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ATTENTION ALL NEW AND OLD MEMBERS OF NAA

Stetson ‘“‘Wisp”

The weather has changed back to the cool side and it's time to go
back to the felt. We have the now “Famous” felt “Auctioneer” hat in a
complete range of sizes in all three brim widths (214" - 238" - 2548") and in
the ever popular Silver Belly color. We also have it in a rew color Milan
Straw that | guarantee you will like and enjoy wearing in the same brim
widths. The 4X Silver Belly “Wisp” Stetson (Marlboro Man Type) continues
to be in great demand and we also have a good supply of them. While we
are talking about hats | would be remiss if | did not remind you of our White
Panama Stetsons (as are all our hats) that will tickle the fancy of any
discriminating auctioneer and it only comes in a 22" brim.

We are still getting calls for our London Fog type windbreakers with
our four color NAA embroidered emblem sewn on the left breast. They
feel good around your shoulders this time of the year and in the spring.
When ordering pick your second choice in colors as we may be out of your
first choice when you order.

| have heard, “what do you give an auctioneer that has everything”,

Auctioneer Hat

..............

“AUCTIONEER’S

GAVEL”’

TIE TACK
Silver Belly Felt “Auctioneer” Hat $48.00
Wisp 4X Beaver Felt Hat 59.00
White Panama Hat (2'2" brim) 27.50
Milan Straw Hat (24", 23" and 254" brims) 25.00
London Fog Type Jackets w/Emblem 30.00
NAA Emblem - 4 color embroidered 3.00

Tie Tacks (18K gold, sterling silver, gold plated

w/ or w/o diamonds and man-made diamonds) from 50.00

— Write for prices
PLUS 4% SALES TAX

You folks have helped us do so well that we are offering another
convenience for you. You can now call us from anywhere in the United
States except from North Carolina toll-free 1-800-632-3043 so pick up the
phone — give us a call.

many times and the best answer | know is an auctioneer's Gavel Tie Tack.
They are an attention getter and will provide many a conversation. | have
booked several sales because of the one | wear — | never go anywhere
without mine and would feel naked without it. Sterling Silver or Gold plated
Tack with or without man-made diamond start at $50.00. Solid 14K Gold
tacks with .20K sparkling diamond from $225.00 up to .50K diamond at a
higher price. Call for prices. They make good Christmas, anniversary,
birthday or just because you love 'em presents.

CHICAGO TRIBUNE

AUCTION MART... .~ \i%
NO ONE CAN OUTBID OUR AUDIENCE' g

1{«1‘\
Sound too good to be true? CaII one of

our Tribune representatives, and let us
convince you!

Chicago: Sally McKoane (312)
Julie Rzadzki (312) 222-4088
New York: Bob Kahn (212) 682-3033
Los Angeles: Don Sharkey (213) 933-8437

(313)

(214)

(415)

COLONEL W. CRAIG LAWING Gl
5521 Belhaven Blvd. — Charlotte, N.C. 28216
Telephone: Area Code 704/ Office 399-6372

Home 704/394-7678

And the reason is simple. We give you more
readers than anyone else in the Chicago market,
and those readers are more affluent. But let's let
the numbers speak for themselves. When you
advertise regularly in the Sunday and Wednesday
Auction Mart, you'll reach:

e over 73% of the total adult population in Chicago
or nearly 4.5 million adults

e /7% of those adults who live in households with
annual incomes of $35,000 or more or over 1.5
million adults

Source: Simmons 1982 National Study

of Local Newspaper Ratings,
daily/Sunday 4-issue cume.

312) 222-4042

Detroit: Vincent Walker 313) 569-0464
Dallas: Jesse Reif 214) 363-5044
San Francisco: James Stanley (415) 421-7946
Miami: Barry Werblow (305) 989-8833

(hicano Jribune
IT MEANS BUSINESS.
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The Year of Education

by William L. “Bill”"Gaule, CAl
NAA Presfdent

As | write this article, | have reflected back on the winter,
the bad weather, and the difficulty that it has caused for
so many people in conducting on-site auctions. This has
been the year of very few farm machinery close-outs In
the Midwest. Historically, January and February are
strong auction months as farmers prepare to leave the
tenanted farms before March 1st, the start of the new
farmyear.

| have had many phone calls from fellow auc-
tioneers, and most seemto agree that the day of the small
farmer is rapidly passing. The past fifteen years have
seen many farms consumed by larger operations. In
nearly all cases, where once there were many farm fami-
lies making a living and raising their families, now there
willonly be a few. The auctioneer who has made a career
selling farm machinery close-out auctions in the local
area will soon be in the same position. He will have to be
prepared to handle the few large auctions or will have to
change direction and expand their auction abilities into
other specialized fields, such as business liquidations,
antiques or expanded real estate ventures.

MOVE MERCHANDISE
IN DALLAS, TEXAS

When you advertise in the Sunday, Dallas
Times Herald, you reach more than 672,000
readers in the Dallas area.

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

Now featuring ‘“The Auctioneer’’ every Sunday
in the Classified section.

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

Source: Dallas Times Herald Continuing Market Survey,
1981, 4,000 Telephone interviews.

Dal(uﬁ%ws Herald

The best newspaper in the Southwest
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‘“On behalf of the NAA, | want to

- thank each of these instructors
and especially our President-
Elect, Sammy Ford, for these great
programs.”

Some of the largest real estate auction firms in the
~country have only been in business for a few years and

are already recognized nationally. | am often asked how
this is possible. First of all, they have set a goal or have a
plan. They know exactly what they want to do, then direct
all of their efforts in doing it. They become experts in pro-
motion; they develop a system; they produce great re-
sults and then let these results become public
knowledge. |

Atthe recent NAA seminars in San Diego, California,
and Memphis, Tennessee, our members had an oppor-
tunity tohear many of these successful auctioneers. They
shared their knowledge and | am sure that several
hundred of our NAA members will use their expandead
knowledge to further great careers. On behalf of the
NAA, | want to thank each of these instructors and espe-
cially our President-Elect, Sammy Ford, for these great
programs.

| would urge each of you to make this the year of ed-
ucation. Start now to direct extra effort to improve your
auction and business knowledge. Be a part of the NAA
programs, read, study, expand, NOW.
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PcVey

In order to sell out, you've

- got to speak out.

The New York Times Auction Advertising col-
umns make sure that your voice 1s heard where
1t counts—in New York. An ad in The Times
brings your auction sale to the attention of the
country’s richest, busiest concentration of auc-
tion buyers: 2.4 million affluent consumers
weekdays, 3.3 million Sundays.

And the best news of all? The Times is the
biggest auction advertising marketplace in New
York...more than 80 times bigger than the Post

~and the News combined.

For information on Auction Advertising in
The New York Times, call JoAnn Scebold at
(212) 556-1687.

These times demand The Times.

@h e N cuf ﬂﬂfk aim ey Source: 1982 Scarborough
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WHY DO THESE AUCTIONEERS
HAVE THEIR BROCHURES
PRINTED BY
INDUSTRIAL PUBLISHING
IN EUGENE, OREGON?
(Only a sampling of customers)
BECAUSE:
.LP. IS THE AUCTION BROCHURE SPECIALIST
The employees at Industrial Publishing understand how
to produce a high- quallty auction brochure that gets
results.
.P. OFFERS QUICK TURNAROUND
One and two-color brochures produced in 3-4 days. Four- e . N
color brochures produced in 4-5 days. __%ﬁ;@;;;za;:f;*ﬂé;;;;»
I.P. SAVES YOU MONEY
We'll tell you the whole cost in advance—no surprises.
No matter what the size or the run—we’ve got the know- |
how that saves you money.
HOW TO ORDER
Call I.P. and we will tell you how it is easier to order your
L4 SERVICING j auction brochures from us than it is from your local
i SASPER, WYOMING | printer.
INDUSTRIAL PUBLISHING
P.O. Box 2328, Eugene, Oregon 97402
| (503) 689-2711
Call direct or collect
. ﬁ,Sﬁ%‘,%f%é{g%%ﬂ%M .
b Mcﬂormat:k-.&mhon ﬂa ima — .
. QEMM' mamm sl
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A Second Post Hole

by Robert H. “Bob” Glass, CAl
NAA Director

All auctioneers who handle personal property and some
antiques will be able to benefit, | believe, from this; my
second article that relates to a post hole of knowledge.
By concentrating on a specific area of knowledge, it
might give you an edge that would catch your potential
clients’ attention.

Documented artists of the 1900's are eagerly sought
after and if you are in a rush to “get a house ready for
auction” and the items seem to be of high quality, pay
special attention to any artwork depicting cowboys and
iIndians. Also pay special attention to the signature of the
artist. Don't ever assume that a piece of artwork isn't val-
uable just because it doesn't appeal to your taste. For a
painting to command serious money at auction, you as
an auctioneer need to determine if the artist is recog-
nized by some authority other than his mother. A fine ref-
erence book we have used is entitled, Dictionary of
American Painters, Sculptors and Engravers by Mantle
Fielding, Modern Books and Crafts, Box 38, Greens
Farms, CT 06436.

Remember you don't have to worry about value, but
you do have a responsibility to alert the correct buyer. If
an artist is listed in Fieldings, we just list, “As listed in
Fieldings page 91". The phone calls pourin. Don't be dis-
couraged if your artist is not in there. If you know a per-
sonal history of a local artist that is eagerly sought after,
that fact will enhance the value. The Fieldings book can
be borrowed from a library, or else purchased for about
$25.00.

A person offered me $35 forasmall 7" x 10" of a rock
and seascape. Since we only sell at auction, | used Field-
INgs, found the artist, photographed the painting, placed
It in an upcoming auction of quality, and advertised it in
the Newtown Bee, Arts and Antiques, Newtown CT. A
phone bid from New Hampshire won it at $750.

f you have a painting that you feel is European and
you feel worth a great deal, you should use Benez. ltis a
book on “artists of the world” that gives you a recently-
recorded selling price for that artist. (one small prob-
lem—the book is in French, but you can labor through it
to gleam from it enough information to alert a top buyer. If
you find it in Benez, you have a home run.)

Below is a list of some more common artists you
could unearth in the next house you hoe out: John Bailey,
Floyd MacMillan- Davis, Harry Beckhalf, Arthur William
Brown (1881-1966), Herbert Morton Stoops (1888-
1948), W.H.D. Koerner (1878-1938). Mr. Koerner was a
‘western artist. Two of his more noteworthy works are, The
Confrontation, showing militia scouts and indians meet-
ing in the woods, and Fall in the Saddle. He was best
known for his accurate depiction of cowboy life. Fallinthe
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NAA Director Robert H.
“Bob"” Glass, CAl, was elected
to the Board of Directors in
1981. He is the owner of the
Robert H. Glass Auction Gal-
lery in Central Village, Con-
necticut which specializes in
antique sales, but also han-
dles household, general and
real estate sales.

An interesting and un-
usual aspect of the Robert H.
Glass Auction business is that
the entire family, Bob, Bar-
bara, Gwen, Bob Jr., Laurie,
Jeff, John and Ginger are all
trained auctioneers and work
Inthe business.

Mr. Glass is active in the
Massachusetts, Rhode Island,
Connecticut and New York
Auctioneers Association.

Saddle measures 22" x 40”. In 1981, it was estimated to
be worth $24,000 to $28,000. Wouldn't that make your
auction areal success?

We, as auctioneers, are called upon to be judge and
jury all in the same day, and we must make instant deci-
sions. Be very sure that you don't hurriedly pass over an
oll on canvas because you have another appointment. It
will pay off to take five minutes to research an artist.

In closing, | will list several important areas to watch
when looking at old furniture which | have labeled “clues
to age’”. (Remember, one clue by itself doesn't mean
much, it's the total overall appearance).

1. Original condition (not refinished)
2. Appearance of:

A. wide dovetailing, 1-17/2" between each

dovetailing

B. use of carved rosettes anywhere on the price

C. absence of glue at joints

D. use of hairpin hinges (just like the old bobby pins)

on lids of blanket or storage chests.

Remember if you have any indication (in the pit of

your stomach or by the hairs on the back of your neck

standing up) that you might have a really great piece,
please call me or take a black and white picture of it and
sendittome atBox 237, Central Village, CT 06332, or call
me at 203-564-7318. | would be pleased to give you an

opinion.

Robert H. "Bob™ Glass
NAA Director




Teamwork

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

Michael Fox Auctioneers, inc. ||

EXECUTIVE OFFICES

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

¢ BALTIMORE, MARYLAND 21201

(301) 332-1333 Baltimore ® (301) 621-4321 Washington ® (215) 564-1175 Philadelphia

LEARN AUCTIONEERING AT THE [t
MASON CITY COLLEGE 7
OF AUCTIONEERING TN

Col. Don Wendel William Meeker
President ' Vice president

No other school has the instructors that can give you the world’s most advanced methods of
auction training. Most of our instructors were trained by Col. Joe Reisch, and all are endorsed by
Col. Reisch who has trained over 15,000 auctioneers.

REMEMBER
® Small classes ® Personal and individual attention ® Comfortable environment along with ac-
tual selling assures you the auction training you need — AND YES, it can be accomplished in

just one week.

FIVE TERMS EACH YEAR

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

MASON CITY COLLEGE OF AUCTIONEERING, INC.

P.O. Box 1463 Mason City, lowa 50401 Phone: 515-423-7200

L
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Let’s Review

by William M. “Bill” Yonce, CAl
NAA Director

The other day while referring back to some past issues of
THE AUCTIONEER, | found myself feeling appreciative
of the vast amount of information contained in each issue
of our association magazine. At that particulartime, | was
debating several subjects about which to write an article,
when | realized that everyone concerned could benefit
more from a simple reminder of the importance of the ed-
ucational and informational content of all past issues of
THE AUCTIONEER to date.

S0, rather than write about a particular subject, |
would like for you to take a look back to former issues of
THE AUCTIONEER for some strong medicine, great in-
formation that perhaps you took the time to read when
that particular publication was issued, but have since for-
gotten about. | picked this collection of articles through
random selection, and feel that they are important refer-
ences to keep on file and never forget.

Thank you for taking the time to review these—there
IS some very good reading in these past issues.

May 1978 Auctioneers Should Continue To
Evaluate Their Performance And
Maintain A Professional Attitude.

by Forrest Mendenhall
NAA Director

Forrest has outlined some excellent points in this
well-written article. Forrest, being the professional he s,
has shared some good ideas with you. Brush up on your
professional attitude and performance by reading this
article.

June 1978 Marketing Real Estate By Auction

by Lyle Erickson
NAA Director

Lyle has always been a leader in the selling of real
estate at public auction. In this article, he tells it like it is.
Take advantage of the vast experience Lyle offers and
use what he shares with you. Page 23 is the article.

October 1978 Mr. Auctioneer: Who Are You?
Where Are You Going?

by William J. “Bill” Josko
NAA Director

March, 1984

William M. “Bill” Yonce,
CAl, has been an auctioneer
for over twenty years. He is a
member of both the North ana
South Carolina Auctioneers
Associations. He is currently
president of the South Carolina
Auctioneers Association, and
has previously served as vice
president and president-elect.
He is also secretary-treasurer
of the South Carolina Auc-

tioneers Commission in which
heis a charter member.

Mr. Yonce is active in the
Pee Dee Kiwanis Club in his
area. He has served as presi-
dent and lieutenant governor
of this organization. In appre-
ciation of services, the organ-
ization honored him with a
distinguished service award.

The William M. Yonce and
Company, Inc. is a full-service
auction and real estate firm in
Florence, South Carolina.

There comes a time in every auctioneers life when he
should sit down, take inventory of himself and plot out the
road ahead. _

That is the first sentence in this very interesting ar-
ticle. This is a very timely article. Don't hesitate to read it
again and again and let all your people read it too. It con-
tains a lot of good advice.

October 1978 You Are A Professional. . .
Act Professionally
by Wayne Ediger
NAA Director

Mr. Ediger has touched some fine points in this well-
written article. We can never read or hear enough about

‘the word “professional”. I'm sure that you will appreciate

the opportunity to'read this article again.

October 1978 Have Thankfulness In Your Heart
by Nido Qubein

Mr. Nido Qubein was the speaker for the President’s
Banquet at the 1978 NAA Clambake Convention in Bos-
ton, Saturday, July 22, 1978. This is a reprint of his pre-
sentation at the banquet and is sure to be enjoyed by
those who were there in person to hear him, and for those
who failed to read this fine article when it was offered in
the October, 1978 issue. You will find it on Page 47.

Continuedon P. 56
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Lls'r’ Your
Propérty with Us

531 Broad Street
LICENSED o BONDED ¢ INSURED

GA. AUCTIONEERS LIC.NO.137

Atlanta Telephone 577-2634

Invites Participation
By Auctioneers & Real Estate Brokers, Nationwide

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

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

REISCH
WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

Since 1933 Largest in the World
Approved for VA

YOU can be an AUCTIONEER!

Vs START YOUR NEW CAREER NOW
S X P AND MAKE BIG MONEY

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

Full-time Auctioneer  able profession, taught by 25 of the na- e ——
' tion’s |eading professiona| auctioneers. GRADUATES RECEIVE LlFETlME SCHOLARSHlp DI-

PLOMA & POST-GRADUATE ASSISTANCE. OUR “ON
FOR THE - THE CAMPUS” HOUSING & DINING FACILITIES, CON-
PROFESSIONAL (3345455 ~ . TRIBUTE GREATLY TO ENHANCE YOUR PROFESSIONAL
AUCTIONEER
Clerking Suppli | TRAINING.
| segu:‘r:'gsyl;l:;::t Please send me your FREE CATALOG.
WRITE FOR ————- N Sl S
INFORMATION Col. Gordon E. Taylor

Reisch World Wide College of Auctioneering, Inc.
P.O. Box 949
MAIL Mason City, lowa 50401 Ph. (515) 423-5242 or 6396

COUPON
TODAY! NAME
ADDRESS
CITY

STATE LI

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

NA

Gordon E. Taylor, Member |
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National Auctioneers
Week 1984 —

Planning Ahead
Is The Key

March is not too early to plan how your auction business
will make the most of National Auctioneers Week, April 1-
8, 1984. So that you and your auction staff can start think-
ing about a promotional campaign in April, THE AUC-
TIONEER offers this checklist. ““The Week'' is an
opportunity for you to promote your auction services
through special, nationwide attention for the auction
method. | |

Look at it this way, the more people who know about
you and National Auctioneers Week, the more likely they
are to contact you when they need to have an auction.

Begin With Your
State Auctioneers
Association

Get personally involved, get other state members in-
volved, and get organized as a state association to pro-
mote The Week. Every potential client and customer in
your state needs to know that professional auctioneers
are successful businessmen and women.

Call one of your state association officers or direc-
tors. Discuss how your association can achieve recogni-
tion of the auction method during National Auctioneers
Week. Has there been a committee appointed for The
Week's activities? Who is contacting the governor’s office
to arrange the signing of a proclamation for The Week?
What special benefit auction can be planned through a
team effort of your state's auctioneers?

Get media attention as a state association. The pub-
ic needs to know the benefits of the auction method. De-
cide how the newspapers, television and radio stations
will get the message that it's your special Week, and that
professional auctioneers are organized in your state.

Plan an auction event that will gain media attention
for the state association. Auction for a charity, for the state
government, any worthwhile cause that will generate po-
sitive attention for the auction method during The Week.
Leave the public with the message, “contact your local
State Auctioneers Association member for more infor-
mation about the auction method of selling.”

tunity for your state association to receive recognition for
itself, the auction method, and ultimately all the auc-
tioneers involved. Here's your chance—as an organ-
ization—to tell a majority of the population that you
provide an important.service that sells.

What you have to offer is a powerful marketing
method with a proven track record for producing results.
During National Auctioneers Week, you're reminding the
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Consider National Auctioneers Week as an oppor-

public of your NAA affiliation, your state association
membership and your auction business potential. The
Week is certainly a business opportunity to promote your-
self; one more reason to make the buying/selling public
aware of your professional auction services.

National Auctioneers Week is a most appropriate
time to debut your edition of the NAA's auction customer
pamphlet. A free sample is available upon request to the
NAA office. The pamphlet gives information about your
auction business, the history of auctions, reasons to sell
by auction, and how to bid and buy. |
Plan at least one special auction event during The
Week, that will result in media coverage, before, during
or after the sale.

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

Talk to any and all local civic, community, or service
organizations that will have you as a speaker. These
Kinds of groups especially need to hear the auction suc-
cess story.

Get the public into your office with an open house.

Decide a particular group of prospects who need to
Know what you have to offer. National Auctioneers Week
may be a good reason to personally contact them one
more time, take them to lunch, or send them a letter and
your promotional pamphlet.

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

Have the mayor of your city or town sign a National
Auctioneers Week proclamation. Join with other NAA
members to be in a photo of the proclamation signing for
your local newspapers.

Promote The Week just as you would promote an im-
portant auction. Again, the more people you contact
through National Auctioneers Week, the more likely they
are to contact you when it comes time for auction
business.

Display the NAA

AUCTIONEERS
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1971 Caterpillar Stolen

This information was received at the NAA office on Feb-
ruary 6, 1984 from the Royal Canadian Mounted Police. |f
you have any information that could help them locate this
missing piece of equipment, please contact:

G. Smith

Sherwood Park Detachment

Box 3180

Sherwood Park, Alberta T8A 2A6

Telephone (403) 467-7741
On December 15-16, 1983, the |.H. Davis Contract-
ing Limited yard was broken into and a Caterpillar D7F

DO YOU AGREE?

WITH THE BASIC CONCEPT OF AUCTION GEMS

“The right thing said at the right time in the right way makes

people bid.’’ — Col. Fred Andrews, Baltic, Ohio,
a multi-state great for 65 years.

““There is no place in the auction business for anyone too lazy to
commit to memory that which will get more bids or hold an

audience.’’ — Col. Fred Carpenter, 25 years President of
American Auction College.

“‘Inject a little humor because a crowd in-a good mood is a better

bidding crowd. '’ — James W. Heike, NAA Director,
‘‘Auctioneer’’, Feb. 1980

e — . — et

Over 4,800 Proved

AUCTION GEMS

AUCTION
| GEMS
and the booklet
52 BASIC
g%, | AUCTION
—_——— ; | CHANTS

_ | A 200-page book loaded
with auction sayings, quips, laughs, bits, facts, etc., mostly one-liners,
gathered from 100’s of auctioneers throughout the U.S. and Canada dur-
ing a 53-year period. ONLY $12.50 for both, postage paid.

Earl D. Wisard, Auctioneer, Box 91, Dundee, Ohio 44624

'—

dozer was stolen. The Cat is described as:
e 1971, Serial # 94N-2069,
with D7 power winch #E77P1933,
hydraulics #173B-59P1736,
with double tilt hydraulic blade,
|.H.D. is welded onto the winch,
SC1 is welded onto the blade,
yellow in color,
Unit SC1 (marked four places on outside of Cat in
black 3" high letters).
When auctioning, doing repairs, etc, would you
please be on the lookout for the above-noted items as a
unit or separately. Thank you for your assistance.

“In

Memoriam

The NAA office was notified in January of the death of
NAA member Sproull Dempsey, Sr., of Rome, Georgia.

NAA member Roy Hyden of Bowling Green, Kentucky,
passed away February 1, 1984 from a heart attack.

The NAA office was notified of the death of NAA member
John E. Martin, Ephrata, Pennsylvania.

- The NAA office was notified of the death of NAA member

Victor R. Vance of Salem, lllinois.

NOW sometning NEW by Auction SYSTemS « John Green Press

ADVERTISE YOUR NAME ON YOUR “CLERKEASY” CLERKING TICKETS

« LOW PRICES ¢ Form No. AT-18 imprinted 1 line at top right on ticket illustrated - size 1%" x 2%".
The AT-18 form is size 82" x 9" overall and is furnished in 3 parts on NCR paper (which makes its
own carbon copies). There are 18 perforated tickets to a page, size 1%" x 2%", as illustrated below.

All 18 imprinted with your name. Tickets (1-3 White, Canary & Card) | X

Number AT-18 Clerkeasy Clerking Tickets

Not Special Imprinted Prices
These In Stock For Immediate Shipment

200 Sets No. AT-18 Clerking Tickets $3000 ;
400 Sets No. AT-18 Clerking Tickets $5400 : g

1,000 Sets No. AT-18 Clerking Tickets
¢ Payment With Order, We Pay Postage

IMPRINTED PRICES

1,000 No. AT-18 Clerking Tickets $169° 1M
2,000 No. AT-18 Clerking Tickets $154% 1M
3,000 No. AT-18 Clerking Tickets $148° 1M
5000 No. AT-18 Clerking Tickets  $139% 1M

IMPORTANT
We must have your payment with your imprinted order and
clear copy to be imprinted. Forms will be shipped in 3 to 4
weeks with prepaid freight.

One Line Imprint Area

......................................

$1 1 sun E i s
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» C.0.D. Orders, You Pay Postage
Watch For Other New Items To Come — We Save Time

......................................

MNo. AT-18 Actual Sizre

AuCTION SYSTems - John Green Press

430 West 35th Street
Davenport, lowa 52806

Phone 319-386-0636
After Hours Phone 319-391-5994

WRITE FOR SAMPLES AND PRICES
FOR OTHER AUCTION SALES ITEMS

AUCTIONEER




Government Officials Proclaim
National Auctioneers Week

Honorary NAA
Membership-

The NAA’s Way of
Saying Thank You

That's right. If your governor, county commissioner,
mayor or city manager officially proclaims National Auc-
tioneers Week, April 1-8, 1984, the government official is
eligible to receive an Honorary NAA Membership certifi-
cate. Furthermore, if you will request to the NAA office in
advance of the proclamation signing, the certificate will
be mailed to you for presentation at the proclamation
signing. '

To have the official designhated as an honorary NAA
member, please provide the NAA office with the following
information.

® Correct spelling of name, plus nickname if used
publicly. Example: William L. “Bill"” Smith.

e Official title and jurisdiction. Examples: Governor,

State of - Premier, Province of . Mayor
(City Manager), City of - Commissioner, County
(Parish) of  Ble

f you have any questions about the certificate prep-
aration, please contact the NAA office before you submit
your request. If your government official has already pro-
claimed The Week by the time you are reading this, the
NAA office will send an Honorary NAA Membership cer-
tificate to the official on your behalf.

Whoever will be signing the proclamation should be
contacted well in advance. Below is a draft of the final
proclamation which will be prepared for you by the sign-
er's office. Because you are trying to assemble as many
NAA members as possible for the signing, advance
preparation is necessary; not only to assure a good num-
ber of auctioneer participants, but also to give the sign-
ing official time to set a date and organize for your arrival.

However, making a public official an honorary NAA
member is only one way to promote and publicize Na-
tional Auctioneers Week in your area. Send out news re-
leases, somehow make THE WEEK good for your auction
business, and bring in a new NAA member.

All local publications and broadcast media in your
area should know that April 1-8, 1984 is National Auc-
tioneers Week. One way to accomplish that awareness is
to send photocopies of the NAA news release. So that the
release will have every chance of getting published or
mentioned on the air, consider the following procedure.

March, 1984

1) Retype the news release on your business letter-
head, and be sure to double space.
2) Insert your name and business information at the
| end, for the person to contact.
3) Send acopy of the news release to all local pub-
lications, radio and television stations.

- 4) If you know the editor or broadcast news director,
mail the release addressed to him/her person-
ally. If you do not have aname, use “business ed-
itor” or “city editor”, and “News director” at a
radio or TV station.

Mail the news release well in advance, so that it can
be published immediately before or during National Auc-
tioneers Week, April 1-8, 1984.

For Inmediate
HAeipase

SUMMARY: NATIONAL AUCTIONEERS WEEK
EMPHASIZES AUCTION CONTRIBUTION
TO BUSINESS AND INDUSTRY

'Sold On Auctions’ is the theme for National Auctioneers
Week which will be held April 1-8, 1984. It has been pro-
claimed by state governors, premiers and government
officials all over the United States, Canada and other for-

eign countries. 6,300 National Auctioneers Association

members will be emphasizing the benefits of buying and
selling real and personal property through the auction
method.

The auction method is proven successful and an op-
tionthat buyers and sellers can't afford to overlook. What-
ever is for sale, an auction can produce quick results
regarding the dispersal of merchandise, and the seller
also has the advantage of receiving payment in cash at
the time of the sale. Other benefits to the seller include
naming the day and time of the auction, plus having bid-
ders make immediate buying decisions. |

f legal concerns are important, an auction is a truly
“public” sale. A sale based on bids is fueled by competi-
tion, and when price is a problem for parties wishing to
sell who cannot come to agreement, the bids become a
barometer of the true value of whatever they are trying to
sell.

The National Auctioneers Association has promoted
the auction method of selling since 1949. The members
of the NAA have also helped to raise millions of commu-

nity dollars through benefit and charity auctions. Your lo-

cal auctioneers will be happy to visit further with you
about the auction method of buying and selling.
For further information contact NAA member

auctioneer

(your name, business address, and phone)
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Home of

CHAMPION QUALITY TOOLS

DEALERS THIS COULD BE THE MOST IMPORTANT AD YOU WILL READ.
" CALL US FOR MONEY SAVING PRICES. FAST SERVICE - LOW PRICES.

HUGE INVENTORIES: LOW, LOW PRICES. WHOLESALE ONLY. IMPROVE
YOUR PROFIT PICTURE AND SALES VOLUME. BE ABLE TO MEET

COMPETITION AT A PROFIT.

CHAMPION QUALITY TOOLS -- IMPORTED & DISTRIBUTED ONLY AT
FRIEDER, INC. ONE OF THE LARGEST IMPORTERS IN THE MID-WEST.

IN BUSINESS SINCE 1952.

9 Piece MECHANICS
PLIERS SET

3/4° x 60ft
PVC Electrical

Lines We Carry:

ATARI
ACTIVISION
FUZZBUSTER
WHISTLER
INTELLIVISION
MAXELL

IMAGIC

PAFKER BROTHERS
GAMES BY APOLLO
SANYO

TDK

PANASONIC

SONY

EXTEND-A-PHONE ,
SHARP YOUR ONE STOP WAREHOUSE FOR TOOLS, GENERAL MERCHANDISE AND

ALADDIN KEROSENE HEATERS [l CONSUMER ELECTRONICS. FAST & FRIENDLY SERVICE.
CONTACT US FOR THE MOST CURRENT LOW PRICES.

HOURS 8:30AM to 5 Daily Come in or Call 1In State:(216)781-6477
8:30AM to 2 Sat. Out of State Watts: 1-800-321-8192

FRIEDER, INC.
2553 SUPERIOR AVE. / P.O. BOX 03109

CLEVELAND / OHIO / 44103

AUCTIONEER



Use Your Promotional Skills To Promote

NAA Week April 1-8, 1984

Auctioneers are great promoters. It takes a great deal of
planning and promotion to make an auction a success.
National Auctioneers Week requires the same type of
promotion that is behind every auction. Instead of pro-
moting goods, you are promoting The Auction Method of
selling Real and Personal Property, a service that you
know will directly benefit your customers. |
It's exciting to promote a good product, so National
Auctioneers Week is your chance to have fun and tell
everybody why The Auction Method is such an effective
marketing tool.
The NAA has put together some tips on publicity and
promotion to help you start planning your promotional
strategy for National Auctioneers Week, April 1-8, 1984.
Your overall message should:
1. offer a consumer benefit or solve a consumer
problem
2. make sure that the benefit or solution promised is
wanted or desired by the consumer
3. be simple and in language that everyone can
understand
The way to get publicity is to “make the news” so to
speak. If you create an event that the media feels is news-
worthy, you have the best free publicity available. Other
media possibilities include outdoor advertising such as
billboards and neon signs, free shopping newsletters, di-
rect mail, posters, hand bills and community bulletin
boards. The list goes on and on, and the sky is the limit to
what can be used to promote an event.

Have a Proclamation Signed

Take National Auctioneers Week seriously. Make
everything official by having a proclamation signed by
your governor, mayor or county commissioner. Photo-
graphs and news releases can be distributed to news-

NATIONAL AUCTIONEERS WEEK

papers and the event can be promoted throughout the
state. The time to start planning is now because April 1st
will be here soon.

Whoever will be signing The Proclamation should be
contacted well in advance. Below is a draft of the final
proclamation which will be prepared for you by the sign-
er's office. Try and assemble as many NAA members for
the signing as possible. Advance preparation for the pro-
clamation event is necessary, not only to assure a repre-
sentative number of auctioneer participants, but also to
give the signing official time to set a date and organize for
your arrival.

Radio and TV

Radio and Television are very important media de-
vices that can be used very effectively. Discuss with the
station personnel what talk show possibilities there are
the week of April 1-8, 1984. Also, discuss with other NAA
members in the area the idea of having an auctioneer
panel discussion of the Week.

Here are two ideas for Radio commercials that could
be easily read by someone at the radio station, an auc-
tioneer, or even a satisfied auction customer.

~ #1 THIS IS NATIONAL AUCTIONEERS WEEK
ACROSS AMERICA, AND WE WOULD LIKE TO TALK A
MOMENT ABOUT THE SERVICES PROVIDED BY AN
AUCTIONEER. AUCTIONEERS SELL REAL ESTATE
AND PERSONAL PROPERTY. THEY ALSO PROVIDE
COMPLETE APPRAISALS, AND HOLD AUCTION
SALES. IF YOU HAVE QUESTIONS ABOUT HAVING AN
AUCTION, CONTACT YOUR LOCAL MEMBER(S) OF
THE NATIONAL AUCTIONEERS ASSOCIATION: (Here
Insert your company name and other local NAA
members.)

April 1-8, 1984

Auctions of real and personal property have always been an influential part of marketing in the United States of Amer-

ica, and in countries throughout the world.

The National Auctioneers Association, in cooperation with (name of state auctioneers association), seeks to achieve
new heights in professionalism for its members, and excellent service to the buying public. The continual efforts of the
National Auctioneers Association and (state association) to preserve the American free enterprise system are paramount

In their endeavors.

Therefore, as (insert title—State Governor, Mayor, City Manager, Selectman, City or County Commissioner, etc.) |
hereby proclaim the week of April 1-8, 1984 as National Auctioneers Week in (name of state, city, town, etc.). |
| urge all citizens to recognize and honor the many noteworthy contributions that auctioneers are making to our

society and economy.

(Official
Seal)

March, 1984

(Signature)
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#2 IT'S NATIONAL AUCTIONEERS WEEK, AND
HERE ARE SEVERAL REASONS WHY YOU SHOULD
CONSIDER HAVING AN AUCTION. EVERYTHING IS
SOLD FOR CASH, YOU SELL ONLY WHEN YOU ARE
READY, PRICES ARE DETERMINED BY COMPETITIVE
BIDDING, AND YOUR COMPLETE SALE IS OVER IN A
MATTER OF HOURS. IF YOU HAVE SOMETHING TO
SELL, DEFINITELY CONSIDER AN AUCTION. CON-
TACT YOUR LOCAL MEMBER(S) OF THE NATIONAL
AUCTIONEERS ASSOCIATION: (Here insert your com-
pany name and other local NAA rmembers.)

Another excellent way to get publicity for National
Auctioneers Week is through a Letter to the Editor. Some
tips from the publication entitted COMMUNICATION
BRIEFINGS, Community Square, 403 Sicklerville-Wil-
liamstown Road, Sicklerville, New Jersey, 08081, will
hopefully prove helpful to you.

'‘Getting Your Letter Published’

Letters to the editor are an excellent way to get your
organization’s story across to a broad range of newspa-
per readers. Surveys show that the letters’ column gets
high readership. Here are some guidelines to follow:

® Make it topical, clearand lively.

e Concentrate on a few points and be brief.

® Be sure spelling, grammar and punctuation are
correct,

® Take sharp issue with an article or editorial ana
you'll stand a better chance of getting the letter
published. |

® Avoid praise of an article or editorial without addi-
tonal illumination of the topic.

® Sign all letters clearly and include address and

repeat it for 1984.

appraisers at no additional cost to you.

summer rates.

Start Planning Now
For NAA Week
April 1-8, 1984

phone number if you're using personal stationery.

Another article that could be helpful from the same
publication is:

‘Why We Fail as Communicators’

® \We forget that communication is a two-way street.
We have to pay attention to what others are saying anc
relate to their message.

e \We think that communication is finished when in-
formation is given. Communication involves giving infor-
mation, getting feedback and evaluating the response.

e \Ve tend to become enchanted with our own words
and often dissociate our words from our feelings and
deeds.

® We believe that there is a direct relationship be-
tween the volume of communication and the amount of
information conveyed.

e \We forget that nonverbal messages can be more
important than verbal messages.

® \We lose sight of the fact that the tone of our com-
munication delivers a separate message. It can signal
that we are stuffy and boring, or alive and warm.

® \When we listen to others, we tend only to listen for
what we want to hear.

Exciting News!==vemcemce=
Spring & Summer Special

Our 1983 Spring and Summer Special was such a huge success that we have decided to

Exciting terms are coming up during April, May and July that offer you real estate
appraisal education and certification. Upon payment of your full tuition you will receive .
your first year’s certification membership in the organization of professional real estate

You will also receive special accommodations in Nashville at our special spring and

We offer you the chance to become a professional Certified Appraiser and earn the big
fees that you have always wanted to earn.

Write or call:

International College of Real Estate Appraisal
P.O. Box 1535 — Dept. 11
Columbia, TN 38401
615/381/5140

AUCTIONEER




YOUR FLORIDA CONNECTION
REAL & PERSONAL PROPERTY

Auction Compa ny
of America

Licensed Real Estate Broker
“America’s #1 Auction Team”’

JIM GALL

* President-Elect
Florida Auctioneers Association

e Member
National Auctioneer’s Association

* Florida State

Champion Auctioneer
AUCTIONEER Gainesville, Florida Dec. 1980
 Florida State Fair

Champion Auctioneer

T Florida Jan. 1982 - :
T e _ PRESIDENT

Headquarters: 8388 Biscayne Boulevard, Miami, Florida 33132 « (305) 374-4353

ACCESSORIES

......
.....
______

i,
s,

W L c I

SR * Unidirectional Head-worn

, F A Dynamic Microphone
s T $ - 00 | Dt R R R
B - onl * Foreign Adaptor Kit

FIBERGLASS CASE—25 WATT MODULE—TWIN SPEAKERS

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

* * * SATISFACTION GUARANTEED * * *

Order by mail: Payment with order — we pay shipping — C.0.D. — you pay shipping. Kansas
residents add 4% sales tax.

DODGE MANUFACTURING CO. DWIGHT V. DODGE, Owner
1016 W. 6th Street @ P.O. Box 1513 ® Topeka, Kansas 66601-1513 ® (913) 272-5667

March, 1984 17



C.A.l.-It Makes
Sense For You!

tions, Economics, Sale of Commercial Property, Manag-
ing Personal Business, Written Communication, Self-
Management and Ethics. In some form or another, we
know all about those subjects, don't we? Or do we”

Believe it or not we used the familiar excuse of being
“too busy,” or “gone too much,” to avoid getting involved
with the Institute, even though we have lived in Blooming-
B ton, Indiana for over fifteen years. Something else always

NAA member Brian Nel- | came up, and it simply couldn’t be fit into our “schedule.”
F h - son Jones is the District Five | gtrange to say, we did find time to entertain fellow Auc-
ngg‘éfg%ngscﬁ’;ﬂf;aaﬁg% tioneers from near and wide while they were here, attend-
- Anfigoe and Classic Car ing the sessions. (This can become costly; no Auctioneer
" Director of the International we know has ever forgotten where to get a good home-
" Society of Appraisers. He re- | €ooked meal, and many dive in as if they were going to
" sides in Bloomington, Indiana, the electric-chair in the morning!)

N with his wife, Debby, and five | Finally, two Auctioneers with whom we've sold many
children. of our Classic Car events throughout the country cor-

nered me in the family-room. They had tried this “on the
road,” but at home, it literally “hit home."” Their message
was that | should have started the Institute when they did,
and might well be finishing with their class. They also
pointed out that, though each had been a successful
Auctioneer for over twenty years, they had learned some-
thing from every class that helped them build their indi-
vidual businesses.

Those seemed like pretty big claims, but we de-
cided to find out for ourselves. One thing is certainly
clear; you can't hope to complete something you've
never even begun! So, off we were, just several blocks
away, to Indiana University—but we had to walit il the
next Spring to enroll, because all the classes were full.

Once we finally started the courses (we aren't yet fin-

PR

by Brian Nelson Jones
Bloomington, Indiana

Almost ten years ago, three individuals developed the

18

idea that the Auction profession and its members might
benefit from a program tailored to their specific needs
and presented at a major Midwestern University. They
reasoned, correctly, that such an undertaking would re-
quire more than just one series of seminars and classes;
that the course-work should be spread over three years,
in order to grow with the needs of the students; and that
the designation awarded at its completion should com-
mand respect from the public and other professions.

It took almost two years for the Certified Auctioneer’s
Education Institute to become a reality. Months of plan-
ning and coordination with the National Auctioneer's As-
sociation and many of the top minds at Indiana University
culminated in the first series of courses being launched
in the Spring of 1976. Since then, several hundred Auc-
tioneers have completed the program and earned the
C.A.l. designation, and their number is growing. The
members are recognized across the Nation by the Amer-
ican Bar Association and the American Banking Associ-
ation as providing quality auctioneering and appraisal
services..

ished!), we found that the strength of the Institute isn't lim-
ited to the lecture-material. It lies, more correctly, in the
practical, hands-on knowledge that you are able to ac-
quire from fellow Auctioneers, who share your aspira-
tions and goals. It lies in the casual acquaintances that
become lasting friendships with those who share with
you a unigue way of life. And it lies in the contacts you
make with people who can answer your questions about
virtually any aspect of the profession, and who justly ex-
pect you to “lend a hand” when they have questions of

Continued on P. 59

Nashville Auction School

Nashville, Tennessee

THE NATION’S FINEST SCHOOL
s~ School is held in Music City USA, Nashville,

. . . . Tennessee . . . home of the Grand Ole Opry
When one is a busy Auctioneer, he may wonder just |
what he may learn at the Institute that actually justifies pPA¢ 'I:EEE CATALOG — LEARN AUCTIONEER-

taking the time to attend. The courses sound impressive
enough: Marketing, Antiques and Fine Arts, Accounting,
Finance, Communications, Insurance Needs of the Auc-
tioneer, Law for the Auctioneer, Appraisal, Sale of Resi-
dential Real Estate at Auction, Advertising, Sale of Farm
Real Estate, Sale of Farm Personal Property, Liguida-

NASHVILLE AUCTION SCHOOL
| Box 190, Department 5
Lawrenceburg, Tennessee 38464

AUCTIONEER




The Auxiliary to the
National Auctioneers Association

1983-84 OFFICERS

PRESIDENT

Mrs. Pat Dunning, P.O. Box 866, Elgin, lllinois 67154.
Phone: 312 741-34883.

PRESIDENT-ELECT

Mrs. Betty Short, 1341 E. Orchid Lane, Phoenix, Ari-
zona 85020. Phone: 602 944-5626.

VICE PRESIDENT
Mrs. Virginia Dilgard, 135 Union St., Ashland, Ohio
44805. Phone: 419 325-2122 or 419 325-1337.

SECRETARY-TREASURER

Mrs. Tomi Ayers, 2233 Jacksboro Park, LaFollette,
Tennessee. Phone 615 546-2296 or 615 562-7810.

HISTORIAN

Mrs. Alice Brandau, Route 1, Box 265, Wilton, Wiscon-
sin 54670.

DIRECTORS
TERMS EXPIRING 1986

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

Mrs. Barbara Althaus, P.O. Box 312, Fredericksburg,
Texas 78624.

Mrs. Barbara Fisher, 437 East Atlantic Blvd., Pompano
Beach, Florida. Phone: 305 942-0917.

TERMS EXPIRING 1985

Mrs. Pat Lambright, 112 N. Detroit St., LaGrange, In-
diana 46761. Phone: 219 463-2013.

Mrs. Mary Witzel, 761 E. Lefty Lane, Oak Harbor,
Washington 98277. Phone: 206 675-6262.

Mrs. Marge Gaule, 909 W. Walnut, Chatham, lllinois
62629. Phone: 217 483-2913.

Mrs. Carol Bambeck, Rt. #1, Box 392, Dover, Ohio
44622. Phone: 216 343-1437.

TERMS EXPIRING 1984

Mrs. Glenda McCarter Johnson, 415 Kingfisher Ave.,
Sevierville, Tennessee 37862. Phone: 615 453-
8417.

Mrs. JoAnne Laumeyer, 7306 Cleveland Ave., East, In-
ver Grove Heights, Minnesota 55075. Phone: 612
455-9547. From August 20 — June 1: 162 SW &3
Terrace, Cape Coral, Florida 33904. Phone: 813
549-4955.

Mrs. Fran Smith, Angell Road, Silver Creek, New York

DEE SIGN © OFFERS

QUALITY SIGNS
ATFRIENDLY PRICES.

EASYTOUSE
NOBOLTS!NO SCREWS!

WRITE OR CALL
FOR OUR SPECIAL
AUCTIONEER BROCHURE

Folds Flat

- DEESIGNCO. 2501 NORWOOD AVE.
CINCINNATI, OHIO 45212 PHONE (513) 631-2222

March, 1984

14136. Phone: 716 934-4875. |

Auxiliary to the
National
Auctioneers
Association

Keep Your
Auctioneer
Organized

The fast moving auctioneers of today need a lot of be-
hind-the-scenes help and organization. Remember,
auctioneers are not paper people; they are people
people and voice communicators. It is our duty, as their
back-up associates, partners or business managers to
help them become more organized and to also help them
stay that way. |

Write down everything. This simple rule allows you
the convenience of referring back to what was written at
a previous time. This step towards organization is vital.
There is no way that any individual can rely on memory
alone for appointments and schedules in the stressful
environment in which auctioneers work.

- Month-at-a-glance calendars. Another important
tool that our company uses is amonthly calendar that can
be kept by the telephone. We update these constantly
whenever we receive a call tolistan auction. We are care-
ful to periodically check both calendars to make sure that
all appointments have been recorded in both books. The
calendars are then taken along to scout an auction where
it can be scheduled on the spot.

Our calendar is also marked with monthly and
annual events including business and social events.
Flags are used to indicate the times when individual auc-
tion advertising should be started. We refer back to it so
often that | sometimes feel like my calendar has grown to
my arm.

A month-at-a-glance calendar makes it easy to spot
busy times before they become a problem. Our calendar
has large squares so we can put morning appointments
at the top and evening activities at the bottom. We draw
red lines through dates of important annual activities,
such as NAA and state conventions. It is then easier 1o
schedule an auction so that it will not conflict with the con-
ventions and prevent us from going. Alittle time and plan-
ning at the beginning of each year helps us considerabply.
Remember also, it is just as important to schedule a few
leisure hours as it is work hours.
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/ CALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT

1984 Auxiliary
Members

Roberta Abhold, Renton, WA: Kelly Adams, Jourdan-
ton, TX; Geneva Adkisson, Tomball, TX; Carol Addy, Bar-

nunn Casper, WY; Dorothy Albrecht, Vassar, Ml; Luellen

Alexander, Martin, TN; Barbara Althaus, Fredericksburg,
TX: Bonnie V. Anderson, Enumiclaw, WA, Kristen Ander-
son, Georgetown, PA: Julia Ashley, Honea Path, SC;
Janet Autry, Dallas, TX; Tomi Ayers, LaFollette, TN; Carol
Bambeck, Dover, OH; Marian Barnicle, Lakeland, FL; Bil-
lie Jo Bass, Moore, MT: Dorinda M. Bass, Lewiston, MT;
Ginger Blocker, Walterboro, SC; Georgia Ann Boles, Red
Boling Springs, TN; Alice Brandau, Wilton, WI; Virginia
Brewer, Mt. Hope, KS; Leveta Brodie, Westland, Ml; Jane
Brown, Dover, OH; Frankie Bertrand, Orange, TX; Vir-
ginia Brown, Junction City, KS; Arlene Buckles, Keosau-
qua, |A; Margie Burnham, Moses Lake, WA.

Ellamae M. Cannell, Oakland, CA; Maxine Carter,
Gardner, KS; Lucille Cates, Kearney, MO; Charlene Cole,
Goodland, KS; Stella Collins, Jesup, |A; Alice R. Con-
nour, Dallas, TX; Mary C. Craig, Kearney, MO; Carolyn
Cumberlin, Brush, CQO: Iris Curlee, Charlotte, NC; Ger-
trude Darbyshire, Wilmington, OH; Elaine Day, Portland,
OR; Elaine Deems, Blandinville, IL; Donna Dickerson,
Dallas, TX; Virginia Dilgard, Ashland, OH; Anna E. Dona-
hoe, Darlington, WI; Betty J. Dougherty, Oshkosh, WI:
Irene Dudley, Hampton, |IA; Pat Dunning, Elgin, IL;
Shawn Dunning, Elgin, IL; Irene Ericson, Crisco, |A;
Teddy Erickson, Spokane, WA; Billie Espensen, McAllen,
TX; Lucy J. Faison, Cary, NC; Mary Grace Felosa, Hay-
wood, WV, Barbara Fisher, Pompano Beach, FL; Jean
Fleming, Atkinson, NE; Francis Fletcher, Salem, IN.

Judy Ford, Mt. Vernon, KY; Diane Fowler, Toney, AL;
Joyce Frey, Archbold, OH; Katherine Frey, Archbold,
Blgls Lola Friedersdorf, Franklin, IN;
Edythe Gansz, Lyons, NY; Myra Garner, Lakeland, FL;
Kay Garner, Carrollton, OH; Linda Garrison, Muskogee,
OK; Nita Gartner, Lufkin, TX; Marjorie Gaule, Chatham,
IL; Jane M. Gehring, Moundridge, KS; Nan J. Gilbert, Lin-
colnton, NC; Barbara Glass, Central Village, CT; Mary P.
Goehing, Libertyville, |A; Elba Gomez, Caguas, Puerto

A

(507) 645-4407
Personalized Brdder Numbers
A Kwick Klerk Innovation!!
Get a free business card* for each bidder number
you buy.

*We print your name, address & logo on a detachable card - you give them to

your clients & prospects_

Box 147 Northfield, Mn 55057

Ik

. Learn Auctioneering

. training exercises and all phases

: 1222 No. Kenwood, Broken Arrow, OK 74012

Rico; Margaret Gonder, Burmingham, AL; Adeline Good,
Wadsworth, OH; Beverly J. Grant, Ontrario, Canada,
Jean Grose, New Albany, IN; Jean Heike, Mondoni, WI;
Dolores Henderson, Tuscola, IL; Brenda Higgenbotham,
Lakeland, FL: Sue Howard, Decatur, TN; Joan Humpal,
Ft. Atkinson, |A; Frieda Janacek, Sandy Creek, NY.

Carma L. Jensen, Blackfoot, ID; Glenda McCarter
Johnson, Sevierville, TN; Elsa Kachmar, Flemington, NJ;
Coletta Kiko, Minerva, OH; Vailima Knight, Manila, AR;
Verna Konesky, Woodville, OH; Lavon Kruckenburg,
Great Bend, KS; Donna Lang, Silverton, OR; Joanne Lau-
meyer, Inver Grove Heights, MN; Betty Lawson, Coal Val-
ley, IL; Arlene Logsdon, Brinkhaven, OH; Patsy Long,
Springfield, MO; Terri J. Long, Plainview, TX; Carol Lutz,
Newton, NC; Patty McCormack, Lemon Grove, CA; Bar-
bara McDonald, Green Brier, TN; Bonnie Mallinger, Sig-
ourney, |A; Thelma Meares, Pelzas SC; Betty Jo
Mendenhall, High Point, NC; Joan Miller, Perry OK; Judy
Miller, Evansville, IN; JudyA Moyer, Center Valley PA;
Lila Moody, Darlmgton ol

Eleanor Moon, North Attleboro, MA; Norma Murphy,
Kenmore, WA; Rosemary Myhre, Owatonna, MN; Naomi
Newcom, Whitewater, KS; Delores A. Nitz, Fremont, NE;
Carmel Olsen, Sacramento, CA; Marilyn Parker, Logan,
UT; Gail Patterson, Manitou, OK; Susan J. Pell, Brazil, IN;
Helen Rasmus, Alex, VA; Shirley Reese, Waco, TX; Muft
Retmier, Indianapolis, IN; Jean B. Rhodeback, Granville,
OH; Violet Rhoades, Germantown, OH; Melissa Ruzek,
Owatoona, MN; Ruth Ryther, Excelsior Springs, MO; Au-
drey Sago, Covina, CA; Sue Sanert, Greenview, IL;
Rosemary Sapp, Springfield, IL; Anne Shaffer, Evans-
ville, IN; Ruth Sherman, Goshen, IN; Betty L. Short, Phoe-
nix, AZ: Jo Ann Sitter, Anna, IL; Jo Ann Small, Dallas, TX;
Pamela S. Misek, Fredericksburg, TX.

Carmella T. Sobczak, Waukegan, IL; Patricia A.
Smith, Anderson, SC; Aileen Spencer, Edmonton, Al-
berta Canada; Elaine M. Stauffer, Cortez, CO; Marilyn B.
Steen, Ada, OK; Pat Storey, Brownwood, TX; Nadine
Strakis, Indianapolis, IN; Melanie Sutton, Flandreau, SD;
Anita Swartzendruber, Wayland, |IA; Helen Szatalowicz,
Stanley, WI; Betty Thorton, Springfield, MO; Susie Tim-
brook, Romney, WV; Doris Todd, Rome, GA; Peggy Tur-
nage, Hayti, MO; Marilyn J. Van Gordon, Campbell, CA;
Grace Van Sickle, Emporia, KS; Betty Voorheis, Harris-
burg, MO; Darlene Voorheis, Harrisburg, MO; Dixie
Waldrip, Gainesville, GA; Terri Walker, Hayti, MO; Sheryl
Wallick, Dover, OH; Nettie May Welton, Wray, CO;
Glenda Wiley, Rockdate, TX; Arlene J. Winter, Junction
City, KS; Lilymae Wittmer, Montgomery, IN; Mary
Witzel, Oak Harbor, WA, Patricia Dunn Worley, Prince-

ton, NC; Wiladene Wurth Silsbee, TX; Jan Yager, Lyn-

wlle IN; Pat Zettlemoyer, Fogelsville, PA.

CATALOG

Complete cassette home study.
® 5 full hours of chant secrets

of auctioneering.
American Academy of Auctioneers COM
{ COURSE $49.95
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Help Promote
and Advance The
Auction Profession

The purpose of the National Auctioneers Association
Auxiliary is to help promote and advance the profession
of auctioneering. Anyone who is a past officer, spouse,
parent, widowed spouse or child of a member in good
standing of the NAA is eligible for membership.

The Auxiliary offers an educational program on
Thursday morning during the annual NAA convention. In
the past such programs have been presented: clerking
sales, working with computers, laws and licenses, secu-
rity on and off sale premises and retirement plans for in-
dependent business persons. Education is one of our
primary goails.

A committee from the Auxiliary is formed each year
to assist the NAA and the host state association in plan-
ning youth activities for the Annual Convention. They pro-
vide crafts for and assist in supervision of youths, age 6
to 18 years, who wish to use the youth activities room. The
committee also assists with supervision on the youth
tours during the convention. Volunteers are always
needed.

The Annual Ladies Luncheon is hosted by the Auxil-

General Interest — All Appearing Weekly in the Collectors
Journal,

We're Here to Help the Auction Business — We'll Even Take
Your Ads on Press Morning if Necessary. Let Our Skilled
Advertising Department Help You With Your Next Auction.

T K

Box 601, Vinton, lowa 52349
I

March, 1984

COLLEGCTORS JOURNAL

iary and the host state association. During this time,
everyone enjoys fellowship, fun and entertainment. AFun

Auction is held to raise money to meet the Auxiliary's
$5,000 pledge to the NAA building fund.

The Auxiliary’'s “pet project” is compiling a written
nistory of the Auxiliary, which also includes a part of the
NAA convention history. The Auxiliary’s pictorial history
éooks will be on display at the new NAA office in Kansas

ity.

All these functions are open and available to anyone
attending the annual NAA conventions, and are not re-
stricted to Auxiliary members only. Auxiliary dues pay for
these activities. An Auxiliary yearly dues statement of $5
will be included with the spouse’s annual NAA member-
ship statement.

With your support, volunteering and by payment of
dues (even if not attending the convention), we can con-
tinue to provide these services and programs.

WE NEED YOU! WE WANT YOU! COME JOIN US!

by Pat Dunning
President

ASSOCIATED AUCTION SCHOOL
Since 1970
/53 Toni Drive
Hurst, TX
76054

"THE “AUCTION” NEWSPAPER

Devoted to Auctions and Auctioneers

Auction-goers in the Midwest Depend on
the Collectors Journal to Find the Best Auctions

and Auctioneers in the Midwest! _
Auction Stories, Features on Auctioneers, and Stories of 1ORS ‘

£e10

coft 30‘3};@5&5 \
[ coLLECTORS
.| JouRNAL

Phone 319-472-4713
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Selling Real Estae at Auction Sminar

by Harvey L. McCray
NAA Executive Vice-President

Selling Real Estate at Auction was the subject of the 1984
NAA San Diego (California) Seminar and 115 auc-
tioneers, their non-auctioneer associates and spouses
thoroughly enjoyed the sunny skies, warm temperatures
and waterfront setting of the San Diego Hilton during the
last weekend of January. The instructors came prepared
to discuss the issues, procedures and methods of selling
real property at auction and though everyone didn't
agree on all of the methods, they did have the opportunity
to return home and to their businesses with new ideas,
which should be beneficial to the members’ auction busi-
ness, and to the profession in general.

B. G. “Gene” Dunnington, CAl, began the Monday
morning session with ideas on how to prepare for the real
estate auction. Gene made the presentation while suffer-
iIng from a bout of the flu.

Charles “Chuck” Layne, CAl, Franklin, Kentucky,
began the afternoon session with the use of ring person-
nel during a real estate auction. Amos Wittmer, CAI,
Montgomery, Indiana, followed up with his ideas on the
use of ring persons and, in addition, provided the regis-
trants with his brand of southern Indiana humor.
Following an evening of dining throughout the San

SRR W B

o

March, 1984

“An Enjoyable and Educational Experience”

Diego area by the registrants, the Tuesday morning sem-
inar session began with a presentation on “Farm and Es-
tate Real Estate Auctions” by NAA President William L.
“Bill" Gaule, CAl, Chatham, lllinois. Bill's presentation
was well received by everyone in attendance and as IS
the case at many similar programs, enough time was not
allowed for his presentation.

Luncheon was served on Tuesday poolside and with
the temperatures in the 70’s, it was hard for the regis-
trants to return to the classroom, butthey did! The attenad-
ance at all three days’ sessions was outstanding and
nearly one hundred percent. Education is the reason for
the NAA members’ attendance and everyone was eager

Continued on P. 63

T T e T oA e e o e e T e e I T R e L o A, T S e ey A D TR

Above: Selling Real Estate at Auction was the subject of the 1984
NAA Seminar. 115 auctioneers, their non-auctioneer associates,
and spouses were present in San Diego, January 23-25, 1984.
Learning was definitely enjoyable in such beautiful surround-
ings. Tuesday's luncheon was served at poolside with the tem-
perature inthe 70’s. -

Below: Despite the alluring warm weather, attendance was out-
standing (nearly 100%)throughout the entire seminar.

#
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FREE RECORD!

c all TOLL FREE for a free record and free

¥ information explaining why you should join

the nation’s fastest growing direct marketing
organization.

You’ll find out how you can start part-time!

And how to win glamorous vacations, new
luxury cars and hundreds of other awards!'

CALL TOLL FREE! There’s absolutely no cost
or obligation! See how to launch a career that

could mean thousands and thousands of extra dollars

for you! Over 6,000 have joined us since 1976!

BIG:- STRONG - SAFE

We are National Toll Free Marketing, the
world’s leader in marketing emergency protec-

tion systems and Toll Free communications ser-
vices ... and we have a spectacular array of other
products: “Carlotta” cosmetics. NTFM vitamins.

The California Plan diet program. The hottest

24

Col. Forrest Mendenhall,

AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

“The Professional Auctioneers’ Choice’”

HALF-MILE HAILER
MODEL S-610
T List: $257.00
Auctioneers Cost: $205.00

‘HALF-MILE HAILER MODEL S-610 — Projects further, louder, clearer than horn hailers

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

MOBILE P.A. MODEL S-310

Auctioneers Cost: $385.00

selling book on closing sales ever written (“The
Closers”). And much much more!

CALL TOLL FREE NOW! The free informa-
tion we’ll send completely explains our products
and services. How to create a sales force of hun-
dreds! How to make big profits!

The call is free! The record is free! The material
1s free! There’s absolutely no obligation! All you
have to do is pick up the phone and ask for 1t!

CALL TOLL FREE

800-824-7888

Ask for Operator #1351. In Alaska or
Hawaii call 800-824-7919, Op. #1351.
Or write: NTFM, Dept. 1351,
3075 Alhambra Drive, Shingle
Springs, CA 95682-8899.

SOUND CRUISER

List: $440.00

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

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

North Carolina residents add 4% sales tax.

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

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

National Auctioneers Association
8880 Ballentine
Overland Park, KS 66214

Dear Sirs:

| have only been in the auction business for 15
months and became an NAA member approximately
three months ago. | have just returned from the NAA Sem-
inar in Memphis feeling more professional than ever. All
of the speakers were knowledgeable, organized, and
well-prepared to teach alarge, significant body of knowl-
edge in a short period of time. | am sure the cost of the trip
will be recovered in a sale | had booked prior to the sem-
inar, but will hold on March 2, 1984. This sale will now be
conducted in a much more professional manner than |
had originally planned. Even if the cost is not recovered
and put in my pocket, it will be recovered in more and
better service to my customer which makes me feel bet-
ter already.

My wife and | will always remember the gracious
hospitality of Harvey McCray, Bill Gaule and Sammy
Ford. They all did a super job. We made many new friends
and enjoyed all of them during all the times we shared
with them.

There are two kinds of auctioneers, anew auctioneer
ike myself will always remember, those who try to keep
the new man out and those who help him reach the stana-
ard levels of professional proficiency. There will always
be a warm place in my heart for all of the fellow auc-
tioneers | met this week. They all seemed interested in my
improvement, monetarily as well as professionally. It is
very evident to me also that they are Iivmg by the stana-
ards that they advocate.

Keep up the good work and | will see you in Minne-
apolis if at all possible.

Yours in Auctioneering,
Bill Forbes
Creswell, N.C.

e CALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT \
(507) 645-4407

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

*We print your name, address & logo on a detachable card - you give them to
\ your clients & prospects. /

Hw@H I@fH

Box 147 Northfield, Mn. 55057

March, 1984

Dear Harvey,

Thanks for all of the time and effort that you put into the
Building an Auction Business Seminar last week. This
was the first National Auctioneers Association seminar |
have attended, and found it to be very worthwhile.

Sincerely,
Richard Crum

National Auctioneers Association
8880 Ballentine
Overland Park, KS 66214

Dear Harvey:

In recent issues I've noticed several letters of com-
mendation to the NAA's Houston Convention. As a first-
time attendee, | agree with all of 'em. A fellow really picks
up a great deal from the fraternity and association of fel-
low auctioneers.

My particular kudo from last summer’'s convention
goes to the bidcalling presentation by Paul Behr ana
Danny Williams—the expertise and enthusiasm of these
two young lads portends happy omens for the auction
profession of the future. In visiting with Danny Williams
after the session, | encouraged him to make a tape of
auctioneering because of his successful 1982-83 World
Championship quest. (Often young people at the zenith
of their advancing careers are so busy that they don't re-
cord events as they happen, and after listening to Danny
| was hopeful that he would put on record his teaching as
well as his auction skills).

Danny has just finished a tape: “IMPROVE YOUR
AUCTIONEERING."” It is one of the most cogent and In-
structive auction lessons that I've ever heard. This tape is
available from THE CHAMPION, P.O. Box 7344, High
Point, North Carolina 27264. This tape is truly an exten-
sion of further education for auctioneers. The NAA Con-
ventions are like good teachers—their influence never
ends.

Here's to a good experience this summer in
Minneapolis.

Sincerely,
Homer Kruckenberg
Great Bend, Kansas
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YES! I'd like to subscribe to ANTIQUE AUCTION REPORT! Send
me six issues (1 year) for only $18.

Name

Address

City State Zip
Check Enclosed MasterCard VISA  Acct. No.

Exp.

ANTIQUE p.o. Box 12830 « Wichita. KS 67277 * (316) 722-9750

AUCTION REPORT
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Reporting The Facts—

And Having Them
Published

The editorial staff of the National Auctioneers Association
appreciates all of you who take the time, and make the
effort, to send articles for publication in THE AUC-
TIONEER magazine. Without your help, itis nearly impos-
sible to cover all aspects of selling real and personal
property at auction. You are the professional auctioneer,
and your expertise is vitally needed!

t is important to include the pertinent facts that take
place before, during and after the event that you are cov-
ering. Articles not appearing in THE AUCTIONEER are
usually not published due to this kind of lack of informa-
tion, rather than because of the actual story content itself.

There are some steps that you can take while pre-
paring a story that will increase your chances for having
the article published:

1) Provide all of the details, plus a name, address and
phone number of someone who can provide any other
necessary information. |

2) Type the story, double-spaced, and make sure to an-
swer the questions; who, what, where, when, how and
why.

3) If a magazine or newspaper article is used, be sure to
include the name of the publication and the page that the
story is located on. This is important because we have to
obtain permission from that particular publication office

Need License
Law Information?

For current license law information, con-
sult the “License law update” in the April, 1983,
AUCTIONEER magazine.

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

NALLOA |
8880 Ballentine
Overland Park, Kansas 66214

March, 1984

Ca e |

before we can reprint the article.

4) Photographs can tell a great deal about a story, if the
photos are clear and representative of the story. Black
and white glossies are available at your local newspaper,
and reproduce very well in the magazine. Remember
also, that newspaper clippings are not reproducible and
that color photos tend to become to dark in the printing
pProcess.

Pictures tell athousand words. Whether you are tak-

ing the picture, or having it taken, be sure that the mo-
ment that is captured explains and describes through
actions, facial expressions and surroundings.
5) DO NOT MARK on the back of the photos! Tape a
piece of paper with the necessary information on it to the
back of the photo. Also, when sending the story, do not
use paper clips! They scratch the finish of the photo.

- 6) Address the article to:

Michele L. Martz

Director of Publications

8880 Ballentine

Overland Park, Kansas 66214

Mark on the outside of the envelope: ARTICLE FOR

PUBLICATION
7) Last but not least, do not hesitate to send an article into
the NAA office. Your story might just contain the informa-
tion that we are in need of for the next issue. If not, we
keep everything on file for future use.

Every auction is important and there is something
that can be learned from each one. By following these
simple guidelines, the process will run more smoothly,
and we can continue to upgrade the informational con-
tent of the magazine and the overall appearance of one
of the finest association publications today.

KRUSE INSTITUTE
AUCTIONEER TRAINING — TWO DAYS
HARD WORK JAM SESSION

March, July, November (Weekend before Indiana State Test) - ONLY $100.00

TRAIN WITH THE BEST — IT MAKES A DIFFERENCE
OR

BUY: KRUSE LIVE TAPE ON BID CALLING — $15.00

Learn how to call bids efficiently and understandably.
OR

BUY: KRUSE BOOK: THE PROFESSIONAL AUCTIONEER

AND WHAT HE NEEDS TO KNOW — $15.00
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 13. Land description and surveys
auctioneer liability 14. Working together
6. Reserve bidding 15. Definition of 276 terms and words
7. Advertising every auctioneer should know or
~ 8. Ringman have available.
A book every auctioneer should have for training or business reference.
OR
BUY BOTH BOOK AND TAPE FOR $25.00
OR

BUY: HOME STUDY COURSE with written material. A great help to orient

you to the Auction Business — particularly those having to take a State Test and
secure a license. Includes both tape and book — all for only $35.00.

TAKE KRUSE 4 HR. WRITTEN TEST BEFORE TAKING OF STATE TEST —
ASK FOR SPECIAL 1-DAY RATE.

CONTACT: Russell Kruse, Kruse Office Building,

Auburn, Indiana 47606 * Phone 219-925-5401
Pd. Adv.
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DEALER AECTIEN

o e

Wholesale

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

Every MONDAY 10 AM.

This is an ABSOLUTE Auction where we sell Tools-Electronics- W atches

Furniture-Carpet - Gift Items-Household Goods and many other items
to the HIGH BIDDER.

ALL NEW MERCHANDISE SOLD — LARGE AND SMALL LOTS

NO JUNK

Terms of Payment: Cash or Certified Check
(WE SHIP — CALL OR WRITE FOR FREE CATALOG.)

PHONE (404) 234-5946 | GA. AUCTIONEER LICENSE NO. 129
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Ring Man
Ring Person
- Grounds Man
Grounds Person

AL THOMPSON was born and reared in
Two Mile, West Virginia. He is a Military
Veteran of more than twenty years ser-
vice. He has been in the Auction profes-
sion for some fifteen years and is known
across the County as one of the best ring
men non-pareil.

A CAl Graduate—Author of a soon to be
published book “The Ring Man ... An
Unsung Hero”"—and a Teacher per ex-
cellence! He has trained many ring men,
some of which have become successful
businessmen in the Auction profession.
He has led several seminars at State As-
sociations and he is currently on the Staff
of Auctions by Fisher, Pompano Beach,
Florida.

A BREAK-THRU IN NUMBERING
— SAVE TIME — SAVE MONEY —

PRINTED NUMBERS — STOPS ERRORS
EASY TO READ — EASY TO APPLY
Put away your numbering machine and marking
pens. Number as you progress in a sale.
Number your tags and buyer cards from No.
1 to as high as needed. Number your Clerking
and Buyer Registration Sheets to match the

tags and buyer cards, No. 1 up, 20 to each page.
— WRITE FOR FREE SAMPLES TO —

STOCK YARDS PRINTING (CO.

1613-A Genesee, Kansas City, Mo. 64102

March, 1984

by Al Thompson, CAl
NAA Member

However you label him/her, they still boil down to ... “"THE
UNSUNG HEROS"!!

That statement, my friends, is rather profound. It may
cause some eyebrowstorise, some egostodetflate some-
what, and the pride of other Auctioneers to smart. The
“ringman’” is the “all star”, sometimes hidden compo-
nent, so glaring that most Auctioneers don't realize the
importance of this valuable asset of his team.

| had one Auctioneer several years ago hire me and
my staff to assist him with a large antique Auction. He ad-
vised us, prior to the sale, that all he wanted us to do was
hold up items and he would call the numbers and take the
bids. He informed me that he had very good peripheral
vision and he did not allow anyone to take bids but him.
He reasoned that by doing things “his way", he would
know where his bid was at all times and his crowds were
sophisticated and would not tolerate a boisterous atmos-
phere”. He also informed me that the reason we were
hired was that one of his major consignors insisted he
employ us or he would not allow him to sell his items.
almost went home . . . but | did not and I'm so glaad
that | didn’t. This Auctioneer is now one of my dearest
friends. He is now a believer! He and three of his staff
came to Florida and trained with my people and, after five
days of hard work, they were “ontheir way" as an integral
part of ateam!

Now, I'm not advocating that | train anyone . . . but,
Mr. Auctioneer, if you are not conducting an ongoing
training program for your ringmen, you are guilty of gross
neglect to your company, to yourself as an Auctioneer,
and, more importantly, to your seller. Good ring person-
nel can make an average Auctioneer shine like a star!

There are some very important things that | will not
cover in this article for reasons that to some are quite evi-
dent. Some of those things, such as code words, hand
signals, runs, and so forth, are so antiquated and are
common knowledge to Auction goers that | don't feel they
need discussing.

When | first started my Auction business, | started
with three ringmen that had never been to an Auction. |
don’t have to tell you how embarrassed and helpless |
felt. We began a training session the next day that is con-
tinuing until this very day, some fifteen years later.

Below | will now list some of the things that | insist my
ringmen do and don't do.

1. Dress like ateam—whatever you wear, make sure it
's clean and in good repair.

A. We use blazers, trousers, shoes, caps, shirts,
and ties that all match. There is no doubt in any-
one’'s mind who is a part of the Auction Team at
all of our sales!

2. Have a pre-auction team meeting the day before the
sale and at least fifteen minutes before sale time.
Things change right up to sale time and the entire
team needs to be apprised of what you are going to
do.

Continuedon P. 64
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Broadcast media,
audio-visual now In
advertising contest

NAA members are advertising on radio and television,
plus promoting their services with audio-visual presen-
tations. In response to their efforts, the NAA Board of Di-
rectors added a Broadcast media/Audio-visual category
to the annual convention advertising contest last year. It
was a successful contest with many creative, fresh new
Ideas for auction advertising. This could be your year to
win, so start thinking about what you want to submit now.

Rules adapted to “electronic” entries

Because of the playback equipment necessary to
judge entries in the Broadcast media/Audio-visual cate-
gory, plus other considerations, specific contest rules
have been adapted to the new “electronic’ entries.
Therefore, read all the following requirements which also
Include a separate entry form.

All entries into the Broadcast media/Audio-visual
contest category must include display of the NAA em-
blem or statement that the auctioneeris an NAA member.

Broadcast media

One radio 60-second commercial, or one radio
30-second commercial on one/eighth inch tape cas-
VHF, video tape cassette, rewound and ready to play
(entries on three/quarter inch video cassette cannot be
accepted).

One radio 60-second commercial, or one 30-sec-
ond commercial on one/eighth inch tape cassette, re-
wound and ready to play (entries on eight-track, reel to
reel, or mini-cassette cannot be accepted).

You are permitted to enter one television commer-
cial, and one radio commercial.

Audio-visual

One tape recorded presentation used in promotion
of your auction service, or in promotion of a particular
auction, on one/eighth inch tape cassette, rewound and
ready to play (entries on eight-track, reel to reel, or mini-
cassette cannot be accepted).

One slide presentation with sound, in promotion of
your auction service, or in promotion of a particular auc-
tion, in slide tray(s) with accompanying one/eighth inch
tape cassette. (Do not submit slide presentation and
script. Also, if your presentation requires a special type
of playback equipment otherthan a common “carrousel”
slide projector, it's possible that the NAA staff may not be
able to locate that special piece of equipment. Check
with the NAA office before entering.)

One film presentation with sound, either 16mm or

8mm loop cartridge, promoting your auction service or a

particular auction. (Do not submit film and script. Also,

the same special equipment consideration as described
for slide presentations applies to film equipment.)

You are permitted to enter one promotional tape re-
cording, one slide presentation, plus one film entry, or
any combination.

Any questions? Call the NAA office to discuss your
concerns regarding entries into the Broadcast media/
Audio-visual category. Awards will consist of one winner
in the broadcast media section and one winner in the
audio-visual section. Winning entries will become part
of the NAA archives; “one of a kind"" winning entries—
films and slide presentations, for example—will be
duplicated.

More contest information

The rules for the Advertising Contest will be pub-
ished in each AUCTIONEER between now and July, so
that everyone will have time to prepare entries for the
1984 Contest. Awards will be presented at the Awards
Festival of the 1984 NAA Convention, Friday, July 20.

To enter, photocopy or retype the correct entry form
(one completed form for each contest print 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 contain the
statement that the auctioneer is a member of the
NAA.

2. Entries must be submitted to the NAA office—three
copies of each print entry—by July 1, 1984.

(An entry into Category H must consist of a set of
three items—one piece of your auction business letter-
head, one of your auction business envelopes, and one
of your auction business cards. The letterhead and the
card must both display the NAA emblem, or state that the
auctioneeris an NAAmember. The envelope is excluded
from the rule. To this set of three items attach the entry
form. The NAA office must receive 3 full sets of your auc-
tion business stationery to complete your entry.)

3. Entries must be on the current year sales (July 1,
1983, through June 30, 1984).

4. Each member entering the contest can select an
entry to be represented in any of the particular cate-
gories. Limit is one entry, per member, per category.
Each entry must be labeled, or clearly marked, as to
the category for which it is being entered. (NOTE: If
the advertising is not labeled as to which category it
s being entered, it will not be submitted to the
judges, and additional advertising pieces will be
maintained in the NAA office for reference only.)

AUCTIONEER




5. Members of the Advertising Committee are not eligi-
ble to compete for an advertising contest award.

6. Previous year winners—those who won an award in
1983—are not eligible to compete in the category in
which they wonin 1983, butthey may enter any of the
other categories.

7. Of the three samples submitted for each entry, one
copy will be maintained in the NAA office; one copy
will be maintained for judging; and the third copy will
oe displayed for viewing by the convention regis-
trants, after the awards are announced.

8. Two first place awards will be presented in each
print category; one for one-color ink on paper; and
the second for multi-color ink on paper. Two first
place awards will be presented in the broadcast/
audio-visual category: one for the best broadcast
media commercial; one for the best audio-visual
presentation.

9. A"Bestof Show" award will be presented to the best
entry submitted for the contest (and will not be in-
cluded inthe other award categories).

10. The categories are as follows:

Commercial and Industrial

. Farm (an operating farm liquidation)
Real Estate

. Antiques

"Specialty” (cataloged sale)

Consignment Sales with General Household and
Estate Liquidation

g. Institution (auction firm promotion)
h. Auction Business Stationery (letterhead, plus
envelope, and business card)

. Broadcast media/Audio-visual

Remember, all NAA members are eligible to enter
their advertising (three copies of one entry per print cat-
egory), but reference to the member's NAA affiliation
must be displayed on the advertising piece, in the com-
mercial, or in the audio-visual presentation (NAA em-
blem, or “dohn Doe, Member, National Auctioneers
Association”). |

tis not too early to select your best auction advertis-
ing for the above categories, and submit it to the NAA of-
fice by July 1, 1984. Be sure and have a completed entry
form attached to the set of three examples for each print
entry. Any questions concerning advertising rules or
contest procedures should also be directed to the NAA
office.
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CALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT
(507) 645-4407

Clerking Sheets
A Kwick Klerk Exclusive!!
Individual, snap-out slips
The fastest system going

Some say the time saved pays for them
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Box 147 Northfield, Mn. 55057

March, 1984

SUBMITTED BY

ENTRY FORM

(Broadcast media/Audio-visual only)

National Auctioneers Association
1984 Advertising Contest
NAA Annual Convention
Minneapolis, Minnesota

Please type or print.
CONTEST CATEGORY |. Broadcast media/Audio-

visual

(name of NAA auctioneer advertiser)

STATEMENT OF PURPOSE FORTHE ENTRY

CHECK ONE
TELEVISION, 60-SECOND
TELEVISION, 30-SECOND

RADIO, 60-SECOND

RADIO, 30-SECOND

PROMOTIONAL TAPE RECORDING

SLIDE PRESENTATION WITH SOUND

1omm FILM WITH SOUND .

8mm FILM LOOP CARTRIDGE

LENGTH OF TIME IF AUDIO-VISUAL ENTRY

DEADLINE FOR ENTRIES: July 1, 1984

Photocopy or retype this form. Include one completed
form for each entry. Send all entries to:

Advertising Contest
National Auctioneers Association
8880 Ballentine
Overland Park, Kansas 66214

Print Category Entry formP. 33
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? RECEIVE COLORED GEMS ON CONSIGNMENT! .
. L
) Dear Auctioneer, Each gem is guaranteed to be genuine and has (¥
: been weighed on a laboratory jeweler’s balance to i

We have been instructed to dispose of a vast quan- 1/100 of a carat accuracy.

W tity of genuine gems. They are to be sold in your . | | e s
B auction regardless of price and with no minimum You do not need prior experience in selling jewelry X
or_reservation. to assist us. Simply add them into an upcoming
H sale and sell them. =
Y They are beautifully hand-cut, polished, and ready | | .

o for mounting by your customers. Magnificent Ruby, These fine gems will be sent to you at no cost or
Emerald, Sapphire, Opal, Amethyst, Blue Topaz, obligation. They will arrive by first-class mail, in- .
Y Garnet, etc. sured. They will be listed on (1) page of easy to ¢
= read paper with a place to post the selling price. H
A Our company has, for many years, specialized in An easy to use postage-free return envelope will
the mining, cutting, polishing and distribution of be provided for your convenience. ¢
] fine gems. "
A To get a quick answer to any question you may
Recent economic developments have allowed us have, before or after the sale, simply call our of-
J to acquire great reserves of these fine gems, which fice collect. 8
we, in turn, now offer to you for auction. A
Many auctioneers who have sold these fine gems
They are easy to sell and produce spirited bidding. in their sales tell us that they make enough com- g
mission in the 10 minutes it takes to sell themto A
These fine gems are handsomely packaged and pay for all of their labor costs for the entire sale!
come with accompanying documentation. We pro- N
vide a 30 day ‘‘no questions asked’” money-back These fine gems will provide interest, color, and ¢
guarantee of satisfaction to your customers. variety to your sales. Plus a good commission to "
you -- Nothing to buy! No obligation! No Risk!
All you have to do is sell them, take your normal ’
commission, and send us the proceeds. Please write today or, better yet, CALL COLLECT  f®
for full details.
Each shipment will contain (15) lots with each lot | i
being (1) gem, which normally sell for between Thank you and good selling! a
$30 and $300 each, depending on size, etc. ]
Bot- Fruntice .,
Bob Rountree, General Manager {
< 1 P - : e
Consolidated  Equity :
ASSOCIAICS CALL COLLECT ¢
.O. DRAWER 801216 A
ALLAS, TEXAS 75380-1216 -
(214) 462-1707 &

32

AUCTIONEER




ENTRY FORM

(Print categories only)

National Auctioneers Association
1984 Advertising Contest
NAA Annual Convention
Minneapolis, Minnesota

Please type or print.

CONTEST CATEGORY

(Include letter and name of category)

SUBMITTED BY

(néme of NAA auctioneer advertiser)

NUMBER PREPARED _

NUMBER DISTRIBUTED

HOW DISTRIBUTED

BRIEF DESCRIPTION OF AUCTION

DEADLINE FOR ENTRIES: July 1, 1984

Photocopy or retype this form. Include one completed
form for each entry, three samples of the advertising
perentry. Send all entries to:

Advertising Contest
National Auctioneers Association
8880 Ballentine
Overland Park, Kansas 66214

NAA Job Market

Do you need another Auctioneer for that extra large auc-
tion or that heavy auction schedule? | am seeking part-
time or full-time employment with a reputable auction
firm.  have ten years experience in all aspects of the auc-
tion profession, and have conducted all types of auc-
tions. | am young, ambitious, and enjoy the auction
profession. | am a member of the National Auctioneers
Association and am currently serving as a state associa-
tion officer. Presently, | am located in the North Central
United States area, but will consider traveling or possibly
relocating. Contact: -
National Auctioneers Association
8880 Ballentine

Box 1234

Overland Park, Kansas 66214

Do YouKnow
These Auctioneers?

The NAA office has made repeated and varied attempts
to contact the following NAA members, sothat THE AUC-
TIONEER and other Association mail can be delivered to

them. If you know any of the people listed below, please

have them CONTACT THE NAA OFFICE AS SOON AS
POSSIBLE. If no correct address can be determined for
the NAA members listed below, they will be REMOVED
FROM THE NAA MAILING LIST.

Samual Joseph Doak, 1916 East 12th Street, Rock [s-
land, IL 61201,
Mark L. Smith, 305 North Pine, West Union, |IA 52175.

Closeout JEWELRY 55¢ doz.
Catalog — 25¢

Roussel’s 107-190 Dow Ave.
Arlington, Massachusetts 02174-7199

March, 1984

State Association Conventions—Dates and

Locations

Convention dates State Associations Hotel/Motel City State Association

Contact

March 9 Kansas Holiday Inn, Rex B. Newcom
Hutchinson

March 25 lllinois Mt. Vernon Roy Lawson

April 8 lowa Airport Hilton Inn
Des Moines

April 13-14 Arkansas Camelot Inn, Louise Appling
Little Rock

April 29-30 Kentucky Lexington Danny R. Ford

May 5-6 Missouri Holiday Inn, Doran Livingston
Osage Beach |

May 5-6 Nebraska Nebraska Center Marvin Caspers

May 5-6 Oklahoma Ray Patterson

May 5-6 Washington Mayflower Park Hotel, James Murphy
Seattle

May 7 New Hampshire Ashworth By the Sea Stephen H. Schofield
Hotel, Hampton Beach

May 19-20 South Carolina Columbia Phyllis Pinckney

June 3-4 Georgia Columbus FreddiHagin

June 6-7 Wisconsin Robert J. Massart

June 7-8-9 South Dakota Charles Sutton

June 8-9 Texas Marriott, 6121 135N K.L. Espensen
atU.S. 90, Austin

June 17-18 West Virginia Blackwater Falls, Davis  Anthony Felosa

State auctioneers associations provide the above dates, cities, and meeting facilities

for their conventions. For more information about the above meetings, contact the re-

spective state association directly.
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Thé running °; V;ur- auction:s will be a;
«“SIMPLE AS ABCs”

With a proven, fast and easy to use computer system —

- - - -

egistration Throughout Sale

® Sales Entry

® Nlumerical Catalog of Lots
® Sale Tally and Summaries
® Consignors Summaries

® Automatic Calculation
® Mailing Labels

designed for you the auctioneer and developed In the
® Buyer

field by people who understand your needs.
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Designed to run on the Apple Il Plus* completely port-

able computenr
Heavy Duty Carrying Cases with Wheels for Air Shipping

and for Local Travel.

g

Ledger, Mailin

“*Trademark Apple Computer Co., Inc.

=50,

Software available for Payroll, General

Lists,
"Copyright
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AUCTIONEERS BUSINESS COMPUTER SYSTEM

62 Seviand Road
Newton, MA O2159

Harriet M. Finn
(617)527-5563

AUCTIONEER
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“We Strlve for a

Editor's Note: This article was reprinted with permission
by COLLECTORS JOURNAL weekly publication, Vinton,
lowa. Article was published in the February 3, 1984 edi-
tion and written by Maureen Collins.

Dallas, Texas—

Joe Small's Antique Auctions are held on Monday
and Friday evenings beginning at 7 p.m.

At 4 in the afternoon the tall, stately auctioneer can
be found in a conservative suit and tie, out on the gallery
floor discussing with potential bidders the assets of the
merchandise to be offered that evening at his large
gallery.

Small has owned a large auction business in Dallas
for the past five years. He has taken the finer points of
professional auction facilities and combined them into a
high caliber gallery which is renowned throughout the
southern part of the United States.

Atthe main foyer is a pleasant reception area where
a young lady greets the incoming people and directs
them around a carpeted hallway towards the gallery. At
the end of the hallway is an open and airy room where the
auction takes place.

Above, oak blade ceiling fans swreh, greenery and
soft classical music surrounds the bidder. Underfoot, the
deeply hued plush carpeting muffles unnecessary sound
and soft spotlights highlight the two hundred or so lots of
polished antique furnishings which array the perimeter of
the room—all European antiques.

Small smiles when he hears that the writeris fromthe
Midwest—he was born in South Dakota himself. He
notes that he graduated from the Missouri College of
Auctioneering and has had the opportunity to teach at
the college in past years as an instructor for several
sessions. |

One cannot help but note that the same warm com-
fortable air of the gallery is emulsified in the man who
owns it. -

“| have a diverse clientele,” he says. "They are so
important and yet so commonly overlooked—auctions
are not as popular here in the south as they are in your
part of the country. People come to an auction to be com-
fortable and in a sense be entertained—but profession-
ally so.

“We have strived to promote an atmosphere that IS
comfortable and dignified,” he said.

One side of the gallery is smoking and the other set
of cushioned seating is restricted to non-smokers. Above
the heads of the non-smoking section are smoke-eaters.

Another touch is the concession—catered by a lady
who delights the bidders with stuffed croissants and egg
salad on whole wheat.

The auction block itself is a lit raised platform upon

March, 1984

Comfortable, Dignified Style Auctloneermg”

which sits a gleaming green Ford truck with an oak back-
drop softly lit by a pair of 10-foot gasoline pumps.

The effect Is polrshed and theatrical. The auction it-
self is staged in two sessions. Behind the raised auction
block are rows of antiques which are brought to the front
by upwards of 20 ringpeople (four of whom, in suits,
gather bids throughout the sale)

At9 p.m. the ‘gallery” is sold. Around the perimeter
of the main gallery floor the very finest antiques to be sold

~ that night have stood at attention under spotlights and at

the appornted time the auctioneers move from one item
to the next in the row selling the best of the auction in
succession.

Onthe gallery floor onany given nightmink coats and
diamond earrings lounge next to blue jeans and cowboy
boots as the bidders gather under the Small podium. En-
tertainment, buying spree or history lessons, the Small
Auctioneers Inc. satisfies them all.

“On any given evening we offer around 200 Euro-
pean antiques plus a small number of American antiques
from local areas,” said Small. “We cater to our buyers |
have four auctioneers who work at the auction in split
segments. They are educated men who know the mer-
chandise they sell—something that is imperative in the
auction business.

“Your people want to know what an item is before
they buy and they must have confidence in the auc-
tioneer's knowledge of what he sells,” he said.

“Inthe past we have offered seminars to our patrons.

We bring people into our facility and teach them how an

auction works, how to bid and what to look for when pur-
chasing an antique—all of these things are important in
the auctioneering field—not only here but all over. The
auction field is growing and in Texas a bit more slowly,
but the auction style here is different.”

tis different—it is marvelous.

y/
CALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT
(507) 645-4407

Personalized Bidder Numbers
Perfect way for qualifing your buyers
Your name printed in a second color

Give them a try - we know you'll | ke them

Kuwick Rlerk

Box 147 Northfield, Mn. 55057
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Convention Update

Who May Attend

To clarify who may attend an NAA convention, the follow-
iIng Board of Directors’ policies apply.
1. NAA member auctioneers must register themselves,
family, and non-auctioneer business associates for the
entire program, no partial registrations.

Under no circumstances will a non-member auc-
tioneer be allowed to register foran NAA convention.
2. 0nly NAA auctioneers can attend NAA sponsored
functions. If an auctioneer works foran NAA member, that
non-member auctioneer employee must first join the
NAA—full membership—in order to attend an NAA
convention.
3. On the other hand, non-auctioneer employees—
clerks, cashiers, ringmen, secretaries, etc.—can attend
NAA conventions only when they are accompanied by
the NAA member employer.

4. NAA spouses can attend the convention without the

NAA member, but the spouse must pay the full conven-
tion registration cost.
Any questions about convention attendance should

be directed to the NAA office before you send in your
registration.

Win $50, $150 in NAA Membership Contest

At the Minneapolis convention, July 17-22, 1984, you can
be $50, even $150 richer when the NAA Board of Direc-
tors announces the winners of its 1983-1984 membership
contest. The money awards will be presented to individ-
ual NAA members for sponsoring the most new members
inagiven region, a special auction school category, plus

- oneoverall winner for the entire nation.

Now is the time to get started. The May, 1984, AUC-
TIONEER will contain a form that you'll use to list the
members you've sponsored between October 1, 1983,
and June 30, 1984. It is your responsibility to keep track
of your own list, and that list will be varified by the records
kept at the NAA office.

Only those NAA members who complete and submit
the contest form to the NAA office, postmarked on or be-
fore June 30, 1984 will be considered for the awards.

Only applications signed by current NAA members
In good standing will be counted as acceptable entries
for tabulation. Furthermore, a new member will only be
credited to the NAA sponsor if and when that new mem-
ber pays all dues, both NAA and reciprocal state dues
when applicable, and submits an official sponsored NAA
application.

Below are the awards and regions for the member-
ship contest.

One winner from each region will be named as the
NAA member sponsoring the most new members within
the respective region. Cash award is $50 each regional

‘winner.

South—Alabama, Florida, Georgia, Kentucky, Missis-
sippi, North Carolina, South Carolina and Tennessee.

— =

Southwest—Arkansas, Arizona, Colorado, Kansas,
Louisiana, Missouri, New Mexico, Oklahoma, and Texas.
North Central—Illinois, Indiana, lowa, Michigan, Min-
nesota, Ohio, Wisconsin, and the Canadian province of
Ontario. |

East—Connecticut, Delaware, District of Columbia,
Maine, Maryland, Massachusetts, New Hampshire, New
Jersey, New York, Pennsylvania, Rhode Island, Vermont,
Virginia, West Virginia, and the Canadian provinces of
Quebec, Newfoundland, New Brunswick, Prince Edward
Island, and Nova Scotia.

West/Northwest—Alaska, California, Hawaii, ldaho,
Montana, Nebraska, Nevada, North Dakota, Oregon,
South Dakota, Utah, Washington, Wyoming, and the Ca-
nadian provinces of British Columbia, Alberta, Saskatch-
ewan, and Manitoba.

Because instructors and staff members of auction
school are directly involved with a great number of pro-
spective NAA members, a separate auction school cat-
egory winner will be named and awarded $50.

Only auction school instructors or staff members
who are NAA members are eligible to participate through
this special category. Conversely, auction school instruc-
tors and staff members are not eligible to participate In
the regional competitions. The official entry form in the
May AUCTIONEER will allow you to indicate that you are
employed by an auction school.

A grand prize of $150 will be awarded to the NAA
member who sponsors the most new members between
October1,1983 and June 1,1984. The overall winner can-
not also be named as a winner in his or her region, and
cannot be an instructor or staff member at an auction
school.

Begin your contest winning program to recruit the
most new NAA members, and win a cash award at the
Minneapolis convention. Sponsor eligible, prospective
NAA members, and keep arecord. You will have to list all
members that you have sponsored, from October 1, 1983
to June 30, 1984, on the membership contest form ap-
pearing in the May, 1984 issue of THE AUCTIONEER.

Also, you are not limited to sponsoring new mem-

bers from just your region. You can sponsor a new mem-

berregardless of where that prospective member lives.
Any questions? Contact the NAA office directly for

additional information regarding the 1983-1984 NAA

membership contest and how you can participate.

FORT SMITH
AUCTION SGHOOL

Ft. Smith, Ark. 72903 — (AC) 501 -646-1181
Gin T G i e R

QUALITY TRAINING SINCE 1947

TERMS
FEB. — JULY
NOV.

APPROVED CALL

“

|
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Wednesday, July 18

Pre-Convention Tours
Registration .
CAl Educational Seminar
Reception & Entertainment

Thursday, July 19

Registration

Workshops

Ladies Educational Seminar
Kickoff Luncheon

Youth Tour (Optional)

1984 Fun Auction

Youth Activities

MINNEAPOLIS CONVENTION

HIGHLIGHTS

Tuesday, July 17

Pre-Convention Tours

GRS

Friday, July 20

Workshops

Youth Tour (Optional)
Auxiliary Annual Meeting

Affiliate Organization Receptions
1984 Awards Banquet and Festival
Youth Activities |

Saturday, July 21

NAA Annual Meeting

Elections of Officers & Directors
Youth Tour (Optional)

1984 President’s Banquet
Youth Activities

Sunday, July 22

Conventioneers Depart

HYATT REGENCY@ MINNEAPOLIS
®

1300 NICOLLET MALL
MINNEAPOLIS, MN 55403

Single—$69

Double—$84

(Plus 6% State Tax, 3% City Tax, 2% Oc-
cupancy Tax per day.)=11% total tax.
(Contact hotel directly for information on
suites. The telephone number is: (612)
370-1234.

CHECK OUT TIME 12 NOON
CHECK IN TIME 3 PM

To enable us to confirm your request, your RESERVATION MUST BE RECEIVED at the NAA office by Friday, June 15th.
Your room will be held until 6:00 p.m. unless guaranteed. Guaranteed reservations must be cancelled by 4:00 p.m. onthe

The 1984 National Auctioneers Association

Convention '
Name

Firm

Address

City State

Zip

Name(s) of other occupants

Date of arrival

Time of arrival

date of arrival or you will be charged for the night.

following:

Please hold room on payment guarantee basis using one of the

4. VISA #

Date of departure

5. Carte Blanche #

1. American Express #
2. Diners Club #

Expiration Date

Signature

3. Master Charge #

Phone #

" Please Return Hotel Reservation Form to the NAA—8880 Ballentine, Overland Park, KS 66214

March, 1984
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For That Antique, Estate or Collector's
Auction Be Sure to Use

NEW
MICHIGAN YORK

=CILE Antiqueweet

WEST

VIRGINIA Current PAID circulation 33,357

“TRI-STATE TRADER

P.O. Box 90TA, Knightstown, Ind. 46148 Call TOLL FREE TO RESERVE ADS OR FOR INFO.
gl oty el e d e NC'NY OH PA SCTN VA WV WI DC 1-800-£284156
DRIVE and, yes, FLY LONG DISTANCES ~ Indianapolis & NE suburbs 326.2235
Circulated primarily in Illinois, Indiana, Eastern Iowa, Ken- ' Rest of Indiana 1-800-382-1050
tucky, Michigan, Missouri, western New York, Ohio, western Other States (not toll-free). Phone 317-345-5800 or 317-345-5133
Pennsylvania, West Virginia, Wisconsin. Our 16th Year. TOLL FREE HOURS: 7 am-5 pm Mon. thru Fri. and Sat. 8 am-12 noon.

. . . . . ; 1 ) . A -~ Y ik A,
AntiqueWeek/Tri-State Trader has more antique auctions in the Evenings after 5 and Sat. pm & Sundays BY CHANCE

Mid-Central states than any other publication in the world! Re- De,livered every Monday in 'mOSt StateS.

sults guaranteed or no pay! (Inclement weather excepted). Ask for

a show of hands. Yes, we're that sure and you'll be surprised! Normal Ad Deadline: 9 am every Wednesday for next Mon-

Free Samples Sent *o Auctioneers on Request day dehve:ry. Ads taken until 8:30 am Friday, but please re-
Auctioneers receive commission on subscriptions — Call or write. serve earlier. (Small Surcharge for late ads aft?l' 9 am W’c:?d'
40% off on regular rate to auctioneers. You may call TOLL-FREE nesday.) Gelco or other courier or express mail (post office

to subscribe. Higher commission if you SELL subscriptions as an to post Ofﬁice IS $5-85 an_d OK) recommended for late ads.
agent. | Special delivery is good insurance.

S Good Reasons Why Farmweek Is The Leading
Farm Weekly of Indiana, Western Ohio & Kentucky

1. Most circulation — 23,138 Paid Subscribers. Average Mailed 27,458 (six
months average January-June, 1983)

2. 'ABC Audited circulation — Indiana’s Farmweek is the only farm weekly
that is a member of Audit Bureau of Circulation. Farmweek'’s circulation
is, therefore, proved to advertisers.

3. More area auctions — Auctioneers can test results at every sale. That's
why they pick Farmweek.

4. More classified ads than any other area farm publication. Classified ads are

the eyes and ears of subscribers who choose the one with the best
response. It proves Farmweek’s pulling power.

5. More farm implement ads than any other area farm publication, proved by
the pulling power of used equipment ads.

[ AUCTIONEER SUBSCRIPTION SPECIAL

Auctioneers are entitled to 40% OFF on regular mail subscription price of
Farmweek.

Write or call toll free and mention you are an auctioneer for a 40% discount
subscription offer or free sample copy.

TUCKY  _-~}
Higher commission to auctioneers for SELLING subscriptions, call and ask! ' ;' g #I;ubllillr?:rs of
e e — = D i s e e e M L
' AntiqueWeek/
PHONE TOLL-FREE Tri-State Trader

For Advertising Info outside Indiana 1-800-428-4156.
Indiana 1-800-382-1050 or Indianapolis North/East 326-2235
or Phone 317-345-5133

Deadline: Reservations due by Noon Monday for Thursday delivery.
Copy due by 9 am Tuesday. P.O. Box 90, Knightstown, Ind. 46148

AUCTIONEER




State Association Reports

Pictured immediate
right: Past Presidents of
the Virginia Auctioneers
Association. From left to | § o\
right (seated): Richard ¢

Wright, Jim Vaughan, -
Jake Horney, Dave Bum-
pass, Clarence Mar-
shall, George Gartner;
(standing) Howard Her-
ring, Sonny Laws, CAl
Harold Entsminger, Cal- W
vin Jones, Vince Kopek,
CAl, Steve Sheets, CAl,
Jon GooK, Stairord
Shewey. '

judges gavel.

The Virginia Auctioneers Association convened January
6, 7, & 8th at the Sheraton Inn-Military Cr., in Norfolk, Vir-
ginia. A total of 150 auctioneers and their families at-
tended the weekend festivities.

The weekend began with Friday's pre-convention
activities. Seminars were held that afternoon with the first
topic discussed “License Law Update”—Vince Kopek,
CAl; chairman of the Auctioneers Regulatory Board
briefed those present on the status of the law. Following
the completion of the “Administrative Process Act’ the
law should become effective by mid-summer. Sonny
Laws, CAIl, Ron Tull, CAl, and Robert Ritchie, Auctioneer/
Attorney, presented an informative discussion on the
“Rights, Duties and Responsibilities of the Auctioneer.”
This covered many aspects of auctions and auctioneer-
ing and helped educate those present on sound busi-
ness practices and the Virginia law that governs the
auction profession. | |

An Early Bird Social, sponsored by Jack Peoples
and Son was held that evening and concluded the day’s
activities.

The President’s luncheon Saturday kicked off a full
afternoon of workshops covering a wide range of topics
such as Computers—by Harriet Finn, Auctioneers Busi-
ness Computer System; The Paper Chase (fraudulent
checks); North Carolina License Law Up-Date by Exec-
utive Director of the North Carolina Auctioneers Licen-
sing Board; and How to get your Money’s Worth from
Newspaper Advertising. The final workshop was a re-
make of the skit shown at the National Convention in
Houston on the right and wrong way to book an auction.
Jim Vaughan had a very obviously WRONG presenta-
tion, and Sonny Laws presented a very smooth RIGHT
WAY. The skit was as much fun as it was informative.

The evenings festivities began with an Awards Ban-
quet. After the meal, the following awards were given to
the winners of the Advertising contest:

Commercial & Industrial
Color Stafford Shewey

March, 1984

Pictured far right: 1983 President Gaines Dicker-
son, CAl; began the fund auction by selling an old

(Tie) Vaughan Auction Co.

Black & White J.G. Sheets & Sons
Farm

Color Vaughan Auction Co.

Black & White Dick Heatwole
Real Estate

Color Vaughan Auction Co.

Black & White Dick Heatwole
Antiques

Black & White Dick Heatwole
Special Categories:
Institutional

(Auction Firm Promotion)

(Tie) Vince Kopek & Dick Heatwole
Newspaper

Roanoke Land & Auction

- Other awards presented were: 1983 Virginia State
Champion Auctioneer—Ted DeBruhl of Fredericksburg;
and the 1984 Auctioneer of the Year Award went to
charter member Richard Wright. |

Entertainment followed provided by Joe Vick and
the Flat Land Cloggers. The Fund Auction was a great
success and was also the setting for the first "Rookie
of the Year" award. Competitors must have been an auc-
tioneer for one year or less. Thisyear's winner was James
Ellers of Laneview. |

We were very pleased to have Sammy Ford, CAl,
President-Elect of the National Auctioneers Association
to be with us and speak Sunday morning on “News ana
Highlights of the NAA” and “Promoting Your Auction
=irm.” Following the business meeting, Mr. Ford installed
the officers for 1984.

Ladies attending the convention were entertained
Saturday afternoon with a fashion show presented by
LaVogue, and on Sunday morning by the “Amazing Mr.
Zodiac"” anillusionist.

The convention was an educational, fun weekend,
and we all look forward to next year in Abingdon.
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AUCTION FEVER: SALES ARE HOT WITH HOUSES ON INDIO CONDOMINIUMS, LAND BRING $7 MILLION—
THE BLOCK—OAKLAND TRIBUNE THE DESERT SUN (PALM SPRINGS, CA)

REAL ESTATE GOING...GOING...GOING...UP FOR $4 MILLION IN HOMES GOING, GOING-GONE—

BID—DAILY PILOT (NEWPORT BEACH, CA) THE BAKERSFIELD CALIFORNIAN

GETTING BARGAIN HOUSES ON THE AUCTION BLOCK— AREA MAY SEE INCREASE IN REAL ESTATE AUCTION
MONEY MAGAZINE SALES—SEATTLE TIMES

AUCTIONS GIVE HOUSING A SHOT OF LIFE—  AUCTION SELLS HOME EVERY 32 MINUTES—
SAN FRANCISCO EXAMINER MINNEAPOLIS STAR AND TRIBUNE N ATIONWIOE AUCTION COMPANY)

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

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

BROKERS/AGENTS:

B Offer this additional successful marketing technique to your clients. B There are many advantages to a
public sale (Auction). H Learn what they are and offer this alternative to your clients. B Give yourself and your
company this important edge. B Auctions can produce sales where all other marketing techniques fail.

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

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

About the Author: Melvin A. (Mel) Giller. Realtor—Auctioneer. Over 20 years background in real estate sales, sales
management and marketing. A nationally recognized author, lecturer and instructor on the Marketing of Real Estate by
Public Sale. He is the founder and President of Nationwide Auction Company, with offices in Newport Beach, California,
Tucson, Arizona and Chicago, lllinois.

FROM MID YEAR 1981 THROUGH MID YEAR 1983 NATIONWIDE AUCTION COMPANY AUC-
TIONED OVER ONE THOUSAND PROPERTIES FOR A GROSS VOLUME EXCEEDING 145 MILLION
DOLLARS. THE LIST OF PROPERTIES AUCTIONED INCLUDED SINGLE FAMILY HOMES, CONDO-
MINIUMS, COMMERCIAL PROPERTIES AND FULLY IMPROVED HOMESITES. THESE IMPRESSIVE

STATISTICS BECOME EVEN MORE MEANINGFUL WHEN YOU TAKE INTO CONSIDERATION THAT
THESE SALES WERE ACCOMPLISHED DURING THE WORST REAL ESTATE MARKET SINCE 1938.
AN INCREDIBLE ENDORSEMENT ON THE MARKETING STRENGTH OF A PROFESSIONALLY
MANAGED AUCTION SALE.

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

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

-l sagso P S I DS O R 0N T R N R % W N N
ONLY B send me my course on HOW TO BECOME A SUCCESSFUL REAL [
— | . ESTATE AUCTIONEER. (Please Print) (California Residents add 6% I
__________ s & | sales tax.)

______ e~ B : . Name l
L b B % i:"' l Address - I
— I City State Zip _ l

' O Check enclosed. Make payable to Natl. Inst. of Real Estate Auctioneers
. Inc. ' l
. O Master Card O VISA Card No. 5 l
__________ I Exp. Date Signature .

== Mail to: National Institute of Real Estate Auctioneers, Inc., 3961 MacArthur
B Bivd, Suite 212, Newport Beach, CA 92660 « (714) 752-2298 %
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The lowa Auctioneers Association held their two day Fall
Convention on November 12 and 13, 1983 at the Red Fox
Inn at Waverly, lowa. Almost 150 auctioneers, their
spouses, children and friends were in attendance; thus
being the largest attendance ever at a State Convention
and proved the later meeting date and the week end,
rather than week days, was the answer. President, Col.

- Dean Leonard of Elkader had planned an outstanding
program for all to enjoy.

The first day registration started at 9 A.M. followed
by an Open Board meeting. At noon, all enjoyed a buffet
luncheon. The afternoon program was most informative
with an Open Forum discussion on “Farm and Machinery
Sales” with Dale Smith of Pocahontas as Narrator; Wayne
Stewart of Audubon lead the discussion on "Real Estate
Auctions”; Robert Humpal of Ft. Atkinson had a fine pre-
sentation on “Antiques and Household Sales™; with Steve
Greenfield of Des Moines bringing the programto a close
on “Business Ligquidation Sales.”

The hospitality hour was hosted by the Collectors
Journal of Vinton, lowa with an evening buffet following.
Ed Malmanger of Grand Mound was in charge of the
most successful Fun Auction lowa has ever had with a
total of over $1,800.00. A fine band provided the music
for the remainder of the evening, which completed the
day. |

On Sunday morning two seminars were held—
Sammy Ford, President-elect N.A.A. of Mt. Vernon, Ken-
tucky “Promotion of the product you are selling at Auc-
tion”; Irene Dudley of Hampton was most informative on
‘antiques,” which included many on display.

estern

college of auctioneering

1948-1983 — 35 Years

1984 Term Dates
Billings, Montana: March 5-16, June 4-15
September 10-21, November 26-

December 7
Fargo, North Dakota: May 7-18, October 1-12

Merced, California: January 30- -February 10,
August 20-30

I/ estern

college of auctioneering

Box 21116, Dept. NAA

Billings, MT 59104 Phone: 406-252-7066

March, 1984

lowa Holds Most Successful Gonvention

A noon banquet was enjoyed and President-elect
Ford was the after dinner speaker giving all many fine
thoughts on Integrity.

Past President to N.A.A., Howard Buckles of
Keosauqua gave a report on the Houston Convention
and the sale of the N A.A. headquarters in Lincoln,
Nebraska.

Irving Leonard of Elkader kept all in suspense as he
came forward to name “The Man of the Year'—the recip-
ient being Col. Bob Mallinger of Sigourney, lowa, who re-
ceived a beautiful plagque. Five auctioneers were
recognized with plaques for their entries and being win-
nersin the Advertising Contest.

At 2 P.M. the annual business meeting was held—
points of interest were the N.A.A. convention in 1984 in
Minneapolis; a license law; newsletter; 1984 State Fair
Auctioneers Contest; Regional meetings. During the

~ election of officers—EImer Gronewold of Donahue was

elected president; two new board members elected
were Gary Goehring of Libertyville and Jim Donnelly of

Ft. Dodge.
The outgoing President, Dean Leonard of Elkader

was presented a beautiful plague by the New President.

President-elect Gronewold held a short business
meeting with his new board and announced the 1984
Spring meeting would be on April 8th at the Airport Hilton
in Des Moines, lowa and the fall meeting would be in the
Amana Colonies.

NAA Members Elected
at WAA Convention

NAA member Al Eastman, was elected president of the
Washington Auctioneers Association at the annual con-
vention, held November 5 & 6 in Yakima. Other NAA
members elected to office were James Murphy of Ken-
more (second vice president); and Les Alexander was
elected to serve on the board of directors for a two-year
term with members Ed W|II|ams Duane Anderson and
Merle Booker. |

During the convention, Ray Brock was honored for
his service to the Auction industry. He was awarded with
an honorary lifetime membership into the Association.

The annual spring convention of the Washington
Auctioneers Association has been scheduled for May 5-
6, 1984, at the Mayflower Park Hotel in Seattle. James
Murphy is serving as convention chairman.

~Also held February 11th was an Auctioneer Training

Session at the Hilton Hotel in Bellevue. The seminar dis-
cussed licensing requirements and liabilities incurred
when selling “titled” vehicles. The seminar concentrated
on looking at the paper work and transferring of titles after
a sale. The cost of the seminar was $10 per person and
included a noon luncheon.
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Published and Mailed Twice A Month on the st and :hq Fridays. copy deadiine on Tuud“
Mail or call copy to: Box _397 Watertown, MN 55388 612/446-1441 or 955-1587

We offer free auction notices of all auctions in the
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Auction Digest.
P rOfeSSlonal If you hagen’t received a sample copy, call or write
&=
Auctioneer

for one.

It is important to send us the auction information
at the same time it goes to your printer, a photo copy
will do, our staff will compose your auction ad. Qur

subscribers are |looking for antiques, farm

INTERNATIONAL AUCTION SCHOOL machinery, livestock, commercial real estate,
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former Auction Bulletin from Chicago, lllinois.

Make plans now for Auction Digest, Box 397
New England’s only Auction School. Watertown, MN 55388 — 612/446-1441

Call for information on next term. HELPING YOU HAVE A SUCCESSFUL SALE
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by Connie Rausch

A huge collection of more than 900 clocks and over 1,200
other antiques, including many rare pieces—the estate
of Marcia J. Bruer, sold in arecent three-day auction, be-
ginning December 30, 1983 and ending January 1, 1984,
“This was one of the most unusual auctions we've ever
conducted,” said John and LaVeta Woody of Woody
Auction Company, Douglass, Kansas.

“All of the antiques were tucked into every conceiv-
able corner of a small four room house located near
downtown Kansas City—the former home of William (Bill)
and Marcia Bruer. As designated in the terms of Mrs.
Bruer's will, all proceeds from the auction went to
charity.”

NAA member John Woody and Scott Brown were
auctioneers for the gigantic sale, using two separate
auction rings for a portion of the event. Hundreds of col-
lectors attended the auction, held in the Kansas City
Trade Mart in Kansas City, Missouri.

Marcia Bruer was a clock historian and was espe-
clally knowledgeable about Colonial clockmakers. Bill
had exceptional skills in clock restoration and repair;
Marcia knew what to collect—Bill knew how to restore it
and make it run. Bill was a founding member of Heart of
America Chapter Number 36 of the National Association
of Watch and Clock Collectors and was the Chapter’s
first president.

When Bill died unexpectedly in 1970 Marcia was
overwhelmed with grief; a grief that was to last the re-
mainder of her life and to thwart any further desires to col-
lect. She did not, however, sell any of those clocks she
had collected with Bill. Instead, she treasured them all
and the memories of a happier past.

In addition to the treasure of clocks, more than 100
pounds of coins were found in that four room house as
well as glassware, porcelain, pottery, advertising items,
iron toys, mechanical banks, lamps, Oak and Walnut fur-
niture, jewelry, postcards, curved glass cabinets, Nip-
pon, guns, cylinder records and much more.

Two Ithaca double dial calendar clocks, identical
excepting the alarm feature, No. 11 (old) octagon top,

March, 1984

Huge Collection of
clocks and Antiques

NAA member John' Woody of Woody Auction
Company conducted an estate sale for Marcia
Bruer, Kansas City, MO, which contained more
than 900 clocks and over 1,200 other antiques.
Mrs. Bruer, a clock historian, and her late husband
Bill, combined their knowledge, restoration and
repair skills to end up with an unbelievable treas-
ure of collectibles. NAA member Woody holds up
a Lux Pendulette of a Christmas Wreath which
brought $1,500.

eight day time and strike, Walnut case, sold for $525 and
$675 (with alarm). Nearly identical, another Ithaca with a
new style octagon top, brought $550. _

An E.N. Welch Gale calendar “Arditi” model, eight
day time strike and fancy Walnut shelf case, sold for
$1,200; Fashion double dial calendar No. 7 black dials,
Walnut case, $1,950; Fashion double calendar No. 8,
black dials, simple calendar, Walnut case, $1,250 and
J.C. Brown steeple, with etched lower glass, Walnut
case, $600.

In Rosewood, an Ansonia beehlve eight day time
and strike, brought $200; a like model by Ingraham and
Brewster was taken for a bid of $225. A Transition shelf
clock with Eagle splat and carved columns, 30 hour
wood movement, time and strike, sold for $700;: Mark
Leavenworth pillar and scroll shelf clock, wood move-
ment, $1,000; Wilcock (Canadian) bracket clock, Oak
case, separate chime movement, $400 and American
Clock and Timepiece Co. cast iron front clock, $230.

All eyes were attentive when Woody presented a
German novelty “light house” with multiple dials to tell
world time; the clock also boasted an eight day pendu-
lum movement and sold for $1,050. Another German
novelty was a “globe” clock—the globe turns to tell time;
encased in metal, the timepiece brougth $325. Two
Junghams swinging arm clocks, eight day—time only,
sold at $450 (elephant) and $350 (Venus).

An Ansonia Huntress swinging arm model sold for
$1,300; Seth Thomas double dial calendar Parlor No. 3,
Rosewood with wood bezels and one door, $500; French
swinging arm—statue by Louis Moreau, $1,600 and Aus-
trian scissor pendulum skeleton, fixed barrel, $575.

Two Waterbury clocks; a “Topsy” and a “Sambo’—
both with 30 hour levers, time only, sold at $1,100 each; a
Seth Thomas double dial calendar “Plymouth Hollow"
model with octagon dial openings in door; Rosewood
case, $1,350; English skeleton clock, double fusee with

Continuedon P. 65
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P CEDENCE 1. the act, right, privilege, or fact of preceding in time,
RE e o o Dplace,order, orimportance. 2. superiority in rank.

ATTACHE AUCTION SYSTEM SETS A PRECEDENCE

e LIGHT e This rugged little auction computer weighs ONLY 18 POUNDS. It is light and compact to go
anywhere easily.

e POWERFUL ¢ Attaches HIGH SPEED DUAL PROCESSORS keep up with the fast paced AUCTION
ACTION, and the optional 16 BIT CARD puts Attache out front as the most powerful auction
portable available. More powerful than IBM’s PC.

e COMPLETE* THE ATTACHE AUCTION
SYSTEM comes complete, ready to handle your
auction needs.

e Sale Catalogue Entry

e Auction Sale Sheet Printing

e Buyer Registration

e Quick & Easy Sale Input

e |nstant Buyer Total Inquiry

e Buyer Invoicing (on screen & printed) e

e Accurate Sale Reports, including:
e Total Sale Recap by Lot #
e Buyer Analysis Report D
e Consignor Report & Statements

Your ATTACHE AUCTION SYSTEM also in-
cludes the easy to use MAILMAN PROGRAM for
mail list maintenance, customized mailing selec-

$ 3 99500 tion, and label printing. CHARTON for Business
4 Graphics Generation and MULTIPLAN SPREAD
ATTACHE AUCTION SYSTEM includes: SHEET for Financial “What If"” Analysis.
BMATTACHE AUCTION COMPUTER SYSTEM
(18 Ibs.) e EXCLUSIVE ® The ATTACHE AUCTION-
B SYSTEM SOFTWARE including: EERING SYSTEM is the ONLY system to offer
e AUCTION CONTROL automatic sale entry. This eliminates the need to
e WORDSTAR -PLUS key in sale data manually and sets your clerk
e MAILMAN free for checkout and other sale functions.
® CHARTON (graphics)
® VALET ‘ :_'-.-.:-;----':-.-.'-:a::"'-",'.-,:'.-'.'.;.5,3.':;'::.:-'.:-' ke
® MILTI-PLANFINANCIAL SPREADSHEET R S
e CP/M B . 4 o
e NATIONWIDE SERVICE

AVAILABLE OPTIONS include: W —

* ONSITE TRAINING - VIDEO TAPE Ry
* OCR CARD READING SYSTEM LT e e e s

--------

Midwest area: see
Earl “Red” Wallace & Assc.
1040 S. West Street
Wichita, Ka. 67213
(316) 943-0217

310 South Nina ¢ Suite5 ¢ Mesa, Arizona 85202 ¢ 602-964-0152
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year atthe 1984 LMA meeting January 20.

Livestock at Auction

KANSAS CITY, MO.—While the 1984 outlook for the gen-
eral and the agricultural economy is mostly optimistic,
two leading Midwestern economists said recently that
the prospect of large federal deficits is clouding the plC-—
ture for the rest of the decade.

Dr. Sheldon Stahl, senior advisor for economics with
Midwest Research Institute, Kansas City, Mo., and Mar-
vin R. Duncan, vice president and economist with Kan-
sas City's Federal Reserve Bank, spoke at the opening
program session of the 1984 annual meeting of Livestock
Marketing Association on Jan. 20.

Both economists predicted better economic times
this year. But, Stahl in his speech on general economic
conditions, said | look at 1985 with more trepidation than
hope.” And Duncan, focusing:on the agricultural econ-

“cautionary’ for 1985 and '86.

"get healthy,” it would brlng the rest of the economy back
to health with it.

Thatis “no longer true,” he said. “Agriculture will not
get healthy and stay healthy” until the U.S. and world
economies improve.

Duncan saw several positive signs for agriculture in
84, including some improvement in export sales, net
farm income “significantly higher' than 1983, and “mod-
est improvements™ in cash receipts for livestock pro-
ducers. He also predicted higher livestock prices the
second half of the year.

‘gets pessimistic” along with the long-term U.S. eco-
nomic outlook. The ballooning federal deficit is the “most
serious problem’ facing the entire economy, he said.

Reducing the deficit will do more for the agricultural
economy than any programs tailored specifically for agri-
culture, he added.

Three areas that must be considered in trying to re-
duce the deficit, he said, are the growth in government
entitlement programs, “or welfare for the middle class’;
the “unprecedented” growth in defense spending, and
the need to raise government revenue.

Agriculture must also consider the current “techno-
logical revolution” which will increase agricultural pro-
duction beyond domestic demand for the products. That
ISwhy developing and-keeping export markets IS sovital,
he said.

While prediciting a growing economy this year, Stahl
also said much of the country’s future economic growth
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Above (left) Economists Dr. Sheldon Stahl, and (right)
Marvin R. Duncan, predicted better economic times this

omy, said that while he was optimistic this year, he was-

Duncan also told his audience at the Hyatt Regency
Hotel that there is a “myth” that if agriculture would only

But, he said, beyond 1986, his agricultural outlook

will depend on how the federal deficit is handled.

~ Heforecast deficits of $180-$200 billion per year “for
the foreseeable future,” and criticized “a Congress
which cannot or will not deal with it.” Stahl also said there
was ‘no way' the economy could ‘grow (its) way" out of
deficits of that size.

Turning to a longer-term view of the economy, Stahl
saiditis “veryresilient, butchanging.” The U.S. is moving
to a service, “high-tech” economy, “which won't employ
nearly as many people at nearly the salaries as did the
old America.” |

- The service careers experlencmg major growth—
such as in the health field—“will not provide high-paying,
long hours of employment for those who wantit,” he said.

What this means, he noted, is that “the foundations
of the American economy have shifted,” with implica-
tions for the livestock industry. He called for the industry
to take “a fresh approach’ to the environment in which it

~does business. '

Duncan commented that agnculture is “the h|ghest
tech” of the all high-tech industries. The “high-tech™ con-
cept “ought not to be feared—it ought to be embraced
and used widely,” he saiq.

Editor’s Note: The following information was sent to the
NAA office in a Livestock Marketing Association news re-
lease. For further information contact Dennis D. Casey,
associate manager for government and industry affairs,
or John J. McBride, information officer at 301 East
Armour Boulevard, Kansas City, Missouri 64111.

T
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auctioneers, inc.

3114 Garden Brook Drive ® Dallas, Texas 75234 o 214/241-1912

ATTENTION

AUCTIONEERS
ANTIQUE SHOPS
WHOLESALE OUTLETS

WE CAN SUPPLY YOU WITH

40 FT. CONTAINERS

OF BEAUTIFUL ANTIQUE FURNITURE, COLLECTABLES, AND
- BRIC-A-BRAC DIRECT FROM ENGLAND, IRELAND, SCOTLAND
AND WALES. WE OPERATE A LARGE, WELL-RESPECTED

AUCTION GALLERY AND ARE ONE OF THE LARGEST IMPORTERS
IN THE SOUTHWEST.

-* Merchandise Carefully Selected For Your Particular Market
All Levels Of Quality Available

Excellent "Mix " Of Items

All Customs, Duties, Fees, and Freight Pald

Guaranteed Delivery To Your Door

CALL US NOW FOR PRICES AND REFERENCES!

\\ (214) 241-1912

me mht national auctioneers association and texas auctionee

rs association
Joe Small, CAlI TXE-012-0252




TRANSWORLD’S
3 big profit makers
for ALL BUYERS

1. Transworld 36th
Houseware & Variety Exhibit

April 6 - 11, 1984
O’Hare Exposition Center
Chicago/Rosemont, IL

e Thousands of Exhibits for the thousands of buyers attending the
Housewares Market

e An international exhibit of the best product from all over the world.

e The new, the hot, the promotional profit makers will be found at this

buyer exhibit.

2. Transworld’s 8th Promotional

Merchandise Show
May 6 - 9, 1984
Brook Hall, San Francisco, CA

e A major market of General Merchandise designed to produce sale
merchandise, big markets, and bigger profits.

e An action show for the promotion minded buyer featuring closeouts
and promotional merchandise.

e A place to get your best buyers for your dollar AND
THE BEST PROFITS!

3. The Transworld 37th
Housewares & Variety Exhibit

July 13 -17, 1984
O’Hare Exposition Center
Chicago/Rosemont IL

e The big show for Fall and Christmas promotions.

e Thousands of the country’s leaders in producing the best lines at the
most competitive prices.

e These young producers have introduced the best items, the hot
numbers and the best traffic builders will be exposed to the
thousands of buyers.

This is an international market serving buyers from Canada, the
U.S., Central and South America and many overseas countries.

For advance registration, low priced transportation and hotel rates contact:

Transworld Exhibits Inc.

1850 Oak Street
Northfield, IL 60093
Phone: 312/446-8434

LET US HELP YOU TO BIGGER SALES & PROFITS!

AUCTIONEER
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$1,000,000 Gash For Gourt House

“Sold for one million dollars!” said NAA member Dick
Bronstein, auctioneer of the R.W. Bronstein Corporation
as he congratulated the successful bidders on the old
City Court House in Buffalo, New York. The sale which
was attended by approximately 100 restricted bidding to
nine prequalified purchasers who were selected accord-
INg to proposals they had submitted, past performance
and ability to perform. The sale was conducted in the City
of Buffalo, Common Council caucus room where Mr.
Bronstein was assisted by NAA member R.F. “Cash”
Cunningham and members of the R.W. Bronstein
Corporation.

Right: The City Court
House of Buffalo, NY,
was sold for
$1,000,000 by the
R.W. Bronstein Cor-
poration. Below: NAA

- members R.W. Bron-

stein and R.F. “Cash”
Cunningham were re-
sponsible for this suc-
cessful Real Estate at
Auction Sale.

The sale was authorized by the City Common Coun-
cil. The professional realty auction firm was engaged by
City Comptroller Robert E. Whelan and City Director of
Real Estate, Samuel J. Burruano. The building had been
appraised for $450,000 and the sale opened at that
amount.

Eighteen spirited bids and $550,000 later, the suc-
cessful bidders, Eugene Tenney and William Christie,
deposited $100,000. The vacant 58 year old building
was sold “as-is’ for cash with no public financing
involved.

Mr. Bronstein has been a member of the National
Auctioneers Association for over twenty years. He is also
a member of the New York Auctioneers Association. Mr.
“Cash” Cunningham is also a NAA member and is a re-
cipient of the two million dollars sales award from the
Greater Buffalo Board of Realtors.

sign $325.00, Cherry Allen dispenser $610.00, 6 show-
cases averaging $350.00 each, Oak Cane Case
$350.00, Pontiac sign $200.00.

Furniture: Cast Iron table $175.00, straight chair
$400.00, Pine Pie Safe $360.00, Oak easel $200.00, Art
Nouveau France Lamp $850.00, Mercury Lamp $375.00,
Alabaster Statue $850.00, Mulepost Lamp $375.00, Ped-
estal Sink $310.00, Fern Stand $180.00, Brass Bed
$450.00, Walnut Murphy Bed $1,200.00, Walnut ward-
robe $500.00, Dresser $300.00, Dressing mirror
$370.00.

Nazi daggers averaged $1750.00 each, Confeder-
ate Rifle $2,000.00, smalltoys averaged $70—-$100 each,
Peddle cars averaged $100-$600 each, '53 Buick
$480.00, 1930 Fire Truck $420.00, Air Plane—Spirit of St.
Louis $650.00, Overland $550.00.

This was a private collection with most things never
seen for auction in this area. NAA member Garten was
175 were from different places in Virginia, 65 from West pleased to handle this sale and hear the praise from the
Virginia and the rest attending were from 30 other states, buyers about how nicely his staff handled this auction.
with the furthest being from California. a : |

Bidding was spirited for the entire eight-hour sale SALE CLERKING SHEETS
with prices going for top dollar. Table top coffee grinder bl sals INGEFIGH fBFmE
with original eagle decals went for $1,075.00, Polly Parrot Write for Samples and Prices
Shoes $130.00, 1¢ match dispenser $195.00, Anna Held -

Cigar sign $200.00, Peidmont Cigarette sign $800.00, PRGN TR o i
Gas pump $475.00, scales $250.00, Juke Box $850.00, P.O. Box 597 Hastings, Nebr. 68901
Root Beer dispenser $350.00, Turkish Trophy Cigarette | l
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Spotlight on
NAA Members

Covington, Virginia: January 21, 1984 was a great day for
collectors and dealers interested in country stores, ped-
dle cars and furniture. NAA member George Garten and
staff had one of the most outstanding personal property
auctions of his 40 year career. Greenway'’s Auction Co. is
well known all over Virginia and West Virginia.

This auction had been advertised nationwide with
ads in several national publications and newspapers.
Viewing day, January 20th, had 800 viewers looking at
550 lots. On sale day 350 numbers were given out. About




If all you know about computers is. . .

YOUR AUCTION BUSINESS NEEDS ONE.

If you know about. . .

EFFICIENCY, ACCURACY, PROFITS.

OLD’

THE FIRST COMPLETE AUCTION SYSTEM

on Microcomputers

GET THE AUCTIONEER’S ADVANTAGE:

SOLD DOES BUSINESS THE WAY YOU DO BUSINESS
—Designed by Professional Auctioneers
—Developed by a team of Computer Professionals

SOLD IS SIMPLE BUT POWERFUL!
— TRUE Clerking, Registration, Cashiering & much, much, more

THE SYSTEM FOR THE PROFIT-ORIENTED
~ —Know Who's Buying & What's Selling,
TARGET YOUR BUSINESS!

YOU NEED:

Orders Now Being Taken for May Delivery!
SAVE $$$; Inquire about our advance order Special.

WRITE: Col. Robert Crawford (NYSAA)
THE MICRO TEAM, INC.
bOb E. Fayette St.
Syracuse, N.Y. 13202

OR CALL COLLECT (Station to Station) at
' (315) 474-4734

*Rights to SOLD are owned by The Micro Team, Inc.

48 AUCTIONEER



Reorder, quantity
prices now available
for pamphlet

Because of the continued membership support
of the NAA auction customer pamphlet, special
prices are now available for quantities above 2000,
and for pamphlet reorders. The form on the opposite
page contains initial order, added quantity, and re-
order information for your convenience.

Here’'s a valuable sales tool, helping you ‘“‘sell”
your auction services. Thousands of copies of the
NAA sponsored pamphlet have been distributed
across the country, with each edition personalized
for the individual NAA member. Your free sample is
in the April, 1982 AUCTIONEER, or available upon
request to the NAA office.

Customer pamphlet
highlights information

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

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

® Photocopy or remove the pamphlet order form.

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

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

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

Name and address

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

Jack A. Collins
Jack Collins

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

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

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

Professionals Professionals

Business name and address inside

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

Slogans and street directions will not be accepted.

ABC Auction Company

1215 Main St.

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

Hometown, State Zip

Multiple business phone numbers can also appear
below your address. |

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

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

B
aaaaa

AUCTION CUSTOMER PAMPHLET to promote your
business.
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John A. Collins

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

Hometown, State Zip  Othertown, State Zip

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

Auction service information

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

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

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

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

® You can promote your membership in state auc-
tioneer associations, and other professional or-
ganizations that relate to your auction business.
Membership information for social or fraternal or-

AUTO LETTERING SYSTEM

Generate ‘‘on the spot”
pressure sensitive letters,
perfectly spaced and aligned —
11 colors (indoor/outdoor) 3/8”
to 4" sizes.

50

Call or write for more information: — (215) 348-8880
Dewey-Carter Co. — 242 Wood St., Doylestown, PA. 18091

ganizations will not be accepted. |

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

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

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

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

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

® Your pamphlet order will be printed, folded, and
shipped to you, but allow three weeks for delivery
following the date your order is received at the
NAA office.

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

SIGN LETTERING KIT

Spray around rubber letters to
produce inexpensive, attractive
signs. Dries in seconds (in-
door/outdoor), 15 colors. Letter
sizes 3/4” to 25",

AUCTIONEER




National Auctioneers Association
“Auction Customer Pamphlet’” Order Form

*NOTE PAMPHLET PRICE REVISION—EFFECTIVE MARCH 1, 1984*

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

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

=TT e

2) Name of auction company, or auction service | o
=« - City State Zip

Street address

Business phone/area code

(If additional office location addresses are to appear in the pamphlet, provide the address informa-
tion on a separate sheet of paper.) State Auctioneers Association member? Yes No

3) On a separate sheet of paper, compose 7-10 brief statements detailing the auction services you pro-
vide. by

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

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

6) Enclose payment for the following order. Make check payable to National Auctioneers Association.
Please note the charge for each additional photograph.

500 pamphlets, $185.00 1000 pamphlets, $240.00 2000 pamphlets, $275.00
plus shipping, $ 4.00 plus shipping, $ 6.00 plus shipping, $ 7.50

Add $12.00 for each additional photograph to be included.

1000 pamphlets, $109.70 2000 pamphlets, $172.00

500 pamphlets, $ 81.25
plus shipping, $ 7.50

plus shipping, $ 4.00 plus shipping, $ 6.00
TOTAL AMOUNT ENCLOSED $ i

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

Name of NAA member placing the order __
____Date your NAA membership expires

Signature s . =
A rough layout of your pamphlet will be sent to you for approval/correction.
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BVERY BIDDER
IN TPEE '

FRON'T ROW 2

If an under-powered or cumbersome P.A. system has been
hindering the action at your auction, check out the features

of the Voice Projector® VP300W Wireless Microphone
Sound System.

® Powerful — 30 watt, rms amplifier reaches large audi-
ences up to a distance of 700 yards.

® Wireless —no microphone cords to restrict your mobility.
Up to 100 yard transmission range. Also operates as a
conventional P.A. system with a hard-wired microphone.

® Convenient — operates on either AC power or built-in
rechargeable battery pack. Less than 16 inches high and
weighs less than 17 pounds.

® Versatile — inputs for two hard-wired microphones and
an auxiliary input for a tape recorder. Outputs for two
remote speakers plus an auxiliary output for a recorder
or amplifier.

® Designed for Outdoor Use — anodized aluminum con-
struction with high-impact Cycolac horn. Controls and
jacks are mounted to minimize entry of dust and moisture.

The VP300W comes complete with a charger, wireless trans-
mitter, a microphone with accessories, and a shoulder strap.

Freedomike® FM-AV4

Wireless Microphone Sound System
For smaller audiences, consider the FM-AV4 — a complete
wireless microphone sound system in a 13" X 18" X 6"
carrying case.

® AC or rechargeable battery
operation.

® Auxiliary microphone and
High-level inputs.

® High-level and microphone
level outputs.

System includes microphone, trans-
mitter, receiver/sound system, charger
and carrying case.

s W

@ Lecrooonica: « §
L. PSOE ]

(available without wireless as Model VP300)

Ultra Portable Voice Projector 18R

Full featured “over-the-shoulder” P.A. unit with
microphone, charger and shoulder strap.

® 10.5 watt rms amplifier
® Built-in rechargeable battery pack

® On-Offswitch and volume control with
LED “power on” indicator.

® High level input and output jacks for
connection to auxiliary audio
equipment.

® Weighs less than 6 pounds

® 10%" high x 7" wide
X 7" deep

@ lectrosonics Inc.S

P.O. Box 12617 ® Albuquerque, New Mexico 87195 @ (505) 831-1010

Lectrosonics products for auctioneers are available from:

HUGH MILLER DAVID A. KESSLER
Curran Miller Auction The Auction Marketing Network

ROWLAND HUEY
John Huey & Sons

COL. GORDON TAYLOR
Reisch World Wide College of Auctioneering

Box 949
Mason City, Iowa 50401
515-423-5242

Evansville, IN 47711
812-867-2486

DUANE E. GANSZ
Duane E. Gansz Auction & Realty
14 William St.

Lyons, NY 14489
315-946-6241

RED WALLACE
Earl ““Red’”” Wallace & Associates
1040 South West St.
Wichita, Kansas 67213
316-943-0217

13020 N. Street, Highway 57

Western College of Auctioneering

122 W. Main
New Paris, Ohio 45347
513-437-0263

R. J. “BOB” THOMAS

11660 Parkway Drive
North Huntingdon, PA 15642
412-863-4961

JAMES J. RADFORD
Action Auction of America, Inc.
2100 Powerline Rd.
Pompano Beach, FL 33060

305-979-2300

AUCTIONEER

Box 21116
Billings, MT 59104
406-252-7066



Alabama Auctioneers Association—Presi-
dent: John P. “Pete” Horton, 609 Hillmont
St., Huntsville, AL 35805, phone 205-536-
7497. Secretary: Gene Ludlum, 2969
Ross Clark Circle, S.W., Dothan, AL
36301 '

Auctioneers Association of Arizona, Inc.—

*  President: John Cadzow, Box 330, Good-
year, phone 602-932-2029. Secretary:
Bernard D. “Bernie” Harms, 4527 E. Dev-
onshire, Phoenix 85018.

Arkansas Auctioneers Association—Presi-

*  dent: Wayne Ball, 5800 Baucum Pike,
North Little Rock 72117. Secretary: Louise
Appling, 4833 Leonard Drive, Memphis,
Tennessee 38109.

California Auctioneers Association—Presi-
dent: Milton Costa, P.O. Box 1815, Paso
Robles 93446, phone 805-238-1060. Sec-
retary: Grant Theodore, P.O. Box 196, Liv-
ingston 95334, phone 209-394-2355.

Co|orado Auctioneers Association—Presi-
dent: Jim Civis, CAIl, P.O. Box 551, Lamar,
CO 81052. Secretary: H. Trevor Ander-
son, Box 332, Castle Rock, CO 80104,
phone 303-688-6955.

President: Jim Gall, CAl, 888 Biscayne
Boulevard, Miami 33132, phone 305-942-
0917. Secretary-treasurer: Billy H. Wells,
121 Aldean Dr., Sanford 32771, phone
305-323-2820, office 305-323-8142.

Georgta Auctioneers Association—Presi-
dent: Lynn Dempsey, P.O. Box 1341,
Rome, Georgia 30161, phone 404-291-
0746. Secretary-treasurer: H.C. Thomas,
4C-3280 Austell Road SW, Marietta
30060. Executive secretary: Freddi S.
Hagin, 6472 Church St., Douglasville
30134, phone 404-949-2010.

Idaho Association of Professional Aucti-
oneers—President: Darrel Jensen, Rt. 2,
Box 342, Blackfoot 83221. Secretary-
treasurer: Michael Hunter, P.O. Box 755,
Middleton 83644.

lllinois Auctioneers Association—Presi-
dent: William Beck, R.R. 2, Edinburg
62531. Secretary-treasurer: Roy J. Law-
son, CAl, 10905 104th St., Coal Valley
61240.

Indiana Auctioneers Association—Presi-
dent: H. Jake Campbell, 17 West Union
Street, Liberty 47353, phone 317-732-
3372. Harry E. Buckles, RR1Box 262, An-
derson 46011, phone 317-378-7924.

lowa Auctioneers Association—President:
*  Elmer Gronewald, RR, Donahue, lowa
52746, phone 319-843-2828. Secretary-
treasurer: Margaret H. Bloomer, Rt. #3
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Florlda Auctioneers Association, Inc.—

Box 43, Glenwood 51534, phone 712-527-
3615.

Kansas Auctioneers Association—Presi-

*  dent: Floyd Gehring, Rt. 1, Moundridge
67107. Secretary: Rex B. Newcom, 215 S.
Main, Whitewater 67154, phone 316-799-
2278.

Kentucky Auctioneers Association—Presi-
dent: Steve D. Lewis, 129 East Main
Street, Morehead 40351. Secretary: Phyl-
lis Jett, 16 South Walnut, Cynthiana 41031.
Executive director: Wilma Atherton, Box
148, Hodgenville 42748, phone 502-358-
3852, bus. phone 502-358-3812.

Louisiana Auctioneers Association—Presi-
dent: Larry Nobles, 2902 Carol Jack
Drive, Baton Rouge 70816, phone 504-
292-0576. Secretary: Keith Babb, P.O.
Box 4222, Monroe 71211.

Maine Auctioneers Association—President:
Pamela Brooks, Burnham 04922. Secre-
tary: George A. Martin, New Road, East
Lebanon 04027, phone 207-457-1237.

Auctioneers Association of Maryland,
Inc.—President: Raymond C. Nichols,
701 North Paca Place, Baltimore 21201,
phone 301-523-7400. Secretary: Ed
Sweetman, 11805 Keymar Road, Keymar
21757, phone 301-756-4110.

Massachusetts State Auctioneers Associa-
tion—President: Ronald V. Maynard,
Groton Road, Dunstable 01827, phone
617-649-9197. Secretary: David R.
Brown, 34 Main Street, P.O. Box 9, Ayer,
phone 617-722-4934.

Michigan State Auctioneers Association—
President: John D. Schowalter, 300 S.*
Kalamazoo Mall Suite Five, Kalamazoo,
Michigan 49007. Secretary: Brian P. Lov-
ellette, 1116 N. Washington Ave., Lan-
sing, Michigan 48906.

Minnesota State Auctioneers Associa-
tion—President: Pat Ediger, 218 West
Main, Belle Plaine 56011. Secretary: Ei-
leen Reisch, 838 W. Main, Luverne
56156, phone 507-283-8445.

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

Missouri State Auctioneers Association—

*  President: Dale Vaughn, P.O. Box 1084,
Independence 64051. Secretary: Doran
H. Livingston, Rt. 1 Box 21-A, Willard
65781, phone 417-742-2568.

Montana Auctioneers Association—Presi-
dent: Robert McDowell, Ill, Box 3, Card-
well 59721, phone 406-287-3729.
Secretary-treasurer: Carol Gordon, Box

Directory of state association presidents

and secretaries— March, 1984

923, Colstrip 59323, phone 406-748-
2655.

Nebraska Auctioneers Association—Presi-
dent: Marvin Caspers, Rt. 1, Box 104, Au-
burn 68305, phone 402 274-5660.
Secretary: Miles Marshall, Marshall Land
Broker & Auctioneers, P.O. Box 145,
Kearney 68847, phone 308-234-6266.
Executive secretary: Larry Hammer, 2501
S. 74th Lincoln 68506, phone 402-483-
7333.

Nevada State Auctioneers Association—

*  President: James M. “Bill” Watson, 734
N. Nellis, Las Vegas 89110, phone 702-
452-6699, 453-1018. Secretary-treas-
urer: Stanley M. Zurawski, Jr., 1920 Ban-
nies Lane, Las Vegas 89102, phone 702-
369-0500.

New Hampshire Auctioneers Association—
President: Archie H. Steenburg, Jeffers
Hill, Pike 03780, phone 603-989-5690.
Secretary: Stephen Shoefield, South Ef-
fingham 03882, phone 603-539-6619.

New Jersey State Society of Auctioneers,
Inc.—President: Donald L. Castner, CAl,
P.0. Box 920, Branchville, NJ 07826. Vice
President: John Kachmar, CAl, RD #2,
Box 321 B, Flemington, NJ 08822. Secre-
tary: Margaret H. Combs, P.O. Box 277,
Whitehouse Station, NJ 08889, phone
201-534-9441.

New Mexico Auctioneers Association—
President: Jacquelyn Russell, 3636 Mer-
aul Blvd. NE, Albuquerque 87110, phone
505-888-3300. Secretary: Bob Dienst,
4321 Montgomery NE, Apt. 238, Albu-
querque 87109.

New York State Auctioneers Association—
President: Alfred Bontrager, 13238
Broadway, Alden 14004, phone 716-937-
9393. Secretary-treasurer: Duane E.
Gansz, 14 William Street, Lyons 14489,
phone 315-946-6241.

Auctioneers Association of North Carolina,
Inc.—President: Harvey L. Tate, Route 2,
Box 208, Burlington 27215. Secretary-
treasurer: Johnston B. Gilbert, Route 1
Box 349K, Lincolnton 28092, phone 704-
732-0177.

North Dakota Auctioneers Association,

Inc.—President: Dennis Bengston, Lans-
ford 58750. Secretary-treasurer: Jean
Helgaas, 614 15th St. SE, Jamestown
58401, phone 701-324-2995. Executive
secretary-treasurer: Kay Aldinger, Cleve-
land 58424, phone 701-763-6262.

Ohio Auctioneers Association—President:
Robert Frey, RR 3, Box 478, Archbold
43502, phone 419-445-0015. Secretary:
Byron Dilgard, 135 Union, Ashland
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Directory
44805, phone 419-325-2122.

Oklahoma State Auctioneers Association—
President: Perry Wiggins, 2109 W. Gar-
riott Road, Enid 73768, phone 405-233-
3066. Secretary: Ray Patterson, 113 N.
9th, Frederick 73543, phone 405-335-
2320.

Oregon Auctioneers Association—President:
Paul Spence 20051 S.E. Bornstedt Rd.,
Sandy, OR 97055. Secretary-treasurer:
Cindy Hogrefe, P.O. Box 1066, Springfield,
OR 97477, phone 503-343-3562.

Pennsylvania Auctioneers Association—

" President: Charles L. Moyer, RD #1, Box
258, Center Valley, PA 18034, phone 215-
967-2727. Executive Secretary: Jeanie
M. Staley, P.O. Box 551, Dauphin, PA
17018. Secretary: Kerry A. Pae, Box 339,
L.A. Carr Lane, RD #1, Dauphin, PA
17018 phone717-921-8181.

Rhode Island Auctioneers Association—
President: Jack Martone, 64 Spencer St.,
West Warwick 02893, 401-826-1564.
Secretary: Richard Martone, 72 Calder-
wood Dr., Warwick 02886, phone 401-
739-8698.

South Carolina Auctioneers Association—
President: William Yonce, P.O. Box 4867,
Florence 29501. Secretary-treasurer:
Warren Wilson, Route 2, Box 20, Greer
29651. Executive Secretary: Phyllis G.
Pinckney, P.O. Box 592, Orangeburg
29115.

South Dakota Auctioneers Association—

METALWORKING

MACHINERY e EQUIPMENT e SUPPLY

AUCTIONEERS

< AUCTIONEERING,

| Do you need a geographic
metalworking plant list?
| Need a list of large

- We have them too.

| How about a list based on type
of metalworking equipment in use?
Or metalworking plants by S.I.C. numbers?
You name it, we have it...all compiled

| from INDUSTRIAL MACHINERY NEWS’
magazine circulation lists (established 1954).

| Call, write or wire today for complete
information on the most up-to-date, most
productive metalworking lists available. .

We can also produce your printing from original
concept to finished brochure on short notice. ,

HEARST BUSINESS MEDIA CORP., IMN DIVISION

29516 SOUTHFIELD ROAD — P.O. BOX 5002
SOUTHFIELD, MICHIGAN 48086 | G
TELEPHONE: (313) 557-0100 '

TELEX: 2R 237

metalworking plants? <&/
| Small metalworking plants‘>' -

*  President: Charles Sutton, Flandreau,

phone 605-997-3777. Secretary: Jim
Thorpe, Aberdeen, phone 605-225-7776.

Southern California Auctioneers Associa-
tion—President: Al Lowy, 770 Fairmont
Ave., Suite 101, Glendale 91203, phone
213-245-7777. Secretary: Maury Slavkin
6860 Canby Ave., Suite 118, Reseda
91335, phone 213-873-6871.

Tennessee Auctioneers Association—

*  President: Bruce F. Harrell, P.O. Box
1235, Morristown, TN 37814. Secretary:
Danny D. McDonald, 101 Stark Street,
Greenbriar, TN 37073.

Texas Auctioneers Association—President:
K. L. Espensen, 614 No. 10th Street,
McAllen 78501, phone 512-687-5117.
Secretary-treasurer: Paul Henry, 7173
Lehman, Houston 77018, phone 713-
688-6688.

Utah Auctioneers Association—President:
Dean Parker, P.O. Box 3266, Logan
84321. Secretary: Jan Tiedemann.

Vermont Auctioneers Association—Presi-
dent: Thomas Hirchak, Jr., RD 3, Cadys
Falls, Morrisville 05661, phone 802-888-
4662. Secretary: Charles M. Barsalow,
175 Main Street, Milton 05468.

Virginia Auctioneers Association—Presi-
dent: Jack W. Peoples, 1328 Head of River
Road, Chesapeake, VA 23322, phone:
804-421-2360. Vice President: George A.
Daniels, CAl, Rt. 4, Box 261A, Black-
stone, VA 23824, phone: 804-292-4609.
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Secretary-treasurer: Barry Cole, Route 2,
Box 218, Hardy, VA 24101, phone 703-
721-2307.

Washington State Auctioneers Associa-

tion—President: Ed Williams, Box 35,
Sunnyside 98944, phone 206-837-6502.
Executive secretary: Ken Maurer, P.O.
Box 2662, Pasco 99302, phone 509-547-
5538.

West Virginia Auctioneers Association—

*

President: Larry Timbrook, Romney,
phone 304-822-5193. Secretary: Anthony
Felosa, Hayward, phone 304-592-0738.

Wisconsin Auctioneers Association—Pres-

" ident: Robert Mullikin, Route 1, Highway
14, Janesville 53545, phone 608-754-
9232. Secretary: Robert Massart, 2545
Finger Road, Green Bay 54301, phone
414-468-1113.

" Indicates a reciprocal member-
ship agreement between the
state association and the Na-
tional Auctioneers Association.

Auctioneers Association of Canada—Pres-
ident: Karl S. Zajes, Box 157, Warburg, Al-
berta TOC 2TO, phone 403-848-2508.
Secretary: Ken Knight, Winnipeg,
Manitoba.

Auctioneers’ Association of Alberta—Pres-
ident: Jim Schlenker, 68 Craven PI., S.E.,
Medicine Hat TIA 7TIl, phone 403-427-
2414. Secretary: Nora M. Schmidt, 1104
Ranchlands Blvd., Calgary T3G 1G5,
phone 403-239-0801.

REPPERT SCHOOL OF

INC.
Box 189

Decatur, Indiana 46733

TUITION $400 FOR 3-WEEK TERM—
ALSO HOME STUDY

Next Terms:

JULY 30 — AUG. 17, 1984
NOV. 26 — DEC. 14, 1984

FOUNDED IN 1921

Write or call for more information

219-724-3804

|. APPROVED — A.C. 0033
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SOLD...

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

values in America’s fourth
market. Every Saturday, our
AUCTION PAGE offers the
biggest, and most diversified
listing of advertised auction

sales to be found in this area.. . .
in an informative, expertly presen-
ted editorial environment with our

own auction pro, DAVID IAMS.

YOU — when you capture the
tested and proven response ot
some 1.3 million daily Inquirer
readers. Join with marketers of
every disipline and design who

Los Angeles Times — 25.1 %;
San Francisco Chronicle — 24. 8%;
Dallas Times Herald — 21.0%;
New York Times — 12.5%.

YOU — when you plan an on-
target schedule in one of
America’s five top rated daily
newspapers. At no obligation, get
additional details today:

FRANK RUGGERI,
(215)854-2418

24-hour Telecopier Service,
(215) 563-8928

Deadline: Thursday, 5 P.M.

Che
Philadelphia

Anguirer

400 North Broad Street
P.O. Box 8263
Philadelphia, PA 19101

consistently find Inquirer and
quick results to be synonymous.

YOU — when you take advantage
of an outstanding daily Inquirer
household penetratlon Our

27.6 % coverage in the
Philadelphia metro area is greater
than these leading papers:
Chicago Tribune — 26.2 %;

AR T R T A R S R e e R R R

ADD SOMETHING PERMANENT TO YOUR KNOWLEDGE

AUCTIONEERING

MONEY BACK GUARANTEE

If you are not completely satisfied with this course at the end of

15 days, return it to us for your full $99°¢ refund.

.Y o AUCTIONEERS CHANT e SALESMANSHIP
VlCTORJ McDONALD e HISTORY OF AUCTIONS e BUYING & SELLING
Master Auctioneer, Real e NUMBER BRACKETS e CONTRACTS
Estate Broker, successful e FILLER WORDS e BANKING
businessman and auction- e OPENING CHANTS e ETHICS

eering instructor with the
University of  Houston-

YIGIONA ampus, Tas con- Sample Materials include brochures, tags, buyer cards, con-
ducted many, many auc- . . . _2

. [Eler o that o tract, actual newspaper ads, opening presentations, solicita- |
spotlighted on CBS’ 60 tion letters and over 100 one-liner jokes.

MINUTES.) T A5 S e e — =

MAIL TO: AUCTIONEER DIVISION
P.O.BOX 1968 VICTORIA, TX. 77902

T o T R e T

Years of preparation and research
have gone into this 8 cassette
auctioneering course and study
guide textbook. The steps you
must follow to reach your goal are
set out in an easy and practical
plan designed to be followed at
your own rate of progress.

(COMPLETE COURSE |

$99.00 |

NAME ADDRESS

cIry STATE ZIP PHONE NO.
] MASTERCARD [ VISA  CARDNO. SIGNATURE
| CHECKENCLOSED  (TexasResidentsadd5%) Exp. Date  512-5789811 -

March, 1984

%)W; Aeclioneer Deviscon |

““The Company That Gets Results"’
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Let Review Continued from P. 9

January 1979 How Is Your Image As An Auctioneer

by G. Kent Stewart
NAA Member
Manhattan, Kansas

Mr. Stewart deals with a very timely and important

subject for the auctioneer. In this fine article you will find
ten characteristics believed to be personal attributes of
truly professional auctioneers. He states, “As an auc-
tioneer, you can get what you want by helping other folks
get what they want”. Read it—it ison Page 19.

April 1979 Why Belong To An Association?

by Bill Wade
NAA Director

How many times have you heard the question, Why
should I join the NAA or my state association?

This short article has some good points. Read it and
remember the next time you are asked the question.

July 1979 Auction Advertising? Ad-Up And
Get Results

by Dave Kessler
NAA Member

This article deals with how to fine-tune your auction
ads. It further shows you how to convince a person that
he'll benefit and he'll spend more money with you. Take a

few minutesto review this article and let Dave share some
good ideas with you. Find it on Page 10.

October 1979 Avoiding Excessive Stress

by G. Kent Stewart
NAA Member and school
administration professor at
Kansas State University,
Manhattan

It's a fact! Excessive stress can wreck your health
and spoil your business.

This article deals with a very important subject that
deals with each of us directly and touches on several im-
portant questions and statements:

1 —Whatis stress?

2 — How does stress impact on health?
3 — The major stressors.

4 — How much stress is too much?

5 — |dentifying and coping with stress.

This article is a must! Read and practice what it
preaches.

October 1979 The Auctioneer vs. Bad Money

Like the grocer, the banker, and the gas station, an
auctioneer is vulnerable to any and all bad money
schemes. In this ready to file insert, THE AUCTIONEER
takes a look at bad checks, bad credit, and what to do
about it.

Continuedon P. 55

' The AUCTIONEER’S
“REAL ESTATE AUCTIONEER”

. How many times have you lost the opportunity to share the com-
_ mission of a Real Estate Auction because of licensing problems?

| am a professional Real Estate Auctioneer, and | am also licensed
as a Real Estate Broker in 21 States. Real Estate Auctions are

our only business!

5 |f you have an opportuni’[y to conduct a real estate auction and you
W , AFLM, CAI, CRA are not licensed to do so, just call us COLLECT at 619-“AUCTION.”

We will be glad to cooperate with you and we will make an appointment to visit the prospective
client immediately upon receipt of your phone call.

CA Auctioneer License No. 161 — CA Real Estate Broker License No. 490999
e LICENSED -

e BONDED

Free Consultation
without any obligation.

Broker & Auctioneer
Participation Invited.

SAN DIEGO, CA

FARM Am L AMD

“AUCTION”

RRTMeyor REALTY & AUCTION (0. It

11192 Vivaracho Way, San Diego, CA 92124 e
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This is an excellent article for everybody in the auc-
tion business. Just take time to locate this copy and re-
move the insert for easy referral. It might just save you
much time, effort and most of all money.

February 1980 The First 20 Minutes

by Jim W. Heike
NAA Director

Jim hits home here with good common horse sense.
This article is filled with excellent information. The title
speaks for itself—Don't forget to include this article in
your reading. Itis found on Page 16.

March1980 Your Best Antiques Auction-It’s
More Than Just Luck

by H. Layton Laws, Jr.
NAA Director

This article deals with the following:
1 — Success Checklist for the Antiques Auctioneer
2 — Success Checklist for the Antiques Auction

March 1980 The Prosperous Auctioneer Has
Virtue And The Right Attitude

by Robert E. Musser
NAA Director
This article deals with three big words: HONESTY,

INTEGRITY & CREDIBILITY. This is a short article that
has some excellent points. Take time to read it.

May 1980 Real Estate At Auction

This article is a continuing segment of previous arti-
cles offered in THE AUCTIONEER. Real Estate Auc-
tioneering—Chapter XIX, Rights and Liabilities of Buyer
and Seller. You real estate people—Read!

CONTAINER BUYERS

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

OR VISIT OUR WAREHOUSE

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

Holidays). :
LYNN WALTERS

P.O. Box 116, Clackamas, OR 97015
Phone 503-654-3000

r

March, 1984

| March1982 Now, Our Responsibilities
' Are Greater

by Sammy L. Ford, CAl
NAA Director |

President-Elect Sammy deals with a fine subject:
The responsibility we have to our clients. This article is a
must for us all. Take time to read and put to use what he
suggests.

March 1982 Mail, Telephone, And Reserve Bids-
Some Suggestions

by Harvey C. Lambright
NAA Director and
Past NAA President

Harvey offers some excellent suggestions on a very
touchy and important subject. Whether you are just get-
ting started in the business, or have years of experience,
this article can help you.

December |HaveA Deep Pride In Being An
1983 Auctioneer e
by Sammy D. Ford, CAl
NAA President-Elect

In this article, President-Elect Sammy really did a
great job in defining this complex business that we are in.
His expression of feeling for his clients, more particularly
Mrs. Osborne, the widow who asked that he sell her home
and personal property for her. Take a few minutes to read
this article again. It's the real Sammy Ford talking fromthe
heart, and we need more of that.

This winds up my little review of past articles in THE
AUCTIONEER. | hope you will take the time to look up
these past publications and review these and the many
other subjects that were included in each. Our magazine
is one of the best association publications in the country
and you should be very proud of it. Most importantly
though, use it.

Editors Note: Because of the fact that only a imited num-
ber of magazines are ordered each month, the NAA of-
fice does not have a great abundance of extra copies of
any of the past issues. If you would like one of the above
aricles reprinted in its entirety, please contact the NAA
office and we will try to run that article in one of the next
few publications of THE AUCTIONEER.

Be An Auctioneer

Two week term and home study.
Nationally recognided. G.l. approved.

FREE CATALOG!

1600 GENESEE / KANSAS CITY, MO. 64102
PHONE (816) 421-7117

Missouri Auction School
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""" " ' Please State SlZE OF F”_E You wish to order
400 SIOt File (Slots—3" deep - 24" wide) $169-95

36" Wide — 21'2” High — Weight 32 Ibs.

400 SI Ot F | Ie (Slots—2" deep - 1'/2” wide) $1 69 @ 95
30" Wide — 21'2" High — Weight 23 lbs.

1 00 S l Ot Fl Ie . (Slots—32" deep - 22" wide) $59 -95

1 00 S I Ot Fi Ie (Slots—2" deep - 2” wide) $59-95

50 SIOt Fl le (Slots—3'2" deep - 212" wide) $39-95

50 S IOt F I Ie (Slots—2" deep - 2” wide) $39 . 95

PLEASE STATE THE SIZE OF FILE YOU WISH TO ORDER.

Sales Forms, in triplicate

4200
200 Sh_eem ( Items ) $40.00 We have the clerking sheets that come in triplicate, with three
Tem = 5 PR 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
\ 372" by 2%2" file.
W Package of 200 Sheefs (4,200 Items) $40.00

Package of 600 Sheeis (12,600 Items) $1 1 5'00

Price

We pay shipping charges on all items Telephones—Office (308) 995-8614
Ship C.0.D. or Send Check to: Home (308) 995-5098

~ LUNDEEN SALES FORMS

423 East Avenue | Holdrege, Nebraska 68949
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CAl Makes Sense Continued from P. 18

their own, or better yet, conduct auction-sales that might
well need your personal involvement.

Is all of this good for business? You bet it is! We've | ' '
been requested to do several Auctions that we might L EA R N T O B E
never even have heard of, had we not attended the Insti-
4

tute. And we don't hesitate to ask those Auctioneers to
help us. In the process, we've become friends, and not A N
merely associates .

Travellng around the country, one sometimes hears
a little “murmuring’” among the ranks of fellow Auc- A U CT l O N E ER :
tioneers who aren't really aware of what C.A.l. is or does. \ §

Some believe that “it's just for snobs,” or a “college-boy

layout.” Some have cracked, “those guys think they're y

better than we are,” or, “they think they know it all.” AMERICA’S TOP QUALITY
Precisely the opposite is true. Every Auctioneer AUCTION SCHOOL. WRITE OR

we've met there is “just folks,” much like the ones in the CALL FOR FREE CATA LOG. AP-

real world. Every one of them is striving to learn more in i

orderto better serve the public, and in the process, better PROVED FOR V. A. TRAINING.

himself. And every one of them has discovered that the 2L SINCE 1962 '—

Institute wants to know what you have to contribute .

The Auction profession, like so many others, has't‘)e-* M E N D E N H A LL SC H 00 L 0 F

come more complex. But let me leave you with one

thought . . . Someday, someone has to trust you even | AUCTION EERI NG

more than his Doctor or Lawyer; he may well have to trust

you with all he has in the world. The association may P. 0. BOX 7344

seem brief, but each and every Auction-sale is the ' HIGH POINT. N. C. 27264
“chance-of-a-lifetime” to do the best you can, andbethe ey o
bestyoucan . . | ~ (919) 887-1165

Want Professional Assistance?

4

We
S——— Cooperate
CRB To Help You!

=

Jim Graham

NEW AUCTIONEERS - If.you'd'like professional assistance . . or if you've got a seller and are ““just getting started”’ in
business, call us. We’ll handle the auction for you . . and jointly advertise your name . . to help you get es-

tablished.

IF YOU'RE AN ESTABLISHED AUCTION COMPANY . . and would like to have some additional clout and exper-
tise, you’ll find us good people to have on your side while preparing and promoting the auction.

fm@
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CALL AND TALK IT OVER!

inc. AUCTIONEERS - REALTORS
204 US 1, North Palm Beach FL 33408 (305) 844-1723

“29 Years of Successful Auctions”
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AUCTIONEER ACADEMY

A world of difference!

FLORIDA

While you are learning a valuable profession in auctio'neering, your family can enjoy sunny Florida with its miles of
white sand beaches and blue water, see the Worlds - Disney World, Sea World, Circus World, Epcot and many other
attractions near Orlando. Florida Auctioneer Academy is in the heart of it all. -

Professional chant

Color Video - Watch your progress

Learn the auction business

Training in computerized auctions

Instruction by some of Florida’s best auctioneers and professional people.

* * ¥ * ' W

Classes: ® May 21-May 26 e August 20-August 25 ® Nov. 26-Dec. 1

We have the Auctionews computer auction system. Designed by professional auctioneers for
professional auctioneers. | MEMBER MEMBER

e Skeew * AUCTIONEERS

. Gordon E. Taylor

St. Paul Union
Stockyards

i
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SOUTH ST. PAUL LIVESTOCK AUCTIONEERING SEMINAR

SOUTH ST. PAUL, MINNESOTA
BRANCH OF REISCH WORLD WIDE COLLEGE OF AUCTIONEERING, MASON CITY, IOWA

SPECIFICALLY FOR LIVESTOCK AUCTIONEERS AND THOSE
WHO WORK AS RINGMEN OR ASSISTANTS

A specialized course in Livestock Auctioneering and Sale pavillion operation and management.

You will be selling in the world’s largest, near-new, air-conditioned cattle and hog pavillions at
the South St. Paul Stockyards. |

Seminar is held the 1st week in February.

For catalog and enroliment information Send to:

Col. Gordon E. Taylor -
LIVESTOCK AUCTIONEERING SEMINAR

REISCH WORLD WIDE COLLEGE OF AUCTIONEERING, INC.
P.O. Box 949 — Phone 515-423-5242 or 6396

‘ it ' Mason City, lowa 50401
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Organized Continued from P. 19

Action file. Another organizing tool is an action file.
When something comes across my desk and | don't have
immediate time to reply, | file it in the ACTION folder. At

pull the file and start work immediately. This eliminates
having to try to remember a million details that need
prompt attention. This helps save valuable time and
makes organization much easier.

Time Management. If you're really busy and can't
find enough hours in the day, it might help you to regiment
your time or segment it by the hour or day, whichever
works best for you. In working with this system, you can
allow a few minutes or hours a week for different activities
such as letter writing, filing, bookkeeping or even golf,
and then repeat this same schedule every week. The
priority items will rise to the top where they are most likely
noticed and taken care of. Itis surprising what a sense of
accomplishment you will feel by finishing a few projects
aday. Italso helpsto keep stress and worry ata minimum
because the time segment for each activity will roll
around again onaregular basis. Since | started using this
system, | don't feel frantic anymore and can enjoy leisure
hours without feeling guilty. -

Choose any system you are comfortable with and
start using it today by writing it down. By being better
organized, you will accompllsh more work easier and
faster. |

Barbara Althaus
NAA Auxiliary
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Many sizes, styles and prices in stock now and
available for immediate delivery!

VALDOSTA
Tent and Awning

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

US. (912) 247-9843
GORDON L. SHAW EES 5912; 247-5209

Manufacturers of Quality Tents for 25 Years!

March, 1984

the beginning of the day, or whenever thereisalull, lcan

— |

WORLD’S MOST MODERN AND

EFFICIENT AUCTIONEERING SYSTEMS
Registered US Patent Office

Auction Tops
Fits on Standard
12 or ¥% Ton Truck

I Clerkmoblle T M
Patented Clerking
System Installed

Used auction tops and Clerkmobiles for sale.

For Free Literature and Additional information —

h

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

Yes . . . Send me Free Literature.

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

Ph. 815-457-2202

Name
Address
City
State Zip

I—I- —— T m s e R

America’s Newest Auction School
Bismarck, North Dakota and Bend, Oregon

RIVER BASIN AUCTION SCHOOL

Provisionally approved by the
Vocational Education Department of Oregon and North Dakota

Learn to be an Auctioneer and
Rodeo Announcer in 2 short weeks!

River Basin Auction School has been in operation
since September, 1981 in Bismarck, North Dakota and
Salem, Oregon. In that short time, we have trained auc-
tioneers and rodeo announcers from 13 states and
Canada — Florida , Ulinois, Ohio, Kansas, Minnesota,
Kentucky, Washington, Oregon, California, Idaho,
North and South Dakota and Colorado. We consider
our school as equal to a Dale Carnegie Course in self-
ent. We i ct you in the art of speech

the same for you.

of the world champion auctioneers.

[ The School Terms in Bismarck, ND are:
September, December, March and June

The School Terms in Bend, Oregon are:

January and May

IF YOU WISH TO CALL IN YOUR REGISTRATION

PHONE 701-258-1920
OR WRITE:

The School Is Run By

Truman (T.P.) Kongslie who has
been an auctioneer and
rodeo announcer for 25
years, named Rodeo An-
nouncer of the Year for 11

Auctioneer 3 times and has
been an instructor in an
auctioneer college for 8
years.

RR 2, Bismarck, North Dakota, 58501
“Bound For New Horizons”

making. We teach attitude, confidence and en-
thusiasm. We guarantee our school will change your
outlook on life, even if you never sell a sale. We teach
all phases of auctioneering — farm sales, real estate,
livestock, antiques, household, machinery, tobacco.
We teach you how to get these sales. We also teach
clerking and horse show and rodeo announcing. We
have not had one dissatisfied student yet Let us do

We specialize in livestock selling and real estate. We have
graduates selling in auction markets upon graduation. We will
teach you the chant the easy way. We have helped train some

years, State Champion RIVER BAS'" AUCTlou SCHOOL
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BIG EXTRA
PROFITS

COOK BROS. INC.

113 N. May Street,
Chicago, IL 60607
Area Code 312-421-5140

Or Visit our Giant Showrooms

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

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

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

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

*Catalogs without our name available for your use

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

113 N. May St., Chicago IL 60607 \
Yes, | want to make more money! RUSH my copy of your big, new wholesale cata- :
log.

9 l
MY A oottt e e Sty g R o B A e e Rl :
AdAress. :
21| | e I s T T U S R A :
- T L SN SRR PR CE N e 7 4 | NPTt I ML :
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Real Estate Seminar Continued from P. 23

to learn from some of the finest real estate auctioneers.

Sheldon F. Good, Chicago, Illinois, discussed
“Commercial Real Estate and New Homes' Auctions”
and Sheldon backed his presentation up with much ex-
perience and success in the real estate auction busi-
ness. On the following day, William Z. “Bill"" Fox, CAl, an
NAA Director from Baltimore, Maryland, offered his ex-
pertise on the subject of “Industrial Real Estate Auc-
tions”. Bill has been very successful selling real estate at
auction.

Many notes were taken by the registrants and out-
ines were provided at nearly each session. The 1984
Real Estate at Auction Seminar concluded with a panel
discussion, led by NAA President-elect Sammy L. Ford,
CAl, whois chairman of the 1984 NAA Seminars. Sammy
selected successful auctioneers who registered for the
seminar to serve on the panel, which included Duane
Gansz, CAl, of New York; Joseph Maas, of Minnesota;

One hundred and fifteen registrants attended the
San Diego Seminar from 39 states and two countries.
Based on the comments made by the registrants on the
critique sheets, the seminar was worth attending for sev-
eral reasons: One, to learn from some of the best auc-
tioneers in the profession. Two, to enjoy the friendships
and fellowship of people who are dedicated to the same
profession, the auction profession; and Three, to enjoy
the outstanding warm and sunny weather of Southern
California.

The 1984 NAA San Diego Seminar was a huge suc-
cess, thanks to the contribution of the chairman, Sammy
Ford, and the six instructors who offered their talents and
expertise to the membership, and to the 115 registrants,
who attended. Due to the reception, which has been
given by the membership to the NAA Seminars, addi-
tional seminars will be scheduled from 1985 on. Four
seminars will be scheduled annually in four different
areas to accommodate the interests of more people in
more areas.

IMPRINTED WITH YOUR NAME &
NUMBERED OR NUMBERED ONLY

Payment with Order — We Pay Postage
C. O. D. Orders — You Pay Postage
THE COMPLETE LINE OF AUCTiON FORMS
— WRITE FOR FREE SAMPLES TO --

STOCK YARDS PRINTING CO.

1613-A Genesee, Kansas City, Mo. 64102

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 ft. cord and shoulder
strap and mike support holder, which leaves both hands free. Easy to
carry at side, or can be placed on truck top, or used on a ladder. If you

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.

REISCH SPECIAL
“LITTLE BIG VOICE” — JR-2

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

March, 1984

AUCTION FORMS |

e
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Ring Man Continued from P. 29

3. Find the money BEFORE the Auction ever starts!

Doesn’'t make sense? Let me explain . .. so many
times | have attended auctions and the Auction Staff
was real busy “looking important”, huddled in one
corner of the tent or in a bus, or any place but where
they should be! What are they doing? . . . Conspiring
againstme? . . . Very suspicious and uncomfortable
(That's what most of your buyers think!). Heck, you
spend most of your time together at work. Discuss
last night’s party, tonight!

Get out there and meet the buying public, make
them feel welcome and offer any assistance you
can. Make friends with them, especially if it's their
first time attending an Auction. Ask questions about
values, of the item(s) being offered for sale.

NOTE: It's indeed a rare occasion that | don't
have at least three or four bids on a par-
cel of real estate PRIOR to the Auction.
$5,000.00, $15,000.00, $25,000.00 and
still looking . . . This, my friends, makes
an Auctioneer glow with enthusiasm and
confidence.

Find the money BEFORE the Auction and feed

that information to the other team members at

the team meeting five to ten minutes before sale

S B 4 B o e N e W P A et e LB )

tions so that they command a positive answer. “The
weather is nice, it sure is hot, raining hard, cold, isn't
it?" Get the people shaking their heads up and
down. Anything, just so they are in a positive frame
of mind.

Nobody, but nobody, has a “private customer” bid-
ding to you only. | train my people so that the minute
a hand starts up, everyone takes the bid and points

~ in different directions. | don't have to tell you what a

profound effect this has on a bidder and the other
potential bidders.

“I'd better get in if | want in”. That's what you
want, isn't it? Now, one of you that is close to the bid-
der, get to him quickly and assure him that you have
him. When he bids again, let one of the other ring
men take him and then you ask the Auctioneer “Is my
bidder in?" And, of course, the Auctioneer will say
‘no’. Well . .. there is nothing wrong for someone
wondering if they are in or not.

The objective is to “get those hands in the air!”
The Seller loves it!

Never point your finger at a person while working the
ring. Always hold your arm extended with the palm
upward. It has the natural connotation of “Give Me".

time. Get out there—all of you—and ask those 8. Don't be afraid to “get into it” when responding to a
buyers “what would you steal it for” and then bid. Yep, Yeow, Yup, are used. Yes, when said in the
say—"May | put you in to start the bidding?” ring, seems to come out Yessss (hissing sound).
They will usually say “why sure” . . . gothen and
find another, and another, all you can find—the 9. Do not disclose some bidders. They want to remain
more the merrier. - anonymous. Many times, | look at the other side of
EXAMPLE: Let's suppose we have a parcel of the tent when “putting in” a bid. I've had bidders to
real estate that our point of confirmation ask me who they are bidding against. That can, in
IS In the neighborhood of $100,000.00 some instances, be very embarrassing. My answer
(Why insult the buyers knowledge of to them is “you stop and you'll find out™ or “just you
values by asking for $200,000.00 and and me and it's your turn’. | must say that these re-
work your way down to a figure that plies have to be handled with great care and in-
makes you, as an Auctioneer, look jected with a lot of humor or you can come across
silly!). Your ringman can find those wrong. The main thing is to keep some bidders iden-
“live'" offerings of $25,000.00, tity anonymous.
$50,000.00, $75,000.00—and now | oo
“who'll give 80”7 We are supposed to 10. There are many things that | could cover about ring

count forward—not backward! Find
those numbers and put them in and
then look for the balance and pass that
“silly” offering on to the next bidder and
allthe while you are ascending to where
you need to be, close to $100,000.00.

men and their importance to the profession, but
there is one glaring mistake that should never be al-
lowed to happen at any Auction. If one of your team
IS not up to par, you're better off without him! After all,
the best of quarterbacks are taken out of the game
for one reason or another.

In closing, allow me to say that after reading this,
take a long hard look at your staff and ask yourself this
question ... “Would | hire that crew to sell my life's
work?" Be very careful of your answer.

Critique (constructively) each and every Auction
after the sale. Listen to your tapes, watch your video
tapes, study every facet of the sale from the beginning to
the end and establish a training program to correct your
flaws. Yes . . . you do have them . . . or you would not be
reading this article!

Remember . . . never take a bid with your backto the
crowd . . . ! Work “rings” around your competition!

64 AUCTIONEER

4. NEVER disclose to a prospective bidder what you
think the value(s) are of what you are offering for sale.
His opinions and yours may be so divergent that you
might lose him. Your opinion is not worth a hoot any-
way, because the people with the cash on their hip
are going to decide that for you. Let the value settle
amongst active bidding, always going up . . . never
begging for anumber that you will never reach.

5. When introducing yourself to the members of the
crowd, always phrase your comments and ques-




Huge Collection Continued from P. 43

chains, one bell, $1,450; Ansonia bouncing doll, $600
and Ansonia swinging doll, $500. German novelty
clocks, with eyes to tell time, included Owl, $175; Ard-
vaark, $100; Bull Dog, $140; Bull Dog, $210 and Scotty,
$200.

A Sperry and Bryant steeple clock, with 3C hour time
only pendulum and etched glass tablet, brought $240;
French—unsigned, iron case, $75; an unmarked model,
made in U.S.A., tabour style vaseline glass case with
daisy and button pattern, $575 and an N. Mueller iron
front clock, horse motif, $280.

Minus a statue, an Ansonia tin can swinging arm
clock was taken for a bid of $700; an Austrian carved and
polychromed wood figural shepherd and sheep clock,
crown and verge escapement with cowtail pendulum
went for $350 and a Seth Thomas “Column’ model em-
pire style shelf clock, eight day time and strike weight dri-
ven movement and Rosewood case, $300. '

$2,000 purchased a Welch, Spring and Co., B.B.
Lewis double dial calendar, eight day pendulum, time,
strike and calendar, Walnut case (Miller 192); $2,200 was
the top bid for a Seth Thomas No. 10 double dial calen-
dar, eight day spring wind, pendulum, time and strike
movement, Walnut case.

Other beauties by Seth Thomas were a No. 6 double
dial calendar, eight day time only, Rosewood case,
which sold for $1,700; a “Flora™ wall regulator, eight day
time and strike weight driven pendulum movement, Oak |
case, $1,100; 12 inch drop octagon wall regulator, eight
day pendulum, time only, $310 and Parlor Calendary No.
1 double dial calendar, weight driven eight day move-
ment, time and strike, Mahogany, $600.

An Ithaca Hanging Office No. 4 double dial calen-
dar, spring wind eight day pendulum, time and strike,
$1,100; Howard type (not Howard) banjo clock, eight day
pendulum weight driven movement, Rosewood front,
$600; L.F. and W.W. Carter, B.B. Lewis double dial cal-
endar No. 2 (Miller 62) eight day time only, two weights, |
rolling pinions, Rosewood case, $1,600 and Lenzkirsch
“Vienna" regulator, spring wind, R-A pendulum, $500.

Advertising signs for watches included Elgin, $300,
Southbend, $70 and Rockford, $1,600. Advertising ther-
mometers, in tin, sold between $12.50 (Camel ciga-

[ gg— 'KIEFER AUCTION
"SUPPLY CO.
et P.O. Box 2141
R Ft. Lauderdale, FL 33303
BEL FEATURES

LOT NO.

E

rettes) and $40 (Mail Pouch chewing tobacco). China
plate clocks, eight day, abounded—selling for bids
ranging from $7.50 to $45. Cast iron watch holders, Art
Nouveau, sold between $27.50 and $55; China watch
holders ranged from $25 (Mandolin player) to $35 (Deer).

Lux pendulettes were also in abundance—$1,500
purchased a “Christmas wreath”, “Clown with Tie",
$280; “Jack and Jill”, $425; “Mary had a little lamp™,
$300; “Country Scene”, $275; “Golfer”, $275; “Sally
Rand fan dancer”, $350; “Pussy in the well”, $425 and
“Ships wheel”, $225.

Unmarked and unidentified, an American wall regu-
lator with a fine Walnut case, weight driven eight day time
only movement, sold for $800; also unmarked, a German
highly carved and very ornate large cuckoo clock with
one bird, $775 and from England, a tall case clock made
by Snelling of Newton, of brass with painted metal dial
and Oak case, $750.

Hand made by a relative of Mrs. Bruer, a Sedalia,
Missouri jeweler named Talbot, was a “Talbot"” round top,
long drop wall regulator which brought $575. Another
very interesting piece was an unmarked American tall
case clock in Pine. There was worn paint decoration on
the case and the clock had a 30 hour pull up wood move-
ment and seconds pendulum. Also, a wood dial with
painted gesso decorations in spandrels known pur-
chase date was 1818 and the top bid in this auction—
$490.

An unmarked jeweler's regulator, probably Swiss
made, with floor standing Walnut case, eight day, weight
driven time only; pinwheel escapement with compensat-
ing lyre pendulum, sold at $1,750; original “Hickory Dick-
ory Dock” mouse clock with movement at bottom $650;
Seth Thomas wall regulator, unidentified model, weight
driven time only, seconds pendulum and Cherry case,
$1,400.

BRITTEN AUCTION ACADEMY

P.0. Drawer B, Bryan, Tex. 77801
Approved by Texas Education Agency
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Conventions

1984 — Minneapolis, Minnesota, July 17 to July 22
(Hyatt Regency/Holiday Inn Downtown)

1985 — Philadelphia, Pennsylvania, July 30 to August 3
(Franklin Plaza)

1986 — San Francisco, California, July 29 to August 3
(San Francisco Hilton & Towers)

1987 — Hollywood, Florida, July 7 to July 12

' (Diplomat Hotel)

1988 — Kansas City, Missouri
(Hyatt Regency)

Seminars

1985 — Kansas City, Missouri, January 20-21-22
(Hilton Plaza Inn)
Williamsburg, Virginia, February 11-12-13
(Motor House/ Cascades Conference Center)
1986 — Clearwater Beach, Florida, January 27-28-29
(Sheraton Sand Key Hotel)
Monterey, California, February 10-11-12
(Doubletree Inn Hotel)

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
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(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. !f a rate revision
is made and not accepted by the advertiser, the advertiser may cancel his
contract. .

NEW ADVERTISERS: All new advertisers are required to submit credit account in-

formation, an insertion order, and payment in advance (with copy), before advertising

will be accepted. If applicable to the new advertiser, advance payment for the first
three months is required. Submission deadline for new advertisers is the first of the
month.

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

4. COPY AND CONTRACT REGULATIONS: The editor reserves the right to reject
any advertisement. “No cancellations accepted after closing date (see item 7).
If advertising is discontinued before completion of contract, short rates for space
will apply. ,

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

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

4% inches; Quarter page — 3%2 by 458 inches or 7% by 2% inches.

6. CAMERA READY ART ONLY. All advertising submitted to the NAA office for pub-
lication in THE AUCTIONEER must be fully composed, ‘“‘camera ready’” artwork.
The NAA office will not prepare or make changes in your advertising. Changes
received as camera ready art will be prompty incorporated in your advertising in
the next available issue. Any questions about this NAA publication policy should
be directed to the NAA office before submitting your advertising.

7. ISSUE AND CLOSING DATES: Published monthly (11 times annually) with the ex-
ception that an August issue is not published. Issued on the first of the publica-
tion month. Deadline for ad copy is the first of the month preceding publication
date.

8. SUBSCRIPTION AND SINGLE COPY: One year’s subscription to THE AUCTIONEER

is $18, and only open to non-auctioneers. Single AUCTIONEER copy is $1.75.

Subscriptions and issues available only from the NAA office. |

ADVERTISING DISCLAIMER: Products or services advertised in THE AUCTIONEER

are in now no way endorsed by the National Auctioneers Association. Simply be-

cause a product or service appears in the NAA's official publication, that appear-
ance does not imply an NAA recommendation of the product or service over any

other. Problems encountered with an AUCTIONEER advertiser should first be di-

rected to the advertiser for satisfaction. If the problem remains, then the NAA

office should be notified.
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Submit all advertising to: The National Auctioneers Association, 8880 Ballentine, Over-
land Park, KS 66214. Phone: 913 541-8084.
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CLERK-SAVER® — World's No. 1 Clerking System

More Professional Auctioneers Use the Clerk-Saver® System Than Any Other Method.
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Or Number o _ R
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fies payment and delivery of the above. Selier retains ownership
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® ALUMINUM WRITING TRAY

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

Aluminum Writing Tray

@ 100 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

X 78" x 312". Handle
for easy carrying or nail to a wall for permanent installation.

Slots numbered 1 to 100 plus A to Z

Overall size 23"x16'’'x4"’".

THE CLERK SAVER® IS:

® Fast — check out in minutes.

® Accurate — Clerk writes buyer, item &

price. Cashier writes nothing.

® Less expensive than any known system.

® Keeps a running total of the sale.

“CLERK-SAVER” CLERKING TICKETS—Form No. CT-12
Original and 2 copies on NCR paper (makes its own carbon copies) 8Y2x11"" sheets

perforated to make 12 tickets 13ax412"".

This is an extremely fast, easy, and ac-

curate combination clerking and cashiering form. This one form replaces both

the standard clerking sheets and cashiers statement.

9,000 Tickets (1-3 White, Canary & Card)
18,000 Tickets (1-3 White, Canary & Card)
36,000 Tickets (1-3 White, Canary & Card)

Slots are 238

g‘]

1,000—$10.00 5,000—%47.50

|

-

LOT #
S
¢ GUMMED BACK TAGS — Form No. PST-82 z 2
Sticky back pressure sensitive auction P E
equipment tags with space for lot number, ga
quantity and buyer number. 1%2x2%2". 2 =
Roll of 1,000 tags—$14.50 5,000—$57.50 =8
e EQUIPMENT LOT TAGS — Form RHT-83 =2 QUANTITY——
Card stock tags with reinforced hole. |=§
11/2x3”. Space for lot number, quantity 8;
and buyer number. éﬁ%
1,000—$16.50 5,000—$67.50 % 2
e WIRES FOR EQUIPMENT TAGS, 12” LONG o8 BUYER #
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........................ ONLY $59.95

® BUYER CARDS ... Form No. BC-70

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

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

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

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

You'll like these.

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

in buyer’'s shirt pocket).
1,000 Cards....$9.50 2,500....$22.75

5,000....$44.75

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

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

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

$1.25 ea.

THE SPECIAL KIT INCLUDES:

~ SPECIAL CLERK SAVER STARTER KIT

® Aluminum Writing Tray
® 9,000 CT-12 Clerking Tickets
® 1 Pad FS-69 Final Settlement Forms

All of the above plus:

® 1,000 BC-70 Buyer Cards
® 3 Pads BR-69 Buyer Registration
Forms

One 100 Slot Clerking Ticket File (a $117.90 Value) Only .......oeeeeemi .. $89.95

SAVE
$27.00

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

Y\
|
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Missouri Auction School

Top Floor Livestock Exchange Building
1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117




NOWI m = COLONEL® . . . The Sound That Sells”

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

COLONEL® 1

® Astatic Model 957L Anti-Feedback professional ball type
dynamic cardiod microphone with on-off switch, detach-
able 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 L) o The COLONEL 3 has the same
V. ® DIMENSIONS: 7%’ High x 6” Wide x 74"’ Deep. features as the COLONEL 2 plus:
- ® WEIGHT 4 LBS., 14 OZ. ® Stor C t ¢ 15 Back
® There is a two year repair or replace warranty on every- age hompar Ll mh e g
thing except batteries. c;aol;:jy IEGBEREEr, (IEIopRenc’ an
List Price: $395.00 Auctioneers Cost: $237.00 o
® Slightly larger speaker baffle area
with port hole.
COLONEL® 2 ® DIMENSIONS: 9%” High x 6"
The COLONEL 2 has the same features as the COLONEL 1 Wide x 7% " Deep.
plus: ® WEIGHT: 7 LBS., 6 OZ.

®* RECHARGEABLE BATTERY: Extra capacity battery will
last all day long. Fully rechargeable overnight.

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

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

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

® INPUTS: one microphone, one tape recorder, one battery

charger.

OUTPUTS: One extension speaker, one tape recorder.

® WEIGHT: 6 LBS.. 12 OZ.

List Price: $595.00
Auctioneers Cost: $357.00

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

List Price: $570.00 Auctioneers Cost: $342.00
Payment with Order — We Pay Postage . . . —_!' Missouri Auction School
C.0.D. Orders — You Pay Postage Top Floor Livestock Exchange Building
Order by Mail . . . I > 1600 GENESEE / KANSAS CITY, MO. 64102
Send Check or Money Order To:

PHONE: 816-421-7117

THE AUCTIONEER

BULK RATE
NATIONAL AUCTIONEERS ASSOCIATION U.S. POSTAGE
8880 Ballentine, Overland Park, KS 66214 PAID
PERMIT 3634

Kansas City, Mo.

ADDRESS CORRECTION REQUESTED
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