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Felt Silver Belly Hats ... $27.50

White Panama ............ ... e 19.95
Milan Straw (light tan) ... 16.95
London Fog-type Jackets with
NAA Emblem (assorted colors) ........................... 21.00
| Auctioneer Hat WISP (Western Hat) ... e e e 37.00
| Stetson “Wisp™ 4-Color NAA Emblem ... ... 3.00
S. S. Gold Plated Tie Tack
Demand for Stetson Hats Good! with .50 man-made diamond ... 50.00
l S. S. Gold Plated Tie Tack
We have a complete line of sizes and brim widths without man-made diamond ............ccccoeeenees 30.00
on the Silver Belly Felt “Auctioneer” hats — 218", 23" T-shirts with your name & NAA emblem
and 25", as well as the summer Milan straw hats. We e $45 Doz.: 2-Doz. minimum
will also have the white Panama by spring — in plenty of : :
time Tof simmer Waar. Deer and Pig Skin Gloves _.................. $16.00 and $18.00

Plus — 4% Sales Tax

Our London Fog-type jackets with emblems are still
moving good with small, medium, large and extra large
sizes with most of the colors in stock.

Our sterling silver and gold plated tie tacs as well
as the 14K solid gold tie tacs with sparkling diamonds and Col. W. Craig Lawing

man-made stones made in the form of an auctioneers Tel.: Office: 704 399-6372; Home: 704 399-3260

gavel makes a good birthday or anniversary gift. Listed
below is what we now have in stock, ready to ship. 5521 Belhaven Bivd., Charlotte, NC 28216
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sold with the ChicagoTribune
Auction Mart, how on
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You get two great opportunities to bid for the Sunday schedule, you'll reach 80% of the
buyers in the active Mid-American auction mar-  Chicago metropolitan newspaper readers with
ketplace with the Chicago Tribune. professional, technical and managerial occupa-
Put your ad in our Sunday Business section tions; 86% of those with household incomes of
Auction Mart and you'll reach over 2.6 million $35,000 or more.

Chicagoland adults. Run that ad in our Mid- I's no wonder the Chicago Tribune carried 86%
week Business Report Auction Mart on Wed- of the auction/bid advertising run in Chicago
nesday and, for a low daily add-on rate, as metropolitan newspapers in the first eight

little as $1.40 a line for commitment advertis- months of 1979.

ers, you'll reach nearly 1.9 million Chicagoland For more information on the biggest auction
adults. mart in Mid-America, and to place your ad

Our Sunday/Wednesday combination audience  contact Mary Beth Howard at (312) 222-4493
Includes your best prospects. With a daily/ or Charles ghanley at (312) 222-4042.

Source: Scarborough Report, daily/Sunday single
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Our Valuable Public Image —
Positive, Successful, Professional

By C. E. “Chuck” Cumberlin, President
National Auctioneers Association

We are entering our second quarter of the 1979-
80 NAA year and there are several goals which |
hope to meet as your president. My goals, however,
cannot be met unless | have the assistance, enthus-
lasm and cooperation from you, the NAA member-
ship.

One of my goals is to create that effective public
Image, especially the news media, which promotes
the auction business as more than just a sale, but a
modern profession which includes men and women
who are sound business administrators, who will help
anyone sell real and personal property in a very pro-
fessional manner.

We need to promote the image that the public
can get more from an auction than a “bargain’. It is
very difficult to convince the seller that real and
personal property should be sold at auction, when
everyone promotes the idea that everything at auc-
tion is sold for a bargain. We need to de-emphasize
the word “bargain’ when we talk in terms of auctions,
because bargains represent less expensive items,
and no one wants to sell valuable merchandise for a
price less than what it’s worth.

In this respect, perhaps the auctioneer should
re-evaluate his sales promotion program. Be pre-
pared, when you make personal calls on a prospec-
tive client, to convince the client of your business
expertise and that you have the knowledge and talent
to attain a fair and reasonable price. Demonstrate to
the seller that you are fully prepared to locate the
prospective buyers who are in need of what the seller
has to sell.

As a profession, if we don’t believe in ourselves
and feel that we can provide a valuable marketing
service to both seller and buyer, then we need to re-
evaluate our program in general. The auctioneer is
a valuable member of the marketing community and
the only difference is in our method of selling. Many
business people today, however, agree that the auc-
tion method is continually showing its worth in the
1980’s marketplace.

But auctioneers still have the problem of not
being able to convince prospectives that they should
attend auctions, because many would-be buyers are
uncomfortable not knowing what is expected of them
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at an auction. As an association, then, it is my goal
to help dispel the old wivestales and taboos that
still remain as public attitudes towards the auction
method.

We need to promote the many, many different
services offered via the auction method, including
the honest values which can be obtained at auctions
throughout the nation.

The public needs to see that WE do not stereo-
type the auctioneers as a livestock auctioneer, or
auction gallery auctioneer, but that auctioneers can
specialize in several categories — just like medical
doctors specialize in different fields of medicine,
attorneys specialize in different fields of law, etc.

One way to meet this public image goal is to
have us all re-evaluate our sales promotion programs.
Are they the best we can offer? How do you feel you
can offer your prospective clients more information
about your profession and your talents?

Perhaps we need to tell our story in a more ef-
fective manner, so that the public should never be
afraid to attend our auctions. In fact, they should
want to be there.

Another goal | plan to meet is to offer the many
good auctioneers, who are qualified for NAA mem-
bership, the opportunity to join our on-going Associa-
tion. One of our purposes for which the Association
was organized is to promote and advance the auc-
tion profession. This purpose can best be accom-
plished if we offer membership to those qualified
auctioneers by promoting the mutual interests of our
members; by maintaining ethical standards in busi-
ness for the guidance of its members in relations
with each other and with the public; by making the
public more aware of the advantages of auction sell-
ing; and by generally improving the business condi-
tions affecting the auction profession. All of these
objectives are included in our by-laws as purposes
of the National Auctioneers Association.

If an auctioneer is qualified for membership,
then he or she should be offered the opportunity to
join. His or her membership will help us fulfill a
major objective — “‘Strength Through Numbers’.

For its membership the National Auctioneers As-

Continued on page 5
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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 (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 publication. Subscriptions are available to non-
auctioneers only. Auctioneers, who are not members of the

National Auctioneers 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 below .

Single copies: $1.00 each. Annual subscription rate $7.50.

Editorial and Executive Offices of the National Auctioneers
Association is 135 Lakewood Drive, Lincoln, Nebraska (NE)
68510. Phone: 402 489-9356.

Harvey L. McCray, Editor and Executive Director
Gary Carmichael, Director of Association Services
Mrs. Cheryl Griffith, Office Secretary

Mrs. Helen Witters, Bookkeeper

Mrs. Sandy Chapin, Office Secretary

Advertising Rate Schedule — THE AUCTIONEER MAGAZINE

1. THE AUCTIONEER Magazine is the official publication of the National Auctioneers
Association and is published monthly with the exception of the month of August,
the month in which a magazine is not published. Eleven issues are published
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.

2. ADVERTISING RATES: One (1) Time Six (6) Times Eleven (11) Times
FUIL ' PERIE sorsremesssnmmmmrmet $125.00 $120.00 $115.00
Half Page .. ... ... .. 62.50 60.00 57.50
Quarter Page ....................... 31.25 30.00 28.75

Column Inch: $7.00 per column inch — column is 21 picas wide (3% 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 cance! his
contract.

NEW ADVERTISERS: Submit payment in advance (with copy) before advertising
will be accepted.

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

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

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

Dimensions for ad space: Full page — 7% by 9% inches: Half page — 7V by
4% inches; Quarter page — 32 by 4% inches or 7% by 2% inches.

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

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

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

NAA Convention Sites

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

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

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

1980 NAA Seminars
January 21-22-23 — Colonial Williamsburg Lodge, Will- |
lamsburg, Virginia

February 18-19-20 — Del Webb’s TowneHouse Hotel,
Phoenix, Arizona

National Auctioneers Association

1979-80 Officers

President — Charles E. “Chuck” Cumberlin, P.O. Box 248,
Brush, Colorado 80723. Bus. Phone: 303 842-2822.

1st Vice President — Archie D. Moody, P.O. Box 795, Darling-
ton, South Carolina 29532. Bus. Phone: 803 393-0431.

2nd Vice President — Howard Buckles, Keosauqua, lowa 52565.
Bus. Phone: 319 293-3012.

Executive Director — Harvey L. McCray, 135 Lakewood Drive,
Lincoln, Nebraska 68510. Bus. Phone: 402 489-9356.

Treasurer — Dean W. Fleming, Atkinson, Nebraska 68713. Bus.
Phone: 402 925-2802.

Directors

Terms Expiring 1982

Harvey C. Lambright, 112 N. Detroit Street, LaGrange, Indiana
46761. Bus. Phone: 219 463-2012.

Norman Aldinger, RR 1, Cleveland, North Dakota 58424. Bus.
Phone: 701 763-6351.

Haskel ““Hack’” Ayers, Box 1467, LaFollette, Tennessee 37766.
Bus. Phone: 615 562-4941.

Sammy L. Ford, P.O. Box 445, Mount Vernon, Kentucky 40456.
Bus. Phone: 606 256-4545.

John A. Horton, 111 4th Street, Huntsville, Alabama 35805.
Bus. Phone: 205 536-7497.

Terms Expiring 1981

Martin E. Higgenbotham, 1702 Edgewood Drive, Lakeland, Flo-
rida 33803. Bus. Phone: 813 688-6094

Frank E. Bass, 501 1st Avenue South, Lewistown, Montana
59457. Bus. Phone: 406 538-8709

James W. Heike, 104 W. Main St., Mondovi, Wisconsin 54755.
Bus. Phone: 715 926-5340

H. Layton Laws, Jr.,, P.O. Box 675, Manassas, Virginia 22110.
Bus. Phone: 703 361-3148

Robert E. Musser, RFD 1 Box 1900, Cody, Wyoming 82414.
Bus. Phone: 307 587-2131

Terms Expiring 1980

Lyle H. Erickson, Box 239, Cresco, lowa 52136. Bus. Phone: 319
547-3700

Herbert A. Bambeck, Route 1, Box 392, Dover, Ohio 44622.
Bus. Phone: 216 343-1437

William L. Gaule, 909 W. Walnut, Chatham, Illinois 62629.
Bus. Phone: 217 483-2484

Rex B. Newcom, Box 458, Whitewater, Kansas 67154. Bus.
Phone: 316 799-2278

William J. “Bill” Wade, Route 2, Box 302, McKinney, Texas
75069. Bus. Phone: 214 424-2602
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sociation is a leader in improvement of the business
conditions affecting the auction profession. Many
fine programs have been developed by the NAA to
assist the auctioneer in his or her own professional
growth. | urge you to consider attending any and all
functions, which are made available through NAA
sponsorship.

In January, a three-day Antiques Seminar will be
held at Colonial Williamsburg, Virginia, and NAA
members, their spouses and associates, can benefit
from the experience of several experts who are in-
volved in the sale of antiques. Six or seven different
presentations will be included, all different and by
different experts, which will offer the antiques auc-
tioneer valuable assistance in selling antiques at auc-
tion.

A second seminar will be held in February in
Phoenix, Arizona, and it will be a three-day Real
Estate seminar — three days of all-encompassing in-
formation on selling real estate at auction. Again,
six or seven different presentations will be given by
those auctioneers and non-auctioneers alike who can
offer expert advice in the selling of real estate at auc-
tion.

The National Auctioneers Association helped
create the Certified Auctioneers Institute and the CAl
program was developed by the NAA to provide con-
tinuing education to the experienced auctioneer. The
CAl does not conflict with the NAA’s seminars or
workshops’ program at the Annual Convention, but
prepares the auctioneer with the business and edu-
cational courses needed to create and improve on a
sound business operation. CAIl graduates receive a
special designation for their efforts. (This issue of
THE AUCTIONEER magazine includes the CAIl appli-
cation, which offers information about the curriculum
for Courses I, Il and Il1l.)

The last opportunity of the year to offer assist-
ance to the NAA member is during the Annual Con-
vention. Members should plan on attending the up-
coming Nashville Convention where many workshops
are being planned which will be beneficial to the auc-
tioneer and his employees. The workshops, seminars
and CAIl programs are principally designed to help
the individual auctioneer, but the success of all NAA
educational programs has been the auctioneer shar-
Ing his ideas and problems with those who are work-
Ing in the same profession — the auction method of
selling.

| am presently beginning my travels to State As-
sociation conventions and meetings, and am looking
forward to these visits very much. The NAA board of
directors also want to assist you in your work, and if
you have a problem, or unique idea, share it with us
so that together — as an association — we can main-
tain that positive image which is most beneficial to
the auction profession in general. Our business will
remain a vital part of today’s marketing only if the
public continues to realize that the best method to
merchandise real and personal property is through
the auction method.

Reach out and share the National Auctioneers
Association with many, many new and qualified auc-
tioneer members. Let’s work together and make the
1979-80 NAA year a most successful and productive
auction year for us all.
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Letters To
The Auctioneer

CB’s and Guns

| have just finished reading THE AUCTIONEER
article on CB radios and how we legally can dispose
of them in a sale. | sell many, many CB’s at the Cin-
cinnati Police Auction, with the last sale attended by
over 3,000 people. When | sold the 23 channel CB’s,
they were cut up and placed in paper bags so as not
to be re-assembled. Each one that | sold | an-
nounced, “For parts only, and the average price was
around $25.00.”

In the police auction here unsold guns, bayonets,
and similar weapons are destroyed, but | have suc-
ceeded in saving some antique guns by writing a
form to the Chief of Police. | have sold many guns
from collections, but when I’'m in doubt | always call
the local FBI, Police or U.S. Treasury Office before
the sale.

Gene Simpkins
NAA member auctioneer

Message to Convention Friends

Well, our Colorado Hoedown Convention is part
of history now, but it was much different than the
Denver convention in ’59. We worked then under a
handicap because many of us had never been to a
convention before, and we had much more of the
planning to do.

| always enjoy meeting and talking to all of you
that | only get to visit with once a year. This year |
was somewhat handicapped by eye surgery only 2
weeks before convention, so please forgive if | didn't
recognize some of you.

Artie Baldwin
Denver, Colorado

MOVING?

Don’t miss a single issue of THE AUCTIONEER.|
If you're changing your mailing address, send
the NAA office a quick postcard with your new
address.

Mail address corrections to:

National Auctioneers Association
135 Lakewood Drive
Lincoln, NE 68510




CONVENTION DATES

October, 1979 — Arkansas Auctioneers Association, Hot
Springs.

October 6-7 — Missouri State Auctioneers Association.

October 7-8 — Louisiana Auctioneers Association, Rama-
da Inn, Baton Rouge.

October 16 — Maine Auctioneers Association, Senator
Motel, Augusta.

October 20-21 — South Carolina Auctioneers Association,
Myrtle Beach.

October 27-28 — lowa Auctioneers Association, Red Fox
Inn, Waverly.

October 28 — New Hampshire Auctioneers Association,
Hilton Hotel, Merrimack.

November, 1979 — Alabama Auctioneers Association,
Midtown Holiday Inn, Montgomery.

November 4-5 — Indiana Auctioneers Association, Shera-

ton West Hotel, Indianapolis.

November 4-5 — New York State Auctioneers Association,
Holiday Inn, Saratoga.

November 10-11 — Washington State Auctioneers As-
sociation, Yakima.

November 11-12 — |Illinois Auctioneers Association, Holi-
day Inn East, Springfield.

December 1-2 — Virginia Auctioneers Association, Ma-
nassas.

December 8-9 — Florida Auctioneers Association, Inc.,

High Q Quality Inn, Orlando.

January 17-18, 1980 — Michigan State Auctioneers As-
sociation, Long’s Convention Center, Lansing.

January 20-21, 1980 — Minnesota State Auctioneers As-
sociation, St. Cloud.

January 20-21, 1980 — Ohio Auctioneers Association,
Winter Meeting, The Marriott Inn, Columbus.

January 21-23 — National Auctioneers Association Semi-
nar, Colonial Williamsburg Lodge, Williamsburg, Vir-
ginia.

January 25-26, 1980 — Pennsylvania Auctioneers Associa-
tion, Host Inn, Harrisburg.

February, 1980 — New Jersey State Society of Auction-
eers, Inc.

February 8-10 — North Dakota Auctioneers Association,
Williston.

February 14-15, 1980 — California Auctioneers Associa-
tion, Inn at the Park, Anaheim.

February 18-20 — National Auctioneers Association Sem-
inar, Del Webb’s TowneHouse Hotel, Phoenix, Arizona.

May, 1980 — Nebraska Auctioneers Association, Holiday
Inn, Ogallala.

May 3-4, 1980 — Oklahoma State Auctioneers Associa-
tion, Oklahoma City.

July 30-August 2 — NATIONAL AUCTIONEERS ASSOCIA-
TION, OPRYLAND HOTEL, NASHVILLE, TENNESSEE.

New Jersey State Society of Auctioneers meets bi-month-
ly all year — February, April, June, August, October
and December.

N e

ATTENTION AUCTIONEERS

ORDER YOUR “AUCTIONEER SONG’” 8-TRACK OR LP
RECORD TODAY. RECORDED BY LEROY VAN DYKE.

ENCLOSE $6.50 CHECK OR MONEY ORDER. (CANADIAN
REQUEST PRICES)

MAIL TO:
CAMPBELL AUCTION SERVICE
57105 C.R. 21
GOSHEN, INDIANA 46526

ﬁ

1980 NAA Seminars,
Register NOW

The 1980 NAA Seminars are expected to fill up
fast, with each seminar limited to only 100 regis-
trants. In order to assure hotel lodging and control
registration, the special hotel reservation form for
each seminar hotel will be sent to the registrant only
upon receipt of the completed seminar registration
at right.

For example, the special form that you’ll use to
make your hotel reservation at Williamsburg, must
be at the Williamsburg Lodge by December 30, 1979.
The only way you can obtain your Williamsburg hotel
reservation form is to mail your completed Williams-
burg Seminar registration to the NAA office as soon
as possible. Likewise for Phoenix. Registrations re-
ceived by the NAA office will be processed in the
order of earliest postmarked date, so prompt regis-
tration is most important.

The 1980 NAA Seminars are expected to be big-
ger and better than ever, and now is the time to as-
sure your attendance. Send the NAA office your
completed seminar registration; we’ll send you the
form to make your seminar hotel reservation.

Now Available,
NAA Name Holders

Heavy duty white plastic, embossed NAA logo

with distinctive red trim . . . attach your name
or badge to this NAA name holder. Available |
In either clip-on or safety pin attachment.

Send your order, $1.00 per name holder, to:

National Auctioneers Association
135 Lakewood Drive
Lincoln, Nebraska 68510

|
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1980 NAA SEMINAR
REGISTRATION

Williamsburg, Virginia —
January 21, 22, 23 —
Colonial Williamsburg Lodge

SUBJECT: SELLING
ANTIQUES AT AUCTION

(At each 1980 NAA Seminar the general seminar
topic will be covered IN DETAIL by non-auctioneer
experts in the field as well as professional an-
tiques auctioneers.)

HOTEL RESERVATIONS —

Seminar registrants must make their own ho-
tel reservations for each of the two 1980 Seminars.
Hotel reservation forms for both the Williamsburg
(January, Antiques) and Phoenix (February, Real
Estate) Seminars will be mailed to the registrant
upon receipt of seminar registration. Hotel reser-
vations must be made by December 30, 1979 for
the 1980 Williamsburg Antiques Seminar.

1980 REGISTRATION
FEES INFORMATION

Only three-day registrations will be accepted.
One or two day registrations will not be accepted

for either 1980 NAA Seminar. Three-day fees are
$150 per NAA member; half price ($75) for NAA
member’s spouse or family member attending a
seminar with NAA member.

| HAVE MARKED THE FOLLOWING TO INDICATE
MY 1980 WILLIAMSBURG SEMINAR REGISTRA-
TION

$150 Three-day Williamsburg Seminar Regis-
tration

_$ 75 Spouse’s Three-day Williamsburg Sem-
inar Registration

$ TOTAL WILLIAMSBURG SEMINAR
FEES
Enclosed is my check in the amount of $§ ,

made payable to the National Auctioneers Associa-
tion, for my 1980 NAA Williamsburg Seminar Regis-
tration.

NAA Member's Name

Spouse’s Name or Family
Member If Applicable

Address
City
State Zip

Send completed form and Seminars registration fees to:

NATIONAL AUCTIONEERS ASSOCIATION
135 Lakewood Drive, Lincoln, NE 68510

1980 NAA SEMINAR
REGISTRATION

Phoenix, Arizona —
February 18, 19, 20 —
Del Webb’s TowneHouse Hotel

SUBJECT: SELLING REAL tounehouse
ESTATE AT AUCTION

(At each 1980 NAA Seminar the general seminar
topic will be covered IN DETAIL by non-auctioneer
experts in the field as well as professional real
estate auctioneers.)

HOTEL RESERVATIONS —

Seminar registrants must make their own ho-
tel reservations for each of the two 1980 Seminars.
Hotel reservation forms for both the Williamsburg
(January, Antiques) and Phoenix (February, Real
Estate) Seminars will be mailed to the registrant
upon receipt of seminar registration. Hotel reser-
vations must be made by January 27 for the 1980
Phoenix Real Estate Seminar.

1980 REGISTRATION
FEES INFORMATION

Only three-day registrations will be accepted.
One or two day registrations will not be accepted

for either 1980 NAA Seminar. Three-day fees are
$150 per NAA member; half price ($75) for NAA
member’s spouse or family member attending a
seminar with NAA member.

| HAVE MARKED THE FOLLOWING TO INDICATE
MY 1980 PHOENIX SEMINAR REGISTRATION

- $150 Three-day Phoenix Seminar Registra-
tion

% 75 Spouse’s Three-day Phoenix Seminar
Registration

$ TOTAL PHOENIX SEMINAR FEES

Enclosed is my check in the amount of § -
made payable to the National Auctioneers Associa-
tion, for my 1980 NAA Phoenix Seminar Registra-
tion.

NAA Member's Name

Spouse’s Name or Family
Member If Applicable

Address
City

State Zip

Send completed form and Seminars registration fees to:

NATIONAL AUCTIONEERS ASSOCIATION
135 Lakewood Drive, Lincoln, NE 68510
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NAA is Mile High on Denver and Colorado

Nearly 1,300 NAA auctioneers, their spouses, families and
guests, converged on the Denver Hilton Hotel during the week of
July 8-15, 1979, for the 1979 NAA Denver Hoedown Convention.

“CGonverged” is an appropriate word as the Denver Hilton Hotel
was not prepared to handle the NAA members! But, determination,
stamina and the expertise to get the most out of the situation — the
trademark of a good auctioneer — prevailed, and after all adjust-
ments were made on the rooming situation, the 1979 Convention
registrants were rewarded by a convention, filled with fellowship
and auction education.

A play-by-play description is not possible, nor did the photogra-
pher capture every detail of the convention. In fact, so much was
going on at once that the following pictorial review will not depict
many of the important events which occurred during the nearly
week-long convention.

The program (published in the June, 1979, issue of THE AUC-
TIONEER magazine) told the membership which events were to be
held; the photos confirmed that the Colorado Auctioneers Associa-
tion — hosts for the 1979 event — were well prepared to provide
the entertaining and educational activities.

Follow our “COLORADO” host (photographed with the host As-
sociation identification, the Colorado auctioneer who was photo-
graphed was Troil Welton) throughout the next few pages of this is-
sue and share in some of the events attended by nearly 1,300 Den-
ver Hoedown conventioneers.

THE COLORADO HOEDOWN, held on
Wednesday night, offered auctioneers and
their families the opportunity to show off their
square dancing talents (upper photo left).
NAA member Dean Christensen called the
dances and the musical group, Hot Rize, pro-
vided.the music. A break in the dancing al-
lowed the children time to assemble on the
dance floor, near the stage, to get a closeup
view of the jugglers and magician. Many
children joined with their parents to end up
the evening with more square and round danc-

ing.
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NAA Convention

THE NAA CONVENTION PRODUCTION CREW — the ‘“‘executive producers’” of the 1979 Convention — included, from left to right
above: Mrs. Troil (Nettiemae) Welton, Ladies Auxiliary events’ chairperson; Eugene Doty, president of the Colorado Auctioneers

Association — hosts of the convention; C. E. “Chuck’” Cumberlin, NAA 1st vice president and 1979 general convention chairman;
and NAA president Harvey C. Lambright.

GOLF TOURNAMENT winners
received their prizes from
David Welton, co-chairman of
the 1979 ““Beat the President
Golf Tournament’’. A fine ar-
ray of unique prizes was won
by many, including President
Lambright. Not pictured, but
instrumental in the event was
Booth Brown, member of the
host association. David is not
an auctioneer, but the son of NAA CHILDREN gather in the Aspen-Breckenridge area for
NAA member Troil Welton. games and programs provided by the Youth Activities committee.

CAl GRADUATES received their membership designations during the Friday luncheon.
CAl president Joe Small and board chairman Hugh Miller inducted the newly qualified CAI
members.
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The Convention Co-Producers . . . The Ladies Auxiliary

THE LADIES AUXILIARY provided a program and
luncheon on Friday, and presiding at both functions

was Ladies Auxiliary president Mrs. Walter (Ruby)
Hartman.

DIGNITARIES SEATED at the head table during the Ladies Auxiliary luncheon, while President
Hartman was speaking, were, from left to right: Secretary-treasurer Mrs. Ken (Marian) Barnicle;
1st Vice President Mrs. Leland (Irene) Dudley; Ladies Chairman Mrs. Troil (Nettiemae) Welton;
Colorado Auctioneers Association luncheon chairman Ms. Artie Baldwin: the guest speaker; Di-

rector Mrs. Bob (Ann) Williams: 2nd Vice President Mrs. Charles (Glenda) Johnson; and Direc-
tor Mrs. Martin (Brenda) Higgenbotham.

New NAA Management

THE NEW OFFICERS AND DIRECTORS of the Ladies Auxiliary were in-
stalled by NAA President Harvey Lambright. They include, from left to
right: Mrs. Norman (Kay) Aldinger, Director; Mrs. Ed (Betty) Short, His-
torian; Director Mrs. Ed (Jeri) Huisman; President Mrs. Leland (lrene)
Dudley; 1st Vice President Mrs. Charles (Glenda) Johnson; 2nd Vice
President Mrs. Harvey (Pat) Lambright; Director Mrs. Bill (Eleanor) Moon;
and Director (retiring president) Mrs. Walter (Ruby) Hartman.

THE NEW NAA MANAGEMENT gathered for the photograph above and the officers
and directors of the NAA for the 1979-80 year include, from left to right, front row:
Treasurer Dean Fleming; 2nd Vice President Howard Buckles; President Charles E.
Cumberlin; 1st Vice President Archie D. Moody and Executive Director Harvey L.
McCray. 2nd row: Directors Herbert A. Bamback, William J. Wade, Rex B. Newcom
and Lyle Erickson. 3rd row: Directors Robert E. Musser, James W. Heike, H. Layton
Laws, Jr. and Martin E. Higgenbotham. 4th row: Directors Norman Aldinger, William

L. Gaule and Frank E. Bass. Top row: Directors Haskel Ayers, Harvey C. Lambright,
Sammy L. Ford and John A. Horton.

10 THE AUCTIONEER



The End of the Convention . . . Beginning of a New Year

NEWLY ELECTED NAA President Charles E.
“Chuck” Cumberlin receives congratulations
from Director and Past President Lyle Erick-

- son immediately after the unanimous ballot
was declared.

THE PRESIDENT’'S BANQUET head table dignitaries assemble before the ban-
quet and ‘“‘practice” their entrance during the Gand March to the Head Table.

RETIRING NAA PRESIDENT Harvey C. Lam-
bright (left) received his Past President’s
plague from newly elected president Charles
E. “Chuck” Cumberlin at the President’'s
Banquet.

THE TWO NAA MEMBERS who were the most surprised, and no doubt proudest, during the 1979 Convention
were Ken Barnicle (right in left panel) and Robert F. Losey, Sr. (right in right panel), both of_whom were
named as the 1979 recipients of the Hall of Fame Award. Past president and qul of Fame recipent Ernest
Freund presented the awards to auctioneers Barnicle and Losey during the President’s Banquet.
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THE CAMERA WAS NOT LARGE ENOUGH to capture, in the photograph, the entire assemblage during the 1979 Denver Hoedown
NAA Convention Kickoff Luncheon. Several tables of Convention registrants were on either side of the outer edges of the photo-
graph and many, many additional auctioneers — their spouses, families and guests — were sitting under the photographer’s

position. The wide-angle photograph depicts the fellowship-filled and auction-minded assembly, that gathered in Denver in July
1979 for the Colorado Hoedown Convention.

House Committee on Small Business . . .

Representative Smith Announces
New Disaster Assistance
Provisions To Take Effect

U.S. Representative Neal Smith, D-lowa, Chair-
man of the House Small Business Committee said
today he is pleased that President Carter has signed
the $13.6 billion supplemental appropriations bill,
which includes new provisions on disaster assistance
programs. It will mean a reduction in interest rates
for victims of disasters occurring since last October
1 to two major categories, homeowners or tenants,

and businesses which are not able to obtain sufficient
credit elsewhere.

Homeowners suffering personal property dam-
age will be able to borrow at 3% for the first $55,000.

12

Businesses including farmers unable to obtain suf-
ficient credit elsewhere will be able to borrow at
5% for the first $500,000.

These provisions are similar to those included in
the Omnibus Small Business Bill of 1978 which
President Carter vetoed last year and in the Omnibus
Small Business Bill of 1979 which is still in confer-
ence.

The bill provides $1.018 billion for the disaster
loan fund covering victims of disasters which have
occurred since October 1, 1978, when prior legisla-
tion expired.

Learn Auctioneering

Complete cassette home study.

® 5 full hours of chant secrets,

training exercises and all phases
of auctioneering.

American Academy of Auctioneers
- 1222 No. Kenwood, Broken Arrow, OK 74012
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Committee Reports Bill To Assist
Small Business In Coping
With Adverse Federal Regulations

The House Small Business Committee reported
July 1979 legislation designed to reduce adverse ef-

fects of federal government regulations on small
businesses.

The “Smaller Enterprise Regulatory Improve-
ment Act,” H.R. 4660, was approved in Committee
by a 28-0 vote. The bill is a product of three years
of hearings held by the Subcommittee on Special
Small Business Problems, chaired by Representative
Marty Russo. Main sponsors of the bill are U.S.
Representatives Marty Russo, D-Ill., Chairman of the
Subcommittee on Special Small Business Problems,
and Andy lreland, D-Fla.

The bill requires federal agencies and indepen-
dent regulatory commissions to notify small busi-
nesses at least six months in advance by means
other than the Federal Register, when regulations
affecting them are going to be considered. Agencies
must determine the effect of their proposed rules on

October, 1979

small business and when feasibility may exempt
small business from compliance or may suggest a
multi-tiered standard applicable to business of dif-
ferent economic levels.

You Can Learn To
Be An Auctioneer

INTERNATIONAL AUCTION SCHOOL

912 KENTUCKY HOME LIFE BLDG.
LOUISVILLE, KENTUCKY

Send for Catalog

NATIONALLY KNOWN INSTRUCTORS
THE $UCCESS $CHOOL OF MID-AMERICA
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NAA Convention

e 1979 Advertising
E e Contest Winners

BACRHOES & COAGERS
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On the following pages are displayed the win-

& Begiates Dok | :
¥ Uiy Yrader

- ners of the auction advertising contest at the 1979

U mEnw PIRGHER FORMS

B 2002 = e NAA Denver Hoedown Convention. Advertising com-

- 0N - nw - B Y 30w : : : Sppensionstaly 1300 580 Biddge Tevs R
: : Aipnaniiastaby T I oF T8 Sridan cost Seones ;

e EEEEEEE mittee Chairman Wayne Ediger and his committee

Mﬂwﬂﬂ-r - b WO Retal e 103

= @ . members prepared the entries for judging by Denver

Somgha Dovsprsoses - KRR feodsd by S3aedd HIE i HIRRATONS - 'QMM& HDISE

EEEER LT e - . judges especially recruited for the ad contest. Win-

e ners in the various categories received award
:W:fgj:w:c:., e plagues at the Friday auctioneers awards luncheon
p— - during convention week.

BEST OF SHOW

Mike Witt Auction, Benton, Tennessee

COMMERCIAL & INDUSTRIAL

Multi-color: Ben Campen, Gainesville, Florida

Single color: McCrea & Company, Denver, Colorado

FARM (an operating farm liquidation)

Multi-color: Western Realty, Bowling Green, Ken-
tucky

Single color: Cliff Orr, Ypsilanti, North Dakota

REAL ESTATE

o Multi-color: Auction Way Company, Hilliard, Florida
__ . e Single color: Carl Montgomery, Smyrna, Tennessee
ANTIQUES
Multi-color: Wide Range Auction Service, Glasgow,
K— st . U Montana
[ coemmome ]| JuNEs 1979 || Single color: Western Realty, Bowling Green, Ken-
T ﬁﬁﬁiﬁﬂ%%ﬁﬁﬂ% % SPECIALTY (cataloged sale)
T T  Mike Witt Auctiop Company Multi-color: Tom Keilman, Round Rock, Texas
e “;w;’“‘“fﬁ:j;‘;*; - = ] Single color: The Auction Way Company, LaGrange,
' — Georgia

CONSIGNMENT SALE with GENERAL HOUSEHOLD

and ESTATE LIQUIDATION

Multi-color: Western Realty, Bowling Green, Ken-
tucky

Single color: R & J Auction Service, New Castle,
Colorado

INSTITUTION (auction firm promotion)

Multi-color: Garner Brothers Auction, Bartow, Florida

Single color: Joe Small, Auctioneer, Dallas, Texas

HONORABLE MENTION, INSTITUTION CATEGORY

C. P. “Terry” Dunning, Elgin, lllinois

SPECIAL RECOGNITION AWARD

Western Realty, Bowling Green, Kentucky

BEST OF SHOW

Mike Witt Auction, Benton, Tennessee. Mailable if
folded a third time, 17x22, full color photos with
orange bordered sections.
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COMMERCIAL & INDUSTRIAL
Multi-color:

Single color: McCrea & Company, Denver, Colorado.

Ben

Campen,
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Gainesville,
Printed red, blue, and black on white, with full color
photos and yellow highlighted map, 17x22.
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SELLING iN PARCELS OR ENTIRETY
473 ACRES + - DAIRY CATTLE - FARM & MILKING EQUIPMENT

SOUTH CENTRAL KENTUCKY
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LOCATION: From Jamestown, 8.0, 14 mies
sl gan L8, Heey, 28 - then 5% miles wesl
from Montpetier tum off - fwaich for signel
[Shariow fwp. - 5B, 3 - Sec 113068 -
Shutsman County]

TRACTORS

1978 - 4240 4.0 TRACTOR W/CAB, MR,
HEATER, POWER SHIFT, TRIPLE
HYDRAULICS 1 PT. HITCH, DUAL TIRES

1975 - 1070 CASE TRAGTOR WI/CAB.
HEATER. MR COMOITIONING, BUAL
HYDRAULICS, 3 FT. HITCH, DUAL TIRES

1973 . 9470 CASE TRACTOR WICAB, AW,
HEATER, MADIO, % WYDRAULIC
OUTLETS, DUALS, 4 WHEEL DRIVE
[LOW HOURS]

1973 . 1785 GLIVER DIESEL TRACTOR

WICAE, FAMES, TILT WHEEL, WIDE

FRONT, OUAL HYDRAULICS, DUAL

TIRES

- CUB 14 GARDEN TRACTOR

WIMOWER [IMC ROTA TILLER - FITS

CUB TRACTOR]

TRUCKS

1677 - FORD FI50 RAMGER % TOM 4 WHEEL
DRIVE PICKUP W/ AUTOMATIC TRANS-
MISSION, Al CORDITIONING. RATMO. 2
AUNILIARY TANKS

1870 - CHEVY 2 TOM TRUCK WISTEEL 80X,

HOIST, FOLD DOWM STOCK RACK, 4 SPEED

TRANSMISSION Wi2 SPEED, RADIG

S99 - CHEVY TRUCK W/STEEL BOX INOT
RUNNING]

FARM EQUIP.

4 - MELRDE 10 FT. DRILLS 33 MEW 1978 . 2
1975 MODELS:

APOLLO DRILL TRANSPORY
40 FT. DRILLE

2 - MELROE 10 FT. GRASS SEECERS

MISC. PARTS FOR MELROE DRILLS

TT - WELRDE 7.-12" BOGTTOM PLOW

MELROE 21 FT. MULTI WEEDER, & RANKS,
HEAYY  DUTY  DRAG SECTIOMNS
WISPRAY ATTACHMENT - 300 QAL
TANE AND PUMP - ALL HYDRAULIC

HE

« HOOK UF FOR

1878 - WESCOE § ROW CULTIVATOR

19T - 850 NEW HOLLAND ROUND BALER

1978 - MORRIS 35 FT, CHISEL PLOW

1978 - NOBLE 20 £T. DRAG [MOUNTED TYPE]

1978 - NOBLE 35 FT_ DRAG {MOUNTED]

1974 - McKEE STACKER MOVER

97 - CASE MODEL G OFFSET 20 FT. DisK

1977 - VERSATILE 24 FT. PULL 'TYPE
SWATHER [NEW 1978

1878 - FARM PUP GRAVITY BOX Wig
WHEELS, SPARE WHEEL, HYDRAULIC
UNLOADMNG AUGER, JFFY TARP

1975 HALE STOCK TRARLER - TANDEM -8 X
16 FT. W/SIDE & BACK DOOR

1975 FI3E FARMHAND LOADER W/HEAWY
DUTY MATERIAL SCOOP, GRAPPLE
FORK [QUICK LATCH]

1970 CALUMET LIDUID MANURE
SPREADER 2850 QAL.

1674 - GEHL MEXER GRINDER - MODEL 25MX
Wi EXTENDED UNLOADING AUGER 130
FY.] ALSO SWINGING AUGER FEED

1975 - SCHULTZ &%  BU.  MANURE
SPREADER - TANDEM AXLE

DAGELMAN 12 FT. DOZER

POWER MATE & FT. 3 POINT BLADE

3 - RUFFEEDERS

JOHNSON BUSINESS BAND 2 WAY
RADIO WiRASE UNIT, 2 MOBILE UNITS
1COMPLETE]

MISC.EQUIP.

BCOOF A SECOND T - 80 FY. AUGER
WIRT.OL

SCOOP & SECOND T - 30 FT. AUGER Wil
H.P. MODTOR

LINK GRAIN CLEANER W/ELEVATOR
[FANNING MILL TYPE!

HUTCHASON ROUND SIEVE CLEANER

2 - 1000 GAL. FUBL TANKS WIELECTRIC
PUMPE

) GAL. FUEL TANK WIETEEL STAND

300 GAL. POLYETHYLENE TANK

SEMEMN TAMK

5 - TRARLERS W/HAY RACKS

1« FLATBED TRAILER

RYDRAULIC GRAIN. DRILL
WITREATER

FLAX ROLLER

V2« HOG FEEDERS FOR PEN
IMOUNT INSIDE PENS]

FILLER

FEEDING

7 - FEED BUNKS

2 - CATTLE CILERS

2 - CALF HUTCHES

CALF CREEF FEEDER

STEEL STOCK TAMK WiSIDE WATERER
S0 BU. WAGON BOX

SHEEP & H0OG BCALE

GRAIN BOX [FITS PICKUP]

SHOP EQUIP.
& MISC.

POWEHR GENERATOR - 20,000 WATT

APOLLO PRESSURE WASHER

AADIAL ARM SAW

11 TON HYDRAULIC PRESS

CENTURY 220 ELECTRIC WELDER
WELDING TABLE

BiR COMPRESSOR

e TOM CHAIN HOIST

ACETYLENE WELDER W/TANKS & CaRT

ETEEL BAMD SAW WI/ELECTHIC MOTOR

ELECTRIC DRILL

ELECTRIC PORTABLE GRINDER [SICKLE!

CHAIN BAW Wi0AS MOTOR

HYDRAULIC POST HOLE AUGER

MIET FORGER

TIRE CHANGER

4 MAG. WHEELS - FIT 1978 CHEV. {NEW]

TRACTOR CHAMS - {8-4-38 - TIRES

WiSE

SHOF VACULM

THREAD CUTTEAS - COARBE & FINE

PIPE THREAD CUTTER A MPE CUTTER

TARPS - Oif. FILTERS

TAR & IMNE SET

WHEEL PULLERS

CHEMICAL APPLICATOR FOR HAY OR
BILAGE Wil PRESSURE TANKS

BOLY CUTTERS

WATER PUMP W/BRIGES & STRATTON
WOTOR - HOSES

- 1% GALVAMNIZED WELL PIPES

BRANDING {RON - DEHORNER

WIRE STRETCHER

CONSTRUCTION WIRE

TELEPHONE POLES

FENCE POSTS

BARBED WIRE

STEEL CHICKEN CRATE ON WHEELS

ECHAP IRON

40 GAL. AMWAY SPRAY JADANENT|

10 GAL, FRICTION EASE

6 INCH BOYS BICYCLE

LOTE OF MIBC. TOOLS - BOLTS - ETC.

1875-M GLEANOR BALDWIN COMBINE
WICAB, HEATER, AIR, CHOPPER-13
F1. HEADER W/SUND PICKLS

70 FT. HEADER WISTRAKGHT CUTTING
PARTS

20 FT. DELTER SUNFLOWER FANS

CYLINDER SLOW SPEEDIT - EITS LA M
GLEAMERS

HAY-STRAW-FEED

500 LARGE ROUND ALFALFA HAY BALES -
15T CUTTING [APPROX)

O LARGE ROUND PRAIRIE HAY BALES
(APPROX]

100 LARGE ROUND STAAW BALES [APPROY]

HXG CONCENTRATE - 38% PORK MAKER -
GOLD LABEL - BULK

CORN & SORSUM SILAGE

SOME SUNFLOWER - ALFALFA - SWEET
GLOVER & FLAX SEED

AUCTIONEER'S NOTE: Robart & Cene Weizel
hawing dockded fo discontinug fhekr famiing
barsievens witl be oifering kor sabe thedr sotine
fieve of xoetlent o squipment in e e
conditionf

LUKCH BERVED BY
EDMONTON HOMEMAKERS CLUBR

DRIRY CATTLE

SALE NOD. 2
SAT.. 10 A.M.

SALE NO. 1
FHIL, 10 A.M.

PROPERT

MHEHH:I:MEHE [:HF“SIIHE
A s BARRETT'S
‘i’:";éé';“‘ BARAEN RIVER

7 AP STOCK FARM

TAL Y SOOTTEVRLE ROl (903 S1- {350
ERORL D T, K. TR
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FARM
Multi-color:

Green, Ken-

tucky. Red, white, and black, 11x16 mail piece, folds
out for panoramic and equipment photos.

Western Realty, Bowling
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OBERT & GENE

WEIXEL

Single color: Cliff Orr, Ypsilanti, North Dakota. Black
on white, 17x22.
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Thin PRESS HOME BUYERS GUNDE, Thursdoy, June 21, 1918 Poged

D
SATURDAY, JUNE 23, 1979
10:00 A.M.

. SOUTHERN EXPOSURE NORTHERN EXPOSURE

8.69 ACRES

with plenty of roed frontage

DIRECTIONS: Erom 174 and Sam Ridisy Parkwny go west on Sam Ridley Parkiway Four tenths
mile te Bloir Rood. Turn feft ond go swwen tenths mile 1o Rock Springs Rood, Tumn right and go
gre ond one tenths mile to sale slte.

From Infersection of Old Noshville Highwoy and Rock Springs Road go wast on Rock Springs
Raod four and two lenths miles o yole site.

Erom infersecion of Waldron Boud ond Rock Springs Road go east on Rock Springs Rood one
tenth mile to sale shiw,

TERMS: 10% down day of sale, 10% with deed, Financing of remainder is available to Qualitied
by, You must check with Auctlonser prior to sale date if you desire to arrange your financ.
ing. Cosh will be occepted. Owner will furnish o worronty deed and and Atrerney s epimon fat-
e,

POSESSION: Daie of Dued.

AUCTHONEERS NOTE: This 8,49 ocres s ane of the prefties) home sides you will find in Ruther
tord County. 1t has easy ocoeds to 134 via either Waldron Road or Sam Ridley Parkway exits.
There is 0 new well, septic tank Held ond o toundation fer o basement-type house, A young or.
chard consisiing of 24 appie trees, 24 plum frees, 4 puach trews, 4 theiry irees ond twao pear
irees it alteody growing for your pleasure. Go toke o took, then come see me and we witl ar-
ronge your fingncing tedoy .

CARL MONTGOMERY, CAL 1o iiirriennranessss . 459.4563
MIKE nAvISiiilIII#!‘.I"*.Ilii*‘.lli...l".ﬂ."“&m

AUCTIONEER

CARL MONTGOMERY

TENN, LICENSE NO. 783
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ANTIQUES

Multi-color: Wide Range Auction Service, Glasgow,
172 x222

Montana. Red, white, and blue sale bill,

Single color: Western Realty, Bowling Green, Ken-
tucky. Two-fold mail piece, brown on light parchment

stock, 812 x11.
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THE AUCTION WILL BE HELD RAIN OR SHINE JUNE 20TH AT 10:30 A.M.

Pick your choice of land now- Be here sale day prepared to buy at your price.

OPEN MARKET:

This pinperty has nesver been on the agen
markel. Muosi ol i has heen in one parcel and
e e ownerihip for mose than 35 yean.

HOMESITES:

Come eady and sebect your ase homesite from
mgee than T available open or woaded bods

TIMBER LAND:

Over 5,000 acres ol timber land with & recent
timber coutie. Wil be offeced b
tracts, combinations. snd ax & whole

DEVELOPMENT PROPERTY:

1,600 beautitul acrms with fve fakes abl desgred
1o aell as fve seporate acks. These parcels
Bave already been snginesred for 978 fot, 3l
with either lake tront or lake view locations. Al
iracts have stoess to siber 1051 o Lalos
Harhptan Road

TIMBER VALUE:

A receal fimber croise made by & reghstered
toresier shows apprasimsiely 80,000 ¢ords
of wood an the propedy to be suctioned.

TERMS OF SALE:

Ten per cent [10% | deposit on sale day. Balance
pavahis &l closing to be held no fater
than sty days atier Cawrt confimmation.

FOR MORE INFORMATION:

SURVEY:

Al fracts sodd sabject fo suscey af buye's
CAPTE.

@) The Auction Way Company personel will be available by sppointment to st you from now uniil wale fime.
b} Plate, aevials, watslogees and other properiy inlormation svailable at The Aacfion Way Hield olfice located o Hilliard, Flodds. Phone: [%04] 8452612

REAL ESTATE
Multi-color: Auction Way Company, Hilliard Florida.
Printed brown on white with full color panoramic
views, mailed brochure folds out to 17x22 with map
and tract locations.

on |90 ] BAT-THE

THE ST. MARY 5 RIVER:

The teautiful 51 Mary 5 River separates the
whates ol Flonds snd Georgia B B the despest
river bor ity width in the United States,
originates in the Okefeackes Swamp, W victually
pure of putution aad empties ko the Adantic
Oean only I8 miles from the subject propery
When these river foly are gone, these will b

Mo AR

RIVER TRACTS:

River brout lots and development tracts
availabbe for the frat time at thin suchion.
Buy now asd enoy the goiet, peacebul Bie
].hl* the St Mary & Biver which winds
serenely towards the Atkantic Oozan,

FARM LANDS:

Several larm fracts ranging im sice from % to 250
acres availsble. Improvementy oo the vafaus

trachy inclode lencing. takes, and barms. Seversd
wouipped chichen howses will glse be suctiondd.

HUNTING LANDS:

Fhigrrbers should teke advantage of this
oppoduaily i buy geme lked property
bacdering the well known Mawsau Wikdlile
Managemend Area. An existing hunting lodge
located e twn wooded acees will be suctinned,

LOCATION:

morih ol facksonville, Flonida
worth ol Hilliged, Fhonds

Wast of Femandis Beach, Plodds
Suath of Folksion, Georgia

Weat of Yulen, Florida

Morth of Callaban, Fosdda

W miles
& mibes
 miles
. emiben
17 aebhes
1 muibes

For sdditicnal blomatien comtact aur main office in LaGrange, Georgia] #04] BEL- 1951

yor (4] BB BT

Single color: Carl Montgomery, Smyrna, Tennessee.
Brown on light brown paper, 11x17 sale bill.

“WE’'RE LUCKY TO HAVE A GOOD PRINTER,” says
Rick Stahl of Wide Range Auction, center.
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% Mr. Furniture
‘%, onthe square in Bowling Green, Ky.

Friday, February 23 — 6 P.M. to 9 P.M.
Saturday, February 24
10 A.M. until all merchandise is sold

AUCTION DIVISION

Thomas R Hum Ruchionees
Ken Byrd Auchinneer
log B Houchens huclipnesr
Joe Barred App Augligneer

1471 SCOTTSVILLE ROAD {502) 781-1234
BOWLING GREEN, KY. 42101

Ward Elfbol - Broker

CONSIGNMENT SALE with GENERAL HOUSEHOLD
ESTATE LIQUIDATION

Multi-color: Western Realty, Bowling Green, Ken-
tucky. Black and red on white, single fold brochure,
folds out to 11x17 with “NOTES’ area on back.

Single color: R & J Auction Service, New Castle,
Colorado. Blue on light brown, 11x17 sale bill.

October, 1979

Bankruptcy

WEDNESDAY, JUNE 20, 1979
10:30 A.M.

Hilliard, Florida

CATALOG

9,000 ACRES

MORE OR LESS

Bankruptcy No. 77-599-BK-}

AND

EASTWOOD OAKS APARTMENTS

Bankrupicy No. 78-4568-BK-)

Trustee-Lansing |. Roy

jud:énuénomﬁle George L. Proctor
G;inﬂvilit, Florida

t1.5. District Court of Middle District Of Florida
jacksonville, Fla. Division

Ihe Auction Way Company
auctioneers & associates
licensed o bonded e insured
P.0.Box 1103 / LaGrange, Georgia 30240 / [404] 884-1951 or [404] 884-3062

SPECIALTY

Multi-color: Tom Keilman, Round Rock, Texas. Full
color photos front and back cover, black/white in-
side, 8%2x11 catalogue with 282 pages and accom-
panying price list.

Single color: The Auction Way Company, LaGrange,
Georgia. Brown on light brown paper, 18 page,
8%2x11 catalogue with sleeves on inside covers to
hold parcel maps.
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Garner Bros. Auction Service
gets you top dollar for your buses,
equipment, antiques, or personal property.

SALES
MANAGEMENT

Garner Bros. Complete
Auction Service will:

@ FEurnish auctioneers, ringmen, clerk,
and cashier.

@ Furnish public address system tents,
chairs, signs, etc.

M TAVE E X g Our experience and
@ Supervise preparation of merchandise sy
resentation abili

Our “team” approach works! B i, P ty

® Obtain permits and licenses.
@ Help with site selection.

® Provide security and housekeeping
functions.

@ Take complete responsibility and
accountahility for a successful
auction sale,

® Handie all details of the sale. . ALL
YOU DO IS DECIDE THE TIME
AND PLACE.

‘j0e small
auctioneer

BRING THE FUN AND EXCITEMENT OF AN OLD FASHIONED
AUCTION SALE INTO YOUR FUND RAISING PROGRAM.
@ SPECIALIST IN FUND-RAISING AND CHARITY AUCTIONS
® SERVICE TO CHURCHES, SCHOOLS, SOCIAL CLUBS, CIVIC CLUBS AND

OTHER CHARITABLE INSTITUTIONS INSTITUTION
ORGANIZED, PROFESSIONALLY AUN SALE REFLECTING FAVORABLY Multi-color: Garner Brothers Auction, Bartow, Florida.
ON YOUR ORGANIZATION | Folded twice, Ox13 promotlonal piece with full color

. CHARTER MEMBER OF THE AUCTIONEERS INSTITUTE. HOLDER OF THE
 DESIGNATION, CAl.  TEXAS AUCTIONEER LICENSE #TXGS-019-0252 | p h OtOS

¢ MEMBER TEXAS #N{} NATIONAL AUCTIONEERS ASSOCATIONS
® WRITE OR CALL FOR FREE BROCHURE ON PLANNING YOUR AUCTION

SALE | _ Single color: Joe Small, Auctioneer, Dallas, Texas.
EEE’H Santa Clara Drive » Dallas, Texas 75218 Brown on ||ght |,'_')|’C)\Nni| 81/2 X11 paper, |mage area IS

(2143211800 :
- 634x9Vs .

- 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 |bs.

* * * 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 MANUFACTunlNG Co. DWIGHT V. DODGE, Owner

1123 W. 6th Street * P.O.Box 1513 ¢ Topeka, Kansas 66601 + (913)234-6677
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“You can’t tell the names of the players, without a program.” We have the

tools for the auctioneer, appraiser, banker, finance company, car salesman,
I etc.

RED BOOK OFFICIAL USED CAR VALUATIONS ...._ $24.00
Complete Regional Edition issued 8 times
yearly . . . Retail, finance & wholesale values
for all U.S. cars, popular import cars, light
duty trucks, past 6 years. Insurance sym-
bols, front end views, vehicle number, etc.
(Mr. Auctioneer: worth the price for you per-
sonally to trade automobiles with!)
NATIONAL FARM TRACTOR & IMPLEMENT
BLUE BOOK .. $25.00
Valuations, Nebraska tests, major acces-
sories — past 10 years. Published yearly.
BLUE BOOK OFFICIAL USED TRUCK
VALUATIONS ...... e $40.00
Issued twice yearly. Lists all trucks, past 7

years . . . Gives values of trucks and major
optional equipment.

OUTBOARD MOTOR GUIDE . e $ 6.95
Over 35 major manufacturers of outboard boat motors

OQUTBOARD BOAT GUIDE .. e $ 6.95
More than 185 manufacturers, 15 000 models listed

INBRARD S B RIVE BRI SIUIRE e ssemmemed $ 6.95
Does not include inboard boats

INBOARD BOAT GUIDE wcuvmmnnessnnumssssinmmssrsosacavissan $ 5.95
Does not include | O or stern drive boats

BOAT TRAILER GUIDE ... ... ... ... T R B R $ 5.95
Over 5,000 different trailers listed

CAMPING TRAILER & TRAVEL TRAILER GUIDE ... . .. . ... $ 6.95 |
More than 200 different lines included

TRUCK CAMPER GUIDE . o e $ 595
Over 177 manufacturers listed

METDR ROME GLIBE vrcvsvememmmmmnsnesmsamesmmsamrormmsseasswos s $ 5485 |
More than 167 different manufacturers shown

SAILMOR T GUIEE o msnmemsre tmens w0 moe o e o $ 5.95
Over 116 different manufacturers listed

| PONTOON HOUSEBOAT GUIDE .. . $ 5.95

Now shows over 80 different manufacturers I

CHAIN SAW GUIDE .o e $ 5.95
More than 900 different models listed

SNOWMOBILE & ATV GUIDE ... S e B B $ 5.95
There are over 200 different manufacturers listed I

MOTORCYCLE & MINI-BIKE GUIDE .. ... $ 5.95
Over 120 different listings — plus trailers

LAWN EQUIPMENT GUIDE . $ 6.95
Includes walking and riding mowers, snow blowers, etc.

COMPACT TRACTOR GUIDE ... $ 5.95
All the major manufacturers are listed in this book |

MOBILE HOME BLUE BOUOK -ovnvnmmnsammmmnsmemsmsmssenmmmi $10.00
January or June edition (Whichever is most current)

POCKET ENIVES GUIDE oo v vurannanmns srrms i ol i mmamnmmns $ 5.95
Complete descriptions and Hlustratuons — years made —
variations — stampings and mint prices, etc.

Bus Retmier, CAl, is a 1951 graduate of the Reppert School of Auctioneering

and has successfully completed the NAA CAIl (Certified Auctioneers Insti-

tute). He has sold the above appraisal books to the auction profession for |
the past 40 years on a moneyback guarantee.
N R

BUS RETMIER'S | B %

VALUATION GUIDE SERVICE

P.O. Box 50248 - 8481 Bast St., Indianapolis, Indiana 46250
Phone: 317 849-3304

Please enclose $1.50 handling & mailing

charge per order for UPS charges.

Dear Bus: | |
Please send me the items circled above for which | am enclosing

(——check) (——money order) in the amount of §

Name

Address

City State _Zip

October, 1979

Small Businesses Fighting For Survival

After months of inflation and recession, many
of the nation’s small business entrepreneurs are
fighting for survival and most are succeeding.

Of the 10.7 million businesses in the U.S. today,
10.4 million or 96.7 percent are considered ‘“‘small”
by the U.S. Small Business Administration’s small
business size standards for loan applicants. Despite
rising costs, tight money, depressed markets and un-
certain supply sources, the number of small busi-
nesses in the U.S. has increased annually in most of
the past 30 years. The average annual number of
new businesses started in the past 10 years has been
approximately 250,000.

Small business now accounts for 43% of the
Gross National Product, 48% of the Gross Business
Product, and accounts for nearly 7 of every 10 dollars
in sales made by retailers and wholesalers.

Small business, however, finds it harder to cope
with economic adversity than larger, more financially
stable competitors. Dun & Bradstreet reports that
95 percent of all business failures are a direct result
of poor management. This percentage could be
greatly decreased if business owners would avalil
themselves of the free, confidential counseling pro-
vided by the Service Corps of Retired Executives
(SCORE) which is sponsored by the U.S. Small Busi-
ness Administration (SBA). To get SCORE help, con-
tact your bank, or the SBA (402) 221-3604.

ENROLL NOW
GEORGIA AUCTION SCHOOL

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

Ing.

APPLICATION

Name

Street

City State Zip

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

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

MAIL TO:

GEORGIA AUCTION SCHOOL

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

Terms: February — May — August — November

TSI L= iy
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CELEBRATE SHELDON CORD'S

- $2,000,000 SUPER DEALER SALE. OPEN 7 DAYS.
DON'T WASTE TIME! BRING YOUR CAR OR TRUCK AND LOAD-UP. OPEN EVERY SATURDAY & SUNDAY 9 A.M. to 4 P.M.

20

* UNBEATABLE PRICES
CASH & CARRY

in-Dash AM/FM

LADIES’

Gross $54.00

amel
ROOF MOUNT

Minimum order accepted $50. Servicing
over 25 years. All merchandise shipped

the wholesale trade for

fo a case
F.0B.C . All mer-

chandise is brand new and comes with a factory guarantee. Ladies’ Sunglasses.................... Doz. $§ 3.90
Grandfather Clock ....................... Ea. $ 11.90
| WATCHES'n JEWELRY e 7% Kotosene Lampe—Asat. Gaiors Doz, 3 '9.00
BT0BOND : .Doz. $ 9.00
MEN’S L.E.D. 5-FUNCTION QUARTZ WATCHEa. $ 9.95 y L CUE SPECIALS Assorted Cultured Pearl Pendants .............. Doz. $ 12.00
Men’'s Gold Watch With Band........................ Ea.$ 4.95 SOLD IN DOZEN LOTS ONLY Beautiful Star Sapphire Pendants................. Doz. $ 16.50
Ladies’ Gold Watch with Band......Ea.$ 6.50 Beautiful Asst. Cocktall Rings - in Display...Doz. $§ 5.00
Men’s ‘‘Skin Diver'’ Watch with Calendar ...... Ea.$ 6.50 T ccinsninsaunassnassns i rasi 2D0z. $ 7.50
Ladies’ Nurses Watch with Band ................... Ea.$ 6.50 Ass’t. Rhinestone & Neckiace Set...Doz. $ 24.00
Ladies’ Fashion Watches.............................. Ea. $ 10.00 Glass—Hot Sellert .................. Doz. § 4.50
Ladies’ or Men's Digital Watches................... Ea.$ 7.95 o/V Caseset............. Doz. $ 19.00
Ladies’ Date-O-Matic D&D Watches .............. Ea. $ 10.00 e Car (Combination).Ea. $§ 29.95
Men's 17-Jewel Calendar Watch—Swiss ........ Ea.$ 9.50 Super Star “‘Nothing’’ Neckiaces..Doz. $ 3.00
Ladies’ SEIKO Look Watch with Calendar......Ea. $ 9.50 Deluxe Phonograph-Radio Comb.................... Ea. $ 16.50
Ladies’ BRILLIANT CUT—HAND SET Nothing Neckiaces ..................................... Doz.$ 1.50
173 STONE WATCH........ccnisississssissinsasnsios Ea. $ 13.50 Eldorado Radio.................... Ea.$ 7.50
17-Jewel Hunting Case Pocket Watch............ Ea. $ 19.00 17-Pc. Antique Coffee Set - Boxed................ Ea. $ 14.50
Men's Asst. Stone Watches.......................... Ea.$ 7.5 144-Pc. Indian Jewelry includes
Ladies’ HEART SHAPED WATCH .................. Ea.$ 8.50 ! ; Neckiace, Bracelets, &Rings ............ $ 50.95
Ladies’ Deluxe L.C.D. Watches..................... Ea. $ 15.95 SOCKET SET ...o..ooeeeceeeecereneennsenesseseenans Ea.$ 750  Glant Size Electric 3-D Picture....................... Ea.§ 8.90
Men's Deluxe L.C.D. Watches ...................... Ea. $ 14.95 50 Ft. Drop Cords—AN Copper Wirs ............ Doz. $ 24.00 Diamond Cut Crosses ................................ Doz. § 3.50
2-pc. Perfume Pon & Pencii Set .................. Doz.§ 9.9 100 Ft. Drop Cords—All WH® oo Ea.$ 300 40 Channel Citizen's Band Receiver with
French Leather Gift Set ..................... Doz. $ 18.00 7-Pc. 2-Fisted Screwdriver Set............... PerSet$ 2.65 Deluxe AM/FM Radlo................................. Ea. $ 10.90
Men's Wallets, Boxed...................ccocerurunee. Doz.$ 6.90  20.Pc. SOCKE SOt ooooeeeeeeeeeeeeeeeeeeeeeeeeen, Set$ 690  Men’s Cotton-White Tee-Shirts................... Doz.§ 9.9
Trucker’s Cowhide Wallet 40-Pc. TAp & DIO SO ..o Ea.$ 975  Men’'s Cotton-Colored Tee-Shirts................ Doz. $ 10.90
w/5 MONS ......oorvernrirenerenneannns Doz.$ 33.00  4pPc. Pipe Wrench Set, 8°-10"-14"-18" ......... Set$ 1000  Glant Barlow Knife.................cccovuuumnnncnene Doz. $ 12.00
21-Jewe| Men's Calendar Watch.................... Ea. $ 11.00 4 Pc. Adjustable Wrench ............................. Set$ 12.50 Bunny Neckiace with Red Eye..................... Doz.$ 6.00
26.Pc. 2" Socket Set w/Metal BoX............... Set$ 10.80 Bunny Stick-Pin with Red Eye..................... Doz.$ 6.00
Rosco 7-Pc. Screw Driver Set ....................... Sets 175  Beautiful Gold Pipe Neckiace...................... Doz.§ 6.00
C e Pack Size Radlo............................. Ea.$§ 475
APPLIANCES'n HOUSEWARES RADIOS'n NOVELTIES Y Radio, all Plush..................cccccceneeuenee. Ea.$ 5.00
Miracle Palnter.....................cccccveecvineecnnnen Doz. $ 24.00

DELUXE Deluxe 8 Track
40-CHANNEL 8-Track or 21-Pe.
CB UNIY AM/FM Cassette Va” and W Deluxe Men's
wrtthy Player/ Turntable Car Stereo, Socket Wrench Deluxe 6 Function
23 Revd o son e s i ey | / 87rock N\ Gtorg Thin
Ea. $79.95 Set $5.90 Electronic

Deluxe Adults

L.E.D. Novelty

6-Function X-Rated
Quartz Watch 1-1-F Watch GUTTER
Ea. $11.95 Ea. $6.25 MOUNT

Heavy Duty
Copper Clad

ANTENNA ORDER DIRECT FROM THIS AD — SEND CASHIER'S check, Packed 20
Ea. $3.60 money order or certified check for immediate 24-hour service. 11.9 to Carton
Packed 20 SORRY, NO PERSONAL CHECKS. Best in prices-service-quality. $11.93 Ea. $3.00

¢ UNBEATABLE VALUES
CASH & CARRY

Quartz Watch
Ea. $10.95

CB ANTENNA

ELEC. CAN OPENER—KNIFE SHARPENER

DELUXE CHARGER RADIO—#1 SELLER AM/FM

—BTL. OPENER ...........oeoeeeeeeeereeeemeeen. Ea.$ 7.50
Steam’n Dry Iron—NAME BRAND ................ R I S e e 2 S B DON'T WASTE TIME! VISIT US NOW
Electric Deluxe Mixer on Stand with Bow.....28. 3 1% Deluxe 5-Band—Police—AM/FM Radio........E0.8 1150  [Ral\SSNSCLI SR : (LS DL BT w1
 Pe. Fard TEFLON-A Sathastid colors " 80t § 10.50 Boer Can Radios................ooneenn.... Ea.$ 4.00 TRUCK AND CAR LOAD PRICES. AF-
Musical Beer Stein—Large Size..................... Ea$ 500  STrack AM/FM Home Sterso Set with 2 TER 30 YEARS IN BUSINESS, MR.
19-pc. Decorated Handie—Sheffield, England Reni -l vy sl e~ Bl SHELDON WILL PROVE TO YOU THAT

Cutlery Set, 1 yr. guarantee ..................... Set$ 6.00  ooLLS ROYCE CARRADIO.....................Es.$ 690 (Aol [N :1VRgN (o lie] /] S /IR I -1 Y |
e e Stallecs Porcotator o e s $ 1250  AM/FM Radio—Medhm Size................... PRI HIS PRICES. DON'T MISS OUR MAY
7-Pe. Deluxe Stainless Stesl Cookware Set . Set § 18.00  Electronic Radar AM/FM Digital Clock Radio .Ea. $ 16.50 AND JUNE WEEKEND SUPER SALES.
8-Pe. w m w Knife &t ......... Ea. s 5.50 éx9 Triaxial 20 oz. m ........................... Pr. $ 21.90 sheldon
g:c.' Coohn’ Serve, 3.‘!‘.."33’:::::::::::::::::5.‘;: 13:2 LAST MINUTE SPECIALS WHOLESALE ONLY! FOR RESALE ONLY!
6-Pc. Emperor Knife Set................c...ocueeeeee. Set$ 5.75 Automatic Switchblade Comb ..................... Doz. $ 11.00 Send $1.00 for Compiete Catalog. Vielt our
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Action of the NAA Board of Directors

Two meetings were held in July by the board of

directors of the National Auctioneers Association,
and many decisions were made which will affect the
overall progress of the Association. A summary of
the positive action, or motions approved by the board
which will affect the membership in general, follows.

In the meetings, the board:

Decided that the 1981 NAA Seminars will be held
in Atlanta, Georgia (January) and Oklahoma City,
Oklahoma (February);

Requested that Seminars instructors be requested
to present outlines of their presentations at least
30 days prior to the NAA Seminars;

Appointed Rex B. Newcom to represent the NAA
board of directors on the Board of Governors of
the Certified Auctioneers Institute for a full two-
year term;

Approved a policy whereby periodic statements
in THE AUCTIONEER magazine regarding author-
ized use of the NAA emblem on products for sale
be made, and stating that only those firms that
have authorization by the board of directors are
able to use the logo, and members should be
aware of the restrictions, and if anyone is offered
merchandise with the NAA logo, they should
check with the NAA office before the purchase is
made.

Instructed the Executive Director to sit down with
the National Auctioneers Association attorney in
Lincoln, Nebraska and develop a hotline for fraud-
ulent practices in checks, etc., to be sent to mem-
bers of a group who pay an additional $25 per
year to belong; develop separate sections for an-
tiques, machinery, and other sections as needed.
Decided that the policy on reciprocal member-
ship agreements with State Associations be re-
viewed and that the individual states establish
their policy relative to reciprocity as long as it
conforms to National membership requirements
and that such reciprocity be in writing and agreed
to by the board of directors, both state and Na-
tional; it is further recommended that no new
reciprocity agreements be entered into until such
time as the existing arrangements are reviewed
and studied.

® Decided to discontinue the Membership Contest

for State Secretaries.

® Approved the opportunity whereby the National

Auctioneers Association will furnish instructors
in co-op with the State Associations to conduct
seminars, open to all auctioneers for a profit.
Referred to committee the proposal that the Na-
tional Auctioneers Association implement an as-
sociate membership; associate memberships to
be non-voting; available to auction corporations
and others (non-auctioneers), to include clerks,
cashiers, etc.; the fee to be $30 per year, or the
same as the NAA dues fee.

Requested that the NAA Office staff develop a
pamphlet similar to the one available to member-
ship currently, and the pamphlet include language
which any NAA member can use, and the pam-
phlet will be printed in such a manner to include
the NAA member’'s photograph and business re-
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ferences.

® Approved a program entitled “NAA Honor Soci-

ety”’, after a thorough study is given to the point
system introduced by board member James Heike
(the NAA Honor Society will allow the NAA mem-
ber special recognition if he/she fulfills certain
requirements, which will be outlined when the
point system is reconstructed).

® Realigned the NAA National Convention site se-

lection regions, and that five regions be chosen
from rather than the four currently used; and fur-
ther that the five regions be named as follows:
NORTHWEST — Alaska, California, Hawaii, ldaho,
Montana, Nebraska, Nevada, North Dakota, Ore-
gon, South Dakota, Utah, Washington and Wyo-
ming; SOUTHWEST — Arkansas, Arizona, Colo-
rado, Kansas, Louisiana, Missouri, New Mexico,
Oklahoma and Texas; NORTH CENTRAL — llli-
nois, Indiana, lowa, Michigan, Minnesota, Ohio
and Wisconsin; SOUTH — Alabama, Florida,
Georgia, Kentucky, Mississippi, North Carolina,
South Carolina and Tennessee; and EAST —
Connecticut, Delaware, Maryland, Massachusetts,
New Hampshire, New Jersey, New York, Pennsyl-
vania, Rhode Island, Vermont, Virginia, and West
Virginia. (NOTE: The intent of the change is to
offer the State Associations the opportunity
to submit proposals for future NAA conventions
during a convention which is being held within the
same region. Convention sites have been se-

lected through the year 1984 and convention sites
will be selected as follows for 1985 and on: 1985
site will be selected from the East Region at the
1980 Nashville board meeting; the South Region
also will be the site of the 1982 Atlanta Conven-

estern
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tion; 1986 site will be selected from Northwest Re-
gion at the 1981 Las Vegas board meeting; 1987
site will be chosen from the South Region during
the 1982 Atlanta board meeting; 1988 site will be
chosen from the North Central Region at the
1984 Minneapolis board meeting.)

Decided to maintain the policy, whereby that
special events tickets will not be sold at the NAA
Convention and that attendees at all events must
be fully registered for the entire convention (an
amendment to the above motion was approved,
whereby guests of the NAA president be allowed
to attend the President’'s Banquet without paying
a full registration fee).

Voted to expand the NAA Convention to a five-day
convention and offer additional educational semi-
nars and further benefits. (NOTE: The NAA Con-
ventions will be expanded as soon as possible,
but commitments already have been made under
the existing tentative program through the year
1984 as space has been committed by the hotels
for the normal three and one-half day conven-
tions).

Recommended that the editorial staff of THE AUC-
TIONEER magazine go out of the auctioneering
profession to obtain articles, i.e., taxation, ad-
vertising, public relations, bankruptcy, security
checks, insurance, absolute auctions, etc.

Approved National Auctioneers Week as the first
week in April; and that the resolution, used in
1979, be updated and used for publicity purposes
during 1980.

Offered and reaffirmed the power delegated to
Executive Director Harvey McCray to determine
acceptability or rejection of any and all adver-
tising and/or articles presented for publication
in THE AUCTIONEER magazine.
Offered appreciation to Jim Balderidge and Bill
Lefty for their having appeared before the NAA
board of directors to confirm their support and
the full support of the Professional Livestock Auc-
tioneers Association, to the National Auctioneers
Association and to work together for the best in-
terests of the auction profession.
Recommended that the President appoint a com-
mittee to study the feasibility of moving the Na-
tional Auctioneers Association headquarters from
Lincoln, Nebraska to a larger metropolitan city,
i.e., Kansas City, Denver, Chicago. (NOTE: The
motion was later clarified to the extent of assur-
ing the membership that nothing has been done
or will be done about a move from Lincoln until a
feasibility study determines the economical ad-
vantages of having the headquarters office lo-
cated in a city which offers the NAA more As-
sociation advantages, i.e., air service, opportunity
to be located among other associations’ head-
quarters, taxation, cost of living and labor, etc.)
Approved a proposal to allow the Executive Di-
rector to select and purchase a computer, which
IS adequate to handle the business administration
of the NAA; that the computer will have the ex-
pansion ability for future growth; and that the
total cost of the purchase not to exceed $30,000.
Allowed the Executive Director to purchase a van
with the equipment he deems necessary to fill the

needs of the NAA Office.
® Expressed appreciation to the Ladies Auxiliary

of the NAA for their efforts and offered support in

their endeavors and to cooperate with them in any
endeavor they are willing to take.
® Seclected future convention sites as follows:

1983 — Houston, Texas and the Shamrock Hil-

ton Hotel,;

1984 — Minneapolis, Minnesota and the Radis-

son Hotel Downtown.
® Offered sincere appreciation to retiring president

Harvey C. Lambright for his services as president

of the NAA for the 1978-79 year.

The following action was taken by the newly
elected board of directors at its meeting, held on
Saturday, July 14, 1979. The board:
® Approved the appointment by President Charles

E. Cumberlin and Dean Fleming as treasurer for

the 1979-80 year.
® Approved the selection of the committees for the

1979-80 NAA year (committees were published in

the September, 1979, issue of THE AUCTIONEER

magazine).
® Approved the budget for the 1979-80 NAA year.
® Approved the selection by President Cumberlin of

Hubert D. Songer as chairman of the 1980 NAA

Nashville Convention.
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Auctioneer, it's a fact . . .

During one twelve-hour day at the Trans-Alaska Pipe-
line auction in Fairbanks, sales averaged more than

one million dollars an hour.
AUCTION NEWS
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Auto Theft Investigators
Meet, Ask NAA
Member Cooperation

The 27th annual seminar of the International As-
sociation of Auto Theft Investigators convened in
Denver, Colorado, July 30 through August 3, 1979,
with over 250 seminar attendees present.

Five nations were represented: Australia, Cana-
da, Japan, United Kingdom and the United States,
with representatives from forty of the fifty states and
five of the ten Canadian Provinces. A breakdown
indicated that there were 29 state police agencies,
74 local law enforcement agencies, 11 motor vehicle
agencies and one state Department of Justice also
present. From the private sector were represent-
atives from General Motors, Ford, Volkswagen, Inter-
national Harvester, John Deere, Avis, Hertz, Budget,
U-Haul and Ryder.

The insurance industry was represented by the
National and Canadian Automobile Theft Bureaus,
American Farm, Alliance of American Insurers, Farm-
ers, Auto Clubs of California and Michigan, Motor
Insurance Corp., American National, Insurance Co.
of British Columbia, Kemper Group and Government
Employees Insurance Co.

Members of the National Highway Traffic Safetv
Administration, Federal Bureau of Investigation and
the U.S. Bureau of Customs represented the Federal
Government.

At this productive seminar, the |IAATI member-
ship passed several resolutions which the I|AATI
feels will have some impact on vehicle thefts and
similiar crimes. If any NAA members have questions
about the resolutions below, they are encouraged to
contact the International Association of Auto Theft
Investigators, Thomas J. Horrigan, Executive Secre-
tary, 12416 Feldon Street, Wheaton, Maryland 20906,
(301) 946-4114.

Theft of Construction and Agricultural Vehicles

WHEREAS the theft of construction and agricul-
tural vehicles used in the construction and farming
industries has been growing at an alarming rate; and

WHEREAS such equipment is not subject to the
same detection process available through the titling
and registration of on-road vehicles; and

WHEREAS it is believed that many of the stolen
construction and agricultural equipment are being
reintroduced into the the stream of legitimate com-
merce through the auction sales of such vehicles;
now, therefore be it

RESOLVED that the auctioneers of construction
and agricultural equipment:

1) Check to make sure that any such equipment
offered for sale at its auctions has a manu-
facturer’s identification number which has
not been removed, altered, obliterated, or
tampered with;

2) Report the identification number of any such
equipment offered for sale at its auctions to
the National Crime Information Center
(NCIC), and before sale through a cooperat-
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ing local, state, or federal law enforcement
agency to determine if the vehicle is re-
ported as stolen; and
3) Furnish the identification number of such
equipment and the description of all such
equipment sold at such auctions to the Na-
tional Automobile Theit Bureau (NATB) in or-
der that a national record of such sales is
available to the law enforcement community;
and be it
FURTHER RESOLVED that copies of this Resolu-
tion be sent to the following organizations
1) National Auctioneets Association
2) Associated Gene:ral Contractors of America
3) Construction Industry Manufacturers Associ-
ation
4) Associated Equipment Distributors
) American Farm Burcau Federation
) Farm Industrial Equipment Institute
) National Crime Information Center
) National Automobile Theft Bureau
)
)
)

National Sheriffs’ Association
International Association of Chiefs of Police
Federal Bureau of Investigation

Uniform Product Identification
Number and Ownership
Document — Construction
and Farm Equipment

WHEREAS the theft of construction and farm
equipment has reached alarming levels, and

WHEREAS the detection and recovery of such
stolen equipment is primarily the responsibility of
law enforcement agencies, and

WHEREAS the recovery of such equipment de-
pends upon the ability of the investigators and own-
ers to positively identify such equipment, and

WHEREAS the existence of and requirement to
possess and transfer a title document is a deterent to
theft; be it now

RESOLVED that the International Association
of Auto Theft Investigators supports the development
of a uniform product identification number (P.I.N.)
system by the construction and agricultural equip-
ment manufacturers; and

FURTHER RESOLVED that this Association sup-
ports and encourages the construction and agricult-
ural equipment manufacturers to develop and imple-
ment a uniform ownership document, resistant to
forgery and counterfeiting, and susceptable to trans-
fer of ownership.
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Auctioning Firearms?
Treasury Department
Outlines Requirements

In response to a letter from NAA Executive Di-
rector Harvey McCray, the United States Department
of the Treasury, Bureau of Alcohol, Tobacco, and
Firearms has clarified licensing requirements for auc-
tioneers to sell firearms at auction. Reprinted below
Is the Bureau’s statement on the auctioning of fire-
arms.

Under the Gun Control Act of 1968, privately
owned firearms may be sold by nonlicensed individ-
uals to other nonlicensed individuals provided both
the seller and buyer are residents of the same State.
Also, a nonlicensed individual can sell privately held
firearms to a licensed dealer who has his place of
business in any State. Federal law does not require
nonlicensees to maintain records of their sale or
acquisition of firearms. However, in the event that a
trace of a firearm involved in crime becomes neces-
sary, it would be helpful to the trace for the non-
licensed seller to obtain and retain identifying in-
formation concerning the firearm and the buyer.

Occasionally, an auctioneer is merely acting as
an agent for the actual owner of the property by find-
ing a purchaser and arriving at a price. The owner
consummates the sale and the auctioneer receives
a commission for his services. If the property in-
cluded a firearm, this transaction would normally be

treated as a sale between private individuals (the
actual owner and the purchaser) under the Federal
firearms laws, and only the restrictions discussed
above would apply.

However, if an auctioneer purchases firearms
for resale or takes firearms on consignment for sale
In his auction business, he or she may need a fire-
arms license to be in compliance with the Federal
laws. The central question is whether the auctioneer
Is ““‘engaged in the business’ as a dealer in firearms
as provided by the Gun Control Act. The term “en-
gaged in the business’ with respect to firearms is
not defined by statute and is not susceptible to a
rigid definition.

The necessity for a license is determined on a
case-by-case basis, taking into consideration all per-
tinent facts. The courts recognize the need to re-
view each case or sale in light of all the circum-
stances and that these circumstances range from an
iIsolated sale to a continuous pattern of sale. For
example, if an auctioneer infrequently auctions off
a firearm which was part of the property of an estate
that contained a variety of personal property, he
would not be considered to be engaging in the busi-
ness of dealing in firearms. On the other hand, if an
auctioneer held a weekly or monthly auction of such
property, his conduct would probably constitute en-
gaging in the business and he would require a Fed-
eral firearms license.

Since each determination of whether a person
IS engaging in the business as a dealer must take
Into account a wide variety of factors, an auctioneer
who has a question concerning his need for a license

Col. JOE REISCH
Author & Publisher
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to deal in firearms should contact the nearest office
of the Bureau of Alcohol, Tobacco and Firearms. That
office is in the best position to review the particular
situation and advise him whether a ~ederal firearms
license is necessary.

It should be noted that Federal firearms deal-
er's license is issued to a particular premises, and
all sales concerning that license must be consum-
mated at that location. However, the licensee may
solicit purchasers for the firearms by auctioning
them off at an unlicensed location. Therefore, if the
auctioneer is determined to need a Federal firearms
license, he should have a permanent location where
the sale is consummated and from which the firearm
Is delivered. Also, the records of the licensed auc-
tioneer would be kept at the licensed location.

The Bureau of Alcohol, Tobacco and Firearms
hopes that the above information is of some assist-
ance to NAA auctioneers. If you have any further
questions in this regard, please feel free to contact:

Department of the Treasury
Bureau of Alcohol, Tobacco and Firearms
Washington, D.C. 20226
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Avoiding Excessive Stress

By G. Kent Stewart
NAA member and school administration
professor at Kansas State University, Manhattan

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

American business people are suffering the
ravages of too much personal stress. Stress is
wrecking marriages, weakening families, and play-
ing havoc with otherwise outstanding business ca-
reers. Auctioneers are by no means exceptions —
in fact, many auctioneers suffer stress to the point
of being on collision courses with disaster. Exces-
sive stress is an incidious threat to good health, well-
being, personal happiness, and continuing success.
Unfortunately, as a professional group auctioneers
operate under severe tension and strain; not only on
sale day but virtually all the time!

What is Stress? Stress is a friend. Stress is
an enemy. Without stress there can be no achieve-
ment. Yet, too much of it can trigger serious illness
or crippling disability — perhaps even premature
death through heart attack or stroke. Stress is the
pressure necessary to undertake and accomplish al-
most any worthwhile activity. It is necessary to life
itself. Yet, just as surely as stress is the fuel of life,
it can also be a destroyer of life.

Excessive stress is the result of too much strain,
tension, and pressure. Stress, the enemy is:

® Worry about income.

@ Living in the wrong neighborhood.

® Being married to the wrong person.

@ Concern about booking the next sale.

® Fear of becoming disabled.

® Too much activity to do consistently good work.

® Too little time for effective relaxation.

® Simply trying to cope with the demands of life
itself.

Stress, the friend is the motivation necessary to “get
the job done,” for ourselves and to the satisfaction
of our clients.

The real question is how do we strike a balance,
and how do we know when we are laboring at a dan-
gerously high stress level?

How Does Stress Impact On Health? Too much
stress eventually impacts adversely on our health —
physical and mental. It shows up as rapid heart beat,
high blood pressure, excessive perspiration, trem-
bling hands, light-headedness, indigestion, dry
mouth, uneasy stomach, back and neck pain, uneven
breathing, speech problems, short temper and ner-
vousness.

Excessive stress is usually the triggering mech-
anism which sets off a chain of events leading to
physical and mental breakdown. This is why it is sO
important to receive medical checkups regularly.
Only a physician can determine whether our aches,
pains, and other physical symptoms are caused by
actual disease or by stress. And even for physicians,
this can be a real challenge.

When we are stressed, a series of physical
changes takes place within the body. At the moment
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— A Memorandum To Auctioneers

of stress or upset, an internal alarm sounds. It is an
alarm over which we have little control. The brain
causes the muscles to tense and extra blood to flow
to major organs. Adrenalin increases and we are
prepared for fight or flight.

But in our modern society we cannot engage In
open combat, nor can we gracefully flee from an
unpleasant situation. However, our unconscious ner-
vous system is not aware of this. As we enter stress
situations time after time, the body systems event-
ually break down and we become prime candidates
for various debilitating illnesses — high blood pres-
sure, diabetes, stomach ulcers, heart attack, back-
ache, arthritis, migrain headache, neck pain, skin and
scalp disease, kidney malfunction, even personality
and behavior changes.

The Major Stressers. In learning to manage one-
self so as to avoid excessive stress it is important to
understand the basic stress categories. There are
siXx broad areas from which stress is produced.
These are termed the major stressers, and are listed
below:

1. Boredom. Successful auctioneers never suf-
fer stress induced by boredom, except per-
haps in the early stages of adjusting to retire-
ment, a topic beyond the scope of this discus-
sion. For the active auctioneer, boredom is
simply not a problem.

2. Performance. Performance is a serious prob-
lem. As one local auctioneer observed, “‘an

auctioneer is really no better than his last
sale’. Auctioneers are constantly under the
stress and tension of an unyielding public de-
mand for outstanding performance. Not only
must they perform on sale day, but they must
be an exemplary member of the community.
Yet, to function in a posture of high perform-
ance at all times generates considerable
stress, strain, and tension.

. Threat. Again, this is an area of important

concern to auctioneers. Much of the threat
we operate under is actually non-existent. We
believe we are threatened by the competition;
not really, if we are doing our best. The
weather on sale day is a threat; except there
iIs nothing we can do to control weather.
Some auctioneers feel threatened by the
crowd; again, not really true because the
crowd is attending the sale to buy, and for
some, even to be entertained. Finally, some
auctioneers are threatened by their clients.
Good understandings between auctioneer
and client leave little opportunity for threaten-
ing behavior on the part of either.

. Frustration. Other than the stress produced

to perform at a high level at all times, the
stress of frustration is our greatest enemy.
We become so easily frustrated over a variety
of problems that dangerous stress is often
experienced. To deal with the problem, one
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must first identify the sources of frustration.
Once these are identified, they can be dealt
with individually.

For instance, booking too many sales
can become a problem unless one plans to
be an auction broker. The frustration of too
many sales is simply that of doing too much
to do it consistently well. The frustration as-
sociated with undertaking too much work
leads to poor performance, and the threat of
losing respect within the community and the
profession. At this point, the level of stress
being experienced may lead to mental or
physical problems. To correct the problem is
to learn just how much work can be handled
successfully, then route the rest toward as-

sociates or professional friends.

5. Health. Probably the greatest worry facing
any auctioneer is the concern over develop-
ing a health problem, especially a voice prob-
lem. However, the strain of worrying about
maintaining good physical and mental health
can be the very thing which brings on a
health problem. The better alternative is to
have a thorough health check-up annually.
This should include an examination of the
throat by a throat specialist. The vast major-
ity of all health problems can be corrected if
they are diagnosed and treated early.

Serious stress over health problems is
experienced when they are discovered too
late, or after some health accident has oc-
curred such as a stroke or coronary. Through
regular medical check-ups and attention to
the “‘rules-of-life”’, such calamities can usual-
ly be avoided until long after retirement from
active practice.

6. Bereavement. Most people think of bereave-
ment as the loss of a loved one through
death. Actually, it is much broader and in-
cludes any major loss of important posses-
sions or associations. An example would be
an auction consignment facility being de-
stroyed by fire. The shock of such a loss is
a tremendous stress producer which could
trigger a major health problem.

How Much Stress Is Too Much? The answer to
this question varies with each individual. Some peo-
ple have a stronger mental and physical constitution
than others and can handle more stressful situations.
Training, experience, and degree of sensitivity to
life’s events determine in large measure how much
stress can be withstood. There are, however, three
additional determinents. First, is the number of
stressers which are pressing one at a given time;
secondly, is the intensity of the stresser(s); and third-
ly, is the duration of exposure to stress situations.

To answer the question of “how much stress”
varies with these three determinents and with the
person involved in the stress situation. The key point
is to be aware of the stressers and the stress situa-
tions in which one is involved, and to keep these in
check — that is, within reasonable limits.

Identifying and Coping With Stress. To handle
stress situations successfully, one must learn to be-
come aware of stress signals produced by the body
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and the mind. Some of the more common signals are
listed below:
1. Fatique or tiredness even after a night of
sleep
2. Excited, uneven speech and mispronouncing
or slurring words
3. Excessive sweating
4. Gritting the teeth during sleep
5. Headache
6. Indigestion
7. General aches and pains
8. Rapid breathing and/or rapid heartbeat
9. Pain in the neck and lower back

10. Trembling and feeling of giddiness

11. Poor appetite

12. Increase in smoking and/or drinking

13. Inability to concentrate

14. Elevated blood pressure

15. Poor sleep and frustrating dreams

16. Quick temper

17. Nervousness and feeling of being keyed-up

18. General feelings of restlessness and dis-

satisfaction.

As an auctioneer develops skill in identifying
these and similar stress symptoms, he or she can
then devise ways to cope with the problem. There
are a number of ways, and various people have their
favorite methods. Here is a list of several recognized
techniques which have been endorsed by physicians
and psychologists as effective ways to help control
excessive stress.

1. Engage in regular physical exercise.

2. Think positive thoughts about things and

people.

. Accept the fact that no auctioneer is perfect.
Realize that you cannot book all the sales
all the time.
Find someone (spouse, friend, or associate)
with whom you can confide.
. Obtain regular and adequate rest.
Reduce the pressure you place on yourself
by taking some time each day to relax.
Help others regularly by doing something for
them which they cannot do for themselves.
Before going to bed at night plan the next
day’s activities and jot these down on a to
do list.

10. Engage regularly in a relaxing hobby.

In helping keep stress levels in balance, it IS Im-
portant to decide what is worthy of pursuit and, in so
doing, take control of your activities and your qufe.
Become acquainted with yourself and your station In
life.

Remember, to be a success in life or in the auc-
tion business, you do not have to win all the time —
just most of the time. And finally, in finding your
niche in life and learning to control the stresses of
daily living, the business you save and the life you
save may certainly be your own.

© ® No O P
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Directors Discuss Antiques

“Just Like Grandma
Used To Have”

Martin E. Higgenbotham
NAA Director

How many times have you as an auctioneer
heard that phrase? Everyone seems to have an arti-
cle just like grandma used to have and if grandma
had it, it is 100 years old; and if great grandma had it,
it is 200 years old; and if great-great grandma had it,
it is 300 years old. | find that is how a lot of people
describe the age of their antiques to me as we are
writing up a sale. It really doesn’t matter that it is
only a piece of carnival glass that wasn’t even made
until the 1930s; it is still described as an heirloom
passed down to them from their great-great grand-
mother!

Oddly enough but sadly, | see that a lot of these
items are carried over into the advertising of a lot of
antique sales and advertised as ‘“‘antiques” when it
Is totally obvious that they are not antiques and never
could have been. Quite frankly it is not advantageous
to either the auctioneer and/or his client from a
monetary standpoint for items to be advertised as
antiques when actually they are collectibles and
could be properly termed and described as such.
There would be no monetary loss at all from an ac-
curate and correct description of those items, simply
because a knowledgable buyer knows the age and
historical background of the maker and manufacturer
and will bid accordingly.

It has been my attitude over the years that it is
not necessary to exaggerate the age or condition of
an antique in order to get its true value, neither in
advertising the auction nor in making descriptions
from the auction block.

There are, however, a number of things that an
auctioneer cannot be certain of and must rely on the
owner’s description, knowledge, and expertise. That
has to do with the providence of an antique and
whether or not this may have been owned 50 years
ago by a prominent citizen or have other historical
value. It has been my experience that very few of
these providences can be totally authenticated. In a
lot of cases, neither could they be denied. Conse-
quently, the auctioneer is in a position that, in order
to obtain the fair market value for an item, he has to
describe the providence of a piece in accordance
with the known facts; and in most cases, it goes back
to the providence given to him by the owner.

| think it would behoove all of us when selling
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antiques to describe the age, condition and provi-
dence of an antique to the best of our ability, and at
all times to use the utmost discretion in our descrip-
tions. By all means attempt to find out the real facts
before we put them in a brochure or make unfounded
representations from the block.

The other area of critical concern in the antique
field is that of selling reproductions as authentic an-
tiques. The only way you can avoid this as an auc-
tioneer is to educate yourself as thoroughly and com-
pletely as possible in what is being reproduced, who
Is reproducing it, the value of the reproductions, and
the manner in which you can tell them from the
original. Last, but not least, do not get suckered in
by an owner who describes the reproduction to you
as an original.

As | have said many times before, | think one of
the biggest things that separates a ‘“‘fine’”’ antique
auctioneer from an antique auctioneer is credibility.
The items | have outlined above are just a few of the
things that, in my opinion, will distinguish you, and
add credibility to your auction service.
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The Auctioneer vs. Bad Money

Like the grocer, the banker, and
the gas station owner, an auction-
eer is vulnerable to any and ali
bad money schemes. In this
ready-to-file insert, THE AUC-
TIONEER takes a look at bad
checks, bad credit, and what to do
about it.

Just as the United States has
its gross national product, the
fraudulent payment game has its
production, and it’'s frightening.
Last year, the bad checks total
alone came to 3.5 BILLION dol-
lars; since April of this year, the
incidence of bad checks has risen
100% each month. With an aver-
age of three checkbooks per
family, and 80% of the purchases
in America handled by check, the
average bad check is up to $48.00;

five years ago it was $30.00. Keep
in mind, however, that the above
data is only on the facts on fraud-
ulent personal checks. The above
figures do not reflect credit card
fraud, traveler’s check schemes,
phony cashiers checks, false bank
letters, bogus accounts, and more.

Like the grocer, the banker, and
the gas station owner, an auction-
eer's security measures might be
his or her best protection against
getting stung in the bad money
game. Protection, however, must
be supported with information,
how-to ideas that work, and final-
ly, an auctioneer forum to discuss
the bad money problem. It is for
these reasons that this AUCTION-
EER article will discuss letters of
credit, checking, and other forms
of money in terms of how the auc-
tioneer can prevent a loss.

Letters of Credit:
A Bank Guarantees
Its Customer

A buyer walked to the cashier
and presented an appropriate
looking letter of credit from a Mid-
west bank: signed by an assistant
vice president, on bank letterhead,
terms of the agreement clearly
stated and easily complied with,
the letter itself only three days
old. The auctioneer accepted the
letter and gave the buyer the mer-
chandise, transaction completed.
As a matter of fact, a truck dealer
down the road participated in a
similar transaction with the same
buyer for a used car.

When it came time to collect,
the auctioneer discovered that the
letter of credit was a fake, and
the truck dealer was also stuck
with a bogus cashiers check. With
letters of credit, fraud doesn’t

happen very often, but it does
happen, and the businessman is
stuck. For now, take a look at
what the bank considers important
when it issues credit, take a look
at how you can be hit with bad
credit, and finally what you can do
about it.

. . . From The Bank’s
Point of View

When a bank issues credit, it's
basically substituting its credit for
that of its customer. The kind of
credit investigation that a bank
performs for a letter of credit is
very similiar to an investigation
the bank performs when loaning
money for any reason. The bank
Is really determining whether or
not it would loan its customer that
same amount of money repre-
sented by the letter. The letter of
credit can either be a standby
letter of credit whereby the credit
IS not expected to be the payment
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mechanism; or it can be what the
bank calls a ‘““commercial letter of
credit” where the bank actually
anticipates that the credit will be
used to pay for the goods or ser-
vices. In either case the bank
seeks to stand behind a customer
that's good for the money.

A bank is saying in a letter of
credit that the customer is credit
worthy for a specific amount of
money, over the time period that
the customer is requesting. [f for
some reason the credit analysis
shows insufficient credit backup,
then the bank will look to collat-
eralize the credit with cash, or a
certificate of deposit, a piece of
property or equipment, or other
kinds of security that the bank
could verify. Personal guarantees
are also accepted by a principal
stockholder in the company or the
owner of the company.

A bank’s letter of credit investi-
gation of its customer examines:
financial statements, management
personnel, history of stability,
track record in the marketplace,
and other influential factors. After
all, the bank is out to protect it-
self, just like the businessman.
A bank is going to guarantee pay-
ment and that guarantee is irrevo-
cable as long as the payment is
within the validity date of the cre-
dit. Remember, however, that the
bank is guaranteeing payment, not
performance. In other words, the
check could still be late.

Other forms of credit? Com-
pared to a letter of credit, a “line
of credit” is a bank’s commitment
to a specific company or customer
that the bank will loan money up
to a certain amount. A letter of
credit is something the bank ex-
tends on behalf of a third party —
the auctioneer for example — a
line of credit is between the bank
and its customer. Yes, it is possi-
ble for a buyer to get a “letter of
credit” which is backed up by his

NAA INFORMATION: Detach and file this eight page AUCTIONEER insert.




“line of credit’’ at the same bank.

For the most part, a letter of
credit can be relied upon as
money in the bank; at least pay-
ment guaranteed by the bank. If
fraudulent use of the letter of cre-
dit is to occur, the letter ITSELF is
fake and the buyer never subject
to the in-depth investigation that a
bank performs when issuing any
credit. When will the auctioneer
run into trouble? A con artist will
try to convince you that his bank’s
“letter of introduction’ is indeed
a letter of credit; a con artist will
hand you something that LOOKS
valid enough, but is not.

The Bad Credit Schemes

Sad to say, almost anybody can
vet their hands on official bank
letterhead stationery. Also letters
of credit are common documents
with the banking industry. They're
readily available, and it's easy to
copy the wording of a real letter
of credit. If there is anything that
might tip you off (a counterfeit let-
ter has certain things to look for,
more about that in the next sec-
tion), it could be in the content
of the letter. A valid letter of cre-
dit is a statement of payment for
a certain amount, within a certain
time period. If there are a num-
ber of conditions written in, loose
entanglements, complex condi-
tions, untraceable warranties, and
the like, something is wrong. The
auctioneer should be satisfied
with the conditions of the letter,
and if you can’t meet the condi-
tions, question the letter.

However, if a scheme is taking
place, its likelihood might be the
bank letter of introduction that is
by no means a bank letter of cre-

dit.

A bank letter of introduction or
a bank credit reference is a means
of communication between the
bank and a third party, to intro-
duce that bank customer as a
‘““valued’”’ customer of the bank.
The letter can say all manner of
positive factors regarding the cus-
tomer’s banking relations with his
home bank: number of years as a
customer, minimum account bal-
ance regularly maintained, deposit
history, personal references, etc.
But a bank letter of introduction
IS not a commitment to pay as
stated in a bank letter of credit.

A bank letter of introduction is not
saying that the bank will stand be-
hind its customer up to a specified
amount during a specified period
of time. A letter of introduction
may give the auctioneer a warm
and secure feeling — like an elec-
tric blanket — but that security is
false if the auctioneer expects to
be paid.

And, just as a letter of credit
can be falsified, a letter of intro-
duction can be a fake on stolen
stationery, or a letter from a bank
that doesn’t exist. Whether the
letter of introduction is valid or
not, the auctioneer and staff
should be especially aware of the
buyer who is trying to represent
the letter of introduction as a let-
ter of credit with money behind it.
Stated plainly, the letter of credit
represents money that the bank
says it will pay; a letter of intro-
duction represents a person that
the bank considers a good custo-
mer.

Whatever the scheme, the auc-
tioneer, and the auction staff can
look for possible indicators that
the credit is bad, and the buyer
isn’t good for the purchase.

Protecting Yourself Against
Bad Credit

Because the bank will make a
credit investigation of its custo-
mers before it issues letters of
credit, lines of credit, and loans
in general, the occurrence of such
schemes is a very small percent-
age of the bad credit activity. It
simply takes too much time for a
crook to build phony references
and bogus accounts. For the pro-
fessional con artist, a forged letter
of credit might be the easiest
means to falsely buy merchandise
at auction.

Fortunately professional forgers
do make mistakes, sometimes
stupid little mistakes. When you
examine a letter of credit begin
with the basics before you start to
consider the content.

* Make sure the phone num-
ber on the letterhead has an area
code . . . and is it the right area
code?

* |s there a similiarity between
the ink on the letter of credit sig-
nature and the buyer’s signature
... even a similiarity between the
two signatures? (Bank vice presi-

dents and loan officers will often
have a fine writing instrument that
is quite different in appearance
from a ballpoint pen or a felt tip.)

* |s the bank stationery of the
quality and appearance that
should be indicative of a genuine
banking institution?

* |s the typing free of mistakes
. . . the arithmetic correct . . . the
zip code correct in the address?

After you quickly check the ap-
pearance of any bank communica-
tion, with a letter of credit pay
particular attention to the content
of the bank’s commitment to stand
behind its customer.

* If there are any entangle-
ments, warranties on equipment,
any underlying references to pur-
chases contracts or conditional
sales contracts, ANYTHING that
the auctioneer feels he should not
be forced to comply with, question
the validity of the letter. (Yes,
there are special sales where any
one of the above might be called
for, but basically there should be
no complexities; the auctioneer
simply presents the draft to the
bank and is wired the money.)

* A bank letter of introduction
should NEVER be considered as a
letter of credit which clearly states
that a certain amount of money is
credited for a specific period of
time, with a commitment to pay
by the bank. .

* Verify a letter of credit from a
foreign bank, the professional con
artist is relying on the probability
that you will not check its validity.

A phone call to your own bank
will verify the foreign credit ac-
cording to information that banks
use to validate international letters
of credit — an international au-
thentification code, authorized
signature list of foreign bank of-
ficers, history of bank perform-
ance, etc.

Of all the verifying, checking
and security procedures against
bad tredit, which is the best?
Without hesitation, call the bank.

With a letter of credit that you
are questioning, call the buyer's
bank and verify: that the under-
signed bank officer issued the let-
ter of credit for the amount and
time specified. By the end of the
year, you might have a few hun-
dred dollars in phone calls, but
you will have. protected many
times that amount in money and
sales.



Is a verification phone call ef-
fective in protecting the auction-
eer from accepting bad credit?
Definitely, yes.

A midwestern auctioneer was
faced with a letter of credit from
an east coast bank. Instead of
calling the bank in the letter, the
auctioneer called his own bank to
verify the credit. The auctioneer’s
bank discovered that the crediting
bank was owned by an offshore
banking syndicate in the Ba-
hamas, and that the bank in ques-
tion was unusually small. The
home bank felt there were indica-
tions that neither payment nor
performance could be relied upon
in the buyer’s letter of credit. The
auctioneer did not accept the let-
ter, and feels he avoided a loss.

Bad Checks:
Everybody Loses

Whether its the professional
con artist or the local bank custo-
mer who chronically writes insuf-
ficient fund checks, everyone suf-
fers — the business that can’t col-
lect, the bank that can’t process
the check, the county attorney
who can’t collect either. Further-
more, the insufficient funds check
writer can be cancelled by a bank
on one day, then sign up at
another bank the following day.
Unfortunately, it’'s often just that
simple to continue writing bad
checks. Keeping in mind that the
auctioneer is part of a chain of
agencies affected by bad checks,
consider the bank’s point of view
aAd the attorney’s problems be-
fore you reconsider your own se-
curity measures.

. They Cost the Bank
Time and Money

Whatever the charge that banks
In your area levy for Insufficient
Fund (IF) checks, that charge
most likely covers only the hand-
ling time and attention that a bad
check receives. For example, it
might cost a bank .45¢ to process
a check. Once the high speed
equipment kicks out a bad check,
that item receives costly attention
which increases the handling cost
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of the IF check by ten times the
original amount.

What is the banking industry
doing about it? They counsel
their bad check customers, they
require service charges, they can-
cel bad accounts, they maintain
hot lines and documentation ser-
vices to keep informed about pro-
fessional bad check writers. Still,
the bank problems continue —
along with yours — because in
most towns, it is much too easy to
open an account at another bank.

The IF check problem, however,
concerns the entire community
when the IF checks are turned into
the County Attorney.

A check has bounced and has
been returned to the business for
collection. In many communities
across the nation, the business, in
turn, submits the check along with
a small filing fee to the County At-
torney’s office for them to collect
the amount. As soon as the Coun-
ty Attorney receives the check, he
notifies the individual (probably by
letter) at their last known address.
The individual is given a time peri-
od to respond.

The main purpose of this legal
procedure is, of course, to get the
individual to make the check
good, and certainly the above pro-
cedure is not the same throughout
the nation. But the County At-
torney’s office is too often put in
the role of a collection agency,
and that costs the taxpayers
money.

If the IF offender does not re-
spond to the first letter, a second
letter is sent. Too often such let-
ters are ignored and the bad
check writer is never brought up
to face a criminal complaint.

Is there any one occupation or
type of person who is most likely
to write a bad check? No, a bad
check writer can be anyone be-
cause financial difficulty creates
the problem, not the occupation or
social status. One national source
contacted by THE AUCTIONEER,
however, provided a profile of
America’s most common bad
check writer — a 23 to 28 year old
woman who has been previously
married.

Whatever the incidence of bad
checks by the average person on
the street, the auctioneer is still
vulnerable to the professional con
artist who arrived in town last
week, opened an account at the

bank and will participate in the
weekend auction with pleasure.

The Bad Check Schemes

Granted, the professional con
artist is sharp, and can find his (or
her) way around almost any secur-
ity procedures. On the other hand,
the professional bad check writer
can be prepared for, and dealt
with, to prevent a loss.

The current professional, the
one the police are encountering
the most, is still the guy who
comes into town for a week to ten
days. He opens a checking ac-
count under a phony name or
phony business, using a small de-
posit or paying the minimum
amount required by the bank.
He’ll then give an address where
he can receive his printed checks
by mail, and wait the three or four
days, what ever it takes, for the
checks to arrive. Of course, he'll
order 300 to 500 checks.

Throwing away the first 250 to
300 checks, the professional bad
check writer will only use about
25 checks out of the entire batch;
and start writing checks with a
high number in the sequence #375
for example. The professional con
artist will also obtain all the neces-
sary ID: a new driver’s license for
that state (complete with picture
and phony date of birth, but close
to his own age); a social security
card or medical card; recent cre-
dit cards or bank cards, etc. The
professional will waste that orig-
inal bank deposit, and begin writ-
ing checks as soon as he has
enough phony ID to convince the
unprepared businessman.

On a Thursday or a Friday, the
bad check artist will go to various
businesses, your auction included,
with all kinds of ID to back up the
checks. Also, remember that
many banks cannot be called on
the weekend to verify a checking
account balance, therefore giving
the con artist an advantage. By
the time Monday arrives, the pro-
fessional bad check writer has left
town, with hundreds of dollars in
stolen goods and services, hun-
dreds of dollars drawn from his
phony account, and one or more
auctioneers who have to make up
a loss.

As if the personal bad check
game isn’'t bad enough, one bank-
ing source contacted by THE
AUCTIONEER reported that the

newest scam is the phony cashiers
check. With so many people
thinking that a cashiers check was
better than cash, the bad check
artists are devising ways to pro-
cure a cashiers check with bad
money or false deposits. Further-
more, since so many auctioneers
are handling sales farther away
from their own base of operations,
it is only a matter of time before
any particular bad check scheme
on either coast reaches the Mid-
lands.

What is the bank’s role in pre-
venting bad checks? From the
bank’s standpoint, it has nothing
but the funds of the customer. The
bank either pays or returns, and
that’s the extent of its responsibili-
ty. What is the law’s responsibili-
ty? Catch the thief if it can, col-
lect on the bad check if possible.
What is your responsiblity? Pro-
tect yourself and your assets with
information and security proce-
dures that will make the bad
check writer stop and reconsider.

Protecting Yourself
Against Bad Checks

As if there isn’t enough for you
and your auction staff to do at a
sale, effective security demands
that you take that extra thirty sec-
onds and examine a buyer’s forms
of identification. What you’re act-
ually doing is holding your own
credit investigation while being
polite and courteous at the same
time. Let us say you have asked
for two forms of |ID, the primary
form being a driver’s license.

When approving a buyer’'s
check with a driver’s license, ex-
amine the license by using the
following procedure.

1. Is the photo on the license
the same as the person buying the
merchandise . . . if no photo, is the
physical description the same
(color of eyes without sunglasses;
hair, general body weight)?

2. Is the signaure on the license
and the signature on the check the
same . . . spelled the same . . .
look the same?

3. Is the address on the check
the same as the address on the li-
cense . . . same state, same town
. . . you would be very cautious of
a buyer, for example, with a New
York check and an Arizona dri-
ver’s license.
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wrong way.
Put this sticker on your
cash register and your bad
check problem will go away.

Along with a lot of
customers.

| WE DON'T WANT YOUR BUSINESS.

SIGNS OF THE TIMES. The above panel from a Telecheck brochure
caught our eye, since any business that refuses checks will be turning
away some customers, and at least postponing purchases by others.
Telecheck is a national electronic check approval company that charges
its members a fee for its services. As you can see, Telecheck’s policy of
“your check is welcome . .. " is based only on proper ID and a properly
printed check. Posting your checking requirements does have some
affect on preventing insufficient checks. If a buyer doesn’t have the re-
quired ID’s, the buyer doesn’t write a check. |
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sue date. Be careful of the issue Y R
date if: it was very recent, like
within the last two weeks; if the PE

driver’s |i d h

?hrévzrt'aste Igfe?;ee ca?iiscennoste n;fgtce; CHECK
anashouianor eaure s vew 1 | 1S WIELCOME
cense; if, as in some states, you're HERE

On'y required to renew your li- Please have one of the following current
cense every four years on your / and valid ID's ready...
birthday, the renewal date and the i”‘f F_’jm;”e“' Statz F’””Ef; '-:Egset .
' . . meriCan cXpress = Liners Liup = Larie bilan
birth date do no coincide. Klaete Shorcecs ViSh
5. NOO’[ICG the expiration date / TGS EreeRFRE! Faa yoUriare
... 63% of the forged checks last imprinted by the bank.
y?ar V:’er_e cashed with ‘:an explred Your address and phone number
dirver’s license. If the license has must be written if not imprinted.
expired, be especially curious as

to the acceptablity of other ID’s This friendly policy

and the check. is made possible
Use the same caution with other through our use of...

forms of ID that you . use with a
driver’s license.

1. Preferably you would like to
see a major credit card as an ad-

ditional form of ID — American
Express, Diner's Club, Carte
Blanche, Master Charge, Bank-
Americard, VISA.

2. Examine the signature . . . is
it the same as on the check, looks
the same, spelled the same?

3. Notice the expiration date on
the card; if the card has expired,
do not accept the card as a form
of ID ... and be cautious.

4. NEVER accept a social se-
curity card as a form of ID. The
social security number, however,
may be the principal element on
other acceptable forms of ID —
military identification or university
student ID, for example.

Record all necessary ID num-
bers, then take a good look at the
check.

1. All the printed information on
the check must be complete and
definitely printed, not typed or
inked in: name, address, phone;
bank address (United States
bank); none of the bank account
or computer code numbers ap-
pearing to be altered or unusual.

2. The signature is signed and
spelled the same as the name
printed in the upper left-hand
corner of the check . . . the check
sequence number in the upper
right hand corner has not been
altered or typed in . . . that se-
quence number is not a LOW se-
quence number — between 1 and
500, for example.

3. The number amount and the
written amount of the check
should coincide without error . . .
of course, the handwriting above
and the signature in the bottom
right corner should be the same.

4. Be alerted to ANYTHING that
does not appear to be what you
would have on your own checks:
bank printing that all looks the
same, a high check sequence
number, a signature that is spelled
the same and handwriting that
looks the same as on other forms
of ID.

5. Lastly, and this may or may
not be an indicator depending
upon the record keeping habits of
people at your auctions, the pro-
fessional bad check writer will
NOT keep the check register that
comes with the printed checks.
The professional will hand you a
check without personally record-
ing it, because the check is worth-
less in the first place.

The security measures that you



and your auction staff utilize to

guard against bad checks are only

as good as the security effort you
and your staff consistently demon-
strate to the buying public. Yes,
It's very much a process of investi-
gating a buyer’s integrity while
you're being polite and courteous,
but the professional con artist is
“banking” on the possibility that
you'll not be cautious. Also, the
average person who writes bad
checks will continue to write bad
checks as long as auctioneers and
other businesses accept the bad
checks. By being inquisitive, by
being cautious, by looking for the
little mistakes that might signal a
bad check, you’re protecting your-
self, your client, your other buyers,
and certainly your reputation.

The ultimate bad check secur-
ity? Perhaps, two forms of signed
ID (driver’s license and major cre-
dit card), make/year/license plate
number of vehicle, and a local off-
duty, uniformed policeman at the
cashier’s table.

Other Bad Money,
What to Look For

Unfortunately the phony money
schemes do not stop with bad
checks and bad credit. Compiled
from the banking and police
sources contacted by THE AUC-
TIONEER, here’s what to be aware
of when accepting payment in any
of the following forms.

TRAVELERS CHEQUES. Coun-
terfeit or stolen, a travelers
cheque is a ready means of cash
and payment. Contact your local
police for the details to look for in
counterfeit cheques, but with a
stolen book of travelers cheques,
watch out for slight of hand.

The top half of a stolen travelers
cheque has been signhed by some-
one else, and the crook has spent
hours trying to copy the signature.
A con artist will sign ALL the
checks, then act as though he is
signing the first one in front of
you. In the process of signing the
travelers cheque, the con artist
may drop the book (or do any-
thing) to distract your attention,
then bring the book back to the

table and remove the already
signed cheque or cheques.

Safeguards against bad travel-
ers cheques? First of all, the
travelers cheque accounting pro-
cedure takes weeks before the
bank gets the cheque back. The
con artist is relying on your in-
attentiveness to falsely buy the
merchandise or procure an
amount of cash.

* Be very cautious of large de-
nomination travelers cheques —
$50 and above. They’re hard to
cash, and the banks do not like to
iIssue them for that same reason.

* If you do not actually SEE the
buyer write his or her name and
information on the travelers
cheque, ask them to sign another
cheque. Then, look at the hand-
writing, check the spelling, and be
certain that you watch the entire
cheque being filled out properly.

* Con artist or average person
who can’t read directions, be very
suspicious if you see that all the
travelers cheques in the book are
filled out beforehand.

COUNTERFEIT CHECKS. Be-
cause it is so easy for a con artist
to get checks from a legitimate
bank, counterfeit checks may not
be as popular in some areas as
the real thing. Because there can
be so many little mistakes in a
counterfeit check — everything
from crooked paper edges to
typed-in sequence number — your
best education is to visit your local
police department and find out
what details are prominent signals
on a counterfeit personal check.

Another counterfeiting problem
to be aware of is the phony gov-
ernment check or phony payroll
check. Even though an auction-
eer may have a solid rule of “no
third party checks,” a government
check or payroll check from a
large local firm may be very hard
to pass up. Again, ask your police
department for the details that will
signal a forgery. Of course, you're
completely safe if you stick to your
rule of no third party checks alto-
gether.

CREDIT CARDS. Calling for
amount verification is your best
defense, but that is certainly not
always possible. Here are proven
safeguards against stolen credit
card fraud.

" Never accept an unsigned
credit card.

* Credit cards recently stolen

out of the mail will be brand new,
with an expiration date approxi-
mately one year from the issue
date.

" Never accept a credit card
from a person who is not the per-
son whose signature is on the
back of the card.

* The signature on the back of
the card and the signature on a
check or the credit card invoice
must look the same and be spelled
the same . . . no exceptions.

* Never accept a credit card
that has expired.

" Whether it is $10 or $100, you
have every right to call the bank
to verify the amount.

* Ask the cardholder for his or
her phone number and area code,
then write them on the invoice.

CASHIERS CHECKS/CERTIFIED
CHECKS. As mentioned earlier,
the cashiers check can no longer
be necessarily considered the
guaranteed money that it is sup-
posed to represent. If you're sus-
picious, your best bet is to call the
bank and verify, just as a bank
would do with your cashiers check
iIf there were some question. After
you read the following cashiers
check scam, you’ll see why the
banks are being cautious.

Most bad cashiers checks are
Issued on uncollected funds,
meaning that the crook passes so
much bad paper through the bank
at one time that the bank’s rec-
ords show a large amount of
money Iin the account. The indi-
vidual then obtains a cashier’s
check based on the bogus funds.
He has suddenly converted his
bogus checks into one good
check.

Immediately leaving the area,
the crook will go to another state
and present the cashiers check to
another bank, on the same day,
and try to get it cashed. Ninety-
nine times out of a hundred, a
cashiers check is good for the
money, but a bank will spend the
time and little money to make a
verifying phone call, and prevent
a loss much greater than the
phone cost.

If the cashiers check customer
protests, “Well that check is good
. . . you're calling about me and
my bank? If that's the case, you
can keep what | bought,” chances
are, the check was not good.

Continued on Back Page



THE AUCTIONEER: If the county
attorney was not able to collect
on the bad check, what are the
legal avenues that the auctioneer
might take?

NAA ATTORNEY, THOMAS FIT-
CHETT: As well as generating the
criminal liability, a bad check
creates a civil liability. A check is
in the form of a note, so the auc-
tioneer can institute a private civil
lawsuit against the individual for
the balance due on the check.
AUCTIONEER: Balance plus legal
fees, plus court costs, etc.?
FITCHETT: Attorneys fees would
vary from state to state as to what
type of case would allow recovery
and what the amount would be.
AUCTIONEER: In dealing with col-
lection agencies, what are the
legal pitfalls that the auctioneer
has to look at?

FITCHETT: As far as legal pitfalls,
| think it’'s more practical pitfalls
— knowing that the collection
bureau will pursue the individuals,
what is their track record, etc. If
the auctioneer has run three col-
lections to that agency previously
and no results, then the auction-
eer shouldn’t go back to that col-
lection agency. | think its a super
institution to use on this type of
matter. Why do | think it’'s good?
The lawyer in private practice is
not going to have the tools to
trace down bad check individuals.
The auctioneer isn’t going to have
the time or know anything about
the individuals to try and trace
them. You need a collection

Bad Checks,

NAA Attorney

agency to try to find out where
these people live, where they
work, to use whatever sources
they have to try to find them.
That’s probably the most difficult
part of filing a suit on these bad
checks is finding the person. Col-
lection bureaus can supply that
need. | am not aware of legal pit-
falls, as such, that you would run
into in transferring the account to
a collection agency. When checks
are turned over to a collection
agency, there should be a con-
tract so that the auctioneer knows
specifically what his exposure is
— court costs, or fees, whatever.

AUCTIONEER: In making a bad
check complaint to another mu-
nicipality — another town’s county
attorney, another city’'s police de-
partment — what are the auction-
eer’s considerations when dealing
with such agencies?

FITCHETT: Call the county attor-
ney's office in that particular
county, find out who you’re talk-
ing to on the phone, get the indi-
vidual’s name, tell them your prob-
lem and ask what procedures
would be used to follow up on the
bad check. What do you have to
do to trigger activity out of the
county attorney’s office, what
mechanism will there be for feed-
back about what is taking place,
when should you check back with
the county attorney’s office to find
out what the bad check status is?
The thing that the auctioneer
should not do is just put the check
in an envelope, write a letter to
the county attorney’s office, and
say here it is. A phone call first to
find out what’s going on. If the
check must be mailed, keep a
copy of it.

AUCTIONEER: Tom, what are the
qualities, factors, characteristics,
of a good working relationship be-
tween an auctioneer and his law-
yer?

FITCHETT: Communication is es-
sential. As with any other profes-
sional individual you don’t call on
the lawyer unless you have a prob-
lem. When you do have a prob-

and More —
Interviewed

lem, give your lawyer a complete
set of facts so he knows exactly
what his case is. Possibly the
lawyer working with an auctioneer
will not have that much exposure
with the problems of auctioneer-
iIng so the lawyer will need to be
acquainted with the nature of the
transaction, and need a little bit of
background. Perhaps about auc-
tioneering in general, it depends
on the problem. One thing that
auctioneers have to remember is
that they are not the principal. If
a seller has sold his property
through an auction — perhaps a
parcel of real estate — the con-
tract is with the seller and the buy-
er. Should disputes arise, the sell-
er and the buyer will be having
their attorneys and counsel work
on the problem as opposed to the
auctioneer having his lawyer at-
tempt to pursue it. When that hap-
pens, the auctioneer is inserting
himself into a position of being
more than an agent in the trans-
action. He’s becoming a principal
and that can be a bad thing if it
goes too far.

AUCTIONEER: Availability, Dbe-
tween an auctioneer and lawyer,
is that an important item?

FITCHETT: Availability is a sec-
ondary characteristic to me. |
think the auctioneer should have
and attorney whose judgment he
has faith in. Availability? You can
have a heart specialist that is may-
be 90 years old that’s available all
the time, and you can have the
one that’s 40 and you can’t get to
him unless you've got a month
lead time. Your attorney must be
available when needed or have
other people in the office that are.
If that doesn’t work out, then the
auctioneer is going to have to shift
lawyers. But availability is not the
primary concern, the primary con-
cern is having a good lawyer that
you can feel comfortable with. You
must be able to have faith in your
attorney’s judgement, and confi-
dence in the matters your attorney
handles for you.




Being Cautious, Preventing the Loss

Hopefully this AUCTIONEER
article will not create an atmos-
phere of unnecessary ‘‘suspicion”
in the auction industry, the byword
Is rather ‘‘caution”. Like every
other business that accepts a
check, the “good ol’ boy” attitude
towards money security doesn’t
work at the supermarket and is
certainly inviting a loss at an auc-
tion sale. Auctioneers, therefore,
can only prepare themselves and
their staff to prevent a bad money
loss, preparation through informa-
tion, plus effective, polite, cour-
teous, ‘““‘caution’’.

This AUCTIONEER article has
presented specific measures to
counteract bad credit and bad
money schemes. In general, the
auctioneer and the sale staff
should be constantly informed of
the current bad money situation.

" Talk over the bad money
problem with your banker . . . get
a list of banks throughout the na-
tion, especially the areas where
you have had or will have an auc-
tion . . . decide with your banker
the procedures you both will use
to investigate any suspicious form
of payment . . . have your banker
regularly update you and your sale
staff on the popular bad money
schemes that are occurring, and
in what areas of the country
they're popular.

* Talk to your police depart-
ment . . . what ID procedures does
it recommend . . . what to look for
in forgeries . . . what schemes or
problems are current . . . what
parts of the country are bad money
areas?

* Selling in an area that you're
unfamiliar with? Take the rela-
tively short amount of time to call
the local banks and explain that
you’'re having an auction, and what
problems can you expect, if any,
with various forms of payment you
might receive in that area. If one
of those banks has had a problem
with checks bouncing at area auc-
tions, you need to know about it.

Selling in a large metro area?
Call the largest four banks.

* Also, if you're selling in a
new area, call the local police de-
partment. Many agencies will

have a bad money detective
whose only job is preventing bad
money schemes. You need to be
Informed of the insufficient forms
of payment that are popular in that
area, and the police can help you
prepare.

* Have regular auction staff
meetings to discuss and learn
more effective payment security
procedures. |If bad checks are
regularly getting through, the en-
tire staff needs to be more con-
scientious, more ‘‘cautious’’.

* In response to the bad money
problem throughout the nation, the
Board of Directors of the National
Auctioneers passed a motion at
their annual convention meeting
in July, 1979 to develop an NAA
hotline for fraudulent payment
practices, bad checks in particu-
lar. The forth coming service will
be provided to those NAA mem-
bers who pay an additional yearly
fee, with the ““bad check hotline”
being developed into sections —
antiques, machinery, real estate
etc.

By no means should the discus-
sion of bad money in the auction
business be concluded with this
AUCTIONEER article. NAA mem-
bers are encouraged to respond
with successful security pro-
cedures, reports of fraudulent

schemes in their area, ANYTHING
that will decrease the bad money
losses in the auction industry.
One final note. In compiling in-
formation for this article, this writ-
er encountered tough money se-
curity — requiring all buyers to
make a cash deposit, and not al-
lowing any buyer to exceed that
amount until another cash deposit
was made — and incredibly poor
money security — buyer name and
address written on a list, no ID re-
quired for checks. One source,

however, reported a ridiculous
event that happens only to the un-
prepared.

Even in this day and age, Amer-
ican businesses and banks are
still accepting as payment a check
that is signed “U. R. Stuck,” the
thief having presented notification
that the bank or the business is
indeed stuck for the amount of
the check. Nobody really both-
ered to examine the signature, let
alone “think” about what they
were approving.

As laughable as the above true
Incident is, it points up the prob-
lem as well as the solution. With
bad money accepted for payment,
everybody loses; but bad money
happens most often to those who
refuse to adequately prepare
themselves and their auction staff.

NOTES/ADDITIONAL INFORMATION



Antiques At Auction —
Where Dou You Get The
Supply For The Demand?

By H. Layton Laws
NAA Director

One of the first questions we get asked at our
auctions is “Where do you keep getting all of these
antiques?”

Many years ago an old timer who was retiring
from the auction and antique business told me that
he had heard at the beginning of his career that an-
tiqgues were running out and would be gone soon.
That was forty years ago and today the market is
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stronger than ever, just the prices have changed.
Antiques are not running out, the supply not dimin-
ishing, but the competition is greater so you have to
be more aware of where and how to obtain them.

By remaining active in your community and sur-
rounding areas, you should know about any estates
that must be settled, antique shops that are going to
close permanently, persons retiring with antiques to
dispose of, and owners deciding to turn investment
antiques over for immediate cash. People in your
community that can be very helpful in obtaining
estates are attorneys, judges, CPA’s, banks (Trust
Department), moving and storage companies, friends
and former customers. All of your leads will not
necessarily come from people interested in antiques.
Many of your antique auctions can be obtained
through customers that attend your other types of
auctions.

If you have a regularly scheduled antique auc-
tion at a permanent location and sometimes find
consignment slack, it may be necessary to purchase
antiques from various sources such as other auc-
tions, antique shops and dealers, individuals, antique
shows, flea markets, etc. to sustain your auction
schedule. If you do not have a permanent location
for auctions, you may have to combine several small-
er collections to warrant holding an antique auction
at a well chosen location.

You've had a reasonable amount of experience
handling antiques? You might want to inquire about
the possibility of importing antiques from abroad.
This would expand your supply. However, this should
only be done after careful consideration of all the
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facts surrounding importing.

The demand for antiques is great and it is not
always easy finding them, but auctioning antiques is
always interesting and continues to be a learning
process. Remember, no-one ever really owns an
antique — they are just the custodian for awhile,
and therefore the antique may cross the auction
block time and time again.

Antiques and Americana

By George Michael, member NAA

CORNER CUPBOARDS

The corner cupboard is a functional piece of
furniture. Some are free standing and others are
built into the walls as part of home construction.
Though built in, many are removed when homes are
torn down and re-erected elsewhere, hence the good
market in such cupboards throughout the country.
Usable furniture items always command a good mar-
ket price, so money invested in a handsome old
corner cupboard is wisely spent.

Perhaps the most desired corner cupboards are
from Pennsylvania, notably the Philadelphia area.
The cabinetmakers there in the 18th and early 19th
centuries brought them to their greatest fruition in
design. The one we picture has the shell interior
which was so popular there. The design spread
through the area as far South as Baltimore; some
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New England cupboards will be found with this de-
sign but they are not common.

The most common wood used in New England
was pine, as it was easily cut and carved. More de-
sirable are the cherry and walnut cupboards which
are found outside the northern New England area,
notably in Pennsylvania. Early pieces will show work
which is similar to that in early furniture — dovetail-
ing, plus mortise and tenon joints. Door panels
should be single plank and chamfered into the
frames. The more carving the better, hence the
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reeded corner panels on the one pictured. The step
molding is quite good as it is wide and decorated
with dentil molding.

Early cupboards did not have doors. These ap-
peared during the Federal period, late 18th and early
19th century. Formal homes had them built in,
whereas the country home would have a free stand-
ing type. Some of the early ones were painted to
match the room decor and it would be advisable to
retain the old paint if possible. Most are refinished
to a natural color which is acceptable, but most likely
not original.

Some noted cabinet making families, like the
Dunlaps who worked in New Hampshire between
about 1740 and 1830, are known to have done interior
finishing in homes and built in cabinets like these.
It is quite valid to search out their makers, if possible,
because some can be as valuable as the furniture
they made.

LETTERS

From Whittier, California — Have acquired an
old bellows made of light weight wood, leather
fastened with many nails. Stamped on the wood is
Joseph Breck and Sons, Boston, Mass. There is a
metal container attached to the underside of it. Can
you tell me about Joseph Breck, also how old it is
and what it is?

Answer — Joseph Breck and Sons have been
suppliers to gardeners for many years. A can of in-
sect dusting powder would be screwed to the metal
appendage beneath the bellows — by working the
bellows, much as the modern pump duster, one could
spray to kill insects on flowers and trees.

ARE YOU INTERESTED
IN HAVING A
TOOL AUCTION?

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

FOR MORE INFORMATION CALL
(513) 667-1939

DAYTON INDUSTRIAL
TOOLS INC.
8415 St. Rt. 202
Tipp City, OH 45371
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TWO BOOKS FOR AUCTIONEERS

| “Let's Talk About Auctions” and “Common Sense in the Auction Business'’. The books are

designed as fundamental guides for amateur auctioneers and as refreshers for more sea-
soned professional auctioneers.

In “Let’'s Talk About Auctions”, the basic ideas from the "Common Sense'’ series are
enlarged upon, added to and reorganized to logically cover both broad and specific aspects
of general auctioneering. Topics include ''The First Steps’'. "'Getting the Sale', "Preparing
for the Sale”, “Conducting the Sale”, "The Auctioneer”, Your Crew', Ordinances and Se-
curity’’, “Ethics in Auctioneering’’, “Partnerships — Good or Bad?", ""Auction Accessories’’,
and more. The text is illustrated.

“Common Sense in the Auction Business'’ is a booklet compilation of the “Common
Sense’' articles exactly as they appeared in THE AUCTIONEER magazine. The booklet is
complete and includes articles whose material was not directly pertinent to “Let's Talk
About Auctions’'.
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THROW AWAY AUCTION SIGNS

Paper signs, 18" by 24". in bright red lettering. Simply fill in date, time, name and
phone number.

Please send me the following:

‘Let's Talk About Auctions” @ $5.95 each postpaid.

“Common Sense in the Auction Business” @ $2.00 each postpaid.

SPECIAL: Both books for $7.00 postpaid.

18" by 24" Paper Signs in 4" bright red lettering in the following quantity:

50 signs $15.00 postpaid 100 signs $25.00 postpaid

100 AUCTION ARROWS, 8% " by 11" bright red arrows with word AUCTION above
red arrow — one-third showing arrow point right; one-third showing arrow pointing

left; one-third showing arrow pointing straight — 100 AUCTION ARROWS @ $10,
plus $1.00 for shipping and handling.

AUCTION

Sparty.

AUCTION ARROWS

Auctiorj Arrows — 100, 8%2"" by 11" bright red arrows with the word “AUCTION' above
them on white background. One third showing arrow pointing to the right; one third showing

arrow puinting to the left; and one third showing arrow pointing straight. Shipped complete
with helpful hints on how to make full use of the arrows.

100 ARROWS, $10, plus $1.00 for shipping and handling. (Offer good in the U.S.A. only.)

Order Your Auction Supplies from:

JESION'S AUCTION SERVICE

P.O. Box 46 @ McKeesport, PA 15135
Phone: 412-751-5566

| enclose Check or Money Order for $

Name

Address

City State Zip
Send to:
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Inputs: For ceramic or dynamic

microphone; auxiliary input for

phono, tuner, tape recorder, etc.

3 Outputs: For additional speakers;

tape recorder.

Power Source: Ten “D” size flash-

_ | light batteries; alkaline type pro-

| — Y - vides 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

y handle full amplifier output; detach-
HALF-MILE HAILER” Model S-610 able.

It's The P . . . CONSTRUCTION: Removable metal
s The Professional Auctioneers Choice. 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

‘List Price $207.00 — Auctioneers Cost $185.50

Order by mail — payment with order — we pay postage . . . C.0.D., you pay postage.
North Carolina residents add 4% sales tax.

Col. Forrest Mendenhall, REEN Write or call for brochure
Member showing other equipment
for auctioneers at wholesale.

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

- THE AUCTIONEER



The Ladies Auxiliary To The
National Auctioneers Association
1979-80 Officers

PRESIDENT :

Mrs. Leland (Irene) Dudley, Route 4, Hampton, lowa
50441. Phone: 515 456-4284

1S1 VICE PRESIDENI:
Mrs. Charles (Glenda) Johnson, P.O. Box 46, Sevier-
ville, Tennessee 37862. Phone: 615 453-8417

2ND VICE PRESIDENT:
Mrs. Harvey (Pat) Lambright, 112 N. Detroit St.,
LaGrange, Indiana 46761. Phone: 219 463-2012

SECRETARY-TREASURER:

Mrs. Ken (Marian) Barnicle, 3555 Blueberry Dr., Lake-

land, Florida 33803. Phone: 813 644-3804

HISTORIAN:
Mrs. Ed (Betty) Short, 11017 North Cave Creek,
Phoenix, Arizona 85020. Phone: 602 944-5626 -

DIRECTORS

TERMS EXPIRING 1982 |

Mrs. Walter (Ruby) Hartman, 12008 South St. Route 122,
Camden, Ohio 45311. Phone: 513 787-3211

Mrs. Norman (Kay) Aldinger, Rt. 1, Cleveland, North Da-
kota 58424. Phone: 701 763- 6351

Mrs. W. F. (Eleanor L.) Moon, 12 Lewis Rd., North Attleu
boro, Massachusetts 02760. Phone: 617 761-8003

TERMS EXPIRING 1981

Mrs. Wylie (Joan) Rittenhouse, 9 Derrick Avenue, Union-
town, Pennsyilvania 15401. Phone: 412 438-0581

Mrs. Charles (Alice) Connour, 9770 Wisterwood, Dallas
Texas 76238. Phone: 214 348-2838

Mrs. Rex (Naomi) Newcom, P.O. Box 458, Whitewater,
Kansas 67154. Phone: 316 799-2278

TERMS EXPIRING 1980

Mrs. Martin (Brenda) Higgenbotham, 1702 Edgewood
Drive, Lakeland, Florida 33803. Phone: 813 688-6094

Mrs. Forrest (Betty Jo) Mendenhall, Route 5, Box 395,
High Point, North Carolina 27263. Phone: 919 887-
1165

Mrs. Bob (Ann) Williams, P.O. Box 183, Arlington, Wash-
ington 98223. Phone: 206 435-3608

Mrs. Ed (Jeri) Huisman, 12890 Alabama Road, Galt, Cali-
fornia 95632. Phone: 209 748-2659

CONTAINER BUYERS

Pay low prices at Europe’s
gt - n g largest wholesale source of an-
8 tiques. Buy F.0.B. England or
L iagR E Rl Antwerp, Belgium with similar
services available from other
countries, or we’ll select, ship
and pay all charges and finance
SRt Baaee =y . to your door. $150 to $300 full
(SRS B & ek price for packing and paperwork
2 = on 20 and 40 ft. containers.
Supplying U.S. and Canadian
. East and West Coast wholesal-
ers. Write or call collect to Lynn
o § Walters. Annual volume over

ONE OF OUR ANTWERP WAREHOUSES
LYNN WALTERS

13011 S.E. 84th

October, 1979

Clackamas. Ore. 97015 [503] 654-3000

Dear Ladies:

By the time you read this in THE AUCTIONEER
it will be autumn, and here in Ohio we will be turning
our clocks back 1 hour at the end of October. We
are on daylight saving time from the last of April until
the last of October. The days will be cooler, the air
crisp, and the leaves will be falling, all the good
things that go with the changing of the season . . .
| am thinking now ‘““‘wasn’t the summer short?”

When we returned from the Colorado Conven-
tion, we learned that it had rained almost all the time
that we were gone. We have had an abundance of
rain this summer. It was quite a change from the hot
dry 90 degree temperature we had while we were In
Denver, but | hear that they do not always have it so
warm, especially in the evenings.

We had a great time in Denver, and for all of you
folks who were not able to attend the Convention,

“‘you missed a good one’”’. The Colorado Committees
worked very hard to show us a good time. We en-
joyed seeing Denver, and the Mint, Estes Park, and
all the extras that were offered to us. The people in
Colorado are just ‘‘the greatest”.

Thanks again Colorado for inviting the National
Convention to your beautiful state. | shall never for-
get our visit there with you.

Ruby Hartman, Director
Ladies Auxiliary to the NAA
Camden, Ohio

New ﬁork

Cimes
afional auction block!

sions during the past year
and are prime targets for
many auctions advertisers.

It moves machinery,
restaurant equipment,
antiques, livestock.

That's why advertisers
buy well over 220 pages
annually.

Or reach 3,200,000
Sunday New York Times
readers throughout the New

Reach 2,388,000 Times York-New Jersey-Connecti-
readers coast to coast, cut area.

Monday through Friday.

371,000 of them are

For more information
and rates, call us now. In
managers or professionals New York call (212) 556-7221.
who have been involved in  From other areas dial our toll-

$1,000-plus purchasing deci- free number 800-223-7437.

Ehe New Pork Eimes
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CB Sale Questions
Answered

In response to an inquiry by NAA member auc-
tioneer Tom Cawood, Clarksburg, Maryland, the
Federal Communications Commission (FCC) pro-
vided Tom and THE AUCTIONEER with the Commis-
sion’s policy on marketing CB radios. The FCC fur-
ther assured THE AUCTIONEER that the January
30, 1978 Public Notice is the latest information avail-
able.

Marketing of 23 Channel CB Radios
January 30, 1978 — G

Revised CB equipment marketing standards be-
came effective on January 1, 1978. In July 1976, new
technical standards were developed to help reduce
the interference problems for CBers, television view-
ers and other radio communications users. Due to
the seriousness of current and potential interference
problems, the Commission ruled that equipment that
failed to meet the new technical requirements could
not be marketed after January 1, 1978.

CBers may continue to operate their 23 channel
equipment. However, no one may sell, ship for sale,
or lease equipment failing to meet the new CB
standards.

The Commission’s Field Operations Bureau, Of-
fice of Chief Engineer, Personal Radio Division and
Office of General Counsel have received numerous

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.

DIEIDIIIIIIIIIIIIIIIIIII>

36

RECEIVE COLORED GEMSTONES ON CONSIGNMENT

Consolidated Equity Associates

P.O. Box 401216 e Dallas, Texas 75240
Phone: 214 386-0511; 214 245-8996

k(((((((((((((((((((((((((((((((((((((‘

inquiries about the impact of these new standards on
the CB consumer. In an effort to provide guidance
to the CB community and to the public in general,
answers to some of the typical questions are re-
peated below:

1. May | still use my 23 channel set after Jan-

uary 1, 1978?

Yes.

2. May | now sell my 23 channel set to:

— a dealer?

— a friend?

— any other individual?

No. CB sets failing to meet the new stand-

ards, which includes all of the currently

available 23 channel models, cannot be sold
at any level, including wholesale, retail, or
individual selling even on the used market.

3. What equipment is not allowed to be sold
under the new standards?

Many existing models of new, used and re-

built CB equ’pment fail to meet the new

technical standards. These are the units to
which this Notice refers when using the term

23 channel CB’s’”. The following list cites

most of the unmarketable types of equip-

ment:

(a) No 23 channel CB radios have been ap-
proved under the new standards. There-
fore, all currently available 23 channel
CB’s are included under the marketing
ban.

(b) All of the CB radios with less than 23
channels which were approved by the

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 facted.

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.
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Makes Clenking rPuctions Easier

PLEASE STATE SIZE OF
FILE YOU WISH TO ORDER

% Filing System

100 Slot File % Supplies Carrier |
(Slots—312"" deep - 2% wldeésq 95 e Sale Forms
100 Slot File
(Slots—2" deep - 2" wide) * SPECIAL *
$59 95 100 Slot 2” File
. * Supply Carrier
50 Slot File .
$29.95 $99.95
50 Slot File _ :
(Slots—2"’ deep - 2" wide) Suppl|.' c."|.'
11%” x 19” x 3%” includ ' .. e
529'95 cﬁﬁ Board, for gle;nfolrlmess. Sales Forms, in triplicate
You can use any of the above files for 200 sheets (I‘tf?:s) 532.00
several hundred bidders or more.
We have the clerking sheets that come in Ttem No.
triplicate, with three sides glued together, =~ .. ~— . .
| There are 21 items per sheet. These are Atpkll | o e
made for the 2” file. We do not make a e | Purchaser

clerking sheet for the 32" by 22" file.
Package of 200 sheets (4,200 Items)

Package of 600 Sheets (12,600 Items)

Telephones—Office (308) 995-8614

Price

This is for the 2" file

Send Check or Money Order to:

Home (308) 995-5098 LUNDEEN SALES FORMS

Holdrege, Nebraska 68949

423 East Avenue

We pay shipping charges on all items

Commission prior to September 10, 1976
are banned from marketing. If you are
In doubt about a particular model, sub-
mit the brand name and model number to
either your local FCC Field Office or to
the FCC Laurel Laboratory located at
P.O. Box 40, Laurel, Maryland 20810,
(301) 725-1585.

(c) Any receiver or transceiver which has a
separate band to receive CB signals and
which has not been approved by the
Commission is also banned from sale or
resale. This includes some equipment
available in the Amateur Radio Service.
Questions involving a particular model
should be directed to the FCC Laurel
Laboratory.

(d) Most CB converters (devices used to
change an AM radio into a CB receiver)
fail to meet the new technical standards.
If you are in doubt about a particular
model, contact the FCC Laurel Labora-
tory for clarification.

. What about hand-held CB radios (‘“walkie-
talkies’’)?

Hand-held CB’s with a built-in microphone,
a permanently attached antenna, an internal
battery supply, and both receive and trans-
mit capability may be marketed until August
1, 1978. , |

. May a 23-channel CB radio be “traded in”
on the purchase of additional radio equip-
ment?

October, 1979

Yes. While this transaction is technically a
sale of the 23 channel CB by the buyer to the
electronics dealer, this concept is consistent
with the Commission’s purpose to limit the
availablity of these interference prone de-
vices. As the dealer is prohibited from re-
selling the 23 channel radio which was
traded-in, this equipment is then effectively
removed from the marketplace. However,
it should be noted that it is up to the dealer’s
discretion to decide whether or not he wants
to accept such a trade-in.

6. May a 23 channel radio be given away?

Yes, within certain limits. The Commission
will not prohibit the giving away of a 23
channel radio if the transaction is a genuine
gift. However, these 23 channel CB’s must
have been purchased prior to January 1,
1978 since the sale of this equipment after
that date is prohibited even if the purchaser
intends to give away the radio. As examples,
the Commission would not prohibit the fol-
lowing types of give aways:

(a) An individual making a gift of a 23 chan-
nel CB to a family member, friend, or
charity.

(b) The giving away of 23 channel radios as
“door prizes’.

(c) A store giving away 23 channel radios to
the first ten people who entered the
store on a given day.

The rules would prohibit the following ex-

amples which are not considered to be
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COOK BROS. INC.

T .' _-;.},_.;.;_:_-.-:;:-;:-;-""""'57:5':::” T g Chicqgo > IL 60607
ol e, i Area Code 312-421-5140

e : Or Visit our Giant Showrooms

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

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

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

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

“Catalogs without our name available for your use

= dRRRy AER AFERp S (OSSN SEEGE St SIS SRUT GEeEh GREERGY  WSD S D T D AR SNESE RED R ey oD W ST NS Gl GER AERS GRS e --------—-l
To: Cook Bros., Inc., Dept. A976 =
113 N. May St., Chicago IL 60607 '
Yes, | want to make more money! RUSH my copy of your big, new wholesale cata- :
log.
? |
MY NaMI. :
AdAresS. . :
Y o i e St st e e S :
State. . ... ZIP. oo :

=0 THE AUCTIONEER



10.

genuine gifts:

(a) Any transaction which requires the re-
cipient of the gift radio to give something
of value to the giver. That is, the gift
really amounted to a trade in which the
recipient made a gift of something else
to the original giver.

(b) A store offering to give away a 23 chan-
nel radio if the individual purchases
something else such as a microphone or
antenna or if the individual must pay to
enter the store.

. May a 23 channel CB radio be sold for sal-

vage, that is, for use as parts?

Yes, however, the radio frequency generat-
ing components for both the receiver and
the transmitter must be removed prior to the
sale. While these removed parts can be sold
as part of the package, the sale must con-
sist essentially of a ‘“bag of parts’” where
the radio has been permanently disabled.

May a 23 channel CB radio be remanu-
factured to conform to the new technical
specifications or converted to 40 channel
operation?

Yes. Any CB radio which is covered under
the January 1, 1978 marketing ban may be
remanufactured to 40 channel operation or
continued to be sold if the radio has been
modified to meet the new technical stand-
ards, reidentified as a different model, and
has received a new grant of type acceptance
for the transmitter and a new grant of cer-
tification for the receiver from the FCC
Laurel Laboratory. However, to date, no
existing 23 channel radio has proved cap-
able of meeting these new specifications
even if modified.

May | sell my car, van, mobile home, etc.
with a 23 channel CB radio installed?

This is permissible only if the radio has
been permanently installed as an in-dash
unit and was installed prior to January 1,
1978. Such an installation would be of the
type that the radio would be included within
the coverage of a typical comprehensive
automobile insurance policy. The sale of
add-on CB’s, such as under-dash models,
would not be allowed under this exclusion.

If a customer purchases a 23 channel radio
before January 1, 1978 and the radio is de-
fective, can the dealer exchange the radio or
repair it?

Both of these actions would be allowable.
Repairs to the radios are not prohibited. In
the case of an exchange program to supply
the customer with a working radio in place
of a defective unit, this would not be con-
sidered marketing by the Commission as the
customer would still be in possession of the
same type of unit that was originally pur-
chased before the cut-off date. However, the
dealer would not be permitted to sell the
unit he took in exchange.

Any further questions on this material, with the

October, 1979

The Basic concept of Bid Getters . . .

‘l‘There Is no place in the auction business for a man that
Is too lazy to commit to memory that which is of vital im-
portance in getting more bids or that which will entertain

and hold an audience” Col. W. B. Carpenter, 30 years
President, American Auction College.

almost 4,000 proven

BID GETTERS||

by  Earl D. Wisard

auctioneer
R 1 Dundee Ohio

BID GETTERS
(4th Edition) — Revised, Enlarged, Improved

Is a 160-page book loaded with sayings, quips, laughs,
ribs, banter, bits, etc., mostly one-liners, collected from
100’s of auctioneers all over the U.S. and Canada during
a 53-year period. BID GETTERS AND AUCTION CHANTS
ARE WRITTEN TO
Get More AIDD: Attention, Interest, Desire, Decision.
Included at no extra charge a 12-page booklet (copy-
right 1976) entitled “AUCTION CHANTS". 52 basic chants.
Improve your present chant or develop a new one. The
price of the booklet if ordered separately is $5.00. BID
GETTERS sells at $10.00 postpaid, check, money order or
C.0.D. Order from Earl.

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

LEARN AUCTIONEERING l

IN FLORIDA

JIM GRAHAM
SCHOOL OF AUCTIONEERING

‘ 204 US 1, North Palm Beach, Fl 33408
CCIM AFLB CRB

‘“Real Estate auctions our specialty”’

exception of the inclusion of specific models of ra-
dios which should be directed to the FCC Laurel
Laboratory as indicated above, should be directed
to either Mr. John Reed or Mr. Frank Rose at (202)
632-7093. The mailing address is Research & Stand-
ards Division, Room 7202, Federal Communications
Commission, Washington, D.C. 20554.
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Financial Statements
National Auctioneers Association
Lincoln, Nebraska

UEBERRHEIN & YEAGER
CERTIFIED PUBLIC ACCOUNTANTS
100 NORTH 56TH STREET, SUITE 200
LINCOLN, NEBRASKA 68504
Board of Directors
National Auctioneers Association
Lincoln, Nebraska

We have examined the accompanying statements of assets,
liabilities and fund balances of the National Auctioneers Associa-
tion as of June 30, 1979 and 1978, and the statements of cash
receipts and disbursements and changes in fund balance for the
year ended June 30, 1979. Our examination was made in ac-
cordance with generally accepted auditing standards, and ac-
cordingly, included such tests of the accounting records and
such other auditing procedures as we considered necessary in
the circumstances.

The aforementioned statements do not give effect to ac-
counts receivable, accounts payable and accrued items. Ac-
cordingly, the statements do not present financial position and
the results of operations in conformity with generally accepted
accounting principles.

In our opinion, the aforementioned financial statements
present fairly the assets, liabilities and fund balances resulting
from cash transactions of the National Auctioneers Association
at June 30, 1979 and 1978 and its revenue collected and ex-
penses paid and changes in fund balance for the year ended
June 30, 1979 applied on a basis consistent with that of the pre-
ceding year.

Ueberrhein & Yeager
Lincoln, Nebraska
July 5, 1979

NATIONAL AUCTIONEERS ASSOCIATION
LINCOLN, NEBRASKA
STATEMENTS OF ASSETS, LIABILITIES AND
FUND BALANCE — GENERAL FUND
JUNE 30, 1979 AND 1978

ASSETS
1979 1978
Current Assets:

Cash on hand $ 830 $
Cash in bank 52,063 49,775
Investments 113,923 84,375
Prepaid convention expense 9,000 11,650
Total Assets $175,816 $145,800

LIABILITIES AND FUND BALANCE
Current Liabilities:

Payroll taxes withheld $ 335 $ 101
Deferred convention revenue 44 915 42,232
Total liabilities $ 45,250 $ 42,333

Fund Balance: |
General fund balance 130,566 103,467
Total liablities and fund balance $175,816 $145,800

LAND, BUILDING AND EQUIPMENT FUND
JUNE 30, 1979 AND 1978
ASSETS
1979 1978
Current Assets:

Investments $ 2,302 $ 2,130

Property and Equipment:

40

Property and equipment, at cost,
less accumulated depreciation of
$27,060 and $22,927 for 1979 and

1978, respectively (Note 2) 84,037 85,422
Total assets $ 87,552

$ 86,339

LIABILITIES AND FUND BALANCE
Fund Balance:
Land, building and equipment

fund balance $ 86,339 $ 87,552

ey

The accompanying notes are an integral part of these financial
statements.

NATIONAL AUCTIONEERS ASSOCIATION
LINCOLN, NEBRASKA
STATEMENT OF CASH RECEIPTS AND DISBURSEMENTS
WITH BUDGET COMPARISON
FOR THE YEAR ENDED JUNE 30, 1979

Land,

Building

and

Equip-

General ment

Fund Fund Total
Receipts:
Membership $147,831 $147,831
Booster club contributions 3,685 3,685
Advertising-““The Auctioneer” 29,992 29,992
Promotional items 4,679 4,679
Subscriptions-“The Auctioneer” 135 135
Seminars 27,084 27,084
Interest income 6,122 172 6,294
- Convention-Registration &
miscellaneous 49,816
-Fun auction 12,297

-Tours 8,437 70,550
Hall of fame 610 610
State dues 9,705 9,705
Ladies auxiliary 540 540
Miscellaneous 1,403 1,403

Total receipts $302,336 $ 172 $302,508

Disbursements:

Salaries $ 46,640 $ $ 46,640
Employee benefits 9,696 ' 9,696
Payroll taxes 2,775 2,775
Printing-“The Auctioneer” 43,450 43,450
Postage-‘“The Auctioneer” 9,212 9,212
Insurance and taxes 4,170 4,170
Office supplies 6,143 6,143
Printing-General 6,459 6,459
Postage-General 7,877 7,877
Maintenance 2,696 2,696
Utilities 3,380 3,380
Promotional items 6,743 6,743
Professional services 3,785 3,785
Travel-Executive director 7,495 7,495
-Director, Association services 209 209
-Convention staff 337 337
-President 2,918 2,918
-1st Vice-president 1,310 1,310
-2nd Vice-president 196 196
-Treasurer 500 500
-Directors (State ass’n
meetings) 788 788
Travel and meeting-
Directors 4,911 4,911
Awards 1,574 1,574
Seminars 17,946 17,946

THE AUCTIONEER



Convention 69,393 69,393
By-laws review 280 280
State dues 9,655 9,655
Ladies auxiliary 1,008 1,008
Miscellaneous 042 942
Transfer of funds-
equipment replacement 2,749  (2,749)
Total disbursements $275,237 $(2,749) $272,488
Excess of cash receipts
over disbursements $ 27,099 2,921 $ 30,020

The accompanying notes are an integral part of these financial
statements.

NATIONAL AUCTIONEERS ASSOCIATION
LINCOLN, NEBRASKA
STATEMENTS OF CHANGES IN FUND BALANCES
FOR THE YEARS ENDED JUNE 30, 1979 AND 1978

1979
Land,
Building
and
Equip-
General ment 1978
Fund Fund Total Total
Fund Balance —
Beginning of year $103,467 $87,552 $191,019 $175,413
Excess of cash
receipts over
disbursements 27,099 2,921 30,020 19,572
Depreciation (4,134) (4,134) (3,966)
Fund Balance —
End of year $130,566 $86,339 $216,905 $191,019

The accompanying notes are an integral part of these financial
statements.

NATIONAL AUCTIONEERS ASSOCIATION
LINCOLN, NEBRASKA
NOTES TO FINANCIAL STATEMENTS
JUNE 30, 1979

Note 1 — Summary of Significant Accounting Policies:
Accounting Method — The accounting records of the
National Auctioneers Association are maintained on
a modified cash basis in which, with one exception,
revenue is recorded when received and expenses are
recorded when paid. The exception is for convention
income and expense. Amounts received during the
fiscal year ended June 30, 1979 for the convention to
be held in July of 1979 are treated as deferred con-
vention revenue and included in the liabilities sec-
tion of the statements of assets, liabilities and fund
balance — general fund. Likewise, amounts paid in
respect to the July, 1979 convention are treated as
prepaid convention expense and included in the
asset portion of the statements of assets, liabilities
and fund balance — general fund.

Fixed Assets and Depreciation — Depreciation has
been recorded on building and equipment using the
straight-line method to depreciate fixed assets over
their estimated useful lives. Depreciation recorded
for the year ended June 30, 1979 amounted to $4,134.
Income Taxes — The Association is exempt from
federal income tax under section 501 (c) (6) of the
Internal Revenue Code. However, certain activities

OCctober, 1979

of the Association such as advertising in “The Auc-
tioneer’” may be subject to federal income tax.

Note 2 — Property and Equipment:
Property and equipment consist of:

June 30
1979 1978
Cost:

Land $ 14,423 $ 14,423
Building 77,212 77,212
Equipment 19,462 16,714
Total cost $111,097 $108,349

Less accumulated
depreciation 27,060 22,927
Total $ 84,037 $ 85,422

Note 3 — Employees’ Retirement Plan:

The Association has adopted a defined contribution
retirment plan, effective July 1, 1978 covering all full
time employees. There is no provision for past ser-
vice liability and the plan calls for full vesting of
benefits as soon as an employee becomes eligible
to participate. The Association’s cost is equal to ten
percent of the compensation of all eligible partici-
pants of the plan. Contributions to the plan during
the year ended June 30, 1979 amounted to $7,528,
of which $4,013 and $3,515 were contributions for
the plan years ended June 30, 1979 and 1978, respec-
tively.

INDEPENDENT ACCOUNTANT’'S REPORT
ON SUPPLEMENTARY INFORMATION

The supplementary schedules and related information presented
are not necessary for a fair presentation of the financial state-
ments of the National Auctioneers Association, but are pre-
sented as additional analytical data. This information has been
subjected to the tests and other auditing procedures as applied
In our examination of the financial statements (which are pre-
sented with our opinion thereon in the first section of this report)
and, in our opinion, is fairly stated in all material respects in
relation to the financial statements taken as a whole.

Ueberrhein & Yeager
July 5, 1979

NATIONAL AUCTIONEERS ASSOCIATION
LINCOLN, NEBRASKA
SCHEDULE OF CASH IN BANK AND INVESTMENTS
JUNE 30, 1979 AND 1978

1979 1978
General Fund:
Cash in bank — checking account,
Lincoln Bank East, Lincoln, Nebraska $ 52,063 $49,775
Investments:
Certificates of deposit:
St. Paul National Bank, St. Paul,
Nebraska — # 104371 $ $ 6,430
Lincoln Federal Savings and Loan,
Lincoln, Nebraska — #01-9004304-2 9,524 8,813
— #01-9004313-3 9,503 8,795
—- 101-9004590-6 16,191 14,983
First Federal Savings and Loan
Association, Lincoln,
Nebraska — #683211 8,497 7,863
— 7684045 8,132 7,526
Lincoln Bank East, Lincoln
Nebraska — #400550 21,947 20,757
— #400638 10,000

Continued on page 42
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AUCTION FORMS

IMPRINTED WITH YOUR NAME &
NUMBERED OR NUMBERED ONLY AS LISTED

ALL CLERKING TICKETS - 2 copies 82" x 11” NCR
12 on or 10 on - not numbered - 250 sets $22.50, 500
sets $43.50, 1000 sets $85.00.

CLERKING TICKETS - 10 on or 12 on . Imprinted your

name, address and telephoone number, 250 sets $50.00,
500 sets $75.00; 1000 sets $125.00.

CLERKING TICKETS - 10 on only - Numbered 1 to 1000

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

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

ALL FORMS LISTED UNDER THIS HEADING are 8'A4*

x 11 sold in pads of 50 each pad at $1.75 per pad,
10 pads at $1.40 each, 20 or more pads at $1.20 each
pad. Not numbered.

CLERKING SHEETS . CASHIER’S STATEMENTS

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

FORMS LISTED BELOW NUMBERED FROM 1 to 1000
50 sheets each pad, 1000 numbers; 1 pad $3.15: 10
pads at $2.55 each, 20 o5r more pads at $1.95 each.

CLERKING SHEETS - BUYER’S REGISTRATION

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

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

TAGS - Form No. EATN-26 - Cardboard 22" x 5"
numbered 1 to 1000; 1’ numbers; 3 part perforated: hole

at top, 1000 tags $18.50; 20CG0 tags $36.00; 5000 tags
$85.00.

WIRES FOR TAGS - 12” long -
1000 wires ........ $9.00 5000 wires
TAGS — Sticky Back - Form No. EATSB-35 -
peroforated, with room to write numbers.

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

TAGS - Form No. EATCBN-36 - Sticky Back - 242" x 5”,
no wires needed, peel off and stick on; 1 numbers, 1000

tags $30.00; 2000 tags $55.00; 5000 tags $125.00.
BUYER CARDS - Form BS-20 3% x 7 - 1000 cards
$7.50, 2000 cards $14.00, 5000 cards $32.50.

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

BUYER CARDS — No. BCND-50, Numbered 1 to 1000
1"’ display numbers; 1000 cards $25.00, 20C0 cards $40.00,
5000 carsd $85.00. NO NAMES

ARROW DIRECTION SIGNS Word AUCTION in beg type
& BOLD ARROW colored cardboard 9 x 11, 50 signs
$7.50, 100 signs $10.00. Arrow directions assorted.

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

STOCK YARDS PRINTING CO.

1613-A Genesee, Kansas City, Mo. 64102

3 part
Need no wires,
$20.00; 2000 tags
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Savings Accounts:
Lincoln Bank East, Lincoln,

Nebraska — #696286 29,975 9,150
— #698472 (Hall of Fame) 154 58
Total investments — general fund $113,923 $84,375
Building Fund:
Investment:
Certificate of deposit:
Lincoln Federal Savings and
Loan Association, Lincoln
Nebraska — #01-900469-3 $ 2,302 $ 2,130
NATIONAL AUCTIONEERS ASSOCIATION
LINCOLN, NEBRASKA
SCHEDULE OF SEMINAR INCOME
FOR THE YEAR ENDED JUNE 30, 1979
Las Vegas Nashville
Seminar Seminar
Income:
Registration fees $14,380 $12,704
Expenses:
Lodging and meals $ 3,805 $ 4,188
Honorarium 1,500 1,250
Travel 1,897 1,497
Supplies 84 27
Miscellaneous 54 54
Refund of registration fees 1,185 1,630
Total expenses $ 8,525 $ 8,546
Net income $ 5,855 $ 4,158

Auctioneer, it's a fact .

Advice from collector car expect to hobbiests select-
iIng a post-war car: pick special or limited editions;
the “muscle cars’ of the sixties are growing in ap-
peal; convertibles appreciate faster than hardtops
with the exception of Gullwings and Corvettes; the
first and last year of a popular model are good selec-
tions.

SCHOOL
OF AUCTIONEERING

NOTTS

Learn the art of modern scientific auctioneering from our famous tape re-
corded course for home study or from classroom courses, which we con-
duct at various colleges, universities and vocational schools. This school
is approved by the State Board of Schools and College Registration in our
home state of Ohio. Reg. Number 71-12-0286H. Chief instructor, Col. R. E.
Knotts, has thirty years experience and more than four thousand public
sales to hiscredit. He has also been a professional auctioneer instructor
and counselor since 1959.

Rt. 2, Box 161-C, Gallipolis, Ohio 45631
(614) 446-2917

THE AUCTIONEER




JIM GRAHAM SCHOOL of Auctioneering graduates July 1979 class. Instructors and staff seated front row.

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

IN P HII_ADE I_P HIA, Phlitlidtﬂgrf]iiri‘frgliiéiéz)gérious buyers check when they

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

There is only one newspaper andtens

And it’s the first place that ﬁuction firms tur:n for
, 1A . iSi — we
for Auction Aavertising: ;E%ﬁﬂé%%é%%fi‘ﬁﬁ'EEEtIii:Agvertﬁiﬂzc’&;"n’;ny
other newspaper in this market. pnistatistical, first half '79
THE SATURDAY INQUIRER For further information and rates, call:

FRANK RUGGERI (215) 854-2418
TELECOPIER (215) 563-8928
tu;AaY Deadline: Thursday, 5 P.M.

The, Philadelphia Inquiver

The § No. 1 Auction Advertising newspaper in
America’s fourth largest market.
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Directory of State Associations’ Presidents and Secretaries — October, 1979

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

Auctioneers Association of Arizona, Inc. — President; Edward A.
Short, P.O. Box 9754, Phoenix 85068 Phone: 602 944-5626:
Secretary: W. Ken Murdoch, Rt. 3 Box 153, Buckeye 85326
Phone: 602 932-2298

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

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

Colorado Auctioneers Association — President: Eugene Doty,
531 W. Platte Ave., Fort Morgan 80701 Phone: 867-2881:
Secretary: Ernest L. Wimmer, 1732 E. Mulberry, Fort Collins
80524 Phone: 226-3121

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

Florida Auctioneers Association, Inc. — President: Lewis C.
Dell, Rt. 1 Box 51, Sanford 32771; Secretary: Billy H. Wells,
121 Aldean Dr., Sanford 32771 Phone: 305 323-2820

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

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

Indiana Auctioneers Association — President: John E. Ander-

son, 20 Elston Road, Lafayette 47905 Phone: 317 474-6114;
Secretary: Harry E. Buckles, RR 1 Box 262, Anderson 46011
Phone: 317 378-7924

Attention Auctioneers...

Col. Leo Jesion has just completed
ACT NOW! his latest book for the General Public.

"ALL MEAT AND NO POTATOES™

The book tells people how to cope with inflation vs. the second
hand or used merchandise route. In addition, different insights on
communication, saving time investing in used merchandise etc.
which directly or indirectly shows how to make or save money.

The book tells people HOW TO make money thru:
Auctions e Flea Markets e Garage Sales e Other Methods

Save Money At Sales Of All Types
Better Communicate With One Another
Make Better Use Of Your Time

$4.95 |

$4.95
Get Rich Starting On A Shoestring

This book was not compiled in a library. This book is Leo’s life.
What he eats, sleeps, lives, and what he advises. The concluding
chapter and the book itself is proof of Leo’s convictions. Before he
asks you to be a guinea pig, he has made these experiments himself.

If you are of the willy-nilly variety, constantly blaming others for
your troubles, then don’t bother reading on. Nothing that Leo will say
or do will convince you! However, if you believe in yourself enough to
take the time (that’s right-the time) to read his book, there is no risk.

We offer you a money back guarantee. You study the book for 10
days and if you are not satisfied, return the book in its original
condition and your money will be refunded.

lowa Auctioneers Association — President: Ken Erickson, 312 W.
Main, Box 43, Decorah 52101 Phone: 319 382-3635: Secre-
tary: Margaret H. Bloomer, Rt. 3 Box 51, Glenwood 51534
Phone: 712 527-3615

Kansas Auctioneers Association, Inc. — President: L. H. Carter,
Box 455, Gardner 66030 Phone: 913 884-8271; Secretary:
Rex B. Newcom, 215 S. Main, Whitewater 67154 Phone:
316 799-2278

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

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

Maine Auctioneers Association — President: John S. Owcarz,
Sr., Rt. 1, Augusta 04330 Phone: 622-2258; Secretary:
George A. Martin, New Road, East Lebanon 04027 Phone:
207 457-1237

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

Massachusetts State Auctioneers Association — President: Jack
A. Hilditch, 5 Corrine Drive, Framingham 01701 Phone:
617 877-9388; Secretary: James R. Torteson, 10 Hope Ave-
nue, Oxford 01540 Phone: 617 987-2277

Michigan State Auctioneers Association — President: Herb Al-
brecht, 3884 Saginaw Rd., Vassar 48768 Phone: 517 823-
8835; Secretary: John Schowalter, 6071 East E Avenue,
Richland 49083

Minnesota State Auctioneers Association — President: Duane
Benoit, Route 2, South Haven 55382 Phone: 612 252-5997:
Secretary: Sharon K. Henry, Route 2, Long Prairie 56347

Mississippi Auctioneers Association — President: David Gillen-
tine, Jr.,, 207 North Church Street, Tupelo 38801 Phone:
601 842-6328; Secretary: Cecil Ingram, P.O. Box 951,
Grenada 38901 Phone: 601 226-8521

As fellow Auctioneers, | am offering you a chance to make extra
money by selling the book at your Auctions. (Discount rate of course)
We send you our books in a display box. So all you have to do is set it
up near your Clerk or Cashier and when people want to buy one, they
simply pay the Cashier. Again at no risk! If the book does not sell,
return the books in good condition and | will refund your money.

For the Auctioneer that is really ambitious you can act as a jobber
and sell the books (in bulk) to book stores or any other outlet you
might have.

If you feel that you would like to act as a Salesman or a Broker, put
a mark in the box designated and | will send you details in regards to
bulk prices, terms and conditions. However, in the case of bulk sales
there will be a waiting period of about 30 to 60 days as our first
edition projection is sold out. If | can get to you sooner, | will, but
there are slight changes in the second edition that will slow down my
printer.

Just think! A $4.95 investment could change your life. Fill out the
coupon below immediately. Times awasting! Hang in there!

Jesion’s Auction Service, Box 46, McKeesport, PA 15135

RUSH ME “ALL MEAT AND NO POTATOES” for $4.95 (postpaid) 6%
Sales Tax for Pa. residents. If | am not satisfied | can return the book in
good condition within 10 days and my money will be refunded.

| enclose $ in Check or M.0. for copies.
Name

Address

City State Zip

| am interested in selling the book at my Auctions.
| am interested in being a Distributor.

THE AUCTIONEER



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

Montana Auctioneers Association — President: Rick Stahl,
Opheim 59250 Phone: 406 762-3232; Secretary: Steve Her-

manson, 2910 Canyon Ferry Rd., Helena 59601 Phone: 406
227-5872

Nebraska Auctioneers Association — President: Harold Kraupie,
Bridgeport 69038; Secretary: Randy Ruhter, Prosser 68868

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

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

New Jersey State Society of Auctioneers, Inc. — President: Jerry
Krawitz, 12-15 Moriot Ave., Fairlawn 07410 Phone: 201
796-4362; Secretary: Jack Sartor, 437 W. Clinton St., Dover
07801 Phone: 201 361-6877

New York State Auctioneers Association — President: Donald
|. Martin, RD 5, Balston Spa 12020 Phone: 518 885-9865;
Secretary: Duane E. Gansz, 14 William St., Lyons 14489
Phone: 315 946-6241

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

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

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

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

Oregon Auctioneers Association — President: Forest Witthar,
11700 SW 98, Portland 97223; Secretary: Helen M. Wood,
1841 NW Oerding, Roseburg 97470

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

Professional Auctioneers Association of Rhode Island — Presi-
dent: Christie A. Mercurio, 90 Phillips Street, Wickford
02852 Phone: 401 884-6020; Secretary: Louise E. Wordell,
P.O. Box 93, Kingston 02881 Phone: 401 789-0390

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

South Dakota Auctioneers Association — President: Don Sweet-
er, Worthing §7077; Secretary: Jim Payne, 113 Cedar, Yank-
ton 57078

Tennessee Auctioneers Association — President: Raymond Tag-
gart, 55607 Southwood, Memphis 38117; Secretary: Hubert
Songer, 1602 Jones Blvd., Murfreesboro 37130 Phone: 615
896-4067

Texas Auctioneers Association — President: Bob L. Goree, 1211
E. 27th Street, Amarillo 79103 Phone: 806 373-1379; Secre-
tary: Joe E. Small, 8231 Santa Clara Drive, Dallas 75218
Phone: 214 321-1800

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

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

Virginia Auctioneers Association — President: Howard R.
Herring, Rt. 1 Box 54, Dyke 22935; Secretary: Jeanette
Desper, Rt. 1 Box 86, Swoope 24479

Washington State Auctioneers Association — President: R. M.
Williams, P.O. Box 183, Arlington 98223 Phone: 206 435-
3608; Secretary: Ann Williams, P.O. Box 183, Arlington
98223 Phone: 206 435-3608

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

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

MISSOURI AUCTION SCHOOL class of August 1979. Instructors seated in the front row: Dale Vaughn, De{an
Cates, President Dick Dewees, Bill Morgan, and Gary Ryther. Instructors not pf_ctured: Chuck Cumberlin,
Paul Dewees, Verlin Green, Wayne Allen, L. H. “Bing” Carter, Robert Purinton, Jim Southard, John Wood.

October, 1979
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Standing
Room Only.

[s what can happen when you advertise to the 1,500,000 readers of The Sunday Globe. The largest
readership in New England. And the most affluent. And no Boston paper has more classified ads.

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

Ghe Boston Globie

BOSTON, MASSACHUSETTS 02107

— By ]
The Reisch Auctioneer's Speaker

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

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

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

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

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

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

. § REISCH SPECIAL
It iIs a voice saver. Select the set that “LITTLE BIG VOICE" — JR-2

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

THESE SPEAKERS CAN ONLY BE PURCHASED FROM:

Col. Joe Reisch, Reisch Sales Company, Box 850, Mason City, la. 50401
Phone: 515 423-1465. Call or write for Special Wholesale Prices. |
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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 annually
(January, April, July and October) in sup-
port of THE AUCTIONEER magazine.

ALABAMA
James Anderson—Ashville
Flora Parker—Killen
William D. Ray—Lanett
Kenneth Terrell—Boaz
Baylus Thigpen—Florence
Ray Webster—Guin

ALASKA

Charles E. Barnett—Fairbanks
Norm Blakely—Kenai
Sally Blakely—Kenali
E. K. EImes—Anchorage
Andrew Hess—Anchorage
Charles F. Reed—Eagle River
James B. Taylor—Anchorage

ARIZONA
W. K. Murdoch—Buckeye
Pete Schultz—Scottsdale
Edward Short—Phoenix

ARKANSAS
Rick Ellis—Searcy
Doyle Goodman—Timbo
C. G. Henson—Rogers

CALIFORNIA
Peter Bridgman—Pomona
James P. Byrd—Delmar
Dean Cullum—Chino

Keith Cullum—Pomona

Marsh Dozar—Beverly Hills

John Eubanks—Port Hueneme

Mel Giller—Newport Beach

David Hansen—Porterville

Don Johnson—Eureka

Ken McCormack—Spring Valley

B. C. Mitchell—Los Angeles

Harry Olsen—Marysville

John Reed—CGrass Valley

Ray Roberson—Grover City

Gene Schobinger—Los Altos

Morris Schwartz—Hollywood

Bob Young—San Jacinto
COLORADO

David W. Brown—Holyoke

Floyd A. Edmonds—Niwot

Ken Kerbs—Colorado Springs

Cookie Lockhart—Denver

Art Parker—Greeley

Howard Roland—Grand Junction

CONNECTICUT

Francis E. Collette—Stafford Springs

Milton Crosby—Sharon

David A. Josko—Fairfield

John A. Josko—Fairfield

William J. Josko—Southport

Seymour Manheimer—New London

Richard Mather—Granby

John McKale—Wilton

Joseph Pari—Hamden

A. C. Richard Pinto—Trumbull

Edward Pinto—Bridgeport

Wesley Sager—Trumbull
DELAWARE

Crawford Carroll—Dover

Riley Jefferson—Lincoln

DISTRICT OF COLUMBIA
Don ““Hap’’ Davis—Washington
Irving Kamins—Washington
FLORIDA
R. K. Beebe—W. Palm Beach
Henry M. Blaine—Tallahassee
Peggy Bowersox—N. Miami Beach
Ben Campen llII—Gainesville
Floyd E. Cole—Zolfo Springs
W. P. Drake—Pt. Charlotte
Marshal Greene—Palm Beach
Charles Helfond—N. Miami Beach
Martin Higgenbotham—Lakeland
Jim Hill—New Smyrna Beach
Fred Hullett—Miami
R. E. McMath—Plant City
Harold D. Milstead—Titusville
Bill Morgan—Lakeland
G. E. Sapp—Kathleen
Terrie Schofield—Tampa
Wilma Wilkins—DelLand
GEORGIA
O. H. Adamson—Ellenwood
Harold Cohn—Columbia
Wade E’Dalgo—Ray City
R. J. Flowers—Ringgold
Charles Gay—Rome
Ron Harris—Peachtree City
John Alton McQuaig—Dunwoody
Charles F. Pope—Harlem
Barbara Suarez—Atlanta
John Suarez—Atlanta
HAWAII
Steve Rosen—Honolulu
IDAHO
Irvin Eilers—Kimberley
Rick Musick—Grangeville

The Auctioneer’s ‘"Auctioneer’’

HEN YOU HAVE AN AUCTION THAT
REQUIRES THE FACILITIES THAT

® COLORFUL TENTS (For Outside Sales)
® ALL ASSOCIATED EQUIPMENT

(P.A.

ONLY A NATION-WIDE ORGANIZATION CAN
OFFER, HUDSON AND MARSHALL, INC. IS
READY TO WORK FORYQOU. 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
OF REAL OR PERSONAL PROPERTY.

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

® NATIONWIDE ADVERTISING (In House
Agency)
® NATIONWIDE MAILING LISTS

® FINANCING AVAILABLE (On Most All
Properties)

® NATIONWIDE TOLL FREE TELEPHONE

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

BROKER PARTICIPATION INVITED.

Call Toll Free

In Georgia Call
800/342-2666

Elsewhere Call
800/841-9400

REALTORL Y

October, 1979

HUDSON AND MARSHALL | INC.
LIQUIDATORS AND AUCTIONEERS %

3683 HOUSTON AVE, MACON, GA. PH. (912] 781-2601 i

Home Offices
Macon, Georgia

Atlanta Offices
Suite 109

404/256-5450

333 Sandy Spr. Cir.
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An ounce of Freedomike..
is worth a pound of F.A.

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 il
audience, but it also gets in the way.

b ...

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.

i
e,

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 ey 4
Unichannely, circuitry to eleminate unwanted inter- f A and
terence. A protective carrying case is also provided.

SIS0 G0 1 N e
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Freedomike...for the auctioneer who wants the bidders
attention tocused on his bid calls, not on his P.A. system.

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

(with hand-held mike)-$685

o
l:r EEdO mike SYStem Three i- | ‘
(with both mikes)-$750 T d -
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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 VI’18R 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.

VP18R -$295

L &CrOSOoNICO.ING

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 it miles from the nearest
AC power source.

PP48R-$165

O e

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

Lectrosonics products for auctioneers are available from:

Duane Gansz Forrest Mendenhall Bill Hagen Bob Miller
Duane E. Gansz Auction & Realty  Mendenhall College of Auctioneering ~ Western College of Auctioneering Indiana College of Auctioneering
14 William Street Route 5 Box 1458 8846 Holliday Drive
Lyons, NY 14489 High Point, NC 27263 Billings, MT 59103 Indianapolis, IN 46260
315-946-6241 919-887-1165 406-252-2565 317-873-4601
Rowland Huey Art Schackman Hugh Miller Col. Gordon Taylor
John Huey & Sons Art Schackman Auction & Sound Service Curran Miller Auction Reisch World Wide College of Auctioneering
11660 Parkway Drive 307 North Church Street Route 3, Box 457 Box 949
North Huntington, PA 15642 Newton, [L 62448 Evansville, IN 47711 Mason City, lowa 50401
412-863-4961 618-783-2084 812-867-2486 515-423-5242
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" SCHOOLOF

MEMBER

TR —— e

U.S. HWY. 29 & 70 (I-85)

Better Auctioneers Start With Better Training!

SHORTCUT TO BEING A "TOP AUCTIONEER"

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

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

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

FORREST MENDENHALL,

Write or call for
free information
today.

@ HIGH POINT, NORTH CAROLINA, 27263 e PHONE (919) 887-1165

Gerald Pearson—Salmon
Charlie Phelps—Ashton

ILLINOIS

American Auction Associates, Inc.—

Chicago

Eldon Bloemker Livestock & Auction

Serv.—Greenville
Joseph Butler—Decatur
Joseph W. Champagne—
Miles Chappell—Washington
Nevlyn Christeon—Riverside
Charles P. Dunning—Elgin
Ernest Edwards—Midlothian
Art Feller—Cissna Park
Michael M. Gordon—Chicago
Jan Gravlin—Melvin
Roger Hank—Monmouth
A. R. Henninger—Belvidere
Chuck House, Jr.—Monee
Emil Iwanski—Chicago
Harry T. Karr—Kane
William Keeton—Harvey
Doyne Lenhart—Georgetown
Thomas Panouses—Lincolnwood
Tom Sapp—Springfield
Howard Schultz—EIlgin
Kenneth Surdell—EImhurst

INDIANA
Dan Baker—Lafayette
Kirby L. Bollinger—Howe
Stephen Capper—Indianapolis
Tom M. Dunlevy—Jeffersonville
Stanley A. Evavold—Goshen
Edward Garrett—Pittsboro
Joseph M. Justice—Crown Point
Carl Kaser—N. Liberty

October, 1979

Harvey C. Lambright—LaGrange
Melvin Powers—Poseyville

Noble Ratts—Whitestown

Roland Reppert—Decatur
Meredith Richwine—Brownsburg
H. Harold Smith—Brownsburg
Ed Sprunger—Decatur

C. E. Towner—Elwood"

Mary Jane Weddle—Ellettsville
John E. Yager—Spurgeon

IOWA
Don Bielenberg—Schleswig
W. A. Dickenson—Marshalltown
Leon Joy—Ames
Elvin LeRoy Nielsen—Hancock
Lorenz Willman—Postville

KANSAS
Robert Staley—Atchison

KENTUCKY
Adrian Atherton—Hodgenville
Bailey & Grissom—Glasgow
Roy Butler, Jr—Hardinsburg
Carter Realty & Auction—Scottsville
James Cash—Fancy Farm
Frank Crain—Elizabethtown
E. Howard Hunt—Louisville
Thomas R. Hunt—Bowling Green
Edmund P. Huntley—Wadesboro
Bill McConnell—Paris
J. R. McGowan—Russell Springs
James E. Proffitt—Tompkinsville
Rex Proffitt—Tompkinsville
Sharon Proffitt—Tompkinsville
Joseph Satterfield—Owingsville
Wm. S. Stewart—Louisville
Julius Wise—Elizabethtown

LOUISIANA
Robert Danzy, Jr—Alexandria
Valery C. Watts—Livingston

MAINE

Kermit Cole—Presque Isle
Don Hinkley—Farmington
Mason Johnson—Rockland
George Martin—East Lebanon
Gardner R. Morrill—Harrison
George R. Morrill—Harrison
Richard Ward—Limestone
Morgan Willis—N. Berwick

MARYLAND
Lee Roy Baublitz—Hampstead
Austin Bohn—Union Bridge
Emmert Bowlus—Frederick
R. C. Burkheimer—Elkton
Michael Conover—Westminster
Susan Conover—Westminster
Don ‘“Hap’” Davis—New Carrollton
James R. Edwards—Bel Air
Burton Hoffman—Hagerstown
Robert Jackson—Glen Burnie
Harold D. Milstead, Sr.—Waldorf
Thomas O’Farrell, Jr—Westminster
Neal N. Owings—Hampstead
Lawrence Plant—Clinton
Stuart P. Stein—Frederick
James Trout—Frederick
Michael Whitson—Westminster
David Wright—Frostburg

MASSACHUSETTS
Philip J. Cohen—Brookline
Frank Onischuk—Westminster
Clifton D. Rockwell—Newburyport
John Shibley—Shelburne



We’re Having Our

4TH ANNIVERSARY SALE

AT

Chandie (g
DEALER AUCTION -;,:—";_
MONDAY 10 AM ?‘f—-_—_-; I MONDAY 10 AM

2550 Shorter Avenue
ROME, GEORGIA

On October 29, 1979 We Will Hold Drawings After Each Truck Sells For
$100.00 IN CASH

If The Winner Is Not Present To Claim His Prize We Will Add $50.00 To The Next
Drawing.

SALE STARTS AT 10:00 A.M. EVERY MONDAY

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

For More Information Call Charlie Gay (404) 234-5940
GA. AUCTIONEER LICENSE NO. 129
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MICHIGAN
Martin Barnhart—Reading
George Blackford—Flint
A. Howard Block—Ortonville
Richard Brodie—Westland
Lawrence F. DuMouchelle—Detroit
Ernest J. DuMouchelle—Detroit
Norman J. DuMouchelle—Detroit
Freeman F. Glenn—Port Huron
John Glassman—Eau Claire
Julius C. “Tex” Haas—Saline
Eldon Hallmark—Grand Junction
Harry Johnson—Bangor
David A. Norton—Coldwater
John Pace—Marquette

MINNESOTA
Don Babbitt—North Branch
Larry Born—Waseca
Lowell Gilbertson—Hayfield
Marlin Krupp—EImore
Kwick Klerk, Inc.—Northfield
Albert Maas—Millville

MISSISSIPPI
Wm. T. Sellers—Petal

MISSOURI
Quinton Daehler—Mayview
Bill H. Edwards—Salem
Roy Hansen—Lincreek
Robert H. McCann—Harrisonville
Richard Mizer—Lonedell
Ace Modgelin—E|l Dorado Springs
Jerry Ondracek—Sedalia
James Rutlader—Kansas City
Truman Schweishouser—Mountain View
Bill Tilley—Viburnum
R. E. Voorheis—Harrisburg
John Wagster—Broseley
Gerard Weisbrod—St. Louis
A. D. Whitaker—QOsage Beach

MONTANA
Bass Auction Co.—Lewistown
Earl W. Kinney—RBillings

NEBRASKA
Henry Rasmussen—St. Paul
Frank Rybin—Omaha
Allen Samuelson—West Point
Rex Young—~Plattsmouth

NEVADA
Don P. Britt—Reno
George Chadwick—Carson City
Leo Grindley—Las Vegas
J. M. “Bill” Watson—Las Vegas

NEW HAMPSHIRE
J. W. Barber, Jr.—Lebanon
George Clement—Lisbon
Larry Gray—Lebanon
Lawrence J. Guay—Gorham
Wayne K. Mock—Tamworth
Edward G. Stevens—Rindge
NEW JERSEY
Edward J. Barber—Williamstown
Donn Fagans—Cherry Hill
James E. Fawcett—Dumont
Robert E. Fritzsche—Sewell
John Hedgepeth—Ringoes
Jerome Krawitz—Park
George Puglia—Paterson
J. Edward Scott—Williamstown
Melvin Sickler—Williamstown
Howard E. Wikoff—Saddle River
Walter Wright—Williamstown
NEW MEXICO
Richard M. Goree—Roswell

October, 1979

NEW YORK
Rick Amendola—Highland
Tim Anspach—Albany
Merritte L. Barr—Wilkens Glen
Richard Bronstein—Amherst
Walter Case—Belmont
Tom Coyne—Genesco
M. Edwards—Patchogue
Donald J. Elliott—Blue Point
Pamela M. Epstein—Liberty
Wilbur Evans—Patchogue
Pete Everett—Ghent
Clarence Foss—East Aurora
K. R. French—Armonk
Richards Gilbert—Garrison
Leo Goldman—Massepqua
Herb Hensley—APO New York
Ted Kay—Hamburg
Dorothy Knapp—W. Nyack
Henry A. Leonard—New City
David Luther—Amenia
John Lynch—Amityville
Crawford McFetridge—Penn Yan
L. Ward Mason—Ganesvoort
Clifford Newman—Owego
Henry Ott—Middleport
Paul G. Paige—Norfolk
Will Potter—Springville
Herbert Punchard—ElImira
Kenneth M. Rice—Hamburg
Elinor Schlossman—Tuxedo Park
Marianne D. Slough—Brentwood
Marvin L. Smith—Silver Creek
Robert Thatcher—Hudson
Tor Worsoe—Holtsville

NORTH CAROLINA
Jackie Ball—Marshall
Harvey E. Benson—Salisbury
Wilbur Brell—Smithfield
James Edward Chatmon—Winston-Salem
E. Brooks Harris—Henderson
J. Martin Haywood—Rockingham
Billy S. Hinton—Zebulon
Edmund Huntley—Wadesboro
Wm. B. Langley, Sr.—Greensboro
John Erwin Loy—Greensboro
C. D. Maxwell—Fayetteville
Eugene Poe—W. Jefferson
Paul Taylor Reeves—Sparta
Bernard Routh—Bennett
Hugh Simpson—Rutherfordton
Tony R. Stone—DBailey
Kenneth Teague—Graham
NORTH DAKOTA
Edmer Goetz—Bismarck
James Smykowski—Cayuga
OHIO
John Anglin—Middletown
Herb Bambeck—Dover
Barb Baytos—Poland
Darrell Cummings—Bellevue
Donald R. Florea—Milford
Dick Haverland—Hamilton
Edward King—Washington C. H.

SUBSCRIBE NOW

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

scribe to the TEXAS TRADER, semi-
monthly publication. $10.00 per year.
Box 3945NA, Bryan, Texas 77801

Roy Edward Leach—Cuyahoga Falls
Durward S. Price—AKkron

Larry Rainsburg—Kenton

Floyd B. Rhoades—Germantown
Kenneth Rhoades—Mt. Victory
Ralph Rupp—Stryker

OKLAHOMA
Jay Blodgett—Duncan
Orval Free—McAlester
Gary Garrison—Muskogee
Roy F. Georgia—Dell City
B. L. “Lee” Hickman—Oklahoma City
Clay Powell—Oklahoma City
Paul Spitler—Prague
Ben D. Steen—Ada
W. W. Voss—Stillwater
V. Paul Wells—Tulsa
W. W. Wilkinson—Tulsa

OREGON
George Coulter—Portland
Warren E. Evans—Roseburg
Richard Hurley—Portland
Claude Kilgore—Salem
Jack McBride—Portland
John J. McBride—Portland
Duane H. McLean—Grants Pass
Lyle Story—Beaverton
Jack L. Wilhite—Grants Pass
Lowell Wilhite—Grants Pass
Joseph Willis—Coburg
PENNSYLVANIA
Margaret Berry—W. Newton
lvan Osgood—Troy
John Welcer—Norristown
SOUTH CAROLINA
Joe Beaver—Sumter
Jimmy Blocker—Walterboro
Ralph D. Brooks—Ft. Mill
John S. Carroll—Williston
Lloyd Meekins—Dillon
Richard L. Patterson—Lancaster
J. Linehan Pinckney—Orangeburg
W. C. Smith—Columbia
Don Wise—Florence
C. W. Worrell—W. Columbia
William M. Yonce—Florence
SOUTH DAKOTA
Paul Hickok—Hot Springs
Jim Payne—Yankton
TENNESSEE
Aubrey J. Appling, Sr.—Memphis
Richard Bethea—Chattanooga
Charles A. Kiesling—Monroe
Harvey Peyton—Murfreesboro
Joe “Pizza” Plank—~Nashville
Statewide Realtors & Auctioneers—
Nashville
Jim Trusty—Nashville
A. Virgil Wilder—Knoxville
TEXAS
Stafford Bertrand—Orange
Grover Howell—Conroe
Jimmy Joe Mahan—Gilmer
James M. Ross—Dallas

Be An Auctioneer

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

FREE CATALOG!

Missouri Auction School
1600 GENESEE / KANSAS CITY, MO. 64102
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R. C. Wiley—Rockdale

UTAH

T. L. Mann—Salt Lake City
John M. Owada—Salt Lake City
Glenn Short—Salt Lake City

VERMONT

Walter Flatow—Waterbury Center
Terry Lawton—Brattleboro

VIRGINIA

George A. Daniel—Blackstone
Haywood Darnell—Barboursville
Gaines Dickenson—Castlewood
Harold Entsminger—Buchanan
H. Layton Laws, Jr.—Manassas
Ray D. Miller—Salem

Charles Nicholls—Fredericksburg
Robert Pratt—Bealeton

James W. Renney, Jr.—Wakefield
Maury Riganto—Norfolk

J. E. Sutphin—Newport

Thad Williams—Wytheville

WASHINGTON

C. Lester Alexander—Renton
Ray Brock—Pasco

Juel Burling—Everett

Bud Chapman—Seattle

Al Gay—Seattle

Robert F. Losey, Sr.—Renton
Duane Love—Bellingham
Kenneth Mroczek—Seattle
Larry Mroczek—Seattle

C. A. Porter—Connell

Mick Sather—Mt. Vernon

R. M. Williams—Arlington

Col. Gordon E. Taylor
Owner and President
Reisch World Wide College
of Auctioneering, Inc.

FOR THE PROFESSIONAL
AUCTIONEER
clerking Supplies @ Sound

REISCH
WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

MAKE BIG MONEY @ START
YOUR NEW CAREER

22 of the nation’s leading auction-
eers show you how.

SEND FOR LARGE FREE CATA-

Earl Witzel—Oak Harbor
Fred F. Wood—Vancouver
WEST VIRGINIA

Leonard F. Eddy—Middlebourne
B. G. Park—Paden City

WISCONSIN

James Appleman—Cashton
Donald C. Backhaus—Milwaukee

Jack A. Barrett—Wisconsin Rapids

William K. Bodell—Hazel Green
Robert Brandau—Wilton

Lester Bue—Beloit

Earl F. Clauer—Mineral Point
Gordon Clayton—Belmont

Earl Culp—Madison

Anita B. Dahlke—Oshkosh
Wayne Dobberstein—New London
Art Doede—Rosholt

Marlyn Doede—Rosholt

James Esch—Shawano

Dean Ferris—Lancaster

John Freund—Fond du Lac
Robert J. Freund—Oshkosh
Harold Gavin—Reedsburg
Dean George, Sr.—Evansville
Paul George—Brooklyn

Del Hagen—Colfax

Donald Hansen—Strum

Roland G. Hansen, Sr.—Larsen
James W. Heike—Mondovi
Walter Heise—Oconto

Jack Hines—Ellsworth

Chester G. Hollenbeck—Rhinelander

Wenzel Humpal—Boyceville
Wayne Huntzicker—Cashton
Leroy H. Jones—Watertown

William Jones—Pickett

Ernie Kueffner, Jr—Hartford
Ernie Kueffner, Sr.—Hartford
Richard Lust—Verona

Sam Masler—Milwaukee

Neil E. Nelson—Westby

Albert H. Noble—Mineral Point
Walter H. Nowatski—Mukwanago
James O’Brien—Eden

Pat O’'Brien—Eden

John H. Paffel—Cumberland
Robert Paffel—Cumberland
Martin Parish—Brooklyn

H. Jim Paul—Kewaskum

A. Eugene Pourchot—Oxford
David Radtke—New London
Lloyd Riek—Woodyville

Richard Robertson—Mason
Thomas Rusch—Oshkosh
Eldon Schraepfer—Hollandale
Sam Searcy—Milwaukee
Danny Sheafor—Richland Center
John R. Spies—Waterloo
Clarence M. Sturgul—Shawano
Daniel Szablewski—Athens

M. T. Szatalowicz—Stanley
Julius Temkin—Beaver Dam
LeRoy Teske—Berlin

Victor V. Voigt—Reedsville
Virgil Westphal—Madison
Richard White—Darlington
Gerald Wilkinson

Michael Zingler—Shawano

WYOMING

David “Pete’ Briscoe—Dayton
Robert E. Musser—Cody

¥ i
ERiwG
¥ S

Graduates receive lifetime scholarship and
post-graduate assistance

ATTEND 2 WEEKS INTENSIVE TRAINING IN ALL
PHASES OF THIS RESPECTED AND HIGHLY PROFIT-
ABLE PROFESSION.

' Systems f "
WRITE FOR INFORMATION  -remmss FODAY!

Learn how to receive the professional
auctioneer’s library and reference books,
and training record or cassette FREE
when you enroll in the term of your
choice.

Col. Gordon E. Taylor

Reisch World Wide College of Auctioneering, Inc.

P.O. Box 949

Mason City, lowa 50401 Ph. (515) 423-5242 or 6396

Please send me your FREE CATALOG

NAME
ADDRESS
CITY
STATE ZIP

NA
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Successful Auctioneering Across the Nation

Wisconsin Estate Sale

The estate of Mildred Suits, long time resident
of Medford, Wisconsin, was auctioned on August 11
by Barretts Auction Service, Ltd. NAA member auc-
tioneer Jack A. Barrett with son Michael J. Barrett
sold 420 lots in 4%2 hours to 172 registered buyers.
Some items of interest sold were a late vintage Wick-
er rocker 110.00, an Ingraham Banjo Clock 400.00,
9 unmatched cane seat chairs 720.00, and a walnut
chest with grape carved pulls 575.00.

This was the 723rd auction conducted by Bar-
retts Auction Service, Ltd. which is a family auction
business.

CANADA
British Columbia
Al Leismeister—Summerland
Manitoba
Neil Hovmand—Winnipeg
Ontario
Charles Benovoy—Iroquois
Reginald Foston—Scarborough

ADDITIONAL CONTRIBUTORS

Jose Camara—Cape Town, South Africa
Ladies Auxiliary to the NAA

SAME LOCATION
25 YEARS

This going complete auction business
with over 2 acres located in the South-
west, selling up to 400 vehicles and
equipment a month, over a vast draw-
ing area. Property can be leased and
current auction contracts purchased.

Family health problems reason for leas-
iIng. Owner will be available on an
advisory basis or auctioneer, if needed.
Terms negotiable. Brochure on request.
For further information contact:

ELMER BUNKER
& ASSOCIATES

8938 4th NW, Albuquerque, NM 87114
(505) 898-7725

October, 1979

Auctioneer Starts Something New

Dennis Laib has started something in Mobridge
that never existed in South Dakota before. He held
his first auto auction here a couple of Saturdays ago.
Auto auctions are auctions where dealers sell and
buy vehicles. Such auctions are not open to the
public.

Laib, an auctioneer who also runs the Treasure
Chest auction house in Mobridge, decided he wanted
to start holding car auctions about six months ago.
He wrote to the State Department of Motor Vehicles
to apply for a license The department didn’t appear
to know how to handle his request and referred him
to the county treasurer.

“l went there and they didn’t know what to do,”
Laib said. “There were no auto auctions in the state
and they had no guidelines to go by.” “They had
laws on the books governing auto auctions but they
were rather vague,” he continued. ‘“Even the Motor
Vehicle Department wasn’t sure how to operate the
statutes.

“The president of the Motor Vehicle Department
and | negotiated interpretation of the law” and ar-
rived at an agreement of operation, Laib said. ‘“The
legal problems were astronomical. It took us five or
siX months to actually get set up.” A state inspector
iIs at each sale and approves titles, checks transac-
tions and ‘““safeguards me and the buyer of the car,”
Laib said.

Car auctions are fairly common in other states,
Laib noted, but they are held mostly in larger cities.
Laib’s auctions here involve dealers in North and
South Dakota. He felt there was a need for such auc-
tions in South Dakota.

For instance, a dealer in one part of the state
might have an excess of used four-wheel drive pick-
ups, Laib said, and another dealer may need some.
The auction gets the two dealers together to ex-
change vehicles. The vehicles are sold on a consign-
ment basis.

In spite of the fact that ““we’re very primitive and
It's an experiment,” Laib seems enthusiastic and con-
fident with his project.

“So far we've been real happy . ..
our expectations,” he commented.

“Everybody told me I'd need $100,000 to start.
| used about $2,000. They said I'd only get 18 or 19
units at the sale; | got over 50. They said | shouldn’t
expect to sell more than 12 percent of the vehicles
going through the auction; | sold 20 percent. Twenty
percent doesn’t sound like much but it's above aver-
age.”

Laib himself is the auctioneer. His wife, Allie,
runs the auction office. He hires eight other em-
ployees to help with the auction, including an addi-
tional auctioneer.

It's exceeded

(Reprinted with permission from THE MOBRIDGE
TRIBUNE, Mobridge, South Dakota, reporter Sheri
Hagen.)
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Frieder’s

2553 Superior Avenue
Cleveland, Ohio 44114

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

IMPORTERS of TOOLS & ELECTRONICS
WATCHES & GENERAL MERCHANDISE

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

We i1mport tools directly from our
overseas manufacturers. Items
such as; socket sets, wrench sets,
5 speed drill presses, bench
grinders, mallet sets, screwdriver
sets, heavy duty vises, etc. Direct
importing enables us to offer ] WWWMWE~~i“wWWWW
the lowest prices possible. i — Wm
Visit our showrooms and inspect "J
our quality merchandise ready m—
in our 48,000 sg. ft. warehouse mf%;f
for fast pickup or delivery. T e
Serving the Auctioneer Trade 7
m||||1\1 |1\ | H

for 31 years.
) mmmmem quu\\
FRIEDER, INC. wHoLEsALE ==-~;/4 f‘@f —

il nuuuuunu
2553 Superior Avenue ONLY
Cleveland, Ohio 44114
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New Jersey Auctioneers Host Glass Authority

Mr. Donald C. Pettifer, Director of Interpretations
and Collections for the Wheaton Village Glass Mu-
seum in Millville, New Jersey was the guest speaker
at the August meeting of The New Jersey State Soci-
ety of Auctioneers at Berlin, New Jersey. Co-Chair-
men of this most successful meeting were Bob Fritz-
che and Ed Scott, and over 85 auctioneers and their
wives attended. Many auctioneers brought unusual
pieces of glass to be identified by Mr. Pettifer.

The meeting was both educational and enter-
taining, as the New Jersey State Society of Auction-
eers is constantly striving to provide programs that
will aid the member auctioneers in their profession.
The next meeting of the NJSSA will be held on Mon-
day, October 1st, at Gene Boyle’s Restaurant in Clif-
ton, New Jersey. Visiting auctioneers are welcome
and can get directions from President Jerry Krawitz
or Secretary Jack Sartor.

Recording Studio Sold by Auction

Bidders from around the country attended the
sale of ““Studio in the Country”, a popular recording
studio for artists such as: Wayne Newton, Stevie
Wonder, Perry Como, Pete Fountain, Willie Nelson,
Doc Watson, and more. The studio is located in the
New Orleans area.

The sale, which realized $260,000.00, for equip-
ment and fixtures, was considered to be within the
area of an “‘extremely fair market value’”’. NAA auc-
tioneer Jay Sugarman conducted the sale.

Nashville Auction School

Nashville, Tennessee

THE NATION’S FINEST SCHOOL

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

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

|
+ WRITE FOR OUR FREE CATALOG

NASHVILLE AUCTION
SCHOOL

P.O. Box 190
Lawrenceburg, Tennessee 38464

October, 1979

* Georgia Auctioneers

and/or
Licensed Georgia Real Estate
Sales Agents . . .

Weekends, Sell Property At
Lake Sinclair, Milledgville

Massive Marketing effort on
behalf of Owens-lllinois

Development Corporation

% Prospects furnished you on site
% Very heavy commission structure
% Join 8 Brokers & 10 Agents team

* No waiting for loan approval

% No credit turn-down

% Excellent financing available to buyers
% Commissions paid within 2 weeks

* We will train and furnish prospects

CONTACT:

ROBERT J. ZEKOWSKI

Auctioneers & Realtors
Route 1, Monticello, Ga. 31064

AM 912 968-5104
PM 404 468-6497
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DEALER'S AUCTION

Every 2nd & 4th Thursday of each month
11:00 a.m. C.S.T.

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

Midway between Guin and Winfield, Ala.
Hwy. 78 in Gu-Win, Ala.
for information
call 205-468-3556 or -2705

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

NO JUNK

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

We Sell Anything for Anyone, Anywhere

Ray Webster, Member: Alabama and
National Auctioneers Association

ALL DEALERS WELCOME

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

THE AUCTIONEER
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NAA AUCTIONEER
Art Williams at City
of Plainfield Police
Auction.

Art Williams Active in Spring Benefit
Sales, $14,000 in 3 Auctions

NAA member auctioneer Art Williams of North
Plainfield, New Jersey, raised over $14,000 in three
sales in the Plainfield area. A May sale for a local
church totaled $4,000 for antiques and household
items including a carved dining room table for
$625.00. Williams raised over $5,000 for the Plain-
field YWCA and nearly that amount at the Plainfield
Police Auction. The police, however, did have one
complaint — the prices for unclaimed stolen bicycles
and other items were thought to be too high. The
police wanted the goods to sell for less.

Active in civic affairs and Chamber of Com-
merce work, Art Williams is often called upon to do-
nate his auction skills for local charities.

—— B -]
THE PROFESSIONAL AUCTIONEER
AND WHAT HE NEEDS TO KNOW

By RUSSELL KRUSE

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

CHAPTER HEADINGS

1. Bid Calling 9. Insurance
2. Conducting the auction 10. License law — Bonds
3. Contracts 11. Fees — Commission
4. Sale summary 12. Appraising
5. Uniform commercial o

E8i: 5nd Auctioneer 13. Land description and

liability sl

14. Working together

15. Definition of 276 terms
and words every auc-
tioneer should know or
have available

6. Reserve bidding
7. Advertising
8. Ringman

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

October, 1979

Get Top$ $ $
For Art

The experts at Art Auction Associates
will help you through consultation or
participation in your sales. You may
also consign objects to our specialist
sales for 10%

Call Barbara & John Suarez, Art
Auctioneers, Consultants, Dealers,
Appraisers, at 404-428-5760 or at our
24 hour toll-free answering service
800-824-7888 ext. A3207; in Calit. 800-
852-7777; in Alaska or Hawaii 800-824-
7919. Cables: Suarez, Atlanta; 1816t
Ashborough Rd.; Marietta, GA 30067;
telex 542198. Members National
Auctioneers Association.

Federal Property Auctions at Market Value

A large Florence, South Carolina office build-
iIng purchased from the federal government for
$75,000.00 in May 1977 sold for $134,000.00 at a
June 1979 auction. NAA member auctioneer W. M.
Yonce handled the sale. Excessive renovation costs
and lack of adequate parking had created a low
desirability, that is until the auction succeeded in
attaining the market value for the property.

o
1\ SCHOOL OF
| é \)’\Q‘?/ AUCTIONEERING

| “A Very Select School’’

If you miss our next term, it will be SIX MONTHS before
you have another opportunity to attend SUPERIOR.

A term only lasts two (2) weeks. YOUR EDUCATION IS
FOR A LIFETIME. Doesn’t it make sense to learn from |
TODAY’S auctioneers? From the people who are selling
many of the Nation’s top sales — not from someone who
iIs not an auctioneer or not enough business, as an
auctioneer, to keep him busy? He cannot tell YOU how
to be a SUPERIOR auctioneer.

SEND FOR OUR FREE CATALOG. YOU WILL KNOW US.

SUPERIOR SCHOOL OF AUCTIONEERING
P.O. Box 1281, Desk A, DECATUR, ILLINOIS 62525
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LEARN TO BE AN AUCTIONEER FROMS
PROFESSIONAL INSTRUCTORS

-n
O
X
=
m
e
s
m
7.
O
L
D
C
O
-
O
<
O
O
-
-
m
G)
m

INSTRUCTORS WILL TEACH YOU.
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PERSONAL INSTRUCTION AND ATTENTION.

% YOU WILL RECEIVE THE FINEST
AUCTION EDUCATION
% ALL MODERN CLASSROOMS.
% NOTHING LEFT OUT TO GIVE YOU
THE BEST TRAINING.
% NEXT TERM OPENS SOON.
% CLASSES LIMITED IN SIZE FOR

w EVERY PHASE OF AUCTIONEERING
WILL BE TAUGHT.

WRITE FOR FREE CATALOG.

MASON CITY COLLEGE

OF AUCTIONEERING
Col. Don Wendel, President
Wm. Meeker, Vice-President

P.O. Box 1463
Mason City, lowa 50401

AUCTION SCHOOL @ AUCTION SCHOOL e AUCTION

AUCTION SCHOOL e AUCTION SCHOOL e

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

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

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

COL. ROBERT S. MILLER
MEMBER

INDIANA COLLEGE
%’ OF AUCTIONEERING

8846 Holliday Drive, Indianapolis, IN 46260
317-844-1088 (Evenings) — 317-873-2500 (Days)

THE AUCTIONEER



AUCTION R SUPPLIES

® “CLERK-SAVER” CLERKING TICKETS—Form No. CT-12
Original and 2 copies on NCR paper (makes its own car-
bon copies) 8%2x11" sheets perforated to make 12 tickets
134 x4%2"". This is an extremely fast, easy, and accurate
combination clerking and cashiering form. This one form
replaces both the standard clerking sheets and cashiers
statement. You’ll like these.

9,000 Tickets (1-3 White, Canary & Card) ............... $22.50
18 000 Tickets (1-3 White, Canary & Card) ............... . 43.50
36,000 Tickets (1-3 White, Canary & Card) ................ 85.00

STANDARD CLERKING SHEETS . .. Form No. CLS-2
8%2x11", 50 sheets per pad. Has column for lot number,
description of item, quantity, purchase price, etc.

$2.00 per pad, 10 pads at $1.50 ea., 20 or more at $1.25
ea.

STANDARD CASHIER’S STATEMENT ... Form No. CAS-1
2-part, original for auctioneer and copy for buyer, 50 sets
per pad, 5¥2x8%2".

$2.00 per pad, 10 pads at $1.50 ea., 20 or more at $1.25
ea.

EQUIPMENT AUCTION TAGS ... Form No. EAT-59
3 part perforated tag with hole on top. Space to mark lot
number on all 3 sections. 2V2x5"

1,000 Tags........ $9.75 5,000 Tags........ $42.50

WIRES FOR EQUIPMENT AUCTION TAGS, 12” LONG
1,000 Wires........ $10.00 5,000 Wires. ... $47.50

BUYER CARDS ... Form No. BC-70
For buyer's number and purchase notes. 3V x7V2" (fits
in buyer’s shirt pocket).

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

TERMS OF SALE — Form TOS-74

8Y2x11", 50 sheets per pad. Gives standard terms & con-
ditions of sale to be displayed at auction site.

$2.00 per pad, 10 pads $1.50 ea., 20 or more at $1.25 ea.

CONSIGNMENT CONTROL ... Form No. CC-73

8¥2x11", NCR paper, 3 sheets per set. Space to list many
items. Seller signs he has good title. Original for auc-
tioneer, copy to seller at check-in and last copy mailed
with payment check. Eliminates Form CC-69.

250 sets $16.50 500 at $32.50 1,000 at $59.50

FINAL SETTLEMENT FORMS . .. Form FS-69

8v2x11" 50 sheets per pad. Space provided for total
gross proceeds of sale less expenses and commissions 10
be paid by seller. Seller signs that he received net pro-
ceeds and guarantees to provide merchandise title to all
items sold and deliver title to purchasers.

$2.00 per pad, 10 pads at $1.50 ea., 20 or more at $1.25
ea.

5.000....$32.50

BUYER’S REGISTRATION FORM . .. Form No. BR-69
8Y2x11", 50 sheets per pad. Space for buyer’'s number,
name, address, phone number and other information.
$2.00 per pad, 10 pads at $1.50 ea., 20 or more at $1.25
ea.

CONSIGNMENT CHECK-IN FORM . . . Form No. CCI-69
8%2x11", 650 sheets per pad. Original for auctioneer, copy
for consignor. Space for seller's name, address, phone,
date, lot number, description of items, sale price, sale
commission or expense and consignor's net payment.
Space to list a number of items.

$2.00 per pad, 10 pads at $1.50 ea., 20 or more at $1.25
ea.

PERSONAL PROPERTY CONTRACT ... Form No. PPC-
69

812x11", 50 sheets per pad. Space provided for general
or detailed listing of items to be sold, sale date, time,
location, expenses to be paid by seller, and other terms
and conditions of sale. Seller signs that he has good
title to all items and the right to sell.

$2.00 per pad, 10 pads at $1.50 ea., 20 or more at $1.25
ea.

AUCTION BANNERS

Heavy, outdoor drillcloth hemmed on all sides. Built to
stand up in rugged weather, 13 x 19 inch blue drillcloth
panels with 15 inch red letters that spell AUCTION. Ban-
ner is 10 feet long and 16 inches high with 50 feet of
rope at top and bottom. Folds to 13x19x3 inches for easy
storing.

Complete Banner........... $16.95 Postpaid.

ARROW DIRECTION SIGNS ... Form No. ADS-811
Orange cardboard 812x11". Word AUCTION and ARROW
in bold black print. Package of 50 signs for $7.50 100
$10.00 postpaid. (Arrows assorted, one-third point left and
one-third right and one-third straight ahead) Form No.
ADS-811.

GAVEL

Northern Rock Maple Hardwood Gavel in a beautiful wal-
nut finish. Weighs 4 oz., 9-inch handle........$4.95 postpaid.
BUSINESS CARDS

1,000 Cards with black or blue ink ... .. . ... ... $12.50
1,000 Cards with red and black ink ... . .. .. ... $16.50
1,000 Cards with gold ink ... ... ... $19.50

AUCTION PROMOTION SCHEDULE . .. Form No. APS-72
18%2x11". 50 sheets per pad. Column to list seller's name,
property location date, estimater cost, date ads ordered,
amount paid and amount advanced by seller. Itemized by
newspaper, radio-T.V., signs, sale bills postage, address-
Ing, labor for tagging, clean-up, security, ete.

$2.00 per pad, 10 pads at $1.50 ea., 20 or more at $1.25
ea.

PERSONALIZED OR CUSTOM PRINTING

All of our forms are printed in large runs on a high speed press and therefore we can not offer per-

sonalized or custom printing. _ _
NOTE, No single form or set of forms can fit all situations. Your attorney should advise you in

situations not covered by these forms as we can assume no liability for errors, omissions, or local
requirements.

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

T
—-!
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Missouri Auction School
Top Floor Livestock Exchange Building

1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117




Now. ....

COLONEL..." The Sound That Sells”’
The all new COLONEL Series of

Portable Heavy Duty P.A. Systems
Designed Exclusively for Auctioneers

COLONEL Il ™

The COLONEL III has the same features as the
COLONEL II plus:
e Storage Compartment in back to carry recharger,
microphone and cord.
 Slightly larger speaker baffle area with port hole
e DIMENSIONS: 93/8’' High X 6’" Wide X 71/4’' Deep.
e WEIGHT: 7LBS., 60Z.
List Price: $477.50  Auctioneers Cost: $318.00

COLONEL I ™

* Electro-Voice Model 671 Anti-Feedback professional
ball type dynamic cardiod microphone with on-off
switch, detachable 20 foot coiled cord, and built in
windscreen.

* Deluxe padded shoulder strap.

e Full range six inch baffled speaker

COLONEL I ™

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

* Tough, attractive reinforced vinyl ‘‘Mule Hide"
covering with metal corner protectors.

* Acoustacally transparent foam dust filter grill for
maximum clarity with wide angle frequency
response.

* Space age solid state amplifier for the ultimate in
power and reliability.

* Engineered control panel for ease of operation.

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

* DIMENSIONS: 73/4” High X 6’ Wide X 71/4"" Deep

* WEIGHT: 4LBS, 14 OZ.

* Frequency response 50-12000 HZ.

* There is a two year repair or replace warranty on
everything except batteries.

List Price$297.50  Auctioneers Cost: $198.00

 RECHARGEABLE BATTERY: Extra capacity

battery will last all day long. Fully rechargable
overnight.

AUTOMATIC “Full Charge' indicator light shows
when battery is fully charged.

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

SPECIFICATIONS: Battery: Gel Type (2) #626 2.6
AH rating rechargeable

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

OUTPUTS: One extension speaker, one tape
recorder.

WEIGHT: 6lbs, 12 oz.

List Price: $447.50 Auctioneers Cost: $298.00

COLONEL™ COMPANION
EXTENSION SPEAKER

* Automatically DOUBLES the output power of the
COLONEL II or COLONEL III Amplifier.

 POWER: Compact Six inch full range baffled
speaker. Frequency responce 50 to 12000 HZ.

e CONSTRUCTION: Tough, attractive reinforced
vinyl ‘‘Mule Hide’’ covering with metal corner
protectors.

Acoustically transparent foam dust filter grill for
maximum clarity.

Comfortable handle for easy carrying.

Storage compartment in rear for the 50 foot speaker
cable with phone jack connectors.

« DIMENSIONS: 93/8"" High 6’ Wide X 71/4"’ Deep

e WEIGHT: 5 LBS.

List $97.50 Auctioneers Cost: $65.00

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

o

Missouri Auction

School

Top Floor Livestock Exchange Building
1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117

We stock a complete line of P.A. equipment. Write for free literature and prices.
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