estate Auctioneers, Inc.

3961 MacArthur Blvd., Suites 210 & 212, Newport Beach,
CA 92660 ® (714) 752-2298

Card No. _
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What to do when the IRS
appears at your door

According to TAX IDEAS REPORT from the Air
Conditioning Contractors of America, there are a
few immediate concerns when an IRS agent drops by
for a surprise audit.

1. Determine if you are dealing with a revenue
agent from the IRS Examination Division or a special
agent from the Criminal Investigation Division.
Agents from the Examination Division usually give
you advance notice of their visit and handle routine
examinations of business expenses, etc. The other
division investigates for suspected criminal violations
of the tax laws, and they don’t warn you in advance.

2. When two agents scrutinize your records, one
may be a veteran and one may be a rookie who’s
along for the on-the-job experience.

3. On the other hand, two agents may mean a
“joint investigation” (as the IRS calls it) by a special
agent and a revenue agent. But whenever a special
agent shows up, with or without notice, the agent is
supposed to identify him/herself and advise you of
your rights, including your rights to remain silent and
be advised by an attorney.

As described in the TAX IDEAS REPORT, “To
be on the safe side, remain silent. Check with an
attorney who is experienced in tax fraud before you
turn over records or make any statements to an IRS
special agent. You don’t want ill-advised comments
coming back to haunt you when they are pieced
together and repeated on a witness stand, should the
matter ever get that far.”

Sales tax collection,
important detail

When an auctioneer crosses a stateline, an im-
portant detail in the auction planning is the collection
of sales tax — who’s responsible, how much, and
when is it due. Though the NAA office does not have
information on every state, the following Nebraska
state regulations may be useful for comparison to
other state’s tax laws.

Reg-1-34 Auction and consignment sales

(1) All auction and consignment sales of tangi-
ble personal property are sales at retail and the auc-
tioneer is a retailer who must collect and remit the
tax on all sales except as follows:

(a) Where an auctioneer is an agent of a retail
seller, then the seller or other agent of the
seller is responsible for the collection and re-
mittance of the tax on each transaction.
(b) Where sales are made of tangible per-
sonal property which come within the limita-
tions of occasional sales as defined in Reg 1-
22. -
(c) Where the sale is otherwise exempt be-
cause of the nature of the item sold, the nature
of the purchaser, or the intended use of the
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AIRPOST

INTERNATIONAL MAIL SYSTEM

THE TELERAD ALTERNATIVE TO HIGH
POSTAL COSTS AND POOR SERVICE

2 20%
S AV E TO 0
ON POSTAL COSTS FOR PRINTED MATTER

CUT DELIVERY
- TIME IN HALF

FOR MORE INFORMATION IN THE U.S. CONTACT:
l NEW YORK

212 - 937-9300
CHICAGO 312 - 329-0721
LOS ANGELES 213 - 649-4800
WORLD HEADQUARTERS 800 - 221-1430

TELERAD

item, such sales are exempt and not subject
to the tax. See Reg 1-12. |
(2) All sales made by auctioneers or consignees
from an auction house or any other place under the
control of an auctioneer or consignee are taxable
sales subject only to the exception in item (c) of this
regulation.
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SAN ANTONIO’S EL MERCADO MARKET is one of
the most historic areas of the city. El Mercado had
its beginning in 1830, and the market now contains
boutiques, specialty restaurants, flower shops, leath-
er goods, produce, and novelty items. The ‘“Mexican
market” is one of San Antonio’s most interesting
places to shop.

A Book For
Every
AUCTIONEER

e Py, ~ AucTION
. h PITCH
. / and the booklet
52 BASIC
AUCTION

CHANTS

A 176 page book loaded with auction sayings, quips,

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

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

Ing a 53 year period.

Here is what auction schools and auctioneers say:

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

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

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

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

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

“Priceless.” — Edward Esber, Canton, Ohio

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

Only $12.50 for both, postage paid

Earl D. Wisard, Auctioneer, Dundee, Ohio 44624
e s e
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Almost your last
chance to register

By the time many NAA members are reading this
article, the Tampa Seminar hotel reservation dead-
line of January 11 has already passed. And, the
January 22 San Antonio Seminar hotel deadline is
fast approaching. Can you still attend an NAA semi-
nar this year? Hopefully, but you must immediately
register for Tampa; and register for San Antonio as
soon as possible.

Deadline of one week
before each Seminar

The NAA office will accept your late seminar
registration, up until one week before each 1982
seminar. Therefore, the following deadlines and
registration policies apply.

* Tampa Seminar registrations will be accepted
at the NAA office until January 18, 1982. However,
you are personally responsible for your own hotel
accommodations. The NAA’s block of rooms was re-
leased January 12.

¢ San Antonio Seminar registrations will be ac-
cepted at the NAA office until February 8, 1982. How-
ever, you are personally responsible for your own
hotel accommodations. The NAA’s block of rooms
was released January 23.

® Seminar registrations will not be accepted at
the Seminar site. You must preregister within the
one-week-before deadline.

®* A waiting list will be formed for each seminar,
In the order of earliest postmarked date, on the regis-
trations received at the NAA office.

At this late date, any questions about the avail-
ability of openings for the 1982 NAA Seminars should
be directed to the NAA office in a phone call. Do not
call the hotels for seminar information, all they can
do is reserve your lodging. Only the NAA office can
assure your seminar attendance.

Complete schedules and travel information for
both 1982 seminars can be found on pages 9-23 of
the December issue of THE AUCTIONEER magazine.

One of the instructors announced for the Tampa
Seminar is NAA member William W. “Bill’”’ Morgan,
Hopkinsville, Kentucky. Mr. Morgan is a former bank
president and chairman of the board of Security
Bank, Cairo, lllinois, and is a CAl charter member.
Bill Morgan’s auction firm specializes in the sale of
real estate and personal property. Auctioneer Mor-
gan will instruct Tampa Seminar registrants on Tech-
niques of Listing Real Estate Auctions (bankers, iend-
INg agencies, estates, etc.).

Continued page 17, column 1
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TAMPA

1982 NAA Seminar Registration

Tampa, Florida, January 25, 26, 27
Holiday Inn Central

SUBJECT: SELLING REAL ESTATE
AT AUCTION

(At each 1982 NAA Seminar, the general semi-
nar topic will be covered IN DETAIL by non-auc-
tioneer experts, as well as professional real estate
auctioneers.)

HOTEL RESERVATIONS —

Seminar registrants must make their own ho-
tel reservations for each of the two 1982 Seminars.
Hotel reservation forms for both the Tampa (Jan-
uary, Real Estate) and San Antonio (February, Per-
sonal Property) Seminars will be mailed to the
registrant upon receipt of seminar registration.
Hotel reservations for the Tampa Real Estate Semi-
nar must be made by January 11, 1982.

1982 REGISTRATION FEES INFORMATION

Only three-day registrations will be accepted.
One or two day registrations will not be accepted
for either 1982 NAA Seminar. Three-day fees are

$150 per NAA member; half price ($75) for NAA
member’s spouse, family member, or guest, attend-
Ing seminar with NAA member.

| HAVE MARKED THE FOLLOWING TO INDICATE
MY 1982 TAMPA SEMINAR REGISTRATION

_$150 Three-day Tampa Seminar Registration

$ 75 Spouse’s Three-day Tampa Seminar
Registration

$_____ TOTAL TAMPA SEMINAR FEES
Enclosed is my check in the amount of §
made payable to the National Auctioneers Associa-
tion, for my 1982 NAA Tampa Seminar Registra-
tion.

NAA Member's Name

Spouse’s Name or Family
Member If Applicable _

Address i -

City N - . Phone

State Zip

== e D —

Send completed form and Seminars registration fees to.

NATIONAL AUCTIONEERS ASSOCIATION
135 Lakewood Drive, Lincoln, NE 68510-2487

SAN
ANTONIO

1982 NAA Seminar Registration

San Antonio, Texas, February 15, 16, 17
San Antonio Marriott

SUBJECT: SELLING PERSONAL
PROPERTY AT AUCTION

(At each 1982 NAA Seminar, the general semi-
nar topic will be covered IN DETAIL by non-auc-
tioneer experts, as well as professional personal
property auctioneers.)

HOTEL RESERVATIONS —

Seminar registrants must make their own ho-
tel reservations for each of the two 1982 Seminars.
Hotel reservation forms for both the Tampa (Jan-
uary, Real Estate) and San Antonio (February, Per-
sonal Property) Seminars will be mailed to the
registrant upon receipt of seminar registration.
Hotel reservations for the San Antonio Personal

1P;ggerty Seminar must be made by January 22,

1982 REGISTRATION FEES INFORMATION

Only three-day registrations will be accepted.

January, 1982

- City

One or two day registrations will not be accepted
for either 1982 NAA Seminar. Three-day fees are
$150 per NAA member; half price ($75) for NAA
member’s spouse, family member, or guest attend-
ing seminar with NAA member.

| HAVE MARKED THE FOLLOWING TO INDICATE

MY 1982 SAN ANTONIO SEMINAR REGISTRA-

TION

___$150 Three-day San Antonio Seminar Regis-

tration

% 75 Spouse’s Three-day San Antonio Semi-
nar Registration

$ __TOTAL SAN ANTONIO SEMINAR FEES

Enclosed is my check in the amount of § 5

made payable to the National Auctioneers Associa-

tion, for my 1982 NAA San Antonio Seminar Regis-

tration.

NAA Member's Name

Spouse’s Name or Family
Member If Applicable

Address

_ Phone

State _ ZID s

Send completed form and Seminars registration fees to:

NATIONAL AUCTIONEERS ASSOCIATION
135 Lakewood Drive, Lincoln, NE 68510-2487
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a i . November 19, 1981

Mr. Nathan A. Wolfstein IV
INDUSTRIAL PUBLISHING CO.
P. 0. Box 2328

Eugene, OR 97402

Dear Nathan,
It is with great pleasure that I write this letter to you.

Prior to our meeting at the 1981 NAA Convention in Las Vegas, I had
my doubts about forwarding my auction brochures from Atlanta Georgia
to Eugene Oregon for publication. Somehow it didn't seem feasible.

I was truly impressed at seeing the samples of auction brochures at
your booth. However, I didn't make my decision until after your
workshop presentation.

All I can say is, "I'm glad I did!" 1In all my years in the auction

business, it has never been easier nor have I received so much
value. You truly provide a professional service to auction companies.

When you said you'd "upgrade'" my image, I didn't know what to expect.
Now, I feel I'm at least a year ahead of where I thought I'd be. In

fact, the brochures we've already done are helping me to sign new
auctions.

I highly recommend your services and am convinced a professional
advertising and promotion program makes a difference.

Sincerely,

o Moapnss,

Ron Harris
HARRIS AUCTION SERVICE

RH/

P.S5. Feel free to use this letter-of-recommendation as you wish....

. i e \

l
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 _— i i = —  Wea . ————
“P.O Box05 @ Steamboat Springs. Colorado 80477 ,-{"-'
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December 3, 1981 ANO I HER!

Nathan A. Wolfstein
Industrial Publishing
P.0O. Box 2328

Eugene, OR 97402

Dear Nathan,

Just a quick line to tell you what happened today because of
our-your sales brochure. A banker that I had talked to about
our sale had nothing to consign until he received the brochure.
Ha immediately telephoned me with a large consignment that near-
ly doubled our sale size. This one call will go along way in
making this a very successful and profitable sale.

Although we maybe high in the Colorado Rockies, we feel as if
Your staff was right across the hall in our office. You make
doing a males brochure easy, fun, and truly not complicated.
The turn ardund time is unbelievahle and last minute changes

do not seem to rock-the-boat.

‘We are looking forward to many great years of working together.
A vprofessional AUCTION-oriented printer sure makes life easier
and gives us more time to devote to point-of-sale efforts,

Sincerely,

PNl

R. J. "Gill" Gillilan
Auction Coordinator

2EALIOR™

AUCTION BROCHURES INDUSTRIAL PUBLISHING

P.O. BOX 2328
AR‘&?S%’E&EQS EUGENE, OREGON 97402

(503) 689-2711
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Who may attend seminars

To clarify exactly who may attend an NAA semi-
nar or convention, the following Board of Directors’
policies apply.

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

2. Only NAA auctioneers can attend NAA spon-
sored functions. If an auctioneer works for an NAA
member, that non-member auctioneer employee can-
not attend the NAA convention or seminars. The non-
member auctioneer employee must first join the NAA
— full membership — in order to attend an NAA con-
vention or seminar.

3. On the other hand, non-auctioneer employees
— clerks, cashiers, ringmen, secretaries, etc. — can
attend NAA seminars and conventions only when
they are accompanied by the NAA member employer.
The reduced registration cost for the non-auctioneer
employee only applies when the NAA member ac-
companies the employee to the NAA function.

4. NAA spouses can attend seminars and con-
ventions without the NAA member, but the spouse
must pay the full convention or seminar registration
cost. The reduced registration fee only applies to
the second, third, fourth, etc., registrations after the
NAA member makes a full registration for the event.

Right now is the time to assure your seminar at-
tendance for the 1982 NAA seminars in Tampa and
San Antonio.

FFFFFFF S BUSINESS FAILURES AND THE PRIME RATE FIRIME RATE
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QUARTER AND YEAR

HIGH INTEREST/BUSINESS FAILURES relation-
ship shown in this graph from House Committee on
Small Business. Story at right.

Only 2% of employee terminations in American
businesses are outright firing, according to a man-
agement consulting firm’s national survey. Most

January, 1982

Relationship cited
between high
interest rates and
business failures

According to the House Committee on Small
Business, there is a growing awareness and con-
cern in Congress over the continuation of record
high interest rates and the resultant increase in small
business failures.

The prime rate is expected to average 19.2% for
1981, nearly three times the average rate of 1977.
Small businesses are generally required to pay two
or three points above the prime and have therefore
been borrowing money at interest rates in excess of
20% . For the past two years interest rates have re-
mained at consistently high levels.

At the same time, business bankruptcies have in-
creased substantially. For the year ending June 30,
1981, the business bankruptcy filings recorded by
The Administrative Office of the United States Courts
increased by nearly 33%, from 36,433 in 1980 to
47,414 this year. Business failures, as reported by
Dun and Bradstreet, reached 11,076 by September
3, 1981, a 42% increase over the same period in 1980.

Those industries hit hardest are dominated by
small businesses. Failures in the construction indus-
try are up 48.5%, in service industries, up 47.6% and
in retailing, failures have increased 41.4% over 1980.
Nearly 10% of all U.S. auto dealers have closed dur-
Ing the past two years.

There has been general agreement that interest
rates must be reduced to assist the small business
community. Most have felt that a decrease in the
federal deficit would help to bring down interest rates
as there would be less competition between the gov-
ernment and private industry for available money.
Some have suggested that the Federal Reserve Board
pursue a slightly less restrictive monetary growth
policy. Some have called for substantial reductions
in federal expenditures, while others want additional
tax revenues.

There is a concensus, however, that action must
come soon or many more small businesses will face
certain bankruptcy. For example, William Doyle,
president of Doyle Lumber, Inc., Martinsville, Virginia,
told a Small Business Subcommittee in November,
“The time has come for people in leadership posi-
tions to realize that small business is bearing an in-
ordinate burden in helping to redress our economic
woes. The small business person is perfectly willing
to assume his share of responsibility, but it is unrea-
sonable and unrealistic to ask him to support long-
range goals, regardless of how good they are, if the
short-term solutions cause him to become bankrupt.”

terminations are voluntary, with many being graceful
exits to avoid being fired.

AMERICAN BUSINESS
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Antigues ® Antiques ® Antiques ® Antiques @ FOR SALE!

CONTAINER BUYERS ANTIQUES BONANZA
Beat Inflation @ Buy Direct From England

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

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

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

Please check in boxes below the type of merchandise you would like to receive with preference in your Antiques Shipment.
Rolls Royce Vintage Cars available by order

Roll Top Desks B Bowl & Pitchers & Windsor Chairs Biscuit Barrels

Organs O Whicker Furniture | Draw Leaf Tables Dressing Tables

Parlour Set Smokers Stands Cast Iron Items _ Inlaid Furniture

China Cabinets Carriages Pianos Spelter Figures

Gateleg Tables Bentwood Chairs Hall Trees Dinner Wagons

Eterges Flo Blue Washstands Piano Stools

Bamboo Furniture Minton China Fire Places Swords

Towel Racks Bureau Bookcases Bureaux Shefioneers ]

Marble Clocks Buffets Barrometers , Oak Furniture

Hat Racks O Queen Anne Chairs Pottery Corner Cabinets

Paintings ] Leaded Glass Wall Clocks B Silver Plate

Royal Doulton Pine Furniture , Prints Grandfather Clocks

Fern Stands Bedroom Suites , Carnival Glass Primitive Furniture

Mirrors Coal Scuttles Candlesticks Sea Chests Y

Carriage Clocks Paintings Captains Chairs Tapestries i

Curio Cabinet E Sets of Chairs = Bookcases High Boys

Player Pianos ] Brassware . Pub Furniture Oriental ltems

Sideboards Mantle Clocks Wardrobes Music Boxes L

Secretarys Cut Glass Bronze Figures Carvings

Rocking Chairs £ Wedgewood Chest of Drawers Architecture O

Spode I Card Tables O

Could you handle a 40 ft. container every 1 Month 2 Months 3 Months

What is the population of your area?

Do you sell Retail/Wholesale/Auction?

----------------------------------------------------------------

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

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

% Fine Quality Graded Shipment $20,000

{1 eslie Swainbank Antiques Int. Lowest

Pos_sib!e
Head Office - Prices?
34 Church Rd, Roby, Nr. Liverpool, L36 9TP, Lancashire, England
Telephone 051-489 1142 Oak Items
Our
Borld Pide Antique Exporters Speciality!

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

|
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For That Antique, Estatc *

.25 55~ or Collector’'s Auction
ﬂ Be Sure to Use

The Weekly
4 B>y

STATES<TRADER

PF%RBEXC%%T\SD Ig‘;‘i*;?;i"l}”gN;“BdUégg Call TOLL FREE TO RESERVE ADS OR FOR INFO
(IA, IL, KY, MI, MO, OH, TN, W.V.,, WI (PA 4120r 814 only) 1-800-428-4156

WHO FLY AND DRIVE LONG DISTANCES Indianapolis & NE suburbs 326-2235

Circulated primarily in Illinois, Indiana, Kentucky, Indiana only 1-800-382-1050
Michigan, Missouri, Ohio, Tennessee, West Virginia, Wis- Other States Phone 317-345-5800 or 317-345-5133

' . TOLL FREE HOURS: 7 am-5 pm Mon. thru Fri. and Sat. 8 am-12 Y (
consin, Western New York, Western Pennsylvania, East- 5 L SLAmaIROan

(Evenings after 5 and Sat. pm & Sundays BY CHANCE).
ern Iowa. IN OUR 14TH YEAR. Delivered every Monday in most states.
The Tri-State Trader has more antique auctions in the

) Normal Ad Deadline: 9 am every Wednesday. Ads tak
Mid-Central states than any other publication in the s wEL NP COSRYe BOH RARen

until 8:30 a.m. Friday, but please call in reservation early.
world! Results guaranteed or no pay! (Inclement weather (Small surcharge for late ads after 9 am Wednesday.)
excepted). Ask for a show of hands. Yes, we're that sure!

Gelco or other Courier service recommended for late ads.
Free Samples Sent to Auctioneers on Request Special delivery is good insurance. s

MINN.

IOWA
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AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

“The Professional Auctioneers’ Cho:ce

HALF-MILE HAILER SOUND CRUISER
MODEL S-610 MOBILE P.A. MODEL S-310
List: $245.00 List: $425.00
Auctioneers Cost: $208.25 Auctioneers Cost: $361.25

SOUND CRUISER MOBILE P.A. MODEL S-310 — Make any car a sound truck in 45 seconds.

HALF-MILE HAILER MODEL S-610 — Projects further, louder, clearer than horn hailers
. . . doesn’t block vision . . . perfect for crowd control, athletics and other outdoor use.
AMPLIFIER: Model S-702: 35 watt: all transistor. CONTROLS: On-Off, Volume. Inputs: For
ceramic or dynamic microphone: auxiliary input for phono, tuner, tape recorder, etc. 3 Out-
puts: For additional speakers: tape recorder. Power Source: Ten ‘D' size flashlight bat-
teries: alkaline type provides up to 200 hours operation. MICROPHONE: Cardioid probe-
type, noise-cancelling, hand-held microphone, supplied with 8" coil cord, on-off switch.
SPEAKER: Weatherproof horn, can handle full amplifier output: detachable. CONSTRUC-
TION: Removable metal bracket attaches to amplifier with screw knobs: gripper handle
and shoulder strap included. Dimensions: 112" high, 11" wide, 9" deep. WEIGHT: 14 Ibs.
(with batteries). Order Model S-610

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

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

North Carolina residents add 4% sales tax.
Col.

Forrest Mendenhall,
Member

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

enc[enlza” Schoo[ t u‘quctionee’z[n

P.O. BOX 7344 — U.S. HWY. 29 & 70 (185) HIGH POINT, NORTH CAROLINA 27263 PHONE (919) 887-1165 I

January, 1982
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ATLANTA 82
NAA Convention

Begin your planning with
early hotel reservations.

It is quite possible that the 1982 NAA Atlanta
Convention will surpass the 1980 Nashville attend-
ance record of 2300. With that possibility in mind,
now is not too early to plan for Atlanta, July 28-31.

The following hotel information, provided by the
Atlanta Hilton, NAA convention site for 1982, will be
helpful in making your hotel accommodations. The
convention ‘““Program-at-a-Glance’ will also be help-
ful in planning your Atlanta arrival and departure.

®* Hotel reservations must be received by July
7,1982. Accommodations after that date will be con-
firmed on a space availability basis, at regular room
rates.

®* Room rates, especially arranged for the NAA
convention, apply only to NAA convention registrants.
Reservations must be made on the reservation form
in THE AUCTIONEER, and phone reservations for
NAA rates will not be accepted. The higher the room
charge, the better quality the room, as well as being
higher in the building. Additional reservation forms

estern

college of auctioneering

1948-1982 — 34 Years

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

We can start you in a profession which is hon-
orable, pleasurable and most rewarding finan-
cially. We have been doing same since 1948.

Ask your successful auctioneer — he has been
there!

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

14/ estern

college of auctioneering

Box 21116, Billings, MT 59104 Phone: 406-252-7066

available upon request to the NAA office.

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

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

®* A deposit is not required to hold your room.
The Atlanta Hilton will accept credit card, traveler’s
cheque or personal check in payment for your
lodging. However, the hotel will request to see a
major credit card if you pay for your room with a
personal check.

®* Entire NAA convention will be housed in the
Atlanta Hilton, and all official convention activities
will take place inthe hotel.

Hotel Reservation Form

Please reserve accommodations at The
Atlanta Hilton for:

Name

SHEES —

Company Name

~Address
City/State/Zip | |
Arrival Date Hour AM/PM
Departure Date Hour AM/PM

Note: Check-out time is 1PM.
Please circle requested accommodation and
rate.

NATIONAL AUCTIONEERS ASSOCIATION
ANNUAL MEETING
JULY 28-31, 1982

Singles $60 66 72 78 84
Doubles/Twins $80 86 92 98 104
Suites $175.00 and Up

e | Hwvers” | Howvers” | fperers”

SINGLE | DOUBLE TWIN | suITe
$96 $116
. | .

Towers guests please go to 27th floor to check in.

If a room is not available at the rate requested, reservation
will be made at next available rate. If the Towers is re-
quested and not available, your reservation will be con-
firmed in a deluxe room in the main hotel. Reservation
request must be made three weeks prior to arrival date.
Reservation will be until 6 PM unless hotel is notified of
your exact arrival hour. Room charges subject to state
and local taxes.

HO-241
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If you have any questions concerning your hotel
accommodations, contact the Atlanta Hilton Hotel.
Questions about the convention itself should be di-
rected to the NAA office.

Program-at-a-Glance

Please notice that this NAA convention schedule
is a very abbreviated version of the convention pro-
gram that you will receive in Atlanta. Only the major
events have been included, to help you plan your con-
vention attendance.

Tuesday, July 27, 1982

All Day Tours (sponsored by the Geor-
gia Auctioneers Association)
Wednesday, July 28, 1982
All Day Tours (sponsored by the Geor-

gia Auctioneers Association)
9:00 am- 5:00 pm NAA Registration
8:00 pm-11:00 pm Southern Fair (continuous mu-
sical entertainment and fair
booths, sponsored by Co-Host
State Associations). A truly
social gathering of the NAA
membership to kickoff the con-
vention!
Thursday, July 29, 1982
7:30 am-10:20 am State Officers’ Breakfast and
Workshop
9:00 am-11:45 am NAA Workshops
8:30 am-10:30 am Ladies Hospitality Hour and
Educational program (spon-
sored by the NAA Auxiliary for
the ladies attending the 1982
NAA Convention)
1982 Atlanta Convention
Luncheon (official kickoff
luncheon for all registrants)
3:00 pm- 4:30 pm NAA Workshops
7:30 pm-12 mid. 1982 NAA Fun Auction
7:30 pm-11:00 pm Youth Activities (games and
entertainment)

Friday, July 30, 1982
7:30 am- 9:00 am State Associations’ Breakfasts
(rooms requested by State As-
sociations for sponsored break-
fasts)
Missouri Auction School Con-
tinental Breakfast (open to all
convention registrants)
Youth Activities Headquarters
(organized activities for youth
registered for the convention in
special Youth Activities room)
NAA Workshops
NAA Auxiliary Meeting (all
spouses of NAA members in-
vited to attend)
Ladies Luncheon and Program
(all spouses of NAA members
invited to attend)

12 noon - 2:30 pm

9:00 am-11:00 pm

9:00 am-11:45 am
10:00 am-11:45 am

12 noon - 2:30 pm

January, 1982
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ATLANTA HILTON HOTEL is certainly “the right
hotel, in the right place, at the right time”, for the
1982 NAA convention. All convention activities will
take place inside, and all registrants will be housed
in the Atlanta Hilton.

2:45 pm NAA Workshops
4:00 pm Open Meeting of NAA Board
of Directors (all convention
registrants invited to attend)
NAA Awards Festival and Show
(recognition of NAA members
and entertainment for the fami-
lies)
Saturday, July 31, 1982
7:30 am- 9:00 am CAIl Continental Breakfast (an-
nual meeting of the Certified
Auctioneers Institute — candi-
dates, members and potential
candidates)
NAA Workshops
Youth Activities Headquarters
(activities for the Youth regis-
tering for the convention)
Annual Meeting of the NAA
Annual Meeting continues
(election of officers and direc-
tors of the NAA)
7:00 pm-10:00 pm President’s Banquet
10:00 pm-12 mid. President’s Ball
12 midnight 1982 NAA Convention ends
Sunday, August 1, 1982
Members and gquests return to homes, begin
vacations, etc. No official events planned on Sunday.

:30 pm-
00 pm-

7:00 pm-11:00 pm

9:00 am-10:20 am
9:00 am-11:00 pm

10:30 am-11:45 am
1:30 pm- 4:00 pm
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LINES WE
CARRY ARE
TOOLS BY
CHAMPION

A.P.F. CALCULATORS

CASIO WATCHES
& CALCULATORS

PANASONIC
ELECTRONICS

SONY
ELECTRONICS

KRACO
ELECTRONICS

SANYO
ELECTRONICS

SANBORN
AIR COMPRESSORS

LINCOLN ELECTRIC
WELDERS

FUZZBUSTER
RADAR DETECTORS

WHISTLER
RADAR DETECTORS

YORX
ELECTRONICS

VIDEO TAPE
RECORDERS

ATARI
GAMES

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

T.D.K.
TAPES

MAXELL
TAPES

VIDEO
TAPES

BETAMAX
TAPES

AND
10,000
OTHER
ITEMS

PAKISTANI
KNIVES

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

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

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

Frieder’s

2553 Superior Avenue
Cleveland, Ohio 44114

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

LOW PRICES — HIGH QUALITY — QUICK SERVICE
LARGE INVENTORY — QUICK DELIVERY

THE AUCTIONEER




NAA convention
sites, how selected

Occasionally the NAA office will receive in-
quiries concerning the selection of NAA convention
sites throughout the United States. Those conven-
tion locations are picked years in advance to allow
for extensive planning and preparation. The pro-
cedure for having a site selected in your area begins
with a letter to the NAA office, from your state auc-
tioneers association board of directors, suggesting a
possible convention location.

A state auctioneers association, in an official
letter from its board, petitions the NAA office to hold
an NAA convention in their state which is included
in a site selection region. Upon receipt of the letter,
NAA executive vice president Harvey McCray then
certifies a site as being a potential location for an
NAA convention.

Once a site has been certified, the Board of Di-
rectors of the WNational Auctioneers Association
makes the decision to hold the convention at the
certified location. For example, the NAA Board will
choose, at its January, 1982 meeting, the NAA con-
vention site for 1987. The following information is a
summary of the NAA convention locations through
1986.

NAA convention site selection regions

SOUTH (Alabama, Florida, Georgia, Kentucky, Mis-
sissippi, North Carolina, South Carolina and Ten-
nessee): 8 states, 8 state associations, 7 po-
tential convention cities, and approximately 1,269
members.

1982 Convention, Atlanta, Georgia

SOUTHWEST (Arkansas, Arizona, Colorado, Kansas,
Louisiana, Missouri, New Mexico, Oklahoma,
Texas): 9 states, 9 state associations, 8 potential
convention cities, and approximately 1,257 mem-
bers.

1983 Convention, Houston, Texas

NORTH CENTRAL (lllinois, Indiana, lowa, Michigan,
Minnesota, Ohio and Wisconsin): 7 states, 7 state
associations, 7 potential convention cities, and
approximately 1,810 members.

1984 Convention, Minneapolis, Minnesota

EAST (Connecticut, Delaware, District of Columbia,
+“Maine, Maryland, Massachusetts, New Hamp-
shire, New Jersey, New York, Pennsylvania,
Rhode lIsland, Vermont, Virginia and West Vir-
ginia): 13 states and 1 district, 12 state associa-
tions, 7 potential convention cities, and approxi-
mately 1,178 members.

January, 1982

1985 Convention, Philadelphia, Pennsylvania

WEST/NORTHWEST (Alaska, California, Hawaii,
Idaho, Montana, Nebraska, Nevada, North Da-
kota, Oregon, South Dakota, Utah, Washington
and Wyoming): 13 states, 10 state associations,
8 potential convention cities, and approximately
1,060 members.

1986 Convention, San Francisco, California

The rotation order in which the site selection re-
gions are considered is the order in which they ap-
pear above. Therefore, the 1987 NAA convention
will be held at a location in the South region.

Any and all inquiries regarding the site selection
of NAA conventions should be sent to NAA executive
vice president Harvey McCray at the NAA office.
Also, any official request for an NAA convention site
must come from a state association board of direc-
tors and not from the membership.

SALE CLERKING SHEETS

and other Auction forms
Write for Samples and Prices

[ P.O. Box 597

BURTON PRINTING CO.
Hastings, Nebr. 68901

| EARN TO BE (

AN
AUCTIONEER

AMERICA’S TOP QUALITY

AUCTION SCHOOL. WRITE OR

CALL FOR FREE CATALOG. AP-

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

MENDENHALL SCHOOL OF

AUCTIONEERING

P. 0. BOX 7344
HIGH POINT, N. C. 27264
(919) 887-1165
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It's an old saying that has special meaning to
auctioneers, “Nothing happens until somebody sells
something”. And especially during National Auction-
eers Week, April 4-10, 1982, you have something very
important to market — the auction method of selling.
Take advantage of “The Week” as a special event.
Here's one more reason to make the buying/selling
public aware of your professional auction services.

What you have to “sell” is a powerful marketing
tool that gets results. During National Auctioneers
Week, you’re reminding the public that you're a pro-
fessional, and a member of a nationwide organization
of auction professionals. The Week is an excellent
opportunity to promote yourself so people can dis-
cover what your auction service can do for their real
and personal property sales. In short, National Auc-
tioneers Week can be very good for business.

This month, begin planning a promotional cam-
paign for The Week, April 4-10. This AUCTIONEER
article presents the kinds of promotional techniques
that are basic to getting ‘“‘out front” of the buy-
ing/selling public. February’s Auctioneer Week arti-
cle will contain sample news releases, radio com-
mercials, The Proclamation, and more. March’s arti-
cle on The Week will summarize National Auction-
eers Week promotion across the country.

Remember, you have something very dynamic to
offer buyers and sellers in your area. National Auc-
tioneers Week can be that one public event which
let's people know you're.really open for business.

MOVE MERCHANDISE
IN DALLAS, TEXAS

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

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

Now featuring *The Auctioneer' every Sun-
day in the Classified sé&ction.

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

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

Dallas Times Herald

The newspaper Dallas can be proud of.

National Auctioneers

Radio, TV, the
newspaper — get
people’s attention

Plan at least one special auction event during
The Week, April 4-10, that will result in media cover-
age, before, during or after the sale. That special
event could be a charity or benefit auction “in honor”
of National Auctioneers Week. Get the word out, get
the media’s attention. Send notification of your spe-
cial auction event for The Week to all radio stations,
TV stations, and newspapers in your area. Generate
interest in your promotional event just as you would
generate interest for an important auction.

Look at it this way, the more people who know
about you and National Auctioneers Week, the more
likely they are to contact you when it’s time for an
auction. Here are some standard promotional tech-
niques that continue to get people’s attention.

— Have the mayor of your city or town sign a
National Auctioneers Week proclamation. Join with
other NAA members to be in a photo of the proclama-
tion signing, published in your local newspapers.

— Get the public into your office with an open
house.

— Be on as many local talk shows as possible.
Look professional, sound professional, and make an
effective, businesslike impression.

— Have each one of your employees tell at least
ten other people that you’re honoring National Auc-
tioneers Week, and what activities are planned.

— Your customers especially need to know
about The Week. Use a sign at each of your auctions
during The Week, a pamphlet at the clerk’s table, or
stamped information on the bidder cards.

— Decide a particular group of prospects who
need to know what you have to offer. National Auc-
tioneers Week may be a good excuse to personally
contact them one more time, take them to lunch, or
send them a letter and your promotional pamphlet.

— Talk to any and all local civic, community, or
service organizations that will have you as a speaker.
Especially during The Week, these kinds of groups
need to hear the auction success story.

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

Approved by Texas Education Agency
The School of Distinction
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State Associations,
take the initiative

Your entire state needs to know that a group of
professional auctioneers is alive, and well, and suc-
cessfully doing business. How you and your State
Auctioneers Association accomplish that task is a
matter of planning that should begin as soon as
possible. For starters. organize a very basic pro-
motional event that always gets attention — your
state governor signing a National Auctioneers Week
proclamation.

— Arrange for as many State Association offi-
cers, directors, and members to be photographed
with the governor signing the proclamation. Have
enough prints of the photo made, so that every major
newspaper in the state receives a news release and
a picture of the signing.

— Discuss a number of ways how your state
association can leave the public with the message,
“Contact your local State Auctioneers Association
member for more information about the auction
method of selling”.

— What specific group — bankers, real estate
brokers, lawyers, trust officers, small businesses,
community organizations, etc. — need to know that
auctioneers are organized in your state? During Na-
tional Auctioneers Week, decide how your State Auc-
tioneers Week will contact that specific group, with
the benefits of the auction method.

— One State Association got the word out, to
hundreds at a special auction. Over 20 Association
members teamed up for a service club benefit auc-
tion, but they conducted the sale inside the largest
shopping center in that end of the state. Hundreds
of buyers, shoppers, and onlookers — some of whom
had never been to an auction — got the message.
Their state had an active association of auctioneers,
it was National Auctioneers Week, and they knew an
auctioneer to contact when they needed to hold an
auction.

Continued page 27
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Association editors, reprint this ad

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

January, 1982

You have
something
valuable
to sell.

Member?

This year, take advantage
of all your NAA benefits —

seminars, annual conven-
tion, National Auctioneers
Week?Certified Auctioneers
Institute, and more.

Non-Member?

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

membership benefits mean business.

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

National! Auctioneers Association

135 Lakewood Drive
Lincoln, Nebraska 68510-2487
Phone 402-489-9356
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Publicity events can pay off, for everyone in-
volved in the event. As a State Auctioneers Associa-
tion, January is not too early to begin organizing your
promotion of National Auctioneers Week. But first,
someone has to take the initiative; if not the State
Association members, then the officers/directors,
and vice versa.

‘“Each of us, bring
in one new member.”

The above quote is the headline from NAA presi-
dent Howard Buckles’ article in the October AUC-
TIONEER. It is not an unrealistic goal for each
present NAA member to try and recruit one new NAA
member. National Auctioneers Week provides an ex-
cellent occasion to give a fellow auctioneer an NAA
membership pamphlet, and encourage that auction-
eer to join. Upon request from you, the NAA office
will send an application, or an ‘“Invitation to Join”

kit, to any auctioneer whose address you provide.

You’ll be doing your part in helping your Association
grow in strength and influence. And certainly that
same growth applies to your State Auctioneers As-
sociation. What kind of auctioneer are you seeking
to bring into the NAA? That auctioneer who, in your

Display the NAA emblem

These NAA emblem reproductions can be used
by your printer, to display your NAA member-
ship on sale brochures, business cards, busi-
ness stationery, and in auction advertising.

January, 1982

opinion, is ethical, responsible, and would be an
asset to your NAA, your State Association.

The following auctioneers especially deserve to
know the benefits of NAA membership.

— Auctioneers in your company who are not
NAA members, but are reading your AUCTIONEER
magazine.

— Those non-member auctioneers you occa-
sionally cooperate with on auction sales.

— That beginning auctioneer you’re sponsoring
as an apprentice.

— Any auctioneer you meet who answers "‘no,
It;m onot” to your question of “are you an NAA mem-

er?”

But the first step is all up to you. Remember,
an NAA member sponsored your application to join,
and you can return the favor, by sponsoring a new
NAA member yourself. For your convenience, this
Issue of THE AUCTIONEER contains an NAA mem-
bership application in the center section of the maga-
zine. Present it, or send it to, the auctioneer you
believe would be an asset to your Association. Any
number of membership/information pamphlets, or
“Invitation to Join’’ Kits, are available upon request
to the NAA office.

Above all, it’s Your Week

Consider National Auctioneers Week, April 4-10,
as a business opportunity. You are very aware of
just how effective recognition can be when it comes
to advertising an auction. It’'s the same with promot-
Ing Your Week. Here’s your chance to tell as many
people who will listen, that you provide an important
marketing method that truly gets things sold.

Now is not too early to “get on the bandwagon”
for National Auctioneers Week. Ask your State As-
sociation officers how they will honor The Week, dis-
cuss The Week with other NAA members, plan your
promotion, and get the recognition your auction ser-
vice deserves. Remember, you are special. You're
an NAA member auctioneer. And National Auction-
eers Week, April 4-10 can generate results and pres-
tige that pay off throughout the year.

Article by Gary Carmichael
NAA Director of Association Services

FORT SMITH

AUCTION SGHOOL
Ft. Smith, Ark. 72903 — (AC) 501-646-1 “!

QUALITY TRAINING SINCE 1947

TERMS
VETERAN FEB. — JULY

APPROVED o)
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NAA officer/director articles . . .

Dotting the ‘‘i’s”,
crossing the “‘t’s”

By Dean Fleming, CAl
NAA Treasurer

The detail work — dotting the ‘i’'s”’, crossing
the “t's” — is what’s involved if you are going
to succeed on the “‘fast track’ of livestock auction
market selling in the midwest. Perhaps it is so any-
where you go.

It’'s not what you have, but what you use. By that,
| mean you must not only possess the knowledge, but
use that knowledge to its best advantage every time
it’s your turn at the “mic”’.

In the Sandhills of Nebraska, where | have had
the opportunity to sell weekly for 29 years at one of
the foremost auctions, namely the Atkinson Livestock
Market, the auctioneer is indeed the man of the hour.
While he may share a lot of the same responsibilities
with the auction market owner, it is the auctioneer
who pounds the gavel or utters that final word,
'sold”. Especially today, the auctioneer is the man
of the hour in a world of despair. Realizing that many
sellers are present, and hoping that enough buyers
are in the seats to absorb the day’s offerings, is a
weekly concern. Profitability in cattle feeding and
high interest charges have eliminated many regular
buyers from restocking their feed lots.

At many markets, the auctioneer must possess
the market knowledge to start each consignment on
his own. He must also know when to unhook from
each draft of livestock. It is not a comfortable spot.
In fact, on many days it is a real “pressure cooker”.
Those who survive and those who perform these re-
sponsibilities on a regular basis, and who continue
to be employed at a major market, are indeed worthy
of being respected and admired by all interested
parties.

Good ringmen lighten the burden and can add
a lot to the orderly resale of each draft of livestock.
Many ringmen deserve a second pair of legs if we
could somehow oblige them.

| offer these tips for consideration.

1. Arrive early, or on time. Without you the auction
can’t happen at all.

2. Open the sale with appropriate words and instill
at the outset the desire of the market for whom
you work — to be of service to old and new cus-
tomers alike.

3. Make sure each sales journey is presented in a
positive manner. Speak with authority and with
product knowledge.

4. Lead the crowd, stay ahead, keep sharp, be ex-
citing with your auction chant. There are more
who dance when a popular tune is being played.

5. Know the market for each class of livestock each
day. Sell on the market when you arrive.

However, there is one “don’t”. Please do not

NAA treasurer Dean
Fleming is the president
of Fleming Realty & In-
surance Inc., Atkinson,
Nebraska, and is a veter-
an real estate and live-
stock auctioneer. Mr.
Fleming has served both
the NAA and the Nebras-
ka Auctioneers Associa-
tions as president. He
was inducted into the
NAA Hall of Fame in
1975.

fall to the temptation of becoming a buyer in your own
auction, because when you start buying, you have
become “an appraiser’ instead of an auctioneer.
Many livestock auctioneers have trouble resisting that
temptation. It has almost become a disease with
some, and for others it is fatal concerning their jobs.

NOW, EVEN GREATER RESULTSINA }
FARM AUCTION \
In its g

27th year of

publication.

(formerly Eastern Indiana Farmer)
Auction deadline noon Tuesday. Late ads until 8:30 a.m. Wednesday CST. S
Try it for your next farm s
auction! Results guaran- s
teed or no pay! e

As a trial guarantee if | n |
you feel the resultsdidnot .= e i
merit the cost, tell us and oo
we'll not charge you for S
the advertisement (excep- {
tionally bad weather ex- :

cepted). But you must ask
for a show of hands of who
read it in Farmweek!

Farmweek

Phone (317) 345-5133 or
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Phone 326-2235
Call Toll Free A
1-800-382-1050
To Reserve Your
Next Auction W

Or Write
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One third of all small, non-farm businesses are
In the service industries.
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Charity auctions
excellent opportunity

By Wally Laumeyer, CAI
NAA Director

Many times when a telephone call is received
inquiring about a charity auction, one tends to think
“Well, another ‘freebie,” and a day or an evening
taken up when | could be accomplishing something
more productive”’. It should and can be just the
opposite. Here is an excellent opportunity to help
your business and build up some good will.

Immediately after receiving the first inquiry call,
we send the following list of do’s and don’ts to the
chairperson of the charity auction. | would like to
thank fellow NAA member Bill Josko, Southport,
Connecticut, for originating this format many years
ago. We have these printed on our business letter-
head and it costs us less than ten dollars. As you
can see the information sheet answers almost all the
questions that the committee may ask.

1. PURPOSE — FUND RAISING

2. MAJOR REQUIREMENTS — Organization, hall, merchandise
& auctioneer.

ORGANIZATION — Chairperson/co-chairperson, committees
— publicity, solicitation, finance, telephone, warehousing,
pick-up, decorations, food/beverage, sponsors/benefactors,
cataloging, printing, clean-up and security.

HALL — Use agency facility if possible. Must have good
lighting, accoustics, large enough to seat crowd, space for
displaying merchandise, ample parking facilities, ventilation,
bathrooms, food & beverage.

MERCHANDISE — Solicit suppliers to agency, accountants,
banks, artists, airlines, amusement centers, antique dealers,
attorneys, automobile agencies, gas stations, tire dealers,
bakeries, beauty salons, bicycle dealers, beverage dealers
(soda, beer, wine & liquor), boat dealers, book shops, brake
services, building materials (retail & wholesale), car wash &
polishers, caterers, cheese shops, cleaners, member ser-
vices, clothing shops (men & women), local pilots, craft
shops, decorations, dairy stores, dancing schools, delica-
tessens, dentists, doctors, psychiatrists, department stores,
diaper services, dog trainers, veterinarians, driving schools,
drugstores, electric suppliers, fabric shops, exterminators,
feed dealers, floor covering (carpets, linoleum, rugs, tile),
florists, celebrities (movie, politicians, radio & TV), senators
& congressmen, furniture stores, garages, gift shops, golf
courses (driving ranges, golf suppliers, instruction), gun
shops, hardware stores, hat shops, hearing aid stores, oil
dealers, hotels (weekends, dinners), house cleaners, jewelry
stores, kennels, landscape contractors, limousine service,
printers, massage parlors, meat stores & wholesales, motels,
music stores (lessons, instruments), nursery schools, office
equipment stores, opticians, art dealers, paint stores, pho-
tographers, paper hangers, pizzerias, plumbers, septic tank
cleaners, radio/TV stores, restaurants (dinners for two), rug
cleaners, school scholarships, tutoring, shoe stores, theaters,
ski lodges, members’ cottages at lake or mountains, day of
sailing, fishing trips, resorts, travel agencies, sporting goods,
stamp & coin dealers, tennis court time (instruction/equip-
ment), tree services, yarn shops, upholsterers, youth agencies
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NAA director Wally Lau-
meyer was elected to the
NAA Board in 1981. He
is the owner of Wally Lau-
meyer Auction Co., Inver
Grove Heights, Minne-
sota, operating two auc-
tion houses, and selling
antiques, autos, business
liquidations, and raw furs.
Mr. Laumeyer is active in
the Minnesota State Auc-
tioneers Association, hav-
ing served as an MSAA
president.

(Y.M.C.A./Boy’s & Girl’s Clubs) radio stations (air time), news-
papers (advertising).

NOTE: Always solicit in two’s. Remember, while one is talk-
ing, the other is thinking. Also, it is more difficult to turn
down two people.

3. DON'T — Solicit used appliances, over-stuffed furniture,

cellar cleanouts, venetian blinds, used tires, used mattresses.
Ask yourself, “Would | take this into my home?”

4. WE INSIST —

A. You use our name, WALLY LAUMEYER AUCTION CO.,
AUCTIONEERS & SALE MANAGERS, in all of your publicity
and advertisements.

B. You do not ask us to sell items that have been consigned
or items that have been donated with a request that they

Continued page 31

| e |
Need License
Law Information? |

For current license law information, con-
sult the “License law update’” on page 9 of the
January, 1982, AUCTIONEER magazine.

If you need additional information about
states which have auctioneer license laws, write
NALLOA. Any and all correspondence with the
National Auctioneer License Laws Official As-
sociation should be sent to the address below.

NALLOA
P.O. Box 30042

Lincoln, Nebraska 68503-0042

Advertisement
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DEALER

Wholesale

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

Every MONDAY 10 A.M.

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

ALL NEW MERCHANDISE SOLD — LARGE AND SMALL LOTS l

NO JUNK
Terms of Payment: Cash or Certified Check

l PHONE (404) 234-5946 GA. AUCTIONEER LICENSE NO. 129
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be sold only if a minimum price be obtained. We will not
sell items with reserves.

C. That the auction be started at the time announced.

D. That once the auction commences, we are in full com-
mand.

This guidesheet is based on experience we have gained in
conducting many, many charity auctions in which we have
raised many thousands of dollars.

The lunchstand for a charity auction is probably
as important as the merchandise that is solicited. We
insist that the lunchstand be a neat and clean opera-
tion; and keep the prices reasonable. Many times
people will bring homemade items. As the auction
progresses we announce how good the items at the
lunch counter tasted. Keep in mind that people
spﬁnd a lot of time baking and trying to outdo each
other.

About a half hour before the auction is over we
check how much coffee is left. If they have over half
a pot, we offer free coffee and have the lunchstand
keep track of how many cups are handed out, then
we pay for the coffee at the end of the auction. Again,
this is one of the best goodwill builders | know of.

It is very important that you as the auctioneer
place the advertising. Usually we get reimbursed for
the advertising.

Before auction day we visit the site, and explain
how we want the items displayed. Remember, you
are the professional, that’s why they called you. How
the auction is set up and conducted will be a direct
reflection on you as the auctioneer, not the organiza-
tion having the auction. Usually we bring several of
our key personnel to the auction for registration,
clerking and cashiering. If you think you need five
people from the organization for handling the mer-
chandise, plan on ten, because only about half will
show up to work. Remember, many of these volun-
teers probably have never attended an auction, so
take the time to explain to them what is going to
happen, and what you expect them to do.

We furnish all the bid numbers, clerking and
cashiering sheets. If the organization insists on
handling the money, check out the people to make
sure they are capable of handling the receipts. Here
again, proper management is a direct reflection on
the auction company. Follow the auction through,
from the beginning until the last customer has paid
his/her bill. This helps make the auction a ‘“com-
plete’’ success.

We conduct about 25 charity auctions a year in
the Minneapolis/St. Paul area, and it makes us feel
good when we help make the treasury of the organi-
zation richer. Invariably the people will ask what do
you charge for your services. We have a stock
answer, “We don’t charge anything. However, after
the auction is over and all the bills are paid, if you
feel the auction was a tremendous success, we never
turn down a gift.” Believe me, if you have worked
hard and have made money for the organization they
may feel obligated to give you something.

Don’t turn down that little charity auction, con-
sidering the exposure you get. Your reward will be
tenfold in the way of increased business and personal
satisfaction.

January, 1982

COMPUTER SYSTEMS

FOR AUCTIONEERS

As an owner of a weekly auction house since
1973 with 15 years experience as a senior
systems analyst and computer programmer,
we have developed programs to computerize
your auction business.

'/

\

\

Our programs run equally well on most
micro computers — TRS80Il, Zenith Z89,
Apple Il, and many more!

Typical hardware costs $3500.00 with range
of $2495 to $7500 depending on your ap-
plication.

You can select your computer vendor lo-
cally for service or get Zenith at a discount
from us.

Complete accounts payable, general ledger,
account receivable, and payroll ... .. $500

Auction balancing with final settlement

for multiple consigner and commissions
$350

Magic Wand Word-processing — gen-
erates catalogues, appraisals, and general
business letters and communications $400

Spellguard — checks your letters against
a 20,000 word dictionary........ ... 5295

Mailing List Management .......... 3125

Video Terminal on Auction Stand with
multiple real time on-line collection and
IMVOICING 555 5 s 5 cmwmms sssmamnms s bsan Call

Our Approach: All programs designed for
first time computer users.

Will operate on most micro-computers with
CP/M with most popular printers complete
portability for computer to computer.

Demo Packages — $50

Try our software at your local com-
puter shop before you decide to buy!!

John Tones

MICROSYSTEMS
P.O. BOX 521

HELOTES, TEXAS 78023

Visit us at San Antonio Auction Gallery

5096 Blanco — San Antonio

1-512-342-4755
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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

first and second copies paper, third copy carboard
12 on or 10 on - not numbered - 250 cets $22.50, 500
sets $43.50, 1000 sets $85.00.

CLERKING TICKETS - 10 on or 12 on - Imprinted your
name, address and telephone number, 250 sets $50..00,
500 sets $50.00, 1000 sets $125.00.

ALL FORMS LISTED UNDER THIS HEADING are 8!4"
x 117, sold in pads of 50 sheets each at $1.95 per pad,
10 pads at $1.45 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 fer
13 names - new form for 20 names.

FORMS LISTED BELOW NUMBERED FROM 1 to 1000
50 sheets each pad. 1000 numbers, 1 pad $4.00; 10
pads at $3.00 each, 20 or more pads at $2.50 each.

CLERKING SHEETS - BUYER’'S REGISTRATION

CASHIER’S STATEMENTS - Numbered from 1 to 1000
1000 lots only, $50.00. Imprinted your name, address
and telephone number and numbered 1 to 1000, 1000

lots only $65.00.

TAGE Cardboard 22" x 512" - 3 part perforated, hole
at top, 1000 tags $9.50. 2000 tags $18.00, 5000 tags
$40.00.

TAGS - Form No. EATN-26 - Cardboard 2V2"” x SV
numbered 1 to 1000; 1” numbers; 3 part perforated; hole

at top, 1000 tags $18.50; 2000 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

perforated, with room to write numbers. Need no wires.

Peel off and stick on, 1000 tags $20.00; 2000 tags
$38.00; 5000 tags $90 00.

TAGS - Form No. EATCBN-36 - Sticky Back - 212" 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 3% x 7 - 1000 cards
$9.50, 2000 cards $18.50, 5000 cards $44.75.

BUYER CARDS - Form No. BCN-30 Numbered from 1
to 1000 - 10C0 cards $20.00, 2000 cards $29.00, 5000
cards $85.00..

BUYER CARDS — No. BCND-50, Numbered 1 to 1000

1 display numbers; 1000 cards $25.00, 2000 cards $40.00,
5000 cards $85.00. NO NAMES.

ARROW DIRECTION SIGNS Word AUCTION in beg type
& BOLD ARROW colored cardboard 9’ x 11“, 50 signs

$7.50, 100 signs $10.00. V3 each direction. .

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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Use new application
pamphlet to sponsor
new NAA member

The Membership Application pamphlet, included
In this issue of THE AUCTIONEER magazine, is being
distributed so that all present NAA members can use
it to sponsor new members for NAA membership.
The new application also announces the NAA dues of
$50 for one year per member.

The enclosed application forms include space
for the applicant to provide character references;
requests that the sponsoring NAA member PRINT
his/her name following his/her signature (this will
allow the NAA office to verify that the applicant is
being sponsored by a current NAA member in good
standing); and includes information about all of the
current services offered to auctioneers who become
NAA members.

It's a privilege to belong to the National Auc-
tioneers Association, and only NAA members can
sponsor new members. |f you know of an auctioneer
in your area who is qualified to become an NAA
member (will abide by the Code of Ethics and By-
Laws of the National Auctioneers Association), use
the NEW NAA Member application pamphlet, and
sponsor his or her membership today.

Here are some striking numbers cited by those
who specialize in devising better filing systems: 95%
of the references to filed materials are to items less
than three years old; 85% of a company’s records
will never be referred to for any reason; two of every
five papers filed are duplicates of papers already in
the files; and many filed documents should never
have been written in the first place, much less filed
away.

CPA CLIENT BULLETIN

Reppert School of Auctioneering, Inc.

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

Founded in 1921

Decatur, Indiana

Box 189 46733 AC 0033

THE AUCTIONEER



Farm equipment
auctions demand
preparation

By Rex B. Newcom, CAI
NAA president-elect

The auction way of selling has been the main
source of liquidating the assets of farmers for gen-
erations, and most farmers are schooled in the auc-
tion method. Therefore, the type of service we give,
enabling their assets to bring top dollar, is the fore-
most selling tool we have.

An auction contract that spells out everything
the seller will get, for the money he spends to con-
duct his auction, is very good business. Realizing
that some farmers who may be lifelong friends of
yours will feel insulted when asked to sign a con-
tract, do not make it an issue if they don't want to
sign, when you know their word is good. The con-
tract then becomes merely a statement of what will be
done for the seller.

An inventory of equipment and miscellaneous
items to be sold should be made on the day of listing
the auction, if at all possible. The following is a time
schedule we like to use, and it has worked vey. well
for us. Try it, you might like it. A-Day is the day of
the auction. |

A-22 — Take pictures of equipment you wish to
highlight in the auction brochure. This is the time to
finalize instructions to the sellers on what needs to
be done, to make equipment more desirable to buy-
ers.

A-20 — Take pictures, inventory, and layout of
auction brochure to printer, and order size of bro-
chure needed. It is always helpful to list order of
selling on the brochure, and if possible, a time for
the better equipment to be sold. Place all newspaper
ads in local and area papers with instruetions on
days or weeks the ads are to run. Save the two days
prior to the auction for later advertising placement.

If you are going to use radio or television adver-
tising, now is the time to make those arrangements.

A-15 — Check proof of auction brochure, give
printer final instructions on color, quantity, and man-
ner of folding.

A-10 — Mail auction brochures to bidders on
your mailing list, also to all neighbors of the sellers.
Place signs at the auction location.

A-4 — Give the person responsible for lining up
the machinery and getting the auction ready, a de-
tailed diagram of how and where you want every-
thing displayed. Place the final ads to be run in the
large daily papers of the area, for the day before, and
the day of the auction.

A-2 — Bid numbers should all be ready and
clerk sheets numbered. Check and balance the cash
boX. _

A-1 — Visit to auction site. Check all equip-
ment and see that it is in its proper place. You need
to spend some time today preparing the seller for
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NAA president-elect Rex
Newcom was elected to
that office at the 1981 Las
Vegas convention, after
serving as an NAA direc-
tor. He is the owner of
Newcom Real Estate and
Auction Service, White-
water, Kansas, and spe-
cializes in real estate.
The firm also handles
business liquidation and
heavy equipment auc-
tions. Mr. Newcom is ac-
tive in the Kansas Auc-
tioneers Association, hav-
ing served as a KAA
president.

tomorrow’s auction and bidding procedures. Place
directional signs leading to the auction location.

A-DAY — Report to the auction site at least one
hour before sale time. Two hours is even better, if
possible. During this time make sure everything is
lined up properly and displayed for selling advantage.
Also, during this period, communicate with the bid-
ders, giving them incentives to bid and receiving for
yourself buying signals that will help you conduct the
auction all day.

Check your crew’s appearance before starting
time. Do not overdress for the area in which you
are conducting the auction, but be the best dressed.
Your crew should be neat in appearance and polite
in manner at all times. They will receive the respect

Continued page 35

CONTAINER BUYERS
Pay low prices at Europe’s largest wholesale
source of antiques. Buy F.O.B. England or Ant-
werp, Belgium with similar services available
from other countries, or we will select, ship, and
pay all charges and finance to your door. Sup-
plying 20 and 40 foot containers, and bales of
Oriental rugs, to U.S. and Canadian whole-

salers and auctioneers. Annual volume over
$1,000,000. Write or call collect 503-654-3000.

OR VISIT OUR WAREHOUSE

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

Holidays).
LYNN WALTERS

P.0O. Box 116, Clackamas, OR 97015
Phone 503-654-3000
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SHELDON CORD’S

MILLION DOLLAR
JEWELRY SALE

FOR ORDERS ONLY

SHELDON CORD’S

MILLION DOLLAR

TOY SALE

FOR

ORDERS ONLY

GCALL TOLL FREE (800) 621-7999

CALL TOLL FREE (800) 621-7999

LCD PEN MEN'S LCD LADIES’ LCD MEN'S LCD LADIES’ LCD HAPPY HOUND 6-FUNCTION | FORMULA RACE CAR | CUBE ‘ UFO SPINNING
WATCH WATCH w/TWIST | WATCH w/TWIST | WATCH w/ALARM | WATCH w/ALARM :::T':ILEL GALAXYGUN | REMOTE CONTROL KEY TOP — SOUNDS,
SOXED BANO —BOXED BAND — BOXED BOXED BORED JUMPS. BARKS | BAT.OPERATED | BAT. OPERATED CHAIN LIGHTS UP
§7.90 $6.50 $6.90 $9.90 $9.90 $5.25 $4.90 $6.90 $6.90 $13.80
EA. EA. EA. EA EA. EA. DL DZ.
LADIES’ LCD LCD DIAMOND LCD BANKING LANCIA LS. CYRO CUBE RUBIX'S ALL PLUSH ALL PLUSH
WATCH W/ CUT LIGHTER STICK-ON BATTERY ALL PLASTIC CUBE KEY MUSICAL SANTA MUS. SNOWMAN
FUSICAL ALARM WATCH cLock OP. CAR SMOOTH TWIST CHAIN L6. SIZE L6. SIZE
$13.90 $16.00 $60.00 $3.90 $24.00 $10.80 $4.90 $4.90
EA. ooz. EA. oz DL EA. EA.
e e o e s e
LCO ULTRATHIN MEN'S ~ LADIES WEN'S CALENDAR POKER | ALL PLUSH NWY. PATROLCAR | FIRECHIEFCAR | LOCOMOTIVE w/ TUMBLING
MEN'S or LADIES' |  RHINESTOME RHINESTONE WATCH w/ TABLE MUS. BEAR w/ALARMSND |  w/ALARM SND SOUND/LIGHT CAR—
WATCH— DIAL WATCH WATCH EXPA. BAND Jm;“ LARGE BATTERY BATTERY EFFECTS. BAT. BATTERY
DELUXE BAND BOXED BOXED $6.90 $:DOO SIZE OPERATED OPERATED OPERATED OPERATED
S11.90 ea S7.90 ea $10.90 ea EA. EA. $4.90 ea $5.50 A $5.50 EA. 7.50 EA $24.00 oz.
21-JEWEL 17-JEWEL ASST. MICKEY WALT DISNEY SPEEDY SPORTS | D-J RADIO STATION DISCO-VAN CLOCK-0-GRAPH RADIO CONT.
MEN'S WATCH POCKET WATCH RING MOUSE CHARACTER CARS w/ w/PHONOGRAPH, PLAYS ALL TEACHING STARMAN I
w/EX. BAND w/HUNT SCENE WATCHES WATCH WATCH PULL-0-MATIC HEADPHONES 33%, 45 RPM TIME PHONO 3% FT. TALL
BOXED CASE $12.90 $6.90 $7.90 - MECHANISM MICROPHONE RECORDS $16.90 $9.90
$13.90 ea. $18.95 . EA. EA. EA. $16.80 oz $16.90 ea. $16.90 ea. EA. EA. |
Frmniee e |
DIAMOND ITAUAN ASST. ASST. FROSTED HEART BABY STACY AUTO RACING TEAM BRONCO/ ASST. TRUCKS
CUT CROSS HAND AND 60L0 NECKLACE/ MECKLACE/ CRYING & HAULER CAR T:ﬂ:‘lll'! BOAT HEAVY
PENDANT HORN 'I:::;': EARRING EARRING LAUGHING CARRIER W/ TII:ILE:I: TRAILER GAUGE
2 CARS
PENDANT SET —BOXED SET DOLL RACER SET STEEL
$18.00 oz. $12.00 oz. $12.00 nz. $10.90 ¢ea $4.60 ea. $3.15. $3.50 ea. $24.00 oz.
HEART AND ROSE STICK 3 DZ. DIAMOND 3 DZ. INITIAL 144 PC. INDIAN AssT. MINI POODLE ASST. JUNE & JULIE | WIND-UP
GOES FWD. MUSICAL DOLLS
ASST. LOCKETS PIN/NECKLACE CUT EARRING PENDANT TURQUOISE-LIKE VAR hocreimni] STUFFED s MOTORCYCLE
BOXED EARRING SET DISPLAY DISPLAY DISPLAY ALL METAL antes G ANIMALS MOTION w/DRIVER
$24.00 $24.00 $12.00 $15.00 $59.95 $5.90 $18.00 $40.00 $12.50 $18.00
DOZ. DOZ. DISPLAY DISPLAY DISPLAY EA. DOZ. DOZEN EA. DOZ.
e ————r— = T
DIAMOND SMALL' LS. PISTOL MUSICAL ANGEL MASCOT MOTORCYCLE ASST. DOLLS IN CUDBLY REMOTE 2-LANE ROAD
cuT PISTOLBUTANE | BUTAME LIGHTER BUTANE GOLD DERRINGER w/SIDE CAR NATIONALITY KOALA BEAR CONTROL RACING SET
BUTANE LIGHTER w/FLASHLIGHT UGHTER LIGHTER GYRO COSTUMES SET PORSCHE BAT. OP.
LIGHTERS $3.50 $7.50 $8.50 $7.90 POWER $18.00 $4.50 $7.50 $5.90
$24.00 oz EA. EA. EA. EA. $18.00 oz DZ. SET EA. SET
BUTANE WINDPROOF CcomIC DISPOSABLE ULTRATHIN 18" CHINA DOLL SANTA/MAMBO/ WIND-UP AM
PEN LIGHTER LIGHTER LIGHTER PEN w/MATCHING PORCELAIN w/PORCELAIN TEDDY BEAR :;;z::s TRANSISTOR
ASST.DRUMMERS
|  UGHTER CARDED CARDED 2 DZ./CARD ELECTRONIC CLOWN DOLL BABY (Batt. Operated) TRAIN RADIO
$6.90 $45.00 HENTER $6.50 $7.90 $6.90 $15.00 $2.50
$40.00 oz. $5.90 oz DZ. GROSS $12.50 sev EA. SET EA.
IMPORTED E-Z FOLD E-Z FOLD 28" LISA DOLL CRICKET LIl MISS
TRAVEL '
LU PEN/PENCIL LADIES’ MEN'S e FASHION ON ROLLER DOLL ELEGANCE
ALARM MAKE-UP W/MOTHER PEAR
popo S SET UMBRELLAS UMBRELLAS & CARRYING DOLL SKATES FASHION
GIFT-BOXED ASST. PRINTS CASE DOLL
$4.00 EA. $3.00 EA. $30.00 poz. $24.00 poz. | $24.00 DpoOz. $7.50 EA. $15.50 EA. $9.50 EA. $2.50 EA. $8.50 EA.

ORDER DIRECT FROM THESE ADS NOW! MINIMUM ORDER $100. WHOLESALE ONLY FOR RESALE ONLY. SEND FOR FREE
CATALOG. WE SHIP IN 24 HOURS. VISIT OUR GIANT NEW SHOWROOMS. BRING YOUR TRUCK OR CAR AND LOAD UP!

SHELDON CORD PRODUCTS OPEN WEEKDAYS & SATURDAYS 9-6 P.M. OPEN SUNDAY 10-4 P.M.

DEPT. SK-7, 2201 W. DEVON - CHICAGO, IL 60659

PHONES: (312) 973-7070

973-7071
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from the buying crowd that you desire. Start prompt-
ly on time. Set a fast pace early and keep it up all
day. We do not stop for lunch, as we feel it slows

NOBODY BEATS OUR PRIGES!

our pace too much. However, if it is customary to THE BEST IN AUCTION & FLEA MARKET MERCHANDISE

do so in your area, you may want to stop. Sell in the TOOLS-ELECTRONICS-HOUSEWARES-JEWELRY

HELDON CORD’S

order that works best for you. Only experience will
show you what sells first and best in your area.
A strict timetable is very important for busy bid-

ders. They appreciate knowing what time the items M“-I.Iﬂ" nnllnn SAI.E
they wish to buy are to be sold.

After the bidding is over and everything is SOIdci FOR ORDERS ONLY
see to it that everyone settles for their purchases an
assist them in loading and checking cl:))ut. Make this CM.I. "".I. FHEE (000) 621 7999
all as easy and fast as possible. Remember, your
buyers are busy people, or they wouldn’t be able to 40 PC. 21 PC. APL 62 PC. 17 PC.
A+1 — Return to the auction site to see if every- Skl SeT s Sel ot
thing has been taken care of. Give the seller copies $4.25 $3.75 $12.00 $7.50 $3.00
of the clerk sheets if you did not the evening of the | S¢" | ST | SET | SeT |  SET |
auction. They are always curious to know what their 7PC. 10 PC. 11 PC. 7PC.
items brought. WOO0D HANDLE | SCREWDRIVER | WOOD HANDLE | NUT DRIVER FOOT
A+10 — Closing with the sellers will be smooth SCREWDRIVEN SET SCREWDRIVER SET PUMP
and simple when you do it in a professional way. ol $15.00 SET $3.00 $4.00
Have copies of all advertising bills, and a clear and | S2.00ser | oz LA $3.50 st | & .l -
understandable closing statement. We include all 4 PC. 11 PC. BOXED 4PC. 5 PC. MEN’S
in a folder, along with another copy of the auction ADJ. OPEN END PIPE PLIER JERSEY WORK |
brochure, which gives sellers a permanent record WRENCH WRENCH WRENCH SET GLOVES
for their files. Before you leave always ask your sell- SET SET SET $8.50 $5.90
ers if they might know of someone else who needs | S7.00ser | S7.00ser | $9.90ser | ser |  poz. |
your auction services. 40 PC. 2-TON MECHANIC'S 6" HEAVY
Lastly, always let your sellers know how much TAP & DIE POWER TOOL MECHANIC'S | GUAGE 19”
you appreciate having their auction, since repeat SET PULLEY BOX VISE TOOL BOX
business is the best advertisement we auctioneers $9.50 $9.50 $5.90 $30.00 $5.90
can get. SET EA. EA. EA EA.
WORLD |  MEN'S [ MEN's 3" LITTLE 2-BLADE
— — KNOWN ALLGLASS | ALL GLASS DUKE AMER. MADE
POCKET MIRROR SMOKE LOCK BLADE BARLOW
PSYCHOLOGY AND THE STOCKMARKET, by FISHERMAN | SUNGLASSES | SUNGLASSES KNIFE KNIFE
DaVLd N. fE|>retnm':m == Thl;s book makes sense r?f|st<:{ck-| | $4.90¢a | $11.500z | $10.50 |$12.00 oz | $18.000z
market R patior)s y Integrating psychologica 5" LOCK BLADE | CANNON MEN'S | TRUCKER'S | DISPOSABLE |
gt]ggl?r{ngljligt’fsmspoct;?énzgigr);ﬁog ;;";‘,gisol (;ng";/Ch o;i;t]fée KNIFE/LEATHER| TOWELS | PROMOTIONAL |  SAFETY 6AS
| . - T IGHT
less conformity to the idea of buying on the rise and ;;:fg:, L;'.‘IG; ;gi ;'1“&1;; ;,A;_l;[, ;:5_;;
selling on the fall — which accelerates the fluctuation 002 002 002 D0Z GROSS
caused by irrelevant stimuli such as newsbreaks. It  f——— ——t T t
traces the remarkable similarities of boom and bust MEN:S LADIES e s"f:';m E::‘::::‘::E’T
over the past few centuries; the repetition of major L::N‘::Ji" w:?r'::u WATCH CLOCK BOXED
errors caused by the psychological implications of BOXED $6.90 $7.90 $4.80 $12.00
investment as a concept. and offers a better under- $6.50 €A e - | * Y EA. 207
standing of psychology’s role in the market. By un- - et — t 1
derstanding the market consequences — and fre- AM/FW At (ke s AN POGREL
quency — of market mania and panics, the alert in- et | S c“:;::ﬂi::"’ :2;?; S
vestor can avoid crashes, benefit from the peaks — g SLAVER $25.00 $5 75 COLDRS
and predict which will happen next. Intriguing read- $32.95 €A | $32.95 ¢a £ h $2.50 Ea
ing, with 7 figures and 26 tables; 306 pages, hard- ‘ ol i 0 IO SR Wi
bound, $12.95. AMACOM, 135 West 50th Street, New 3 PC. 8 PC. 49 MHI | HAND-HELD REER
York, NY 10020. WOVEN POOL TABLE BAND 3-CHANNEL STEIN
BASKET SET | COASTER SET WALKIE 2 WATT C.B. | ¢15.00
$24.00 ALL WOOD | TALKIE SET | TRANSCEIVER DOZ.
_ ' " A DOZ. $6.90ea. | $18.90 sev| $75.00 Pr.
: La uctloeg bl | ORDER DIRECT FROM THESE ADS NOW! MINIMUM ORDER $100.
o5 full hours of chant secrets. B WHOLESALE ONLY—SEND FOR FREE CATALOG WE SHIP IN 24 HRS.

training exercises and all phases
of auctioneering.

! American Academy of Auctioneers : COMPLETE &
- 1222 No. Kenwood Broken Arrow, OK 74012 f COURSE $49. 95

# -
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SHELDON CORD PRODUCTS

DEPT. SK-7, 2201 W. DEVON - CHICAGO, IL 60659
PHONE: (312) 973-7070 - OPEN 7 Days
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ctioneer’'s Computer System
Should Be Designed
By Auctioneers
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Marty Hiwggenbotham says:
80 17 very Auctioneerinterested
m PROFESSIONALISM,
ACCURACY, and COST
CONTROL needs o PACS
computer. 99
PACS allows you to process REAL ESTATE or CONSIGNMENT sales faster,
more accurately, and with fewer personnel.
Automatically Handles: Unique Features:
 Bid Calculations « Zenith Quality Micro Computer Equipment
- Regroup Calculations » Nationwide Service |
« Real Estate Contract Printing » Special On-Site Training Course
+ Cashier Statements - Nationwide Customer Assistance Hot Line |
l « Consignment Recap Reports « Ongoing Programming Improvements
» Sales Recap Reports » Includes Special Weatherproof Carrying
» Inventory Case

PROFESSIONAL AUCTIONEER'S PHONE 813 688-1882
COMPUTER SYSTEMIS _ 522 SOUTH FLORIDA AVENUE

LAKELAND, FLORIDA 33802 |

_ |
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Auxiliary to the
National

Auctioneers
Association

Dear Auxiliary members,

Greetings from Ohio! Here’s hoping that by now
all of you have had a very happy holiday season, and
the beginning of a prosperous new year. We have
had a very good 1981, and it looks like 1982 will be
a busy year, too.

The auction business looks good here because
people’s lifestyles are constantly changing. Estates
have to be settled, furniture and properties have to
be disposed of and “the auction way’’ is the fastest
and the most profitable for most families. As long
as there is something to sell, there will always be
auctions.

This is my last year to serve on the Board of
Directors of the Auxiliary to the NAA. | want to ex-
press my appreciation to all of you for the help and
kindness that you have shown me by getting better
acquainted and becoming friends. It has been a
great experience for me, and | am proud to say that
| know so many wonderful people in the auction pro-
fession. It is your enthusiasm and your constant
desire to improve the auction business that make it
worthwhile to belong to the NAA and its affiliated
state auctioneers associations.

The Las Vegas Convention was “great”, and it
was nice to visit in the western part of the United
States. Now | am Iooklng forward to seeing all of
you in Atlonta! Don’t forget, the 1982 World’s Fair is
at Knoxville, Tennessee, this year, and that will be
on the way to the NAA convention for many people.

Ruby Hartman, director
Auxiliary to the NAA
Camden, Ohio

= e e e =y T —— Lrer FELTI T R e ST T

THE TWO-BOSS BUSINESS, by Elyse and Mike
Sommer. The experiences and Know- how of 100 hus-
band/wife teams in business together, this book de-
tails the advantages and disadvantages of family to-
getherness — what it takes to successfully run a two-
boss business. It includes how to assess each other’s
capabilities and to delegate responsibilities, why
some couples failed while others succeeded, and
what roles children can play in a business. A unique
look at the family in business, tables and checklists,
176 pages, hardbound, $12.95. BUTTERICK PUB-
LISHERS, 708 Third Avenue, New York, NY 10017.

YOUR BUSINESS, YOUR WIFE AND YOUR
DAUGHTER, by Frank Butrick. The first part of this
unique text deals with the business owner’s wife and

January, 1982

Po Box 453 wmtewater, xam}é-*}.}f
7992273 =

TEF?;_'_;-_S EXPIRING 1984 -- .
z;Mrs ‘Glenda McCarter Johnson, PO Box 46 Seviervllle,;??{
- Tennessee 37862, phone: 615-453-8417
. Mrs Fran Smith, Angell Road, suver Creek New York
14136, phone: 716-—934-4875 -
~ Mrs. Joanne Laumeyer, 7306 Cleve Avenue East Inver'

~ Grove Heights, Minnesota 55075, phone: 612-455-9547_

| TEF?MS EXPIRING 1983 |
~ Mrs. Virginia Dilgard, 135 Union, Ashland Ohio 44305
~ phone: 419-325-2122
| Mrs Lila Moody, P.O. Box 795, Darllngton, South Cam-- .
lina 29532, phone: 803- 393-0431
Mrs Betty Short 1341 E Orchard Phoenix, Arlzona 85029

__ phone 515-456-4313 .
TERMS EXPIRING 1982 -

58424 phone 701 -763-6262 .
3’-"Mrs Eleanor L Moon, Lew:s Rd Bax;5:75::-;};_:;'- \;

the role she should have in the family business, or at
least in sharing her husband’s business experience.
Pointing out the long-term problems which grow
from the ““‘go it alone” theory of some businessmen,
it shows how a wife can contribute to the business,
and the vital importance of her doing so, for both the
family and the business. Part two deals with the
daughter who is interested in learning to run her
father’s business — and the problems faced by a
woman in business. Both sections are buttressed by
many real-life examples, 20 pages, ringbound, $12.
INDEPENDENT BUSINESS INSTITUTE, P.O. BoX
#159,, Akron, OH 443009.

The average American is sick in bed seven days
a year, missing five days of work.

From AMERICAN AVERAGES
37



|' YOUR CUSTOM .l F
IMPRINT HERE E
0

Industrial Publishing (a leader in custom auction brochure printing 3354
and mailing) and Classic Impressions (a leader in custom silk jsovos 1o0s%se
screen prmtlng) have combined resources to provide an even

greater service to auction companies. . . f:’:':h'::::::::-
CUSTOM SILK SCREEN PRINTING
| ‘ \ * T-Shirts * Golf Shirts
; / * Jackets * Vests
'_YouR * Baseball Caps * Cowboy Hats
"HERE SEND FOR YOUR FREE BROCHURE

AND ORDER FORM TODAY!

INDUSTRIAL PUBLISHING

P.0.Box2328 * EUGENE, OR 97402
(503) 689-2711
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7= il How would you sell

el -
27 Arabian horses

j‘!" N 72 - . .
ﬁfjb*\\\%//@ in Hobart, Indiana?
W\

~ Neceadip
Nt
__ ) J%Z/ﬁqﬂln/ ? >>The Chicago Tribune

f Auction Mart. Of course.

0
R
“*-g /\‘\// Whatever you've got to sell, coins, tools, vehicles, art, antiques and even
..;-.:b\\ ;;Lw even Arabian horses, the Arabian horses, Tribune’s Auction Mart is the
= Chicago Tribune Auction Mart best place to put your advertising dollars.

‘|'
\ ) is the way to go. Why? Because We’ve got a new Auction Mart brochure with

it's tEe Midwest's ‘lgrgest auction complete details. For your copy call Sally McKoane
) mar gtplace apd It's growing at {312) 222-4493 or Charles Shanley at (312)
every month. The Chicago Tribune now carries 222-4042, today. Or write them at 435 N. Michigan/

more than 90% of Chicago’s newspaper auction Rm. 915, Chicago, lllinois 60611.

advertising and has carried advertising from 42 states
(hicago Jxibune

and several foreign countries including Scotland,
whether you want to sell machinery, jewelry, The Complete Newspaper

England, Canada, France and Hong Kong. So
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Looking into the
used car future

By Charles W. French

(Editor's note. Whether you’re in the auto auc-
tion business or just sell an occasional used vehicle,
the future will bring some definite changes. What
those changes will be is the subject of this article
from the official publication of the National Inde-
pendent Automobile Dealers Association (NIADA).

Charles French is Used Car Merchandising Man-
ager for Volkswagen of America, and has been with
Volkswagen since 1963. He first began his automo-
tive career in 1950 with the Chrysler Corporation, and
he has also been associated with two major auctions.)

(Article reprinted with permission from the
NIADA’s, THE USED CAR DEALER. Emphasis added
by THE AUCTIONEER.)

As we begin the new year, we all tend to look
back and review the past, and try to peek into the
future to predict what it holds. As we look at the
recent past in our business, we see dealer failures,
high money costs, a sluggish economy, a depressed
new car market and generally very few bright spots.

Looking into the future how do we cope with
these problems? How do we plan? What does the
future hold? What kind of market will there be?

To answer some of these questions we must look
to the new car market, since that is where a used car
originates. Without a new car sale there would never
be a used car manufactured. So to judge the used
car market of the future we must look at the new car
market of today.

New car registrations in 1980 were the lowest
since 1975. In the years of 1976 through 1979 we
became accustomed to new vehicle sales of 10 and
11 million per year with the resulting high availability
of used cars coming into the market place. In 1980
this figure dropped to below 9 million and the indica-
tions are that 1981 will be about the same. This has
resulted in substantially fewer used cars.

ANNOUNCING!

Important Insurance Protection
endorsed by

National Auctioneers Association
for members

Return the coupon today

for information on the programs
available to you at Association Group
rates through the National
Auctioneers Association.

Mutual

January, 1982

(maha.

People you can count on... I

MUTUAL OF OMAHA INSURANCE COMPANY
HOME OFFICE: OMAHA, NEBRASKA

The new car dealer who had a surplus of used
cars and wholesaled them into the used car market
began to keep these cars for his own retail needs.
Many of the large leasing companies have estab-
lished retail outlets, further restricting the flow of
cars into the wholesale used car market. For the im-
mediate future there is no reason to believe that this
situation will change.

We must also look to the new car market to pre-
dict what kinds of cars will be available. Every
domestic manufacturer has been and will continue
to downsize their vehicles. The high volume imports
have historically been in the compact and subcom-
pact class. In 1980, 62% of the new vehicles sold
were in the compact, subcompact or import classi-
fication. These are the used cars of tomorrow. And
this pattern will continue. Many dealers who like the
standard and luxury automobile are going to have to
recognize that these vehicles are in an ever diminish-
Ing supply as well as a decreasing demand and adapt
to this new market.

Prices will continue to be high. With continued
inflation, there is nothing to indicate that new car
prices will do anything except continue to rise.
History has shown that this has a direct effect on
used car prices. Market reports tracking wholesale
auction prices have reported price increases each
week for almost two years. Higher new car prices
with fewer units available will trigger the basic law
of supply and demand to maintain used car prices at
high levels.

We will also find ourselves adjusting to higher
mileage cars. We have always had high mileage cars
but were able to adjust odometers and fool ourselves
and the public that they were really low mileage cars.
With Federal odometer laws, this practice is a part
of history and we will have to buy and sell these cars
for what they are, which is what they always have
been . . . good transportation for the money.

Along with odometer laws, we have seen an in-
creasing trend of government regulation, both federal
and state, aimed at our business. Although there are
some signs at the federal level for decreasing regula-
tions for small business, we will be faced with these
regulations unless we police our own industry. Cer-

Continued page 40
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tainly the majority are being painted with the same
brush as the few whose practices make these regula-
tions seem needed.

But what are we doing to upgrade the image of
our industry? Do we simply say, ‘“That’'s the other
fellow”? or do we conduct our business and com-
munity activities to bring credit to our chosen busi-
ness? Are we familiar with the laws and regulations
and observe them or do we look for the shortcut?

Speaking of image, do our facilities and organi-
zation portray to the public a quality, reliable place
to do business? Do our signs say we sell quality
merchandise or do we sell the lowest price in town
or “anybody financed,” forgetting that what we really
sell is good, reliable, economical transportation?

With the continuing higher prices of new cars
coupled with the high cost of money, we will be see-
ing another type of buyer in the future. Many of our
prospects will be first time used car buyers. These
buyers will be looking for quality vehicles that are
affordable at their income levels. Many of these
buyers will be new car buyers forced out of the new
car market because of price. Since they are accus-
tomed to buying new cars, they will approach the
used car purchase with a degree of fear. The dealer
who recognizes this and makes the purchase experi-
ence pleasant will get his business.

Dealer reputation, meaningful guarantees, quali-
ty atmosphere, and sound automobiles sensibly
priced are the things this buyer will be looking for.
To properly appeal to this type of prospect, sales

want the best, this is it.

cord.

- REISCH SPECIAL
“MR. BIG VOICE” — JR-1

THESE SPEAKERS CAN ONLY BE PURCHASED FROM:
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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 it. 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

THE JR-2 “Reisch Special”’ is a powerful little set. Operates on two 6
volt lantern batteries and has a battery powered mike. Only weighs 6
Ibs. Complete with neck support to hold mike, shoulder strap and 15 ft.

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

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

people will need to be well trained not only in the
basic selling skills, but also in knowledge of the pro-
duct.

Planning for the future means learning from the
past. Our business is changing rapidly but then it
always has changed ever since the first used car
was traded as part of the price of a new one. This
business has always presented great opportunities as
well as challenges. These opportunities still exist
and will reward those who meet the challenges.

And there you have French’s fallible forecast:

Fewer cars

Changing types of cars
Higher prices

Higher mileage cars
Government regulations
Image

More sophisticated buyer

To those who work smarter as well as harder
the future is secure.

You may be selling them at auction soon —
shopping malls to apparently crumble by the year
2000. According to some real estate and merchan-
dising prophets, suburban shopping centers will be
extinct by the end of the century. Of course, their
predictions are hotly disputed by both shopping cen-
ter operators and trade associations.

AMERICAN BUSINESS

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.

REISCH SPECIAL
“LITTLE BIG VOICE” — JR-2

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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Livestock
at Auction

1982 World
Livestock Auctioneer
Championship to be
iIn Saskatchewan

Kansas City, Missouri — The top livestock auc-
tioneers from across North America will be battling
for the title of 1982 World Livestock Auctioneer
Champion June 18 in Regina, Saskatchewan, Canada.
The 19th Championship will be held at the Sas-
katchewan Wheat Pool’s Regina stockyards, accord-
ing to Livestock Marketing Association, which will
sponsor and conduct the event.

The Wheat Pool is Canada’s largest agricultural
cooperative, and includes a livestock marketing di-
vision. The day-long event will begin with preliminary
rounds in the morning, followed by afternoon finals.
Merchandise prizes and trophies will be presented
at an awards ceremony that evening.

LMA sponsors the annual contest to focus on the
Important role of the auctioneer in livestock mer-
chandising.

The 1982 Championship will be conducted in
conjunction with Livestock Marketing Congress ’82,
to be held June 16-18 in Regina. The annual Con-
gress, the industry’s premier annual conference on
livestock economics, is conducted by LMA’s educa-
tional foundation, Livestock Merchandising Institute.

This will be the second time the Championship
has been conducted in Canada. In 1977, Bobby Russ-
ell of Canton, Mississippi, won the world title in Cal-
gary, Alberta.

Contestants are judged by a panel of market
owners on the qualities the owners would look for
when hiring an auctioneer for their businesses. The
1981 World Champion is NAA member Doug Jaggers,
Rushville, Nebraska. He won the title by besting a
record-breaking 100 contestants last June in South
St. Paul, Minnesota.

Contestants must be professional livestock auc-
tioneers and may be sponsored. Further information
can be obtained by contacting LMA, 301 East Armour
Boulevard, Kansas City, Missouri 64111,

Nearly 55% of failures (bankruptcies or closures
with losses for creditors) among small businesses
occur within their first 5 years of operation.
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IMN’s metalworking lists are the most complete, up-to-
date, and productive available today. PLUS, IMN has all
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large metalworking plants? Small metalworking plants?

We have them, too. How about a list specifying equip-
mentinuse?...Orone by S.I.C. numbers? You name i,

we have it.

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

KWICK KLERK'S personalized Bidder Registration Cards are the perfect
way for qualifying your buyers. Each card is printed on heavy, colored card
stock. The top of each card is perforated and detaches for filing in your
“KABINET™ while the bottom detaches with your personalized logo printed

on it.......a great business card! Only $22 for the first 1000 cards. $20 for
each additional 1000. Give them a try! We know you’ll like them!

1(? [

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

CALL OR WRITE FOR A FREE BR

in 100 sheet packages. 3 part sheets are only $18/package. 4 part are $20.
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Since 1933 Largest in the World
Approved for VA

YOU can be an AUCTIONEER!

START YOUR NEW CAREER NOW
AND MAKE BIG MONEY
Attend 2 weeks intensive training in all
Owner and President phases of this respected and highly profit-
Full-time Auctioneer  able profession, taught by 25 of the na-
| tion’s leading professional auctioneers.

Col. Gordon E. Taylor

Clerking Supplies
Sound Systems
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GRADUATES RECEIVE LIFETIME SCHOLARSHIP, DI-

PLOMA & POST-GRADUATE ASSISTANCE. OUR “ON

FOR THE THE CAMPUS” HOUSING & DINING FACILITIES, CON-

PROFESSIONAL -~ . TRIBUTE GREATLY TO ENHANCE YOUR PROFESSIONAL
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Please send me your FREE CATALOG.

Col. Gordon E. Taylor
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Antiques
at Auction

Antiques & Americana . . .

Gutta percha photo case

By George Michael
NAA member
Merrimack, New Hampshire

Consider for a moment the growing interest in
early photography and witness the rise in prices for
old tintype, ambrotypes and daguerrotypes. What
some may not realize is that the bidding might be
more on the case which houses the picture, rather
than the picture itself. Cases which are deeply
molded, in unusual designs and made of gutta
percha, are the most desired. Buyers remove the
photos and reline the box for a variety of other uses
— cigarette cases, jewelry boxes, etc.

What is gutta percha? Caoutchouc is a product
unknown to science until 1735. That year, a French-
man traveling the Amazon noted bottles, boots and
waterproof cloth made of this strange substance by
the natives. It was the gum of the now familiar rubber
tree. Later, more was found in the East Indies and
elsewhere in South America. In 1770 it was discov-
ered that this hardened gum would erase pencil
marks. In 1823, “in Scotland, a Mr. Mackintosh
dissolved the gum into oil of turpentine, alcohol and
coal tar naphtha. It could be formed into a rubbery
state or hardened with added adhesives, Soon, it
was being used as a waterproof varnish, a coating
for fabrics and sails, the packing of valves in steam
engines, and also a marine cement to tighten masts
to the decks of ships. A patent was issued to make
railroad rails from the product. Soon, there were ink-
stands, pens, bottles, pails, buttons jewelry, canes,
cups, toys, and cases of all sorts.

It seems to have been our first effective plastic
compound and it is only natural that it be used to
protect the valuable photographs of the day. It is
advisable to collect these gutta percha cases, as
the supply is dwindling. You can tell them from the
cloth and leather that were in abundance as well.
Look for interesting designs such as the one pic-
tured with birds and flowers.

Question/Answer

From Rockland, Maine — We have a silver pot
with wooden straight handle. Initials on the bottom
appear to be JH or IH. Can you help on when and
where this was made?

January, 1982

PHOTOGRAPH CASE made of gutta percha, a 19th
century rubber compound. Sometimes, a case like

this will be worth more than the early photographs it
protected.

Answer — Our marking book identifies John
Hamilton, Dublin, Ireland, c.1736. This is quite an

important pot. You should have it appraised and
Insured accordingly.

Recent publications

THONET BENTWOOD & OTHER FURNITURE,
the. 1904 lllustrated Catalogue, $8.95, Dover Publi-
cations, 180 Varick St., New York, NY 10014. It has
been 150 years since Michael Thonet first successful-
ly made bentwood furniture. Pieces with the Thonet
label are very collectible today and this writing gives
a true inventory of what was made early in this cen-
tury. More than 50 million copies of one chair alone
were made testifying to the popularity of bentwood.

The book is an eye opener as to what else was made
in bentwood style.

A SHOAL OF FISHES, by Ando Hiroshige, $16.95,
Viking Press, 625 Madison Ave., New York, NY 10022.
One can study the work of this 19th century Japanese
printmaker in this book which unfolds to 20 double
page plates printed in six colors, featuring his work.
The woodblocks of various fish were done early in
the last century and actually may be cut out for fram-
ing.

T == =

Small businesses account for nearly $7 of every
$10 in sales made by retailers and wholesalers (ex-
cludes farms).
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Booster Club

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

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

ALASKA
Andrew S. Hess—Anchorage

ARIZOMNA
Robert R. Boone—Glendale
W. R. Brown, Jr.—Sun City
Charles W. Copus—W.ickenburg
W. K. Murdoch—Buckeye
Donald J. Parker—Phoenix
Okey Probasco—Oracle
Pete Schultz—Scottsdale
Edward Short—Phoenix
John W. Whisenant—Phoenix

ARKANSAS
C. J. Henson—Rogers
CALIFORNIA

J. R. Buderus—Soquel
James P. Byrd—Delmar
Milton Costa—Hanford
John P. Coxford,—LaHabra

Col. Don Wendel
President

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

Col. Reisch who has trained over 15,000 auctioneers.

Dean Cullum—Chino

Keith Cullum—Pomona

Marsh Dozar—Beverly Hills

John Eubanks, Sr.—Port Hueneme

Don Johnson—Arcata

Robert L. Laws—Saratogo

B. C. Mitchell—Los Angeles

Michael J. Odell—Hayward

Ray L. Patterson—Denair

Morris Schwartz—Hollywood

Stamper Skeeters—Santa Margarita

R. E. Stanley—Cornoa
COLORADO

Floyd A. Edmonds—Niwot

K. W. Kerbs, Sr.—Colorado Springs

Art Parker—Greeley

August Pacific—Niwot

E. S. Van Berg—Sterling

CONNECTICUT

R. J. Cameron—S. Windsor

Roland Grenier—Meriden

Phil Jacquier—Norfolk

David A. Josko—Fairfield

John A. Josko—Southport

William J. Josko—Southport

James R. Lamb—Manchester

Seymour Manheimer—New London

Richard Mather—Granby

Joseph Pari—Hamden

A. C. Richard Pinto—Trumbull

Wesley Sager—Trumbull

Arthur Zetomer—Bridgeport
DELAWARE

Crawford Carroll—Dover

Alfred E. Holt, II—Dover

LEARN AUCTIONEERING AT THE
MASON CITY COLLEGE
OF AUCTIONEERING

REMEMBER

Riley Jefferson—Lincoln

DISTRICT OF COLUMBIA
Irving Kamins—Washington
Benjamin E. Weschler—Washington
William P. Weschler—Washington

FLORIDA

Kale Albritton—Lckeland
Peggy Bowersox—N. Miami Beach
Louis Boyleston—Pensacola
Robert E. Boyleston—Pensacola
Ben Campen |ll—Gainesville
Dennis Donaldson—Palm Springs
L. B. “Benny” Fisher—Pompano Beach
Charles Helfond—N. Miami Beach
Jim Hill—New Smyrna Beach
Fred Hullett—Miami
Malcolm McDougall—Jacksonville
John F. McKale—Tequesta
Lawrence C. Scott—MacClenny
Cliff Shuler—Titusville

GEORGIA
Ron Harris—Atlanta
HAWAII
Steve Rosen—Honolulu
IDAHO

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

ILLINOIS
Dennis Ahrens—Staunton
Edward Barauskas—EImhurst
Willard Bockhorn—Sparta
Nevyln Christeon—Berwyn
Gail Cowser—Glasford

William Meeker
Vice president

®* Small classes ® Personal and individual attention ® Comfortable environment along \{vith ac-
tual selling assures you the auction training you need — AND YES, it can be accomplished In

just one week.

FIVE TERMS EACH YEAR

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

ing free.

MASON CITY COLLEGE OF AUCTIONEERING, INC.

P.O. Box 1463

Mason City, lowa 50401

Phone: 515-423-7200
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1123 W. 6th Street

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
residents add 3%2% sales tax.

DODGE MANUFACTURING CO.

P.O. Box 1513 ¢ Topeka, Kansas 66601 +« (913)234-6677

* *

DWIGHT V. DODGE, Owner

Don Culbertson—Pontiac

Carl Dabbs—Putnam

Mahlon R. David—Kawanee

Charles P. Dunning—Elgin

Art Feller—Cissna Park

William L. Gaule—Chathan

Eldon Gillilan—Oak Lawn

Michael Gordon—Chicago

Flint Grinnell, 11l—Skokie

Don Hall—Rochelle

Roger D. Hank—Monmouth

Homer Henke—Moro

A. R. Henninger—Belvidere

John S. Kasten—Virden

Wm. Keeton—Glenwood

George R. Laipple—Park Forest

Doyne Lenhart—Georgetown

John F. Mille—Rockford

Thomas Panouses—Lincolnwood

Tom Sapp—Springfield

Stephen L. Winternitz—Northfield
INDIANA

Kirby L. Bollinger—Howe

Charles W. Chaudion—Cicero

Tom Dunlevy—Jeffersonville

Kenneth J. Ellenberger—Bluffton

M. G. Gerdenich, Il—Indianapolis

Joseph M. Justice—Crown Point

Harvey C. Lambright—LaGrange

Larry W. Maikranz—Evansville

C. Eugene Phillips—Indianapolis

Melvin Powers—Poseyvill

Noble Ratts—Whitestown

Kenneth |. Red EIk—Camden

Bus Retmier, CAl—Indianapolis
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Meredith Richwine—Brownsburg

Roxanne Sayre—Franklin

Lee James Wainscott—LaPorte

Mary Jane Weddle—Ellettsville

John E. Yager—Spurgeon

IOWA

Paul J. Bader—LaPorte City

Don Bielenberg—Schleswig

Melvin R. Boyer—Dewitt

Max E. Reno—Keosauqua

Dilman Stock—Hampton

Larry Woods—BIlue Grass
KANSAS

Greg Bashaw—Overland Park

Hugh D. Campbéll—Prescott

John P. Deverey—Shawnee Mission

Dwight M. Gaston—Mission

Francis L. Johnson—Toronto

Don Legere—Hays

E. L. “Jack’ Lindsey—LaCygne

Jack D. Sheets—Wellington

Milton J. Woody—Douglas
KENTUCKY

Adrian Atherton—Hodgenville

Danny Ayers—Lancaster

David W. Bailey—Glasgow

Wilma Ballard—Winchester

John R. Darlin—Lexington

E. Howard Hunt—Louisville

Thomas R. Hunt—Bowling Green

James D. Lynch—Jeffersontown

William S. Stewart—Louisville

Cordell Tabb—Cecelia

David Thomason—Shepherdsville

Rudolph W. Yates—Maud

LOUISIANA
Robert Danzy, Jr.—Alexandria
Lawson K. Woods—Marksville
MAINE
R. I. Crosman—Corinna
Mason Johnson—Rockland
George Martin—E. Lebanon
George R. Morrill—Harrison
Richard W Ward—Limestone
Morgan Willis—Eliot
MARYLAND
Austin Bohn—Union Bridge
Michael A. Conover—Westminster
Charles W. Foxwell, Jr—Easton
George C. Hunt—Gaithersburg
Robert Meunier—Thurmont
Thomas O’Farrell, Jr.—Westminster
Neal N. Owings—Hampstead
Lawrence Plant—Clinton
Raymond L. Smallwood—Potomac
Homer W. Snyder—Hampstead
Stuart P. Stein—Monrovia
James Trout—Frederick
G. Michael Whitson—Westminister
MASSACHUSETTS
Philip Cohen—Chestnut Hill
William F. Moon—N. Attleboro
Clifton Rockwell—Newbury Port
Henry E. Sheppard—Lowell
John Shibley—Shelburne Falls
MICHIGAN
Edward L. Belcher—Marshall
George Blackford—Flint

Continued page 46
45



A. Howard Bloch—Ortonville

Richard Brodie—Westland

Russell B. Dawson—Lapeer

Ernest J. DuMouchelle—Detroit

Lawrence F. DuMouchelle—Detroit

Norman J. DuMouchelle—Detroit

Benjamin Joseph Glardon—Corunna

Freeman F. Glenn—Port Huron

Eldon Hallmark—Grand Junction

Harry E. Johnson—Bangor

Charles H. LeFevre—Troy

Robert Mcintyre—Niles

David A. Norton—Coldwater

James Lewis Ockerman, Sr.—Sylvan Lake

John W. Pace—Marquette
MINNESOTA

Larry Born—Waseca

Marvin F. Burman—Minneapolis

Kelly Conger—Inver Grove Hgts.

Ron Eldred—Long Prairie

Lowell Gilbertson—Hayfield

Marlin Krupp—EImore

Wally Laumeyer—Inver Grove Heights

Wayne Wagner—Blue Earth
MISSISSIPPI

Gary E. Dillard—Carriere

Kline Ozborn, Jr.—Canton

James A. Petty—Wayside

MISSOURI

Jerry Burson—Hallsville

Quintin Daehler—Mayview

Jin1 Earnest—Nevada

George H. Fulks—Bate City

Roy Hansen—Lincreek

Billy Long—Springfield

Garry L. Lunsford—Poplar Bluff
Richard Mizer—Lonedell
James Rutlader—Kansas City
Truman Schweihauser—Mt. View
Brent Voorheis—Harrisburg
R. E. Voorheis—Harrisburg
John Wagster—Broseley
Gerard Weisbrod—St. Louis
MONTANA
Earl W. Kinney—Billings
NEBRASKA
Jack Bernard—Omaha
A. Clay Craichy—Burwell
Jacob Hostetler—Shelton
Wendell Konken—Niobrara
Grove Lacy—Omaha
Gerald E. Miller—Hartington
Ervin F. Smith—Oakland
Frank R. Thimm—Beatrice
NEVADA
Daniel C. Watson—Las Vegas
J. M. “Bill’” Watson—Las Vegas
NEW HAMPSHIRE
George F. Clement—Lisbon
George S. Foster, Ill—Epsom
Lawrence J. Guay—Gorham
Theodore R. Langdell—Milford
Wayne K. Mock—Tamworth
Edward G. Stevens—Rindge
NEW JERSEY
Edward F. Barber—Williamstown
Donn Fagans—Cherry Hill
James E. Fawcett—Dumont

John R. Potts—P.0O. Neshanic Station

W. M. “Bill” Rose—Tuckerton

J. Edward Scott—Williamstown
Melvin Sickler—Williamstown
NEW YORK

Raymond Austin—Oneonta
Merritte L. Barr—Hcrseheaa
Lewis Bronstein—E. Amherst
John Cura—Ballmore
K. R. French—Armonk
Richard C. Gilbert-—Garrison
Barbara Jones—Orchard Park
Harold T. Jones—W. Winfie'd
Dorothy Knapp—W. Nyack
Jerry Krawitz—Goshen
Henry A. Leonard—New York City
Robert W. Markey—Lake Grove
William C. Markey—Lake Grove
L. Ward Mason—Ganesvoort
Robert W. Matson—Randolph
Glenn H. Munson—McLean
Henry Ott—Middleport
Herbert Punchard—EImira
Kenneth M. Rice—Hamburg
Elinor Schlossman—Tuxedo Park
Carmen Serianni—Utica
Marianne D. Slough—Brentwood
Marvin L. Smith—Silver Creek
John R. Tuck—EIma
Craig Wilcox—Bergen
Diddi Lynn Worsoe—Holtsville
Tor Worsoe—Holtsville

NORTH CAROLINA
Craig Delane Bennett—Statesville
Donald Byers—Jacksonville
James Carpenter—Claremont
Bobby Cheek—Winston-Sa'~m

FOR AUCTION ADVERTISING THAT GETS RESULTS

ADVERTISE IN

Xiab THE AUCTION BULLETIN

Now, the nation’s only nationally distributed weekly publication listing coming auctions
from throughout the country is accepting

DISPLAY ADVERTISING

The Auction Bulletinreaches subscribers who pay to find out where auctions are andtravel
long distances to attend sales. To improve your auction attendance and to attract this

quality and affluent audience advertise in the Auction Bulletin.

For information and ad rates,

PHONE TOLL FREE 800-621-1574
orwrite THE AUCTION BULLETIN, P.O.Box 5676 -
Chicago, lllinois 60680
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Teamwork

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

Michael Fox Auctioneers, inc.

Billy S. Hinton—Zebulon
Ben G. Hoffmeyer—Charlotte

Edmund P. Huntley—Wadesboro

William Terry Ireland—O0Olin

Wm. B. Langley, Sr.—Greensboro

C. D. Maxwell—Fayetteville
Eugene Poe—W. Jefferson
Paul Taylor Reeves—Sparta
Bernard Routh—Bennett
Tony R. Stone—Bailey

NORTH DAKOTA
Norman Aldinger—Cleveland
Jim Davis—Ypsilanti
Phil Ell—Killdeer
James Smykowski—Cayuga

OHIO
John Anglin—Middletown
Emerson W. Arnett—Greenville
Darrell Cummings—DBellevue
Donald R. Florea—Bainbridge
Ford Good—Wadsworth
Dick Hanning—Beaverton
Charles E. Kuch—Germantown

OKLAHOMA
Jay Blodgett—Duncan
Terry Brink—Frederick
Dwight L. Bullock—Newalla
Robert J. Goss—Carmen

B. L. “Lee’” Hickman—Oklahoma Citv

Keith Olinger—Oklahoma City
Paul Spitler—Prague ‘
Ben D. Steen—Ada

Walter W. Voss—Stillwater

W. W. Wilkinson—Tulsa

January, 1982

EXECUTIVE OFFICES

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

¢ BALTIMORE, MARYLAND 21201

(301) 332-1333 Baltimore ® (301) 621-1776 Washington ® (215) 564-1175 Philadelphia

OREGON
Sanford J. Blau—Salem
Dick Haning—Tigard
Richard Hurley—Portland
Claude M. Kilgore—Salem
John A. Kupsick—Cottage Grove
James M. Murphy—Aurora
B. E. Weiler—Portland
Lowell Wilhite—Grants Pass
PENNSYLVANIA
Margaret Berry—West Newton
SOUTH CAROLINA
John S. Carroll—Williston
Ladies Auxiliary—SC
Jerry W. McLellan—Darlington
Archie Moody—Darlington
J. Linehan Pinckney—Orangeburg
Jack E. Richardson—Darlington
Frank O. Smith, Jr.—Anderson
W. C. Smith—Columbia
C. W. Worrell—W. Columbia
William M. Yonce—Florence
SOUTH DAKOTA
Paul Hickok—Hot Springs

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

Jim Payne—Yankton
Vernell Qualm—Academy
Willis J. Shockley—Lemmon
Dave Stulken—Redfield
TENNESSEE
Bob Greene—Coalmont
Tom Harrison—Murfreesboro
Billy B. Hobbs—Lebanon
George C. Orr—Tullahoma
S. L. Satterfield—Madisonville
A. Virgil Wilder—Knoxville
TEXAS
Tom Cooper—Portland
Jack E. Dulin—Hale Center
Kathryn Fain—Rosenberg
Michael A. Gulla—Houston
Ronald R. Hanaway—Odessa
Grover Howell—Conrad
James M. Long—Plainview
William M. Long—Kaufman
Bill R. Jordan—Hempstead
Grady W. Morris—Colorado City
Wesley D. Rogers, Jr.—Lubbock
Joe E. Small—Dallas
Carl Strothoff—Tyler
R. C. Wiley—Rockdale
UTAH
T. L. Mann—Salt Lake City
John M. Owada—Salt Lake City
Glenn |. Short—Midvale
VERMONT
Raymond Poncho Camire—Burlington
Terry Lawton—Brattleboro

Continued page 48
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Continued from page 47

Tom P. Whittaker—Brandon

VIRGINIA

George A. Daniel—Blackstone
Haywood Darnell—Barboursville
Vincent J. Kopek—Virginia Beach

H. Layton Laws, Jr.—Manassas
Shirley Mullins—Clintwood

Charles Nicholls—Fredericksburg
Jack Peoples—Chesapeake
James W. Renney, Jr.—Wakefield
Thad Williams—Wytheville

WASHINGTON

C. Lester Alexander—Renton
Ray Brock—Pasco

Bud Chapman—Seattle
George Coulter—Seattle

Al Gay—Seattle

Bill Jones—Moses Lake
Robert F. Losey, Sr.—Renton
Duane Love—Lynnwood

Kenneth C. Mroczek—Seattle
Lawrence C. Mroczek—Seattle

C. Ben Myers—OQOak Harbor

Gene Schobinger—Port Townsend

R. M. Williams—Arlington
Earl Witzel—Oak Harbor

WEST VIRGINIA
B. G. Park—Paden City

John S. Tabor—Princeton

WISCONSIN

Donald C. Backhaus—Cudahy
Rodney E. Behnke—Collins
William K. Bodell—Hazel Green
Robert Brandau—W.ilton

Walter Broughton—Hollandale

Earl F. Clauer—Mineral Point
Anita B. Dahlke—Oshkosh
William M. Doughtery—Oshkosh

David K. Eggert—Appleton
James Esch—Shawano
George H. Felten—Madison
Dean Ferris—Lancaster

Dean George, Jr.—Evansville
Paul George—Brooklyn

Fred C. Gerlach—Brookfield
Donald G. Hanson—Strum
James W. Heike—Mondovi
Herbert R. Heritage—Appleton
Wenzel Humpal—Boyceville
Wayne Huntzicker—Cashton
John Johnson—Columbus
Leroy H. Jones—Watertown
William Jones—Pickett
Mary J. Kerkman—Burlington
Foy Kneisel—Friendship

Ken Kroener—Mindoro

Don Lloyd—Oshkosh
Richard Lust—Verona

Robert Mullikin—Janesville
Neil E. Nelson—Westby

MR. AUCTIONEER!

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

THEJANTIOUE

James O’Brien—Eden
Pat O’Brien—Eden
Bea Olson—Footville

Robert Paffel—Cumberland
Lloyd Riek—Woodyville
Thomas Rusch—Oshkosh
Gene W. Schmit—Grofton
Eldon Schraepfer—Hollandale
Gino Sclavi—Superior

M. T. Szatalowicz—Stanley

LeRoy Teske—Berlin

Allen R. Thoms—Unity
Dean Travis—Brookfield
Victor V. Voigt—Reedsville

Chris Walker—Potosi
Darrel R. Weber—Milton
Donald L. Wood, Sr.—Oshkosh

Michael Zingler—Shawano

WYOMING

David J. Addy—Casper
David Briscoe—Dayton
Robert E. Musser—Cody

CANADA

Patrick Coughlin—Winnipeg, Manitoba

R. W. Foston—Scarboro, Ontario

Neil Hovmand—Winnipeg, Manitoba

Victor W. S. Vokes—Victoria, British
Columbia

ADDITIONAL CONTRIBUTORS
Auxiliary to the NAA

WEERLY

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

the population of the USA.

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

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

PO BOX 1050-A

THE ANTIQUE TRADER WEEKLY

Phone (319) 588-2073

DUBUQUE, IOWA 52001

THE AUCTIONEER



State association
reports

Georgia auctioneers invite all
NAA members for lunch

“Any NAA member who happens to be in Geor-
gia the second Tuesday of March, May, September,
or November, at noon is invited to join Georgia mem-
bers for lunch,” said John Suarez, GAA vice presi-
dent and membership chairman.

No one will have to travel very far to attend one
of these luncheons, as they will be held in three
separate locations, simultaneously, all near I-75.

You don’t even need to make a reservation, and
you can order as little or as much food as you want.
These luncheons are going to be very informal, but
what they will do is bring auctioneers together several
times a year to air their views and probably pick up
some new business ideas.

You should plan on attending the next luncheon,
March 9, 1982, and you are encouraged to bring a
friend. Look for the table with the NAA emblem. We
are looking forward to seeing you in whichever part
of the state you attend.

In the North, the location is: Atlanta, Georgia,
S & S Cafeteria, 3393 Peachtree Road (Lenox Square
Mall, facing Lenox Road), Joe Tarpley, vice presi-
dent-north will be there to greet you.

In the Central region, the location is: Nacon,
Georgia, S & S Cafeteria, 2626 Riverside Drive (at
I-75 Pierce Avenue Exit), Wayne Coulter, vice presi-
dent-central will be there to say hello.

In the South region, the location is: Tifton,
Georgia, Davis Brother Cafeteria, 1008 W. 8th Street
(at I-75 Exit 20), Terry Hansford, vice president-south
will be there awaiting all auctioneers.

lllinois auctioneers convene

The lllinois Auctioneers Association held its fall
convention, November 8-9 in Galesburg, lllinois. At-
tending from the National Auctioneers Association
were president Howard Buckles, president-elect Rex
Newcom, and vice president Bill Gaule.

Newly elected IAA officers are president Henry
Hachmeister, first vice president Aumann Nelson,
vice president Bill Beck, and secretary-treasurer Har-
land Henderson.

This year’s IAA convention saw one of the larg-
est attendance figures for the Association. Many
members were complimented for their efforts in com-
pleting the convention planning begun by Kenneth G.
Gravlin, IAA secretary-treasurer who died October
30.

The Sunday, November 8, program included a
seminar on Auction Employees by Roy Lawson and
Greg Hachmeister, and a presentation by Rex New-
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com and Warren Martin entitled ““Auction Today —
These Hard Times”. IAA ladies were offered a semi-
nar on dolls and crafts during the same time seg-
ment. The day was completed with a social hour and
banquet, followed by a fun auction.

Monday seminars included: “Checks and how to
collect them” by representatives from a bank and a
collection agency; and ““Parliamentary procedure’ by
the Abingdon FFA chapter. NAA president-elect Rex
Newcom presented the luncheon address prior to the

IAA business meeting and election of officers and
directors.

Plans are already underway for the IAA 1982
spring convention.

Indiana reports annual convention

The Indiana Auctioneers Association held its
1981 convention, November 15-16 at the Marriott Inn,
Indianapolis, with 285 auctioneers and guests attend-
ing.

Preconvention activities this year consisted of
two seminars held Saturday, November 14. A Real
Estate at Auction Seminar was instructed by NAA
past president Wylie Rittenhouse, Uniontown, Penn-
sylvania, and NAA director Haskel ‘“Hack’ Ayers,

Continued page 50

hiver Basin
Auction School

Learn to be an Auctioneer and
Rodeo Announcer

% Two Week Course.

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

% Get into a profession that will net you thou-
sands of dollars in a single day. Be your
own boss. _

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

I Estate, all types of sales and rodeo announc-
ing.

) ¢ Spgecializing in Livestock selling. ]

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

in an auction college for 6 years.

WRITE: RIVER BASIN

AUCTION SCHOOL

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




LaFollette, Tennessee. State director Virgil Butts,
Brazil, Indiana, who was responsible for arranging
the seminar, assisted the two instructors with their
41 participants.

The Bid Calling Seminar was instructed by Gail
Pickworth, Berlin Heights, Ohio, with 40 participants.
State director Vince Miller, Indianapolis, assisted in-
structor Pickworth as well as being responsible for
the arrangement of the seminar.

Saturday evening began with a hospitaliy hour
for IAA members, their families and guests.

The Singing Nicholsons of Greentown, Indiana,
provided music and inspirational songs for the wor-
ship service Sunday morning. Indiana auctioneer,
Leon Keister, North Manchester, conducted the ser-
vice with a brief memorial segment for those IAA
members who have died since November, 1980.

Indiana Auctioneers Association president
James D. Bayman called the convention to order at
the Sunday noon luncheon with the singing of the
National Anthem. The speaker for the noon luncheon
was fellow auctioneer, Emerson Marting, Washington
Courthouse, Ohio.

The afternoon was filled with excitement and
anticipation for the seven contestants in the Hoosier
Bid Calling Contest. The competition brought lively
responses from the audience, with coverage by local
ABC and NBC TV stations, plus local newspapers.

The contest finalists were Larry Evans, District
Il, Mentone, Indiana, and Wm. G. “Bill”’ Harter, Dis-
trict IV, Springport. The final competition was held
that evening at the Grand Banquet, with Larry Evans
the champion and Bill Harter the runner-up.

The afternoon was completed by the Ladies
Auxiliary annual Craft Auction, which netted $925,
with the added help of Mrs. Howard Buckles’ dona-
tion of a handmade latch hook wallpiece.

National Auctioneers Association president
Howard Buckles spoke to the convention following
the Auxiliary Craft Auction, concerning the new pro-
jects and issues for the coming year of the NAA.

CAl executive vice president, Steve Martin,
Bloomington, Indiana, spoke on the upcoming
classes of the Certified Auctioneers Institute, and
explained the changes for the 1982 sessions. The
new text for prospective licensees was also pre-
sented during his speech.

Those ladies and girls attending the Grand Ban-
quet were greeted and presented with a long stem red
rose, compliments of the Ladies Auxiliary.

The auctioneers, family members and guests
attending the Grand Banquet were entertained by
speaker Grant Gard with his motivational and humor-
ous address.

|AA past president Emerson Lehman, Berne, In-
diana, announced the winner of the 1981 Auctioneer
of the Year Award, an award for outstanding achieve-
ment and unselfish work for the betterment of the
auction profession and the IAA. The 1981 recipient
was IAA past president Miz Lehman, also of Berne.

Highlighting the Grand Banquet, |IAA secretary-
treasurer Harry E. Buckles, Anderson, presented
NAA president Howard Buckles with a check for
$1,000, towards the $5,000 building fund pledge from
the Las Vegas Convention in July, 1981. The balance
is to be paid in January, 1982.

Round table discussions and a hospitality room

o0

$1000 OF |AA PLEDGE to the NAA Headquarters
Building Fund presented in a check from IAA secre-
tary-treasurer Harry E. Buckles, standing left, to NAA
president Howard Buckles, right.

completed the evening, and late into the night. Top-
ics and their instructors were: Don Sohn, Evansville,
antiques; John Friedersdorf, Franklin, the Indiana
Auctioneers Commission; Jack T. Earlywine, Koko-
mo, auction houses; Doyne Lenhart, Georgetown, llli-
nois, farm and implement sales; Kirby Bollinger,
Howe, and Cartwright Ellis, Kokomo, household
estates and appraisals; Hugh B. Miller, Evansville,
real estate; and Herman Strakis, Indianapolis, and
John E. Anderson, Lafayette, specialty sales.

.The Ladies Auxiliary sponsored the fresh danish
and coffee for those attending Monday morning of
the IAA convention.

The morning was filled with a summary report
from the round table instructors followed by an en-
lightening report by .firearms special investigator
Robert Waterfield, and area supervisor Louis Sass,
on how guns at auction are to be sold and transferred
to new owners,

Indiana Lt. Governor John Mutz took time from
his busy schedule to speak briefly to the auctioneers
attending the convention, and thanked them for
choosing Indianapolis as their convention site again
this year.

Morton Marcus, economist from Bloomington,
was the Monday noon luncheon speaker, and pre-
sented several ideas concerning the national econo-
my today and in the future.

The annual business meeting of the Indiana Auc-
tioneers Association was held after the luncheon,
with the election of new state officers and directors
as the main business. The election results were as
follows: IAA president, John E. Yager Jr., Lynnville;
first vice president, Virgil Butts, Brazil; second vice
president H. Jake Campbell, Liberty; secretary-treas-
urer, Harry E. Buckles, Anderson.

Directors terms expiring November, 1984, are:
Carl Johnson, Galveston; J. B. Driver, Indianapolis;
and Fred Sayre, Valparaiso.

NAA president Howard Buckles installed the new
officers and directors of the IAA, and the annual
business meeting shortly adjourned.

THE AUCTIONEER



OUTGOING IAA PRESIDENT, James D. Bayman, left,

standing with newly elected IAA president, John E.
Yager, Jr.

The Ladies Auxiliary also held their annual busi-
ness meeting and elections after the noon luncheon.
The election resulted with the new |IAA Ladies Auxil-
lary president being Jan Yager, Lynnville, Indiana.

N\_IDIANA LADIES AUXILIARY outgoing president,
L:ndg Bayman, left, at the IAA convention with in-
coming Auxiliary president Jan Yager.

Every generation of Americans has been taller
than its parents by about an inch — except for the
present one, which shows no change.

From AMERICAN AVERAGES
January, 1982

California hosts 57 new NAA members

When the NAA receives new members, it is
usually in groups of two or three auctioneers. How-
ever, at the Las Vegas convention, NAA staff ac-
cepted dues for 67 auctioneers, 57 of which were
new members. Special recognition is in order for
NAA member Sandy Hochman, Tustin, California, for
Initiating the campaign to recruit the new members,
and renew 10 already current NAA members. An-
other NAA member, D. D. Meyer, San Diego, Cali-
fornia, co-sponsored the new members’  applica-
tions.

To the following recent member auctioneers,
all from California, welcome to the National Auc-
tioneers Association.

Robert M. Abell Hy Klein

Jeffrey C. Ames David Lawson
Leland E. Anderson Al Lewis

Bert Arons Al Lowy

Roger Ash Marvin H. Newman
Carl Baker Jack D. Orrill
George H. Barclay Gary Ostrin

Ray Bleau Sid Ostrow

Frank Boog Ron Patterson
Stephen Brown Mario Piatelli

Sid Bush Kenneth R. Porter

Robert N. Clark
Richard A. Cole
Norman R. Dalton
Jerry Davidson
Max Deutsch
Sidney S. Dicker
Carol Engelson
Mannie Feigenbaum
Jack H. Feldman
Arnold G. Fischer
Monroe A. Garland
Arthur B. Goode
Lawrence Green
Shimon Grill
Jordan Grinker
Stephen Grove
Rex W. Huggins

E. B. Katz

Richard C. Randall
Robert Rouse
Harry B. Rutberg
Robert L. Sackin
Milton Siegel

Ben Slavkin
Maury Slavkin

R. L. Spear

A. Z. Stein

Julius Stern
Nicholas A. Tulli
James F. Vallely
Richard J. Wasser
Gilbert Weiss
Burton White
John W. Wilson
Morris Zeff

Nashville Auction School

Nashville, Tennessee

THE NATION’S FINEST SCHOOL

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

| Grand Ole Opry

Y FREE CATALOG — LEARN AUCTIONEER-
ING

NASHVILLE AUCTION SCHOOL

Box 190, Department 5
Lawrenceburg, Tennessee 38464
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Convention Dates

State Association

State Association Conventions — Dates and

Hotel or Motel and City

Locations

Convention Chairman or
State Association Secretary

January 7-8 California Nugget Hotel, Sparks, Nevada Grant Theodore
January 8-10 Virginia Holiday Inn, I-81, Harrisonburg Dick Heatwole
January 9 Colorado Denver Ernest L. Wimmer
January 9-11 Ohio Marriott Inn North, Columbus Byron Dilgard
January 10-11 Georgia Terrace Garden Inn, Atlanta John Suarez
January 12-13 Michigan Long’s Convention Center, Lansing Robert E. Howe, Jr.

January 15-16
January 16-17

Pennsylvania
North Carolina

Host Inn, Harrisburg
Hendersonville

Blaine Brown
Louis B. Fisher Il

January 16-18 Minnesota Holiday Inn, St. Cloud Eileen Reisch
January 19 Minnesota (Seminar) Holiday Inn, St. Cloud
January 25-27 NAA Seminar Holiday Inn Central, Tampa, Florida
January 29 Utah Hotel Utah, Salt Lake City Glenn Short
February 6 New Jersey Marriott Hotel, Somerset JoAnn Fawcett
February 7 Oregon Portland Paul Spence
(Winter Meeting)

February 11-13 Montana Sheraton Hotel, Great Falls Craig Mandeville
February 12-14 North Dakota Kirkwood Motor Inn, Bismarck Roger Skiftun
February 15-17 NAA Seminar San Antonio Marriott,

San Antonio, Texas
March 13-14 Kansas Holiday Dome, Manhattan Rex B. Newcom
April Arkansas Jayne Lowery
April 17-18-19 Kentucky Lure Lodge, Jamestown B. G. Dunnington
May 1-2 Missouri Holiday Inn, Osage Beach Doran H. Livingston
May 1-2 Nebraska Randy Ruhter
May 1-2 Oklahoma Sheraton Century Center,

Oklahoma City Ray Patterson
May 15-16 South Carolina Sheraton Lake Marion, Santee Maude Burnett

(Annual)

May 16 Alabama Montgomery Pete Horton
June 9-10 Wisconsin Green Bay Robert Massart
June 11-13 South Dakota Mitchell Marti Dunlap
June 24-27 Texas Brookhollow Marriott, Houston Dudley Althaus
July 28-31 NAA 1982 Convention Atlanta Hilton, Atlanta, Georgia

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

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

29 death of member Stephen J. Murawski, Sr., 57,
Hadley, Massachusetts. He had been in the real
estate business for 15 years, and had become an
auctioneer in recent years.

In Memoriam ...

G. G. “JERRY” FINNELL

The NAA office was notified by Mrs. Jane Finnell
that her husband, NAA member Jerry Finnell, Or-
lando, Florida, had died June 1, 1981, of cancer.

ALFRED O. DRURY

The 1982 NAA dues statement was returned to
the NAA office, with the information that member
Alfred Drury, Louisville, Kentucky, was deceased.

ERNEST O. MAINE

The NAA office was notified by Mrs. Maine that
her husband, NAA member Ernest Maine, Ashaway,
Rhode Island, died suddenly November 24, 1981.
He had been in the auction business for over 40 years.

STEPHEN J. MURAWSKI, SR.
The NAA office was notified of the November
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Directory of state
association presidents
and secretaries —
January, 1982

Alabama Auctioneers Association — President: J. Craig King,
P.O. Box 811, Gadsden 35902. Secretary: John P. “Pete”
Horton, 111 4th St., Huntsville 35805, phone 405-536-7497.

Auctioneers Association of Arizona, Inc. — President: R. G.
“Ray” Warner, 13611 N. 50th Place, Scottsdale 85254,
phone 602-996-4430. Secretary-treasurer: Larry Everhart,
5033 N. 66th Avenue, Glendale 85301.

Arkansas Auctioneers Association — President: Tom Blackmon,

*  P.O. Box 7464, Little Rock 72207, phone 501-664-4526. Sec-

retary: Jayne Lowery, P.O. Box 34, Dennard 72629, phone
501-745-4261.

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

Colorado Auctioneers Association — President: Eldon Brough-
* ton 1647 South Tejon, Colorado Springs 80906, phone 303-
635-9400. Secretary-treasurer: Ernest L. Wimmer, 170 Palm-

er Drive, Fort Collins 80521, phone 303-226-3121.

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

Florida Auctioneers Association, Inc. — President: Kale Albrit-

* ton, 1023 Euclid Ave., Lakeland 33807, phone 813-687-0610.

Secretary-treasurer: Billy H. Wells, 121 Aldean Dr., Sanford
32771, phone 305-323-2820.

Georgia Auctioneers Association — President: Pete De Santis,

* Pavo Rd., Thomasville 31792, phone 912-226-8849. Secre-
tary-treasurer: Lynn Dempsey, P.O. Box 1341, Rome 30161,
phone 404-291-0746. |

Idaho Association of Professional Auctioneers — President:
Dean C. Smith, Route 2, Box 304, Idaho Falls 83401, phone
208-5622-7136. Secretary: Carol Coffey, Blackfoot 83221.

lllinois Auctioneers Association — President: Henry Hachmeister,
305 East 3rd Street, Pecatomica 61063, phone 815-239-1436.
Secretary: Harlan Henderson, RR 1, Box 133, Tuscola 61953,
phone 217-253-3796.

Indiana Auctioneers Association — President: John E. Yager Jr.,
R.R. 1, Lynnville 46719. Secretary-treasurer: Harry E.
Buckles, RR 1 Box 262, Anderson 46011, phone 317-378-
7924.

lowa Auctioneers Association — President: Jerry R. Tubaugh,

* 1702 8th Avenue, Belle Plaine 52208, phone 319-444-2413
or 319-444-2498. Secretary-treasurer: Margaret Bloomer,
Rt. 3 Box 51, Glenwood 51534, phone 712-527-3615.

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

Kentucky Auctioneers Association — President: Ray Humfleet,

* London 40741. Executive Director: Wilma Atherton, Box
148, Hodgenville 42748, phone 502-674-5659. Secretary:
Edward Maupin, 226 N. 3rd, Bardstown 40004.

Continued page 54

Col. JOE REISCH
Author & Publisher

(Photo taken Nov. 1978)

Address All Mail To —

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

THE AUCTIONEER’S LIBRARY & REFERENCE BOOKS

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

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

Nothing Is Left Out

10 Books — First edition now off the press

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

Maine Auctioneers Association — President: John Owcarz,
R.F.D. #1, Augusta 04330. Secretary: George A. Martin,
New Road, East Lebanon 04027, phone 207-457-1237.

Auctioneers Association of Maryland, Inc. — President: Larry
Makowski, P.O. Box 5241, Baltimore 21224. Secretary-treas-
urer: Jonathan Melnick, ¢c/o Jonathan Melnick Auctioneers,
900 E. 25th St., Baltimore 21218.

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

Michigan State Auctioneers Association — President: Donald C.
Diesing, 108 Clarke St., Scottville 49454, phone 616-757-
2578. Secretary-treasurer: Robert E. Howe, Jr.,, 1830 W.
Barnes Road, Leslie 49251, phone 517-676-3030.

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

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

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

2568.

\\S 0\635\' AUC”.O" (0m

Montana Auctioneers Association — President: Morris C. Gard-
ner, N.E. 162 Black Lane, Hamilton 59840, phone 406-353-
4230. Secretary-treasurer: Craig Mandeville, 1225 Spring-
hill Rd., Boseman 59715, phone 406-587-2522.

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

Nevada State Auctioneers Association — President: James M.

* “Bill” Watson, 734 N. Nellis, Las Vegas 89110, phone 702-

452-6699. Secretary-treasurer: Stanley M. Zurawski Jr.,
5080 Eugene, Las Vegas 89108, phone 702-732-1375.

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

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

New Mexico Auctioneers Association — President: Jacquelyn
Russell, 3636 Menaul NE, Suite 300, Albuquerque 87110.
Secretary: Dee Paulsen, 7368 Ticonderoga NE, Albuquerque
87109.

New York State Auctioneers Association — President: Dorothy
Knapp, 158 Germonds Road, West Nyack 10994. Secretary-
treasurer: R. Thomas Jones, Water St., P.O. Box 365, West
Winfield 13491, phone 315-822-5243.

Auctioneers Association of North Carolina, Inc. — President:
R. A. Sneed, Rt. 1, Box 460, Jonesville 28642. Secretary-
treasurer: Johnson B. Gilbert, Route 1 Box 349K, Lincoln-
ton 28092, phone 704-732-0177.

(Established 1917) pa"]’ ”

Reg. U. S. Trademark

LI'CENSED o BONDED ¢ INSURED

)4 GA- AUCTIONEERSLIC.NO. 137
; Atlanta Telephone 577-2634
: 2id ; y
‘ Invites Participation oy
‘ By Auctioneers & Real Estate Brokers, Nationwide Aucnousus
Al
|

REALTOR

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

Call Toll-Free Ga. 1-800-282-2662/U.5.A. 1-800-241-7591
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PLEASE STATE SIZE OF
FILE YOU WISH TO ORDER

100 Slot File
(Slots—312" deep - 2'2" wide)

$59.95

100 Slot File
(Slots—2"’ deep - 2"’ wide)

100 Slot 2" File
Supply Carrier

$59.95

(Slots—2'' deep - 2" wide)

$39.95

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

We have the clerking sheets that come in
triplicate, with three sides glued together.
There are 21 items per sheet. These are
made for the 2" file. We do not make a
clerking sheet for the 32" by 22" file.

Package of 200 sheets (4,200 Items)

$40.00

Package of 600 Sheets (12,600 Items)

$115.00

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

We pay shipping charges on all items

North Dakota Auctioneers Association, Inc. —President: CIiff
Orr, Ypsilanti 58497, phone 701-235-2155. Secretary-trea-
surer: Roger Skiftun, Manfred 58465, phone 701-324-2995.

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

Oklahoma State Auctioneers Association — President: W. W.
“Dutch” Voss, P.O. Box 953, Stillwater 74074, phone 405-
382-7631. Secretary: Ray Patterson, 113 N. 9th, Frederick
73543, phone 405-335-2320.

Oregon Auctioneers Association — President: Gary Day, 734 NW
14th Avenue, Portland 97209, phone 503-222-9000. Secre-
tary-treasurer: Paul Spence 20051 SW Bornstedt Road,
Sandy 97055.

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

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

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

South Dakota Auctioneers Association — President: Vernell
Qualm, Platt 57369. Secretary-treasurer: Charles A. Sutton,
RR 3, Flandreau 57028. Executive Secretary: Marti Dunlap,
Route 3, Box 235, Colman 57017.

Wakes lenking rfuctions Easéer
% Filing System

% Supplies Carrier
% Sale Forms

% SPECIAL %

$99.95

50 Slot File :

(Slots—312" deep - 2%2" wide) 200 Clerkmg Sheets
$39.95

50 Slot File

Supplies Carrier

11%” x 19” x 3%” includes
Clip Board for sales forms.

$19.95

Sales Forms, in triplicate
200 sheets ( 10 ) $40.00

ems

Item No.

| Purchaser

Price

This 1s for the 2" file

Send check or C.0O.D.

LUNDEEN SALES FORMS

423 East Avenue Holdrege, Nebraska 68949

Southern California Auctioneers Association — President: Al
Lowy, 7770 Fairmont Ave., Suite 101, Glendale 91203, phone
213-245-7777. Secretary: Maury Slavkin, 6860 Conby Ave.,
Suite 118, Resedo 91335, phone 213-273-6871.

Tennessee Auctioneers Association — President: Jerry C.

* Gregory, P.O. Box D, Springfield 37172, phone 615-384-
5557. Secretary-treasurer: Edwin B. Fulkerson, Rt. 14 Box
182, Johnson City 37615, phone 615-282-1236.

Texas Auctioneers Association — President: Jack Faulks, P.O.
Box 5701, Lubbock 79417, phone 806-763-4949. Secretary-
treasurer: Dudley Althaus, P.O. Box 312, Fredericksburg
78624, phone 512-997-7606.

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

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

Virginia Auctioneers Association — President: Harold P. Ents-
minger, Rt. 2, Buchanan 24066, phone 703-254-2050. Secre-
tary-treasurer: Mrs. Doris S. Jones, Rt. 1, Box 114, Scotts-
ville 24590, phone 804-286-3817.

Washington State Auctioneers Association — President: Duane
Anderson, Box 695, Enumclaw 98022, phone 206-825-5375.
Secretary: Bonnie Anderson (same address).

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

Wisconsin Auctioneers Association — President: Wenzel “Bun-
* ny” Humpal, Boyceville 54725. Secretary: Robert Massart,
2545 Finger Road, Green Bay 54301, phone 414-468-1113.

* Indicates a reciprocal membership agreement between the state association and the NAA.
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RECEIVE PRECIOUS GEMSTONES ON CONSIGNMENT

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

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

Consolidated Equity Associates

P.O. Box 401216 e Dallas, Texas 75240
Phone: 214 245-7052; 214 245-8996
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“First in Auction Advertising in America’s Fourth Market”

‘

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

82% of the ads.

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

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

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

fﬂlie i1 0
hiladelphia Inquirer

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

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

Please call or write our office as soon as possible.

Thank you very much.

€fC€fC€L£LL£LL£LL£LLLLLLLLLLIL L« ««
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Successful
auctioneering across
the nation

Small town profits from
plane abandoned after crash

(Article and photographs reprinted with permission
of THE HAYS DAILY NEWS, Hays, Kansas, Helen
Mingay reporter, photos by Perry Werner. Emphasis
added by THE AUCTIONEER.)

Osborne, Kansas — Pennies from heaven rained
down on Osborne Municipal Airport November 18,
1981 — $22,400 worth of them by way of an auction.

Last February, a six-seater single-engine air-
plane crashed at the Osborne Municipal Airport and
has sat unclaimed ever since. After failing to elicit
any response from the owners or the insurance com-
pany, Osborne officials passed a new ordinance al-
lowing the city to sell the abandoned airplane.

About 120 people, most of them spectators,
turned up for the Wednesday afternoon auction in a
crowded hangar at the airport. Mayor Charles Sha-

heen and several council members attended the
event.

The auction made for a busy day at the airport
because several pilots were among the group of
spectators. Fourteen planes were lined up at the air-
port, which rarely sees more than six in any one day.

Several bidders took part in the auction until the
price reached $10,000. After that, there were only
two serious contestants. The plane was finally sold
for $22,400 to an Oklahoma buyer.

City Attorney and NAA member Robert Bloomer,
who handled the legal work for the sale, was the
auctioneer for the day. Before starting the sale, he
explained the background of the plane’s appearance
at Osborne.

The plane crash landed at the airport on Feb-
ruary 2, but by the time the police arrived, the pilot
and four passengers had disappeared. The plane, a
Piper Cherokee Lance, carried a flight plan from
Port Arthur, Texas, to Osborne.

An Osborne resident saw the plane circling
round the airport last February and later saw the pilot
and passengers leaving.

“‘No one was hurt. They just got out of the
plane with their suitcases and walked away. We
never saw them again.” the witness said.

The owner was determined to be the American

Oil Co. of Beaumont, Texas, but the company did not
respond to requests by Osborne to recover the plane.
An official from American Oil’'s insurance company
came to look over the plane, but was never heard
from again.

Finally, the city decided to sell the plane rather
January, 1982

PROSPECTIVE BUYER listens to bidding for aban-
doned Piper Cherokee Lance.

NAA MEMBER Robert Bloomer accepts bids in air-
plane hangar for the crashed plane.

than have it rusting at the airport. The ordinance en-
abling the auction was based on ordinances covering
the disposal of abandoned cars, but was rewritten to
cover abandoned airplanes.

The buyer seemed satisfied with his purchase.
He runs a second-hand airplane company, repairing
and selling airplanes.

“I think | got a good buy,” explained the buyer.
“We think the damage to the wings and engine is
about $12,500, although it could be more. That plane
is a 1978 model and would be worth about $45,000 if
it wasn’t damaged. A brand new plane like that
would cost $90,000.”

Mayor Shaheen was delighted with the outcome
of the auction.

“We’'d like to build a runway for the airport, but
I’'ve heard that would cost at least $40,000,” said
Shaheen. "“But this is a lot of money for our airport
fund. We’ll use it to make improvements at the air-
port.”

l Closeout JEWELRY 55¢ doz.

Catalog — 25¢

Roussel’s 107-190 Dow Ave.
Arlington, Massachusetts 02174
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For Dallas teacher,
$125,000 raised at auction

You may have seen the couple on ABC’s “Good
Morning America” program, Jim and Nancy Wild
from Dallas, Texas. He’s a shop teacher and seventh
grade football coach who had asked school officials
for part-time custodian work to pay for his wife's
cancer operations. He had been working weekends
and summers trying to keep up with the bills, and
she has had 11 major operations in the past 10 years.

School officials then decided to help the couple
by planning an auction. Donating his company’s time
and services, NAA director Joe Small conducted the
November auction which raised over $125,000.

All items for the sale were donated by residents
and merchants in the Park Cities area of Dallas, with
auction attendance numbering 2,000. The sale
packed a high school gymnasium for the 8 p.m. event,
preceded earlier in the day by a silent auction with
written bids. Among the items too numerous to men-
tion were the unique and the priceless: autographed
Dallas Cowboy football, orthodontic work, use of a
Mercedes or Cadillac, fancy animals, artwork, vaca-
tion trips, tickets to the Cotton Bowl, condominiums,
jewelry, TV’s, a side of prime grade beef, and the list
went on. Even the governor of Texas attended, per-
sonally delivering a paperweight to be auctioned.

One sale item was particularly valuable — auto-
graphed recipe cards from First Lady, Nancy Reagan.
The President also sent a letter to the Wilds, ““Nancy
and | feel privileged to be able to send our best
wishes. Yours is the most inspiring story because
you did not allow adversity to dampen your spirit.”

Referred to as a ‘““‘community auction”, the sale
conducted by auctioneer Small used an auction cata-
log title that was both clever and meaningful — “Wild
Night in the Park Cities’.

Band in Rose Parade, auction helped . . . Nine
Missouri auctioneers will be watching the New Year’s
Day Rose Parade with special interest. The Blue
Springs, Missouri, High School marching band is one
of the nine high school bands chosen for the annual
Rose Bowl pregrame event. The cost to send the
band was an estimated $100,000.

However, local auctioneers pitched in to help
raise the money. One auction in the spring raised
$5,000, and an October auction raised $10,000. NAA
members coordinating the auction were Glenn Bing-
er, Oren and Chuck Shaw, all from Blue Springs,
along with other Missouri NAA members Dewey
Blankenship and Bogey Nash also participating.

ltems donated to the sale included three truck-
loads of new lumber, plus collectibles from the Kan-
sas City Royals baseball team and the Chiefs football
team. Highlight of the auction was an autographed
picture of President and Mrs. Reagan, selling for
$125.

Jersey City auction raises city profits . . . Last
September, 70 Jersey City, New Jersey, properties

o8

were sold at public auction, and the city realized
$412,000, or $100,000 more than was anticipated.
Three hundred prospective bidders attended the sale,
compared to 35 visitors for previous sales.

An abandoned apartment building began with an
opening bid of $1,500 and sold for $26,950. An un-
used firehouse valued at $35,000 sold for $80,000.
Another building, upset priced at $6,000, brought
$25,000.

According to NAA member B. G. Coats, Rumson,
New Jersey, who informed THE AUCTIONEER about
the auction, “the prices look like a mistake, but they
speak for themselves. Auction sales have reached
a fantastic momentum in the past decade, and more
real estate is being sold at public auction. ‘If the
mountains won't come to you, come to the moun-
tains.” That’s what is now being said about selling
real estate at public auction.”

Northeast heavy equipment auctioned . . . The
firm of Yoder & Frey, Archbold, Ohio, completed the
month of October with important heavy equipment
auctions in Providence, Rhode Island, and Buffalo,
New York. Participating in the auctions was NAA
member Elias Frey. Both sales attracted large
crowds and enthusiastic bidding.

Highlights of the Providence sale included: a
1979 Terex 72-31B, with a side dump bucket, in very
good condition, $35,000; a 1978 72-31, similarly

THE SCHOOL OF
THE PROFESSIONALS

Professional
Auctioneer

INTERNATIONAL AUCTION SCHOOL

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

Make plans now for
New England’s only Auction School.
Call for information on next term.
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equipped, $32,000; and a Cat 977L, 11K series with a
side dump bucket, in good condition sold for $18,000.

A week later, Yoder & Frey held the Buffalo sale,
bringing these high prices: $39,000 for a late model
John Deere 544B in excellent condition; $26,000 for
a Cat 950, 81J series with a three-yard bucket; and
$17,750 for a John Deere 350C, with a six-way blade,
In very good condition.

Building auctioned, revisited . . . The picture
which accompanies this article shows a recon-
structed lowa courthouse, sold at auction by NAA
member Mark L. Hunter, Council Bluffs, lowa. How-
ever, there’s more to the story than just a new build-
ing.

Formerly the Pottawattamie County Courthouse
in lowa, the structure was auctioned by the Hunter
firm in 1977, dismantled, then trucked to California.
The courthouse was stored until the building was
rebuilt in 1980.

Extensively redesigned to meet the earthquake
codes for Southern California, all the marble floor
tiles and woodwork were reused on the interior, along
with the original sandstone and marble exterior. The
building is presently used for office space.

As auctioneer Hunter explained it, the lowa
courthouse rebuilt in California “proves that any-
thing can be sold at auction”.

IOWA COURTHOUSE, auctioned in 1977, now stands
rebuilt in California.

= L s

You may have to sell one at auction someday —
this car got 1,368 miles per gallon. A special three-
wheel vehicle in the Shell Motor Mileage Marathon
achieved that many miles, and touched off a stam-
pede among car manufacturers and entrepreneurs to
drastically increase the gas mileage of standard
automobiles.

AMERICAN BUSINESS

The Auctioneer’s ‘““Auctioneer’

ONLY A NATION-WIDE ORGANIZATION CAN
OFFER, HUDSON AND MARSHALL, INC. IS
READY TO WORK FORYOU. IN ADDITIONTO

HEN YOU HAVE AN AUCTION THAT
REQUIRES THE FACILITIES THAT

® COLORFUL TENTS (For Outside Sales)

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

® NATIONWIDE ADVERTISING (In House

Agency)
® NATIONWIDE MAILING LISTS

® FINANCING AVAILABLE (On Most All
Properties)

® NATIONWIDE TOLL FREE TELEPHONE

THE SERVICES AND EQUIPMENT LISTED HERE, A
LARGE STAFF OF HUDSON AND MARSHALL
SALES ASSOCIATES IS AVAILABLE FOR CON-
SULTATION IN PRACTICALLY EVERY CATAGORY
OF REAL OR PERSONAL PROPERTY.

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

BROKER PARTICIPATION INVITED.

HUDSON AND MARSHALL i..| INC.

Home Offices
Macon, Georgia

Atlanta Offices
REALTORS AND AUCTIONEERS Q" Suite 109

Call Toll Free

In Georgia Call
800/342-2666

Elsewhere Call
800/841-9400

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

| 333 Sandy Spr. Cir.
404/256-5450
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Spotlight on
NAA auctioneers

NAA past treasurer
Rasmussen retiring

Former NAA officeholder Henry Rasmussen, St.
Paul, Nebraska, is retiring after 55 years in the auc-
tion business. In 1951 “Hank’” Rasmussen was ap-
pointed NAA treasurer, a post which he held for 23
years. During his long and varied career, Mr. Ras-
mussen’s awards included NAA Hall of Fame, com-
memoration of his retirement as NAA treasurer, Ne-
braska Auctioneer of the Year, 1973, Outstanding
Citizen, and other community and civic awards. How-
ever, recognition was only a part of auctioneer Ras-
mussen’s years in the business, and the conducting
of over 5,000 sales.

Henry Rasmussen’s first sale was in January,
1927, when a coal oil lamp sold for 10¢, and a
cow for $42. His busiest time was in 1956 when he
averaged three sales a day. After seeing _prices and
property come and go, auctioneer Rasmussen con-
siders 1974-75 his highest prices for farm machinery

Gordon E. Taylor
President

SOUTH ST. PAUL LIVESTOCK AUCTIONEERING SEMINAR

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

St. Paul Union
Stockyards

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

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

the South St. Paul Stockyards.

~ Terms are held twice a year — 1st week in February and 4th week in September.

For catalog and enroliment information Send to:

Col. Gordon E. Taylor
LIVESTOCK AUCTIONEERING SEMINAR

REISCH WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

P.O. Box 949 — Phone 515-423-5242 or 6396
Mason City, lowa 50401
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VERY WELL KNOWN in the Loup River valley of cen-
tral Nebraska, former NAA treasurer Henry Rasmus-
sen, left, is retiring after 55 years in the auction busi-
ness.

and real estate; and the 1930’s the worst time for
prices, as land sold for $4.50 an acre.

Active in many local fund raising campaigns,
Henry Rasmussen’s generosity included the National
Auctioneers Association. When he retired from the
post of NAA treasurer in 1974, he presented the As-
sociation with $25,000 in time certificates and $10,000
in a checking account.

Retirement for auctioneer Rasmussen will in-
clude more time than ever with his favorite pasttime
— fishing. An article in the St. Paul PHONOGRAPH-
HERALD explained that the paper had “‘enjoyed a
long and pleasant business relationship with the

personable Rasmussen, and along with his many

friends wish him well during his retirement.”

NAA member on the cover

The October issue of MISSOURI LIFE magazine
contained a three page pictorial on auction selling in
Missouri. ‘On the cover was NAA member R. E. Voor-

heis of Harrisburg.

T e
i SRR
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World champion livestock
auctioneer company spokesman

NAA member Dean Schow, Paxton, Nebraska,
has been named as the 1981-82 spokesman for
Synovex® cattle implants, produced by Syntex Agri-
business, Des Moines, lowa. Schow is the 1980
world champion livestock auctioneer, and appears
In magazine advertising, plus on radio and television
for Synovex®. He was chosen because of his famil-
larity with the cattle industry and his popularity as a
world champion.

According to Doug Swanson, advertising man-
ager for the Syntex company, “Nearly 75% of all
feeder cattle go through an auction at one time or
another. The auctioneer is often looked to for ad-
vice, and is viewed as an authority. We wanted the
best to represent us, we wanted Dean Schow.”

Other promotional duties for Syntex include per-
sonal appearances for auctioneer Schow at industry
sales meetings and trade shows. Dean Schow was
among 65 auctioneers competing for the 1980 world
champion livestock auctioneer title in Templeton,

California. The previous year he was chosen reserve
world champion.

It you're running cattle on grass pasture, why not or $15 more than Ralgro® implanted cattle. That's a dif-
go for those extra dollors the easy way . . . with Synovex terence you can bank on!
implants. For years feedlot managers have seen the Dan‘t be shorfchanged come market fime. Ask for
difference a Synovex implont program can make at mar- Synovex implants by name from your veterinanan or
ket time. But Synovex performance doesn’t have to stop animal health supplier It's the implont choice . . . first
at the feedlot. Cottle on grass can benefit as well! Your ta tinishl!
cottie will goin more weight and gain it foster when im-
plonted with Synovex implants.

A Synovex implani program should be o part of every
cattle raiser’s plan. Tests show it can return up to $25.00
more per heud than non-implanted cottle. And up to $10

AUCTIONEER/SPOKESMAN, Dean Spho_w, in a
magazine advertisement for Syntex Agribusiness, Inc.
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Final Bid

My daughter was at the kitchen sink when the
phone_ rang. Someone asked for her mother. ‘I think
?Tle’s in the shower,” she answered. ‘“Just a minute,
'l see.”

Without moving a step she reached over and
turned on the hot-water faucet. Immediately a pierc-
INg scream came from the back of the house. She
turned off the faucet and spoke into the phone: ‘“Yes,
she’s still in the shower.”

A train crossing the prairie came to a sudden
halt, dumping the little old lady on the floor. “My
goodness,” she said to the conductor, “what on
earth happened?”’

“We hit a cow,” he explained.
“Was it on the track?” she inquired.

~ "No lady,” the conductor said, “we had to chase
It across a field.”

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 DAOD =oiiivnnvuei $160.00 $155.00 $150.00
Halt Page: ....ccaossanss: 80.00 77.50 75.00
Quarter page ..........ccccoeee..... 40.00 38.75 37.50

Column inch: $8.75 per column inch — column is 21 picas wide (3%2 inches).

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

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

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

NEW ADVERTISERS: All new advertisers are required to submit credit account in-

formation, an insertion order, and payment in advance (with copy), before advertising

will be accepted. If applicable to the new advertiser, advance payment for the first
three months is required. Submission deadline for new advertisers is the first of the
month.

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

4. COPY AND CONTRACT REGULATIONS: The editor reserves the right to reject
any advertisement. No cancellations accepted after closing date (see item 7).
If advertising is discontinued before completion of contract, short rates for space
will apply.

5. MECHANICAL REQUIREMENTS: Printed offset. Trim size: 8%2 by 11 inches.
Number of columns: two (21 picas wide columns). Binding method saddle
stitched. Colors available: black on white and upon consulation with editor,
second, or issue color.

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

4% inches; Quarter page — 3%2 by 4% inches or 7% by 2Va inches.

6. PREPARATION CHARGES: You will be billed for the following charges when the
NAA office prepares, or makes changes in your advertising.

Initial composition Changes
quarter page ... $20.00 copy changes ................... $15.00
half page .........ccoceeeee... $30.00 artwork changes ................$25.00
full page ... 986.00

Changes in your advertising are not accepted over the phone, but must be re-
ceived in writing.

7. ISSUE AND CLOSING DATES: Published monthly (11 times annually) with the ex-
ception that an August issue is not published. Issued on the first of the publica-
tion month. Deadline for ad copy is the 10th of the month preceding publication

date.

8. SUBSCRIPTION AND SINGLE COPY: One year's subscription to THE AUCTIONEER
is $18, and only open to non-auctioneers. Single AUCTIONEER copy is $1.75.
Subscriptions and issues available only from the NAA office.

Submit all advertising to: The National Auctioneers Association, 135 Lakewood Drive,
Lincoln, NE 68510-2487. Phone: 402 489-9356.

THE AUCTIONEER



CLERK-SAVER® — World's No. 1 Clerking System

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

F

THE CLERK SAVER?® IS:

Buyer's Name

Or Number o i ]

{fein o7 ® Fast — check out in minutes.

Ly [Eviser - ;-*— - ® Accurate — Clerk writes buyer, item &
. R =

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

r-fth‘.ﬂi'l:F‘_:

retains ownership
Thank you

This receipt ver ties payment and delivery of the above. Selier

unti payment check 15 honored 5 Al sales finagl

Sold as s, where

e T 1. RAT S5 A TI1OM SCHOOL I MO 64 D2

]

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

Original and 2 copies on NCR paper (makes its own carbon copies) 8v2x11" sheets
perforated to make 12 tickets 134 x4%2". This is an extremely fast, easy, and ac-
curate combination clerking and cashiering form. This one form replaces both
the standard clerking sheets and cashiers statement. You'll like these.

9,000 Tickets (1-3 White, Canary & Card) ... $27.50
18,000 Tickets (1-3 White, Canary & Card) .o mnnunmrmmmn s 52.50
36,000 Tickels: (1=3 White, Canary & Card) swmmisnmsmnmmssiaseses 98.50

® ALUMINUM WRITING TRAY

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

Aluminum Writing Tray

@ 100 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

Overall size 23"'x16’'x4’’. Slots are 23 " x 78" x 3%2". Handle
for easy carrying or nail to a wall for permanent installation.

Slots numbered 1to 100 plus AtoZ ........................ ONLY $59.95

® 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.

®@ BUYER CARDS ... Form No. BC-70

For buyer's number and purchase notes. 3Vax712" (fits
in buyer’s shirt pocket).

1,000 Cards....$9.50

2,500....$22.75 5,000....$44.75

® 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.

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

THE SPECIAL KIT INCLUDES:

. ® Aluminum Writing Tray ® 1,000 BC-70 Buyer Cards

SPECIAL CLERK SAVER STARTER KIT

® 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 $80.90 Value) Only ... $53.50 ;
| One 100 Slot Clerking Ticket File (a $117.90 Value) Only ...................... $89.95

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

T\
-3

PHONE: 816-421-7117

Missouri Auction School

Top Floor Livestock Exchange Building
1600 GENESEE / KANSAS CITY, MO. 64102




Now- m = COLONEL® . . . The Sound That Sells’

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

COLONEL® 1

® FElectro-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- COLONEL® 3

teries (not included) (Alkaline batteries will give many
hours of extra service_). | The COLONEL 3 has the same
® DIMENSIONS: 73" High x 6” Wide x 74" Deep. features as the COLONEL 2 plus:

® WEIGHT 4 LBS., 14 OZ.

® There is a two year repair or replace warranty on every-
thing except batteries.
List Price: $395.00 Auctioneers Cost: $237.00

® Storage Compartment in back to
carry recharger, microphone and
cord.

® Slightly larger speaker baffle area
with port hole.

® DIMENSIONS: 93%” High x 6"
Wide x 7V " Deep.

® WEIGHT: 7 LBS., 6 OZ.

List Price: $595.00
Auctioneers Cost: $357.00

COLONEL® 2

The COLONEL 2 has the same features as the COLONEL 1
plus:

¢ RECHARGEABLE BATTERY: Extra capacity battery will
last all day long. Fully rechargeable overnight.

¢ AUTOMATIC “Full Charge’ indicator light shows when bat-
tery is fully charged.

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

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

e INPUTS: one microphone, one tape recorder, one battery
charger.

® OUTPUTS: One extension speaker, one tape recorder.

¢ WEIGHT: 6 LBS., 12 OZ.
List Price: $570.00 Auctioneers Cost: $342.00

Payment with Order — We Pay Postage . . . l : 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:

WE STOCK A COMPLETE LINE OF
P.A. EQUIPMENT. WRITE FOR FREE
LITERATURE AND PRICES.

PHONE: 816-421-7117

THE AUCTIONEER = = "'I

NATIONAL AUCTIONEERS ASSOCIATION BULK RATE
- : U. S. POSTAGE

135 Lakewood Drive, Lincoln, NE 68510-2487 _ _

Paid
Lincoln, Nebraska
Permit No. 9 '
- e ]

ADDRESS CORRECTION REQUESTED



	
	19820101_p1
	19820101_p1
	19820101_p2
	19820101_p3
	19820101_p4
	19820101_p5
	19820101_p6
	19820101_p7
	19820101_p8
	19820101_p9
	19820101_p10
	19820101_p11
	19820101_p12
	19820101_p13
	19820101_p14
	19820101_p15
	19820101_p16
	19820101_p17
	19820101_p18
	19820101_p19
	19820101_p20
	19820101_p21
	19820101_p22
	19820101_p23
	19820101_p24
	19820101_p25
	19820101_p26
	19820101_p27
	19820101_p28
	19820101_p29
	19820101_p30
	19820101_p31
	19820101_p32
	19820101_p33
	19820101_p34
	19820101_p35
	19820101_p36
	19820101_p37
	19820101_p38
	19820101_p39
	19820101_p40
	19820101_p41
	19820101_p42
	19820101_p43
	19820101_p44
	19820101_p45
	19820101_p46
	19820101_p47
	19820101_p48
	19820101_p49
	19820101_p50
	19820101_p51
	19820101_p52
	19820101_p53
	19820101_p54
	19820101_p55
	19820101_p56
	19820101_p57
	19820101_p58
	19820101_p59
	19820101_p60
	19820101_p61
	19820101_p62
	19820101_p63
	19820101_p64


