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herein on all merchandise are subject to change without
notice.

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

Auctioneer Hat

N Felt Silver Belly Auctioneer Hats ........................ ..$ 27.50

Stetson “Wisp White Panama 2% " brim
(broken sizes til Spring) ... ... ... 19.95
1980 LOOkS GOOd « » =« | trust that last year Milan Straw Auctioneer Hat_ """""""""""""""""""""""""" 16.95
was a good one for each of you, and | sincerely hope this andon Fog Type Jackets with NAA Emblem ........ 21.00
year will be better. Why don’t you keep that “New Year” Wisp (western hat) ... i et . 37.50
feeling in one of our nice Stetson hats made especially for NAA.EmbIIem, 4-color ?mbrmdered N e 3.00
auctioneers? Our auctioneer hat comes in both felt and Sterling Silver Gavel' Tle Tac ..., 50.00
Milan straw, in sizes from 6°%-7%, in three different brim GOId_ Plate_d Gavt::'l Ve Tac ... s 50.00
widths — 2%, 2% 2%". Our “Wisp” is sizes 67- Sterling Sllver_wrth man made_dlamond ________________ 75.00
7%. The felts are Silver Belly in color as are the Wisps. ciold Plated with man mate QIAMONL wwmwmiises e
The straws are light tan. 14K Gold Gavel T!e Tac i TR SES i 175.00
| | _ 14K Gold Gavel Tie Tac with .15K diamond ... . 300.00
Our London Fog type wind breaker jacket with NAA 14K Gold Gavel Tie Tac with .20K diamond . 325.00

emblem comes in small, medium, large, and extra-large
— in canary, bone, gold, putty, navy, brown, and khaki.
Burgundy in 44 and 46 only.

Our 14K gold, sterling silver, and gold plated tie
tacs with or without sparkling diamonds (or man made

14K Gold Gavel Tie Tac with .25K diamond ... ... .. 375.00
14K Gold Gavel with larger diamonds ....price on request
Deer and Pig Skin Gloves By Stetson ....$16.00 and $18.00

PLUS 4% SALES TAX

damonde) il make s wordaru pressnt anyie ‘o Col. W. Craig Lawing

. | at we have in stock ready to

ship. All of you know what has happend to the price of 5521 Be_lhave" Blvd., Charlotte, NC 28216
gold and silver, therefore our prices have gone up. Prices Phone: office 704 399-6372 home 704 399-3260

We've got
your kind
of

people! |l Convention!

New York Times readers are
intelligent, educated, affluent. , : _
They'Il make a point of being Don’t Miss It This Year . . .
where the auction action is

when something they want—

for business or personal investment—
goes on the block.

v Workshops to increase your auction exper-
tise

Call your advertising agency ¢ Hundreds of your fellow auctiocneers will be
for more information and rates. there from all the states and Canada
Or call us direct. In New York

call (212) 556-7221. From other ¢ Youth activities for the children, Auxiliary
areas, dial our toll-free number program for the spouses

800-223-7437.

Registration is easy with the complete registra-

e v pg) tion packet in the center section of this AUC-
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Letters To
THE AUCTIONEER

Phoenix Seminar

Congratulations on a highly successful Phoenix
seminar. The National Auctioneers Association staff
and directors have our members moving in the right
direction. | hope to attend more of these special
seminars in the future and will be sending some of
our auction company associates to the future semi-
nars. In short, keep up the good work.

Larry D. Martin
Clinton, lllinois

The Phoenix real estate at auction seminar was
absolutely super! Never have the Realtors or any
other group assembled so many knowledgeable, dy-
namic people on one platform. The information
gained in Phoenix was invaluable and hopefully we
took the bulk of the good information home and put
it into practice. Only continuing education, and
seminars such as this will bring the auction industry
the recognition we feel is so richly deserved.

Chuck Layne, GRI
Franklin, Kentucky

Add ‘“‘Personality and Showmanship”’ to the List

In a belated response to an article in the Decem-
ber 1979 AUCTIONEER, ‘‘Little Things That Get
Auctions, Build Goodwill,” by Sammy L. Ford, |
would like to add ‘“‘personality and showmanship”
to the list.

Over the past 16 years, | have been an auction
reporter, buyer, and employee of various auction
firms, including one of the largest auction galleries.
I’'ve dealt with the grouches, the egocentrics, and the
cultured, but the auctioneers with personality and
showmanship were the most in demand.

The most outstanding auctioneers | ever met?
A duo-team from the Midwest consistently displayed
professionalism, ethics, and a keen sense of humor,
before, during and after their auctions. They com-
bined every trait on Mr. Ford’s list, plus showman-
ship and personality.

Merita Holle
North Hollywood, California

May, 1980

Selling Stuffed Birds: Don’t

| came across this article in the SPRINGFIELD
DAILY NEWS, and it is something every auctioneer
should know. Do not sell stuffed birds at any time.

Man Charged With Bird Sale

A 22-year-old Hadley man was indicted Thursday in U.S.
District Court on criminal charges stemming from the sale of
stuffed migratory birds.

Kenneth A. Niedzwiec of Farm Road was indicted following

the presentation of evidence to a federal grand jury by Assistant
U.S. Attorney George Kelly.

Niedzwiec is charged on March 30, 1978, with selling two
mounted red-tailed hawks, and on April 15, 1978, with selling a
mounted red-tailed hawk and a mounted wood duck.

If convicted of the two charges of violating the migratory
bird law, Niedzwiec can be sentenced to two years in jail and
fined $2,000 for each charge, Kelly said.

Bob Chaffee
Almer, Massachusetts

Have you seen an NAA news release published?

In its continuing public relations effort on behalf
of its member auctioneers, the NAA office issued
National Auctioneers Week news releases to over
300 magazines and newspapers, plus syndicated
news services. If you find a newspaper article about
National Auctioneers Week, please send the article
(or a photocopy) to the NAA office.

By sending in the NAA articles that you find,
you'll be helping to make next year’'s promotion of
National Auctioneers Week, and NAA publicity efforts
In general, that much more effective.

On behalf of the NAA directors and staff, | am
taking this opportunity to personally thank all the
NAA members and State Auctioneers Associations
who organized special promotions to make National

Auctioneers Week 1980 a nationwide publicity suc-
cess.

Gary Carmichael
NAA Director of Association Services

| Machine Goofs, Some April
Bills Sent Erroneously

In preparation of the April dues billing, the
office computer at the NAA headquarters er-
roneously billed a number of NAA members. |f
you have received an NAA April dues statement,
and you have correctly paid your annual dues
— either to your State Association or the NAA
| office — please disregard the erroneous April
dues statement.

If you have any questions about the status
of your NAA dues, please call the office during
l regular business hours.
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Nashville’s Grand Ole Convention Creates
Record-Breaking Attendance EXxcitement

By C. E. Cumberlin, President
National Auctioneers Association

The 1980 NAA “Grand Ole Convention’, which
will be held in Nashville, Tennessee at the Opryland
Hotel on July 30-August 2, has created more atten-
tion than anyone ever believed! Convention attend-
ance records should be established when 1,500 or
more NAA members, their families and guests regis-
ter for this convention.

The NAA board of directors, in 1976, purchased
1,500 tickets to the Grand Ole Opry for the Friday,
August 1 performance. The NAA Convention, which
holds the record for attendance, was held in Louis-
ville, Kentucky in 1975, when approximately 1,350
registered, and since that year the attendance has
been averaging 1,200 to 1,300 registrants. We now
are concerned about having enough Grand Ole
Opry tickets for everyone.

The excitement of the Nashville Convention pro-
vides us with ““good news and bad news’’. The good
news iIs that interest in the programs of the National
Auctioneers Association is growing and the NAA s
offering good educational services and outstanding
entertainment during the conventions. The Grand
Ole Opry is one of the primary reasons why the mem-
bership is registering early and reserved their rooms
Immediately when you received your Hotel Reserva-
tions Forms in THE AUCTIONEER magazine.

But, the bad news “may” come from the fact
that if more than 1,500 convention registrations are
received someone will have to miss that event dur-
ing the 1980 Convention! Unfortunately, additional
tickets are not available and this is why the NAA
board of directors had to purchase the 1,500 Grand
Ole Opry tickets more than three years ago.

A solution will have to be made by the NAA
board of directors during the board’'s May, 1980
meeting. Priorities will be given, | suspect, to the
NAA member over guests and even those children,
who are given free convention registrations (12 years
and younger). Determination of these emergency
procedures will not be made until, it has been deter-
mined that more than 1,500 registrations are re-
ceived.

Another reason for ‘“bad news’’ is the fact that
the Opryland Hotel has filled its room commitment
to the NAA and the four overflow hotels also are fill-
ing up fast! Two hundred and fifty overflow rooms

May, 1980

were made available to the NAA for the nights of
Monday, July 28 thru Saturday, August 2 and if all
rooms are filled to capacity at the Opryland and four
additional hotels, the Convention may be attended
by nearly 2,000 people.

The additional ‘“‘good news’ | have to offer is
that several outstanding auctioneers have agreed to
serve as Convention Workshop instructors. Eleven
workshops will be held (twelve counting our State
Officers’ Workshop) and this year, we have added an
additional educational session when we will have a
panel discussion conducted by experts in the areas
of ‘““Legal Aspects of the Auction Business’’, ""Tax-
ation Problems for Auctioneers’’ and “Insurance Pro-
grams for the Auction Industry’’. Non-NAA members
will conduct the panel discussions and time will be
allowed to have questions answered, which relate
to the subject and which will be beneficial to the
entire industry. | know everyone can benefit by at-
tending our Convention educational sessions.

Our convention situation will offer us a challenge
and along with our Convention “problems”™ the NAA
board of directors will review any and all programs,
problems and situations, which exist at that time.
One special reason for the May meeting is to dis-
cuss the report presented to the board of directors,
at the January, 1980, meeting by the Headquarters
Relocation Feasibility Study Committee.

It was the board’s decision to delay any discus-
sion on the committee’s activities until more facts
were made available to the board and after the gen-
eral membership was given the opportunity to offer
their views in regards to the proposed study — pro
and con. If anyone has anything to offer the board
of directors in regards the work being done by the
Headquarters Feasibility Study Committee, please
contact me or any member of the board of directors
prior to the May 27-28-29 meeting and offer us your
comments.

It's great to have the increased enthusiasm in
regards to NAA programs, but no one enjoys not
being able to accommodate the needs of the mem-
bership. The Grand Ole Convention attendance situ-
ation may present us a problem — challenge — and
we will try and solve this problem to the best of our
ability.

Together, we’ll work it out!



NAA Membership, Meeting
Attendance Clarified

By Howard Buckles
NAA 2nd Vice President
Membership Committee Chairman

Occasionally the NAA office receives inquiries
about NAA membership, or convention and seminar
attendance. ‘“‘Just who can join the NAA, who is
eligible for going to the convention, how can | join in
a reciprocal state,” are questions asked of NAA
officers and staff throughout the year.

In order to clarify the requirements for NAA
membership and attendance at NAA conventions
and seminars, the following article explains NAA
membership, reciprocal state membership and who
may attend NAA functions.

Your Sponsorship of a New NAA Member

Control over who does or does not join the Na-
tional Auctioneers Association is ultimately in the
hands of you, the NAA membership. No one is
granted NAA membership without being sponsored
by a current NAA member in good standing.

To become a member of the
National Auctioneers Association . . .

1. The prospective member first must be an
auctioneer — not someone who’s planning to be an
auctioneer, not someone who would just like to re-
ceive the magazine, not someone who likes to go to
auctions. The member you sponsor must be an
auctioneer.

2. You must sign the NAA application on the
line “Membership sponsored by: ... City and State,”
in order for your prospective member to become an
NAA member in good standing. With your sponsor-
ship signature, you are recommending the NAA ap-
plicant for membership in your Association, and
that’s an important responsibility on your part.

3. By signing the application, the NAA applicant
is attesting to the fact that he or she will abide by
the NAA Code of Ethics. Directly above the prospec-
tive member’s signature, it clearly states: | hereby
make application for membership in the National
Auctioneers Association. If accepted, | will abide by
its By-Laws, support its objectives, comply with the
Code of Ethics of the National Auctioneers Associa-
tion, and pay the established dues.”

At present, there are nine states that have re-
ciprocal membership agreements with the National
Auctioneers Association. Reciprocity means that
you must be an NAA member before you can join that
state auctioneers association, and vice versa. The
reciprocal states at present are: Colorado, lowa,
Kansas, Nevada, Pennsylvania, Tennessee, Wiscon-
sin, and Kentucky. Dues for both associations and
new membership in both can be paid to either the
NAA office or the state association secretary/treas-
urer.

Only two reciprocal states are the exception —
Pennsylvania and Tennessee. In both of these states,
you must go through the state association to become
an NAA/PAA member, or an NAA/TAA member.

NAA Official Functions — Who May Attend

Just as NAA membership is limited to the
ethical, sponsored prospective member, attendance
at official NAA functions is limited to NAA members,
family, and certain auction company employees.

ﬂ

Standing
Room Only.

[s 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 classified ads.
For more information call: Barbara Carroll (617) 929-2161 or Arthur Shachat (617) 929-2160.

Ghe Boston Globe

BOSTON, MASSACHUSETTS 02107
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To attend a NAA convention or seminar . . .

1. NAA member auctioneers can register them-
selves, family, and non-auctioneer business assocCi-
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 auctionéer 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 em-
ployees — clerks, cashiers, ringmen, secretaries,
etc. — can attend NAA seminars and conventions

only when they are accompanied by the NAA mem-
ber employer. The reduced registration cost for
the non-auctioneer employee only applies when the
NAA member accompanies 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.

I's a Privilege to Belong to the NAA

It is also a privilege to attend NAA functions.
The opportunity for NAA membership and attend-
ance at NAA conventions and seminars is protected
to insure that only NAA members, their families, and
non-auctioneer employees are the rightful recipients
of the benefits of NAA membership.

The officers and staff of the National Auction-
eers Association will continue to enforce NAA mem-
bership policies, but it is also the responsibility of
the individual NAA member. The privileges and bene-
fits of NAA membership must be honored and pro-
tected. After all, it is your Association. It is our
Association.

| Need License
Law Information?

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

NALLOA
P.O. Box 30042

Lincoln, Nebraska 68510

Advertisement

May, 1980

The Legal Aspects

Of Auctions . . .

If the IRS Calls You In,
Here’s Good Advice

In its April “CPA Client Bulletin”, the American
Institute of Certified Public Accountants published
advice from Joseph Karasyk, CPA, a former IRS
special agent and now an accounting professor at
Kingsborough Community College, New York. If the
IRS criminal investigation division calls you in, your
constitutional rights will be scrupulously honored,
however, prepare yourself before you leave for the
IRS interview. Quoting from the “‘Client Bulletin”
article . . .

“I have been appalled at the unconcerned atti-
tude displayed by some taxpayers when advised of
their rights — probably because they failed to grasp
the significance of this most important advice.”

Before confronting the taxpayer with the evi-
dence or information that prompted the investiga-
tion, an agent may attempt to secure from him a list
of all assets, names and addresses of business
acquaintances and insurance companies, and —
most importantly — information to negate the possi-
bility of a defense based on the existence of a cash
hoard.

“Interviews at the offices of the criminal investi-
gation division usually put the taxpayer at a disad-
vantage,” Mr. Karasyk reports. ‘““He is on unfamiliar
grounds, anxious and overcooperative. Frequently,
he believes that if he ‘spills everything,” he will feel
better and be ‘let off easy’. Nothing could be further
from the truth; no credit is given for cooperation.

“Before you cooperate,” the professor advises,
‘“‘seek the services of a competent lawyer or account-
ant. No other aspect of income tax procedures is as
fraught with possibly grave consequences as the first
interview with a special agent of the criminal In-
vestigation division.”

| — ]
ATTENTION AUCTIONEERS

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

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

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

Mail Check or M/O To:

CAMPBELL AUCTION SERVICE /ixomn
57105 C.R. 21 LIl
Goshen, Indiana 46526

Harold L. Campbell NAA and IAA member




A MAJOR BREAKTHROUGH IN
REAL ESTATE MARKETING

AUCTION -The Marketing

Tool
of the Future!

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

BROKERS/AGENTS:

Offer this additional successful marketing technique to your clients.
There are many advantages to a public sale (Auction).

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

Give yourself and your company this important edge.

YOU CAN LEARN TO AUCTION REAL ESTATE
SUCCESSFULLY AND BECOME A QUALIFIED
AUCTIONEER! For many of you this could mean the
beginning of a whole new career in real estate; for others
it will mean many extra dollars in income. This detailed
course, authored by one of America’s foremost real estate
auctioneers,™ will teach you all you need to know.........
There is no other course offered anywhere quite like this
one.

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

It’s all here. Read it at home. Listen to it in your car.
Practice 1n your leisure. All for a one time cost of.....

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

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

Name
Address

City State Zip

[J Check enclosed. Make payable to Natl. Inst. of Real Estate Auctioneers Inc.
Master Card VISA  Card No.
Exp. Date

Signature

Mail to: National Institute of Real Estate Auctioneers Inc.
3400 Irvine Ave., Suite 21 8, Newport Beach, CA 92660 « (714) 957-0045

Warning: Con-Artists Preying
On Small Businesses and
Victims of Natural Disasters

Washington, D.C. March 27 — A. Vernon Wea-
ver, Administrator of the U.S. Small Business Ad-
ministration, today issued a strong warning to small
business owners and victims of natural disasters to
be on the lookout for a highly sophisticated breed

of con artist who is trying to bilk them out of their
money.

“If you are a small business manager who is
anxiously searching for capital in these times of tight
credit and spiraling interest rates, you are a red-hot
target for these persons or firms,” Weaver said.
“They are stating or implying that they are SBA
iepresentatives or SBA-approved loan application
preparation firms, and that for very high fees, they
can help you obtain an SBA loan.”

“If you own damaged residential or business
property in an area that has been declared a disaster
area,’ Weaver continued, “you should be on the
alert for several variations of the 1980’s version of
the "ambulance chaser’. These include: individuals
who come into a disaster area and offer to prepare
SBA disaster loan applications for a percentage of
the ensuing loan; also migratory, flim-flam contrac-
tors, suppliers, and sales people who literally ‘chase’
disasters for profit.”

Paul R. Boucher, the SBA Inspector General,
sald his office receives complaints from numerous
locations across the country about transient con-
tractors operating in disaster areas and unscrupu-
lous loan packagers. “They have been approaching
small business owners, would-be entrepreneurs, and
disaster victims directly or through newspaper ad-
vertisements, with offers to prepare, submit and get
approval of SBA loan applications for fees some-
times ranging in the thousands of dollars.”

“Many of these applications are never even sub-
mitted to the Agency,” Boucher said, “but the victim
iIs told that his or her loan application has been
tut;*ned down by SBA, and that the fee is non-refund-
able.”

“We have also been getting many reports about
building and repair contractors who have moved into
disaster areas,” Boucher said. ‘“They have been in-
sinuating that they are approved by SBA and offer to
provide repair cost estimates for excessive fees.
Others have arranged contracts with disaster victims
to repair damaged property and then disappeared
with the money paid to them for supplies and ma-
terials by the disaster victim.”

“SBA does not license or approve loan applica-
tion packaging consultants, and it does not charge
any fee for its services,” Boucher continued. “The
Agency never endorses any contractor, repair ser-
vice or supplier, and all SBA employees working in
disaster carry Federal credentials which people
should ask to see when they are approached by
anyone claiming to be a representative of the
Agency.”

“"Members of the public should know that they
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do not need to obtain outside help as a condition for
applying for an SBA loan. SBA business manage-
ment employees, disaster loan office workers, trained
volunteers, and most banks will help applicants com-
plete SBA loan forms,” Boucher emphasized. “In
natural disaster areas, official SBA appraisers will
prepare on-site damage and repair estimates at no
cost to the owner of the damaged property,” con-
tinued Boucher.

Should potential borrowers feel the need to ob-
tain outside help, however, there are many well
established, reputable individuals and firms who can
help them prepare their applications for fees which
are governed by SBA regulations. These regulations
state that loan applicants may use paid professional
help, such as the services of an accountant, lawyer
or organization engaged in providing this type of
service, in the preparation of loan applications.
However, the fees paid to these professionals must
be reasonable and comparable to the general hourly
rate for such services and a detailed accounting of
the service rendered must be included in a loan
application.

Borrowers should be aware that the Agency
prohibits the charging of any expense against a loan
which SBA considers to have been unnecessary In
connection with the making of the loan. Every loan
recipient is required, under penalty of perjury, to
make a full and complete disclosure of any fee ar-
rangement prior to disbursement of a loan.

Recipients of disaster loans who use any por-
tion of their loan funds for anything other than the
repair of their property to pre-disaster condition,
such as the payment of a percentage of a loan to a
loan packager which is over and above the fee per-
mitted by SBA, are in violation of Federal laws.

SBA urges anyone who is approached with an
offer of assistance in obtaining an SBA loan for an
excessive fee, or who is contacted by individuals
claming to be SBA approved repair contractors, to
report the matter to the District Director of the near-
est SBA office, listed in the telephone directory
under U.S. Government. They may also call the
Office of Inspector General’s Hot-Line at 202/653-
7557 or write, in confidence, to the SBA’s Inspector
General at:

Office of Inspector General
Small Business Administration
Post Office Box 28242
Washington, D.C. 20005

None other than Walter Cronkite was chanting at
a Christie’s celebrity auction for a charity sale. The
world famous newsman had learned the auction
chant from tobacco auctioneers in his early days as
a cub reporter.

At Christie’s auction in Switzerland recently,
one buyer paid $58,000 for a black velvet evening
bag set in a gold frame adorned with coral, onyx,
pearls, and diamonds. The bag was one of two
signed by designer Cartier.

CHICAGO TRIBUNE
May, 1980

Stolen!

The FBI has notified THE AUCTIONEER of
the theft of the Persian rugs pictured here.

Persian rug known as Keshan, silk, 8 x 12,
purple and green, value about $15,000, stolen
from a Chicago, lllinois dealer, 1/3/80.

Persian rug known as a Qashgai Kilim, cotton,
5'2” x 9'6”, purple/red/beige/and green, value
about $2,500, stolen from a Chicago, lllinois
dealer, 1/3/80.

Any AUCTIONEER reader who has informa-
tion to contribute concerning the stolen rugs
should contact: the FBI and refer to case #CG
87-47907; or the Chicago Police and refer to
case #RD-B004 203.

BUSINESS OPPORTUNITY

| have developed a business that is the perfect sideline for
Auctioneers. It will get you more auctions — plus make
you thousands more $$ per year. Investment required.
For info write Col. Bill Michie, 1222 N. Kenwood,
Broken Arrow, OK, 74012.
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1980 Advertising Contest?

Send Entries to the
NAA Office

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

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

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

Advertising Contest Rules

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

2. Entries must be submitted to the NAA Office —

three copies of each entry — by July 1, 1980.

. Entries must be on the current year sales (July

1, 1979 through June 30, 1980).

. Each member entering the contest must select

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

. Members of the advertising committee are not

eligible to compete for an Advertising Contest
Award.

Previous year winners — those who won an

| award in 1979 — are not eligible to compete in

the category in which they won in 1979, but they
may enter any of the other categories.

. Of the three entries submitted for each category,

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

. Two first place awards will be presented in each

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

R
......

e

residents add 3V2% sales tax.

FIBERGLASS CASE — 25 WATT MODULE — TWIN SPEAKERS

DODGE MANUFACTURING CO.

1123 W. 6th Street * P.O.Box 1513 +* Topeka, Kansas 66601

Rt

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

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

DWIGHT V. DODGE, Owner

e (913)234-6677
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9. A “Best of Show’’ award will be presented to the
best entry submitted for the contest (and will
not be included in the other award categories).

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

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

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

Auction Supplies
Paddle Cards e
Clerk Sheets @

Item Receipt System @
Direction Signs

Write for Samples and prices

SMART ART PAPER PRODUCTS
501 Penna. Ave.

Downingtown, PA 19335

| & S = sy

CONTAINER BUYERS

Pay low prices at Europe’s
largest wholesale source of an-
tiques. Buy F.0.B. England or
Antwerp, Belgium with similar
services available from other
countries, or we’ll select, ship

and pay all charges and finance
=3 . . to your door. $150 to $300 full
b5 price for packing and paperwork
on 20 and 40 ft. containers.
Supplying U.S. and Canadian
East and West Coast wholesal-
ers. Write or call collect to Lynn
Walters. Annual volume over
$1,000,000.

ONE OF OUR ANTWERP WAREHOUSES

LYNN WALTERS
Clackamas. Ore. 97015

'''''''''''

(?}E ¥ o -..

e

13011 S.E. 84th [503] 654-3000

May, 1980

ENTRY FORM

National Auctioneers Association
1980 Advertising Contest
NAA Annual Convention

Nashville, Tennessee

Please type or print.

CONTEST CATEGORY _

(include letter and name of category)

SUBMITTED BY.

(name of NAA auctioneer advertiser)

STATEMENT OF PURPOSE FOR THE
ADVERTISING — ——

NUMBER PREPARED

NUMBER DISTRIBUTED

HOW DISTRIBUTED?

BRIEF DESCRIPTION OF SALE

DEADLINE FOR ENTRIES: July 1, 1980

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

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

Half the fed cattle sold in the United States are
fed in 422 feedlots averaging more than 30,000 head
per year. The other half, says USDA are fed in more
than 130,000 feedlots averaging 90 head per year.

LIVESTOCK MARKET DIGEST

Be An Auctioneer

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

FREE CATALOG!

Missouri Auction School
1600 GENESEE / KANSAS CITY, MO. 64102
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Or Visit our Giant Showrooms
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¥

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

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

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

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

*Catalogs without our name available for your use

!

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

113 N. May St., Chicago IL 60607 :

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

’ |
A L T 3 [ !
AAAressS :
O | 3 USSR :
4 £ VP ] :
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Where do auctioneers from 50O states and several foreign
countries meet to move their merchandise?

The Chicago Tribune

AUCTION MART! %

When you advertise in the daily and Sunday
Tribune, you reach 2.9 million readers. And
our advertisers know that Tribune readers are

auction goers:

“Whenever we run an ad in the Chicago
Tribune, the phone rings off the hook,” says
Milt Anderson of Andersen-Dudley Auc-

tioneers in Minneapolis, Minn.

“The Chlcago Tribune has terrific drawing
power,” says Loretta Skeen of Co-op Tool
Auctions in Williams Bay, Wisc.

“The Tribune gives me great coverage of Chicago
—and far beyond,’” says Edward Bilbruck of
Edward Bilbruck Auctioneers in Chicago.

When you want to reach auction buyers with
money to spend, the Midwest'’s largest auction
marketplace is the place to be. For information
on how the Auction Mart can work for you, call
Mary Beth Howard at (312) 222-4493 or
Charles Shanley at (312) 222-4042.

Source: Scarborough Report, single issue daily/Sunday

ot
aﬂ,\,o SCHOOL OF

AUCTIONEERING
o

“A Very Select School”
PLAN TO ATTEND THIS TERM!!!!

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

SEND FOR OUR FREE CATALOG. YOU WILL
KNOW US.

SUPERIOR SCHOOL
OF AUCTIONEERING

334 RIVERSIDE BLVD.
| LOVES PARK, ILLINOIS 61111

May, 1980

(Chicano Jribune

The Complete Newspaper

In Femoriam. ..

MARSHALL GREENE

The NAA office was informed of the death of
Marshall Greene, Somerville, Massachusetts, Au-
gust 13, 1979.

RICHARD GOREE

The annual dues statement was returned to the
NAA office with the information that New Mexico
member Richard Goree died July 9, 1979.

ALBERT L. RANKIN

The NAA office was notified of the death of Ohio
member Albert L. “Al’” Rankin, March 28, 1980. Mr.
Rankin was a member of the Hardin County Board
of Realtors, the Ohio Auctioneers Association, was
past president of the Hardin County Real Estate
Board, and an Ohio land agent for 20 years. NAA
auctioneer Rankin was a past mayor and former
councilman for Alger, Ohio, past president of the
Hardin County Health Board and a member of the
board of trustees of the Hardin Memorial Hospital.
He was also active in various Hardin County and
Alger community organizations.
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Real Estate
at Auction

In a continuing effort to keep its readers as cur-
rently informed as possible, THE AUCTIONEER
magazine will departmentalize some of its articles
into ‘“‘at-Auction’’ sections. NAA members are en-
couraged to contribute how-to articles, information
about current auction trends, as well as articles from
newspapers and magazines, which pertain to the
specific “‘at-Auction’ department.

This first real estate-at-auction article is a two
chapter segment from REAL ESTATE AUCTIONEER-
ING, a research paper submitted to the Graduate
School of Business, Department of Real Estate,
Florida International University, 1979. Author and
NAA member, Saul P. Larner offered the manuscript
for partial publication in THE AUCTIONEER. Though
thoroughly researched, the opinions and recommen-
dations given are based upon the author’s experi-
ence and investigation. Readers must necessarily
act at their own risk.

The references used in parenthesis are legal
cases cited in support of the author’s point, and
might best be discussed with your attorney.

Real Estate Auctioneering

Chapter XIX
Rights and Liabilities of Buyer and Seller

In this chapter we will discuss the rights and
liabilities of buyer and seller from after the time the
contract is signed, and the deposit of earnest money
is given, until after the passing of title.

Deposit of Earnest Money (Part Payment)

The terms of an auction, calling for a deposit of
a stated amount as earnest money are complied with
by the delivery of a check satisfactory to the seller
and auctioneer (White vs. Dahlquist Mfg. Co. 179
Mass. 427).

In the event of default by the seller whereby the
sale fails, or in the event of false representation by
him inducing the buyer to bid, the buyer may recover
the money which he has deposited, (Mahon vs. Lis-
comb, 19 N.Y. Supp. 224).

However, if the buyer has made a deposit under
an agreement that it will be forfeited if he fails to
comply with the terms of sale, he cannot recover the
money (Donahue vs. Parkman, 161 Mass. 412).

In case of adverse claim, as between seller and
buyer, to the deposit money, the auctioneer may file

14

a bill of interpleader.
Ch. 647).

It cannot be emphasized strongly enough that
the auctioneer must fully represent all of the facts.
In the case appealed and lost in New York, Long
Acre Properties vs. Grove Park Estates (279 App.
Div. 1036), the purchaser tried to recover his down
payment because the premises had deed restric-
tions. It was ruled that buyer had full knowledge of
the facts.

(Bleeker v. Graham, 2 Edw.

Passing of Title to the Buyer

When the property is adjudicated to the bidder,
this does not absolutely convey the property or con-
fer upon the seller the rights of vendor as in contract
law. (Collins v. DeMarest 45 La Ann 108, 12 So. 121)
The buyer of land at a sale by auction is not bound
to pay the purchase money and accept the deed
tendered, and leave the seller to clear up defects in
the title afterwards with the aid of the purchase
money (Gromley v. Kyle, 137 Mass. 189).

Strict rules applicable to deliberate contracts do
not govern a sale of realty at auction, and the buyer
is entitled to presume and expect a clear title free
from burdensome restrictions and covenants. The
buyer of realty at auction is entitled to investigate
and inquire into the state of the title and may rescind
on the ground of unannounced restrictions (unlike
Long Acre Properties discussed above). (Massey v.
Fischer, 245 S.W. 2nd 594)

Lien of Seller and Delivery to Buyer

The bidder is entitled to delivery and possession
when he complies with the terms of the sale in the
matter of tendering payment (Jennings v. West, 40
Kan. 372). When he complies with the terms of the
sale, he is entitled to have the property delivered to
him, and a refusal of delivery is a breach of contract
(Gruell v. Clark, 4 Penn. 321). If he should take ad-
ditional time to deliberate and delay the closing, he
cannot charge rent to the seller who occupies the
premises meanwhile. (Erath v. Dorville, Man. Unrep.
Cas. 365)

A condition that possession shall not be de-
livered until payment is made is implied in every sale
by auction, unless there is an agreement to the con-
trary (Harris v. Merlino, 61 A. 2d 276).

Payment of Security

If the bidder fails to make his payment, he is not
entitled to take possession of the property. The
property may be regarded as discharged from his
bid and sold to another person (Spring v. Chipman ©
Vt. 662). The seller is not required to accept notes
unless he has means of ascertaining they are good
(Hicks v. Whitmore, 12 Wend. 548). However, the
auctioneer must have grounds of refusal (Hope v.
Alley, 9 Tex. 394). If the seller should refuse to ac-
cept the note, the onus is on the buyer to show that
it should be approved (Mills v. Hunt, 29 Weld 431).

When the terms of a sale require a cash pay-
ment, the auctioneer has no authority to receive as
payment a check upon a bank in which there are no
funds, and the vendor is not bound by the act of the
Auctioneer in so doing (Broughton v. Silloway, 114
Mass. 71).

THE AUCTIONEER



Chapter XX r

Liabilities of Auctioneer and Clerk Meta'working Machinervj

The auctioneer is responsible to the seller for
any loss due to auctioneer negligence. However, nﬁu &@Fﬂ@m
auctioneer negligence would have to be the absolute @@ mﬂ@[?@

cause of such loss. The auctioneer is not respon- I
sible for any of his or her auctions which are specu- ﬁ /A\ J@ﬁ'ﬂ@m
lative or upon a questionable aspect of the law _ @[F W@@][F

(Townsend v. Van Tassel, 8 Daly, 261).

Liability to Seller

~ The auctioneer must obey every instruction from Cover any or all of more than
his principal. If he is told that he must get a certain 185.000 West H .
orice, then this must be the minimum price — even s SELam emisphere
if no sale is made — or he is liable. metalworking plants with

As discussed earlier, if an auctioneer makes
any form of warranty, expressed or implied without

O
the authorization from his principal, he is personally M@]D Dm@ ‘-..
) B [

liable. He is also liable for any fraud or false repre- q O

sentations committed by him. gﬂ:g

The auctioneer is ordinarily liable to the pur-
chaser for the return of the deposit if the sale is
abandoned by mutual consent, or fails to be consum- IMNC’s metalworking market mailing lists are
Tated ’l[)hrf;gl\llw\;wsfault %1‘22?e ﬁurcfha?ter f(hﬂﬁha” V- the most complete, accurate and productive

iIscom Y. Supp. . No fault o e pur- . . ¥ :
chaser would include (1) the seller refusing to com- lists a."":‘."ab'e for th'S. markgt toc_Jay. Hundred's
of satisfied users — including big-name

plete the sale, (2) defect in title, and (3) the auction-
eer misrepresenting the property sold. customers, such as Dun & Bradstreet, Thomas
Register, McGraw-Hill, and the U.S.

The law states that an auctioneer is personally -
liable as vendor, unless at the time of sale he dis- government — attest to that facl.
closes the name of his principal, since his general
employment as auctioneer is not per se notice that
he acts as agent. In the case of Pasley v. Rope, 334

Liability to Buyer SE&I:_L,OD E@WHW _é

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

S.W. 2d 254, it was ruled that an auctioneer is not location internationally, nationally, regionally —
liable to buyer for title if he acts for disclosed princi- and by state, by city and/or by zip code. They
pal, unless he does something to make himself re- can be selected according to products
sponsible to the buyer. manufactured — Standard Industrial
Classification coding (S.I.C. numbers) — by
Liability When Principal is Undisclosed in-plant operating machinery and equipment, |
, | _ and by plant size in terms of number of
An auctioneer is regarded as a vendor himself, employees.

and held personally liable as such, unless he dis-

closes his principal at the time of sale. (Thomas v. . : .
Kerr, 3 Bush, 619, 96 Am Dec. 262). Even so, if he Interested in getting more action for your next

warrants good title, he is still liable (Welch v. auction — with IMNC's SELL-Ective
Mitchell, 351 So. 2d 911). If he warrants that the Metalworking Market Mailing Lists?
title will be made good, he is so liable.

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

OEM INIDUSTIRIAL

¥ ACHINERY

A L s copp

Right to Sue for the Price of Goods

An auctioneer who has sold property in his own
name, may, in his own name, maintain an action
against the purchaser to recover the purchase price
of the property, even though he has received a com-
mission. (Minturn v. Main 7 N.Y. 220)

In the case of Lasker v. Patrovsky, 60 N.W. 2d
336, seller could not convey good marketable title. ,

Buyer got immediate judgment against both auc- 29516 SOUTHFIELD RD. ® C.S. 5002 ® SOUTHFIELD, MI 48037
’goneer and seller, although auctioneer retained ma- \ PHONE (313) 557-0100 ® TELEX 231237 l
jor portion of down payment. =
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SBA Proposes New, Simple
Measurement for a ‘“Small
Business’’: Standard Based on
Number of Employees

Washington, D.C. — A new standard definition
of a ““small business” was proposed on March 11 by
the U.S. Small Business Administration. That stand-
ard would be used to determine a firm’s eligibility for
SBA loans and other programs. The proposed
standard is based on a single measurement of size
— total number of employees per firm. The standard
also stresses improved business competition.

Under the proposed standard, which was pub-
lished in the Federal Register and upon which par-
ties were invited to comment, companies in some
industries and fields would be eligible for SBA as-
sistance if they had 15 or fewer workers. In other
cases, a ‘'small company” could have as many as
2,500 employees.

At present, eligibility standards vary by types of
industry and also by SBA programs. The present
standards measure eligibility by annual receipts, em-
ployees, assets and/or net worth — depending on
the industry and Agency program under which a
company is seeking SBA help.

A. Vernon Weaver, SBA Administrator, said,
“We believe strongly that this single size standard

IN PHILADELPHIA,

There is only one newspaper

for Auction Advertising:
THE SATURDAY INQUIRER

tu\'a aY

The,
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Philadelphia Inguirver

The §No. 1 Auction Advertising newspaper in
America’s fourth largest market.

proposal will clarify and simplify for both the small
business community and the SBA the implementa-
tion of assistance programs to small firms. Moving
to a single size standard for all programs will elimi-
nate the anomalous situation where a particular busi-
ness is designated as ‘small’ and eligible for assist-
ance through one SBA program and not ‘small’ and
hence ineligible for assistance through another pro-
gram.

“By using a single measure of a firm’s size —
the number of employees — size standard regula-
tions and procedures will be greatly simplified, to
everyone’s benefit.”

Under the Small Business Act, Congress di-
rected SBA to ‘‘aid, counsel, assist and protect . . .
the interests of small business concerns in order to
preserve free competitive enterprise.” Under the
Act, the definition of a ‘““small business’” was left to
SBA. In determining small business size standards,
SBA acts on the premise that what constitutes a
“small firm” is different in different industries and
also on the premise that some industries are more
competitive than others.

To be eligible for SBA programs, firms in such
fields as petroleum refining, tires, flat glass, glass
containers and gypsum products must have fewer
than 2,500 employees. In contrast, firms in such
fields as gasoline service stations, fur shops, house-
hold appliance stores, coin-operated laundries, bar-
ber shops and photographic studios must have 15 or
fewer employees.

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

It’s the first place serious buyers check when they
want up-to-the-minute coverage of auction sales
and trends.

And it’'s the first place that auction firms turn for
unsurpassed advertising results — reason why we
publish 300% more Auction Advertising than any
other newspaper in this market. pnistatistical, first half '79

For further information and rates, call:
FRANK RUGGERI (215) 854-2418
TELECOPIER (215) 563-8928
Deadline: Thursday, 5 P.M.
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Give yourself the professional edge,
and other advantages, for a small investment

The professional Nordic Auction Clerk Center provides you with the following:

.“Office” conditions for correct record keeping. - Comfortable conditions for auction settlement.
+ Security for money and records. - Excellent financial consulting center.
. Storage area for signs & equipment. - [deal climate in any weather.

Room to display future auction posters.

The Nordic Auction Clerk Center is easily moved
with a pickup truck or medium size car. The
standard equipped floor plan has approximately
125 sq. ft. of floor space, with a large closet, 15 ft.
of counter area, large windows, and two exterior -
doors. Optional toilet facilities and air conditioning

are available.

The unit has a colonial white exterior — a perfect
background to display your professional, business
sign. It has 50 amp electrical service, electric heat,
fluorescent lighting, R-7 fiberglass insulation,
tandem axles with brakes and meets American
National Standards Institute codes.
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The Auction Clerk Center was designed by an
auctioneer. It is not a conversion unit but is made
especially for the auction business, and can give the

professional auctioneer the competitive edge. Nordic Auction Clerk Centers
: 15 Fairfield Park, Goshen. IN 46526
If you re serious about improving your . 919.533-4726

professional status, phone or write
or full particulars.
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Directors’ Articles

Get the Most from
Your Trade Association

By H. A. Bambeck
NAA Director

Would you consider a thousand dollars worth
of advice and know-how for every dollar a good in-
vestment? As a member of The National Auctioneers
Association you may be getting this kind of value.
If you're not a member, you should be. Because in
no other way can the individual auctioneer get so
much direct help from so many of auction experts
in the auctioneer’s particular field. Through NAA
membership, the auctioneers can expect help in solv-
ing problems peculiar to their own businesses. Mem-
bership and attendance at conventions and seminars
have become as vital to the auctioneer as the ser-
vices of an accountant, lawyer, banker, or insurance
consultant.

A friend of mine decided to enter the auction
profession a number of years ago, but he lacked
experience. Seeking advice from others already in
the field, he found unanimous support for member-
ship in The National Auctioneers Association. He
did so, and after attending numerous seminars and
working diligently, he’s become quite successful.
He learned ideas from courses taught during semi-
nars which helped him side-step certain pitfalls he
might otherwise have fallen into, because of his in-
experience. For example, NAA education program
attendance prompted my friend to return home and
study the state laws relating to auctions. He dis-
covered that there were many. He also received help
In writing advertising, improved his bid calling abil-
ity, gained personal confidence, developed a sound
cashiering procedure, improved his public relations,
and learned how to make contacts and get referrals.

Our annual convention is another arena for dis-
cussing progressive auction techniques. The time
spent at the annual meeting has proven to be time
well spent to benefit your auction business. The
convention gives the auctioneer and his family a
chance to ““get out of the groove” for a few days and
hear what his competitors are doing. The ‘“‘corridor
gossip’” heard during the convention can have real
value. All kinds of individual business operating
problems are solved during conventions.

If you're interested in the progress of your own
auctioneering, you’ll find in NAA convention sessions
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and exhibits a gold mine of ideas for improving your
operations and serving your customers.

NAA auctioneers are fortunate that so many of
our successful members are willing to serve as in-
structors during the seminars, and share their know-
how with all of us. The back bone of our Associa-
tion’s success is the willingness of its members to
give of their time and talents as well as their sub-
stance. Every member called upon to serve should
do so, realizing that the sum total of the activities
will be reflected in the success of their own individual
business. The result of active participation by mem-
bers is almost certain to lead to increased discus-
sion and the formation of new ideas. The entire
membership will benefit, but certainly those who are
active will benefit most.

Another good reason for active NAA participa-
tion is that there is a danger in not doing your part.

The National Auctioneers Association exists for
the benefit and advancement of its members. Not
only are members encouraged to take full advantage
of NAA membership, but also encouraged to in-
fluence the direction of the Association by being
active member/voters. The NAA Board of Directors
Is responsive to the input of all NAA members.

As Spring sale activity increases and the July
Nashville convention approaches, now is the time to
scrutinize your relationship with the National Auc-
tioneers Association. If you have remained inactive
in the past, change now. Be an active NAA member.
What’s the payoff? You’ll grow as a professional,
you'll grow as a success in business.

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

IF creating more traffic by accepting
consignments as a result of our
national aadvertising suifs you

I F you're interested in bringing new affluent
clientele fo your doors

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

Call John Suarez, Director; ARTauction
associates™ at 404-428-5760 or at our 24hr

message center 800-824-7888 ext. A3207; In
Calif. 800-852-7777; in Hawaii & Alaska 800-
824-7919; Int'l 1-916-929-9091; Telex: 542198
Cables: Suarez, Atlanta. Member: Nationadl
Auctioneers Association.
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Tips on Selling
Real Estate

By William L. Gaule
NAA Director

Real Estate is a part of the auction profession
that has expanded greatly in the last ten years. As
the land prices increased in many areas, people
came to realize that a private sale usually started at
an asking price and was negotiated down, while a
property advertised, promoted and sold at public
auction negotiated to a top market price. However,
one of the problems incurred by real estate auc-
tioneers has been: that contracts should never state

ARE YOU INTERESTED
IN HAVING A
TOOL AUCTION?

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

FOR MORE INFORMATION CALL
(513) 667-1939

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

GARY SHROUT — MEL TAYLOR —
DAN FIELY (OWNERS)

May, 1980

that a commission will only be due and payable if
minimum price, or a certain amount is obtained.

One of the reasons for the problem is that a
minimum price may be $100,000, but when $99,000
IS reached the owners says go ahead and sell it.
Later the seller rereads the contract and tells you
that you are not entitled to a commission. The
$100,000 minimum was not reached in accordance
with our written contract.

| would suggest that a real estate at auction
contract should include language that reads: “Own-
ers shall not be required to complete the sale and
pass title if minimum bid of $ ___is not ob-
tained. However, if the seller agrees to accept the
highest bid, and sells the property for less than the
minimum reserve price, the full commission will be
due and payable for the full amount of sale price.”
This will possibly eliminate unneccesary litagation
and embarrasment to the auctioneer and client. Be
sure you do not advertise this type of property at
absolute auction. It should be advertised ‘“‘sale sub-
ject to confirmation of seller, executor, etc.”

It is always possible that the person whom the
contract was originally made with, will not be Iin con-
trol of the property at the time of the final consuma-
tion of the transaction, due to health, death, etc. You
may be forced to deal with an executor, adminis-
trator, or a bank trust department.

Another problem is that a property which has
been operating under “A” zoning, variance cannot
change ownership and retain its zoning. Recently
we sold a property that had been used for many
years as a wood working business, but had been un-
occupied for over one year. We were instructed,
after checking with the zoning administrator that the
property reverted back to residential. Now we had
an obsolete building in a residential area with a
rock and shale parking area zoned residential. A
purchaser could re-apply for a zoning variance, but
the advertising could not imply that the buyer would
be assured of this zoning change. It greatly af-
fected the sale price.

Also if you sell a business that has a liquor li-
cense you should inqurie about the license transfer.
It is possible that the liquor commission in your
city will not approve the transfer.

As we move into the 80’s, all auctioneers will
have to use the very best judgement in all advertis-
ing and selling announcements of real estate at auc-
tion. A buyer who wants to change his mind after a
sale will look for every legal loophole to dissolve the
transaction, and possibly sue for damages. Do your
homework, seek legal advice from the seller’s attor-
ney before any advertising is placed.

It is highly recommended that you use a tape
recorder at all real estate auctions. Use top quality
tapes and be sure you have fresh, long lasting batt-
eries. On large important sales have two tape re-
corders, in location that will pick up all audible con-
versation. However, in all real estate auction trans-
actions, the ““basics’ still apply: be honest, thorough,
and constantly try to improve your auction service.
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Auctioneers:

more than ever—
you need The
Chicago Sun-Times
to reach your
target audience.

The Auction Page

in the popular Sunday financial and
iInvestment news section

delivers high readership

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

. . . at economical rates.

Reservation deadline
NOON Thursday for Sunday Sun-Times

Call Bill Payne (312) 321-2915
or Ginny Durkin (312) 321-2932
and get action with the

Auction Page every Sunday.

CHICAGO

Sunday Sun-Ilimes

Readership source:
Carl J. Nelson Research, Inc. 1979

20

Don’t Wait for Real Estate
Sales . . . Go Get Them!

By Martin E.
Higgenbotham
NAA Director

Having the opportunity to share the podium with
fellow auctioneers at the Phoenix Real Estate-at-
Auction Seminar, and visiting with the students, again
brought to mind a number of what appears to be
problem areas in the real estate auction field.

One of these problems is a theory that so many
people hold concerning the auction profession. That
Is, that you only sell property at auction that won'’t
sell any other way; that you would only offer run-
down or undesirable property by the auction method.
But, it is my opinion that the absolute reverse is true.
The better the property, the more successful the
sale. The larger and finer the house or estate, or
the more prominent the owner, the more buyers you
can generate by the auction method. However, every
time | make such a statement, | will hear a number
of people say to me, “Well, hey, we never get an op-
portunity to look at those types of auctions . . . no-
body ever contacts us for that type of sale.” | think
In that statement is the answer to the dilemma.

You don’t sit around and wait for the good auc-
tions to come to you, you go get them! When you

| WE BUY

. DOORS — WINDOWS
| & RELATED ITEMS

Cash for any quantity, any location.

Contact: J. Robert Walker
Walker Door Ltd.
1366 S.W. Marine Dr.
Vancouver, B.C. Canada
V6P529
Please Phone: 604-226-1101

THE AUCTIONEER



see a fine estate, or large home, or large industrial
site being advertised, via broker or via owner, that
is the time to get involved. If you properly prepare
your presentation, and present it in an enthusiastic
and logical as well as businesslike manner, | can as-
sure you, you will be totally astounded at the amount
of this type business that you can contract.

A word of caution, however, it has been my
advice for many years that in a situation where you
know that your knowledge and expertise does not
quite meet the occasion, don’t be embarrassed to
ask a qualified auctioneer to help you make the pre-
sentation, or help you contract the sale.

Once the contract has been signed, go home
and get out all the notes that you took down at the
NAA Convention, and seminars you have attended.
Read over them very carefully, and then put to use
those ideas and theories that were presented. Then,
continue on with the sale. | can assure you that you
will be successful.

It is that time of year, if you haven’t already done
so, to make your convention registration and hotel
reservations, and get your last minute plans in order.
| will see you in the “Country Music Capital’’ at this
year’s NAA Grand Ole Convention.

1980 NAA Convention Program At A Glance

Monday, July 28, 1980
Host Association Sponsored Tours (see Registration
forms)
Tuesday, July 29, 1980
Host Association Sponsored Tours (see Registration)
Beat the President Golf Tournament — 7:00 a.m.
Wednesday, July 30, 1980
Host Association Sponsored Tours (see Registration)
Convention Registration — all day.
Stars of Opryland Musical Review and Dancing —
8:00 p.m.
Thursday, July 31, 1980
Workshops (morning and afternoon)
Grand Ole Convention Kickoff Luncheon — 12:00
noon
1980 NAA Fun Auction-Tennessee Style — 7:30 p.m.
Youth Activities Programs — all day (see Registra-
tion forms)
Friday, August 1, 1980
State Associations’ Breakfasts — 7:30 a.m.
Workshops (morning)
Ladies Auxiliary Meeting and Luncheon
NAA Awards Luncheon and Auction Today Panel —
12:00 noon
NAA Open Meeting of Board of Directors — 4:00 p.m.
Grand Ole Opry Performance — Shuttle Service to
Auditorium begins at 5:30 p.m./performance at
6:30 p.m.
Saturday, August 2, 1980
CAIl Continental Breakfast and Meeting — 7:30 a.m.
NAA Workshops (9:00 to 10:20 a.m.)
Annual NAA Meeting (10:30 a.m.)
Elections of Officers and Directors (1:30 p.m.)
President’s Banquet and Ball — 7:00 p.m.
Sunday, August 3, 1980
Conventioneers Depart for Homes or Vacations

May, 1980

NORTON of Michigan.

IS SYNONYMOUS WITH SUCCESSFUL

AUCTIONS

MAY WE BENEFIT YOU?

We are a full time professional auction organi-
zation of proven professionals specializing in the
nationwide sales, at auction, of museums,

amusement parks, arcade-coin and gaming
device collections, western towns, theme parks,
unusual real estate properties; exotic animals,
horse drawn vehicles and out of the ordinary
commercial & industrial interests. Cooperating
fully on a commission or paid fee basis with
auction firms, trusts, banks, realtors and
principles since 1966. Our services include a
large full time trained staff, national computer-
ized mailing lists, in-house advertising agency,
tents, mobile field offices, set up personnel and
years of invaluable experience. Both you and
your client could well benefit by talking with our
team. Many, many others have. Contact Mr.
David A. Nortorn, President.

The Selected Auction Co.
< TOM”

DAVID A. NORTON'S

NORTON AUCTIONEERS INCORPORATED
A FULL TIME PROFESSIONAL AUCTION CORPORATION

_— AUCTIONEERS ¢ LIQUIDATORS  APPRAISERS
273 MARSHALL AT NORTON COLDWATER, MICHIGAN 49036
PH.517-279-9063 OR MOBILE 517-368-5581

NATIONALLY RECOGNIZED AWARD WINNING AUCTIONEERS

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

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

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

COL. ROBERT S. MILLER
MEMBER

£5% INDIANA COLLEGE

@ or AUCTIONEERING:

8846 Holliday Drive, Indianapolis, IN 46260
317-844-1088 (Evenings)
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DEALER’S AUCTION
Every 2nd & 4th Thursday of each month |
11:00 a.m. C.S.T.

Midway between Guin and Winfield, Ala.
Hwy. 78 in Gu-Win, Ala. |

for information
call 205-468-3556 or -2705 |

ALL DEALERS WELCOME

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

guarantees of seller’s merchandise.

| NO JUNK

l Sale managed and conducted by:

Phone: Webster’s Auction Co. Auctioneer:
205-468-3556 Route 2, Hwy. 78 Col. Ray Webster
| 205-468-2705 Gu-Win, Ala. 35563 Ala. Lic. #174

We Sell Anything for Anyone, Anywhere

Ray Webster, Member: Alabama and
National Auctioneers Association
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The Voice Projector 18 is back...
and now its even better than before!

For years the Voice Projector 18 was the best portable P.A. System an AN

auctioneer could own. It had a rugged, lifetime case; it was lightweight

for all-day use; it had a powerful clear-sounding amplifier so you didn't

strain your voice; it had a Shure microphone so your audience not only
heard, but understood your every bid call.

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

VP18R - $295

The economy model Voice Projector 18D
! uses nine “D” cell batteries instead of a
‘ & rechargeable power pack, and does not have
BRI ¢ hi-level connections.

- VP18D - $210

A

R

L &CrOS0oNICS, INC

Plus Power 48R
Amplifier/Speaker

For the audience that's even
bigger than your Voice
Projector 18R, Lectrosonics has
the Plus Power 48R. It's not
just an extension speaker. With
its own built-in 16 watt rms
amplifier, the PP48R more than
triples your sound output.
And - like the new VP18R -
it's rechargeable so you don't
have to worry about replacing
batteries.

PP48R - $165

Freedomike
Wireless Microphones

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

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

Freedomike System Two
(with hand-held mike) - $685

Freedomike System Three
(with both microphones) - $750

Lectrosonics products for auctioneers are available from:

Duane Gansz Forrest Mendenhall Bill Hagen Bob Miller
Duane E. Gansz Auction & Realty ~ Mendenhall College of Auctioneering ~ Western College of Auctioneering  Indiana College of Auctioneering

14 William Street Route 5 Box 1458 8846 Holliday Drive
Lyons, NY 14489 High Point, NC 27263 Billings, MT 59103 Indianapolis, IN 46260

315-946-6241 919-887-1165 406-252-2565 317-844-1088

Ken McCormack Rowland Huey Hugh Miller Col. Gordon Taylor
McCormack Auction Co. John Huey & Sons Curran Miller Auction Reisch World Wide College ot Auctioneering
8229 Golden Avenue 11660 Parkway Drive Route 3, Box 457 Box 949
Lemon Grove, CA 92045 North Huntington, PA 15642  Evansville, IN 47711 Mason City, lowa 50401
(714) 697-1778 412-863-4961 812-867-2486 515-423-5242

For prices and delivery information in Canada contact:
Gene Sworin, Telak Electronics Ltd., 100 Midwest Road, Scarborough, Ontario, M1I” 3B1. Telephone 416-752-8575
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Livestock
at Auction

Electronic System of
Auctioning Cattle Expanding

The glamorous world of electronics is flirting
with the eyeball-to-eyeball way that meat animals
have traditionally been sold. It could add a space
age look to an auction system that in primitive form
predates recorded history.

Pork packers in Ontario can already buy slaugh-
ter hogs from as many as 45 assembly points by
truckload lots without ever leaving the warmth of
their offices. Instead of traveling to an auction site,
hog buyers scan bidding as it comes over the tele-
writer.

When they see a price they are willing to pay,
they halt bidding by pushing a button that connects
them directly to the point of sale to complete the
transaction. Then the telewriter starts chattering
again and the auction continues with the next lot.
Seventy percent of all the slaughter hogs in Canada
are sold electronically.

Come July, Texas feeder cattle buyers at 20 dif-
ferent points will be able to bid on groups of cattle
without getting dust on their boots. Instead of
splintery sale barn bleachers, the buyers can enjoy
their airconditioned offices as they tap out bids for
feeder cattle on video display terminals.

Eight lots on screen

Eight lots of cattle will be on the screen for bid-
ding at the same time. Highest bid at the end of the
16-minute auction gets that particular lot of cattle.
Video terminals have been installed at several buy-
Ing points, including the offices of XIT and Caprock
Ranches, two of the biggest cattle companies in the
state.

Meanwhile, the Virginia Department of Agricult-
ure plans to start selling fed cattle and cull cows by
computer. Cattle at Virginia auction points would be
sold one at a time, with 30 seconds allotted between
bids and a computer keeping score on the trans-
actions.

While the livestock auction methods differ by
media and location, they are indications that the
future could offer some powerful changes in the way
meat animals are sold. In some areas, the traditional
private treaty between buyer and seller or public live-
stock auction may be redecorated with space age
technology.

Many livestock producers and buyers are appre-
hensive about tinkering with tradition. But Dr. Ralph
Johnson, U.S. Department of Agriculture economist
stationed at the University of Nebraska-Lincoln, has

24

been championing a move to electronic auctioning
for the last 10 years.
‘National disgrace’

He thinks the traditional methods of marketing
ivestock in the United States are a national disgrace.
n an interview, Johnson said the system is inefficient.
t benefits the middlemen in livestock transactions,
but it is costly to producers, packers and consumers,
he contends.

The National Farmers Union has strongly en-
dorsed the electronic auction concept. Neil Oxton,
president of the Nebraska Farmers Union, said there
Is no reason why an electronic system of marketing
won’t work.

Packers and feedlot operators would save
money because they could cut back on the number
of highly paid buyers they would need to work their
territory, said Oxton. Producers would benefit be-
cause all of the packers or feeders in the market for
livestock would have the opportunity to bid on the
animals.

Dr. Thomas Sporleder, agricultural economist at
Texas A&M University, believes electronics could im-
prove the efficiency of selling livestock.

For instance, Sporleder said in a telephone inter-
view, feeder cattle may change hands two or three
times between producer and feedlot operator. Each
sale adds stress to the cattle and increases the likeli-
hood that the animals will arrive at the feedlot in an
unthrifty condition.

Changing hands
The video-screen auctions Sporleder is pioneer-
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l THE PROFESSIONAL AUCTIONEER
AND WHAT HE NEEDS TO KNOW

By RUSSELL KRUSE

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

CHAPTER HEADINGS

1. Bid Calling 9. Insurance

2. Conducting the auction 10. License law — Bonds
3. Contracts 11. Fees — Commission
4. Sale summary 12. Appraising

5. Uniform commercial

code and auctioneer 13. Land description and

surveys

liability
6. Reserve bidding 14. Working together
7. Advertisin 15. Definition of 276 terms
| 7 and words every auc-
8. Ringman tioneer should know or

have available

Price of book $10.00 (Volume discount avail-
able). Being used by several states — auction-
eer associations and auction schools. WRITE:
Kruse Office: 305 South Union Street, Auburn, |
Indiana 46706. ATTENTION — Russell Kruse
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ing in Texas may reduce the number of times the
cattle change hands.

He hopes the experiment will see cattle spend-
ing more time eating and less time milling around in
sale yards. Sporleder will describe the Texas system
at a USDA-sponsored national symposium on elec-
tronic marketing to be held at Texas A&M.

Demonstrations will show the Texas and Virginia
systems, electronic marketing of eggs and meats,
and live slaughter hogs sales in Ohio, Pennsylvania
and New York based on the Canadian concept.

None of the demonstrations will show television
sales of feeder cattle, as was tried last year at North
Platte, Nebraska. Livestock to be offered for sale are
filmed and then shown via large screens at an auc-
tion gathering of buyers.

This system has been used to sell feeder cattle
in Montana for several years and was tried experi-
mentally last September in North Platte. Some
15,000 head of feeder cattle were ‘‘screened” for
sale on large television screens at a North Platte
motel. The animals were shipped to buyers at a
|later date.

Advocates of the electronic auction concept
have met resistance from packers, livestock pro-
ducers and the middleman system of auction barns
and buyer representatives.

Packers who have made the present livestock
buying system work to their advantage oppose
changes, said Johnson.

Many packers believe that geographical dis-
tances and unwritten territorial agreements keep en-

NEW
MICHIGAN YORK

. PENNSYLVANIA
WEST
VIRGINIA

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

FOR A CROWD OF GOOD BUYERS

Circulated primarily in Illinois, Indiana, Ken-

tucky, Michigan, Missouri, Ohio, Tennessee, West
Virginia, Wisconsin, Western New York, and
Western Pennsylvania.
- Since 1971 the Tri-State Trader has had more an-
tique auctions than any other publication in the
world! Results guaranteed or no pay! (Inclement
weather excepted). Ask for a show of hands. Yes,
we're that sure!

May, 1980
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croachment of other packers into their buying area
to a minimum, electronic advocates suggest. Under
electronic auctioning, bidders would not know who
is bidding against them or if informal agreements
were being violated, backers say.

Oxton said an electronic system would give a
small packer the same access to the livestock mar-
ket as a packing giant, but without the expense of
maintaining a string of buyers. Packers who are
less successful in competition under the present
system tend to favor electronic marketing he said.

Some packers say an electronic auction would
increase competition for available livestock and bid
up the price they would have to pay. Johnson con-
cedes this is so, but suggests that packers could ai-
ford to pay more because they would have fewer
expenses in procurement.

Some sale yards tend to oppose the concept be-
cause it would reduce the number of services they
would be able to offer. With sales concentrated in
the hands of buyers, auction barns would lose their
mystique and become mere collection points, said
Johnson.

Highly skilled

Livestock buyers, most of them highly skilled
experts, oppose marketing because it would elimi-
nate most of their jobs, said Oxton.

Johnson agreed. He said the electronic system
enabled one Canadian packing firm to eliminate most
of its buyers. One part-time buyer working out of the

Continued page 26
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main office was able to buy hogs for all of the firm’s
slaughter points.

Many livestock producers also oppose elec-
tronic auctioning. Oxton said many producers have
been given a bad impression of the concept by the
livestock buyers they deal with. Buyers have pro-
ducers convinced they are getting a better deal from
thg(T than they would from competitive bidding, he
said.

Producers also fear that electronic marketing
would depersonalize the livestock business and dis-
courage production of quality stock. Oxton contends
that electronic auctions would enhance the reputa-
tion of quality producers and increase competition
for their animals.

Johnson said one producer told him electronic
marketing would ‘“‘take all the fun out of selling
cattle’’. Many producers believe they get the best
of livestock buyers, he said.

Johnson said many producers, especially those
who deal regularly with only one buyer, would do
better if they could place their stock on the open
market. Many small volume producers have difficulty
in finding more than one buyer for their livestock, he
said.

Oxton said a group of Nebraskans has met in-
formally to discuss the possibility of initiating elec-
tronic marketing among at least some of the state’s
packers and lockers. They have yet to approach any
slaughter points with the concept.

(Reprinted with permission from the Lincoln, Nebras-

ka SUNDAY JOURNAL STAR, Ann Toner, Farm
Editor.)

Nashville Auction School

Nashville, Tennessee

THE NATION’S FINEST SCHOOL

¥¢ Six terms held each year . . . one
just for everyone

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

v¢ WRITE FOR OUR FREE CATALOG
|

NASHVILLE AUCTION
SCHOOL

P.O. Box 190 \
Lawrenceburg, Tennessee 38464

Trip for Two,
Diamond Ring Waiting
For World Champion
Livestock Auctioneer

Kansas City, Missouri — A trip for two to a
popular resort area and a championship ring valued
at over $1,000 are among the prizes to be awarded
to the 1980 World Livestock Auctioneer Champion,
contest officials have announced.

This year’s championship will be held Saturday,
June 21, at the Templeton, California, Livestock Mar-
ket. The annual contest is sponsored by Livestock
Marketing Association, Kansas City, and conducted
by an allied company, Livestock Market Digest, Inc.

Contest Manager Gerald D. Nevins said the re-
sort trip is valued at over $2,500, “and will give the
winner some very special memories to take home
with him.”

The world champion’s ring, solid gold with a
center-mounted diamond, is being awarded for the
second year. It will be presented to the champion
by the Templeton market.

The championship, now in its 17th year, is con-
ducted to focus on the important role of the profes-
sional auctioneer in livestock merchandising. Con-
testants are judged by a panel of livestock market
owners on the criteria they look for when hiring an
auctioneer.

In addition to the world champion, reserve and
runner-up world champions will also be selected,
along with nine regional winners. Trophies and
merchandise prizes, along with the trip and the ring,
will be presented the evening of the 21st at an
awards ceremony.

This ceremony will be held following a barbecue
and entertainment at the San Luis Obispo, California,
county fairgrounds in Paso Robles, California.

The championship and awards ceremony are
open to the public.

The reigning world champion is Terry Elson,
Curtis, Nebraska, who defeated 99 other contestants
last summer in Brush, Colorado. Chairman of this
year’s event is Duane C. Baxley, one of the market’s
four owners and its auctioneer.

The entry fee is $175 and contestants may be
sponsored, Nevins said. Further information and
additional entry blanks may be obtained by contact-
ing the LIVESTOCK MARKET DIGEST, 4900 Oak
Street, Kansas City, Missouri 64112, telephone (816)
531-2235.

The Championship will be held in conjunction
with Livestock Marketing Congress ’80, an annual
industry conference devoted to livestock economics.
The Congress will be held in San Luis Obispo, June
18-20.

F_

% Auction Supplies *

Write for Samples and Prices
Superior Printing 334 Riverside Blvd.
Loves Park, lllinois 61111
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1980

World Livestock
Auctioneer
Championship

Saturday, June 21 beginning 12 noon at Templeton Livestock Market, Templeton, California

OFFICIAL ENTRY FORM

Each contestant must be a livestock auctioneer. Entry fee of $1 75 is required and must accompany entry
form. All entries should be received by May 31, 1980 to be included in program and pre-contest publicity.

Please Print

Name Date
Home Address City State Zip
Home Telephone Business Telephone

Entry fee of $1 /5 is enclosed. Head & Shoulders B/W Photo enclosed for program.

All Contestants Must Complete the Following

Number of years as Auctioneer. Have you entered previous championships?

If you have competed please write year and awards won.
If employed by a livestock market(s] please complete the following. Use additional paper or back of entry if necessary.
Name of Market
Address of Market Town State Zip
Are you sponsored by others than yourself? . Please list name(s] of sponsor(s]) and address(es). Use addi-

tional paper or back of entry if necessary.
Name of Sponsor

Address of Sponsor Town State Zip

Please list names and addresses of newspapers, radio or television stations you would like to receive publicity about
your participation.

Name Mailing Address
Name Mailing Address

Mail this entry form
with entry fee and photograph to:

1980 World Livestock Auctioneer Championship

Livestock Market Digest, Inc.
4900 Oak Street
Kansas City, Missouri 64112

World Livestock Auctioneer Championship is sponsored by
LIVESTOCK MARKETING ASSOCIATION
Conducted by Livestock Market Digest, Inc.

May, 1980
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Frieder’s

2553 Superior Avenue
Cleveland, Ohio 44114

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

IMPORTERS of TOOLS & ELECTRONICS
WATCHES & GENERAL MERCHANDISE

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

We 1mport tools directly from our
overseas manufacturers. Ltems

such as; socket sets, wrench sets,
5 speed drill presses, bench
grinders, mallet sets, screwdriver
sets, heavy duty vises, etc. Direct

H LI L L e e L T 1 1 -
|:|3!:3I;:Et!-!';!-'.i]-"1 A B i

importing enables us to offer _?_@@M@W@wﬁMEW%ﬁﬁgmmWW"
the lowest prices possible. [ = e ”W
Visit our showrooms and inspect ey E

our quality merchandise ready
in our 48,000 sgqg. ft. warehouse
for fast pickup or delivery.
Serving the Auctioneer Trade

......................
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FHIEDER; INC- WHOLESALE i—---- 0 a '""'“Hllltu“ I ’ _

2553 Superior Avenue ONLY
Cleveland, Ohio 44114
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Dear Ladies:

Once again the Spring into Summer is a beauti-
ful time. Days are brighter and longer; it’'s time to
stop and smell the flowers. Time to re-evaluate atti-
tudes. Time to be young.

We do live in a great age because we no longer
need to live up to calendar years. Remember Satchel
Paige once asked, ‘“How old would you be if you
didn’t know how old you were?”

Attitude in work or play (and in auxiliary mem-
bership) can keep you young. Starting today, try
1055

1. Speak to people. Nothing is as nice as a
cheerful word, or a sincere compliment.

2. Smile! It takes 72 muscles to frown and only
14 to smile.

3. Call people by name. The sweetest sound
to anyone’s ears is the sound of recognition.

4. Be friendly and helpful. If you would have
friends, be a friend.

5. Be cordial. Speak and act as if everything
you do was a pleasure.

6. Be considerate with the feelings of others.
7

. Be generous with praise and cautious with
criticism.

8 Be thoughtful of other opinions. There are
three sides to every controversy.

9. Be alert to give service. What counts most
in life is what we do for others.

With the National convention ahead of us,
broaden your horizons — try sitting at a table of
people you don't know. The next time you attend a
luncheon, dinner or meeting, you’ll improve yourself
by giving to, and getting to know others!

You’'ve heard all this before, but sometimes a
reminder makes it easier. See you in Nashville in
July.

Mrs. Bob (Ann) Williams, Director
Ladies Auxiliary to the NAA
Arlington, Washington

Ag economist: family farms in America are alive,
healthy, “vigorous and competitive’’. As the family
farm survives, it will also change — growing, hiring
more labor, using more capital, and women will in-
crease their contribution to farming operations.

FARM AND DAIRY

You might have to sell one soon. Food costs
for restaurants, as measured by the National Restau-
rant Association’s Food Cost Index rose at a double
digit rate in 1979 for the second straight year.

LIVESTOCK MARKET DIGEST
May, 1980

NAA Meetings Schedule

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

NAA Convention Sites

1980 — Opryland Hotel, July 30-August 2, Nashville,
Tennessee

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

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

SUBSCRIBE NOW

Are you interested in equipment,
trucks, auctions, etc? Then sub-

scribe to the TEXAS TRADER, semi-
monthly publication. $10.00 per year.
Box 3945NA, Bryan, Texas 77801
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' WORLD WII
COLLEGE O
AUCTIONEER

LARGES

£ e wents

MAR. TERM g

REISCH WORLD WIDE COLLEGE OF AUCTIONEERING, March class of 142 students, representing 29 states
and Canada. Instructors pictured: Jack Hines, Andy Miller, Bob Lambert, Gordon Taylor, and Terry Elson.
Instructors not pictured: Don Bowman, Dean Thompson, Charles Thorson, Wes Hays, Dan Turek, Wayne
Wagner, Leonard Wiemann, Aaron Jewell, Bud Mennenga, Norvin Olson, Jon Witt, Filmore Stoermer, John
Barber, Lloyd Berkland, Allen Low, Conrad Doan, Clayton Wornson, Carl Rehder, Donell Ahrens, and Jerry
Stambaugh. The next term will be June 10 through June 20, 1980.

REISCH
WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

o

Since 1933 Largest in the World i, ol gt B somere ek |
V.A. Approved

YOU can be an AUCTIONEER!

START YOUR NEW CAREER NOW
' AND MAKE BIG MONEY e
Col. Gordon E. T_aylor Attend 2 weeks intensive training in all -
Owner and President 4565 of this respected and highly profit- *
Full-time Auctioneer  pje profession, taught by 24 of the na-

e G

| will Help You lion's leading professional auclionsers. GRADUATES RECEIVE LIFETIME SCHOLARSHIP, DI-
. | PLOMA & POST-GRADUATE ASSISTANCE. OUR “ON
FOR THE " THE CAMPUS” HOUSING & DINING FACILITIES, CON-

P:Sg$|st:>s|:2:2|' .« TRIBUTE GREATLY TO ENHANCE YOUR PROFESSIONAL

. TRAINING.

Clerking Supplies Please send me your FREE CATALOG.

Sound Systems

WRITE FOR -
INFORMATION | Col. Gordon E. Taylor
Reisch World Wide College of Auctioneering, Inc.
P.O. Box 949
?g&m Mason City, lowa 50401 Ph. (515) 423-5242 or 6396
ADDRESS
OBTAIN OUR MODERN AUCTION LIBRARY WITH CITY
YOUR CHOICE OF TRAINING RECORD OR CAS- STATE ZIP
SETTE TAPE. FREE WHEN YOU ENROLL IN THE
TERM OF YOUR CHOICE. A
Gordon E. Taylor, Member
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State Association Conventions — NAA Officer

Convention Dates
May 4

May 3-4
May 3-4
May 17-18

May 19-20
June 1-2

June 12-13
June 13-14-15
June 14-15

June 16-17

July 30-August 2
November 2-3

January 9-10
1981

January 10-12,
1981

January 20-21,
1981

State
Association
Nebraska

Missouri
Oklahoma
South Carolina

Kansas
Georgia

Wisconsin
South Dakota
Ohio

Tennessee

NAA Convention
New York

Pennsylvania
Ohio

Minnesota

Hotel or Motel
and City

Holiday Inn
Ogallala

Osage Beach
Oklahoma City

Sheraton Palmetto Inn
Greenville

Hilton Inn

Wichita

Downtown Motor Inn
Albany

Mariott Inn
Columbus

Hilton Inn
Nashville

or Director Representative Requests

Convention Chairman
or NAA Officer or Director
Request Made By

Harold Kraupie

Doran Livingston
Paul Wells

NAA Officer
or Director
Representative

C. E. Cumberlin

Harvey L. McCray
Bill Gaule
C. E. Cumberlin

Real Estate at Auction Seminar — Rex Newcom

Pete DeSantis, Jr.

Victor Voigt

Opryland Hotel, Nashville, Tennessee.

Marriott Inn
Syracuse

Host Inn
Harrisburg

Marriott Inn
Columbus

Quadna Mountain Lodge
Hill City

Clay C. Hess
Secretary-Treasurer

Steve Reinhardt

no request
Howard Buckles
Archie D. Moody
no request

no request

Archie Moody
Archie Moody
no request

no request

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

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

cluded above.

May, 1980

31



— === — = T e T

PORTABLE SOUND SYSTEM MODEL TA2
Over 200 yards coverage

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

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

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

WORLD’S MOST MODERN AND

EFFICIENT AUCTIONEERING SYSTEMS
Registered U.S. Patent Office

et

Clerkmobile T.M.
Patented Clerking
System Installed

Auction Tops
Fits on Standard
2 or 3 Ton Truck

Used auction tops and Clerkmobiles for sale.

i

| For Free Literature and Additional information —

)

Art Feller. Box 267

Cissna Park, Ill. 60924 Ph. 815-457-2202

Yes . .. Send me Free Literature.

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

Name
Address
City
State Zip

Antiques
at Auction

R R R N R DR e
Wood Samples ldentified

Do you have a piece of wood that you are un-
able to identify? There is help available. The Center
for Wood Anatomy Research, part of the U.S. Depart-
ment of Agriculture, usually can help you. The ser-
vice is free if the number of specimens submitted is
reasonable. Here are some guidelines for sending
in your samples:

Wood is identified by cellular characteristics as
revealed under microscopic examination. Several
small, thin sections will be cut from the sample you
send, and therefore specimens should be of a size
that can be hand-held easily; 1’ by 3" by 6" is
recommended, but they can handle cases where only
small splinters can be supplied, such as with antique
furniture. It’s better to split out then shave off your
sample — shavings are often brittle and may crum-
ble when handled. Use a sharp knife or a small
chisel to make two cuts across the grain at least 2"
apart to a depth of about 3/16”. Pry up your sample
at one of the incised points with a knife or tap it out
with a chisel.

Label all specimens clearly. Include everything
you know about the wood, such as the common
name, geographical area of origin and sample source
(chair, etc.) to help in the identification. Enclose
small samples in individual envelopes and write what
vou know on the envelope. Don’t tape samples
to cards because they can be damaged when the
tape is removed. Send your samples to the Center at
the U.S. Forest Products Laboratory, P.O. Box 5130,
Madison, Wisconsin 53705. Samples will be returned
only upon request.

(Reprinted with permission from ANTIQUE AND
COLLECTORS MART, Margaret Harvey reporter.)

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



Fake Scrimshaw

Questionable Items Now Flooding
American and British Markets

By Richard C. Malley
Assistant Registrar
Mystic Seaport Museum, Inc.
Mystic, Conn. 06355

Over the past several years a veritable flood of
questionable scrimshaw items has appeared on the
American and British antiques market. These items
are turning up at auctions, flea markets, and in an-
tique shops. Many of these pieces have been char-
acterized by deep, elaborate engraving and, in the
case of some tusks, the use of silver metal mounts or
caps on the bases.

Careful scrutiny of many of these pieces has
turned up widespread inaccuracies in the vessels’
names, rigs, masters and dates when compared with
official records.

It has recently come to light that a London-
based firm, Juratone Limited, is producing and mar-
keting an extensive line of finely detailed polymer
plastic scrimshaw items, including teeth, tusks, pan-
bone, ostrich eggs and tortoise shells. The historical
discrepancies described above are found in many of
these pieces. Unlike authorized museum reproduc-
tions of genuine scrimshaw items, these elaborate
examples bear no marks identifying them as modern,
nor do they indicate the manufacturer. The high
quality of the molding and engraving in these par-
ticular pieces is causing some people to mistake
them for real scrimshaw.

Dealers and collectors alike should exercise
extreme caution when considering purchasing scrim-
shaw. Take the time to verify any factual data en-
graved on the pieces. Published reference sources
like Starbuck’s ‘“‘History of the maritime registers”
are available at various research libraries and mu-
seums. Arm yourself with as much information about
the art of scrimshaw as possible.

A related problem concerns the above men-
tioned museum reproduction scrimshaw. A number
of these reproductions have turned up witheir molded
identification marks obliterated. As with the previous
examples, these items are being re-sold as genuine
scrimshaw. This particular problem is compounded
by the fact that the factual data on these pieces will
mislead the researcher, since genuine scrimshaw
serves as the original.

Check scrimshaw very carefully for any signs of
plastic molding like tiny air bubbles or suspicious
checks and scratches. With teeth and tusks, look
closely at the cavity in the base for these tell-tale
signs. -

(Reprinted with permission from ANTIQUES AND
THE ARTS WEEKLY, Newtown, Connecticut.)

May, 1980

PLASTIC TUSK illustrated here is a product of Jura-
tone Limited, a London-based firm.
—Mystic Seaport Photos

The Basic Concept of AUCTION PITCH . ..

“The right thing said at the right time in the right way
makes people bid,” Col. Fred Andrews, noted Ohio and
multi-state auctioneer for 65 years.

Over 4,300 Proved

AUCTION PITCH |}

“Bid Getters” “»" ‘“Auction Sayings"’

a veritable goldmine

/ ; For
i 5~

I \\\ (;r@’g/_:&

AUCTIONEER

by  Earl D. Wisard

auctioneer

R 1 Dundee | M

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

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

(2) Improve your ability to inspire bidding.

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

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

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

Earl D. Wisard, Auctioneer
R 1, Dundee, Ohio 44624
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DEALER AUCTIGN

#IRBAT ¥ AN
i

Wholesale

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

Every MONDAY 10 AM.

This is an ABSOLU ' TE Auction where we sell Tools-Electronics- Watches
Furniture-Carpet - Gift Items-Household Goods and many other items
to the HIGH BIDDER.

ALL NEW MERCHANDISE SOLD — LARGE AND SMALL LOTS

NO JUNK
Terms of Payment: Cash or Certified Check

PHONE (404) 234-5946 GA. AUCTIONEER LICENSE NO. 129

THE AUCTIONEER



Col. Jim Graham
CCIM, CRB, AFLB

e Learn the Professional chant

e Every type auction is covered

e |atest video training equipment
. lets you view your progress

Every student personally trained
by Col. Jim Graham

e Highly professional Instructors

LEARN

AUCTIONEERING

in Beautiful

FLORIDA

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

JIM GRAHAM training makes you STRONG .
Auctioneer: Businessman: Speaker.

. as an
Men or women.

You'll like our FAST START system

Graduates from other schools are welcome, too.

JIM GRAHAM SCHOOL OF AUCTIONEERING
204 U.S. 1, North Palm Beach, FL 33408 (305) 844-1723

: 4 i i : |

PLEASE STATE SIZE OF
FILE YOU WISH TO ORDER

100 Slot File

(Slots—312"" deep - 22" wide)

$59.95

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

$59.95

wide)

$29.95

50 Slot File
(Slots—312"" deep - 2%2"

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

$29.95

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 272" file.

Package of 200 sheets (4,200 items)
Package of 600 Sheets (12,600 Items)

$90.00

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

We pay shipping charges on all items

May, 1980

% Filing System

) Supplies Carrier
% Sale Forms °

B o

% SPECIAL %
100 Siot 2" File
Supply Carrier 2]
200 Clerking Sheets g

Supplies Carrier

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

1 .

AR R

Sales Forms, in triplicate

4200
$19.95 200 sheets (,.... ) $32.00
[ Ttem i No.
B e - o |
o ;W;W"“ | | Purchaser
i
- Price

This 1s for the 2" file

Send check or C.0O.D.

LUNDEEN SALES FORMS

423 East Avenue

Holdrege, Nebraska 68949

35




Successful Auctioneering Across the Nation

Furs and Farm Machinery, Sold in Spanish and B o

English . . . A February 1980 farm equipment auc- N R R et bom s ol T e TR
tion held by NAA New Mexico auctioneer, Charles T T R Sl e S
Dickerson, sold 1920 lots to 1160 buyers, grossing
$1,200,000. Buyers were from many US states, Can-
ada, and Mexico. The bid calling was in both Span- B @ et
ish and English. The sale lasted 19 hours with one = e BN g

auctioneer selling the smaller items and another sell- =/ el P

ing the machinery. In 1981, the sale is scheduled for

three days.

Furs in another sale by Dickerson, for the South  [BSEES
Central New Mexico Furtakers, amounted to 1974 —
pelts which included coyote, bobcat, beaver, and | -
more. A next winter sale is scheduled. @ | 4 . .

Roebuck Collection Sold . . . More than 450 §& | wue
pieces of Carnival Glass and 350 pieces of R. S. y
Prussia and related china from the collection of Sam y
and Carrie Roebuck, were sold in a two day sale
held by NAA auctioneer John Woody in St. Louis,
Missouri, on March 14. From the first item offered
Friday — R. S. Prussia cake plate — through the
last on Saturday — an Orange Tree mug — active
bidding never stopped on beautiful pieces from one

A far o ey
e i 3 T

of the most outstanding collections ever offered at DICKERSON AUCTIONS of farm equipment and furs

auction.

Among the sale’s many successes were two
seasonal tankards (pictured), in poppy mold. The
Summer tankard sold for $4,650, and the Fall went
for $5,600.

WISCONSIN
AUCTION

SCHOOL

You will learn from successful
auctioneers, educators, and

business people.

Two Week Term in June The WIS-'COI‘ISII‘I Auction
School is approved by

ROEBUCK COLLECTION PIECES are exemplary of Weekend Sessions: Riso: o nric | Bducas
R. S. Prussia and carnival glass items sold at St. — Write for Dates.

. : tional Approval Board.
Louis auction. PP

) ' WISCONSIN AUCTION SCHOOL
For all the billions spent by regulatory agencies | _ : _947.
and the added billions they forced industry to spend, Box 62 — Phone: 217-247-3530
there is surprisingly little evidence the world is any Wisconsin Dells, Wisconsin 53965

better off than it would have been without federal
tinkering, an article in Nation’s Business says.

ASSOCIATION TRENDS
36 THE AUCTIONEER




Taylor Beefmaster Dispersion Averages $3420
. . . Dateline Beeville, Texas, a capacity crowd of
buyers and spectators were on hand at the Allen
Taylor Beefmaster Dispersion Sale held at the Bee
County Livestock Market, Inc. on March 22nd.

A total of 83 head grossed $283,700 for an aver-
age price of $3420 at the B.B.U. approved sale. Auc-
tioneers and sale managers were from the auction
firm of NAA member Humberto “Bert” Reyes. The
top 10 lots in the sale averaged $6,380, while the top
20 lots averaged $5,410. The top selling herd sire in
the sale was purchased for $11,500.

Problem Solved . . . NAA auctioneer and Geor-
gia Auctioneers Association secretary, John Suarez
was faced with the problem of moving and selling
what he didn’t want to move. Rather than leave it
up to anyone else, auctioneer Suarez held his own
sale of his own property. The auction was a com-
plete, well attended success.

Homes, Lots and Ornamental Fence Sold . . . In
the small town of Heartwell, Nebraska, NAA auction-
eer Walt Aherns conducted a successful sale which
included $7100 for 325 ft. of ornamental wrought
iron yard fence. The well attended auction sold
eight lots of property, and a home with garage and
storage building, was completed in less than an hour.

Lisf;l;' Your
Property with Us

| 531 Broad Street

ths o\dest Auction ¢,

: OVERNOGR T F 3

ERT D. RA |
TOWA e

{OBEML D
B 0a ko g

IOWA GOVERNOR ROBERT RAY at signing of Na-
tional Auctioneers Week proclamation. Attending
auctioneers from left: Jim Nebel, Ken Erickson, NAA
second vice president Howard Buckles, lowa Auc-
tioneers Association president Dale E. Smith, Earl
Thies, Jerry Taubaugh, and Wayne Sewart.

Rock Island County, lllinois, Chairman of the Board,
Richard W. Aubry signed a National Auctioneers
Proclamation submitted by auctioneers Richard L.
Cartwright and Roy J. Lawson.

pa”}/ Ty

(Established 1917)

Reg. U. S. Trademark

LICENSED o BONDED o INSURED

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

REALTOR

May, 1980

‘ Invites Participation _ _
By Auctioneers & Real Estate Brokers, Nationwide

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

Call Toll-Free Ga. 1-800-282-2662/U.5.A. 1-800-241-7591
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BEST AUCTION SCHOOL e BEST AUCTION Fund Raising Dinner and Auction for “Amigos”
. . . More than 175 Kent, Ohio, residents attend a
YES!

church sponsored fund raiser for Amigos de las
Americas, an organization which trains volunteer
public health technicians for service in Latin Ameri-
YOU CAN BECOME
AN AUCTIONEER
IN ONE WEEK

can countries. NAA auctioneer Dennis Eberhart con-
you can do it with our —

ducted the February sale, netting the group $2,100

for expenses of Amigos volunteers. The Ravenna-

Kent, Ohio RECORD-COURIER documented the
% EXPERIENCED
INSTRUCTORS

all personally recommended by

auction.
the nationally known
Col. Joe Reisch

* MODERN METHODS

video tapes, study guides,
comfortable quarters,
small classes

*x COMPLETE COURSE

every phase of auctioneering
taught by specialists

THIS PROGRAM WORKS

WRITE TODAY
FOR DATES
AND YOUR

FREE CATALOG

MASON CITY
COLLEGE OF
AUCTIONEERING

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

Animal Shelter Benefit Auction “Howling Suc-
cess’’ . .. NAA auctioneer Fred Van Sant conducted
a Morristown, New Jersey, charity auction to support
the Alibi Acres Animal Rescue and its spay clinic.
Guest appearances were made by TV soap opera
stars Jim Storm and Dennis Cooney, as well as New
Jersey’s Ambassador of Good Will and Miss Morris
County.

Auctioneer Van Sant observed that ‘‘this bene-
fit auction was such a pleasure to conduct and so
successful, that they're planning another one next
year.” NAA and NJSSA member Fred Van Sant is
from Bloomfield, New Jersey.

INDEPENDENCE MAYOR PROCLAIMS “THE WEEK".
E. Lee Comer, Jr., right, Independence, Missouri
mayor, presents National Auctioneers Week procla-
mation to Missouri auctioneer, Dale Vaughn.

Most irrigated land to sell? California leads the
nation with approximately 9.9 million irrigated acres,
Texas comes in a strong second with 9.0 million
acres, and Nebraska is third with 7.5 million acres.
These three states have for years lead the irrigation
statistics for the nation.

HIGH PLAINS JOURNAL

R

eker NAA Members

Don Wendel, William Me ‘ _ _
A car ran into the front of a liquor store in Las

Vegas. The next day they hung out a sign: “We are
NOILONY 1S39 @ TOOHOS NOILONV 1S39 carrying on with unbroken spirits.
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Value of Livestock Marketings
Hit Record $56.3 Billion in ’79

Kansas City, Missouri — Higher cattle prices
pushed the value of U.S. livestock marketing trans-
actions in 1979 to a record $56.3 billion, according
to an annual study done for Livestock Marketing As-
sociation (LMA).

The Volume and Value study, which is unique in
that it surveys marketing transactions, showed that
last year’s transaction value for cattle and calves
rose 30% to $46.1 billion, from the 1978 figure of
$35.5 billion. The 1979 total was posted on a trans-
action volume of 106.4 million head, down from the
1978 total of 114.1 million head.

The total transaction value for livestock — which
includes cattle, hogs and sheep — was up 24% from
the 1978 figure of $45.6 billion, the previous record,
and up 66% from 1977’s $34 billion.

The higher prices paid to cattle producers were
reflected in the average per head value of cattle and
calves, which hit $433 last year, up nearly 40% from
the 1978 figure of $311.

LMA officials pointed out that the study recog-
nizes that most livestock are merchandised more
than once during their lifetime, and surveying each
transaction results in a more realistic picture of the
nation’s livestock commerce than the industry’s
usual inventory or slaughter figures.

Other highlights of the survey:

. . . Increased marketing of cattle and calves
was shown by the merchandising turnover rate, or
the number of times the average head changes
ownership. That figure in 1979 was 1.82, up from
1978’s 1.76. The corresponding figure for hogs
dropped slightly to 1.18, from 1.20 in 1978.

. . . The majority of livestock continue to travel
under 100 miles from marketing point to destination.
Last year 68.1% of feeder cattle, 77.6% of butcher
cattle, 81.9% of butcher hogs, and 87.2% of feeder
pigs traveled under 100 miles.

The value of horse transactions jumped
from $598 6 million in 1978 to $837.8 million last year,
posted on a volume of 1.05 million head, compared
with 972,000 head in 1978.

.. For 1980, the study projects that the livestock
transaction volume will increase to 234.3 million
head, while the value will drop slightly to $56.1 bil-
lion. Although the estimated per head value of cattle
and calves is expected to be up slightly to $435, hogs
are$predicted to drop to an average per head value
of $82.

SALE CLERKING SHEETS

and other Auction forms
Write for Samples and Prices

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

==
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Convention!

Hurry and Register!

Wednesday night entertainment featuring . . .

v Roy Acuff and the Smoky Mountain Boys
v¢ The Smith Twins

v Dancing ’til midnight with the Dick Dorney
Band

Use the handy convention registration packet
in the center section of this AUCTIONEER.
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WATCHES £
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‘For all your watch needs . . . from one jewel to e
‘25 jewels; with and without calendars; mensv
‘and ladies; railroad pocket watches. We also'
ﬂcarry the popular electronic watches. Check \¢

‘ for our closeout deals in watches!

€ <L

*Lowest Prices *All new, factory fresh

*All watches boxed
with warranty

*Same day shipment

WAGNER WATCH CO.

8 W. 37th Street
New York, NY 10018
Phone: 212 695-7962
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CELEBRATE SHELDON CORD'S

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

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

¢ UNBEATABLE PRICES °* UNBEATABLE VALUES
CASH & CARRY CASH & CARRY

In-Dash AM/FM

WUX! Deluxe 8 Track
40-CHANNEL 8-Track or '
C8 UNIT AM/FM Cassette e Deluxe Men's
with P Tomisbie Car Stereo, e 6 Function
LED Readout “;Z ;::ﬂ Deluxe “0%‘!' 8-Track Yltrg Thin
PA System Ea. -579,95 S Cay Steres Electronic
sqzlch ”(;o::d Quartz Watch
: ' LADIES'I Eui s 10195
BIC Deluxe
Adults
Carded L.E.D. Novelty
Butane S=runciion X-Rated
Lighters Quariz Watch T-1-F Watch GUTTER
CB TRUNK Gross $54.00 Ep- 17,35 Ea. $6.25 ” = MOUNT
and eavy Duty CB ANTENNA
ROOF MOUNT Copper Clad Packed 20
ANTENNA ORDER DIRECT FROM THIS AD — SEND CASHIER'S check, Cookware Set acxe
Ea. $3.60 money order or certified check for immediate 24-hour service. to Carton
Packed 20 SORRY, NO PERSONAL CHECKS. Best in prices-service-quality. $11.93 Ea. $3.00
fo a case Minimum order accepted $50. Servicing the wholesale trade for A

over 25 years. All merchandise shipped F.0.B. Chicago. All mer-

chandise is brand new and comes with a factory guarantee. Men's and Ladies’ Sunglasses..................... Doz.§ 3.90
- Large Size Grandfather Clock ....................... Ea. $ 11.90
m Large gr;.nﬂflthor Clock w/Chime..................... $ 10.90
POO Large erosene Lamps—Asst. Colors ..Doz. $§ 9.00
MEN’S L.E.D. 5-FUNCTION QUARTZ WATCHEa. $§ 9.95 L CUE SPECIALS Assorted Cultured Pearl Pendants .............. Doz. $ 12.00
Men’s Gold Watch With Band........................ Ea.$ 4.95 SOLD IN DOZEN LOTS ONLY Beautiful Star Sapphire Pendants................ Doz. $ 16.50
Ladies’ Goid Watch with Expansion Band ......Ea. § 6.50 Beautiful Asst. Cocktall Rings - in Display...Doz. $ 5.00
Men’s ‘‘Skin Diver’’ Watch with Calendar ......Ea. $ 6.50 Disposable Lighters..................cccceeerennen. 2Doz. $ 7.50
Ladies’ Nurses Watch with Band................... Ea.$ 6.50 Ass’t. Rhinestone Earring & Neckiace Set...Doz. $ 24.00
Ladies’ Fashion Watches...............................Ea. $ 10.00 Trick Brandy Glass—Hot Seller! .................. Doz. $§ 4.50
Ladies’ or Men’s Digital Watches................... Ea.$ 7.95 Ronson Cigarette/Vanity Case set.............Doz. $ 19.00
Ladies’ Date-O-Matic D&D Watches .............. Ea. $ 10.00 8-Track & tte Car Player (Combination).Ea. $ 29.95
Men’s 17-Jewel Calendar Watch—Swiss ........ Ea.$ 9.50 Beautiful Super Star ““Nothing’’ Neckiaces..Doz. $§ 3.00
Ladies’ SEIKO Look Watch with Calendar......Ea. $ 9.50 Deluxe Phonograph-Radio Comb. .................. Ea. $ 16.50
Ladies’ BRILLIANT CUT—HAND SET Not Neckiaces .............cccccuerrrreecrccnnnnns Doz. $§ 1.50
173 STONE WATCH.......voovcispunvissmsvonmainas Ea. $ 13.50 Cadiliac Eidorado Noveity Radio.................... Ea.$ 7.50
17-Jewel Hunting Case Pocket Watch............ Ea. $ 19.00 17-Pc. Antique Coffee Set - Boxed................ Ea. $ 14.50
Men’s Asst. Stone Watches........................... Ea.$ 7.50 144-Pc. Indian Jeweiry Display includes
Ladies’ HEART SHAPED WATCH .................. Ea.$ 850 Neckiace, Bracelets, Earrings & Rings ............ $ 50.95
Ladies’ Deluxe L.C.D. Watches..................... Ea. $ 15.95 Giant Size Electric 3-D Picture....................... Ea.$ 8.90
Men's Deluxe L.C.D. Watches ...................... Ea. $ 14.95 Diamond Cut Crosses ................................ Doz. $§ 3.50
2-pc. Perfume Pen & Pencli Set .................. Doz.$§ 9.90 40 Channel Citizen's Band Receiver with
. French Leather Gift Set ..................... Doz.$ 18.00 7.pc 2-Fistad Scrowdriver Sat = PerSett 285 2 Deluxe AM/FM Radio.................ccocvennnnnee .$ 10.90
Men’s Wallets, Boxed................................. Doz.$ 690 20Pc SocketSet = cate gop  Men’s Cotton-White Tee-Shirts ................... .$ 9.9
Trucker's Cowhide Wallet @ sb- Tand&DieSet . Ea ¢ agrc  Men's Cotton-Colored Tee-Shirts................ .$ 10.90
w/S MONES .......cooevvrrnnnniicniennnnne Doz.$ 33.00 4Pc Pine Wranch Sat 87-10"-14"-18"  Sat ¢ 109n  Glant Barlow Knife ..., . $ 12.00
21-Jewel Men's Calendar Watch.................... Ea.$ 1100 4P Adiustabhle Wrench = <cat¢ 120  Bunny Neckiace with Red Eye..................... .$ 6.00
's & Girls’ Asst. .$ 6.00
DS WBACH.. o.covcoiivsisisvommnvsvanassins Ea.§ 6.50 . : o.gg
.9 4
APPLIANCES'n HOUSEWARES '$ 5.00
.$ 24.00

ELEC. CAN OPENER—KNIFE SHARPENER

—BTL. OPENER -.eoeeeeeeeeeoo Ea.$ 7.50
. RADIO - BATTERY/ELECTRIC ..o Ea.$ 9.95 :

oty oo AKE BAANG 6L G A, BATERY/ELECTRC ... SSRER cont waste T visiT us Now
7.Pc. Cookwsr® Set................ ‘Ea'$ 1100  Doluxe 5-Band—Police—AM/FM Radio.........Ea.$ 11.50  [ane e AL LI Ut
b, Mol TEFLOND S0l ot ol o un Boor Can RadiOS ................oooovonn Ea.$ 4.00 TRUCK AND CAR LOAD PRICES. AF-
Musical Beer Stein—Lorge Size.................Ea.§ 500  1rack AM/FM Home Stereo Set with 2 TER 30 YEARS IN BUSINESS, MR.
19-pc. Decorated Handie—Shetfield, England mmmmwmg_m'm ----- EE:: ‘:-g SHELDON WILL PROVE TO YOU THAT
EVERTARP b Calie Steck Ko ot Das t dog  POULS ROYCE CARMADIO e TR NO ONE, BUT NO ONE, WILL BEAT
T Can s Fapeior -Doz. $ 1080 AM/FM Radio—Medhum SIze.............c... MR HiS PRICES. DON'T MISS OUR MAY
7-Pe. Deluxe Stainless Steel Cookware Set..Set § 18,00  Electronic Radar AM/FM Digital Clock Radio .Ea. § 16.50 AND JUNE WEEKEND SUPER SALES.
8-Pc. Regent Sheffield Sword Knife Set......... Ea.$ 5.50 6x9 Triaxial 20 oz. Speakers........................... Pr.$ 21.90 Sheldon
oo g - Lo e = -1 - LAST MINUTE SPECIALS WHOLESALE ONLY! FOR RESALE ONLY!
é-Pc. Knife Set..........ccceovvvercnnene Set$ 5.75 . $ 11.00 Send $1.00 for Complete Catslog. Vielt our
2-Pc. Deluxe Chef Master Knife Set .............. Ea.$ 250 8-Digit Calculator ................c..rcceveneneeenee.....E0. $ 4.00 Glant New 26,000 Ft. Showrooms. Perking
1500 Watt Deyer e ——— £a$ 725 Mighty nu(:ud' Pletol Key Chain Dot 600 | roe W"..,,,...wo 00,6 mm o o o

............................. . ' ' ; e Dazib € joed up—$2,000,000 on hend at off
8 Pc. Chef Master Knife Set......................... Sel$ 550  Conon Touels_Glant SZe Doz § 9.90 o
p — - —— " (10x50) Binoculars with Leather Mon. thru Fii. 9 t0 6

Carrying Case..............covvvvvriemeeiiiiiriinnn, Set § 24.50 Open
For Orders Only Call COLORED TELEVISION, NAME BRAND, CALL um 3&':5%? ftod
BRAND NEW—13-nch by Shemp.................. Ea. $230.95 ANTITY PRICES
Toll Free (800) 621-7999 10 Page PNOO AIDUM ..o Doz. § 14.00 “WE AIM TO PLEASE"

L — Mini-Stereo Radio w/Speskers...................... Ea.$ 5.90

5 Ave. Chi IL 60659
SHELDON CORD PROD. " e v

40 THE AUCTIONEER




EVERY
WEDNESDAY
10 A.M.

““ Truckloads New Merchandise’’

At

DOUGLAS COUNTY AUCTION BLDG.

Off I-20 One Mile West - Douglasville, Ga. Hwy 78

404-942-9110
Col. O.J. ““Jack’ Baggett Ga. Lic #125

20 Truck Loads New Merchandise Sold

Every Wed. - 10 AM till Midnight on!
Friday & Saturday - 8 P.M.

Also Cars — Saturday Night

GA. AUCTION SCHOOL
TERM — FEB. MAY AUG. NOV.

DOUGLASVILLE VARIETY STORE
0648 Broad St. - Douglasville, Ga.
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State Association Reports

KAA Holds 25th Convention

The Kansas Auctioneers Association held its
25th Annual Convention in Hutchinson, Kansas on
March 14-16 at the Holiday Inn. 174 auctioneers and
guests setting a new record attendance, enjoyed 3
days of convention seminars and fun.

Friday afternoon tours of the Dillons Warehouse,
Jackson Ice Cream Factory, and the Planetarium
Show were enjoyed by early registrants.

Robert Stephan, Attorney General of Kansas,
presented a legal seminar on Saturday morning. On
Saturday afternoon an auction seminar and discus-
sion period was conducted by NAA president Chuck
Cumberlin, 1st vice president Archie Moody, 2nd vice
president Howard Buckles, executive vice president
Harvey McCray, and NAA director Rex Newcom.
Also Saturday afternoon, the KAA children were en-
tertained by Joey Jackson, ventriloquist.

Saturday evening began with a wine and cheese
party, compliments of the HIGH PLAINS JOURNAL.
A buffet dinner followed along with entertainment.
The KAA Annual Fun Auction under the direction of
Floyd Gehring and his able crew netted $3,271.00,
an all time high. Large numbers of KAA people par-
ticipated in the dance that followed.

On Sunday morning the KAA convention was
served coifee and rolls compliments of Grass and
Grain.

President Ernest Persinger called the Sunday
morning session to order at 9:00, introducing the
convention chairman, Robert Shank, who in turn
introduced the auctioneers and guests in attend-
ance.

Dr. William Dorman from Park Place Christiar
Church presented the morning worship service.
Floyd Gehring closed the service by singing The
Lord’s Prayer.

Ernest Persinger was awarded the Auctioneer
of the Year Award, the presentation made by Jim Bar-
nett from the HIGH PLAINS JOURNAL.

“Our 25 years of KAA” was presented by Dick
Brewer and Gene Watson. The following members
received engraved gavels for their 25 years of con-
tinuous KAA service: Carson Hansen, W. O. Harris,
Wilson Hawk, Sanford Hughes, Paul Hurst, Fred
Sherlock, Merle “Rip” VanWinkle, and Gene Watson.

NAA president Cumberlin was the speaker at the
Sunday noon luncheon. He described the many dif-
ferent NAA programs, and the importance of getting
involved with our fellow auctioneers. He welcomed
everyone to attend the July NAA Convention in Nash-
ville.

The Kansas Auctioneers Association was hon-
ored by the attendance of so many NAA representa-
tives. In addition to the officers already mentioned,
wives Carolyn Cumberlin and Arlene Buckles were

Now — The 18-R Voice Projector

This is America’s top quality portable p.a. system. Lightweight
for all-day use, the 18-R has a heavy duty rechargeable power
pack that provides 50% more life than most other units selling
for much more. This is the proven unit for auctioneers all over
America. Unit has SHURE high quality microphone, and your
buyers will understand you clearly with plenty of power.

American Made — Finest Quality — Order yours today!

i 4
899 5 &

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

North Carolina residents add 4% sales tax.

lllll

.....

Col. If you need good quality equipment,
this is your opportunity.

Write for Equipment Brochure today.

Forrest Mendenhall,
Member

AU TIONEERS
\/ (7
\

1 AY

U.S. HWY. 29 & 70 (185) PHONE (919) 887-1165

HIGH POINT, NORTH CAROLINA 27263
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FOR 25 YEARS CONTINUOUS KAA MEMBERSHIP,
auctioneers received special recognition and gavels.
From left: Carson Hansen, Merle “Rip” VanWinkle,
Paul Hurst, W. O Harris, and Gene Watson.

PRE-CONVENTION ARTICLE in the business section
of the HUTCHINSON NEWS featured this picture of
the KAA’s Rex Newcom, left, and L. H. “Bing” Car-
ter. Significant quote, “An auctioneer is motivated

just like an actor. The auctioneer loves the crowd,
loves to be known. It is a very competitive business
we are all in, but a very rewarding one.” Photo re-
printed with permission, Pete Souza photographer,
Millie Nunemaker HUTCHINSON NEWS staff writer.

present. Past NAA director and Hall of Fame mem-
ber, Dick Brewer, was accompanied by wife Virginia
Brewer, past president of the NAA Ladies Auxiliary.
KAA member and NAA director, Rex Newcom, also
a member of the CAl Board of Governors, was ac-
companied by wife Naomi Newcom, a present direc-
tor of the NAA Ladies Auxiliary.

The formal convention business meeting was
held at 1:45, when new officers were elected. Robert
Shank is the new president, Earl Brown the new vice
president, and Dale Clayton and Ron Gingerich were
elected directors. After the business meeting was
adjourned, the KAA board meeting was held, there-
fore concluding the Kansas Auctioneers Associa-
tion’s 25th Convention.

May, 1980

Michigan Auctioneers Elect New Officers

Members of the Michigan State Auctioneers As-
sociation elected new officers and board members
at its January convention held in Lansing. Elected
to office were: Don Diesing, president, Arthur L.
Good, 1st vice president, and Lloyd R. Braun, 2nd
vice president.

New board members included: Bob Howe, Wen-
dall Buehrer, and Herb Albrecht, John Schowalter re-
mained as secretary/treasurer. Remaining in board
positions were: Gordon Barlow, Vern Gerber, Bur-
dette Welber, Brent Welber, Les Wheeler, and
George Blackford.

Speakers at the convention were Indiana real
estate auctioneer Hugh Miller, and Missouri Auction
School president Dick Dewees.

MSAA auctioneer John Glassman received his
fellow member’s unanimous endorsement for a can-
didate for director of the National Auctioneers As-
sociation. Glassman conducts well over 100 auc-
tions annually in Southwestern Michigan, and has
held all of the officer positions in the Michigan state
association.

» THREE BOOKS FOR AUCTIONEERS <%

By N.A.A. Member Col. Leo Jesion

“LET'S TALK ABOUT AUCTIONS"
“COMMON SENSE IN THE AUCTION BUSINESS"
“ALL MEAT AND NO POTATOES"

The first two books are fundamental guides for new auctioneers and
refreshers for more seasoned auctioneers. The third tells people how to
cope with inflation via the second hand or used merchandise route.

“Let's Talk About Auctions” tells about broad and specific aspects of
general auctioneering. Topics include: The First Steps, Getting The Sale,
Preparing For The Sale, Conducting The Sale, The Auctioneer, Your Crew,
Ordinances & Security, Ethics In Auctioneering, Partnerships—Good Or
Bad, Auction Accessoriesand more . . ... .......... ... ...... Price $5.95

“Common Sense In The Auction Business” is a booklet compilation of
the Common Sense articles exactly as they appeared in the Auctioneer
MAGAZINE. - wws s o o0 = o .......Price $2.00

“All Meat And No Potatoes” tells people, the general public (your
buyers) how to cope with inflation via the second hand or used merchan-
dise route. In addition, different insights on communication, saving time,
investing in used merchandise, how to bid at auctions, how to make money
starting on a shoestring, etc. This book will give you an insight from the
buyers point of view plus valuable information ... ........... . Price $4.95

YOU CAN PURCHASE THESE BOOKS AS PRICED INDIVIDUALLY OR YOU
CAN PURCHASE “LET’'S TALK ABOUT AUCTIONS” AND "“COMMON SENSE IN
THE AUCTION BUSINESS”” BOTH FOR $7.00 — OR YOU CAN PURCHASE ALL
THREE OF THESE PUBLICATIONS FOR ONLY $11.00.

Order these books NOW from:

JESION'S AUCTION SERVICE

P.O. BOX 46 .+ MCcKEESPORT, PA 15135
Phone (412) 751-5566

“Let’s Talk About Auctions” @ $5.95 each postpaid.

“Common Sense in the Auction Business” @$2.00 each postpaid.
SPECIAL: Both of the above books for only $7.00 postpaid.

“All Meat And No Potatoes” @$4.95 each postpaid.

SPECIAL: All three publications $11.00 shipped postpaid.

All Canadian orders $4.00 extra for money exchange and handling.

| enclose Check Money Order for $

Name
Address
City State Zip
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AUCTION FORMS |

IMPRINTED WITH YOUR NAME &
NUMBERED OR NUMBERED ONLY AS LISTED

ALL CLERKING TICKETS - 2 copies 85" x 11 NCR
12 on or 10 on - not numbered - 250 sets $22.50, 500
sets $43.50, 1000 sets $85.00.

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

CLERKING TICKETS - 10 on only - Numbered 1 to 1000

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

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

ALL FORMS LISTED UNDER THIS HEADING are 8'4*
x 11 sold in pads of 50 each pad at $1.75 per pad,
10 pads at $1.40 each, 20 or more pads at $1.20 each
pad. Not numbered.

CLERKING SHEETS - CASHIER’S STATEMENTS

TERMS OF SALE - CONSIGNMENT CHECK-N
CONTRACT FORMS - PROMOTION SCHEDULE
BUYER’S REGISTRATION - 2 FORMS - 1 with room for
13 names - new form for 20 names.

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

CLERKING SHEETS - BUYER’'S REGISTRATION

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

TAGS Cardboard 22" x 5V2" - 3 part perforated, hole
;:} Ot%% 1000 tags $9.50. 2000 tags $18.00, 5000 tags

TAGS - Form No. EATN-26 - Cardboard 242" x SV»r*
numbered 1 to 1000; 1 numbers; 3 part perforated: hole

at top, 1000 tags $18.50; 2060 tags $36.00; 5000 tags
$85.00.

WIRES FOR TAGS - 12” long -

1000 wires ........ $9.00 5000 wires ........ $42.50
TAGS — Sticky Back - Form No. EATSB-35 - 3 part
peroforated, with room to write numbers. Need no wires,

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

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

BUYER CARDS - Form BS-20 3V x 7 - 1000 cards
$7.50, 2000 cards $14.00, 5000 cards $32.50.

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

BUYER CARDS — No. BCND-50, Numbered 1 to 1000
1" display numbers; 1000 cards $25.00, 2000 cards $40.00,
5000 carsd $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. Arrow directions assorted.

Payment with Order — We Pay Postage
C. 0. D. Orders — You Pay Postage
— WRITE FOR FREE SAMPLES TO —

STOCK YARDS PRINTING CO.

1613-A Genesee, Kansas City, Mo. 64102

Stockton Auctioneer Elected CAA President

Stockton, California, auctioneer and real estate
broker, Roy E. Ford was elected president of the
California Auctioneers Association at its 12th annual
convention February 22-23, at Anaheim, California.
Ford is engaged in the sale at auction of real estate,
antiques, farm and ranch inventory, estate sales, and
liquidations.

California Auctioneers Association has a state-
wide membership of auctioneers of all specializa-
tions, and was established in 1968 to advance auc-
tioneer professionalism promote the auction method.
Convention keynote speaker was C. E. ‘“Chuck”
Cumberlin, NAA president.

Lectures on various auction subjects along with
a law symposium were part of the convention activi-
ties. Other officers elected were Roy Blum, vice
president, and Grant Theodore, secretary-treasurer.

OREGON GOVERNOR VIC ATIYEH proclaims Na-
tional Auctioneers Week. Standing left is Frank
Gwinn, Oregon Auctioneers Association president.
Standing right is Gary Peterson, Salem Oregon auc-
tioneer.

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

Approved by Texas Education Agency
The School of Distinction
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NEBRASKA GOVERNOR CHARLES THONE was first
presented an auctioneer’s hat by Nebraska Auction-
eers Association president Harold Kraupie, then
made an honorary NAA member by Gary Carmichael,
NAA Director of Association Services. Signing of
the proclamation for National Auctioneers Week took
place after the presentations.

roclamation

r il

the auction method of selling real and personal property is growing rapidly
today in the United States and in many countries throughout the world; and

WHEREAS

the auction profession has become a waluable service to the public, the
buyer as well as the seller, and the National Auctionesrs Association and
the Nebraska Auctioneers Associaticn are working to improve the services
offered by aucticneers through educaticnal programs; and

WHEREAS

the Natiopnal Auctiocneers Association and the Nebraska Auctioneers Agsoclation
are striving to give better gervice to their clients through mutual exchange
of ideas:

WHEREAS

NOW, THEREFQORE, I, Charles Thone, Governor of the State of Nebraska DO HEREEY PROCLAIM
the week of April & through 12, 1980, as

AUCTIONEERS WEEK

in Nebraska, and I urge all citizens to recognize the many contributions
auctioneers are making to our &conomy.

IN WITNESS WHEREQF, I have hereunto set my hand and caused
the Creat Seal of the State of Nebraska to be affixed
this l4th Jay of March in the year of our Lord

one thousand nine hundred and edighty.

Secretart) of Stap

May, 1980

K | Here's the new, professional way to clerk auction sales. Many say
; ; ; , |
the time saved and security provided more than pays for supplies.
The system will enable you to work in the wind and the rain
, , , |
I< without damaging or losing wvaluable sales slips or receipts. |
TOTAL CLERKING SYSTEM inlroductorv offer: Save $45.00 on a $170.00 value.
$50.00 down, balance of $75.00 after 60 day free use of accessories.
If the system does not work for you-return the accessories and we're square. I
ACCESSORIES 1
100 Bin weatherproof file $ 95.00
Box file 10.00
Special clipboard 5.00
SUPPLIES
1500 Personalized bidder <cards 3200
l 1000 Clerking tickets (four part) 20.00
10 Auctioneer/Seller contract forms 3.00
10 Final settlement envelopes 3.0
100 Buyer registration forms 2.00
TOTAL VALUE $170.00
The total system includes everything you will need, from
the initial contract with the seller thru settlement documents.
K KI-ERK 313 washington box 147 rush orders (507) 645-4407
I northfield, minnesota 55057 (612) 336-2332
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Directory of State Association Presidents and Secretaries — May, 1980

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

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

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

California Auctioneers Association — President: Roy E. Ford,
6838 Pacific Ave., Stockton 95207. Secretary-treasurer:
Grant Theodore, P.O. Box 196, Livingston 95334.

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

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

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

Georgia Auctioneers Association — President: Ron Harris. 145
Scatterfoot Dr., Peachtree City 30269, phone 404-487-7694.
Secretary: John Suarez, 1816-F Ashborough Road, Marietta
30062

lllinois Auctioneers Association — President: Ken Gravlin, 211
No. Center, Melvin 60952, phone 217-388-2470. Secretary-
treasurer: Geraldine Gravlin, 211 No. Center, Melvin 60952,
phone 217-388-2470.

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

lowa Auctioneers Association — President: Dale Smith, Poca-
hontas 50574; Secretary: Margaret Bloomer, Rt. 3 Box 51,
Glenwood 51534, phone 712-527-3615.

Kansas Auctioneers Association — President: Robert E. Shank,
P.O. Box 275, Salina 67401. Secretary: Rex B. Newcom,
215 S. Main, Whitewater 67154, phone 316-799-2485

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

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

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

Auctioneers Association of Maryland Inc. — President: Larry
Makowski, 1615 Eastern Ave., Baltimore 21231. Secretary-
treasurer: Barr Harris, 875 N. Howard St., Baltimore, 21201.

Massachusetts State Auctioneers Association — President: Evan
N. Gavrilles, 60 Emmett Ave., East Dedham 02026, phone
617-329-5469. Secretary: Phillip O. Davis, 128 North St.,
Foxboro 02035, phone 617-543-7170.

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

Minnesota State Auctioneers Association — President: Steve
Reinhardt, Rt. 2, Palisade 56469, Phone 218-845-2260;
Executive Secretary: Sharon K. Henry, Route 2, Long
Prairie 56347, phone 612-732-2822. Secretary: Eileen
Reisch, 838 W. Main, Laverene 56156, Phone 507-283-8445

46

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

Missouri State Auctioneers Association — President: Glenn
Binger, Rt. 2 Box 324, Blue Springs 64015 Phone: 816 229-
8061; Secretary: Doran H. Livingston, Rt. 1 Box 21-A, Will-
ard 65781 Phone: 417 742-2568

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

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

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

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

New Jersey State Society of Auctioneers — President: James E.
Fawcett, 33 Davies Ave., Dumont 07628, phone 201-384-
5598. Secretary: JoOAnn Fawcett, (same address and phone).

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

r— =

ENROLL NOW
GEORGIA AUCTION SCHOOL

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

ing.

APPLICATION

Name =

Street _

City State _ Zip

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

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

MAIL TO:

GEORGIA AUCTION SCHOOL

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

Terms: February — May — August — November

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

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

Ohio Auctioneers Association — President: Frank Weade, 313
E. Court St., Washington C.H. 43160, phone 614-335-2210.

Secretary: Byron Dilgard, 135 Union, Ashland 44805, phone
419-325-2122.

Oklahoma State Auctioneers Association — President: Paul
Wells, 4425 E. 31 St. Suite 1, Tulsa 74135 Phone: 918 936-

4366. Secretary: Ray Patterson, 113 N. 9th Frederick 73543,
phone 405-335-2320.

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

Pennsylvania Auctioneers Association, Inc. — President: Harry
Anderson, R.D. 1, Georgetown 15043, phone 412-573-9767.
Secretary: Clay C. Hess, 115 Hess Road, Collegeville 19426,
phone 215-489-7127.

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

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

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

Tennessee Auctioneers Association — President: Dean Howard,
Rt. 1, Box 236, Decatur 37322. Secretary: Hubert Songer,
1602 Jones Blvd., Murfreesboro 37130, phone 615-896-4067.

Texas Auctioneers Association — President: Roland Reese,
707 N. Robinson, Waco 76706. Secretary-Treasurer: Charles
Connour, 9770 Wisterwood, Dallas 75238.

Utah Auctioneers Association — President: Glenn Short, 250 E.
6790 S., Midvalle 84047. Secretary: Steven Hansen, Mid-
6790 S., Midvale 84047. Secretary: Steven Mansen, Mid-

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

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

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

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

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

. Learn Auctioneering

Complete cassette home study.

® 5 full hours of chant secrets,

training exercises and all phases
of auctioneering.

! American Academy of Auctioneers :
: 1222 No. Kenwood, Broken Arrow, OK 74012 | ggﬁgg?.ftmgs

] -
L n a l T g 22 is s s AR R R AR R R

FREE CATALOG

Col. JOE REISCH

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

Author & Publisher Nothing Is Left Out %
(Photo taken Nov. 1978) -
10 Books — First edition now off the press g

S B

May, 1980
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Y eslie Swainbank Antiques Ine. |
Head Office-

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

Antiques! Antiques! For Sale!
Porld Bide Antique Exporters

CALLING ALL AUCTIONEERS

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

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

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

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

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

PLEASE WRITE TODAY FOR AN OFFICIAL CONTAINER ORDER FORM

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

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

LESLIE SWAINBANK ANTIQUES LTD.

Worldwide Antique Exporters
Head Office 34 Church Road, Roby, Nr. Liverpool
L36 9TD, Lancashire, England

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

WE CAN DELIVER A CONTAINER TO YOUR DOOR!
EXPERTLY PACKED! (At No Cost To You) WITHIN 30 DAYS

THE AUCTIONEER




GUEST
ASTRATHY

NASHVILLE AUCTION SCHOOL, February class. The 64 students in the class represented 18 states and
Canada. Instructors present include Buford Evans, Robert Brown, and Paul Plant. Next term begins May

19, 1980.

The Auctioneer’s ‘“‘Auctioneer’

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

LARGE STAFF OF HUDSON AND MARSHALL @ NATIONWIDE MAILING LISTS

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

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

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

BROKER PARTICIPATION INVITED. i
Home Offices
Call Toll Free Macon, Georgia
In Georgia Call HUDSON AND MARSHALL | INC. Atlanta Offices
800/342-2666 LL*—* | LIQUIDATORS AND AUCTIONEERS Suite 109
Ezsewhere Cazl T 7 | 3683 HOUSTON AVE., MACON, GA. PH. (912) 781-2601 QJ 333 Sandy Spr C”.

404/256-5450

e )

800/841-9400

May, 1980 49



Spotlight on NAA Auctioneers

Is This Any Way For a Nice
Rural Family to Make a Living?
(You Better Believe it is!)

Minerva, Ohio — How many couples do you
know who can boast a 40-year marriage with 10 sons,
three daughters, 42 grandchildren and assorted
nieces and nephews — almost all of whom earn their
daily bread by selling used merchandise to the high-
est bidder? Russ and Coletta Kiko just happen to fit
the description — that pretty much completes the
list of people who do.

Russ Kiko Associates is a flourishing auction

business which — with the exception of the com-
pany’s curator, Claude Dornhecker — is all in the
family.

Veteran area auction-goers applaud the family
for its honesty and straightforwardness, as well as
for an elusive quality of respect and camaraderie be-
tween father and son, brother and brother.

The formula obviously works — it's earned the
elder Kikos a comfortable country retreat on a dazzl-
ing private lake in Stark County’s Paris Township.
An Indian totem guards the front door, and a heli-
copter darts in and out as clients are whisked off to
view property that’s up for sale.

AUCTION FAMILY KIKO of sons, nephews, and son-
in-law behind Russ and Coletta Kiko.

Auctioneering became part of the family’s life
on a winter day in 1944. The father of a Canton at-
torney, who ran a little auction barn near Greens-
burg, asked Russ to help him out.

Although many auctioneers at that time got by
without any formal training, Russ wanted to get his
feet on ‘‘solid ground”. So, he says, ‘| took three
weeks off and went to auction school. When | came

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.

want the best, this is it.

cord.

REISCH SPECIAL
“MR. BIG VOICE” — JR-1

THESE SPEAKERS CAN ONLY BE PURCHASED FROM:

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 {t. 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.

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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REISCH SPECIAL
“LITTLE BIG VOICE” — JR-2
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back, | put my three-line ad in the newspaper, and
we've been in the auction business ever since.”

Perhaps the biggest factor that builds attend-
ance at a Kiko auction is the family’s evident con-
cern for the buyer. ‘“Not long ago, over at a sale in
Homeworth,” said Russ, ‘“we were selling a toy
mechanical bank. | kicked off the bidding at $100,
and up it went — $200, $300, $400, $500.

“It stopped at $650! Well, | was quite sure the
chap who was bidding was a farmer. I'd seen him
before, and | figured he might not know what he was
doing.

“I let my nephew, Dan Gill, take the bank back
to him — and the man hands Dan a ten dollar bill.
He thought he’d bid $6.50! Well, the crowd was
going to laugh him down, but a fella’s entitled to a
mistake. Not everybody knows about these old toys.
So | covered for him and put it right back up — and
it sold for $625.”

Since incorporating in 1969, the Kikos get more
requests to handle auctions than they can handle,
and sales are scheduled months ahead. Real estate
and farm auctions net the most profit in the least
time. But although the family company has gone
big-time in some ways — owning its own plane and
sometimes using a helicopter to show property to
perspective buyers — Russ and his boys still make
room for small household sales.

Working, however, is not the only thing the
Kikos do together. While most American families
move at least once every five years, only one of the
Kiko sons has left the area; Fred lives in Georgia.
The rest see each other almost every day.

(Reprinted with permission from the BEACON, the
Sunday magazine of THE AKRON BEACON JOUR-
NAL.)

estern

college of auctioneering
1948-1980 — 32 Years

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

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

Ask your successful auctioneer — he has been I
there!

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

1]/ estern

college of auctioneering

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

ﬂ
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Coats Warms for Honor

After 40 years an an auctioneer, liquidating 2,315
estates and operating in 13 states, you’d think Rum-
son auctioneer B. G. Coats would be a hard man to
iImpress.

But that’s not so.

Even though the big names of show biz, high
society and finance roll glibly off his magic tongue
— a recent invitation to Coats to conduct an auction
for the benefit of the United Nations School — has
got the veteran auctioneer warming up for the honor.

“With all the auctioneers they have in New York
City,” Coats said in a decidely pleased manner, I
don’t know why they picked me.”

The auction to be held Saturday, May 3, at the
East Riverside Drive School, will be preceeded by a
banquet.

Auction proceeds will go towards the benefit
of the school where children of United Nations per-
sonnel and diplomats from all over the world, are
educated. Celebrities will be asked to donate items
worth at least $75 for the fundraiser.

NATIONAL AUCTIONEERS WEEK IN VERMONT was
proclaimed by State Governor Richard A. Snelling.
VAA officers attended the signing, from left, 2nd vice
president Arthur H. Smith, treasurer Barbara Wood-
ward, president Walter Flatow, and secretary Marie
M. Flatow.

Herb Demaree, Hamilton, Ohio, was featured on
the “Second Front Page” of the HAMILTON SUN in
March. Auctioneer and real estate broker Demaree
explained the auction method and its potential for
market value.

“The public attitude towards auctions has really
changed. Professionalism in auctioneering has
altered the people’s idea of why an auction is held.
Crowds used to come to bid on and buy all the bar-
gains, but that’s different now.

“There are three types of buyers at a sale now
— the individual looking for an uncertain item, the
collector looking for a certain item, and the dealer
looking for anything to resell. These types of buyers
have helped raise the amount of money my clients
receive,” explained NAA member Demaree.

ol



Veteran Alaska auctioneer Andrew S. Hess re-
ceived a unique honor in conjunction with the an-
nual Fur Rendezvous, Alaska’s largest festival. The
official magazine of the ‘“Fur Rondy” carried this
dedication.

Each year this magazine is dedicated to
v an Alaskan who typifies the Rondy spirit — a

@ e @ person whose involvement with the community
and Fur Rendezvous is great. Such a man is

011 w entlon ® Andy Hess. Andy has been an active part of

the Fur Rendezvous scene for many years as
the man behind Rondy’s Fur Auction. His Fur
Early Registration Important! Auction activity goes back over 15 years. He

has been a member of Rondy’s Board of Direc-
tors for 8 years and has served on several com-

¢ Only the first 1500 NAA convention regist- mittees in addition to the Fur Auction.
trants will receive Grand Ole Opry tickets The Officers and Directors of the Anchor-
for the Friday night performance age Fur Rendezvous would like to say, “"Thanks,
Andy. Concerned members of our community
/- Only the first 500 Jack Daniels tour regis- ike you make it strong and make celebrations

ike Fur Rendezvous a reality.” It is the Andy
Hesses that make it all possible, that keeps
Fur Rendezvous Alaska’s largest celebration
and one of the nation’s top ten festivals.

trants will make the trip to the famous
distillery

For your easy convention registration, use the

complete convention packet in the center sec- NAA members and father and son team, Andy
tion of this AUCTIONEER. and Jim Hess, CAIl, have been conducting auctions
all over Alaska for nearly 20 years.

Better Auctloneers Start Wlth Better Tralmng

= L7 SCHOOLOF

‘ ”?Aucnoummo

SHORTCUT TO BEING A "TOP AUCTIONEER"

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

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

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

FORREST MENDENHALL,
MEMBER

Write or call for
free information
today.

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

o2 THE AUCTIONEER



Last But Not Least . . .

Department of Energy In response to a letter by NAA executive
Washington, D.C. 20461 vice president, Harvey McCray, to The De-
partment of Energy about rationed gasoline
amounts, here is the DOE’s reply. For a
Mr. Harvey L. McCray complete “before and after’” look at the situa-
Executive Vice President tion, compare page 3 of the April issue of

National Auctioneers Association THE AUCTIONEER with the letter reprinted

135 Lakewood Drive here.
Lincoln, Nebraska 68510

Dear Mr. McCray:

This is in response to your letter of March 12, 1980, concerning the treatment of auctioneers under
the Department of Energy’s proposed standby gasolne rationing plan.

We published a Notice of Proposed Rulemaking and Public Hearings in the Federal Register to give
interested parties an opportunity to express their concerns about the proposed standby plan. The
plan presented the Department’s preliminary views on how a gasoline rationing program should
be designed. We have analyzed the issues raised during the public comment and hearing process
and are preparing a final plan.

We recognize that some citizens would have a legitimate need for additional gasoline above the
basic ration allotment. To deal with such cases, the plan is expected to provide for a State ration
reserve. Through local boards established in each State, applications for hardship allotments
would be processed and satisfied using the State ration reserve. Procedures fo robtaining such
allotments would be publicly announced at the time rationing is implemented. The responsi-
bility for administering these reserves would be in the hands of the States and their localities
— at the level closest and most responsive to the needs of individual citizens.

The plan provides that the distribution of supplemental ration rights to firms be based on their
historical use of gasoline. If auctioneers’ travel is business related and not commuting to place
.of employment, then they may qualify as a firm. But, we wish to emphasize that this standby plan
is designed only to be activated for a limited time in a severe shortfall situation. Under such con-
ditions no sector of the economy can expect to receive its full requirement for gasoline.

| trust this information is responsive to your concerns.

Sincerely,

(Signed by) James L. Kelley (for)

F. Scott Bush

Assistant Administrator

Regulations and Emergency Planning
Economic Regulatory Administration

May, 1980
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Advertising Rate Schedule — THE AUCTIONEER MAGAZINE

1. THE AUCTIONEER Magazine is the official publication of the National Auctioneers
Association and is published monthly with the exception that an August issue is
not published. Eleven issues are published annually. THE AUCTIONEER Maga-
zine is published as a means of exchanging ideas that will serve to promote the
auctioneer and the auction method of selling.

2. ADVERTISING RATES: One (1) Time Six (6) Times Eleven (11) Times
Full Page .......................... $125.00 $120.00 $115.00
Half Page ..................... ...... 6250 60.00 57.50
Quarter Page ...................... 31.25 30.00 28.75
Column Inch: $7.00 per column inch — column is 21 picas wide (32 inches).

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

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

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

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

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

months will be required.

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

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

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

Dimensions for ad space: Full page — 7% by 9% inches: Half page — 7% by

453 inches; Quarter page — 32 by 458 inches or 7%a by 2% inches.

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

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

Drive, Lincoln, NE 68510. Phone: 402 489-9356.
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FINAL BID

An editor, weary of the abuse following his
editorials, ran the Ten Commandments in his editorial
column.

A few days later came a letter: “Cancel my sub-
scription. You’re getting too personal.”

One small boy looked longingly at his friend’s
dog. “My mother won’t let me have a dog for my
birthday,” he said.

“Maybe you don’t use the right strategy,” re-
plied his friend.

“What strategy?”

“Don’t ask for a dog. Ask for a baby brother.
You’'ll get the dog.”

AR e

Overheard: ‘“‘Inflation is getting to me. | never
had anything and now even that’s gone!”

One picture may be worth a thousand words but
very rarely a four dollar admission.

]

Proud mother: “My son throws the javelin so
well that no one can catch it.”

THE AUCTIONEER



CLERK-SAVER™: — World's No. 1 Clerking System

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

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

the standard clerking sheets and cashiers statement. You'll like these.

® 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 o $14.95

® 100 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

Overall size 23""x16'x4’’. Slots are 2% " x 78" x 32", Handle
for easy carrying or nail to a wall for permanent installation.

Slots numbered 1 to 100 plus Ato Z .................... .. ONLY $59.95

® BUYER CARDS ... Form No. BC-70

in buyer’'s shirt pocket).

1,000 Cards....$7.50 2,500....$17.50 5,000....$32.50

@ 10 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

Slots numbered 1-2-3-4-5-6-7-8-9-0. All tickets with buyer ® BUYER'S REGISTRATION FORM . . . Form No. BR-69

P —1 THE CLERK-SAVER™ |S:
Or Number ____ , i
ltern or ® fFast — check out in minutes.
e SR e - ® Accurate — Clerk writes buyer, item &
ee—ala ¥ = 3 - price. Cashier writes nothing.
This receipt verifies payment and delhivery of the above. Selier retains ownership . LeSS GXPenSiVe than any known SyStem.
pom e s s | @ Keeps a running total of the sale.

0.000 Tickets (1-3 White, Canary & Card) .......cnmnnnamemsnnsmass
18,000 Tickets (1-3 White, Canary & Card) ...
36,000 Tickets (1-3 White, Canary & Card) ... .

Original and 2 copies on NCR paper (makes its own carbon copies) 8%2x11" sheets
perforated to make 12 tickets 134 x4%v2"". This is an extremely fast, easy, and ac-
curate combination clerking and cashiering form. This one form replaces both

For buyer’'s number and purchase notes. 3vax712"" (fits

number ending In one are filed in the one slot (example: 812 x11", 50 sheets per pad Space for buyer’s num-
1-11-21-31-41-51-61-71-81-91-101-111-121, etc.). Likewise all ber, name, address, phone and other information.
tickets for buyers ending in two go in the two slot; all tickets
for three in the three slot, etc. Small, compact, easy to $2.00 per pad, 10 pads at $1.50 ea., 20 or more at
carry. Size: 16” by 4" by 4”. Weight 1 Ib., 8 oz. Only $22.95 $1.25 ea.
=~ - — S
SPECIAL CLERK SAVER STARTER KIT
THE SPECIAL KIT INCLUDES:
® Aluminum Writing Tray ® 1,000 BC-70 Buyer Cards E
® 9,000 CT-12 Clerking Tickets ® 3 Pads BR-69 Buyer Registration SAV
® 1 Pad FS-69 Final Settlement Forms Forms
All of the above plus: $27_00
One 10 Slot Clerking Ticket File (a $75.90 Value) Only ... $48.90
One 100 Slot Clerking Ticket File (a $112.90 Value) Only ....._.. W $84.95

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

_' "! Missouri Auction School
Top Floor Livestock Exchange Building
I > 1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117




NOW. m m COLONEL® . . . The Sound That Sells”

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

COLONEL® 1

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

® Deluxe padded shoulder strap.

® Full range six inch baffled speaker.

® Tough, attractive reinforced vinyl “Mule Hide” covering
with metal corner protectors. |

® Space age solid state amplifier. '

® SPECIFICATIONS: Batteries: Eight “D’’ size flashlight bat- 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:

e WEIGHT 4 LBS., 14 OZ.
® There is a two year repair or replace warranty on every-

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

® 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 7Va’”’ Deep.

® WEIGHT: 7 LBS., 6 OZ.

List Price: $477.50
Auctioneers Cost: $318.00

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.

e AUTOMATIC “Full Charge” indicator light shows when bat-
tery is fully charged.

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

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

e INPUTS: one microphone, one tape recorder, one battery
charger.

e OUTPUTS: One extension speaker, one tape recorder.

WEIGHT: 6 LBS., 12 OZ.

WE STOCK A COMPLETE LINE OF
P.A. EQUIPMENT. WRITE FOR FREE
LITERATURE AND PRICES.

List Price: $447.50 Auctioneers Cost: $298.00
Payment with Order — We Pay Postage . .. — ’ Missouri Auction School
C.0.D. Orders — You Pay Postage Top Floor Livestock Exchange Building
Order by Mail ... l > 1600 GENESEE / KANSAS CITY, MO. 64102
Send Check or Money Order To:

PHONE: 816-421-7117

THE AUCTIONEER -
NATIONAL AUCTIONEERS ASSOCIATION BULK RATE
135 Lakewood Drive, Lincoln, NE 68510 U.S. POSTAGE
Paid
Lincoln, Nebraska
Permit No. 9
]

ADDRESS CORRECTION REQUESTED
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