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Auctioneer Hat
Stetson “Wisp”

AUCTION SEASON BEGINS WITH

NEW AUCTION ACCESSORIES oo

into this year’s auction season with one of our beautiful
“Silver Belly Auctioneer’” hats. They come in three brim
widths (2%, 23", and 2%’). We have had these hats
made to our specifications by the Stetson Hat people since
1964 and have sold thousands to auctioneers since that
time. They come with a red satin lining with the NAA
emblem embossed in gold in the lining. At this time 75%
of our orders are repeats, so our customers must be satis-
fied. The Wisp hat you see pictured above is commonly
known as the “Marlboro” and is a 4X quality Stetson hat
with 3” brim and comes in Silver Belly color the same as
the “Auctioneer’” hat.

These Auctioneer hats come in Milan Straw (light
tan), same brim widths as the felt. We also offer the
White Panama hat shaped as the “The Auctioneer’ (Open
Road Block), with a 212" brim. We are out of the Panama

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

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

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

Felt Silver Belly Auctioneer Hats .......................... $ 42.00
White Panama 212" brim .. .. 24.00
Milan Straw Auctioneer Hat ... ... . ... ... ... 19.95
London Fog Type Jackets with NAA Emblem ... 28.00
Wisp (Western style) hat, 4X Beaver ...._..........__.... .. 45.00
NAA Emblem, 4-color embroidered ....................... 3.00
Sterling Silver Gavel Tie Tac ................o.ccooeeeiiie.. 50.00
Gold Plated Gavel Tie Tac ... 50.00
Sterling Silver with man made diamond .................. 80.00
Gold Plated with man made diamond ...................... 85.00
14K Gold Gavel Tie Tac ... 320.00
14K Gold Gavel Tie with .15K diamond .................... 450.00
14K Gold Gavel Tie Tac with .20K diamond ............ 485.00
14K Gold Gavel Tie Tac with .25K diamond ............ 550.00

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

PLUS 4% SALES TAX

Col. W. Craig Lawing, CAI

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

Going, Going,

Gone! When you advertise in the newspaper with the largest Sunday circulation'in
New England: 741,000. And no Boston paper has more classified ads. For more in-
formation call: JoAnne McCoy (617) 929-2169 or Arthur Shachat (617) 929-2160.

Ghe Boston Globe

BOSTON, MASSACHUSETTS 02107




Letters to
THE AUCTIONEER

Add these members
to your Directory

The 1981-82 Membership Directory of the Na-
tional Auctioneers Association is published annually
during the month of October, hopefully, the names
and addresses of each member in good standing as
of October 1 are included. However, for unexplain-
able reasons names of members are sometimes
omitted, which is unfortunate for everyone con-
cerned.

Whenever the NAA office learns that a member’s
name and address has been omitted, the informa-
tion will be published in each subsequent issue of
THE AUCTIONEER magazine. Those members who
were omitted will be identified monthly, until the next
issue of the Membership Directory is published.

Included in the listing below are NAA auction-
eers who were members of record as of October 1,
1981, but who were not included in the 1981-1982
Membership Directory.

ldaho Association of Professional Auctioneers (insert on page

37 of directory)

CONNECTICUT
SHINE, JAMES W., 150 Greenwood Avenue, Waterbury
06704
MICHIGAN
BLACKFORD, GEORGE P., G 2095 S. Center Road,
Flint 48507
SMITH, JAMES K., 4514 School Road, Rhodes 48652
MONTANA
CUMMINGS, THOMAS, Giltedge Rt., Lewistown 59457
NEW YORK

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

NORTH CAROLINA
FAISON, RONALD W., 116 Dunedin Court, Cary 27511

OHIO

GAISSER, MICHAEL F., 1230 Cass Road, Maumee
43537
GILL DANIEL P., 3721 Waynesburg Drive SE, Canton
44707
ROMAN, RONALD LEE, 405 Holly Street, Canfield 44406
VIRGINIA
BLUESTONE, HERB, 727 Little Back River Road, Hamp-
ton 23669
CANADA

VOKES, VICTOR W. S., 204-1024 Fairfield Road, Vic-
toria, British Columbia V8V 3A5

FREE CAP'!

. If you send your business card and a
sketch drawing of your idea (any logos or
artwork helpful and faster), we’ll send you a

FREE cap and a price list!
FREE CAP, Box 650, Holdrege, Nebraska 68949
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Auctioneers needed,
contact prospect

Occasionally the NAA office receives inquiries
about specific auction services. Since the NAA of-
fice cannot recommend one member over another,
the inquiry was directed to the auction section of
their local phone book. However, in the future, in-
quiries about specific auction services will be pub-
lished in THE AUCTIONEER magazine.
| Below is a letter received at the NAA office ask-
Ing for auctioneers or auction services. The person
In the letter has been informed that the letter will

appear in THE AUCTIONEER; and that he can expect
to be contacted by NAA members.

Variety of Machinery

| would like my name placed on auction mailing

lists for any upcoming auctions, especially auctions
Involving machinery.

Thank you.

David Raskin, president

Lakeland Envelope Company, Inc.
717 Prior Avenue North

Saint Paul, Minnesota 55104

In Memoriam correction

The NAA office was erroneously informed that
member Lupe Rodriques, EI Cajon, California, was
deceased. That information was published in the
May “In Memoriam’ and is not true. NAA member
Rodriques is very much alive and auctioning.

Need License
Law Information?

For current license law information, con-
sult the “License law update’” on page 13 of the
April, 1982, AUCTIONEER magazine.

If you need additional information about
states which have auctioneer license laws, write
' NALLOA. Any and all correspondence with the

National Auctioneer License Laws Official As-
sociation should be sent to the address below.

NALLOA
P.O. Box 5774
Lincoln, Nebraska 68505-0774

. .
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THE AUCTIONEER magazine is the of-
ficial publication of the National Auction-
eers Association and is published month-
ly with the exception that an August is-
sue is not published (11 issues annually).
THE AUCTIONEER magazine is published
as a means of exchanging ideas that will
serve to promote the auctioneer and the
auction method of selling.

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

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

advertising can be accepted. See rate

schedule on last page.

Single copies: $1.75 each. Annual sub-

scription rate $18.00.

Editorial and Executive Offices of the

National Auctioneers Association are at

135 Lakewood Drive, Lincoln, Nebraska

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

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

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

Mrs. Sandy Chapin, Secretary

Ms. Marge Houser, Secretary

Mrs. Barbara Person, Secretary

Mrs. Sharon Whisenhunt, Secretary
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This will be my last article as your NAA presi-
dent. It doesn’t seem possible that 11 months have

passed since | was elected at the Las Vegas Conven-
tion.

As my wife Arlene and | have traveled around
to the various State Association Meetings, we have
enjoyed them very, very much and have appreciated
the fine hospitality shown us. Without a doubt, this
will be a year that | will never forget.

Our membership has grown considerably over
the past year due to a lot of sincere help from many
of you. | think the future of our NAA certainly looks
great, due to our fine educational seminars, work-
shops, the Certified Auctioneers Institute, and all of
the other educational programs.

| am more than happy that the land in Overland
Park, on which the new NAA office will be built, Is
paid for and belongs to us. Hopefully, with our
current pledges and continued donations coming In
as actively as they have been, we will be able to
break ground in the not too distant future. | think
we are making a much needed move for expansion,
accessibility, and exposure. Ours will be a building
that we can all be very proud of, and to be a part of,
for many years to come.

The Board of Directors is looking into the future
in building such a fine home. | would like to urge
all of you to get involved and become a part of this
home, by making a contribution, be it large or smaill.

With my time as your president drawing to a
close, | want to invite everyone who has not yet
registered for the NAA Atlanta Convention to please
do so now. I'm sure that there are still hotel rooms
available, but they will have to be given up to the
general public in a short while.

Our NAA auctioneers who do not attend our
convention or our seminars and other educational
programs are not taking full advantage of a valuable
NAA benefit. The services of the NAA can be very
beneficial if you will just take advantage of them.

| would like to at this time personally thank
Harvey McCray, his wife Linda, and all of the dedi-
cated staff at the NAA office for their kind support
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NAA growth, progress
depends on you

By Howard Buckles, President

National Auctioneers Association

and help throughout the year. | also want to thank
the NAA officers and directors for their long, hard
hours and support in helping me throughout the year.
Without auctioneers such as them, | am sure that our
NAA would not be where it is today.

On behalf of myself, Arlene, Diana, Bill, Patty
and our new grandson, Christopher, | want to say
thank you. We are looking forward to welcoming all
of you to the Southern Fair Convention in Atlanta.
| am sure that we will all ““have a peach of a time”
in Georgia.

lowa bank honors Fun Auction,
NAA president

At the NAA Atlanta convention Fun Auction, one
item will be sold in honor of NAA president Howard
Buckles. His bank back home — the State Savings
Bank of Cantril, lowa — donated an Amana Radar
Range in recognition of auctioneer Buckles’ service
to his local area and the National Auctioneers As-
sociation.

r

REPPERT SCHOOL OF

AUCTIONEERING, INC.
Box 189
Decatur, Indiana 46733

Tuition $400 for 3-Week Term —
also Home Study

Next 2 Terms:
July 26-August 13, 1982
November 29-December 17, 1982

Founded in 1921

Write or call for more information
219-724-3804 AC 0033
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METALWORKI
MACHINERY
AUCTIONEERS

NOW YOU CAN REACH OVER
190,000 METALWORKING
MACHINERY PLANTS

IMN’s metalworking lists are the most complete, up-to-
date, and productive available today. PLUS, IMN has all
the options you need on your list.

Looking for a geographic list? We have it. Need a list of
large metalworking plants? Small metalworking plants?
We have them, too. How about a list specifying equip-
mentinuse? ... Orone by S.I.C. numbers? You name it,
we have It.

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

IMN Can Also Handle Your Printing Work
From Concept To Finished Product.

Call, Write or Wire For More Information Today!

HEARST BUSINESS MEDIA CORP.-IMN DIVISION

.I-E_rst 29516 SOUTHFIELD RD. — P.0. BOX 5002

Business Media SOUTHFIELD’ MICH'GAN 43037
PHONE: 313-557-0100 — TELEX: 231237

The Legal Aspects

Of Auctions . . .

Independent contractor
taxation, what’s the status?

(By the time you are reading this AUCTIONEER,
the expiration date of June 30, 1982, for the morato-
rium of IRS regulations on independent contractor
tax status, has already past. According to those regu-
lations, a percentage of your auction commission —
10% is a common cited figure — would be taken out,
If you met certain criteria for taxation of independent
contractors. The IRS regulations were postponed
until after June 30, so that Congress could propose
alternatives.

For the most current information on your tax
Status as an Independent contractor, contact your
local office of the Internal Revenue Service. To give
you an idea of what to expect, the following letter
was sent to NAA director of association services,
Gary Carmichael, by Nebraska Congressman Douglas
Bereuter. It's quite possible that you may encounter
similar regulations as explained in the letter.)

Knowing of your interest in this matter, | thought
that | should inform you of the latest action that |
have taken in support of legislation to resolve the
income tax status problems facing independent con-
tractors.

| recently agreed to serve as a co-sponsor of
H.R. 6311, a measure similar to a bill now under
serious consideration by the Senate Finance Com-
mittee (S. 2369). H.R. 6311 would establish a five-
part test for determining who may claim independent
contractor status.

To meet that test, the worker and the person for
whom the work is being performed (the service-re-
cipient) first must agree, by written contract, that the
service will be performed by the worker as an inde-
pendent contractor. The written contract, executed
before the service is performed, must apprise the
worker of his self-employment tax responsibilities,
and his disqualification for various employee bene-
fits under the tax law. Second, the service-recipient
must file all required information returns for his pay-
ments to the worker. Third, the worker must control
the aggregate number, and substantially all, of the
scheduling of the hours he works. Fourth, if the work-
er has a principal place of business, it cannot be
provided for him by the service-recipient, unless a
fair rental is paid. Finally, the worker must either
risk income fluctuations — because he is paid on
the basis of sales or other output, rather than the
number of hours worked — or he must have a sub-
stantial economic investment in tangible assets used
In the performance of the service.

Hearings on this proposal will be held June 11

THE AUCTIONEER



by the House Ways and Means Committee. | hope
that Congress can act quickly to approve this or sim-
ilar legislation and thus avoid a conflict with the
June 30 expiration of the current moratorium on the
Issuance of IRS regulations on this subject. That is
the action | am urging.

Douglas Bereuter
Member of Congress

Washington state
has license law

To hold an auction in the State of Washington
now requires an auctioneer’s license. The Depart-
ment of Licensing in Olympia began taking applica-
tions for licenses June 10.

According to Washington Auctioneers Associa-
tion president Duane Anderson, Enumclaw, license
rules and regulations will include the following: all
auction advertising must have name of company,
auctioneer, and license registration number; and with
estate sales, name of deceased must be stated.

License fee will be $150 per year, $25 annually
for trainee; and a $5000 bond is required, or trust ac-
count of $5000 payable to the State of Washington.

Copies of the Washington license law can be ob-
tained from the Department of Licensing.

| ® Low Cost Protection
® Choice of Limits and Deductibles

I Protection
® Rapid Premium Indications

® Claims Made Coverage with Prior Acts

Books available

TIME-MANAGEMENT FOR EXECUTIVES, by
Januz & Jones. Time is money, and precious minutes
wasted can be an expensive drain on your day. The
time-management skills presented in this book will
enable businesspeople to trim excess activities and
carry out others more efficiently. It explains how to
plan work so it is not directionless, but hones in on
selected goals. The book is a helpful guide to in-
creasing your work productivity, and thus reducing
worry and stress. 232 pages, 6x8%2, hardbound,
$15.95. CHARLES SCRIBNER’S SONS, 597 Fifth
Avenue, New York, New York 10017.

el e il =

MICRO-MANAGEMENT, by William Delaney.
Small businesses operate under different circum-
stances than larger ones, with problems of a differ-
ent nature to be handled accordingly. This book
tells how to handle mistakes and problems. Tells
how to cope with bureaucracy, mergers and acquisi-
tions. Discusses choosing a partner, the early prob-
lems of a small business, how and when to start a
business — and leave it. Learn to plan and define
goals and motivate them. Many examples are cited
from real business experiences which support this
instructive text. 164 pages, 53 x8%2, hardbound,
$13.95. AMACOM, 135 West 50th Street, New York,
New York 10020.

-———_ﬁ

Auctioneers Errors & Omissions Insurance

Special Program for NAA Membership
Approved by the Board of Directors

exander
exander

| Look For Our Booth at the 1982 NAA Convention

Please send me additional information on Auctioneers E&O Coverage:

Name ____ Firm Name __ ) -
Street - __ City _ ______ State Zip
Number of Auctioneers in Firm - _____Bus. Phone: A/C No. _ -

Mail to: Alexander & Alexander, 1200 “N’’ Street, Lincoln, NE 68508.
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Auction Franchise

Available
In Selected Areas

WE ARE PRESENTLY OFFERING A LIMITED NUMBER OF
FRANCHISES WITH UNITED AUCTIONEERS
IN SELECTED AREAS THROUGHOUT THE UNITED STATES.

*

The name UNITED AUCTIONEERS has an established reputation which
would strengthen your expertise and creditability in the auction field.

3

If you are interested in:

1. Increased business and profits
2. Nationwide identity
3. Professional training

4. Protected territory

5. Access to extensive mailing list
6. Professional advertising advice

7. Registered name and trademark

8. Leads from national advertising

This is only a small portion of what the UNITED franchise can do for you.
This is a unique opportunity for the aggressive person.

23

Let the UNITED system work for you.
Write or call 402-397-9959.

B8990 W. Dodge Rd., Suite 315

Omaha, Nebraska 68114
Phone: 402-397-9959
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Magazine copy
deadlines revised

By Harvey L. McCray, Editor
THE AUCTIONEER Magazine

Production time and mail delivery delays have
created a need to revise the deadline for all copy —
editorial and advertising — to be submitted for pub-
lication in your monthly AUCTIONEER magazine.
Too often, due to the length of time it takes manag-
ing editor Gary Carmichael to edit, prepare copy and
create the layout for magazine printing, the finished
copy of the magazine is not ready for mailing on the
first day of the next month of publication. NAA
members deserve their magazine sooner.

THE AUCTIONEER magazine is mailed by third
class, bulk rate, which is not a priority mailing class
as far as the post office is concerned. If other mail-
ing pieces — especially first and then second class
matter — are delivered to the Post Office while the
magazine is in process, the magazine distribution is
held up by the postal employees, thus causing addi-
tional delays. When the magazine is forwarded to
several stations, additional delays are created due to
priority mailings, and too often the NAA members re-
ceive their copies twenty, and sometimes thirty days,
after the magazine has been delivered to the Lincoln,
Nebraska post office.

Effective July 1, 1982, any and all copy, for pub-
lication in THE AUCTIONEER magazine, must be sub-
mitted and received in the NAA office prior to the
first day of the month, preceding date of issue.
If copy is to be submitted for publication in the
September issue, for example, it must arrive in the
NAA office prior to August 1. (Note: the magazine is
not published during the month of August.)

The AUCTIONEER magazine is an effective aid
for NAA members in learning new methods and pro-
cedures affecting the auction method of selling real
and personal property. The magazine benefits all
concerned: members, members’ associates who are
not auctioneers but work in an auction facility, and
suppliers to auctioneers and auction facilities (ad-
vertisers).

Another policy revision was made earlier this
year in regards to the manner in which advertising
copy is to be submitted to the NAA office for publi-
cation in THE AUCTIONEER magazine. Now, all ad-
vertising copy is to be submitted camera-ready. That
policy became necessary because of the high interest
from advertisers in using THE AUCTIONEER maga-
zine to promote their products and services. Too
many expensive delays were caused when copy, set
in type by the NAA’s printer, necessitated proofread-
ing by the advertiser before the ads were acceptable
for publication.

Now, the advertiser will be assured that copy
will be correct since the advertiser’'s own printer,
graphic artist or advertising firm will prepare the
copy, and submit it camera ready to the NAA office.
Having camera ready art will allow the AUCTIONEER
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publication staff ample time to edit, proof read, pre-
pare layout and have the magazine published on
time, and ready for mailing on the first day of the
date of issue.

NAA member articles are needed to assure that
all AUCTIONEER articles will be truly beneficial to
the profession. When auction methods prove to be
successful (or even unsuccessful) and when you be-
lieve you have something to offer to the membership
which will help improve on the good image of the
auction profession and benefit auctioneers in general,
send it to the NAA office for publication in “your”
AUCTIONEER magazine.

The best way to promote the auction profession
is to have participation by the entire membership.
If and when you send information, which will be bene-
ficial to each member as a magazine article, be as-
sured that it will be given every consideration for
prompt use in THE AUCTIONEER magazine. Re-
member also, however, that the monthly issues are
limited in the number of pages which can be printed,
and the number of editorial and advertising pages
must be taken into consideration when the magazine
is “put to bed” monthly before printing.

THE AUCTIONEER magazine is your magazine!
The members write the copy; the NAA office person-
nel edits the copy. Benefit your profession by par-
ticipating as a “writer” of THE AUCTIONEER maga-
zine.

. River Basin
Auction School

Learn to be an Auctioneer and
Rodeo Announcer

+ Two Week Course.

% Terms in December, March, June, and Sep-

| tember.

% Branch school in Salem, Oregon, with terms
in September, January, and May.

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

% Specializing in Livestock selling.

s School is run by Truman (T.P.) Kongslie who
has been an auctioneer and Rodeo Announ-
cer for 22 years, named Rodeo Announcer of
the Year for 7 years, State Champion Auc-
tioneer 3 times, and has been an instructor
in an auction college for 6 years.

WRITE: RIVER BASIN

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




NAA pamphlet —
buyers, clients soid
on information

In the center section of the April, 1982, AUC-
TIONEER you’ll find your sample copy of the NAA’s
“auction customer pamphlet”’. The pamphlets you
order will be the same colors as shown in the sample,
and contain personal and auction business informa-
tion. Designed for distribution to your auction custo-
mers and clients, the NAA pamphlet can be an ex-
cellent addition to your promotional efforts.

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. “Jack” 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
refer to the following examples.
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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.

Continued page 13

AUCTION CUSTOMER PAMPHLET to promote your
business.
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National Auctioneers Association
‘““Auction Customer Pamphlet” Order Form

% Only NAA members are permitted to order the auction customer pamphlet ¥ Please print clear-
ly 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.)

2) Name of auction company, or auction service __

Street address - City________ State Zip

Business phone/area code
(If additional office location addresses are to appear in the pamphlet, provide the address infor-

mation on a separate sheet of paper.) State Auctioneers Association member? ___Yes __ No
3) Write 7-10 brief statements detailing the auction services you provide. Use separate sheet if neces-

sary.

® e @

.______ - - &

o B ®

& ]

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 CAI, GRI and other similiar 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 Associa-
tion. Please note the charge for each additional photographs.

500 pamphlets, $165.00 1000 pamphlets, $230.00 2000 pamphlets, $250.00
plus shipping, $ 3.00 plus shipping, $ 4.50 plus shipping, $ 7.50

Add $12.00 for each additional photograph to be included.
______TOTAL AMOUNT ENCLOSED §$

(Allow three weeks for delivery following the date your order is received at the NAA office.)
Name of NAA member placing the order __

Number of pamphlets ordered

Signature __ . ‘Date your NAA membership expires

A rough layout of your pamphlet will be sent to you for approval/correction.

July, 1982
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If you have an on-

concern about the cost of auction control

up, your worries may be

The cost of operating an auction goes up every year. And 1n an effort to control
these costs, RSI-Computer Group has developed a computerized auction control system.
Based on the belief that time 1s money, this software and hardware system enables
you to serve your clients and bidders with speed and accuracy by
performing these functions: —Sale Inventory Input, —Sale Catalogue,
—Auction Sheets, —Buyer Registration Input,
e, —Buyer Registration Printout, —Sale Input, —Sale
Control and Reconciliation,—Invoicing, —Buyer
Status Inquiry, —Inventory Inquiry, —Sale Recapit-
~ ulation, —Report of Sale.

Additional software handles payroll, accounts
receivable, accounts payable, and a general ledger.
Under development 1s a comprehensive mailing label system.

Currently used by Norman Levy and Associates, Ralph Rosen Associates,

S. Hochman & Co.,Rabin Bros. Auctioneers and Jim o
r.s.i. computer group

Davis Auctioneers, this minicomputer weighs only
2520 W. Mockingbird, Dallas, Texas 75235

=

S

|-"l ‘
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)

F 4

'l

° [
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w
KA FETAR

W éidereve

.

65 1Ibs. and costs under $10,000.

Y .|.J‘\ J\Pc'l For more information, write or call " Telephone 214-350-2381.
Carla MUI‘I‘ay or J&CQUIG Stephens, Outside Texas call toll-free 800-527-5134
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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.

e 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-
ganizations will not be accepted.

e Logos 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.

Satisfaction guaranteed

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
you personally, well before your pamphlet is taken
to the printer. Therefore, all pamphlet orders will be
produced according to the following procedure.

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

hwick hlerk

Box 147 Northfield, Mn. 55057
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* 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.

Auctioneer-Horse Farm Manager seeks position
which would utilize both skills. Auction school |
graduate, NAA member, fully experienced in
horsebreeding, and antique and farm auctions.
Currently manager of major New York thorough-

| P.O. Box 336

bred farm. Resume on request, will relocate.
Call or write to

Roger D. Hicks
Roger D. Hicks

Wallkill, NY 12589 Phone: 914-895-2384

e e
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LEARN TO BE
AN

()

AUCTIONEER &

AMERICA’S TOP QUALITY

AUCTION SCHOOL. WRITE OR

CALL FOR FREE CATALOG. AP-

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

MENDENHALL SCHOOL OF

AUCTIONEERING

P. O. BOX 7344
HIGH POINT, N. C. 27264

(919) 887-1165
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M. 8 113 N. May Street,
s Area Code 312-421-5140

g Or Visit our Giant Showrooms

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

2

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

can be profitably and quickly sold.

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

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

*Catalogs without our name available for your use

To: Cook Bros., Inc., Dept. A976
MA“_ 113 N. May St., Chicago IL 60607
'",“S IT:;?’ | want to make more money! RUSH my copy of your big, new wholesale cata-
NO'RISK My name....... .. L N
(OUPON Address. ... e
Y otk Bl o e M
State.............. . 4 | S U
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The Auctioneer’s ‘"Auctioneer’’

HEN YOU HAVE AN AUCTION THAT
REQUIRES THE FACILITIES THAT
ONLY A NATION-WIDE ORGANIZATION CAN
OFFER, HUDSON AND MARSHALL, INC. IS
READY TO WORK FORYOU. IN ADDITIONTO
THE SERVICES AND EQUIPMENT LISTED HERE, A
LARGE STAFF OF HUDSON AND MARSHALL

SALES ASSOCIATES IS AVAILABLE FOR CON-
SULTATION IN PRACTICALLY EVERY CATAGORY

® COLORFUL TENTS (For Outside Sales)

® ALL ASSOCIATED EQUIPMENT (P.A.

Systems, Chairs, Organs, Sound Trucks,
Cattle Pens, Portable Generators, Etc.)

® NATIONWIDE ADVERTISING (In House
Agency)

® NATIONWIDE MAILING LISTS

® FINANCING AVAILABLE (On Most All
Properties)

OF REAL OR PERSONAL PROPERTY. ® NATIONWIDE TOLL FREE TELEPHONE

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

BROKER PARTICIPATION INVITED.

Home Offices
Macon, Georgia

Atlanta Offices
Suite 109
333 Sandy Spr. Cir.

404/256-5450

Call Toll Free

In Georgia Call
800/342-2666

Elsewhere Call
800/841-9400

HUDSON AND MARSHALL i INC.

REALTORS AND AUCTIONEERS

ONE BACONSFIELD PARK . MACON, GEORGIA 31211 )
TELEPHONE (912) 743-1511

O30 {3\°

" For That Antique, Estate |

A 557 or Collector's Auction

0' Be Sure to Use
h wawn The Weekly \
UESTATE TRADER,

P.O. Box 90TA, nghtswwn . 40148 Call TOLL FREE TO RESERVE ADS OR FOR INFO
FOR A CROWD OF AFFLUENT BUYERS (IA, IL, KY, MI, MO, OH, TN, W.V., WI (PA 412 or 814 only)  1-800-428-4156

WHO FLY AND DRIVE LONG DISTANCES Indianapolis & NE suburbs 326-2235
: imarily in Illinois, Indi k Indiana 1-800-382-1050
(.jlrf:ulated. p%‘lmf‘:lr y. : 1nots d ana’. K-m'ltuc .y’ Other States (not toll-free). Phone 317-345-5800 or 317-345-5133
Michigan, Missouri, Ohio, Tennessee, West Virginia, Wis- TOLL FREE HOURS: 7 am-5 pm Mon. thru Fri. and Sat. 8 am-12 noon.
consin, Western New York, Western Pennsylvania, East-

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

Normal Ad Deadline: 9 am every Wednesday. Ads taken (
Mid-Central states than any other publication in the |

until 8:30 a.m. Friday, but please call in reservation early.
world! Results guaranteed or no pay! (Inclement weather

(Small surcharge for late ads after 9 am Wednesday.)
excepted). Ask for a show of hands. Yes, we're that sure! Gelco or other Courier service recommended for late ads. )
Free Samples Sent to Auctioneers on Request

Special delivery is good insurance. A

L ANL RINEL L FEFPE L LG OO )

o 2 _\2

MINN.
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Competitive In
the 80’s with
auction computer

By J. Greg Ruthven, Director of Marketing
Professional Auctioneers Computer Systems (PACS)
Division of Vertimax

Lakeland, Florida

(The following article is adapted from a computer
workshop presentation that Mr. Ruthven gives at state
auctioneers association conventions.)

The daughter of a friend of mine was curious
about her father bringing home a briefcase full of
papers every night. Finally, my friend’'s wife ex-
plained that daddy has so much to do that he can’t
finish it at the office. That’s why he has to work at
night. “Well, then,” my friend’s daughter said, ‘‘why
don’t they put him in a slower group?”’

| would like to suggest to you that in today’s
business climate, the auctioneers without their own
small computer systems will be put in a slower group
by their competitors, buyers and sellers. Those are
strong words, especially when you consider that
there are so many people in the auction business.
One auction clerk put it this way, “we don’t have a
computer, never had a computer, don’t want a com-
puter, and what’s more, we’ll never want a computer.
We want to keep processing the paperwork at our
auctions just as we have for the last forty years.”

“Well,” | said, “why do you say that?”

It was then that she solemnly spoke seven key
words. ‘“Because we’ve always done it that way.”

To suggest that auctioneers without their own
small computers are going to be in the slower group
Is certainly strong words to somebody who has been
financially successful in the auction business for a
long period of time. There are many auctioneers
who are in a position to say, ‘“we’ve gotten along
real well without a computer for many years, so why
do we need one now?”’ Let’s focus on that question.
Why in the world would somebody in the auction
business need a small computer?

Reason number one is to be competitive. With
a small computer system, you can process your
sales with more accuracy, and more professionalism.
You can provide a higher level of service to both
sellers and buyers than you can manually. It really
isn’t difficult to imagine that bidders are more im-
pressed when presented with a quickly printed, com-
puterized cashier’s statement. Let’s put it this way.
What would you think if you opened your bank state-
ment and it was hand written?

Professionalism, buyer confidence and accuracy,
these are things which give the computerized auc-
tioneer the competitive edge in the 80’s. Remember,
every buyer at a sale is a potential seller. Therefore,
you are advertising the way you do things every
time you auction. And of course, your competitors
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are not just other auctioneers, but other methods of
selling.

Another way the computerized auctioneer is
more competitive is impressing a consignor with
“next morning” delivery of a complete computer-
printed consignor settlement report, as opposed to
waiting, sometimes days, for the same information
to be compiled manually. We all know, that most
new auction business comes by referral and reputa-
tion. We also know that it doesn’t take very long for
the word to get around about the manner in which
an auctioneer conducts business. | suggest to you
that the modern, up-to-date, computerized auction-
eer will get the lion’s share of the business in the
future. If you are discussing a prospective sale with
someone not familiar with your operation, being able
to emphasize the benefits of your computer can be
the winning edge in getting that sale. Having a com-
puter sets you apart from your competition who
doesn’t have one.

The second big reason auctioneers should be
computerized is accuracy. Now having a computer
doesn’t mean that you can’t make mistakes. The big
advantage in using a computer is that the information
Is handled fewer times. There are fewer opportuni-
ties for an error to occur. Also, computer programs
can have built in checks and balances, plus verifica-
tion procedures to help head off errors occuring
while entering information into the computer.

Another benefit of having a computer is time

BANNERS $39.95

Large 3' x 10' attention-getting florescent orange
banner. Plastic coated reinforced material with
black silk screened lettering. (AUCTION )

3' ties hang banner from buildings,
fences, poles or trucks.

equipment,

e Effective Advertising
¢ Use Over and Over

Send $39.95 + $4.00 postage and handling to:

COL. DALE WARE

P.0. Box 1009
Torrance, CA 90505

California residents add 6% sales tax. Allow six

weeks for delivery.
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savings. What this means is that instead of spending
all that time — either compiling information for the
consignors as to what sold, to whom, for how much,
what the extended amount was, how much the com-
mission was, how much you owe the consignor, how
much inventory is still left — those reports can be
immediately produced in minutes, right at the con-
clusion of the sale or first thing the following morn-
ing. The time spent producing that information —
or worrying about it — can be spent preparing for
another auction or other productive endeavors. How-
ever, before we can detail what to look for when
you plan to purchase an auction computer, first con-
sider basic computer terminology.

Your computer, what equipment?

Now we can answer the question, ‘“what equip-
ment should an auctioneer’'s computer have?’’ First
of all, it should include the following basics:

A CPU, Central Processing Unit, which should
have a minimum of 48k (thousand positions of) mem-
ory, and should be equipped with the CP/M operating
system, which seems to have become the industry
standard for microcomputers.

It should also have a CRT terminal with full
typewriter-style keyboard as well as 10-key adding
machine style keyboard. The screen size should be
large enough to display a full, page-like format to

the operator, or a minimum of a 12” diagonal screen.

The auctioneer’s computer should have a disk
drive which, for the requirements of the auctioneer,
should be a “floppy” type of at least 300 thousand
characters of storage.

It should have a systems printer to print reports,
cashier’s statements, mailing labels, and checks. It
could be later equipped with a letter quality printer
for word processing.

It should come in a portable, weather resistant
carrying case designed especially for transporting
the equipment to auctions.

What should an auctioneer’s computer do? It
should do consignment sale processing, real estate
processing, mailing lists, and have as options, word
processing and accounting.

Consignment sale processing

Your computer system should allow you to enter
items prior to an auction, during the sale, or a combi-
nation. Item information should include: lot number,
description, quantity, taxable or not, and consignor
number. When you enter consignor information prior
to the auction, the consignor information should in-
clude: name, address, phone, city, zip code, and
commission percentage.

Continued page 19

Our Auction Mart is an action mart.

The midwest knows where to look for auction news...the Chicago Tribune.
We carry 90% of all auction ads running in Chicago papers.

San Francisco: James Stanley
(415) 421-7946.

Los Angeles: Tom DePetra
(213) 933-5623.

Detroit: Vincent Walker
(313) 569-0464.

Dallas: Thomas Stansfield
(214) 363-5044.

Chicago: Sally McKoane
(312) 222-4493 or Charles
Shanley (312) 222-4042.

Auction ads come to us from all over, not just the
Midwest, mind you. They come from all parts of the
U.S., from Canada, even from Europe.

New York: James Dietz

Why to the Sunday and Wednesday Tribunes? (212) 682-3033

Because auctioneers from all over know we do the
job for them for all kinds of goods . . . antiques, farms,
autos, fine art, one-of-a-kind pieces, . . . you name it.

Miami: Barry Werblow
(305) 989-8833.

We do the job because Chicagoans and
Midwesterners have come to rely on us for the goods
they want to know about.

(Chicano Jxibune

Which spells success for our readers.
And our advertisers, too.

If you'd like to know more about our big, eager
auction audience, call one of our Representatives for
a free brochure on the Wednesday and Sunday
Auction Mart classified ad sections.

And that's the first step to getting in on the action.
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LINES WE
CARRY ARE
TOOLS BY
CHAMPION

A.P.F. CALCULATORS

CASIO WATCHES
& CALCULATORS

PANASONIC
ELECTRONICS

SONY
ELECTRONICS

KRACO
ELECTRONICS

SANYO
ELECTRONICS

SANBORN
AIR COMPRESSORS

LINCOLN ELECTRIC
WELDERS

FUZZBUSTER
RADAR DETECTORS

WHISTLER
RADAR DETECTORS

YORX
ELECTRONICS

VIDEO TAPE
RECORDERS

ATARI
GAMES

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

1O,
TAPES

MAXELL
TAPES

VIDEO
TAPES

BETAMAX
TAPES

AND
10,000
OTHER
ITEMS

PAKISTANI
KNIVES

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

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

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

Frieder’s

2553 Superior Avenue
Cleveland, Ohio 44114

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

LOW PRICES — HIGH QUALITY — QUICK SERVICE

LARGE INVENTORY — QUICK DELIVERY
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In addition to the above information entries, an
auction computer can provide the following capa-
bilities.

Log in bidders at the auction.

Provide for permanent bidders (regulars).

Designate bidders to be added to mailing list.

Have the capability to enter a bid for a bidder
not yet logged in.

Provide for entering bidders name only.

(Complete bidder information should include: name,
address, city, zip code, phone, dealer code, mailing
list code, and optional personal check data.)

Be able to produce a pre-printed clerking sheet
in the event of a catalog sale.

Enter sold items from clerking sheets, either
items you already have in the computer or new
items.

System should stay with a manually prepared
clerking sheet in case computer breaks down
during the auction.

Computer can offer “direct clerk entry”, so the
clerk can key the bids directly into the computer
on one terminal; while the cashier receives in-
formation on a second terminal, even including
the last bid keyed by the clerk.

Be able to print out a cashier’s statement, in-
cluding all bidder and item information ex-
tended, and total balance.

An auction computer can summarize the auc-
tion, showing each cashier statement with buyer
name, bidder number, cashier statement number,
merchandise amount, tax and total amount, com-
plete with down totals. As an option, your auction
computer can automatically print out checks to con-
signors, with subsequent printing of a consignor
check register.

The consignment auction system should also in-
clude a complete mailing list system, and be able to
answer inquiries. Instantly displayed on the terminal
screen can be any information about bidders, items,
consignors, and even the total dollar progress of the
auction at any point. Also, the computer should have
the ability to print reports of unsold inventory.

The consignment auction computer program
should be carefully designed to keep up with even
the fastest auctioneers.

Real estate auction processing

An auction computer at a real estate sale can
be an invaluable clerking and cashiering tool. The
system can be able to perform the following func-
tions.

Parcel entry allows for entering, prior to the
sale, parcel number and quantity (of acres, sqg. ft,,
etc.) and description for the property to be sold.

Parcel inquiry provides for displaying on the
CRT terminal screen information concerning parcels.

Percentage entry allows entering, prior to the
sale, the percent increase required for regroups, and
the percent deposit required on contracts which ap-
ply to that particular sale.

Contract set up allows for entering certain con-
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stant information which will be printed automatically
on each contract at the conclusion of the sale.

Bid entry provides for entering each final bid
as it is received, including bidder name and address.

Bid inquiry provides display on the CRT terminal
screen information about bids during the course of
the sale.

Re-group bid calculation allows the entry of
several parcel numbers with the resulting calculation
of averaae bid.

Basic characteristics of well
designed auction computer

First of all, a computer should be affordable.
The basic unit should be less than $10,000 and avail-
able on a lease plan if desired. Your computer
should be easy to operate, even by people who have
never seen a computer before. The equipment
should be simple enough to only require an on-site,
self training course, and not require the expense of
special training schools or on-site training personnel.

Computer operation should display page-like
formats on the terminal screen in English, not “com-
puterese’”, for simple, fill-in-the-blank procedure
using a familiar keyboard, in a question/answer type
format.

The programs should be designed specifically
for auction processing, by a combination of experi-
enced computer people along with professional auc-
tioneers. Look for reliability, a proven combination
of equipment and programs, and strong dealer sup-
port and servicing. A free trial program is ideal, be-
cause If a supplier is confident enough to offer the
free trial in the first place, you're ahead of the game
already.

Lastly, the company that sells you a computer
should have telephone assistance available during
all possible auction hours, and from all time zones.

Computer shopping?
Watch out for . . .

Remember, there’s still no such thing as a free
lunch. Beware of offerings which sound too good
or too expensive. As with all other industries, there
are no shortcuts, and ‘“fast buck’ operators are also
in the computer field.

In my opinion, completely avoid the offer to
purchase the equipment from the computer supplier,
then haye it programmed by an independent pro-
grammer. The offer might sound like, “the auction
business should be simple to program, just buy this
little, personal computer for a few dollars, and let
Mr. Programmer get it running for you in no time.
Look at all the money you save’.

The problem with that shortcut is too often pro-
grammers underestimate the time and effort in-
volved to produce the particular results. This means
that a programmer gets half way through program,

Continued page 20
19



then asks for more money, quits the project, or does
less than agreed upon for the same money.

Also, avoid someone offering a package which
may accomplish most of your requirements, but must
be modified to meet your particular needs. In almost
every case, you will be taking a program that already
works for somebody, but after all the new program-
ming and modifying will most likely not work for you
at all.

Therefore, a proven hardware and software com-
puter package is the way to make your first computer
purchase.

Closeout JEWELRY 55¢ doz.
Catalog — 25¢ I
Roussel’s 107-190 Dow Ave.
Arlington, Massachusetts 02174 _|

Bankruptcies in business continuing. More than
3,500 firms went under during the first eight weeks
of this year, nearly 60% gain over the same period
last year.

AMERICAN BUSINESS

“What’s my first step?”

Buy from somebody specializing in auction com-
puters. Don’t be a guinea pig while somebody ‘re-
invents the wheel”.

Concentrate on auction processing and mailing
lists first. That's the tough part, but that’'s where
the benefits are. Word processing, general ledger,
accounts payable and payroll are available ““off the
shelf” from numerous sources and are easily imple-
mented. Start using those after you have automated
your actual production line, which is running auc-
tions.

Worry about obsolescence, but not as far as the
equipment is concerned. The equipment will, in fact,
drop in price, but the overall price of small com-
puter systems will stay about the same, because
programming (which is labor) is going up. While
you're waiting for the price to drop (which it won’t),
your competitors may be benefiting from a computer
and possibly getting more auctions. Also worry
about software obsolescence. Make sure your sup-
plier has procedures for continuously improving and
updating your programs.

Don’t be afraid of computers. There is no need
to be. Don’t do business with anybody who tells you
that you should be afraid of computers or who talks
some foreign-sounding ‘‘computerese’ language.

Col. JOE REISCH
Author & Publisher

(Photo taken Nov. 1978)

Address All Mail To —

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

THE AUCTIONEER’S LIBRARY & REFERENCE BOOKS

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

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

Nothing Is Left Out

 [ADVANGED ]
 (HeETOEER

10 Books — First edition now off the press

WRITE FOR FREE BROCHURE

THE AUCTIONEER



HALF-MILE HAILER

MODEL S-610

List: $245.00
Auctioneers Cost: $199.00

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

| North Carolina residents add 4% sales tax.

lllll
.....

Col.

Forrest Mendenhall,
Member

One of the disinct advancements in the computer
industry is that computerization for the small busi-
ness is now available, affordable, and understand-
able.

In my opinion, you should computerize without
delay — becoming more accurate, more professional,
more timely with your settlements, and above all,
providing better service to your buyers and sellers.
It's a matter of being computerized, and therefore
more competitive in the 80’s.

1983 NAA Seminars

January 23-27, 1983 — Personal Property:
Selling Antiques and Collectibles at Auc-
tion. Hyatt Regency, New Orleans,
Louisiana.

February 20-24, 1983 — Real Property: Sell-
ing Real Estate at Auction. Hyatt Re-
gency, Louisville, Kentucky.

July, 1982

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

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

~ AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

““The Professional Auctioneers’ Choice”

SOUND CRUISER
MOBILE P.A. MODEL S-310
List: $425.00
Auctioneers Cost: $361.25 B

|
H - ; T, S 4 5
o e e | .
I i
i gzz 1 S L
£

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

8" coil cord, on-off switch, mounting clip. WEIGHT: Complete system. 25 |bs. Order Model

S$-310
. . . C.0.D.,, you pay postage.

......

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

Lettering Kit

P

Sign

Produce professional signs rapidly, inexpensively.
Get all of the signs you need when you need them at
a fraction of the cost of other lettering systems. This
lettering system is available in a wide range of sizes
from 34-inch to 25-inch — so you can produce small
posters or large banners with ease and speed. The
heavy-duty sponge rubber letters are guaranteed for
10 years. Spray ink will dry rapidly, not affect the
rubber characters, is waterproof, fadeproof, and has
a guaranteed shelf life of two years. All kits come
complete.

Dewey-Carter Co.

P.O. BOX 822

228 WOOD ST., DOYLESTOWN, PA. 18901
Phone 215/348-8880
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Here are the Winners! Sheldon Cord .

il :':':':':Z:i:
AT
A L e - RGO, e, o, = L, E

40 Pc.

“Cobra” 6-Pt. @ |
Socket Set. S — . g/ 3-wayPower
$3.75 set Smoke $10.50 dz. A~ . - 110/220 Volts
5” B&W TV w/AM/FM & Cassstts
Recorder $140.95 sa.
25_Pc. Gradient $17.90 dz.

%" Drive
Secket Set

$10.50 set. 4/ Also available

with Cassette only.

Musical
Lighter
$150 e

Asst. Color
T-Shirts

$11.90 dz.
Cannon Bath Coca Cola Game Set with 2 Decks LB
2-Ton “l:om Along Pulley E:ag " of Cards ;ﬂzdz .ljtlflaiz. ::,:m Cassetts or 8-T ';;: ':2:‘.
THE TIME IS RIGHT!
_ to stick your -
Now...keep yourself on time with the =S """

Quartz Crystal STICK-ON™
CALENDAR CLOCK

ea.
$57.00
DOZEN
_ % 4
% QUARTZ CRYSTAL ACCURACY. s AUTOMATICALLY ADJUSTS TO % BATTERY INCLUDED—RUNS FOR N
% EASY-TO-READ NUMBERS. LONG & SHORT MONTHS. FULL YEAR—EASYTOREPLACE. TAKE IT WITH
% THE CLOCK OF 1001 USES. % IN POPULAR COLORS. Y TWO FELT ADHESIVE PADS. YOU ANYWHERE!

AS ADVERTISED ON TV! FOR ORDERS ONLY,
2-IN-ONE & CALL TOLL-FREE (800) 621-7999

NECK
WITH LACE i Assorted Necklace & Earring
Sets with beautiful variety of Pendants

FLOATING ("~
. 512.00dz.

GENUINE

HEART &
DIAMOND sy

THE VEHSATILE NECKLACE THAT

CAN BE WORN
IN A VARIETY OF WAYS! THE AMAZING SHELCO
WONDER PEN
HOTTEST NEW SELLER OF THE YEAR
PENS THAT LIGHT — LIGHTS THAT WRITE

Wonder Pens feature a powerful 2-cell
light which guides a strong beam directly
on the writing area.

AVAILABLE IN
The Rope GOLD OR SILVER 36@02EN

SHELDON CORD PRODUCTS OPEN MON. THROUGH FRI. 9-6 P M

OPEN SATURDAY 9-4 PM  SUNDAY 10-4 P M

The Hi-Low The Festoon
Necklace Necklace

DEPT. ST-5, 2201 W. DEVON - CHICAGO, IL 60659 PHONES: (312) 973-7070 973-7071

THE AUCTIONEER



Top Sellers for Spring/Summer 1982
ORDER FROM THIS AD NOW!

THE BEST IN AUCTION & FLEA MARKET MERCHANDISE

SHELDON CORD’S

MILLION DOLLAR
JEWELRY SALE

FOR ORDERS ONLY

CALL TOLL FREE (800) 621-7999

NOBODY BEATS OUR PRIGES!

THE BEST IN AUCTION & FLEA MARKET MERCHANDISE

TOOLS-ELECTRONICS-HOUSEWARES-JEWELRY

HELDON CORD’S
MILLION DOLLAR SALE

FOR ORDERS ONLY

CALL TOLL FREE (800) 621-7999

“ ” o e ¥
Bl.ll:l(s AS YOU| 18" SUPER MINI T BATTERY _— —
GO” LIGHTED DELUXE CREDIT CARD .
CA WALKING STEREO | OPERATED RUBIC'S %" DR. SOCKET
VISOR HAT | BACKGAMMON LCULATOR
IW/CASE & AUTO. RADIO PORTABLE PUZZLE SET
W/BATTERIES SET -
SHUT-OFF W/HEADPHONE FAN CUBES $3.00
$3.00 EA $8.50 EA
. : ; : $5.90 EA. | $19.95EA. | $2.50 EA. | $6.00 DOzZ. SET
r 1 ~ e
LCD STICK-ON 7 PC. T 10 PC. 11 PC. 7 PC.
MUSICAL WO0O0D HANDLE [SCREWDRIVER| WOOD HANDLE |  NUT DRIVER FOOT
CLOWN SCREWDRIVER SET SCREWDRIVER SET PUMP
CLOCK SET $12.00 SET $2.50 $4.00
$6.75 EA. $2.00 s | DZ. SETS 1 $3.50 seT | = EA.
[ — » — 7
LCD ULTRATHIN CHILDREN'S 4 PC. 11 PC. BOX & 4 PC. 5 PC. POCKET
MEN'S OR LADIES’ 5-FUNCTION ADJ. OPEN END PIPE PLIER FISHERMAN
WATCH — DIGITAL WRENCH WRENCH WRENCH SET SPIN-CASTING
DELUXE BAND WATCH SET 57 SET $8.50 OUTFIT
$8.90 EA. $5.00 EA. $7.00 seT | $7.00 SET | $9.90 seT SET $5.75 EA.
! & e
WALT DISNEY 40 PC. AM-EM 14 PC BOX 6" HEAVY
CHARACTER TAP & DIE & OPEN END MECHANIC'S GUAGE 19”
POCKET
CAR CIGARETTE WATCH SET RADIO WRENCH SET VISE TOOL BOX
LIGHTER $6.90 $9.50 $6.50 EA. $14.90 $30.00 $5.90
$24.00 DOZ. EA. SET ) ) SET EA. EA.
S S CINFSRSN——— 4 ,
FROSTED NEART GIANT JET SPEED 3" LITTLE 2-BLADE
NECKLACE/ st HAMBURGER PULL-BACK DUKE AMER. MADE
PERDANT ":'::u"': EARRING Pemapicnd RADIO ACTION LOCK BLADE BARLOW
SET ss 90 EA 55.50 EA. RACER CAR KNIFE KNIFE
$3.50 oz $18.00 DisPLAY $12.00 oz ' ' $12.00 DOZ.| $10.00pz. | $18.00 0z.
MUSICAL ASST. COPPER | |5” LOCK BLADE ‘7PC MEN'S RAY-0-VAC DISPOSABLE
REVOLVING MUSICAL KNIFE/LEATHER | CORONATION | PROMOTIONAL LANTERN GAS
SEA GULL su'gﬁ‘;';"éﬁl, SHEATH REGALWARE WALLET W/6 VOLT LIGHTER
W/MIRROR TENNIS, ETC. $30.00 TEFLON SET $10.80 BATTERY $45.00
$4.50 EA. $4.50 EA. DOZ. $15.95 SET D0Z. $30.00 DOZ. GROSS
DELUXE [ |
AM-FM 4 PC TPC LARGE AIRPOT 12" B/W SANYO
DIGITAL GROOVE JOINT COPPER CLAD 1.9 LITER TELEVISION MICROWAVE
ALARM PLIER SET COOKWARE HOT OR COLD SET RADAR
CLOCK $8.90 SET 6 TO A CASE $65.00 EA RANGE
$19.90 EA. SET $11.90 SET | $24.00 CASE ' ' +$19°'“° EA.
10 x 50 DISPOSABLE ANTIQUE AM/FM AM/FM 100W ROLLS AM POCKET
LIGHTER BINOCULARS LIGHTER DIE CAST IN-DASH IN-DASH | CAR BOOSTER/ ROYCE RADIO —
CARDED W/CASE SH:E";‘E’;EH 8-TRK. CASSETTE EQUALIZER RADIO ASST.
$29.95 REPLICAS PLAYER PLAYER $25.00 $5.75 COLORS
PAIR $8.90 DZ. $30.00¢ea. | $30.00 €a. EA. EA. $2.50 ea.

IMPORTED LADIES' FULLY | MEN'S FULLY DELUXE 8 PC. 49 MHZ | HAND-HELD
2 PC. PEN/PENCIL |  ayromamic |  AuToMaTIC LEATHER | POOL TABLE BAND 3-CHANNEL g:gg“s"m
|:’EEF:IFIS".E‘TE GIFIE:TOXED PUSH-BUTTON PUSH-BUTTON TRUCKER’S COASTER SET WALKIE 2 WATT C.B. 15 ;'E]IN
$10.80 DOZ. UMBRELLAS UMBRELLAS WALLETS ALL WOOD TALKIE SET TRANSCEIVER s "
$30.00 poz. | $28.00 DOZ. | $28.00 DOZ. | | $36.00 DZ. | $6.90 ea. | $18.90 seT| $75.00 Pr. DOZ.

ORDER DIRECT FROM THIS AD — SEND CASHIER'S CHECK. MONEY ORDER OR CERTIFIED CHECK FOR IMMEDIATE 24-HOUR SERVICE. S$100
MINIMUM ORDER. WHOLESALE — FOR RESALE ONLY. VISIT OUR GIANT NEW SHOWROOMS BRING YOUR CAR OR TRUCK AND LOAD UP.

$2.000.000 INVENTORY ON HAND AT ALL TIMES. BEST IN PRICES. SERVICE. QUALITY. SEND S1.00 FOR BRAND NEW 1982-83 CATALOG

July, 1982



NAA officer/director articles . . .

My best
investment in the
auction business

By Sammy L. Ford, CAI
NAA Director

Have you ever stopped to think what is your
best investment in the auction business? | am talk-
ing about the investment that has done more to pro-
mote and enhance your business than any other op-
portunity. There are so many things in this modern
auction era to promote the auction business, such
as an efficient sound system, an auction tent, com-
fortable, attractive office, mobile cashier’s office.
auction topper, or perhaps even a computer.

However, the greatest investment that | have
ever made in the auction business was $800 bor-
rowed from a local bank, to attend my first National
Auctioneers Association Convention at the Fairmont
Hotel in Dallas, Texas.

| must admit that my whole motive for attending
was not purely business. You see, at that time |
was still serving in the Army Reserves, and my two
weeks summer camp was coinciding with the NAA
convention. | was looking for a way to escape sum-
mer camp a couple of days early and decided “why
not attend the NAA convention?” | had already at-
tended several state association conventions in my
home state of Kentucky, enjoyed them thoroughly,
and gained much.

But, | had never attended a ‘““National”. If you
have ever been to Ft. Polk, Louisiana, in July you can
understand my reasoning for wanting to make my
stay there brief. | know of no place any hotter, or
more humid, than Ft. Polk. Consequently | was
granted leave two days early in order to be at the
NAA convention on its first day.

My wife and young son (the only one | had at the
time) joined me in Dallas. The next four days would
be the best days that | had spent in the auction busi-
ness — making lasting friends, learning from the
convention’s professional workshops, learning per-
sonally from other auctioneers on a one-on-one basis,
and also enjoying the top notch entertainment pro-
vided by the NAA. What was so impressive was that
it was a family-oriented convention. (Now, there is
absolutely no way that | will attend an NAA conven-
tion without bringing the entire family.) Once you
introduce your family to the convention they will not
let you stay away.

| had attended numerous conventions, but my
first NAA convention was just something special.
Never had | seen people caught up in the spirit of
enthusiasm and cooperation as these auctioneers
and their families. | didn’t know how fortunate | was
to be in the auction business, and to be associated
with the caliber of people representative of the auc-
tion profession throughout America.
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NAA director Sammy
Ford was elected to the
NAA Board in 1979. He
is the general auctioneer
for Ford Realty and Auc-
tion Co. Inc., Mount Ver-
non, Kentucky. The Ford
auction firm conducts
real estate, farm ma-
chinery, cattle, and per-
sonal property sales.

My point in relating this true story is to challenge
you to attend and participate in the NAA Convention
in Atlanta this month. From all appearances it is
going to be a “humdinger’”. It is also a challenge to
auctioneers who attend regularly to take time and
personally invite someone in their areas who have
never attended. | am sure, as in my area, there are
many auctioneers in your location who have never
attended an NAA convention. If you are a newcomer
to the auction business, | personally guarantee you
that a national convention is without a doubt the best
way to accelerate your growth in the business.

| know from personal experience that if | had
never attended that first convention, | would still be
“a babe” in the business. But having been “fed” by
some of the greatest auctioneers in the country,
through seminars, workshops, and answering my
questions, | have grown immensely, not only in my
business, but also as an individual.

Since this is my last article as a Director of
National Auctioneers Association, | would like to
express my appreciation to all my fellow Board mem-
bers, and the NAA office staff in Lincoln, Nebraska.
It has been a gratifying experience to serve on this
Board with such a group of extraordinary auctioneers
during all three years of my term as an NAA director.

But now, the decision is yours. Why not make
an investment of a few hundred dollars, and attend
the NAA convention in Atlanta, July 28-31? You’'ll
profit from attending; profit in business and growth
as a professional.

Be An Auctioneer

Two week term and home study.
Nationally recognized. G.l1. approved.

FREE CATALOG!

Missouri Auction School
1600 GENESEE / KANSAS CITY, MO. 64102

THE AUCTIONEER



Speaking of
different times

By Harvey C. Lambright, CAI
NAA Director

Our economy is such today that it has been
necessary for many in the auction profession to make
changes to survive with other businesses and profes-
sions in these difficult times.

We should be constantly looking at new meth-
ods and ideas in marketing through auction.

High interest rates have caused many problems
for us in the auction business, as well as with many
other industries. But to overcome high interest rates,
we can use the idea of creative financing.

Many times we may be asked “what do you
mean by creative financing?” It may consist of one
of the following strategies: contract or personal note
for six months; blended interest rate; selling interest
free for six months; or discounting for cash. These
are some of the latest financing changes in our own
business.

In short, creative financing is asking the sellers
to do one or all of the following.

Blending the interest rate

What would you do if John Deere Credit Corpo-
ration had a 36 month contract on a 7700 combine,
at a 9% % interest rate and a balance of 24 months
on the contract?

We will ask John Deere Credit Corporation if

they will let us sell this piece of equipment, and let
a qualified buyer assume the present balance at a
blended interest rate. If the present interest rate is
93 % on the balance, the credit corporation would
let a new purchaser assume this unpaid balance at
a 13.5% interest rate, even though today’s interest
rate is at 18%.

Interest free financing

Consider that same John Deere combine. It has
sold for $33,000 in June, with 25% deposited down
the day of the auction, and the balance in cash when
the combine is picked up — even in July or Septem-
ber. No interest is charged on the unpaid balance,
and the seller holds the combine until the balance is
paid in cash. On the other side of the coin, if an
equipment dealer should purchase the combine, the
seller may give a cash discount.

Another creative financing example is the farm-
er selling out who owns farm machinery and dairy
cattle free and clear. He may wish to sell them on
a time payment basis, to a prequalified buyer at a
good interest rate of 12% to 14%, over a 36 to 48
month period. This certainly stimulates the bidding
at a good farm auction. His protection would be to
take a chattel mortgage on what is sold to these
buyers. Even though, many times these prequalified
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NAA director Harvey
Lambright returned to the
NAA Board of Directors
as immediate past presi-
dent in 1979. As a busi-
nessman, he is president
of the firm Lewis & Lam-
bright, LaGrange, Indi-
ana. Mrs. Pat Lambright
assists in office manage-
ment of the company
which conducts a variety
of auctions, primarily real
estate and antiques.

buyers may not purchase anything at these auctions,
it certainly stimulates the bidding power by offering
creative financing.

| have had other auctioneers say to me, “isn’t it
rather dangerous to offer these new methods of pur-
chasing power and creative financing?”’ Yes, maybe
it is. However, isn’t farming as a whole rather a
gamble? The rest of my answer is, “waiting for
better times is not helping your client if he needs to
sell out.”

You, as auctioneers, cannot sit back and wait
for things to happen. You must make them happen
and be a leader in the profession. Do it today, be-
cause tomorrow is too late. Someone else will prob-
ably use your ideas.

MOVE MERCHANDISE
IN DALLAS, TEXAS

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

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

Now featuring ‘‘The Auctioneer’ every Sun-
day in the Classified séction.

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

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

Dallas Times Herald

The newspaper Dallas can be proud of.

The time to stop talking is before people stop
listening.
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IMPORTING COMPANY, INC

| Al Al 4244-48 OLIVE ST.. ST. LOUIS, MISSOURI 63108 U.S.A. ® PHONE 314.533.3477 |

47 YEARS FINE CLASSICAL WHOLESALE TO
OF SERVICE REPRODUCTIONS DEALERS ONLY
OUR MERCHANDISE IS IDEAL
FURNITURE FOR AUCTION.
| BRASS AND COPPER e WE FEATURE AUTHENTIC
Yl REPRODUCTIONS.
e MOST ARE DESIGNED BY
| DOLLS US IN CLASSICAL STYLE.
PORCELAIN

* MANY UNUSUAL ITEMS
NOT ELSEWHERE AVAIL-

BISQUE FIGURES

FINE HARDWARE Ao
* ITEMS SUITABLE FOR FINE
IRON TOYS COLLECTIONS.

DECOYS AS DIRECT IMPORTERS, WE
DEPRESSION GLAS ARE ABLE TO OFFER GOODS
WA AT VERY FAVORABLE

SPITTOONS PRICES.

PAPERWEIGHTS

STEINS Dealers providing identificatiﬁn
on card or letterhead to: Dept.

CRYSTAL AM, A.A. Importing Co., Inc. |

TEA SETS will receive our 120 page, full .
color catalogue of over 700

WEATHER VANES Antique Reproductions. Please
enclose $3.00. This amount

TAXI HORNS will be credited against your
first order.

TRAVELING ROAD SHOW SCHEDULE

SPECIAL SALES VALUES ARE OFFERED TO DEALERS ATTENDING ANY SHOW.

Rochester, New York Holiday Inn-Airport 911 Brooks Ave. July 4, 5, 6

Omaha, Nebraska Ramada Inn-Airport Abbott Dr. & Locust St. July 4, 5, 6

Minneapolis, Minnesota Airport Inn 7800 34th Ave. So. July 11, 12, 13
Pittsburgh, Pennsylvania Holiday Inn-Pkwy. W. Rt. 22 & 30 July 12, 13, 14
Cleveland, Ohio Howard Johnsons 4751 Northfield Rd. July 18, 19, 20
Milwaukee, Wisconsin Holiday Inn-S. Airport 6331 S. 13th St. 1-94 & College Ave. July 18, 19, 20
Columbus, Ohio Howard Johnson-North 999 E. Granville Rd. July 25, 26, 27
Des Moines, lowa Holiday Inn-Capital Plaza 1050 6th Ave. July 25, 26, 27

The headquarters of A.A. Importing For immediate pick-up purchases, you

Co., Inc. is in St. Louis, MO. SRS R may come to either our St. Louis
: . AT THE ATLANTA
Direct all mail orders and phone NAA CONVENTION headquarters or to our new branch
orders to: 4244 Olive St., JULY 28-31 showroom warehouse at 17015

St. Louis, MO 63108. Kingsview Ave., Carson, CA 90746
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Trap! Watch
for signals

By John A. Horton, CAl
NAA Director

So many times the auctioneer gets caught in a
trap. After all, we are in the middle — between buy-
er and seller. Traps seem to spring up easier during
times of economic hardship such as we are going
through now. Therefore, today’s auctioneer must be
alert.

Often we get overly anxious in order to get a
contract signed, and just might leave out something
important to the deal. You might feel that every-
thing is going to go smoothly. The truth is, you might
have anxiously, yet smoothly, fallen into a trap.

A trap is easy to get caught in and when you
realize that you are trapped, it is usually too late
to do anything about it. Sometimes there is nothing
you can do to prevent it from happening. A trap is
a fact of life in the business world. It is going to
happen every now and then. When a trap does hap-
pen, you will most likely feel that it will not happen
again. Learning the hard way is sometimes the best

way.

There are a few things to keep in mind to help
you steer clear of pitfalls. In any business dealing,
honesty is the most important factor, not to mention
good old common sense, knowledge, and experience.

Some things to look out for: when writing a con-
tract to sell, make sure all necessary parties are
there to sign; if there is a real estate sale involved,
make sure the necessary people are there on sale
day; there should be stipulations in the contract
stating that you are entitled to your commission.

Another trap to look out for is an attachment
(such as from a bank, etc.) on the property you are
selling, even after the contract is signed, advertising
has started, or even during the actual auction sale.
Make sure your commission is in the deal. Money
coming off the top of the proceeds going toward the
attachment just might cause your commission check
to shrink right before your eyes.

When selling land and buildings, the sales con-
tract should state what condition the property should
be in at closing — who is to clean up. In case of
fire during the closing period what provisions are
there for the buyer and seller?

If the buyer puts up earnest money and will not,
or cannot close the deal on the real estate purchase,
what happens to the earnest money? This should be
spelled out in plain English. If you sell a mobile
home on a lot, and you sell the mobile home separate
from the real estate, you should watch for a trap in
that situation.

The best way to keep from getting trapped is to
be alert, watch for trap signals, and when some-
thing comes up, begin to resolve the situation with
just plain “‘common sense’’.
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NAA director John Hor-
ton was elected to the
NAA Board of Directors
in 1979. He is the owner
and founder of John A.
Horton Realty & Auction
Company, Huntsville, Ala-
bama. The Horton auc-
tion firm offers a com-
plete real estate agency,
handling auction sales of
farms, homes, many
types of businesses, com-
mercial land, and sub-
divisions.

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

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

beginning auctioneer.

CHAPTER HEADINGS

- Bid Calling

. Conducting the auction
Contracts

- Sale Summary

Uniform commercial code
and auctioneer liability

. Reserve bidding

. Advertising

. Ringman

9. Insurance

N oBWN -

N DM

10. License Law - Bonds

11. Fees — Commission

12. Appraising

13. Land description and
surveys

14. Working together

15. Definition of 276 terms
and words every auct-
ioneer should know or
have available.

Price of book $10.00 (Volume discount available). WRITE:

Kruse Office, Auburn,
Russell Kruse.

Indiana 46706. ATTENTION

ALSO AUCTIONEER TRAINING AT
KRUSE AUCTION INSTITUTE
AUBURN, INDIANA ($300)

or

HOME STUDY COURSE
Plus LIVE KRUSE TAPE ON BID CALLING ($50.00)
Phone 219-925-4004 or Write Russell Kruse
at above address.
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By Auctioneers & Real Estate Brokers, Nationwide

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

Call Toll-Free Ga. 1-800-282-2662/U.5.A. 1-800-241-7591

WATCHES BELOW WHOLESALE

Try our special $4.00 Ladies’ Assortment —
Dealers’ Inquiries Welcome.

Have Latest Space Games,
Pen & Musical Alarm Watches

Wagner Watch Co., Dept. A
8 West 37th St., N.Y., N.Y. 10018
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Auxiliary to the
National

Auctioneers
Association

Dear Auxiliary members,

National convention time is almost here and
I’'m getting excited! This will be my eighth conven-
tion, and every year | look forward to it even more.
At the convention, it never fails to impress me how
much a person can learn, besides having the oppor-
tunity to meet so many fine people and renew old
acquaintances. The host city rolls out the red carpet,
and this is also an excellent way to see different
parts of our vast country. With Atlanta being in the
“South”, I'm sure the southern hospitality will really
shine.

The Wednesday night ‘“Southern Fair” sounds
as if it will be a great time and very entertaining. The
many tours that have been arranged certainly will be
an excellent opportunity to observe and appreciate
some of the past history of the South.

The Auxiliary is dedicated to helping our auc-
tioneers, and there are many different ways we can
encourage our spouses. |f you will note, it is no
longer the ‘“‘Ladies” Auxiliary, and we are waiting
for some of you men to join us as well.

There are always so many different and interest-
ing convention workshops that Wally and | decide
who will attend what workshop, then we exchange
notes. That way we can double the convention work-
shops attended and the knowledge gained. We also
tape record the workshops so we won’'t miss any
important points.

This year will also be very important for the NAA
Auxiliary, since we will be voting to revise the Con-
stitution and By-Laws, and to incorporate. To quote
Auxiliary treasurer Pat Dunning in the May issue of
THE AUCTIONEER, ‘“‘there will be a proposal on the
agenda of the NAA Board of Directors at the July
meeting in Atlanta, Georgia, to accept the Auxiliary
as a speciality class member. If it is approved, the
current and proposed revisions as published in this
issue (May, 1982) of THE AUCTIONEER will be voted
on by the Auxiliary at our annual meeting on Friday,
July 30, 1982.” If you have not read these revisions,
please do so, since this is a very important vote for
the Auxiliary. Feel free to ask any questions when
you get to the convention.

We'll see you in Atlantal

J’oanne Laumeyer, director
Auxiliary to the NAA
Inver Grove Heights, Minnesota

July, 1982

AUCTIONEERS + DEE SIGNS

EASY TO USE

ONESTOGA SLIP IN YOUR MESSAGE

Lot NO BOLTS. NO SCREWS.

QUALITY SIGNS AT
FRIENDLY PRICES.

DEE SIGN CO

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

898-7284

SAT. 10AM

Restaurant profits are fattening. Experts say
the industry made $137 billion last year and is ex-
pected to increase that by 9% in 1982.

AMERICAN BUSINESS
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BE  time, nergy and dolls
AUCTION
BROCHURES

The System at
Your Fingertips.

$29° Complete
Get a $30° Credit

on Your
First Order.

LOOKING PROFESSIONAL
IS A MAJOR PART OF
BEING PROFESSIONAL

Professionalism is our Business...
Auction Literature is our Specialty,
CALL (503) 689-2711

Collect
or Direct

For more information, samples or service, write:

INDUSTRIAL PUBLISHIN

Auctioneer Services Division
Home Office and Factory
P.O. Box 2328 » Eugene, Oregon 9740
North Eastern U.S. Representative
CHUCK WADSWORTH
P.O. Box 189 ¢ Palantine Bridge, NY 13428 ¢ (518) 673-3488

THE

.LP

FACTOR
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INDUSTRIAL PUBLISHING ANNOUNCES

NORTH EASTERN U.S
REPRESENTATIVE

FOR THE |.P. AUCTIONEER SERVICES DIVISION

CHUCK
WADSWORTH

AND ASSOCIATES
P.0. BOX 189
PALANTINE BRIDGE
NEW YORK, 13428

518) 673-3488

A LETTER SAYS
IT ALL ...

HIGH IMPACT VISUAL
AUCTION LITERATURL

Industrial Publishing

P.0O.Box 2328

Eupene, Oremxon 97402

Attn: Ms. Linda Kau

Dear Linda, I

We have known Chuck Wadsworth in excess of a vear. Hom e lce a n aCtory
He is responsible for our initial ventures in advertisinr

by commercial publication. His advice, insizht and

imagination have added to the effectiveness of our .

advertising program. = 8 ,
Chuck impresses me as being an ambitious, enersetic

individual wvho would be an asset to any oreanization. 27 l l
Thank vou for the opportunity to share my feelinps wicth [ ]

you,

Sincerely yours,
f
—_— T ./l' i -
Frederick Dewey
President

i34 BROADWAY, ALBANY, H.Y. 1234
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THE SCHOOL OF
THE PROFESSIONALS

Professional

Auctioneer

INTERNATIONAL AUCTION SCHOOL

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

Make plans now for
New England’s only Auction School.
Call for information on next term.
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NOW, EVEN GREATER RESULTSINA
FARM AUCTION 5

In its
Farmweek e

(formerly Eastern Indiana Farmer)

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

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

As a trial guarantee |if
you feel the results did not
merit the cost, tell us and
we'll not charge you for
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cepted). But you must ask i g
for a show of hands of who
read it in Farmweek! s

Farmweek |

Phone (317) 345-5133 (or)
Indianapolis (Greenfield)
Phone 326-2235
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Call Toll Free
Indiana: 1-800-382-1050 : i
Other states: 1-800-428-4156 :'
To Reserve Your : i
Next Auction

Or Write

P.O. Box 90, Knightstown, Ind. 46148
oo
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and growing!

[ L [ g T g L 3 g TN T W g T W TS e P e "d

\
\
S
S
S
S
S
S

FmHA houses
auctioned, history
made In
Watertown, New York

By Gary Carmichael
NAA Director of Association Services

It was a modest setting for auction history in
the making, but a modern day real estate precedent
was set in the upstate community of Watertown, New
York. Until Saturday, May 15, in a Howard Johnson
motel meeting room, Farmers Home Administration
(FmHA) single family housing — by regulation —
was not to be sold at public auction. Other FmHA

properties have traditionally sold at auction, but not
FmHA houses.

“So what,” you may ask? Consider the number
of FmHA residential properties that have been fore-
closed and are now ready for sale.

Depending upon just how bad economic con-
ditions are in your area, FmHA residential properties
may be few or many. Nationally, according to a
Washington FmHA official, 11,000 homes are avail-
able for sale; (approximately $200 million in value).
Because residential properties sold well at the “test”
auction in Watertown, the FmHA is rewriting regula-
tions to allow state FmHA directors to choose public
auction as a means of marketing foreclosed homes.
Until regulations are written in favor of that marketing
choice, the opportunity for widespread public auc-
tion of FMHA houses does not exist.

The auction in Watertown was the first step in
opening the FmHA foreclosure market across the
country. Who was the auctioneer? NAA member
Hugh Parker, CAl, Cazenovia, New York. But why
upstate New York? The answer to that question lies
in a depressed national economy and real esate mar-
ket, plus a convincing sales effort that began in
July, 1981.

Selling the FmHA on
selling by auction

Last summer, Cazenovia real estate broker Jim
Ryan had 74 pieces of property to sell in Madison
County, New York. It was suggested that he call
auctioneer Hugh Parker, who came in at the *“11th
hour” and sold all 74 properties. That auction was
an eye opener for broker Ryan, and the beginning of
Realty Auction Network, Inc., the joint venture of
Jim Ryan and auctioneer Hugh Parker.

The next person to be convinced of the auction
method’s potential for marketing multiple properties
was state FmHA director, Pierre Labourdette, his of-
fice in Syracuse, 84 miles south of Watertown. The
geography of upstate New York was important to the
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AUCTION FIRST FOR FmHA — Real estate broker
Jim Ryan, left, assists the first buyer of an FmHA
auctioned home, at the first FmHA public auction of
houses in modern times. As the gentleman prepares
to sign necessary paperwork, his wife, at his right,
signs a 10% -down check.

FmHA decision, because if properties sold in central
Madison County, they might sell in Jefferson CGounty
tarther north. That county was chosen because it
had the more FmHA foreclosed, ‘‘excess’” properties
than in any other New York county.

However, after the decision was made at the
state level to sell by auction, problems arose from
present FmHA regulations, and people’s attitudes
toward the auction method.

Keep in mind that public auction is presently not
a marketing option for FmHA state directors 1o liqui-
date foreclosed properties. Therefore, rules and
regulations had to be reviewed, by state and National
FmHA officials. According to Hugh Parker the real
stumbling block for government officials, real estate
people, and lenders was the attitude towards the auc-
tion method. “They couldn’t accept the fact that the
auction could be a successful sale,” explained Park-
er. “Even though we were being asked to sell dis-
tressed properties, we were saying we could get
the properties sold at better than distressed prices.”

What finally convinced everyone that an auction
could be effective was the volume of the FmHA's
problem — New York ranks second in foreclosed
properties on FmHA books. The economy and real
estate market were not getting any better, and a
“new and innovative”’ approach was necessary. Of
course, there’s nothing new about the auction meth-
od, and Realty Auction Network’s track record was
good. In 1981, between the two of them, auctioneer
Parker and broker Ryan put 90 different pieces of
property across the auction block, and all of them
sold.

Local FmHA officials consulted with Washington
officials, and arrangements for the May auction in
Watertown were confirmed. After nearly 10 months
of “selling the seller’’on the idea of marketing FmHA
houses by auction, the stage was set for a “first” In
modern auction history, but with relatively little fan-

fare.

July, 1982

Understood: houses to be
sold by day’s end

On Friday night before the May 15 auction, a
roomful of the curious as well as the genuinely inter-
ested saw a slide presentation preview of the 21
FmHA homes to be auctioned the next day. Ad-
mittedly, the properties were not the most desirable
in the county. In fact, six of the homes would not
even be released by the FmHA until the properties
were made ‘“‘decent, safe, and sanitary” by the new
owners, under federal housing standards. The other
15 homes were sold for immediate occupancy. (It
would have been possible to visit all 21 homes if
anyone interested decided to do so. The trip would
be a 200 mile circle around the county, with all
homes open on a Sunday a few weeks prior to the
sale. During the auction, representation of the prop-
erties was by 35 mm slide, and picture with descrip-
tion in the auction program.) The selling point for
some of the FmMHA homes was location in popular
northeastern New York vacation towns.

Auctioneer Parker’s remarks at the Friday night
preview and the Saturday auction were totally posi-
tive and optimistic. It was made clear to everyone
that the FmHA properties would have new owners
by the end of the day. Also offered at the Saturday
auction were 17 parcels of raw land owned by the
Owasco River Railway, sold separate from the FmHA
houses. As real estate broker Jim Ryan registered
a total of 68 bidders, and auctioneer Parker got the
sale underway, NAA members Bob Matson, Randolph,
New York, and Tom Naylor, East Free Town, New
York, acted as ringmen. Matson is a past president
of the New York State Auctioneers Association.

If a buyer had the money, the purchase could
be finalized before the buyer walked out the door.

e Terms were cash, personal check, or letter of
credit from a bank; 10% deposit of last bid.

e Buyers would normally close in 30 days, but all
FmHA paperwork for closing was on-site.

e Immediate transfer of property was through a
“qluit claim” deed until the buyer would have clear
title.

e Of the 21 homes, the 15 that were ready for occu-
pancy were sold first; the six that carried a repair-
before-occupancy clause, were sold last.

Continued page 35

ALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT

C
(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.
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Box 147 Northfield, Mn. 55057 y




YOU CAN LEARN TO AUCTION REAL
ESTATE SUCCESSFULLY...AND

BECOME A QUALIFIED AUCTIONEER

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

34

BROKERS/AGENTS:

m Offer this additional successful marketing technique
to your clients.

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

m [earn what they are and offer this alternative to
your clients.

m Give yourself and your company this important
edge.

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

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

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

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

GRADUATES WRIT

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

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

J. Johnson, Real Estate Broker
Los Angeles, California

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

Lettheseresults be testimonial to the incredible success of the
auction technique and the course you taught mein Las Vegas.

G. Artoux, Realtor Associate
Malibu, California

T'he most exciting thing to happen to me in the 10 years that |
have held a real estate license, was to attend your course on
how to auction real estate. The instruction was fast-moving
yet complete in every detail.

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

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

J. Platt, Real Estate Broker
Anchorage, Alaska

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

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

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

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

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

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

SN

COMPLETE COURSE
ONLY

$8950

r----------------------'—-------_'—*

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

Name
Address
City State Zip

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

0 MasterCard 0O VISA
Exp. Date Signature

Mail to: National Institute of Real Estate Auctioneers, Inc.
3961 MacArthur Blvd., Suites 210 & 212, Newport Beach,
CA 92660 ® (714) 752-2298

Card No.
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* All but two of the FmHA houses sold through the
auction; and as of this writing, the sale of house
#20 is being negotiated by the FmHA.

Bidding procedure was strictly adhered to
throughout the sale. A property was shown on the
screen, bid to its highest price, then recessed until
all properties would be bid on again. Starting bid
the second time through was the high bid reached
during the first round. Not only did this procedure
“break-in” the many first-timers in the audience,
but also helped gain the maximum price for each
property. An additional $50,000 was estimated as a
result of the second round of bidding.

All final bids were subject to approval by the
local FmHA officials present at the auction. Also,
name of the ‘‘back bidder” (the second to the last,
and successful bidder) was verified for each sale,
in case the winning bidder was not able to purchase

the property.

The advertising campaign for the FmHA auction
began 30 days prior. Every newsprint publication
within 100 miles carried advertising, and radio pro-
motion went throughout the state and into northern
Pennsylvania. On-site preparation for the auction in-
cluded six weeks of activity, from the signing of the
contract to auction day.

Both real estate broker Jim Ryan and NAA mem-
ber Hugh Parker spent about two days a week in
Jefferson County, talking to bankers and other lend-
ers, trying to generate interest in the auction. Sale
time was 10:30 on a bright sunny day; and when
the final bids were accepted, it had been a most
successful Saturday.

* Of the 68 registered bidders 27 were buyers of
either FmHA property or Owasco River Railway

land.
®* Nine bidders who had the high bid the first time

RAILROAD LAND was also auctioned, and discussed
at the Friday night preview. Owasco River Railway
Co. representative Jeff Hodgeson, in shirt sleeves
and tie, explained locations of the railroad properties.

July, 1982

Friday night preview

DURING AUCTION PREVIEW, auctioneer Hugh Park-
er highlighted each FmHA home to be auctioned the
next day. Computer operator Howard Tripp produced
complete information on each property from one
computer, financial data and amortization schedules
from the other.

AUCTION BIDDERS represented a variety of ages and
occupations. Buyers included people in their sixties
as well as their twenties, most were working people
looking for a home to purchase.

through were buyers at the end of the second
round of bidding.

®* Prices for the homes were below appraised value,
but were acceptable to the FmHA. Highest selling
home was $15,000, lowest price was $750, average
price was $7,100.

(The preceding prices must be considered within

Continued page 36
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the context of the real estate market in Jefferson
County, New York, and not compared to prices any-
where else in the country. Some of the FmHA prop-
erties had been on the market for three years, others
only a few months. The importance of the sale is
not how bad or good the prices were — they were ac-
ceptable to the FmMHA — but the overriding fact of the
auction method succeeding where the traditional
methods and been unsuccessful.)

Probably the best endorsement for the auction’s
achievement came from state FmHA director, Pierre
Labourdette, quoted in the WATERTOWN DAILY
TIMES as ‘“extremely pleased” wth the results, glad
to have the properties converted into cash, and an-
nouncing that more such auctions would be held
elsewhere in the state. From the auctioneer’s stand-
point price, of course, could have been higher. But
Hugh Parker was justifiably proud that the auction
“got the job done,” satisfied new home owners, and
most importantly, satisfied a very influential client.
Total sale price was around $135,000 for properties
that would probably still be on the market had it not
been for a single afternoon of auctioning real estate.

FmHA officials liked what they saw

Besides the salesmanship of Hugh Parker and
Jim Ryan, responsibility for the FmHA test auction
lies in the foresight of New York state FmHA director,
Pierre Labourdette. Faced with hundreds of fore-
closed properties, high real estate taxes and main-

NEXT CLASS
JULY 26

Col. Jim Graham
CCIM, CRB, AFLB

e Learn the Professional chant

FLORIDA

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

Saturday auction

FULL HOUSE AT AUCTION TIME of 10:30 am, Satur-
day, May 15. Audience included some bidders who
had never been to an auction, plus experienced auc-
tion goers who were buying an FmHA property for
investment and rental.

tenance costs, Labourdette went looking for an ef-
fective means of marketing FmHA homes. Before
deciding on the auction method, he talked with

Continued page 37

LEARN

AUCTIONEERING

in Beautiful

Become a Professional Auctioneer in 1 Week

JIM GRAHAM training makes you STRONG . . as an

e Every type auction is covered

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

e Every student personally trained
by Col. Jim Graham

e Highly professional Instructors

Auctioneer: Businessman; Speaker.

Men or women.

REAL ESTATE auctions . . our specialty

MONEY
BACK

You'll like our FAST START system SUARANTEE

Graduates from other schools are welcome

FREE BROCHURE

JIM GRAHAM SCHOOL OF AUCTIONEERING
204 U.S. 1, North Palm Beach, FL 33408 (305) 844-1723
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P Director Hugh Miller
—1 represented the NAA

NAA director Hugh Miller, Evansville, Indiana,
. met with FmHA officials to represent the auction
= . method, and its potential to successfully market

T . . = reee- -’ FmHA properties thFOUQhOUt the nation. o ekt
----- f L ' of all NAA members,” Miller explained to THE AUC-
——— TIONEER, “l expressed to the FmHA our Associa-

tion’s interest in their ‘test’ auction of residential
properities. | also assured them the NAA would co-

_ operate with government officials in the future, em-
AUCTIONEER PARKER bid each property through to  phasizing the capabilities of professional auctioneers

to get properties sold through the auction method.”

a high bid, recessed the property, then sold it on
the second round of bidding. Howard Tripp recorded
the auction proceedings on computer.

COMPLETE INFORMATION SHEET on any or all
properties was available for the asking, and In a
matter of minutes on computer print out. Mrs. Ann

Tripp distributed computer information to inquiring
auction bidders.

NAA DIRECTOR HUGH MILLER, top from left, ob-
serves the auction bidding with New York state FmHA
director Pierre Labourdette, center, and Washington
FmHA official Edward Nidever. Above left, director
Miller discussed the auction method with Labourdette

at the Friday evening preview, and answered a bid-
der’s question at the FmHA auction.

banks which had auctioned properties in volume, and

heard testimony from municipalities about the auc-
tion method.

The future looks good for more FmHA residential
property auctions in New York, and the potential is
there for the rest of the nation. Other FmHA state
directors were certainly awaiting the results of the

RAILWAY LAND INFORMATION and location was

posted for easy access to bidders and buyers. Continued page 39
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Antiques @ Antiques @® Antiques ® Antiques @ FOR SALE!

CONTAINER BUYERS ANTIQUES BONANZA
Beat Inflation @ Buy Direct From England

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

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

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

Please check in boxes below the type of merchandise you would like to receive with preference in your Antiques Shipment.

Rolls Royce Vintage Cars available by order

Roll Top Desks Bowl & Pitchers Windsor Chairs Biscuit Barrels n
Organs Whicker Furniture Draw Leaf Tables Dressing Tables O
Parlour Set Smokers Stands Cast Iron ltems Inlaid Furniture

China Cabinets Carriages Pianos Spelter Figures

Gateleg Tables Bentwood Chairs Hall Trees Dinner Wagons

Eterges Flo Blue Washstands Piano Stools

Bamboo Furniture Minton China Fire Places Swords E]
Towel Racks Bureau Bookcases Bureaux Shefioneers L]
Marble Clocks Buffets Barrometers Oak Furniture

Hat Racks Queen Anne Chairs Pottery Corner Cabinets
Paintings Leaded Glass Wall Clocks Silver Plate

Royal Doulton Pine Furniture Prints Grandfather Clocks

Fern Stands

Bedroom Suites

Carnival Glass

Primitive Furniture

Mirrors Coal Scuttles Candlesticks Sea Chests
Carriage Clocks Paintings Captains Chairs Tapestries
Curio Cabinet Sets of Chairs Bookcases High Boys
Player Pianos Brassware Pub Furniture Oriental ltems
Sideboards Mantle Clocks Wardrobes Music Boxes
Secretarys Cut Glass Bronze Figures Carvings
Rocking Chairs Wedgewood Chest of Drawers Architecture
Spode O Card Tables

Could you handle a 40 ft. container every 1 Month

2 Months

What is the population of your area? ... ceeseeeeeeenene

Do: you sell Retall/\Wholesalgl AUCHONT ..oocoviommmimmmmbinimsssins guuesssmacines

w Our prices are quoted for 40 ft. high cube containers
v Economy graded shipment $9,000: Better economy grade $12,000
% Auctioneers Wholesale Graded Shipment $15,000

3 Months .

% Fine Quality Graded Shipment $20,000
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AUCTION RINGMEN were NAA members and New
York auctioneers Bob Matson, left of screen, and
Tom Naylor, in front of crowd at right.

Watertown auction, for possible application of the
auction method in their states.

However, Washington based FmHA realty spe-
cialist Edward Nidever explained that at the time of
the Watertown sale, the auction method is not
authorized in present FmHA regulations. That is,
public auction by a public auctioneer. The FmHA
does use sealed bids for some sales, and its own
auctioneers for others.

Should NAA members pursue the FmHA market
on the local level? Not at present, explained Nidever,
because regulations do not provide for public auc-
tion. The procedure will be step by step: FmHA regu-
lations will have to be rewritten to include public auc-
tion as a marketing option; those regulations pub-
lished for public discussion; then policies formally
announced allowing auctioneers to be contracted for
FmHA sales. According to Nidever, it may be late in

summer before the new regulations are published for

consideration.

What kind of auctioneers would the FmHA be
looking for? State director Labourdette explained
that auctioneers must realize that ‘“the FmHA is
conservative, with a responsibility to the taxpayers
that we take seriously. We must assure ourselves
that the auction people are highly qualified profes-
sionals who have the ability to develop good market-
Ing plans.” Future FmHA auctioneers for residential
property will ““have to be experienced and under-
stand real estate. They must be professionals in
real estate as well as professionals in auctioneering.”

Auction generated numerous inquiries

The FmHA auction in Watertown made the local
newspapers, received local radio and television cov-
erage, and made the phone ring for Realty Auction
Network’s Parker and Ryan. Calls ranged from po-
tential buyers asking when was the next FmHA auc-

SALE CLERKING SHEETS

and other Auction forms

Write for Samples and Prices -

BURTON PRINTING CO.
P.O. Box 597 Hastings, Nebr. 68901
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tion, to future sellers who now were considering the
a_uction method. However, the aftermath of the auc-
tion was not without criticism.

Prices were too low, according to some, accept-
able to others given the circumstances — tight
money, depressed market and economy, reluctant
buyers, and cash terms. The local Board of Real-
tors® was also critical, but Ryan and Parker were
quick to point out the facts of the matter. Those 21
FmHA homes were on the market for either years
or months and were not being sold by private treaty.
It took an auction to get the homes back into private
ownership, and at a savings to the taxpayers. Also,
local real estate companies would have been more
than welcome to purchase a home(s) from the FmHA,
make improvements, then resell at a higher price.

How did it feel to have shared in an auction
“first”? Auctioneer Parker and real estate broker
Ryan were very pleased with the results, but justifi-
ably fatigued after weeks of intense organizing and
promoting the FmHA auction. The way they see it,
“everybody is complaining about the economy, but
auctioneers are standing on the threshhold of a
great opportunity. And not just as far as real estate
IS concerned.”

For NAA members now reading about it in THE
AUCTIONEER, the opening up of a nationwide FmHA
residential property market for public auction cer-
tainly seems to verify that future opportunity.
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~ Over 4,800 Proved |

AUCTION GEMS

“Bid Getters' > “Auction Sayings'' o *

and the booklet |
52 BASIC
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.

Here is what auction schools and auctioneers say:

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

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

| feel no auctioneer should be without AUCTION GEMS.”
— Edsel Edwards, Sandy Level, Virginia

“Very good.” — Executive Secretary, Reppert Auction
School, Decatur, Indiana
| '‘Nothing less than a masterpiece.” — Whipple Auction-
eers, Canton, Ohio
“Priceless.” — Edward Esber, Canton, Ohio

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

Only $12.50 for both, postage paid
Earl D. Wisard, Auctioneer, Dundee, Ohio 44624 |

Bemrrar I a——




is worth a pound of RA. (

Freedomike Wireless Microphones From Lectrosonics

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

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

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

size transmitter which sends your voice signal to a receiver. The
microphone clips to your tie or shirt. The transmitter fits in your
pocket, or in a belt-clip pouch. The receiver, which can be
a hundred yards away, plugs into the microphone input

of any P.A. system. The Freedomike system uses special
Unichannel 1 circuitry to eleminate unwanted inter-
ference. A protective carrying case is also provided.

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

o

Voice Projector 18
Ultra Portable P.A.

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

meet the all-new VP18R. The VP18R has

all the features of the older model,
plus high-level input and
output for connecting

to other audio
devices. Its

rechargeable
power pack

lasts 50% longer
than the old VP18.

L eCctroooNIco. INC

ALBUQUERQUE. NEW MEXICO. US A

Plus Power 48R
Amplifier/Speaker

If you and your Freedomike
system travel to places with no
house P.A. system, Lectrosonics
has the Plus Power 48R. With

its own powerful 16 watt rms
amplifier, 8" speaker and
rechargeable batteries, the PP48R
enables you to use your
Freedomike system anywhere...
even if miles from the nearest
AC power source.
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ectrosoniCs products ror auctioneers are availlable Irom:

DUANE GANSZ BILL HAGEN FORREST MENDENHALL KEN McCORMACK
Duane E. Gansz Auction & Realty = Western College of Auctioneering Mendenhall School of Auctioneering McCormack Auction Co.
14 William Street Box 1458 U.S. Highway 29 & 70 8229 Golden Avenue
Lyons, NY 14489 Billings, MT 59103 High Point, NC 27263 Lemon Grove, CA 92045
315-946-6241 406-252-2565 919-887-1165 714-697-1778
COL. GORDON TAYLOR HUGH MILLER ROWLAND HUEY DAVE KESSLER
Reisch World Wide College of Auctioneering Curran Miller Auction John Huey & Sons The Auction Marketing Network
Box 949 13020 N. Street, Highway 57 11660 Parkway Drive 122 West Main
Mason City, Iowa 50401 Evansville, IN 47711 North Huntington, PA 15642 New Paris, Ohio 45347
515-423-5242 812-867-2486 412-863-4961 513-437-0263

40 THE AUCTIONEER



Antiques
at Auction

Auctioneers, sellers take
bath in dealer pools

By Jan Tomas
THE HARTFORD COURANT
Hartford, Connecticut

(The following article is reprinted with permis-

sion of THE HARTFORD COURANT. Pursuant to NAA
Board of Directors’ policy, names of auctioneers
quoted in the article who are not NAA members have
been replaced with the reference, “an auctioneer”.
The individual’s quote, however, remains unedited.

NAA director Bob Glass and past director Bill
Josko, both Connecticut auctioneers, provide their
views on dealer pools following the COURANT arti-

cle.)

Auctioneer Robert Glass felt like crying as he
watched the auction in the parking lot outside his
auction barn in Plainfield.

Through a window, he saw seven antiques deal-
ers doing business in a huddle.

The dealers were re-auctioning the valuable an-
tiques they had just bought from Glass.

They had formed what is known in the business
as a ‘‘pool”’. They agreed not to bid against each
other during Glass’s auction, eliminating competition
among themselves to keep prices down. Before the
auction, they also had decided which items pool
members would buy.

Now, after the auction, they were selling the
antique tables, chairs and desks among themselves
for the kind of money Glass had hoped to realize.

Antiques dealers and auctioneers say pools are
formed at most of the approximately 400 auctions of
high-quality items in New England each year. Many
dealers say pools keep their costs down and their
subsequent retail prices lower.

The question of the legality of such bidding
pools apparently has not been tested in the courts,
but some in the antiques business consider it highly
suspect. They believe that when pools operate, peo-
ple who put their family heirlooms on the auction
block don’t get what the items are worth.

A typical pool operation, like the one Glass
watched this winter, works this way: The pool mem-
bers decide to buy an antique slant-top desk, which
they think will sell for $5,000. One pool member bids
for the desk, trying to get it for as little as possible.
With no competition from other dealers, he might
snag it for $2,500.
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But the pool, not the bidder, owns the desk.
After the auction, the dealers go outside and have
their own auction, which they call a ‘““knock-out”.
All the pool members bid and the high bid takes the
desk, but each dealer makes out.

Let’s say the high bid for the desk is $4,000. The
winner in the pool gives the buyer his $2,500 back,
then divides some or all of the remaining $1,500
among the other pool members. The higher the bid,
the bigger the share.

Seeing the pool in action upset Glass because
he, like most reputable auctioneers, regularly finds
himself and his clients losing money because of deal-
ers’ pools.

Auctioneers rarely find out how much items
bring in a knock-out, but say they can go for 10%
to 30% more than at the auction. Depending on how
high a price the items bring the second time around,
the original owner’s loss can run in the thousands of
dollars.

Auctioneers receive commissions ranging from
5% to 25% of the sales from an auction. At most
sales, the auctioneer’s cut is 10% to 15%. The less
money the items bring at the auction, the less the
auctioneer gets.

One Connecticut auctioneer, who asked that his
name not be used, said the original owners usually
have no knowledge of pools or how their operation
can hold down bids at an auction.

At Glass’s auction, a few valuable items went to
others in the crowd of 150, but the pool got the bulk
of quality furniture.

During the auction, the group’s tactics were so
obvious that, at one point, Glass banged his gavel
and said, “Sold . . . to the boys in the back.” Pool
members conferred openly in conversational tones,
scurried around the hall checking with others in the
pool and cheered each other on.

Both dealers and auctioneers say dealer pools
are nothing new.

Dealers pool to win bidding war

Auctioneer Joe Cameron of South Windsor, who
has been in the business 28 years, said the first pool
probably formed at the first auction.

“Pools are a fact of life,” said an auctioneer
who works from a large gallery in Wethersfield.

In interviews, several antiques dealers talked
freely about the pools and offered varied explana-
tions for why they participate.

We’d rather give the money to each other than
to the auctioneer,” Bristol antiques dealer Richard
Blaschke said.

“By us sticking together, we can hold prices
down at an auction, especially if it's bad weather,
and only a few ‘privates’ are there, with no way to
get the piece home,” he explained. “Private” is deal-
ers’ slang for a bidder outside the pool.

Blaschke, who deals mainly in Victorian furni-
ture, said he usually pools with five other dealers
from Connecticut. He serves as pool leader.

But, he explained, his pool is not exclusive. Out-
of-state dealers may join if they have sufficient money

Continued page 42
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and agree to the ground rules. When he joins an-
other dealer’s pool, he agrees to abide by its rules.

One rule in Blaschke’s pool is, “If you don’t bid,
you don’t share.”

Post-auction pool bidding by dealers requires
strategy, he explained. If bidding in the pool has
brought the price of an item close to its resale value,
a member is better off taking his share of the fee
than bidding high enough to snag the item. “Some-
times, we wind up crying. We just make our gas
money,”’ Blaschke said.

One auctioneer operates a large gallery in Bol-
ton, Massachusetts, and another in Boston. Though
he wishes pools didn’t exist, he says, “That’s just
dreaming.”

Sometimes, he said, pool members can help an
auctioneer because they know the value of an item
and will raise bids to a satisfactory level.

John Walton of Jewett City section of Griswold,
Is one of the leading dealers in Early American furni-
ture in the United States. He thinks pooling is sim-
ply good business.

“We keep the market price down. We are not
getting into an inflated price as much as when we
bid against each other,” he said. ‘“This way every-
body gets a little slice. The man who wins the piece
doesn’t overpay. If we didn’t get together, we would
pay more for an item than we should.”

Walton said he figured 20% of his income comes
from pool sharing, and the remainder from retail
sales. When he wants an item for himself, Walton ex-
plained, he offers such a high bid at the auction that

want the best, this is it.

cord.
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none of his partners will bid on the item during the
knock-out.

Walton said he has been participating in pools
for more than 40 years.

Willington dealer Penny Dionne said pooling is
justified because people often become emotional
during bidding. When someone wants an item badly
enough, the price often rises beyond a reasonable
point, she said.

“If people behaved at auctions in a strictly busi-
ness manner, pools wouldn’t happen,” Dionne said.
She maintained that joining in pools is the only way
not to pay too much for an item at an auction.

Most items in a pool’s ‘““knock-out” are sold for
10% to 30% more than they cost at the auction, she
said. Antiques dealers acknowledge that intense
competition in the business can make it difficult to
buck the pool system. Yet some dealers consider
pooling unethical and refuse to participate.

A tale circulating among dealers about a feud
between Walton and Donald Sack, a major antiques
dealer in New York City, points up the cost of refus-
Ing to join in pooling.

Sack has consistently refused to join pools. But
at a Vermont auction, Walton tried to persuade Sack
to join his pool anyway. Predictably, Sack said no.

Walton then decided to bid Sack up on a 200-
year-old Chippendale chest of drawers that Walton
said was worth about $25,000.

After spirited bidding between the two, Sack got
the chest for $150,000.

R B - =i
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Walton confirmed the story. ‘I did it just to be
mean,”’ he said.

Asked about the story, Sack would say only that
he had paid $150,000 for the chest. He laughed, and
added, “We weren’t hurt by the price.”

Sack has strong feelings about pooling. He
called the practice illegal, saying, ‘““It cheats the auc-
tioneer and it cheats the consignor.”

“They’re immoral, unethical and illegal,” auc-
tioneer Cameron said of the pools. ‘“‘Dealers feel
they’re controlling prices, but they’re taking money
from both auctioneer and consignor.”

Although dealers say pools reduce competition
among dealers, there are times when pools compete
with each other.

An auctioneer from Hyannis, Massachusetts, said
he has watched with amusement as rug-buying pools
compete at his auctions. Often, he said, they wind
up overpaying just to win.

Auctioneers have devised ways to fight pooling.

Glass said he has started offering his highest
quality items at larger, better attended auctions such
as those at Sotheby Parke Bernet in New York City,
where antiques are more likely to attract top dollar.

Auctioneers also can declare a reserve, or mini-
mum, bid and refuse to let the item go for less.

An auction is a struggle between the auctioneer
and the buyer, with each trying to get the best deal,
said Samuel Pennington, editor of the MAINE AN-
TIQUES DIGEST, a specialty publication for antiques
collectors and dealers.

Whether such pools are simply smart business,
unethical or illegal is unclear.

Edward Munves, president of the National An-
tique and Art Dealers’ Association of America, said
the organization opposes collusion among dealers
and rebidding of antiques items.

Munves termed the practice illegal but said he
doesn’t know of any litigation involving dealer pools
pending anywhere in the country.

Legal authorities are split on the question of the
legality of pools. Some consumer lawyers theorized
that the practice might restrain free trade or con-
spire against consignors, but none knew of a court
case on pool buying.

Robert M. Langer, assistant attorney general in
charge of the state’s antitrust-consumer protection
unit, said he had never heard of dealer pooling and
didn’'t know if the practice was illegal.

“It's something we’d like to take a look at,” he
said.

POSITION WANTED by a graduate of thel

REISCH WORLD WIDE COLLEGE OF AUCTION-
EERING, with a Bachelor of Science degree
from UNIVERSITY OF DELAWARE. Experience
includes sales, customer service, training and
supervision of personnel; with skills in project
planning and organization. Desires full time,
responsible, career oriented employment op-
portunity with exposure to all aspects of the
auction profession. As a fellow NAA member,
| all replies will be answered, and confidence
| maintained. Please respond to: Bob Matz, 2514

W. 4th St., Wilmington, Delaware 19805.
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Bob Glass discusses
COURANT article

The article in THE HARTFORD COURANT had
several glowing errors, namely:

1) 1 did not feel like crying because of the activities
of the pool. That statement was created by the
reporter.

2) The article implied that all valuable items went to
the pool. Again incorrect, there were only four
items bought by the pool.

3) | do not see my clients losing money because of
a pool, nor do | see original owners loss running
into the thousands.

4) The “bulk” of the quality furniture did not go to
the pool; their four items was certainly not the
bulk of a $50,000 auction.

Our small country gallery has sold all auction
items unreserved for 15 years, all personal property
items. We do not have house numbers for protection
of prices. We offer higher priced antiques through a
New York gallery, where a reserve is established and
a better price is realized for our client. New York
City provides a wider market, and appeal is prevalent
on important pieces.

We act as an agent for major pieces because we
feel we have a moral obligation to get the top dollar
for our client. If the antique warrants a wider ex-
posure, we are able to provide that exposure.

In the past, our acting as an ‘‘agent” for our
client has certainly paid off: a Chapin highboy sold
in New York through our gallery for $36,000; a Samuel
Burnap musical grandfather clock, $31,000; a Balti-
more sideboard, $9,500; and a diamond and sapphire
bracelet sold in New York through our gallery for
$43,000.

It is my opinion that nothing is gained by actual-
ly engaging in verbal fisticuffs in front of the public.
We do not, and will not, enter into a ‘“circus like
atmosphere” with any registered bidder, regardless
of his or her intentions as a potential buyer.

As a side note to the appearance of the COUR-
ANT article, our office received many complimentary
phone calls. Callers were glad to be informed about
“pooling”. THE HARTFORD COURANT published a
followup article on May 23, entitled ‘““Sold” at auc-
tion. The article featured our auction business in two
and a half pages complete with pictures.

The COURANT article on pooling hasn’t hurt our
reputation in the auction business, and as of this
writing, the first week in June, our schedule is very
full.

AT

Learn Auctioneering | tiome

Complete cassette home study.
: ® 5 full hours of chant secrets,
. training exercises and all phases
of auctioneering.

.- American Academy of Auctioneers .
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Wholesale

2550 Shorter Avenue (Ga. Hwy 20 West)
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

PHONE (404) 234-5946 GA. AUCTIONEER LICENSE NO. 129
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Bill Josko
on dealer pools

“Pools, combines, rings, kippers, knock-out’ are
some of the names used to label groups formed to
control bidding at auctions. They are organized pri-
marily to keep the bidding down; and thus enable an
individual to buy an item offered at auction for a
price less than he would have to pay if he were not
a member of “The Group”. This is true only if pools
are operating at an auction where the auctioneer
does not know how to recognize them, how to cope
with them, and how to use them to advantage.

This practice is undoubtedly as old as is the
auction itself, and, in my opinion, will always be pres-
ent, one way or another. Even though someday laws
may be enacted to try to make pools illegal, ways
will be found to take advantage of loopholes. In
England it is a criminal offense, but it is said the
groups are still flourishing.

How do pools operate?

Usually there is an organizer who spearheads
the group. They all may be interested in only one
item, one area — furniture, paintings, rugs — or as
an organized effort to keep all prices down during
an auction. The organizer solicits members prior to
the sale. The group establishes ‘“‘ground rules”
which incorporate formulas for bidding, how they will
conduct their own ‘“knock-out”, financial responsi-
bility of each participant, and levels at which each
member is free to go on his own and designate the
bidders for the group. Most experienced groups have
more than one bidder so as to try to conceal their
combined efforts.

Many times | have discovered some members to
be participating in more than one group. This isn’t
always known by both groups. Thus when the “divie”
is made, they may share doubly. Some join a group
just to make a so-called day’s pay. If a group mem-
ber doesn’t go home with the merchandise, he at
least goes home with some money. The pool often
solicits membership by trying to lead a private bidder
to believe that the pool will bid no matter how much
they lose.

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 like them

hUchh hlerk

Box 147 Northfield, Mn. 55057
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Needless to say, if an auctioneer has more than
one pool it results in a greater return. Pools often
fight each other and a common attitude is, ‘“‘so what,
we divide the loss by the number of participants, and
it’'s not that much”. | have also heard on many oc-
casion, “wait til the next sale, we’ll make 'em pay’.
If they don’t ‘““‘get married” (join a group) before the
next sale, they will slug it out, and you and your
consignor benefit. | too have heard members of
combines say following an auction, “well we helped
you tonight. we made 'em pay through the nose’.

How do you recognize groups?

To me the auctioneer’s greatest assets include
the ability to listen and observe. Prior to an auction,
we always stand around and listen to see who is
‘‘getting married to whom’. A group member or
members will often stand by items they designate as
prime targets and ‘“‘knock’ the item. By doing so,
they hope to discourage privates from bidding, be-
cause a private bidder may consider them know-
ledgeable and will hesitate offering a bid. | combat
this by my presentation of the item for sale. | state
publicly some of the ‘‘knocks” | overheard and | al-
ways say, ‘‘one thing an auctioneer knows is when
he has a knocker, he’s got a buyer”. | also tell the
geople to watch the ““knocker’” bid, and they usually

0.

One experience | had that well illustrates my
point was as follows. | had given all of the detalils
relative to a mailing list | was offering for sale. Just
as | was making my closing remark, a voice uttered,
“Mr. Auctioneer, | have personal knowledge that
there are 29 copies of the list in circulation!” Talk
about a pin bursting a balloon — that was it. Silence
permeated the room and after gaining my composure
| said, “if this is true, you needn’t worry, as the money
will be held in escrow until this allegation is deter-
mined’. | also said ‘“remember a knocker is a buy-
er, watch him bid on it”. | asked for an opening bid
of $25,000 and the knocker bid $2,000. | countered
by saying, “we rent it for that”. | then said, ‘‘you,
knowing that there are 29 copies of the list in circu-
lation are willing to pay $2,000 for it?” People ap-
plauded, and the list sold for $70,000, and never a
further word was said about the alleged copies in
circulation. The knocker was apparently in a group,
and as you see his knock was a boost.

Observe who talks to whom prior to an auction,
that will often identify the membership of the group.
See who goes out for coffee together just prior to
post time.

Auctioneers needn’t fear pools, they need to
know how to capitalize on their participation. |
recognize pools publicly during a sale and you’'d be
amazed how those who aren’t members will often
take arms and out bid the pool. | have even toyed
with the idea of putting a sign up at our registration
desk: POOLS PLEASE REGISTER HERE.

We do demand that the bidder for the pool per-
sonally pay for bids and do not take individual pay-
ments from their group after their knock-out. We do
not let them conduct their activities on our premises.

Continued page 47
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: No need to travel across the country and try to cram the
a foundation for a lucrative profession into a 1 or 2 week
. school. Listen, learn and practice at your own pace.

YOUR CASSETTE COURSE COVERS SUCH IMPORTANT TOPICS AS:

Auctioneer's Chant — Hear It on the cassettes and see it In the Study Guide
Text Book.

Number Brackets — Transcribe them In your Study Guide and hear your pro-
gress on the practice cassette.

Filler Words — Learn how they link numbers and add continuity to your chant.
Opening Chants — Choose from many and create your own Individual style.
ot Bk & mcanstil Bualnessnac: s History of Auctions — Know about your profession.

conducted many, many auctions. (Even one Opening Presentations — Set the pace for the auction and establish your
authority.

conditions of Sale — The finer points of a smoothly conducted auction.
salesmanship — An auctioneer Is a super salesman.

Buying and Selling — The true art of negotiation.

contracts — Essential In any profession.

Banking — The right banker can be your best friend.

Ethics — The foundation of any successful business.
Practice Cassette — Use dally and return for CERTIFICATE OF COMPLETION.

Sample materials include brochures, tags, buyer cards, contract, actual
newspaper ads, opening presentations, solicitation letters and over
Into this 8 cassette auctioneering course and 100 one-liner jokes.

study guide textbook. The steps you must
follow to reach your goal are set out In an

easy and practical plan designed to be Money Back Guarantee: if you are not completely satisfled with this
followed at your own rate of progress. course at the end of 3 days, return It to us for a full refund. (YOu pay postage.)

Today's marketplace makes auctioneering
A VERY PROFITABLE BUSINESS, full-time or part-time or just using
it as an extra sale’s tool in your present occupation. Real estate
brokers, lawyers, trust officers, used car dealers, antique dealers,
equipment brokers and, of course, APPRENTICE AUCTIONEERS.

MAIL TO: AUCTIONEERING COURSE COMPLETE COURSE

P.0. BOX 1968 VICTORIA, TX. 77902 $99.00
[0 MASTERCARD VISA CARD NO. SIGNATURE

Victor McDonald Company, Auctionaire ® Division
CHECK ENCLOSED (Texas Residents add 5 %) €.0.D. (Call 512-578-9811 P.O. Box 1805 Victoria, Texas 77901
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Building your
clientele

How to get more buyers — every
time — out to your auctions

By Donn Fagans
NAA member auctioneer
Cherry Hill, New Jersey

At one of my recent auction sales, a fellow auc-
tioneer happened to attend. The next Monday, he
called to ask “how in the world do you always get
SO many people out to all your sales?”’ Here’s the
answer. And by the way, unless he has joined the
NAA, he still won’t know, and | told him just that.

Well, newspaper advertising is good. In fact,
for the price, it’s the single, most effective way to get
your auction sale notice out to the public. The one
drawback in news print is that not everyone sees
your ad each time. Here’s my method, but unless
you are willing to part with some time and cash, it's
not for you.

When | started out, | developed ‘‘centers of in-

Continued from page 45

If you let the pools know you are not hostile to them,
you will find them cooperative and helpful. Many of
the pools have lost money because they’ve tried to
out bid the private bidder, and this has resulted in
a greater return to the auctioneer and seller.

Many times pools buy items that private bidders
will not buy. Among the members of a pool are many
diversified interests and outlets. Many times you will
experience pool members double-crossing each
other, not always knowingly or intentionally. That
can be turned into an asset.

| have no objections to pools providing they
abide by my rules or terms, and providing they don’t
make nuisances of themselves. | welcome pools be-
cause | honestly feel they play an important role in
building our “bottom line”’, and this is good for me
and my client.

July, 1982

fluence” to help me. | called these people, or visited
many, such as doctors, dentists, attorneys, insurance
brokers, Realtors®, and all the real estate salesmen
| could muster. | also went to see undertakers, apart-
ment managers, and a list of merchants in business

that | either knew well, or had been doing business
with them.

| asked each of these people, “who do you
know that collects anything?”’ Upon their reply, |
carefully wrote down the names and addresses.
then completed the name, address and zip code, and
started building my mailing list. | currently have 12
Separate categories of mailing lists, plus a general
mailing list of “regulars’ attending most of my sales.
My general list has over 850 people on it, and | send
them each a flyer for every sale, in an envelope, and
by first class mail. You may be able to do the same
thing and use bulk mail.

Now some auctioneers do not see the necessity
of going to all this trouble. It is expensive to print
sale bills, buy envelopes, labels for addressing, and
of course the real killer, postage. They have out-
side services for all this, but once you develop your
list, the only way to be assured that it's your’s alone
is to keey it in the office, or in my case, the family.
This keeps the list out of the hands of competition.

Here are some of the places to get buyers: look
in the newspapers under items wanted, or antiques
wanted. Check business and trade journals. Once
again, ask other people you know. One of the things
that | do is write a monthly column in our community
paper about antiques and collectibles. It's incredible
how many people call to talk about the article’s
subject, or tell me of someone they know who col-
lects the item.

Finally, here is the best place in the world to
find buyers for anything — the yellow pages.

Amusements (Covers vending Llardo, etc.)
machines, pinball, video Gold
games) Guns

Antique Autos Gunsmiths

Antiques (As many as 15 head-
ings here)

Appraisers — (Fine Arts, Jew-
elry, Insurance, etc.)

Art

Attorneys

Auctioneers (That's right your
competition.)

Banks (Attn: Trust Officer)

Book Dealers

Brokers (Usually 8 to 12 head-
ings)

Clocks

Carpets

Coins

Diamonds

Dolls

Estate Matters (Listed are
banks & attorneys)

Firearms

Furniture (Used, and check
furniture movers)

Furs

Galleries

Gifts (Hummell, Doulton,

Hobbies (Especially toy trains)

nsurance

nvestments

Jewelry

Lawyers

Lamps (Antique or repair)

Morticians

Music Boxes

Musical Instruments

Numismatists (Coins and cur-
rency)

Oil Paintings

Old (Just
word.)

Oriental Rugs or Carpets

Paintings

Philatelists (Stamp collectors
as well as dealers)

Pianos

Platinum

Pool Tables

Post Cards

Property

Rare (Just

word.)

look under this

look under this

Continued page 63
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Booster Club

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

ALABAMA
John A. Gonder—Birmingham
John P. Horton—Huntsville
Kenneth R. Jones—Birmingham
J. Craig King—Gadsden
Kenneth Terrell—Boaz
Ray Webster—Guin

ALASKA

Homer R. Beedle—Juneau
J. H. Bolt—Anchorage
Andrew S. Hess—Anchorage

ARIZONA
Robert R. Boone—Glendale
W. R. Brown, Jr.—Sun City
Charles W. Copus—Wickenburg
T. L. Mann—Phoenix
W. K. Murdoch—Buckeye
Okey Probasco—Oracle
Pete Schultz—Scottsdale
Edward Short—Phoenix
John W. Whisenant—Phoenix

ARKANSAS
Dalton Dailey—Little Rock
J. C. Dyer—Nashville

C. J. Henson—Rogers

James E. Mason—Springdale
CALIFORNIA

James P. Byrd—Delmar

Edward A. Cannell—Oakland

Milton Costa—Hanford

John P. Coxford—LaHabra

Dean Cullum—Chino

Keith Cullum—Pomona

Marsh Dozar—Beverly Hills

John Eubanks, Sr.—Port Hueneme

Anthony Fratantoni—Chatsworth

Nelson A. Geiger—S. Sacramento

Don Johnson—Arcata

Robert L. Laws—Saratoga

B. C. Mitchell—Los Angeles

Michael J. Odell—Hayward

Ray L. Patterson—Denair

Morris Schwartz—Hollywood

Dell Shuffield—Yuba City

Stamper Skeeters—Santa Margarita

R. E. Stanley—Cornoa

Steve Van Gordon—Campbell
COLORADO

Don Haswell—Brighton

Donald D. Kottwitz—Wiggins

Donald Krieger—Greeley

August Pacific—Niwot

Rodger Wooten—Westminister

CONNECTICUT

R. J. Cameron—S. Windsor

Roland Grenier—Meriden

Phil Jacquier—Norfolk

David A. Josko—TFairfield

William J. Josko—Southport

RECEIVE PRECIOUS GEMSTONES ON CONSIGNMENT

John F. McKale—Wilton

Seymour Manheimer—New London
Richard Mather—Granby

Dean A. Moore—OId Lyne

Joseph Pari—Hamden

A. C. Richard Pinto—Trumbull
Wesley Sager—Trumbull

Al Tirella—E. Hartford

Arthur Zetomer—Bridgeport

DELAWARE
Crawford Carroll—Dover
Riley Jefferson—Lincoln

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

FLORIDA
Kale Albritton—Lakeland
Louis Boyleston—Pensacola
Robert E. Boyleston—Pensacola
L. B. “Benny” Fisher—Pompano Beach
James K. Hartle—N. Fort Myers
Chuck Helfond—N. Miami Beach
Neal Herman Levine—S. Miami
Jim Hill—New Smyrna Beach
Lester Martin—Sarasota
A. R. McGowen—Mt. Dora
Jeffery D. Sacks—Miami
Charles Smith—Mary Esther
Richard H. Thomas—Miami

GEORGIA
Henry D. Goforth—Louisville
Ron Harris—Atlanta

2IIPIIPIIIIIIIIIIIIIIIIID
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We have been instructed to dispose of a vast quant-
ity of genuine gemstones. They are available to you
to be sold at your auctions regardless of price and
without minimum bid.

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

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

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

Please call or write our office as soon as possible.

Thank you very much.

Consolidated Equity Associates

P.O. Box 902215 @ Dallas, Texas 75390-2215
Phone: 214-272-8012

k(((((((((((((((((((((((((((((((((((((‘
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HAWAII

Steve Rosen—Honolulu
IDAHO

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

ILLINOIS
Dennis Ahrens—Staunton
Nelson E. Aumann—Nokomis
Edward Barauskas—EImhurst
Willard Bockhorn—Sparta
Nevyln Christeon—Berwyn
Gail Cowser—Glasford
Don Culbertson—Pontiac
Carl Dabbs—Putnam
Mahlon R. David—Kawanee
Art Feller—Cissna Park
William L. Gaule—Chatham
Eldon Gilliland—Oak Lawn
Michael Gordon—Chicago
Flint Grinnell, IIl—Skokie
Don Hall—Rochelle
Homer Henke—Moro
A. R. Henninger—Belvidere
John S. Kasten—Virden
Wm. Keeton—Glenwood
George R. Laipple—Park Forest
Doyne Lenhart—Georgetown
John F. Miller—Rockford
Thomas Panouses—Lincolnwood
Tony Porterfield—Oak Brook
Dick Powell—Rushville
Richard L. Samples—Jacksonville
Tom Sapp—Springfield

July, 1982

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

Paul E. Simmons—Jacksonville

Stephen L. Winternitz—Northfield
INDIANA

Kirby L. Bollinger—Howe

Liston L. Brown—LaPorte

Charles W. Chaudion—Cicero

M. G. Gerdenich, Ill—Indianapolis

Joseph M. Justice—Crown Point

Harvey C. Lambright—LaGrange

Larry W. Maikranz—Evansville

C. Eugene Phillips—Indianapolis

Melvin Powers—Poseyville

Noble Ratts—Whitestown

Kenneth |. Red Elk—Camden

Bus Retmier, CAl—Indianapolis

Meredith Richwine—Brownsburg

Roxanne Sayre—Franklin

David D. Taylor—Indianapolis

Lee James Wainscott—LaPorte

Mary Jane Weddle—Ellettsville

John E. Yager—Spurgeon

IOWA

Paul J. Bader—LaPorte City

Don Bielenberg—Schleswig

Melvin R. Boyer—Dewitt

Paul Callahan—Crescent

Shan Campbell—Fairfield

Steven Greenfield—Des Moines

Vernon Kahl—Sioux City

Dilman Stock—Hampton

Larry Woods—Blue Grass
KANSAS

Greg Bashaw—Overland Park

Hugh D. Campbell—Prescott

John P. Deverey—Shawnee Mission

Dwight M. Gaston—Mission
Francis L. Johnson—Toronto
Don Legere—Hays
E. L. “Jack’” Lindsey—LaCygne
Jack D. Sheets—Wellington
Milton J. Woody—Douglas
KENTUCKY
Adrian Atherton—Hodgenville
John R. Darlin—Lexington
James D. Lynch—Jeffersontown
Joseph Satterfield—Owingsville
David Thomason—Shepherdsville
Rudolph W. Yates—Maud
LOUISIANA
Robert Danzy, Jr.—Alexandria
Dave ‘“Doc” Smith—Metairie
Valery Watts—Livingston
Lawson K. Woods—Marksville
MAINE
Mason Johnson—Rockland
George Martin—E. Lebanon
George R. Morrill—Harrison
Richard W Ward—Limestone
Morgan Willis—Eliot
MARYLAND
Austin Bohn—Union Bridge
Michael A. Conover—Westminster
Charles W. Foxwell, Jr—Easton
George C. Hunt—Gaithersburg
Robert Meunier—Thurmont
Thomas O’Farrell, Jr—Westminster
Neal N. Owings—Hampstead
Lawrence Plant—Clinton

Continued page 50



Col. Don Wendel
President

LEARN AUCTIONEERING AT THE
MASON CITY COLLEGE
OF AUCTIONEERING

William Meeker
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.

®* 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

Jack Reedy—Hampstead
Raymond L. Smallwood—Potomac
Homer W. Snyder—Hampstead
Stuart P. Stein—Monrovia

Edward M. Sweetman, Jr—Keymar

James Trout—Frederick
G. Michael Whitson—Westminister
MASSACHUSETTS
Philip Cohen—Chestnut Hill
James R. Lamb—Needham
William F. Moon—N. Attleboro
Clifton Rockwell—Newbury Port
Henry E. Sheppard—Lowell
Leroy N. Valyou, Jr—W. Newbury
MICHIGAN
Edward L. Belcher—Marshall
George Blackford—Flint
A. Howard Bloch—Ortonville
Richard Brodie—Westland
Russell B. Dawson—Lapeer
Ernest J. DuMouchelle—Detroit

Benjamin Joseph Glardon—Corunna
Benjamin Phillip Glardon—Corunna

Eldon Hallmark—Grand Junction
Gerald Hecht—Frankenmuth

D. A. Horst—Traverse City

Harry E. Johnson—Bangor

Ben Kleinman—Grand Rapids
Charles H. LeFevre—Troy

David Matchett—Charlevoix
Robert Mcintyre—Niles

David A. Norton—Coldwater

James Lewis Ockerman, Sr.—Sylvan Lake

MINNESOTA
Larry Born—Waseca

50

Mason City, lowa 50401

Marvin F. Burman—Minneapolis

Kelly Conger—Inver Grove Hgts.

Ron Eldred—Long Prairie

Don Fitzner—Olivia

Lowell Gilbertson—Hayfield

Gerald H. Kaufhold—Roseville

Wally Laumeyer—Inver Grove Heights

Wayne Wagner—Blue Earth
MISSISSIPPI

Gary E. Dillard—Carriere

Kline Ozborn, Jr.—Canton

James A. Petty—Wayside
MISSOURI

Jerry Burson—Hallsville

Jim Earnest—Nevada

George H. Fulks—Bate City

James E. Ketcherside—Poplar Bluff

Billy Long—Springfield

Garry L. Lunsford—Poplar Bluff

Cordelia L. Mitchell—Parkville

Richard Mizer—Lonedell

James Rutlader—Kansas City

Truman Schweihauser—Mt. View

Tom Shook—Springfield

Abie Showalter—Craig

Brent Voorheis—Harrisburg

R. E. Voorheis—Harrisburg

John Wagster—Broseley

Gerard Weisbrod—St. Louis
MONTANA

Earl W. Kinney—Billings
NEBRASKA

Jack Bernard—Omaha

A. Clay Craichy—Burwell

Jacob Hostetler—Shelton

Phone: 515-423-7200

Wendell Konken—Niobrara
Grove Lacy—Omaha
Gerald E. Miller—Hartington
Ervin F. Smith—OQOakland
Frank R. Thimm—Beatrice
NEVADA
Daniel C. Watson—Las Vegas
J. M. “Bill” Watson—Las Vegas
NEW HAMPSHIRE
George F. Clement—Lisbon
George S. Foster, Ill—Epsom
Theodore R. Langdell—Milford
Edward G. Stevens—Rindge
NEW JERSEY
Edward F. Barber—Williamstown
David W. Dubin—Newfield
Donn Fagans—Cherry Hill
James E. Fawcett—Dumont
John R. Potts—P.O. Neshanic Station
W. M. “Bill”” Rose—Tuckerton
J. Edward Scott—Williamstown
Melvin Sickler—Williamstown
Edward Walsh—Ocean
NEW YORK
Raymond W. Allen, Jr—Niverville
Raymond Austin—Oneonta
Lewis Bronstein—E. Amherst
John Cura—Ballmore
Lewis A. DeLuke—Schenectady
Pamela Epstein—Liberty
K. R. French—Armonk
Richard C. Gilbert—Garrison
Barbara Jones—Orchard Park
Dorothy Knapp—W. Nyack
Jerry Krawitz—Goshen

THE AUCTIONEER



Henry A. Leonard—New York City
George Lusk—Rochester

William C. Markey—Lake Grove
L. Ward Mason—Ganesvoort
Robert W. Matson—Randolph
Cindy Morrison—Ticonderoga
Glenn H. Munson—McLean

Henry Ott—Middleport

Herbert Punchard—EImira
Kenneth M. Rice—Hamburg
Elinor Schlossman—Tuxedo Park
Carmen Serianni—Utica

Marianne D. Slough—Brentwood
Marvin L. Smith—Silver Creek
John R. Tuck—EIma

Craig Wilcox—Bergen

Diddi Lynn Worsoe—Holtsville
Tor Worsoe—Holtsville

NORTH CAROLINA
Craig Delane Bennett—Statesville
Donald Byers—Jacksonville
James Carpenter—Claremont
Bobby Cheek—Winston-Salem
Larry S. Hedrick—Statesville
Billy S. Hinton—Zebulon
Ben G. Hoffmeyer—Charlotte
Edmund P. Huntley—Wadesboro
William Terry Ireland—Olin
Wm. B. Langley, Sr.—Greensboro
William R. Lutz, Jr.—Newton
C. D. Maxwell—Fayetteville
Eugene Poe—W. Jefferson
Paul Taylor Reeves—Sparta
Bernard Routh—Bennett
Tony R. Stone—Bailey

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

OHIO
Emerson W. Arnett—Greenville
Darrell Cummings—Bellevue
Dennis Clark Eberhart—Kent
Robert L. Fetters—Lima
Donald R. Florea—Bainbridge
Ford Good—Wadsworth
James E. Hill—Strasburg
Charles E. Kuch—Germantown
John Reithoffer—Burton
Daniel D. Troyer—Berlin
Merlin D. Woodruff—Urbana
OKLAHOMA
Jay Blodgett—Duncan
J. O. Braswell—Tulsa
Terry Brink—Frederick
Leo F. Brown, Sr.—Clinton
Dwight L. Bullock—Newalla
Robert J. Goss—Carmen
B. L. “Lee” Hickman—Oklahoma City
Newell C. Marsh—Anadarko
Keith Olinger—Oklahoma City
Paul Spitler—Prague
Ben D. Steen—Ada
H. M. Stidham—Sterling
Walter W. Voss—Stillwater
W. W. Wilkinson—Tulsa
OREGON
Sanford J. Blau—Salem
Omer F. Bonney—Hermiston

Robert A. Ginsberg—Portland
Dick Haning—Tigard

John A. Kupsick—Cottage Grove
James M. Murphy—Aurora

B. E. Weiler—Portland

Lowell Wilhite—Grants Pass

PENNSYLVANIA
Dale Cunningham—Ellward
SOUTH CAROLINA
Jimmy Blocker—Walterboro
John S. Carroll—Williston
Ladies Auxiliary—SC
J. Linehan Pinckney—Orangeburg
Jack E. Richardson—Darlington
Frank O. Smith, Jr.—Anderson
W. C. Smith—Columbia
C. W. Worrell—W. Columbia
William M. Yonce—Florence
SOUTH DAKOTA
Donald C. Fuerst—Scotland
Paul Hickok—Hot Springs
Gary McCloud—Lebanon
Jim Payne—Yankton
Vernell Qualm—Academy
Willis J. Shockley—Lemmon
Dave Stulken—Redfield
TENNESSEE
Bob Greene—Coalmont
Tom Harrison—Murfreesboro
Billy B. Hobbs—Lebanon
George C. Orr—Tullahoma
S. L. Satterfield—Madisonville
A. Virgil Wilder—Knoxuville

Continued page 52

MR. AUCTIONEER!

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

THEJANTIOUE

WEERLY

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

the population of the USA.

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

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

PO BOX 1050-A

July, 1982

THE ANTIQUE TRADER WEEKLY

Phone (319) 588-2073

DUBUQUE, IOWA 52001
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TEXAS
Stafford Bertrand—Orange
Tom Cooper—Portland
Donald Cook Devine—LaPorte
Floyd R. Drake—Houston
Jack E. Dulin—Hale Center
E. Robert Emley—W.illow City
Kathryn Fain—Rosenberg
Michael A. Gulla—Houston
Ronald R. Hanway—Odessa
Bill R. Jordan—Hempstead
James M. Long—Plainview
William M. Long—Kaufman
Grady W. Morris—Colorado City
Wesley D. Rogers, Jr.—Lubbock
Joe E. Small—Dallas
Carl Strothoff—Tyler
R. C. Wiley—Rockdale

UTAH
John M. Owada—Salt Lake City
Glenn |. Short—Midvale
VERMONT
Raymond Poncho Camire—Burlington
Walter Flatow—Waterbury Center
Terry Lawton—RBrattieooro
Tom P. Whittaker—Brandon
VIRGINIA
Herb Bluestone—Hampton
George A. Daniel—Blackstone
Haywood Darnell—Barboursville
H. Layton Laws, Jr.—Manassas
Shirley Mullins—Clintwood
Charles Nicholls—Fredericksburg
Jack Peoples—Chesapeake
Ronald L. Rasmus—Alexandria

WASHINGTON
C. Lester Alexander—Renton
Ray Brock—Pasco
Bud Chapman—Seattle
George Coulter—Seattle
Al Gay—Seattle
Bill Jones—Moses Lake
Robert F. Losey, Sr.—Renton
Ronald Mariotti—Enumclaw
James G. Murphy—Edmunds
C. Ben Myers—OQOak Harbor
Gene Schobinger—Port Townsend
R. M. Williams—Arlington
Earl Witzel—Oak Harbor

WEST VIRGINIA

John S. Tabor—Princeton
WISCONSIN

Donald C. Backhaus—Cudahy
Rodney E. Behnke—Collins
William K. Bodell—Hazel Green
Robert Brandau—Wilton
Earl F. Clauer—Mineral Point
Anita B. Dahlke—Oshkosh
William M. Doughtery—Oshkosh
David K. Eggert—Appleton
James Esch—Shawano
George H. Felten—Madison
Dean Ferris—Lancaster
Paul George—Brooklyn
Fred C. Gerlach—Brookfield
Donald G. Hanson—Strum
James W. Heike—Mondovi
Herbert R. Heritage—Appleton
Wenzel Humpal—Boyceville
Wayne Huntzicker—Cashton

REISCH

William Jones—Pickett
Mary J. Kerkman—Burlington
Don Lloyd—Oshkosh
Richard Lust—Verona
Robert Mullikin—Janesville
Neil E. Nelson—Westby
James O’Brien—Eden

Pat O’Brien—Eden

Bea Olson—Footville

Lloyd Riek—Woodville
Thomas Rusch—Oshkosh
Gene W. Schmit—Grofton
Eldon Schraepfer—Hollandale
Gino Sclavi—Superior

M. T. Szatalowicz—Stanley
LeRoy Teske—Berlin

Allen R. Thoms—Unity

Dean Travis—Brookfield
Victor V. Voigt—Reedsville
Chris Walker—Potosi

Darrel R. Weber—Milton
Donald L. Wood, Sr.—Oshkosh
Michael Zingler—Shawano

WYOMING
David Briscoe—Dayton
CANADA
Patrick Coughlin—Winnipeg, Manitoba
John J. Fitzpatrick—St. John’s, New
Foundland
R. W. Foston—Scarboro, Ontario
Neil Hovmand—Winnipeg, Manitoba
Victor W. S. Vokes—Victoria, British
Columbia
ADDITIONAL CONTRIBUTORS
Auxiliary to the NAA

WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

........

Since 1933 Largest in the World

Approved for VA
YOU can be an AUCTIONEER!

AND MAKE BIG MONEY
Attend 2 weeks intensive training in all
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“Sounds great,
but it won’t
work for me”’

By Brent Voorheis
NAA member auctioneer
Harrisburg, Missouri

Auctioneers are constantly looking and listening
for good ideas to increase and improve their busi-
ness. These ideas come from many sources — texts,
trade magazines, training workshops and seminars,
attending NAA and state auctioneers association
convention programs and courses. Many good ideas
come from just talking with other auctioneers, and
even with competitors. All too often the auctioneer
hearing the idea or different technique passes it by
because, “it sounds great, but it just wouldn’t work
for me.” Of course, very few ideas will work 100%
in another situation. Most call for some kind of modi-
fication, but the core of the idea can often be used.

Before you completely reject an idea, give some
thought to how you might adapt parts of it to your
auction business. Scale down the financial require-
ments of the basic idea if they do not fit your budget.
Usually some frills can be trimmed and other ele-
ments altered to reduce costs.

Whenever possible, break down all the elements
of the idea or plan. Look for parts you can use in
your operation. This usually takes only a few min-
utes of analysis. If only one phase or element is
salvagable, it could be a great return on your time
invested.

Be sure to keep the basic idea in mind, just
change the approach to one that works better for
you. Too often a good idea is thrown away because
it was used and described in a different way than we
could use it. Consider how it might work in your
business.

Give every new idea consideration before you
discard it as unworkable for you. Extract the pieces
that can work for you with adaptation to your needs.
As you introduce new ideas into your auction busi-
ness, they will help you grow and prosper. But to
be exposed to new ideas, you must attend conven-
tions, and read professional publications.

A few years ago, | was exposed to a great idea,
but after checking into the expense | said, “it's a
good idea, but it won’t work for me’. In fact, | had
to hear the idea twice before | even thought of adapt-
ing it for my own use. Allow me to explain. About
four years ago | heard NAA past president Marty
Higgenbotham explain (at an MSAA convention)
that he had cardboard boxes printed with his com-
pany name, address and telephone number. He
further stated that he gave these boxes to buyers
at antique auctions, so they could pack their items
in them. When the buyers took their purchases home,
they also took home his company name and number.
Now | thought this was a great idea. When | returned
home from the convention, | immediately investigated
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printing a supply of boxes. | found that the personal-
ized boxes cost about a dollar piece. | still liked
the idea, but a dollar a box was out of the question,
so | didn’t pursue the matter any further. A few
months later, | was again exposed to the personalized
box idea, this time at a seminar by NAA member
Dave Kessler. Once again, | liked the idea, but still
kept thinking of the dollar a box.

After breaking down the basic concept, | thought
of a way to make the personalized box idea work
for us, without blowing our budget. | have had
gummed labels printed with our company name, ad-
dress and phone numbers. We now put these labels
on boxes that we pick up (for free) at grocery stores.
This may not be as flashy as the custom boxes, but
we have kept expenses within our budget.

Be sure to consider the basic concept of an
idea or technique, and with a little thought you can
probably adapt the idea to your business. As you
introduce these new ideas into your auction busi-
ness, they will help you grow and prosper just as
they have helped other auctioneers.

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

Approved by Texas Education Agency
The School of Distinction
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State association
reports

KAA convened in April

Jamestown’s Lure Lodge was the site of the
1982 Kentucky Auctioneers Association convention.
Official functions included the election of Chuck
Layne, Franklin, as president, Ron Kirby, also of
Franklin as secretary-treasurer, and Wilma Atherton,
Hodgenville, remained as executive director.

Roger Lewis of Morehead, Kentucky, was named KAA FUN AUCTION was held in a special tent at
as the 1982 KAA Hall of Fame recipient. Lure Lodge, Jamestown, Kentucky.

Winners were named. in two KAA bid calling
contests. Junior Division, first place was taken by
Brandt Taylor, Mammoth Cave; second place was
John Mark Kessler, Campbellsville. Senior Division
winners were first place Bob Blackford, Adairville;
and Lonnie Napier, Lancaster, second place.

Also attending the KAA convention were NAA
president Howard Buckles, executive vice president
Harvey McCray, and home state NAA director Sam-
my Ford.

Elected to the KAA Board of Directors were
David Butcher, Falmouth, and B. G. Dunnington,
Monticello. Retiring KAA president will also serve
a term as a KAA director.

Nox ;;J,
joe small’

3 auctioneers, inc.

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

ATTENTION

CAMPER TOP SOLD at KAA Fun Auction by retiring
president Ray Humfleet, in the window, to auction-
eer/purchasers Jack Wilkerson and Paul Wilkerson,
both of Lowes, Kentucky.

State Association Conventions —
Dates and Locations

AUCTIONEERS
ANTIQUE SHOPS Listed as follows: (1) Convention Date; (2) State As-
WHOLESALE OUTLETS sociation; (3) Hotel or Motel and City; (4) Convention

Chairman or State Association Secretary.

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 Paid

Guaranteed Delivery To Your Door

July 28-31 — NAA 1982 Convention — Atlanta Hilton,
Atlanta, Georgia

October 25-26 — lowa — Holiday Inn, Cedar Rapids —
Margaret Bloomer

November 7-8 — New York — Holiday Inn-Arena, Bing-
hamton — R. Thomas Jones

January 14-15, 1983 — Pennsylvania — Blaine C. Brown

April 17-18 — Kentucky — Holiday-Dome, Bowling Green
— Wilma Atherton

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

CALL US NOW FOR PRICES AND REFERENCES!

\\ (214) 241-1912 //
Vo

member national auctioneers association andtexas auctioneers association A
Joe Small, CAl TXE-012-0252 o 4 \‘
@\ R
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THE TERRACE HILL AUCTION

------
pa s

Eighteen auctioneers of the lowa State Auc-
tioneers Association donated their services
and time, selling antiques and collectibles

to raise funds for the restoration of Terrace TR
Hill, the Victorian mansion of lowa’s gover- j.mmu
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PAT FOSTER of lowa City called the bidding
and lowa Auctioneers Association President
Jerry Tubaugh (left), Belle Plaine, points to
a bidder during the Terrace Hill benefit auc-
tion. Advertising for the auction included a
sketch (upper illustration) Terrace Hill —
North, the Governors’ mansion to be restored,
by Bill Wagner. IAA auctioneers wore red
jackets with “lowa State Auctioneers Associa-
tion’’ printed in white for identification during
the auction.

Over 1,600 antiques and collectibles were sold nors’ Mansion of the State of lowa. The auction was
at auction on Saturday, May 15, 1982, by members held at the Agriculture Building at the lowa State
of the lowa Auctioneers Association who donated Fair Grounds in Des Moines.
their services and time — nearly 14 hours — to raise More than 300 items were from Terrace Hill, in-
funds for the restoration of Terrace Hill, the Gover- cluding period antiques, collectibles and mementos.

HOWARD BUCKLES, NAA Presi-
dent from Keosauqua, sold two
autographed footballs; one from
the 1981 lowa Hawkeyes football
team and the other from the
Drake University’s team.

IOWA GOVERNOR ROBERT RAY and his wife, Billie, attended the aucti'on
to help promote the sale of over 1,600 antiques and collectibles to raise
funds to restore Terrace Hill, the Governors’ mansion.
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THREE IOWA AUCTIONEERS, Wayne Stewart of Au-
dubon; Steve Greenfield of Des Moines; and John
Swartzendruber of Wayland (left to right) take their
turns at the stand during the 14-hour Terrace Hill
auction. Bidders gathered around the tables, laden
with antiques and collectibles, during the auction,
which began at 10:00 a.m. and ended after 11:00 p.m.

The remaining items were consigned by owners and

only the auctioneers’ commission was donated to the
Terrace Hill Society.

The auction began at 10:00 am and ended after
11:00 pm. Late in the evening the IAA members sold
odds and ends in larger lots to gain some time. Sets
of chairs were numbered and tagged individually, but

were sold six or eight times the money to save addi-
tional time.

The lowa Auctioneers Assocation became in-
volved in the benefit auction when Governor Robert
Ray signed the proclamation for National Auctioneers
Week. Des Moines area auctioneer, Steve Green-
field, already had been involved in the benefit auc-
tion arrangements, and with the Governor’s en-
couragement solicited the assistance of the lowa
Auctioneers Association. Arrangements already had
been made before Greenfield and the IAA member-
ship were able to convince the Terrace Hill Society
that better results may have been realized if the auc-
tion could have been conducted as a two-day sale.

The Terrace Hill Society had hoped to raise
$30,000 from the auction, but $15,000 was realized
from the $100,000 auction. An admission price of
$2.00 per person was charged, which may have re-
duced the number of persons attending the auction,
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but those who did attend were serious contenders
for the antiques and collectibles. Nearly every regis-
trant bought something!

The auction was held on a rainy day, which may
have eliminated additional bidders, but the news
media representatives were in attendance and pro-
moted the auction throughout the day on television
and radio newscasts. Governor Ray and his wife,
Billie, also made an appearance, and he commented
to the bidders that he and the other Governors had
used some of the furniture being sold. Mrs. Ray do-
nated a souvenir book, autographed by President
Ronald Reagan, which was from his inaugural. The
book sold for $45.

Prices realized from collectibles included: $15
for a pair of wooden crutches; $20 for a metal bowl
with a broken glass liner; $35 for a glass candy dish
full of rocks — all cast-offs of lowa’s first families.

A French glass vase brought $500; a music box
with 11 tunes brought $1,525; and a 1735 grandfather
clock sold for $3,600. Consigned items included a
replica of a barn, well constructed by an lowa crafts-
man, which sold for $475; a Porky Pig pencil holder
for $35; and two autographed footballs — one from
the 1981 lowa University’s Hawkeyes for $100 and
the second from Drake University for $25.

Included in the 18 professionals was the 1981-
82 president of the National Auctioneers Association,
Howard Buckles, who sold for longer than an hour,
and assisted as a ring man during the other portions
of the auction. Howard’s wife Arlene and daughter
Diana Sue, also volunteered their time, working with
the Terrace Hill Society’s members.

The Terrace Hill Society members commented
many times during the auction about the enthusiasm,
interest and friendly spirit displayed by the IAA auc-
tioneers. Much of the success of the auction was
attributed to the lowa Auctioneers Association. It
was hard and long work for the auctioneers, but the
experience was worthwhile and the auction bene-
fited a worthy cause.

Auction coordinator, Steve Greenfield, com-
mented, after the auction, “‘| thought things went un-
usually smooth! But, why shouldn’t they with 18
professional auctioneers at the helm!”

Nashville Auction School

Nashville, Tennessee

THE NATION’S FINEST SCHOOL

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

v FREE CATALOG — LEARN AUCTIONEER-
ING

Full and partial scholarships available.

NASHVILLE AUCTION SCHOOL
Box 190, Department 5
Lawrenceburg, Tennessee 38464
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BUY FROM AN AUCTIONEER

ADJUSTABLE CAPS:

#50 Summer Mesh-Open Weave, two-tone with solid white front panel, our most popular style. Your
Company Name, Logo and Address screen printed up to four colors at no set up or art charge.
Just send us your Logo, we will set type. Colors: Red, White, Royal Blue, Kelly, Gold, Navy, Orange,
Brown and Tan, Blue Denim, Puff Raised Print available.

#60 Winter Polyester—lined with shape-retaining, breathing polyfoam for comfort. Color and printing
same as above.

JACKETS ALSO AVAILABLE

RICHARD CRUM
Auctioneer

Caps $2.95 gltl)nfl#l)lm
‘::rll"‘!S;F%wnl&t

A » PRICES SUBJECT TO CHANGE WITHOUT NOTICE
uction

TERMS — Net 10 days, F.O.B. our plant, or send
4504 HAMBURG PIKE
check with order & we pay the freight.
JEFFERSONVILLE. INDIANA 47130 812/282-6043 P ’

D-VOX COMPLETE --- $285.00

FIBERGLASS CASE — 25 WATT MODULE — TWIN SPEAKERS

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

* * * SATISFACTION GUARANTEED * * *

Order by mail: Payment with order — we pay shipping . . . C.0.D. — you pay shipping. Kansas
| residents add 3'2% sales tax.

DODGE MANUFACTURING CO. DWIGHT V. DODGE, Owner
1016 W. 6th Street ® P.O. Box 1513 ® Topeka, Kansas 66601 ® (913) 234-6677
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Successful

auctioneering across
the nation

NAA member auctions at North Pole

His fingers were frostbitten when he adjusted his
camera, but NAA member Dennis N. Storey, CAlI,
London, Ontario, planted the Canadian flag, sipped
champagne and held an auction with seven bidders,
all at the North Pole. That’s right, the genuine, honest
to goodness North Pole.

Looking for a truly' adventurous travel trip,
auctioneer Storey located a Seattle company which
would fly 14 people at $10,000 apiece to the North
Pole, land briefly, and get them back safely. The
travelers were initially flown to a remote outpost in
northern Canada where they awaited the final leg of
the journey.

Traveling in two groups, each was flown to the
precise location of the North Pole after a brief re-
fueling stop. Storey’s group of seven included a
Texas lady lawyer, California heart surgeon, and an
84 year old woman from Florida. At the North Pole,
the group sipped champagne, planted national flags
and each adventurer did his/her own thing. That’s
when Dennis Storey auctioned a bottle of Crown
Royal whiskey to a consortium of seven buyers for
$100. Auctioneer Storey believes his North Pole auc-
tion to be the most northerly auction ever.

Would he do it again? Yes, and as a matter of
fact, Dennis Storey is working on a trip to the South
Pole. Commenting to the LONDON FREE PRESS
about his North Pole journey, “if that trip cost twice
what it did, | would still have been delighted,” Storey
said. “It was certainly the biggest highlight of my
life. You have no idea how exciting that can be —
to stand where less than 100 people have stood. To
stand where hundreds more have hoped and plotted
and tried to stand. Words just can’t describe that
emotion.”

Shaker chest sets record . . . A Shaker sewing
chest was sold for a new world auction record by
NAA member Bruce Smebakken, West Brookfield,
Massachusetts, on May 2. The tiger maple, five-
drawer chest from the Enfield, Connecticut, Shaker
community was sold for $31,000, plus 10% buyer’s
premium, to a private collector.

The previous record of $24,000 was established
at the famed Lassiter auction by Sothey Parke Benet
in 1981. A Shaker clock in that auction registered
the high bid with the standard 10% buyer’s premium
added.

Needless to say, auctioneer Smebakken was
quite pleased with the record price, especially since
it was his first Shaker auction. Bidders from twelve
states were represented in the auction, and the com-
petition was particularly keen between collectors and
dealers.
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Kentucky rock auction

Noticing that many homeowners in Taylor
County, Kentucky, used large boulders to enhance
their landscaping, NAA member Roger Beams, Camp-
bellsville, planned an April auction of limestone
rocks. His collection of boulders ranged from 200 to
700 pounds apiece, and was planned for a Friday
evening sale.

Despite a few problems, the auction was a suc-
cess.

Beams had gathered the limestone boulders from
Taylor County farmers, using a borrowed wrecker to
get the rocks to a local nursery. A few days before
the auction a local newspaper columnist wrote an
article about the sale, which of course, was excellent
advertisement for Beam’s auction.

With a little rain at the start of the sale, and
tornado warnings in the area, Roger Beams sold 13
limestone boulders, to 50 bidders, for an auction
total of $404. The unusual auction made national
television, and the most expensive rock sold for $47.

“I have proved to many people in Kentucky,”
explained auctioneer Beams, ‘“that if you do it right,
you can sell almost anything at auction. Even a
bunch of rocks.” Will he organize another limestone
boulder auction? As Roger Beams told the news-
paper, “if the boulders sell in Louisville, they ought
to sell in Lexington, and if they sell in Lexington,
they ought to sell in Paducah.”

ROCKS AUCTIONED in Kentucky by NAA member
Roger Beams.

Vesco estate auctioned . . . A retired business-
man was the high bidder at the auction of fugitive
financier Robert Vesco’s estate in Boontown Town-
ship, New Jersey. The Saturday sale took place in
April and was conducted by NAA member Don Cast-
ner, CAl, Branchville, New Jersey.

Included in the $480,000 auction price were two

Continued page 60
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houses, barn with indoor riding ring, a private lake,
and a swimming pool, all on 57 acres. The auction
was attended by 100 people and two television crews.

According to auctioneer Castner, “the name
Robert Vesco drew the attention”. Vesco has been
living in exile since 1973, when he fled to avoid prose-
cution for embezzling $244 million, and attempting to
make an illegal $200,000 contribution to Richard
Nixon’s 1972 presidential campaign.

GRIT features Kiko family

The national weekly GRIT, in its May 30 edition,
featured an article about the auction family of NAA
Hall of Fame member, Russell Kiko, Minerva, Ohio.

Family background, and auction business philoso-
phy were discussed in the article. The auction family
includes NAA members Gene, Jim, John, Lawrence,
Russell, Jr., and NAA director Dick Kiko.

How did the family business get started? In
1944 “‘an auctioneer friend of mine was ill that win-
ter,” explained Russ. ‘| helped him out a few times
and became fascinated with the business.” The Kiko
auction company now owns an airplane, and some-
times uses a helicopter to show real estate to pro-
spective buyers. Howere, the family still makes the
time to auction small household sales, the business
mainstay for many years.
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Strawberries auctioned at $4,700 record . . .
The 1982 Poteet Strawberry Festival, Pleasanton,
Texas, drew thousands of south Texans, and pro-
duced thousands for the champion strawberries.
Conducting the auction of the grand champion and
reserve champion crates of strawberries were NAA
members Dusty and Howard “Frog” Adams, Corpus
Christi, Texas.

The grand champion strawberries were auc-
tioned to a local bank for a record of $4,700, and the
reserve champion berries were sold to a local busi-
ness for $3,500. Needless to say, both the two women
who grew the strawberries and the Adams auction-
eers who sold them were pleased with the results of
the auction.

Florida cattle and equipment auction . . . The
firm of Avon Manor Park Inc., Ft. Pierce, Florida,
held a complete dispersal of cattle and equipment at
a March auction. Conducting the sale was NAA
member H. Fred Dietrich lll, Orlando, Florida, as-
sisted by NAA Hall of Fame recipient Ken Barnicle,
Lakeland, Florida.

The auction grossed $26,160, selling a group of
Santa Gertrudis and Santa Gertrudis-Hereford cross
cattle along with the farm equipment.

Top selling animal was a polled Santa Gertrudis
herd sire, $1,075, with the auction’s volume buyer
purchasing $8,810 in livestock.

Want Professional Assistance?

We
Cooperate

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.

CALL AND TALK IT OVER!

Yim
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g’l@éa/”@ inc. AUCTIONEERS - REALTORS

. . and School of Auctioneering
204 US 1, North Palm Beach, FL 33408 (305) 844-1723
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Good market for prime land

As an example of the potentially good market
for prime land, NAA member David W. Bailey, Glas-
gow, Kentucky, informed THE AUCTIONEER of the
results of a land auction May 22. A total of 11 tracts
of various sizes, in the Cave City-Mammoth Cave
National Park area were sold in six lots for a total
of $182,500. Below is a breakdown of the auction
results.

Tract 1 — 22.94 acres, with gift shop, golf driv-
ing range, family fun center, only the land was sold,
$46,000.

Tract 2 — 9.81 acres suitable for small industry
or commercial development, $18,500.

Tracts 3, 4, 5, 6, and 7 — large commercial lots
fronting highway, near 1-65 interchange and Holiday
Inn, $80,000.

Tracts 8, 9 — total of 6.87 acres with commer-
cial frontage, $17,000.

Tract 10 — 5.63 acres, with 389’ of frontage on
highway into town and convention center, $15,500.

Tract 11 — 4 acres of landlocked hillslide, being
leased as a base of a chair lift, $5,500.

Specifically, the properties were located at the
Interstate 65, Highway 90-70 interchange near Cave
City, Kentucky.

Excellent prices, ten hours of selling . . . Atwo
day April estate auction by NAA member Tom O’Far-
rell, Westminster, Maryland, produced excellent
prices. Approximately 1000 lots were sold in 10 hours
of auctioning at O’Farrell’s Auction Barn.

High selling items included a Grandfather’s
clock in excellent condition, $6050; a 1940 Chevro-
let pickup truck, $2600; a marble top, three piece,
Victorian bedroom suite, $1200 and a Chippendale
miniature chest, $515.

Four collections featured in auction . . . Choice
antiques from four separate collections were auc-
tioned in March by NAA member John Woody, Doug-
lass, Kansas, at the Wichita Airport Hilton Inn. A
wide variety of items were offered in the sale, includ-
ing Art Glass, choice cruets, Barber Bottles, Carnival
Glass, R. S. Prussia, clocks, lamps, and more.

Top selling items included a signed Webb bride’s
bowl, with Wilcox silver base and cupids at anvils,
$2800; and Eveready advertising clock with pendu-
lum, $1700; and a 13" cut glass tray, $2200.

First “law office”’ auction . . . An April front
page of the HUNTSVILLE NEWS, Huntsville, Ala-
bama, carried two pictures from an auction by NAA
director John Horton, also of Huntsville. The sale
items were the antique furnishings of a local law
office, and included two top selling items: a 13th
century replica of a suit of armour, over $600; and a
Civil War cannon, $1,000.

Auctioneer Horton was pictured with the armour,
cannon, and buyers.
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Billboard in newspaper . . NAA member
Richard Lust, Verona, Wisconsin, noticed a clever
representation of the auction method in the Madison
CAPITAL TIMES. The newspaper’s “Sign of the
Times’’ section features a drawing of a billboard with
a contribution from a TIMES reader printed on the
drawing. Thousands see the small “billboard”, and
readers are paid $5 for each accepted contribution.

That week’s “Sign of the Times”? Auction:
something you get for nodding.

Each year it takes less time to fly the Atlantic
and more time to get to the office.

FORT SMITH

AUCTION SGHOOL

A N G S R R PR
QUALITY TRAINING SINCE 1947

TERMS
VETERAN FEB. — JULY

APPROVED e

Dealer Auction

1st & 3rd Tuesday 11 a.m.

Selling Overstock — Bankrupt Stock —
Salvage — Unclaimed Freight

Hardware Items — Gift ltems
Seasonal Merchandise — Jewelry
Many other items.

Household Goods — Electronics — Tools l

NEXT FURNITURE SALE DATE — OR LET US
HAVE A SPECIAL SALE FOR YOU!

WISHING ROCK AUCTION |

46 Wishing Rock Rd.
Pasadena, Maryland

(301) 647-9769 (301) 551-4371
Vic Mattucci-Auctioneer

Furniture Haulers, CONTACT US ABOUT OUR |
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Gordon E. Taylor
President

St. Paul Union oo
Stockyards === .4

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
Mason City, lowa 50401

Buctions Eascen
PLEASE STATE SIZE OF
FILE YOU WISH TO ORDER
400 Slot File
(Slots — 2"’ deep - 2’ wide)
$169.95

100 Slot File
(Slots — 312" deep - 22"’ wide)

$59.95
100 Slot File
(Slots — 2’’ deep - 2" wide)

$59.95

50 Slot File
(Slots — 372" deep - 272" wide)

$39.95

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

$39.95

You can use any of the above files for

several hundred bidders or more. NEW 400 SLOT FILE, 30” WIDE, 2172 HIGH.

We have the clerking sheets that come in
triplicate, with three sides glued together.
There are 21 items per sheet. These are
made for the 2” file. We do not make a [ Ttem No.
clerking sheet for the 32" by 22" file.
Package of 200 Sheets (4,200 Items)

$40_00 Purchaser

Package of 600 Sheets (12,600 Items)

$115.00 Price Send check or C.0O.D.
Telephones — Office (308) 995-8614

Home (308) 995-5098 LUNDEEN SALES FORMS

We pay shipping charges on all items This is for the 2" file 423 East Avenue Holdrege, Nebraska 68949
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Continued from page 47

Records (Phonographs, stereo Swap Shops

equipment — look for Tools (New, antique)
clubs.) Trust Estates
Rug Dealers, Used Used (A big section of what-
Second hand Stores ever)
Silver (Silversmiths) Watches
Smelters (precious metals) Weapons
Stamps

Whatever category I've forgotten, add it to your
personal list of potential buyers from the yellow
pages.

Lastly, and it goes without saying, cultivate buy-
ers with money. It’s surprising how many auction-
eers do not take the time and effort to seek out the
moneyed buyers in town, instead of the average buy-
er with less to spend. After all, buyers with money
have a wonderful habit of bidding more.

Catalog of appraisal
literature available

The 1982 Publications Catalog of the American
Institute of Real Estate Appraisers (AIREA) has re-
cently been published and contains more than 35
titles of textbooks, monographs, manuals, pamphlets,
and periodicals on the subject of real estate apprais-
ing. Also included are works “in preparation’” for
'82-'83 publication on the occasion of the Institute’s
S0th anniversary: “Appraisal Thought: A 50-Year Be-
ginning,” a collection of fifty articles from THE AP-
PRAISAL JOURNAL; THE FIRST 50 YEARS: A PIC-
TORIAL LOOK AT AIREA; EVOLUTION OF THE IN-
COME APPROACH; REAL ESTATE VALUATION IN
LITIGATION; APPRAISING HISTORIC PROPERTIES:
and APPRAISING RURAL PROPERTIES.

Among the basic texts now in print are: THE
APPRAISAL OF REAL ESTATE, 7th Ed.; APPRAISING
THE SINGLE FAMILY RESIDENCE; REAL ESTATE
APPRAISAL TERMINOLOGY, 2nd Ed.; AIREA
TABLES FOR FINANCIAL ANALYSIS AND VALUA-
TION; ELLWOOD TABLES FOR REAL ESTATE AP-
PRAISING AND FINANCING, 4th Ed.; BUSINESS
VALUATION HANDBOOK; APPRAISING IN A
CHANGING ECONOMY: COLLECTED WRITINGS OF
JAMES E. GIBBONS; and CONTROVERSIES IN
REAL PROPERTY VALUATION: A COMMENTARY.
Subscriptions may be ordered for AIREA periodicals:
the quarterly APPRAISAL JOURNAL and 10-is-
sue/year APPRAISER newsletter.

Book orders and requests for the free publica-
tions catalog can be directed to AIREA or its book
distributor, Follett Publishing Co., 1010 W. Washing-
ton Blvd., Chicago, lllinois 60607 (make checks pay-
able to AIREA).

AIREA is the oldest organization of professional
real estate appraisers and the only one affiliated with
the National Association of REALTORS®,

S e - ]

/5% of all women-owned businesses are in the
services and retail trade industries.
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WORLD’S MOST MODERN AND

EFFICIENT AUCTIONEERING SYSTEMS
Registered U.S. Patent Office

e iy
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Clerkmobile T.M. Auction Tops

Patented Clerking Fits on Standard
System Installed 2 or %2 Ton Truck

Used auction tops and Clerkmobiles for sale.

For Free Literature and Additional information —

- =y

Auctioneering Systems
Art Feller-Box 267
Cissna Park, Ill. 60924 Ph. 815-457-2202

Yes . . . Send me Free Literature.

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

Name
Address
City
State Zip

estern

college of auctioneering

1948-1982 — 34 Years

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

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

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

estern |

college of auctioneering

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

OR
Box 5595 State University Station
Fargo, North Dakota 58105
FALL TERM August 23-September 3

S e s e ﬁ
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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 of
some 1.3 million daily Inquirer
readers. Join with marketers of
every disipline and design who

FSC’S SECRET!

We have over 33 years
of proven auction
advertising results

in all forms of local,
regional and international
auction advertising.

64
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consistently find Inquirer and
quick results to be synonymous.

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

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

FSC’S SECRET!

We are as close as

your phone. We deliver
as quickly as your need
specifies. Just tell

us the date of your sale,
where, what and when--
We do the rest and
deliver the crowds you
need! Call us now!

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.

Tl
Philadelphia

ik @

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

FSC’S SECRET!

Now, more than
ever it’'s necessary
for you to have

the best advertising
at the bottom line
prices for your
budget.
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BUSY AUCTIONEER — Maintaining his auction busi-
ness and representing the NAA kept Howard Buckles
on the move, often piloting his own plane from one
appearance to another. NAA president Buckles re-
mained active in his state association found time to
promote National Auctioneers Week, and in his con-
vention visits, accepted thousands in contributions
to the Headquarters Relocation Fund.

NAA president
Buckles’ year
In review

The Las Vegas convention was the beginning of
an interesting and successful year for the 1981-82
NAA president Howard Buckles. THE AUCTIONEER
presents a partial review of president Buckles’ re-
warding year on behalf of he National Auctioneers
Association.

STATE AUCTIONEERS ASSOCIATION conventions
were often on president Buckles’ schedule, shown
here presenting the Rookie of the Year award at the
annual meeting of the New York State Auctioneers
Association.

NEW NAA HEADQUARTERS property in

Overland Park, Kansas, was fully pur-
chased this vear. Howard Buckles burned
the note for the land, on-site where the new
headquarters office will be built.

NAA PUBLICATIONS featured president
Buckles, on THE AUCTIONEER cover in Sep-
tember, 1981, and in the distributed sample
of the new NAA auction customer pamphlet,
first appearing this year.

July, 1982
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o CALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT N

(507) 645-4407

Clerking Sheets
3 part & 4 part - carbonless forms
One writing - eliminates posting errors
Each slip individually numbered
Tabulates progress of your sale

hwick hier

Box 147 Northfield, Mn. 55057

The world’s most expensive real estate? In cen-

tral Tokyo, Japan, one square yard at a shopping
center is worth an estimated $50,000.

AMERICAN BUSINESS
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Advertising Rate Schedule — THE AUCTIONEER MAGAZINE

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.

ADVERTISING RATES: One (1) time Six (6) times Eleven (11) times
Full page coevaninnaa $160.00 $155.00 $150.00
Hall pBO8: wwsmpsmsmnne 80.00 77.50 75.00
Quarter page .......cccccccceeeue... 40.00 38.75 37.50

Column inch: $8.75 per column inch — column is 21 picas wide (3%2 inches).

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

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

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

NEW ADVERTISERS: All new advertisers are required to submit credit account in-
formation, an insertion order, and payment in advance (with copy), before advertising
will be accepted. If applicable to the new advertiser, advance payment for the first
three months is required. Submission deadline for new advertisers is the first of the
month.

4.

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

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.

MECHANICAL REQUIREMENTS: Printed offset. Trim size: 8%2 by 11 inches.
Number of columns: two (21 picas wide columns). Binding method saddle
stitched. Colors available: black on white and upon consulation with editor,
second, or issue color.

Dimensions for ad space: Full page — 7% by 9%z inches: Half page — 7%a by
45 inches: Quarter page — 3%2 by 4% inches or 7V4 by 2% inches.

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 abou this NAA publication policy should
be directed to the NAA office before submitting your advertising.

ISSUE AND CLOSING DATES: Published monthly (11 times annually) with the ex-
ception that an August issue is not published. Issued on the first of the publica-
tion month. Deadline for ad copy is the 10th of the month preceding publication
date.

SUBSCRIPTION AND SINGLE COPY: One year's subscription to THE AUCTIONEER
is $18, and only open to non-auctioneers. Sirigle 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.

Submit all advertising to: The National Auctioneers Association, 135 Lakewood Drive,
Lincoln, NE 68510-2487. Phone: 402 489-9356.

THE AUCTIONEER
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NATIONAL AUCTIONEERS ASSOCIATION
1982 Annual Convention Y July 28—July 31 ¥ The Atlanta Hilton Hotel, Atlanta, Georgia

Wednesday, July 28

9:00 am to 5:00 pm — REGISTRATION DESK. Second floor, west
area.

3:00 pm to 5:00 pm — NAA AUXILIARY BOARD OF DIRECTORS
MEETING. Room 452, fourth floor.

8:00 pm to 12 midnight — SOUTHERN FAIR “FUN NIGHT”. Grand
Ballroom, second floor.

Thursday, July 29

730 am to 8:30 am — STATE OFFICERS’ BREAKFAST.
Cobb/Clayton Rooms, second floor.

8:30 am to 10:20 am — STATE OFFICERS’ WORKSHOP. Gwinnett
Room, second floor.

8:30 am to 10:30 am — LADIES HOSPITALITY AND EDUCATION-
AL HOUR. Crystal Ballroom 1, first floor.

9:00 am to 10:15 am — HEAVY MACHINERY & EQUIPMENT
WORKSHOP. Grand Salon West, second floor.

9:00 am to 12 noon — HALL OF FAME COMMITTEE MEETING.
Douglas Room, second floor.

AUCTION SCHOOL COMMITTEE. Cherokee Room, second
floor.

NATIONAL AUCTIONEER LICENSE LAWS OFFICIAL ASSOCIA-
TION NALLOA) Board of Directors meeting. Fulton Room,
second floor.

GSA AUCTIONEERS MEETING — Paulding Room, second
floor.

10:30 am to 11:45 am — BIG BUSINESS LIQUIDATIONS (COM-
MERCIAL BANKRUPTCIES). Grand Salon West, second floor.
WORLD LIVESTOCK AUCTIONEER CHAMPIONSHIP WORK-
SHOP. Grand Salon East, second floor.

12 noon to 2:30 pm — 1982 “SOUTHERN FAIR CONVENTION"
LUNCHEON. Grand Ballroom, second floor.

3:00 pm to 4:30 pm — BALLROOM REAL ESTATE AUCTION
SALES. Grand Salon West, second floor.

LIVESTOCK AUCTIONS (VIDEO SALES). Grand Salon East,
second floor.

3:00 pm to 5:00 pm — NOMINATING COMMITTEE OFFICER/DI-
RECTOR CANDIDATE INTERVIEWS. Douglas Room, second
floor.

NAA ARCHIVES COMMITTEE MEETING. Room 438, fourth
floor.

NAA HEADQUARTERS RELOCATION COMMITTEE MEETING.
Gwinnett Room, second floor.

NAA AUCTION SCHOOLS COMMITTEE MEETING. Clayton
Room, second floor.

CAl BOARD OF GOVERNORS MEETING. Room 436, fourth
floor.

NATIONAL AUCTIONEERS LICENSE LAWS OFFICIAL AS-
SOCIATION (NALLOA). Fulton Room, second floor.

4:30 pm to 6:30 pm — GORDON E. TAYLOR, REISCH WORLD-
WIDE COLLEGE OF AUCTIONEERING RECEPTION — EVERY-
ONE WELCOME. Crystal Ballroom A, first floor.

WESTERN COLLEGE OF AUCTIONEERING RECEPTION. Crys-
tal Ballroom B, first floor.

MENDENHALL SCHOOL OF AUCTIONEERING RECEPTION.
Crystal Ballroom E, first floor.

7:30 pm to 12 midnight — 1982 NAA FUN AUCTION. Grand Ball-
room, second floor.

; Friday, July 30

7:30 am to 9:00 am — MISSOURI AUCTION SCHOOL OPEN
HOUSE & CONTINENTAL BREAKFAST — EVERYONE
WELCOME. Grand Ballroom D, second floor.

ILLINOIS STATE AUCTIONEERS ASSOCIATION BREAKFAST.
Crystal Ballroom C and D, first floor.

AUCTIONEERS ASSOCIATION OF NORTH CAROLINA BREAK-
FAST. Crystal Ballroom E, first floor.

INDIANA AUCTIONEERS ASSOCIATION BREAKFAST. Crystal
Ballroom F, first floor.

VIRGINIA AUCTIONEERS ASSOCIATION BREAKFAST. Crystal
Ballroom G, first floor.

TEXAS AUCTIONEERS ASSOCIATION BREAKFAST. Clayton
Room, second floor.

ALABAMA AUCTIONEERS ASSOCIATION BREAKFAST. Crys-
tal Ballroom A, first floor.

IOWA AUCTIONEERS ASSOCIATION BREAKFAST. Crystal
Ballroom B, first floor.

NEBRASKA AUCTIONEERS ASSOCIATION BREAKFAST.
Paulding Room, second floor.

PENNSYLVANIA AUCTIONEERS ASSOCIATION BREAKFAST.
Dekalb Room, second floor.

NEW YORK STATE AUCTIONEERS ASSOCIATION BREAK-
FAST. Gwinnett Room, second floor.

KENTUCKY AUCTIONEERS ASSOCIATION BREAKFAST. Vi-
enna Room, third floor.

9:00 am to 11:45 am — NALLOA OPEN MEETING. Fulton/Cobb
Rooms, second floor.

9:00 am to 10:15 am — PROPER IDENTIFICATION OF ANTIQUES
FOR PROPER ADVERTISING AT AUCTION WORKSHOP.
Grand Salon West, second floor.

AUTO AUCTION WORKSHOP. Grand Salon East, second floor.

9:00 am to 11:45 am — NOMINATING COMMITTEE INTERVIEWS
(continued if needed). Douglas Room, second floor.

10:00 am to 11:45 am — AUXILIARY TO THE NAA ANNUAL MEET-
ING. Grand Ballroom East, second floor.

10:30 am to 11:45 am — SELLING TOBACCO AT AUCTION. Grand
Salon West, second floor.
SMALL BUSINESS ADMINISTRATION LIQUIDATIONS WORK-
SHOP. Grand Salon East, second floor.

12 noon to 1:30 pm — WISCONSIN AUCTIONEERS ASSOCIATION
LUNCHEON. Northwing West, second floor.

12 noon to 2:30 pm — LADIES “SOUTHERN GRANDEUR’ LUNCH-
EON: Grand Ballroom West, second floor.

1:30 pm to 2:45 pm — FARM MACHINERY AUCTIONS. Grand
Salon West, second floor.

GOVERNMENTAL RESTRICTIONS ON INTERNATIONAL AUC-
TIONS. Grand Salon East, second floor.

3:00 pm to 4:00 pm — OPEN MEETING OF THE NAA BOARD OF
DIRECTORS. Grand Salon West, second floor.

7:00 pm to 12 midnight — SOUTHERN FAIR CONVENTION DIN-
NER AND NAA AWARDS FESTIVAL. Grand Ballroom, second
floor.

Saturday, July 31

7:00 am to 9:00 am — CONTINENTAL BREAKFAST AND ANNUAL
MEETING OF THE CERTIFIED AUCTIONEERS INSTITUTE
(CAl). Grand Ballroom West, second floor.

8:00 am to 3:00 pm — NAA HEADQUARTERS OFFICE. Cloak
Room, second floor.

HOST ASSOCIATION HEADQUARTERS. John Adams Room,
third floor.

8:00 am to 10:00 am — NAA AUXILIARY BOARD OF DIRECTORS
CONTINENTAL BREAKFAST AND MEETING. Room 436, fourth
floor.

9:00 am to 10:15 am — AUCTION GALLERY WORKSHOP. Grand
Ballroom East, second floor.

10:30 am to 12 noon — ANNUAL MEETING OF THE NATIONAL
AUCTIONEERS ASSOCIATION. Grand Salon West, second
floor.

12 noon to 1:30 pm — AUXILIARY PAST PRESIDENTS’ BRUNCH.
Crystal Ballroom B, first floor.

1:30 pm to 4:00 pm — ANNUAL MEETING RECONVENED. Grand
Salon West, second floor.

4:00 pm to 5:30 pm — FIRST ANNUAL MEETING OF THE 1982-83
NAA BOARD OF DIRECTORS. Cherokee Room, second floor.

7:00 pm to 9:30 pm — PRESIDENT’S BANQUET. Grand Ballroom,
second floor.

PROGRAM-AT-A-GLANCE COURTESY OF

Missouri Auction School
Top Floor Livestock Exchange Building

1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117 —l




COLONEL® 1

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

® Deluxe padded shoulder strap.

® Full range six inch baffled speaker.

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

® Space age solid state amplifier.

® SPECIFICATIONS: Batteries: Eight “D" size flashlight bat-
teries (not included) (Alkaline batteries will give many
hours of extra service).

® DIMENSIONS: 734" High x 6” Wide x 7Va” Deep.

® WEIGHT 4 LBS., 14 OZ.

® There is a two year repair or replace warranty on every-
thing except batteries.
List Price: $395.00 Auctioneers Cost: $237.00

COLONEL"® 2

The COLONEL 2 has the same features as the COLONEL 1
plus:

¢ RECHARGEABLE BATTERY: Extra capacity battery will
last all day long. Fully rechargeable overnight.

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

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

300 MA.

® 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: $570.00 Auctioneers Cost: $342.00

Payment with Order — We Pay Postage. ..

'COLONEL® 3

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

® Storage Compartment in back to

carry recharger, microphone and
cord.

® Slightly larger speaker baffle area

with port hole.

® DIMENSIONS: 93" High x 6"

Wide x 7V4”’ Deep.

® WEIGHT: 7 LBS., 6 OZ.

List Price: $595.00
Auctioneers Cost: $357.00

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

C.0.D. Orders — You Pay Postage 58 Top Floor Livestock Exchange Building
Order by Mail . . . 1600 GENESEE / KANSAS CITY, MO. 64102

Send Check or Money Order To:

PHONE: 816-421-7117
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