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and silver keeps going up and our 14K gold tie
tacs are necessarily going along with the cost
increase. If you would like to have one, now is
the time to get it before the price becomes pro-

hibitive.
Auctioneer Hat Felt Silver Belly Auctioneer Hats ... ... . .. $ 32.00
Stetson "Wisp” W_hite Panama 21/.2" brim 21.00
Milan Straw Auctioneer Hat ... ... ... ... 17.95
London Fog Type Jackets with NAA Emblem .. . 21.00
Wisp (Western style) hat, 4X Beaver ....................... 45.00
P d ¢ ¢ Folt NAA Emblem, 4-color embroidered ... ... ... ... 3.00
v 1ace y,?ur oraer now for one or our re Sterling Silver Gavel Tie Tac ... . T — 50.00
Auctioneer’” hats in silver belly color made by Gold Plated Gavel Tie Tac . 50.00
Stetson. Our stock is complete with 2% ", 2% Sterling Silver with man made diamond .......... M 80.00
and 2% " brim widths. These are as pictured Gold Plated with man made diamond ... ... ... . .. 85.00
above with red satin lining. 14K Gold Gavel Tie Tac ... T 320.00
ke 14K Gold Gavel Tie with .15K diamond ... ... ... 450.00
We also have the Stetson “Wisp” in 4X 14K Gold Gavel Tie Tac with .20K diamond ... 485.00
Beaver — silver belly color — made by Stetson 14K Gold Gavel Tie Tac with .25K diamond ... . 550.00
— ready to ship. Of course, we still have the 14K Gold Gavel with larger diamonds .... price on request
light tan Milan Straw ‘‘Auctioneer’” hat in all Deer and Pig Skin Gloves By Stetson .... $16.00 and $18.00
?hree brlm”wm_lths as well and the white Panama PLUS 4% SALES TAX
in the 2%2"" brim width only.
Our size and color range on the London Fog Col. W. Craig Lawing
type wind breaker jackets is pretty well com-
plete and comes with the four colored embroid- 9521 Belhaven Blvd., Charlotte, NC 28216
ered NAA emblem sewn on the left breast. Gold Phone: office 704 399-6372 home 704 399-3260
L i
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Only The Inquirer effectively targets your bidders for
auction values in the Philadelphia market. We deliver a
proven marketplace: 83% of the auction linage,

82% of the ads.

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

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

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

400 N. Broad St.

The s
Wlitlahelplita Pnquirer

“First in Auction Advertising in America’s Fourth Market”
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Letters To
THE AUCTIONEER

Poem For The Times

| memorized this little ditty some thirty years
ago and never forgot it, author unknown. Maybe
other auctioneers will find it encouraging in these
difficult times.

For all your days prepare,

And treat them ever alike.

When you are the anvil, bear,
When you are the hammer, strike

Harry E. Johnson
NAA member auctioneer
Bangor, Michigan

Congressman Responds

NAA member Jack Gartner, Lufkin, Texas, re-
ceived this reply when he wrote his congressional
representatve.

January 22, 1981

Dear Mr. Gartner:

Thank you for your letter expressing your op-
position to HR 5460, the Independent Contractor Tax
Act of 1979,

This legislation was not acted upon in the 96th
Congress. If the provisions about which you are
concerned are reintroduced in the 97th Congress,
your comments will be given full consideration.

Sincerely,
Charles Wilson
House of Representatives

Addition to Your NAA Member Directory

The following name was mistakenly omitted from
the 1981 NAA Membership Directory. Please photo-
copy and include the name in your directory under
the appropriate section.

OKLAHOMA
FORREST, JOHN W., 102 North “T", Muskogee 74401

BRITTEN AUCTION ACADEMY

P.O. Drawer B, Bryan, Tex. 77801
Approved by Texas Education Agency

The School of Di'sﬁncﬁon
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Art Theft Notice

The following works of art have been reported
stolen to the police department of the City of New
York. Anyone having information as to the where-
abouts of the property, or person or persons in-
volved, please contact:

Detective Robert Volpe, Art and Antiques In-
vestigations, Special Frauds Squad, One Police
Plaza, New York, NY 10038, Tel. No. 212 374-
6910 Case No. 3A-81

Case history: Art in question was taken during
the commission of a residential burglary in the Miami,
Florida area in December, 1980. Works have since
been offered for sale in the New York City area.
There is a reward of $100,000 for information leading
to the recovery of the art.

(1) Oil, Camille Pissaro, 1899, 9% x11 inches, Le
Fond Du Pre A Eragny Auc Meule A Droite.
(2) Pierre, Augeste Renoir, 1894, 18V2x16%2 inches,
Juine Fille Appaye Maina.
(3) Edoard Vuillard Le Kimona; vue d’un interieur.
(4) Emile, Othon Friez, 18x22%2 inches.
(5) Maurice de Viaminck, 1924, 24x29 inches, La
Torrillo.
(6) Mary Cassatt, Fillette au Chapeau Rouge.
(7) Alfred Sisley, ‘“River a Veneux-Nadon”.
(8) Auguste Rodin, 1886, Nymphe et Satyre, bronze
statue, 13 inches (signed).
(9) Eugene Boudin, Crinolines sur la Plage.
(10) Fantin La Tour, “Quelques Roses sur une
Table”.
(11) Michelle, Henri, “Fleurs d’Ete”.
(12) Quom, Oriental prayer rug. (no photo available)
(13) Sterling silver tea set on a sterling silver tray.
(no photo available)

Do You Know These Auctioneers?

The NAA office has made repeated and varied
attempts to contact the following NAA members, soO
that the AUCTIONEER and other Association mail
can be delivered to them. I|f you know any of the
people listed below, please have them contact the
NAA office as soon as possible. If no correct ad-
dress can be determined for the NAA members listed
below, they will be removed from the NAA mailing

lists.

Harold W. Adolf, P.O. Box 238, Poncha Springs, Colo-
rado 81242

Robert H. Fletcher, 600 North ‘G’ Street, Monmouth,
lllinois 61462

Kimmon D. Johnson, 1300 N. 135 “E”, Suite 120,
Carrollton, Texas 75006

Hugh A. MacNeil, 4210 St. Barnabas Rd., Marlow
Heights, Maryland 20031

Al Pieper, 421 NW 10th Terrace, Hallandale, Florida
33009
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Spotlight on NAA
Auctioneers

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

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

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

State Association Reports
State Association
Conventions
Successful Auctioneering
Across the Nation
Advertiser’'s Index
Advertising Rate Schedule ........ 70

advertising can be accepted. See rate
schedule on last page.

Single copies: $1.00 each. Annual sub-
scription rate $10.00.

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

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

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

Mrs. Sandy Chapin, Office Secretary

Mrs. Sharon Whisenhunt, Office Secretary
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NAA Seminars, Board Meeting Successful

By Archie D. Moody, CAIl, President
National Auctioneers Association

The first half of the 1980-81 NAA Year began
with renewed activity and interest. | reported last
month how much | have gained from my travels to
State Association conventions and meetings, and
my last NAA function in January was presiding at the
board of directors meeting, held in Atlanta, Georgia,
preceding the Real Estate at Auction Seminar.

All 20 members of the NAA board were present
and many items were discussed and then acted on
during the board meeting by the officers and direc-
tors. | appreciate the dedication and support given
to me during this important meeting.

One very important item was the list of recom-
mendations made by Marty Higgenbotham, Chair-
man of the Headquarters Relocation Committee.
Marty and his committee traveled to the Kansas City
area in January to determine if property is available
on which to build the future home of the NAA. Hav-
ing attended that meeting, | came away highly en-
thused about the recommendations made by the
committee to the board.

Marty has written his report, which is included
In this issue of THE AUCTIONEER magazine, and |
emphasize how supportive the members of the board
were for the recommendations. The vote to accept
the committee’s recommendation to purchase an

option on land in the Kansas City area was unani-
mous!

Nearly 200 registrants (186 was the final figure)
attended our Real Estate at Auction Seminar in At-
lanta and judging from the critique sheets, which
were completed at the conclusion of each seminar
presentation, the instructors were very successful.
| appreciate the time and effort given to our NAA
programs by the NAA members and others, who
share their information about proper auction meth-
ods and procedures. Nearly 100 NAA members, their
spouses, and associates attended the Antiques &
Country Collectibles Seminar in Oklahoma City.
Even though the numbers were smaller, the enthus-
iasm for the program was just as great! The instruc-
tors were well prepared and the presentations out-
standing.

While we were in Atlanta for our board meeting,
President Mike Loftin and Secretary-Treasurer John
Suarez of the Georgia Auctioneers Association met
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with President-elect Howard Buckles and Executive
Vice President Harvey McCray to discuss the 1982
NAA Convention, to be held in Atlanta at the Hilton
Hotel on July 26-31. A revision to our NAA By-Laws
In 1979 allows the President-elect to begin planning
for the convention early, as he is assured of being
president and can devote attention to early conven-
tion needs. Howard announced to the GAA his ap-
pointment of Ron Harris as 1982 Convention Chair-
man.

Several registrants to the NAA Seminars realized
the value of continued education and applied for the
Certified Auctioneers Institute program. Only mem-
bers of the NAA can attend the CAIl courses, and the
education received at CAl is different from that pre-
sented at the NAA Seminars and Convention work-
shops. The seminars and workshops specialize in
auction procedures and methods. The CAIl offers
courses which are designed to broaden the partici-
pating auctioneer’s understanding of areas of major
concern in the auction business — finance, account-
ing, law, marketing, personal development, leader-
ship using management fundamentals, etc.

If you are eligible (have served as an auction-
eer for two or more years), and believe as | do that
continuing, specialized education is important to the
success of your auction business, apply for the CAl
Course | now!

National Auctioneers Week will be observed by
many State Associations next month. THE AUCTION-
EER magazine has included articles which give
you information on how to participate in this import-
ant promotional program. Recognize the value of
your profession — the auction method of selling real
and personal property — in your advertisements
during National Auctioneers Week and throughout
the year! Your National and State Association em-
blems identify you as an auctioneer who joined in
association with others of the same profession, to
promote to the public that auctioneers do have a
better method of selling.

The next issue of THE AUCTIONEER magazine
will begin our 1981 NAA Las Vegas Convention regis-
tration. Definitely register early for the convention
which is important to the growth of our Association

Continued page 6
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and profession. At the convention we will again
elect those NAA members who will serve as officers

Press-on letters and directors. The Nominating Committee will be
requesting resumes on candidates who are willing
aré Nnow 0bSO|ete to serve for a three-year term — or more if they are

elected in the future as officers — and conduct the
business of our organization as the choice of the
g membership.

o | will conclude this report with a request to the

% # W membership. The NAA publishes monthly the maga-
<& zine, which includes articles submitted by the mem-
bership, and the success of our magazine depends

on you, the member.

Nowallng o processing. packedtapeis | ., Jell us how you conduct your auctions! Your
KroyType lettering is ready for use Incredibly easy to position. And i ideas are 'mportant to the auction profession and to
by simply removing the firm backing.  reposition. Sticks to any surface. the good auction image we are trying to create with
the public. You are the “Star” of the organization
and without your help — performance — we cannot
be successful. If you have anything of educational
value — procedures and methods, which you believe
are sound, and a complement to the auction profes-
sion — describe them in an article for THE AUC-
TIONEER magazine. The editorial staff of THE AUC-
TIONEER needs your help to continue publishing a
magazine that is for all NAA members throughout
the nation.

Need License
Law Information?

Five times faster than press-on letters. Save

time. Save money. Makes press-on letters ob- If you need information about states which
solete. For more information for the machine have auctioneer license laws, write NALLOA.
itself, CALL.: Any and all correspondence with the National
Auctioneer License Laws Official Association
L. P. “Pat” Foster & Son should be sent to the address below.
_Professional Auctioneers For a complete update of license law in-
1696 Ridge Road, lowa City, |IA 52240 formation, consult the ‘“License Law Update”
Ph. (319) 338-5833 on page 6 of the January, 1981 AUCTIONEER.
For complete information, fill out and send this NALLOA
coupon to the KROY dealer named above: P.O. Box 30042
Lincoln, Nebraska 68510
Name - - SECRCIRES S S Advertisement
| _
Company
Title —_—
AUCTIONEERS
Harness Leather Belts, Less Buckle ... .. .. = $12.00
Address. (black or brown) Very Heavy.
8 Track Leroy Van Dyke Auctioneer Song Tapes ... $ 7.50
. | LP records ............ $ 8.50
City State _ — Zip Hardwood Gavels ... . . . $ 8.50
CAMPBELL AUCTION SERVICE
PHONE Area ( ) B ] 57105 C. R. 21, Goshen, I.ndiana 46526
Check or M/O — Canadian add $2.50

6 THE AUCTIONEER




Mid NAA Year Board of Directors Meeting Held in Atlanta

A two-day meeting of the NAA board of direc-

tors was held at the Hilton Hotel in Atlanta, preced-
iIng the 1981 NAA Real Estate at Auction Seminar.

The meeting began on Saturday, January 24 and

ended at 7:00 p.m. on Sunday, January 25. All mem-
bers of the board were present.

Action by the Board on items, which are im-

portant to the general membership, included:

Heard a mid-NAA year financial report by Treas-
urer Dean Fleming, which reflected that the fi-
nancial status of the organization is sound for the
first six months of the year;

Decided that the topic for the January 25-26-27,
1982 NAA Seminar, to be held at the Holiday Inn
Central, Tampa, Florida, will be Real Estate at Auc-
tion; that the topic for the February 16-17-18, 1982
NAA Seminar, to be held at the Marriott Hotel in
San Antonio, Texas, will be Business Liquidations,
Heavy Equipment, Farm Machinery and Livestock.
Accepted the recommendation that the NAA pro-
mote the use of NAA members to serve as speak-
ers at the Farmers Home Administration programs
on national and local levels.

Recommended that the NAA Nominating Commit-
tee take into consideration the geographical repre-
sentation when considering nominations for the
offices on the NAA board of directors.

Decided that the board of directors go on record
and write a letter to both State Associations’ presi-
dents (California Auctioneers Association and
Southern California Auctioneers Association); to
the California State Department of Justice; to the
California State Board of Equalization; and to the
Governor of the State of California that the Na-
tional Auctioneers Association take violent excep-
tion to the fact the auctioneers are included with
pawn brokers and second hand merchandise deal-
ers in a law which will seriously restrict the auc-
tion business in the State of California.

State as record that the National Auctioneers As-
sociation is opposed to House Bill 5460, which is
the bill in Congress which, if passed, will affect the
auctioneers’ independent contractor status in re-
gards to IRS taxation; further recommended that
each NAA member write his or her Congressman,
Individually opposing the Bill.

Agreed on the Biographical Data Form, which is
to be submitted to the NAA membership to obtain
membership data to be recorded on each mem-
ber’s file on the NAA computer.

Decided that the ongoing educational programs be
continued in THE AUCTIONEER magazine as aids
to maintain the membership growth; and that a
request be made to the State Associations’ offi-
cers to assist the NAA in obtaining qualified new
members.

Decided that all displayers of merchandise or
services at the NAA Convention be members of
the National Auctioneers Association or advertisers
in THE AUCTIONEER magazine.

Approved the recommendation that the cost of
displaying merchandise or products at the NAA
Convention be increased from $75 to $200 per dis-
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play.

Approved a policy whereby a definite statement
on registration cancellations be established for
NAA Conventions as follows: a. That all cancella-
tions must be in writing unless due to emergency
situations and registrant cannot attend or have
time to write; then the registrant must call the NAA
office or have the situation reviewed at the next
meeting of the convention committee; b. Cancel-
lations must be announced in advance of the con-
vention; also cancellations in writing must be re-
ceived in the NAA office on or before the Friday
before the NAA Convention week to allow NAA
office personnel to revise food functions, guaran-
tees, etc.; c. The cancellation clause will be pub-
lished on the Convention Registration form in THE
AUCTIONEER magazine and in other Convention
promotional articles.

Approved the program and budget for the 1981
NAA Convention is Las Vegas.

Approved the recommendations of the Headquart-
ers Relocation Committee to purchase land at the
location specified on which to build the future
headquarters office of the NAA.

Approved the presdent’s appointments of the addi-
tional committees’ members to proceed with the
Headquarters Relocation Committee plans for fi-

Continued page 8

International Socie_tyof Appraisers

An Association of Personal Property Appraisersrm

CHICAGO o NEW YORK e CANADA e ENGLAND e FRANCE e ITALY e ISRAEL e JAPAN

This emblem is rapidly becoming recognized
as the hallmark of the professional personal
property appraiser. ISA is a prestigious Inter-
national organization of over500 highly qualified
appraisers who share a commitment

to professionalism.

We believe in sharing our ideas and ideals, and
we extend an invitation to auctioneers who

are presently doing appraisals of personal
property to network with us.

If you would like to expand your professionalism
and increase your profits, we’'d like to hear
from you.

Diana V. Hickman
Vice-President

Maurice E. Fry
President

INTERNATIONAL SOCIETY OF APPRAISERS

724 W. WASHINGTON BLVD. CHICAGO, ILLINOIS 60606 (312) 454-1176




nancing and building the future NAA headquarters
office.

Decided to revise the policy of offering youths 12
years of age and younger free registrations to the
NAA Conventions to a new policy, whereby youths
of 12 years or younger now will be charged at a
rate of one-half of the adult registration fee (to
cover a portion of the Convention food costs).
Revised the policy in regards registrations to the
NAA Seminars whereby in the future, spouses’ fees,
when attending with the NAA member, will remain
at half fee cost; but that associates of NAA mem-
bers be charged the full registration fee and that
before associates of NAA members are eligible to
attend NAA Seminars, they must accompany the
NAA member.

Increased the rates of advertising in THE AUC-
TIONEER magazine in the amount of 25% (across
the board increase).

Accepted an Advertising Contract Form and Credit
Information Form, which must be completed by
all new advertisers in THE AUCTIONEER magazine.
Approved the intent of the NAA Membership pam-
phlet, which will be sold and distributed to the
membership with personal references, and allowed
the NAA office personnel the opportunity to pre-
pare and write copy for the pamphlet.

Approved President Moody’s appointment of Joe
E. Small and Russ Kiko to the Archives, Gifts &
Bequests Committee.

Allocated to the Archives, Gifts & Bequests Com-
mittee the amount of $2,000 to be used for com-

mittee travel purposes during the remaining six
months of the 1980-81 NAA year for exploration of
other archives facilities.

* Accepted a recommendation whereby the board
of directors establish a criteria which the board
of directors of the NAA can use to determine the
auction schools’ effectiveness in regards to the
information taught at the schools and if the criteria
is not met, the NAA will not recognize those auc-
tion schools in THE AUCTIONEER magazine or iIn
any other manner.

* Approved President Moody’s appointment of Dean
Parker as chairman of the committee to establish
the criteria on Auction Schools; and further, that
Chairman Parker is to appoint the members of the
committee.

National Economic Forecast For 1981

— Gross National Product will increase 1 percent
In real terms.

— Inflation, as measured by the Consumer Price In-
dex, will average 11 percent.

— Unemployment rate will average 8 percent.
— Prime interest rate will average 13 percent.

University of Nebraska-Lincoln
Bureau of Business Research

NOW YOU CAN REACH OVER 190,000 METALWORKING MACHINERY PLANTS

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

Looking for a geographic list? We have it. Need a
list of large metalworking plants? Small metal-
working plants? We have them, too. How about a
list specifying machinery or equipment in use or
IMN Can Also Handle Your Printing Work
From Concept To Finished Product.

Call, Write or Wire For More Information Today!

e i||iisl“l:g @C)

one with S.I.C. numbers? You name it, we have it.

SELL-ective mailing lists have hundreds of satis-

fied users—including names such as Dunn &
Bradstreet, Thomas Register, McGraw-Hill, the
U.S. Government, Norman Levy Co., Wershow-
Ash-Lewis, Stephen L. Winternitz, Inc., Ron Tim-
mons & Co., Roland Grenier & Co., etc.

INDUSTRIAL MACHINERY |
NEWS CORP.

29516 Southfield Rd. e C.S.#5002 e Southfield, M| 48037
Phone: (313) 557-0100 Telex: 231237

s

THE AUCTIONEER



Headquarters Relocation
Committee Report

By Martin E. Higgenbotham, CAI
NAA Director
Lakeland, Florida

This Headquarters Relocation Committee is
composed of the following:

CHAIRMAN: Marty Higgenbotham
MEMBERS: Terry Dunning

Archie Moody

Howard Buckles

Harvey Lambright

Dean Fleming

Chuck Cumberlin

Harvey McCray (ex-officio)

As | promised at the National Convention, |
would make update reports to the membership
through the magazine, to let you know what the re-
location committee has done.

Upon returning home from Nashville, we went
back to Kansas City and inspected some 65 possible
sites for our office. Needless to say, this was a
long, tedious task. Out of 65, we narrowed it down
to 9.

Then on January 19, we went back to try to make
a final selection. At this meeting a full committee was
on hand. After spending two more days in Kansas
City, | am delighted to say that the committee
unanimously agreed on a tract of land located at
the corner of Balentine and Reeder on 87th Street
in Johnson County, Kansas. It is located immediately
adjacent to an existing Ramada Inn which | might
add sits right on top of a knoll that can be seen for
miles around.

The site has excellent exposure and easy access
from all directions. We were able to secure a very
favorable option contract on the property. With con-
tract, drawings, maps, and pictures in hand, we made
a full report to the mid-Winter Board Meeting in At-
lanta. And, | am delighted to say that the Board of
Directors has approved the option contract and the
selection of the site, and has allowed us to continue
on to the next phase, which will be that of securing
an artist rendering of a possible structure as well as
obtaining some art figures for the construction there-
of. Due to the tremendous amount of work involved
in this total project, | have asked for and received
from the President, additional appointments to this
Committee This committee will then be assigned
specific duties so that a complete and accurate re-
port can be ready for the July Convention. Another
very important part of the committee’s function, of
course, will be that of fund raising, and that will in-
volve everything from making preparations to seeing
to it that all donations are tax deductible, to finaliz-
ing an equitable donation structure that would be
fair for our total membership.

| want to take this opportunity to thank all of
you who have called and written concerning your
support to this project. If you have any ideas or
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thoughts concerning this project that you would like
to share with the committee, please don’t hesitate to
give me a call or drop me a letter immediately.

After hearing the pledge of support around the
country, | am convinced that we will be able to come
away from the Las Vegas convention with enough
money and pledges to build this new home.

As soon as the program for the fund raising is
finalized, | will have it published in THE AUCTION-
EER to keep you all up to date with the proceedings.

Again, thanks for your loyal support and if |
don’t see you individually before hand, we will see
you all in Las Vegas.

s

THE PROFESSIONAL AUCTIONEER

AND WHAT HE NEEDS TO KNOW

By RUSSELL KRUSE

A book every auctioneer should have in his pos-
sesson. 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 13. Land description and
code and auctioneer surveys
s 14. Working together
6. Reserve bidding 15. Definition of 276 terms

and words every auc-
tioneer should know or
have available

7. Advertising
| 8. Ringman
Price of book $10.00 (Volume discount available). Being used by several states

— auctioneer associations and auction schools. WRITE: Kruse Office: 305
South Union Street, Auburn, Indiana 46706. ATTENTION — Russell Kruse

ALSO
AUCTIONEER TRAINING
AT
KRUSE AUCTION INSTITUTE
AUBURN, INDIANA

Number #1: Three Week Course starting in February, June
and October. Personalized training with actual book study
and written tests. Be sure to inquire. ($300 fee)

Number #2: Consulting For Auctioneers already in the
business who are not satisfied with their present progress.
(Fee on request)

Number #3: Special One Day Course including Kruse
Book, three hour written test, bid calling, contracts and
sale summary. Excellent for state exam preparation. ($75
fee)

Contact Russell Kruse, Kruse Office Building, Auburn, IN
46706.




'DEALER'S AUCTION

Every 2nd & 4th Thursday of each month
11:00 a.m. C.S.T.

Midway between Guin and Winfield, Ala.
Hwy. 78 in Gu-Win, Ala.
for information
call 205-468-3556 or -2705

Phone:
205-468-3556
205-468-2705

e e =

ALL DEALERS WELCOME

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

NO JUNK

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

Auctioneer:
Col. Ray Webster
Ala. Lic. #174
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The Legal Aspects

Of Auctions . . .

Coping With Bad Checks —
Discussion Necessary

Talk is not cheap, it can be valuable; especially
when the topic is coping with bad checks, bad money
in general. Who should be discussing your check
cashing procedures? For starters, you and your
attorney; plus your bank and your local police de-
partment should be readily available for discussing
bad check safeguards. There is one other source
for bad check information — your fellow NAA mem-
bers.

Whenever NAA auctioneers gather, “‘shop talk”
is a popular means of getting to know each other.
The way one auctioneer does something at one
end of the country might work for auctioneers in
other parts of the nation. It's the same with bad
check procedures. Each auctioneer has his or her
own method for coping with bad checks; and many
NAA members are using the checking information
found in the October 1979 and February 1980 AUC-
TIONEER magazines.

To encourage discussion of protection against
bad checks, THE AUCTIONEER takes a closer look
at four procedures now being used by some auc-
tioneers.

Your best advice, of course, is to discuss any
check protection measures with your attorney, your
banker and your local police department. To pre-
pare this article, those above listed sources were
contacted by THE AUCTIONEER.

Holding Auction Item Until
Buyer’s Check Clears

It's not a new procedure, large auction galleries
and auto auction firms have been using this measure
for years. You may encounter it yourself when you
purchase a car from a dealer who will not give you
the title until your check clears the bank. One deal-
er contacted by the AUCTIONEER does not permit
the customer to leave with the car. If it's a local
bank, while you’re in signing the papers, this dealer
sends one of his employees to immediately cash the
check at your bank. The money’s good, and you
get your car.

The banks will not have any problem with you
holding items until a buyer’s check clears for pay-
ment. However, from a legal standpoint, make sure
that your customers know that you’ll hold their pur-
chases until their checks clear. The holding pro-
cedure should be clear in your auction advertising,
and well defined in your opening remarks before the
auction begins.
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The decision you have to make concerns buyers
and checks from far away places.

A check drawn on a local bank will only take a
few hours or a few days to clear. You have your
money, and you present your buyer with the pur-
chase. However, if the buyer is from a different
federal reserve district, meaning that the check will
be sent to a different central clearing bank, it may be
2-3 weeks before the check can clear. Verify this
information with your banker, but you might be hold-
ing an item for weeks while you wait for your money.

Your Buyer Makes The Check Out To “Cash”

The procedure here is to require a buyer 1o
make the payment check out to ‘‘cash’ rather than to
you or your auction business. The idea is to pre-
vent the buyer from stopping payment on the check;
something they’re not supposed to be able to do if
the check is made out to cash. You, in turn, stamp
the check “FDQ’, meaning ‘‘for deposit only’’; and
immediately cash the check.

Your best verification of this procedure is your
state’s Uniform Commercial Code. The UCC has not
been adopted by all states, and even differs slightly
between states where it is enforced. The point is, in
all likelihood under the UCC, a buyer can stop pay-
ment on any check written either to ““cash’ or to your
auction business. ‘“‘For deposit only” on the back of
the check is basically sound, but it may not have any-
thing to do with recovering your money. If your state
has not adopted the Uniform Commercial Code, then
other regulations will apply. Check with your attor-
ney.

But whatever the regulations, stop payment auto-

Continued page 12
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college of auctioneering
1948-1981 — 33 Years

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

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

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

1]/ estern

college of auctioneering

Box 1458, Billings, MT 59103 Phone: 406 252-2565
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matically reverts the collection of the money back
to a civil action. You will be taking your buyer to
court to recover your money after a stop payment
of the check.

Second Time Through, “For Collection”

If you'’ve ever had a returned check marked
“Insufficient funds’, then you’re familiar with the
procedure. What some business people learn the
hard way is that the third time a check comes back,
It is their responsibility to collect it. Therefore, when
you send a check back for the second time to the
paying bank, have it entered as ‘for collection”.
You don’t have to be handling it yourself, your own
bank is the best “go-between’” for the recovery of
the funds.

In other words, don’t mail the bad check to the
paying bank. If the check is lost, you have no record
of the transaction. Give the bad check to your bank
and have it enter the check for collection. That way,
the depositing bank — your bank — has a record of
sending it to the paying bank. Both banks will wait
until the money comes in for your check. However,
the money may not be there when your check
arrives at the paying bank.

You might try calling the paying bank and ask-
ing the bookkeeping department, “if | submit a check
for $ on the account # , will the
check clear?” Other insufficient fund checks from
the same account may also be waiting for payment.

ﬂﬂ-

é NEW
MICHIGAN YORK

PENNSYLVANIA

VIRGINIA
. ;-m

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

FOR A CROWD OF GOOD BUYERS

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

“ we're that sure!
o \2 _a® P - ~ P~
12

For That Antique, Estate ¢
or Collector’s Auction

Be Sure to Use

U=STATE

For that matter, the bank itself may be waiting.

A check marked ‘“‘uncollected funds” means
that the paying bank has put a hold on check pay-
ments from the bad account. Just like you, the bank
is waiting for checks deposited to the bad account
to clear, so that there will be ““good money” in the
account to pay the outstanding bad checks. When
you receive an uncollected funds check, call and
ask the bank when would be the best time to resub-
mit your bad check for payment.

Paying Consignor When
Buyer’'s Check Clears

It is your responsibility to sell a consignor’s
auction items, and it may be your responsibility to
come up with the money immediately after the sale.
Take another look at your consignment contract,
keeping in mind the possibility of waiting to pay the
consignor until the buyer’s check clears for payment.

After the consignor’s item is sold, is it clearly
stated in your consignment contract that you have
the privilege to wait and pay the consignor, only
after the buyer's check has cleared? If your con-
signment contract does not state that you have that
privilege, then you may have a consignor demand-
ing his or her money immediately after the sale. Of
course, you’ll be deeper in trouble if you pay the
consignor the selling price, then discover that the
buyer’s check is insufficient.

Depending upon how your consignment con-
tract is presently written, you may be legally bound

e

The Weekly

TRADER

CALL TOLL FREE

Indiana only 1-800-382-1050; Outside Indiana (Ill., Ky., Ohio, So. Mich.) é
1-800-428-4156; Greenfield & Indianapolis 317-462-7819; Knightstown area
317-345-5133. (All other states call collect).

TOLL FREE HOURS: 7 am-5 pm Mon. thru Fri. and Sat. 8 am-12 noon. (Evenings p)
after 5 p.m., and Sat. afternoons and Sundays by chance.)

Reasonable rates.
Normal Ad Deadline: Every Wednesday, Re-
served & Penalty - Rate Ads taken to 8:30 a.m.
Friday. ‘
Delivered every Monday in primary states. .

Free Samples Sent to Auctioneers on Request 4
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to pay the consignor because you did sell the auc-
tion item. If you can withhold consignor payment
until the buyer’s money is good, and hold the auction
item until the buyer's check clears, then you may
have an effective protection against a bad check.

Of course, you should have a back-up procedure
in the case that you’re holding payment to the con-
signor, the buyer’'s check does not clear, and you,
indeed did, sell the consignor’s item at auction.

If you’re contemplating any bad check strategy
that involves holding consignor payment, or holding
auction items until the buyer check clears, then you
and your attorney need to examine your present con-
tracts and procedures.

Take Note — Bad Check Schemes

In preparation of this AUCTIONEER article the
police bad check source provided these two “‘bad
money’’ schemes currently being used.

Use caution with “courtesy checks’” — The free
blank checks that a bank gives to a new customer
are being made to look like checks from a long
standing account. The number of the check and the
address information may be typed in, that’'s one
signal. Another cue is the check writer trying to
cover up the asterick above the signature line. That
asterisk is your signal that the check is a courtesy
check from a very recently opened account.

Counterfeit traveler’s checks — Check with your
own police department, but counterfeit traveler’s
checks from a New York bank are being circulated
around the country. They were printed in Argentina.

You can try it yourself to verify that an American
Express Traveler’'s checque is authentic. Turn the
check over, moisten your finger or thumb and rub
the left seal on the back . The ink will smudge a little
when you rub the left seal, but will not smudge when
you rub the right seal.

Gary Carmichael
Director of Association Services

NAA Schedule of Events 1981

March 29-April 4, 1981 — Certified Auctioneers Institute
(CAl), Indiana University, Bloomington, Indiana.

April 5-11, 1981 — National Auctioneers Week.

July 29-August 1, 1981 — NAA Annual Convention, Las
Vegas Hilton Hotel, Las Vegas, Nevada.

1981 INDIVIDUALS’ FILLED-IN TAX RETURN
FORMS — Shows correct step-by-step preparation
of the new tax return forms for reporting 1980 income
for individuals. Includes worksheets, checklists of
deductible and nondeductible items. About 136
pages, topical index. Prices: 1-4 copies, $3 ea.; 5-9,
$2.70 ea.; 10-24, $2.40 ea.; 25-49, $2 ea. (Est. Pub.
December 1980)
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PULSTAR
132-A

We are a factory distributor for the Pulstar
132-A. This is a good quality, light weight sys-
tem that’s ideal for general auctioneering. This
unit is American made and has a five year war-
ranty to the original purchaser, by the factory,
other than normal battery replacement. This

unit was designed for auctioneers as a voice
saver.

This unit is small, loud and tough. It
operates indoors or out and may be powered
by 6 “D” cell flashlight batteries (included) or
an AC adapter which is provided along with the
battery charger. The unit weighs 9 Ibs. and de-
livers quality sound.

Included with unit is a hand held mike,
shoulder strap, AC adapter, batteries, and a
neck strap with mike holder.

_Auctioneers sound much better, more pro-
fessional and save their voice when using a

public address system. Order your unit today.
List: $159.00.

AUCTIONEERS COST: $125.00

“AMERICA’S GREATEST VALUE”
PULSTAR 132-A
Designed for Auctioneers

cﬁuerzdenlml[ School of ﬂuctionee’zing

P.O. BOX 7344
HIGH POINT, NORTH CAROLINA 27264

PHONE (919) 887-1165
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Antiques ® Antiques ® Antiques @ Antiques @ FOR SALE!

CONTAINER BUYERS ANTIQUES BONANZA

Beat Inflation @ Buy Direct From England

Every item shipped is ready for immediate sale upon delivery in US.A. WE DO NOT SHIP UN-
SALEABLE OR BROKEN ITEMS. Satisfaction Guaranteed.

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

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

per load.

Windsor Chairs
Draw Leaf Tables
Cast lron Items
Pianos

Hall Trees
Washstands
Fireplaces
Barometers
Bureaus

Pottery

Wall Clocks
Prints

Carnival Glass
Candlesticks
Captain’s Chairs
Bookcases

Pub Furniture
Wardrobes
Bronze Figures
Chest of Drawers
Card Tables

(]

Biscuit Barrels
Dressing Tables
Inlaid Furniture
Spelter Figures
Dinner Wagons
Piano Stools
Swords
Chiffoniers

Oak Furniture
Corner Cabinets
Silverplate
Grandfather Clocks
Primitive Furniture
Sea Chests
Tapestries
Highboys

Oriental Items
Music Boxes
Carvings
Architecture

Roll Top Desks
Organs

Parlor Sets
China Cabinets
Gateleg Tables
Etageres
Bamboo Furniture
Towel Racks
Marble Clocks
Hat Racks
Paintings

Royal Doulton
Fern Stands
Mirrors
Carriage Clocks
Curio Cabinet
Player Pianos
Sideboards
Secretaries
Rocking Chairs

Bowl & Pitchers
Wicker Furniture
Smoker’'s Stands
Carriages
Bentwood Chairs
Flow Blue
Minton China
Bureau Bookcases
Buffets

Queen Anne Chairs
Leaded Glass
Pine Furniture
Bedroom Suites
Coal Scuttles
Paintings

Sets of Chairs
Brassware
Mantel Clocks
Cut Glass
Wedgwood
Spode

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

L]

Please return this
section showing
your selections
that you would
PREFER

in your antiques
shipment

Mark X

in box by

each 1 ITEM

w Economy graded shipment $9,000: Better economy grade $12,000
% Auctioneers Wholesale Graded Shipment $15,000
w Fine Quality Graded Shipment $20,000

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

LESLIE SWAINBANK ANTIQUES LTD.

Worldwide Antique Exporters

Lowest
Possible
Prices?

L36 9TD, Lancashire, England

Telephone 051 489 1142: Telex No 629897

Head Office 34 Church Road, Roby, Nr. Liverpool

Oak [tems
Our
Speciality!
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Atlanta Seminar
Well Attended

The nearly 200 registrants at the January NAA
Real Estate-at-Auction Seminar in Atlanta, Georgia,
attended the year's first educational event with
common purpose. They came to learn, and return
home with ideas to use in their own real estate mar-
kets. And that’s exactly what happened. Critique
sheets of the sessions, reflected a positive attitude
toward the Atlanta Seminar, and NAA educational
programs in general.

NAA president-elect, Howard Buckles, served
as seminar chairman during the three days of two
hour instructional periods. Each session was well
attended, especially the evening classes on Monday
and Tuesday. It can be safely said that hundreds of
pages of notes were taken, tens of hours of tapes
recorded, and many questions answered.

Interviews with the Atlanta Real Estate instruc-
tors are in this AUCTIONEER’s Real Estate at Auc-
tion column, page 38.

One quote in particular summarizes the contri-
bution that professional education makes to a suc-
cessful auction business. When asked what single
factor contributed to his personal success, seminar
instructor and immediate past president, Chuck Cum-
berlin, answered, "l think training — being CAI, a
number of real estate classes, credited farm and
land member designation, etc. | am attaining all the
education | can in the field.

“Then secondly maturity, myself getting ten
years older while | am getting this training experi-
ence. People now believe me who wouldn’t believe
me when | was ten years younger, having the same
knowledge you might say. It is building a reputation,
and it takes a period of time to build that reputation.
Education is the number one thing, and then you
have to put it to use.”

Of significant importance was the NAA enthus-
lasm shown by the seminar registrants. At the semi-
nar “Fun Auction”’, $332 was raised in the sale of
NAA Dbelt buckles and pad holders. The money re-
ceived will be deposited in the NAA general fund.
Also, 200 ““Invitation to Join’’ kits were taken home
and put to work recruiting new NAA members.

Facilities at the Atlanta Hilton Hotel were con-
ducive to the seminar instruction. The hotel will be
the site of the NAA annual convention in 1982.

You may have to sell one at auction someday.
A 360-pound aluminum field-crop tractor called “The
Turtle” allows the operator to comfortably lie down
and use both hands for selective picking of low lying
fruits or vegetables, while operating and guiding the
tractor by means of foot pedals. Planting, pruning,

thinning or spraying can be done in the same selec-
tive manner.

FARM AND DAIRY
March, 1981

ATLANTA SEMINAR REGISTRANTS fill meeting room
at the 1981 Real Estate-at-Auction Seminar, held at
the Atlanta Hilton Hotel.

NAA OFFICERS AND DIRECTORS assemble for a
group photo at the Real Estate Seminar, Atlanta Hil-
ton Hotel. From bottom to top step, and from back
to front: director Joe Small, president Archie Moog!y,
director Marty Higgenbotham. Second step: vice
president Rex Newcom, director Chuck Cumberl'm,
director Harvey Lambright. Third step: executive
vice president Harvey McCray, director Hugh Miller,
director Sammy Ford. Fourth step: director Haskel
Ayers, director Robert Musser, director I\{orman Ald-
inger. Fifth Step: director Dean Parker, director John
Horton, president-elect Howard Buckles. Sixth step:
director James Heike, treasurer Dean Fleming. Top
step: director H. Layton Laws, director Frank Bass,
and director Richard Kiko.

In October 1980, poster history was made when
New York’s Phillips Auctioneers set record prices
for color pictorial posters by Jules Cheret (1836-
1932). The 1893 poster of a dancer set the record at
$6,200, surpassing its estimate of $3,000/$4,000.
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" APPRAISAL GUIDES |

“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,
etc.

RED BOOK OFFICIAL USED CAR VALUATIONS ... $27.00
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 symbols, front end views, vehicle
number, etc. (Mr. Auctioneer: worth the price for you
personally to trade automobiles with!)

NATIONAL FARM TRACTOR & IMPLEMENT

BLUE BOOK .o $35.00
Valuations, Nebraska tests, major accessories
— past 10 years. Published yearly.

BLUE BOOK OFFICIAL USED TRUCK
YALUATIONS ..o aaumensnummmmmmenmpssm $56.00
Now issued 4 times yearly — Jan. 1, Apr 1,
July 1, and Oct. 1. Lists all trucks for past 7 years
. Gives values of trucks and major optional equip-

ment. Only truck valuation publication issued quarterly.

OUTBOARD MOTOR GUIDE . o EE——— N L
Over 35 major manufacturers of outboard boat motors

OUTBOARD BOAT GUIDE .o ee e e e e e e e $ 6.95
More than 185 manufacturers, 15,000 models listed

INBOARD & OUTDRIVE BOAT GUIDE — VOL. | A-M ... $ 6.95

INEOARD BOAT GUIDE TR, ) . " |
Does not include | O or stern drwe boats

BOAT TRAILER GUIDE ... oo eecauassnstannsnmssnsannasesssanssasnnsinnmas $ 6.95
Over 5,000 different trailers listed

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

TRLICK. CAMPER GLHDE: oo nmmsumemm s s $ 6.95
Over 177 manufacturers listed

NMEOTOR HOME GUIBE _.. o sesrmsa cessepeiusn e $ 6.95
More than 167 different manufacturers shown

LR A R e oo T e $ 6.95
Over 116 different manufacturers listed

PONTOON HOUSEBOAT GUIBDE -.ovnmmnmnnunsmnmssnsanasizass $ 6.95
Now shows over 80 different manufacturers

CHAIN SAW GUIDE ... ee e e e mmeemneameees $ 6.95
More than 900 different models listed

SNOWMOBILE & ATV GUIDE e $ 6.95
There are over 200 different manufacturers listed

MOTOREYCLE & MINEBIKE GUIDE ..oovvssunmsmmnnmssmenmsn $ 6.95
Over 120 different listings — plus trailers

LAWN EOUIPNMENT GHIDE . .. . . oo coanieumnnrmimnse $ 6.95
Includes walking and riding mowers, snow blowers, etc.

COMPACT TRACTOR GUIDE ..o $ 6.95
All the major manufacturers are listed in this book

MOBILE HOME BLUE BOOK oo $10.00
January or June edition (Whichever is most current)

RECREATIONAL VEHICLE BLUE BOOK. o cooconimnnmsmassnmamssssons $10.00

April or October edition (Whichever is most current)

Bus Retmier, CAl, is a 1951 graduate of the Reppert School of Auctioneering
and has successfully completed CAl (Certified Auctioneers Institute). He
has sold the above appraisal books to the auction profession for the past 40

years on a moneyback guarantee. —\ \\\

BUS RETMIER'S | B N

VALUATION GUIDE SERVICE

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

Please enclose $1.75 handling and mailing charge per order. All books
shipped UPS except used car, farm tractor, and used truck books which
are mailed.

Dear Bus: Please send the items circled above. | am enclosing the amount

of $ =

Name

Address

City. State . 74 | o
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Next Month:

The theme for National Auctioneers Week 1981
— “YOUR Week can be very good for business’ —
summarizes a nationwide promotion for your bene-
fit. Your buying/selling public will respond favor-
ably to increased exposure of your auction services.
Your buying/selling public are literally ‘“‘in the mar-
ket for auction promotion. And what can bring it
all together for you this auction season? Promotion
of National Auctioneers Week, April 5-11.

The January AUCTIONEER magazine gave you
the promotional ideas to help organize your publicity
“‘game plan’ during The Week. Continued in the
February AUCTIONEER, ideas developed into the
basic necessities of ‘‘getting the word out” during
National Auctioneer Week — radio commercials,
news release, television appearances, and the gov-
ernment officials’ proclamation of The Week. Now,
consider a few promotional ideas that mean targeted
exposure of your auction business.

¢* Each auction crowd that you assemble dur-
iIng The Week should get the message loud and
clear, “I’'m an NAA member, and I’'m honoring Na-
tional Auctioneers Week.” How the auction crowd
gets the word is important to the promotion: have a
National Auctioneers Week sign at each auction be-
fore and during The Week, April 5-11; print informa-
tion about The Week on bidder cards that you’ll use
immediately before and during The Week; make sure
that your preauction announcements include the fact
that you're honoring National Auctioneers Week as
an NAA member auctioneer.

* Decide exactly what special group in your
area needs to hear the auction success story. After
you decide ‘“‘who,” decide ‘“how” you’ll communicate
with your target group — personal invitation to pro-
motional luncheon, direct mail campaign, media ad-
vertising, promotional letter, etc. After your National
Auctioneers Week promotion, look at the results —
more exposure, more inquiries, more business.

°* You may be missing out on the biggest and
boldest advertising promotion — the American bill-
board. For more detailed information, consult the
October and November 1980 issues of THE AUC-
TIONEER. However, the fact still remains that Na-
tional Auctioneers Week is an excellent reason to get

Auction Supplies

Paddle Cards e
Clerk Sheets o

Item Receipt System @
Direction Signs

Write for Samples and prices

SMART ART PAPER PRODUCTS
501 Penna. Ave.

Downingtown, PA 19335

—w— | |
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into billboard advertising. Make sure your auction
service and NAA affiliation are prominent in the bill-
board display.

* Lastly, if it’'s not on your 1981 giveaway busi-
ness calendar perhaps it should have been — Nation-
al Auctioneers Week clearly shown for the week of
April 5-11.

Your Association, Your
National Auctioneers Week

Through the NAA office, the National Auction-
eers Association will conduct the nationwide cam-
paign to promote National Auctioneers Week, 1981.
In the weeks before April 5-11, the NAA will issue
hundreds of news releases to business and industry
publications, all newspaper syndicates, and promi-
nent broadcast media. The major TV networks will
be contacted for personal appearance by NAA offi-
cers. And, all news media near the homes of the
NAA officers will be notified for officer interviews.

Remember, you are an intregal part of a nation-
wide promotion of your profession, your association,

How will you honor
National Auctioneers Week, 1981?

your auction service to the public. National Auction-
eers Week is definitely an opportunity that knocks
once a year.

YOUR Week, April 5-11 can be one of your most
effective means of informing the public and busi-
ness community about the auction method and your
NAA membership. It's an excellent opportunity that
needs to be taken full advantage of, to make Na-
tional Auctioneers Week very good for business.

* Don’t forget to: send a postcard to your state
association president, ask how the state association
will honor The Week; give an NAA application, or
(better yet) an NAA “Invitation to Join™ kit to an auc-
tioneer who is not an NAA member.

Last January, a New Jersey haberdasher had an
interesting window display — a collection of neck-
ties purchased by wives the week before Christmas,
and returned for credit the week after by their hus-

bands.

Contact civic and state government officials
well in advance to arrange a proclamation of Na-
tional Auctioneers Week in your state or area. Below
is a draft of the final proclamation which may event-
ually be prepared for you by the signer’s office.

State and
Local Officials
Proclamation

NATIONAL AUCTIONEERS WEEK
April 5-11, 1981

Auctions of real and personal property have always been an influential part of marketing
in the United States of America, and in many countries throughout the world.

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

Therefore, as (name of State Governor, Mayor, City Manager, Selectman, City or County
Commissioner, etc.) | hereby proclaim the week of April 5-11, 1981 as National Auctioneers
Week in (name of state, city, town, etc.).

| urge all citizens to recognize and honor the many noteworthy contributions that auc-
tioneers are making to our society and economy.
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(Official
(Signature)

Seal)

March, 1981 17




Auction Business Stationery,
New Category In 1981
Advertising Contest

A total of eight categories is now available to
NAA members entering their auction advertising in
the 1981 NAA Advertising Contest in Las Vegas.
However, to enter Category H, “Auction Business
Stationery’’, you’re sending three ‘‘sets’ of your
stationery to the NAA office.

An entry into Category H must consist of a set
of three items — one piece of your auction business
letterhead, one of your auction business envelopes,
and one of your auction business cards. The letter-
head and the card must both display the NAA em-
blem, or state that the auctioneer is an NAA member.
(The envelope is excluded from the ‘“‘must display
NAA emblem” rule.) To this set of three items —
letterhead, card, envelope — attach the entry form
that must accompany an entry into the contest. Also,
you're sending in two more sets of these three items,
as explained in contest rule #7. The NAA office
must receive 3 full sets of your auction business
stationery to complete your entry into Category H.

The rules for the Advertising Contest will be
published in each AUCTIONEER between now and
July, so that everyone will have time to prepare en-
tries for the 1981 Contest. Awards will be presented
at the Awards Festival of the 1981 NAA Convention,

18

When it comes to Midwest auction
advertising, there is no second best.

Last month, over 90% of Auction/Bid
advertising in Chicago newspapers was
In the Chicago Tribune. The Auction Mart
IS the Midwest’'s #1 auction marketplace
because it brings the interested auction-
goers and sellers together in a unique
selling atmosphere.

Friday, July 31.

To enter, photocopy or retype the entry form
(one completed form for each contest entry, three
samples per entry). The completed form will help
the contest judges in identification and evaluation
of your advertising.

Advertising Contest Rules

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

2. Entries must be submitted to the NAA office —
three copies of each entry — by July 1, 1981.

3. Entries must be on the current year sales (July
1, 1980 through June 30, 1981).

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

5. Members of the advertising committee are not
eligible to compete for an Advertising Contest
Award.

6. Previous year winners — those who won an
award in 1980 — are not eligible to compete in

We've got a new Auction Mart brochure with
complete details. For your copy call Barbara
Wentz at (312) 222-4493 or Charles Shanley
at (312) 222-4042, today. Or write them

at 435 N. Michigan/Rm. 915, Chicago,
lllinois 60611.

Chicano Tribune
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the category in which they won in 1980, but they
may enter any of the other categories.

7. Of the three entries submitted for each category,
one copy will be maintained in the NAA office;
one copy will be maintained in the judges’ file;
and the third copy will be displayed for viewing
by the convention registrants after the awards’
recipients are announced.

8. Two first place awards will be presented in each
category; one for one-color ink on paper; and
the second for multi-color ink on paper.

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

10. The categories are as follows:

Commercial and Industrial;

Farm (an operating farm liquidation);

Real Estate;

Antiques;

. "‘Specialty” (cataloged sale);

Consignment Sales with General Household
and Estate Liquidation;

g. Institution (auction firm promotion);

h. Auction Business Stationery (letterhead, plus

envelope, and business card).

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

It is not too early to select your best auction ad-
vertising for the above categories, and submit it to
the NAA office by July 1, 1981. Be sure and have
an entry form completed and attached to the three
examples of each entry. Any questions concerning
advertising rules or contest procedures should also
be directed to the NAA office.

T0Q0 T
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CONTAINER BUYERS

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

.. to your door. $150 to $300 full
price for packing and paperwork
on 20 and 40 ft. containers.
Supplying U.S. and Canadian
. East and West Coast wholesal-
& ers. Write or call collect to Lynn
& e " Walters. Annual volume over

et

----------
...........

.........
.

ONE OF OUR ANTWERP WAREHOUSES
LYNN WALTERS
13011 S.E. 84th Clackamas. Ore. 97015 [503] 654-3000

Prudential Insurance (Newark, New Jersey) is
the world’s largest — with policies totaling $331 bil-
lion in force.
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ENTRY FORM

National Auctioneers Association
1981 Advertising Contest
NAA Annual Convention

Las Vegas, Nevada

Please type or print.

CONTEST CATEGORY

(include letter and name of category)

SUBMITTED BY _

(name of NAA auctioneer advertiser)

STATEMENT OF PURPOSE FOR THE
ADVERTISING

= IS ——

NUMBER PREPARED

NUMBER DISTRIBUTED

HOW DISTRIBUTED?._

BRIEF DESCRIPTION OF SALE

DEADLINE FOR ENTRIES: July 1, 1981

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

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

STAINED GLASS PAINTING, by Isenberg and
Millard, is a most interesting art book. The book
shows how those marvelous church windows were
painted, and how it is done as a modern art form,
alone or integrated with leaded-glass techniques.
Everything is here — glass paint and its character-
istics, painting styles and techniques, materials and
tools, kilns, drafting and drawing, shading and high-
lighting, etc. 16 color illustrations; 186 black and
white: 225 pages, 7x10, paperback, $8.95. Chilton
Book Company, Chilton Way, Radnor, Pennsylvania
19089.
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HAPPY YOUNGSTERS — The Las Vegas Hilton’s
Youth Hotel fills a child’s stay with a variety of
games, projects, plays, and sporting activities.
Available exclusively for children ages 3-18 who are
staying at the Hilton, the Youth Hotel is the only one

of its kind in the world.

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

I creating more ftraffic by accepting
consignments as a result of our
national advertising suits you

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

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

Call John Suarez, Director, ARTauction
associates™ at 404-428-5760 or at our 24hr
message center 800-824-7888 ext. A3207; in
Calif. 800-852-7777: in Hawcaii & Alaska 800-
824-7919; Int'l 1-916-929-9091; Telex: 542198
Cables: Suarez, Atlanta. Member: National
Auctioneers Association.
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Las Vegas Looks Great —
Convention, Area
Mean Family Vacation

By J. M. “Bill” Watson, Secretary
Nevada State Auctioneers Association
Las Vegas, Nevada

It seems only yesterday we were in Nashville
for the 1980 “Grand Ole Convention™, yet it is only
“tomorrow’’ that we will be gathering at the fabulous
Las Vegas Hilton Hotel for the 1981 convention.

As a long time resident of the Las Vegas com-
munity, | would like to discuss the 1981 NAA Con-
vention in terms of what it will mean for hundreds of
NAA members — an excellent family vacation.

Each year the Board of Directors considers
carefully the programs and places for future conven-
tions, and each year the annual convention gets
better and bigger. The Nevada State Auctioneers
Association expects this to be the very biggest and
best NAA convention you will have ever been privi-
leged to attend. Why? Because as always, the NAA
Board will see to it that our speakers and panels will
be the best available. And, the precision with which
the program will flow will be better than ever before
because experience helps make it better each year.

The real reason the 1981 NAA Convention prom-
ises to be the biggest and best is because the meet-
ing site offers so much for the enjoyment of all,
children as well as adults.

First, let’s consider that the entire registration
will be housed in one hotel. All meetings and meals
will be held in the same hotel without having to over-
lap one event into another in the same room. The
Las Vegas Hilton is a very large convention facility
that will make your stay comfortable, and give you
more leisure time to enjoy all that our community
and surrounding area offers. Everyone knows that
Las Vegas has glittering shows and casinos, but there
are many, many more interesting, entertaining and
educational activities available that we hope you
will decide to visit.

Death Valley with all its history and mystery is
only a short 4 hours away. You could pass through
for a visit before or after the convention on your way
to Disneyland. It is only a 6 hour freeway drive from
Las Vegas to Disneyland and many of you will want
to plan your family vacation for this time of year.
What better way to see Disneyland and attend the
1981 NAA Convention.

Closer to our meeting hotel are local tours that
include a tour through Hoover Dam and a boat tour
on Lake Mead. You can also visit the authentic Old
West and ghost towns of “Old Vegas’ or “Old
Nevada’, both rich in history and exhibits of yester-
year.

In a one day tour you can visit the colorful “Val-
ley of Fire” and continue into nearby Utah and to
see both Bryce and Zion Canyons. You would still
have time to stop in St. George, Utah, for a brief
lesson in the history of the Morman settlement of
southern Utah in the late 1800’s. All of this can be
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HOOVER DAM SPECTACULAR — Thirty-five miles
from Las Vegas, Hoover Dam puts on its own show
as water gushes across a 100 yd. canyon. The dam
is the single most popular visitor site in Southern
Nevada.

done in an easy day in your automobile. Of course,
if you fly in, you could rent a local car for the trip
if you decide to take it.

You may think of Las Vegas as dry, hot and
barren, but did you know that in a 30 minute drive
we can be in a pine forest that has trees which could
be cut for lumber? You can come see for yourself.

If you choose not to leave the city of Las Vegas,
we have the Stars Hall of Fame at the Tropicana
Hotel, the Liberace Museum, Southern Nevada
Museum, 11 championship golf courses and many
other interesting places you will discover on your
own.

If you choose not to leave the NAA convention
hotel, you can still enjoy 12 restaurants, one very
large swimming pool, clothing and gift shops, 6 ten-
nis courts, plus complete mens’ and womens’ health
spas. The hotel is a community within a city, and
more will be published later about this great facility.
It's all yours to enjoy when you attend the 1981 Las
Vegas NAA convention.

When you do leave the hotel to visit other hotels
or restaurants, you have available a ready supply of
cabs, but you can walk to seven other large hotels
in less than 10 minutes from the Las Vegas Hilton.

Many have asked about the weather at conven-
tion time, July 29-August 1, 1981. Yes, it is expected
to be hot at that time of year, but everything is air
conditioned. The cabs you will arrive in from the
airport, the buses you will tour in, and best of all the
convention hotel will be cool and comfortable. Don't
let the Las Vegas weather worry you, because we
don’t just survive in it, we live comfortably in our
air conditioned facilities.

Perhaps you are concerned about what your
children will have to do while you are attending con-
vention meetings and events. More youth activities
will be forthcoming, but let me mention that the Las
Vegas Hilton has a separate youth hotel complex with
all sorts of entertainment, and babysitting service if
required.

Since Las Vegas’ chief industry is tourism, the
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city and its people are experienced in the many
things that were left undone or at best handled poor-
ly at other conventions you may have attended. Let
me assure you, that you and your family will enjoy
your attendance at the 1981 NAA Convention in Las
Vegas, July 29 through August 1, 1981. However, |
strongly encourage you to register early.

Member?

This year, take advantage
of all your NAA benefits —
seminars, annual conven-
tion, National Auctioneers

Week, Certified Auctioneers
Institute, and more.

Non-Member?

On your auction business letterhead, write for a free
You'll discover that NAA
membership benefits mean business.

“Invitation to Join’’ Kit.

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

National Auctioneers Association

135 Lakewood Drive
Lincoln, Nebraska 68510
Phone (402) 489-9356

FORT SMITH
AUCTION SCHOOL

Ft. Smith, Ark. 72903 — (AC) 501-646-1181
B A O SR

QUALITY TRAINING SINCE 1947

TERMS
oot | "o | i
APPROVED .
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AUCTION

SATURDAY e MARCH 14TH e 11:00 A.M.
DAYTONA BEACH, FLORIDA

CONDO — TIME SHARING

We have been commissioned to sell 510 weeks of time sharing in the beautiful
Dolphin Beach Club condominium. They consist of Efficiencies & 1-bedroom units.

Located at the East end of Port Orange Causeway on prestigious South Daytona
| Beach. Close to shopping, deep sea fishing & race track. Each unit will be sold by

the week — highest bidder’s choice with fee simple title. The first 100 weeks will be
sold on ABSOLUTE AUCTION basis.

Over the years many of you have asked me when we were going to have a con-
dominium auction on the water. Well, this is it! This is perhaps one of the most pres-
tigious locations in all of Daytona Beach. Quality constructed building with all the
amenities. EXCELLENT terms: 15% Down; balance 60 months @ 12.9% interest,
owner financing. $225.00 closing costs.

| estimate that these weeks will sell from a low of $2,900 for off season to a high
of $7,000 for in-season and race weeks with a mean average of $4,500-$5,000.

You will not need to be there to bid.

For full information & FREE brochure contact:

HIGGENBOTHAM REALTY, INC., REALTOR®

MARTIN E. HIGGENBOTHAM, CAl AUCTIONEER
L_ 1702 Edgewood Drive, Lakeland, Florida 33803 — (813) 688-6094

—
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Get Ready For Las Vegas

Planning for the 1981 NAA convention
can begin now with early reservations
at the Las Vegas Hilton Hotel.

It's not too early to plan for your family’s attend-
ance at the 1981 NAA convention, to be held at the
Las Vegas Hilton Hotel, Las Vegas, Nevada. Even
though the convention is months away, you can
make your hotel reservations at this time.

As you fill out the reservation form, the time that
you write-in as your arrival is the time that the hotel
will have your room ready. Room rates are available
to NAA convention attendees only; and the higher
the room rate in the central hotel ($56 and $62 shown
below), the higher up your room is, the better your
view of city and landscape. Children staying with
their parents in the same hotel room stay free of
charge. And, there is a limited number of rollaway
beds at $9 per night.

No deposit is required for advance registrations,
and no penalty is charged for cancellations before
the convention. The hotel prefers that you pay with
either a bank charge card, traveler's checque, or
cash. Check out time is noon. All reservations must
be received by July 15, 1981; reservations after that
date will be confirmed on a space availability basis
at regular room rates.

Use the reservation form below (or a photocopy
of the form) to reserve your NAA convention lodging.
The hotel will not accept phone reservations for NAA
accommodations. Additional reservation forms avail-
able upon request to the NAA office. Also, the Las
Vegas Hilton is large enough so that all NAA regis-
trants will be housed in the convention hotel.

If you have any questions concerning your
hotel accommodations, please call the Las Vegas

WORLD’S LARGEST HOTEL will be the site of the
1981 NAA convention in Las Vegas. The towering
Las Vegas Hilton features 2,783 rooms, a 10-acre
outdoor recreation area, a 350,000 gallon swimming
pool, six lighted tennis courts, 18-hole putting green,
the Hilton Showroom, 11 restaurants, and 125,000
square feet of meeting and convention space.

Hilton (not the Flamingo Hilton). Questions about
the convention itself should be directed to the NAA
office.

Program-at-a-Glance
1981 Convention

The following NAA convention schedule is a
very abbreviated version of the convention program

Continued page 25

NATIONAL AUCTIONEERS ASSOCIATION

MAIL TO: JULY 29 - AUGUST 2, 1981
LAS VEGAS HILTON HOTEL, P.O. Box 15087 — Room Reservations, LAS VEGAS, NEVADA 89114
King or Double/Double - Central [1$46.00 $51.00 $56.00 $62.00
King or Double/Double - Tower $67.00 $73.00
Lanai Suites: $93.00
One Bedroom Parlor Suites: $145.00 [J$155.00 $160.00 $170.00 $175.00
Two Bedroom Parlor Suites: (1$243.00 $253.00 []%$283.00 $318.00 $248.00
SPECIALTY SUITE BATES UPON REQUEST
Date of Arrival Hour AM/PM Date of Departure
NAME
ADDRESS CITY STATE ZIP

NOTE: All rate quotes above are subject to 6% Clark County Room Tax. Please return prior to July 15, 1981 to insure confirmed
reservations. If rate requested is unavailable, next available rate will be assigned.
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25-PC. 1/2" DRIVE
SOCKET SET

SPECIAL COUPON OFFER
Clip This Coupon and Save 2% Off
Invoice (Offer Expires June 1/81)

7-PC. ROSCO SCREWDRIVER SET

Name IMPACT
DRIVER

Address

City State ZIp

(Limit 1-Per Customer)
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that you will receive in Las Vegas. Only the major 10:30 am-11:45 am Workshop

events have been noted, to help you plan your con- 10:30 am-11:45 am Workshop

vention attendance. Any inquiries about the 1981 12 noon- 2:30 pm  Ladies luncheon

NAA convention program should be directed to the 12 noon- 1:30 pm  State association luncheons
NAA office. 2:00 pm- 4:45 pm Auction today panel discussion

9:00
9:00

9:00

Tuesday, July 28, 1981

am- 5:00 pm CAIl continuing studies work-
shop

am- 5:00 pm NSAA tours assembly area and
information desk

Wednesday, July 29, 1981
am- 5:00 pm NAA permanent registration

and open meeting of NAA
board of directors
7:00 pm-12 mid. NAA awards festival

Saturday, August 1, 1981

7:30 am- 9:00 am Continental breakfast and an-
nual meeting of CAl

7:30 am- 9:00 am State association breakfasts

9:00 am-10:15 am Workshop

9:00 am-10:15 am Workshop

desk . i : :
9:00 am- 5:00 pm NSAA tours assembly and de- S ERS - QEQEELeggﬂLnS%Cigziorl?latlonal
partures C i " - ,
1:00 pm- 5:00. o Exhibitqrs satup 12 noon- 1:30 pm bArLL);:Ic:ﬁry past president’s
8:00 pm-12 mid.  Production show 1:00 pm- 1:30 pm NAA members’ ballot registra-
tion
Thursday, July 30, 1981 1:30 pm- 4:00 pm NAA annual meeting/voting
7:30 am-10:30 am State officers’ breakfast and session

8:00
8:30

9:00
9:00

workshop

am- 6:00 pm NAA registration

am-10:30 am Ladies hospitality hour and ed-
ucational program

am-10:20 am Workshop

am-11:45 am Hall of Fame committee meet-

7:00 pm-10:00 pm President’s banquet
10:00 pm- 1:00 am President’s ball

Sunday, August 2, 1981

NAA convention registrants, families and guests
depart for home or post convention tours and vaca-

ing 4 ’ [ ] '] [ ]

. et : : : tions. No official convention functions will take place
9:00 am-11:45 am I(.:ISA auction committee meet on Sunday. August 2, 1981

9:00 am-11:45 am NALLOA committee meeting

10:30
10:30

am-11:45 am Workshop
am-11:45 am Workshop

12 noon- 2:30 pm 1981 NAA kick-off luncheon

3:00
3:00
3:00

3:00
3:00
4:00
4:00
4:00
5:00

1:30
7:30

8:00
9:00

9:00
9:30

pm- 4:45 pm Workshop

pm- 4:45 pm Workshop

pm- 5:00 pm Nominating committee inter-
views of officer/director can-
didates

pm- 5:00 pm NALLOA meeting

pm- 5:00 pm NAA archives committee meet-
ing

om- 6:00 pm Western College of Auctioneer-
ing reception

pm- 6:00 pm Mendenhall School of Auction-
ing reception

pm- 6:00 pm Reisch World Wide College of
Auctioneering reception

pm-12 mid. Collection of 1981 fun items
and auction

Friday, July 31, 1981

am- 9:00 am State association breakfasts

am- 9:00 am Missouri Auction School con-
tinental breakfast

am- 5:00 pm NAA permanent registration
desk

am-10:15 am Workshop

am-10:15 am Workshop

am-12 noon Nominating committee inter-

viem{s IF NOT SATISIFIED.
10:00 am-11:45 am Auxiliary to the NAA annual Next classes: April 20 - July 20 - October 26
meeting

HALF-MILE
HAILER

Model S-610
Our Price Only

192.95

FINEST PA SYSTEM AVAILABLE
AT ANY PRICE!
We Ship!

JIM GRAHAM

School of Auctioneering

204 US 1, North Palm Beach, FL 33408
(305) 844-1723

Learn Auctioneering

A Powerful Week . . . in the beautiful Palm Beaches!
MONEY BACK GUARANTEE

10:00 am-12 noon  NALLOA open meeting

March, 1981 25




Livestock

at Auction

LMA’s 1981 World
Livestock Auctioneer
Championship to be June 12

Kansas City, Missouri — A gold ring, merchan-
dise prizes, and the recognition that comes to the
best in the business — that’s what will be on the
line June 12 in South St. Paul, Minnesota, at the 1981
World Livestock Auctioneer Championship.

The annual event, now in its 18th year, is spon-
sored by Livestock Marketing Association (LMA),
Kansas City. It is conducted by an allied company,
Livestock Market Digest, Inc., to recognize the role
of the professional auctioneer in livestock merchan-
dising.

The championship gets underway at noon at the
St. Paul Union Stockyards, and a record number of

contestants is expected, according to contest man-
ager Gerald D. Nevins.

Last year 65 contestants competed in Templeton,
California, with Dean W. Schow, Paxton, Nebraska,
named world champion. World reserve champion
was Dan Williams, Boone, North Carolina, and world
runner-up champion was Eddie Nunes, Modesto, Cali-
fornia.

Winners of the three world and nine region titles
will be announced at an awards ceremony the eve-
ning of the 12th.

Contestants are judged by a panel of livestock
market owners on the criteria they look for when
hiring an auctioneer. Contestants must be livestock
auctioneers.

This year’'s contest chairman is Dudley Kaus-
hagen, branch manager of Farmer’s Union Marketing
Association, South St. Paul. He noted that the con-
testants will merchandise cattle at a special Show-
case Cattle Sale, selected especially for the Cham-
pionship.

The winners receive trophies and merchandise
prizes. The entry fee is $175 and contestants may be
sponsored.

Further details and entry forms can be obtained
from the Digest, 4900 Oak Street, Kansas City, Mis-
souri, 64112, phone (816) 531-2235.

This year’s Congress will be held June 10-12 at
the Minneapolis Hyatt Regency.

Regions for World Livestock Auctioneer Cham-
pionship:

26

East
Alabama New Jersey
Connecticut New York
Delaware North Carolina
Florida Ohio
Georgia Ontario
lllinois Quebec
Indiana Pennsylvania
Kentucky Rhode Island
Maine South Carolina
Maryland Tennessee
Massachusetts Vermont
Michigan Virginia
Mississippi West Virginia
New Foundland Wisconsin
New Hampshire

Central

Arkansas Nebraska
lowa North Dakota
Kansas Northwest Territories
Louisiana Oklahoma
Manitoba Saskatchewan
Minnesota South Dakota
Missouri Texas

West
Alaska Montana
Alberta Nevada
Arizona New Mexico
British Columbia Oregon
California Utah
Colorado Washington
Hawaii Wyoming
ldaho

Congress 81 Will Focus On
Competition For ‘““Protein Dollar”

Kansas City, Missouri — One of the livestock in-
dustry’s most critical concerns — its relationship
with its ultimate customers — will come into focus
when Livestock Marketing Crongress ’81 probes
“Competing For The Protein Dollar’.

That theme has been announced by Livestock
Merchandising Institute for the June 10-12 Congress,
to be held at the Hyatt Regency Hotel in Minneapolis,
Minnesota. The Institute has been conducting the
annual Congress, generally considered one of the
industry’s premier conferences on livestock eco-
nomics, since 1970.

Registration information for Congress 81 may
be obtained by writing or calling Livestock Merchan-
dising Institute, 4900 Oak Street, Kansas City, Mis-
souri 64112, telephone (816) 531-2235.

Livestock at Auction Continued page 67

I SALE CLERKING SHEETS

and other Auction forms
Write for Samples and Prices

BURTON PRINTING CO.
P.O. Box 597 Hastings, Nebr. 68901
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1981 WORLD
LIVESTOCK AUCTIONEER CHAMPIONSHIP

Friday, June 12 beginning at 12:30 p.m. at St. Paul Union Stockyards, South St. Paul, Minnesota

ENTRY FORM

Each contestant must be a livestock auctioneer. Entry fee of $175 is required and
must accompany entry form. All entries should be received by May 15, 1981 to be in-
cluded in program and pre-contest publicity.

Please Print

Name Date
Home Address City State Zip
Home Telephone Business Telephone

Entry fee of $175 is enclosed. Head & Shoulders B/W Photo enclosed for program.
Contestant from what region? East; = Central; West.

All Contestants Must Complete the Following

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

If you have competed please write year and awards won.

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

tional paper or back of entry if necessary.

Name of Sponsor

Address of Sponsor Town State Zip

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

Name Mailing Address

Mail this entry form with entry fee and photograph to:

1981 World Livestock Auctioneer Championship
Livestock Market Digest, Inc.

4900 Oak Street
Kansas City, Missouri 64112

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

March, 1981
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NAA Officer/Director Articles . . .

Selling Real Estate At
Auction In A “Down’ Market

By Hugh B. Miller, CAl
NAA Director

| think by now everyone agrees that our economy
has reached the bottom of the recession and is
headed for a strong recovery. It is very important for
us all to retain an optimistic attitude. However, we
also must approach our business affairs in a realistic
manner. It is possible to destroy the confidence
created in the auction method of marketing over a

long period of time in just a few unsuccessful auc-
tions.

We must be more selective in accepting property
to be sold at auction in difficult economic times.
In order to have a successful real estate auction, the
auctioneer must be able to create competitive interest
in a parcel of real estate. In the current depressed
market, some property that would have been easily
sold a year ago, can be very difficult to create com-
petitive interest in now. As an example, in our com-
munity in southern Indiana, we have a large number
of parcels of residential real estate currently on the
market. It is difficult to create competitive interest
in residential property in our community. However,
there still seems to be a good market for the good
agricultural land.

It is important to arrange for financing ahead of
the auction. Many times we are working for sellers
that are highly motivated to sell. In some cases these
sellers are able to offer very attractive owner financ-
ing. | think it would be advisable for the auctioneer
to familiarize himself with some basic creative financ-
ing including at least ‘“balloon mortgages’ and ‘“‘wrap
around mortgages’”. Most bankers will explain these
methods of financing to you.

Also, these are the times for us to remember the
basics of good advertising and promotion. Personal
contact with potential buyers is just good sound busi-
ness.

Many successful auctioneers also use these slow
periods in business to sharpen their skills. In the
past, it has been necessary to spend a lot of money
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for travel expense to attend the conventions and
seminars. Today many state associations, in con-
junction with the NAA, are presenting very good semi-
nars, using qualified instructors, on a state basis.

The National Auctioneers Association conven-
tion in Las Vegas promises to be one of the largest
conventions our association has had. It will offer a
wealth of instruction, knowledge and fellowship. |
think the opportunity to share ideas with other auc-
tioneers from all over the country is in itself justifica-
tion to attend the national convention.

Another outstanding educational opportunity is
the Certified Auctioneers Educational Institute pro-
gram presented at Indiana University at Bloomington,
Indiana. The purpose of this program is to make the
auctioneer a better BUSINESSPERSON. As a result
of being a better businessperson he or she is going
to be a better auctioneer. The program requires a
major commitment of money and time on the auc-
tioneer’s part. It is my opinion that we owe this type
of educational commitment to ourselves and clients.

If the real estate auctioneer exercises some
patience and becomes prepared mentally, during the
temporary “‘down market’”, you are going to be in a
position to participate in one of the most exciting
periods in the history of the auction business during
the market recovery. So let’'s all accept the chal-
lenge to improve our skills and businesses and be
prepared to participate in the coming economic
boom.

THE SCHOOL OF
THE PROFESSIONALS

Professional

Auctioneer

INTERNATIONAL AUCTION SCHOOL

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

Make plans now for
New England’s only Auction School.
Call for information on next term.
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“A Quality Experience”

By Martin E.
Higgenbotham, CAI
NAA Director

On a recent snowmobile trip in West Yellow-
stone Park where the winter temperature is often 30°
to 40° below 0, we had an occasion to be warming up
around one of the ranger fires that are maintained
along the road, and to have some friendly conversa-
tion with the park ranger. He related the story of a
couple who were going cross country on snow skis
left the main trail and cut across virgin snow contrary
to many posted warning signs. They proceeded to
get lost and had no alternative but to spend the
night in the open without the necessary equipment.

Upon inquiring of their fate, the ranger reported
that actually they were in great shape. There were
really no problems other than they both suffered
some frostbite and the lady lost two fingers. | in-
credulously asked why anyone would leave the trail
and go cross country with a -50° temperature. The
ranger replied, “Well, it was a more quality experi-
ence.” So now the joke in my family is that anything
short of an absolute catastrophe is a ‘‘quality ex-
perience’’.

As | thought about this, | began applying this
experience to my auction profession. | thought, what
type of an experience do my customers have when
they attend my sales? Is it a “quality experience”?
ls it something they enjoyed and profited enough to
come again and perhaps bring a friend? Is it excit-
ing? Are the auctioneers and staff organized; do we
keep the sale moving in a professional but interesting
manner? Or, is it a real drag with no excitement, no
visible organization; haphazard and unprepared?

These thoughts caused me to take a real hard
look at our organization. All the way from the paint
on the chairs to the logo on the stationery. It is
amazing, if you stand back and analyze your own
situation, how many small things you can find that
are not up to the standards you have set for your-
self. | was appalled at the small things that had been
“let go”’. Perhaps the thing that made me the most
aware was taking a video camera and taping an en-
tire auction.

| noticed bad habits that | was getting into with
my chant. | could find a number of things that
needed improvement, from the manner in which the
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merchandise was presented, to the redundancy of
certain phrases in the chant. After careful evalua-
tion of a number of our video tape sessions, | have
been able to improve a number of things we felt
were alright in the past.

We, as auctioneers, must continuously safe-
guard the quality of our service especially on sale
day. We must see that our equipment is in tip top
condition, that our people are dressed in a manner
befitting our organization as well as the auction pro-
fession. They must conduct themselves in a profes-
sional manner; that the merchandise must be pre-
sented in the best possible way. We must handle
the sale in such a way that it is not only interesting
and exciting and enjoyable to attend, but that every
customer will be inspired to go home and bring some-
one back with them to the next sale, or perhaps list
a sale of their own.

Continued page 31

The Basic Concept of AUCTION PITCH . ..

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

Over 4,300 Proved

AUCTION PITCH It

“Bid Getters” == ‘““Auction Sayings”’

a veritable goldmine

™,

P AUCTIONEER
/. PEDIGREE M|
RINGMEN
AD WRIT
FIELD!
AUCTION M/
STOC
== SALE

by Earl D Wisard

auctioneer
R 1 Dundce Ohio

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

(1) Get More AIDD: Attention, Interest, Desire, Decision.
(2) Improve your ability to inspire bidding.

Included at no extra charge a 12-page booklet (copy-
right 1976) entitled “AUCTION CHANTS”. The price of
AUCTION PITCH is $12.50 postpaid. Actually, the price
includes 3 books: BID GETTERS was $10.00, AUCTION
SAYINGS was $5.00, Auction CHANTS was $5.00.

Order from Earl:

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




EVERY
WEDNESDAY
10 A.M.

““ Truckloads New Merchandise’’

At

DOUGLAS COUNTY AUCTION BLDG.

Off 1I-20 One Mile West - Douglasville, Ga. Hwy 78

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

20 Truck Loads New Merchandise Sold

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

Also Cars — Saturday Night

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

DOUGLASVILLE VARIETY STORE
6648 Broad St. - Douglasville, Ga.
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We have advanced our profession in many ways
through education and communication, but it is up
to each of us to constantly monitor ourselves, to be
sure that we are offering a truly “Quality Experience”.

Machinery, Inventory
Reduction Auctions
A Rewarding Experience

By Frank E. Bass, CAl
NAA Director

In farming communities in the Central and
Western part of the United States, probably one of
the largest excesses of surplus equipment in the
last ten to fifteen years has been on the farm ma-
chinery dealers’ used equipment lots. Since farm
machinery has always been a major part of my life, |
decided to work up a plan that would be beneficial
to the dealers as well as myself. The real bonus for
me was that | would be doing the thing | loved most
in the auction business and getting paid to do it.

The only hurdle now was to convince my ma-
chinery dealers that it would work, and as I'm sure
most of you auctioneers that have ever mentioned
“Auction” to a farm machinery dealer, it is one word
that they don’t particulary like to hear.

A different approach was definitely called for.
When | called on my first dealer, | simply said "l
have a proposition for you that will make you some
money.” He invited me into his office, offered me a
cup of coffee, and | got my start in one of the most
profitable phases of my business.

One of the most important features to point out
in promoting an auction of this type is the savings
the dealer can make simply by not having to pay
interest on all the used equipment on his lot. In this
day and time especially, as well as back in 1970
when | started this program, interest has always
struck terror in the hearts of practically everyone.
And we all know that is not getting better. More than
one dealership has gone under simply because they
have carried over too much inventory.

Many of the dealers we have worked for would
have gone under within ninety days if they hadn’t
turned their suprplus equipment into cash. So | would
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strongly suggest to anyone promoting any type of
inventory reduction auctions, talk interest. And it
will talk for you.

Another big feature in having an inventory re-
duction auction, at least in our program, is to en-
courage the dealer to have a sale on his new equip-
ment, concurrent with the auction, to take advantage
of the advertising and large flow of people attracted
by the auction. We also state on our auction bro-
chure that everything listed is subject to prior sale
up to the day of the auction. It has been a good sell-
ing point to the dealer and hasn’t hurt the auction,
because in most instances it has created enough
trade — in items not previously listed — to balance
out the auction.

As far as commissions are concerned, that
would depend entirely on your area. Commissions
vary so much from state to state that it would simply
be a matter to be worked out between you and your
dealer. We do suggest, however, that you have the
advertising paid by the client.

Along with over three thousand people on our
direct mailing list, TV, radio and newspapers, we
also send a brochure to every implement dealer in
the state. This is of great importance since it will
attract their attention to a good way to liquidate
their used equipment, and in many cases because of
successful results, we have been called to have an
auction for them.

In all cases, we recommend that our dealers

Continued page 33
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ENROLL NOW
| GEORGIA AUCTION SCHOOL

You will be trained by 12 of the best auction-
| eers and instructors in the world.

APPLICATION
Name ) BEE—
Street _
City State _ Zip

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

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

MAIL TO:

GEORGIA AUCTION SCHOOL

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

Terms: February — May — August — November




A“CT‘O"AIRE@) Special Features of

AUCTIONAIRE®
P.A. SYSTEMS

Portable Public Address Systems ATTENTION GETTER®

& PERSONALIZED
Designed for Professional AUCtIONEEIS | oo mame 15545

ATTENTION GETTER® :Elec-
tronically produced wavering type
siren at the push of a button (re-
places gavel for getting attention).
Personalized, engraved brass name
plate on face of unit. (indicate on
order blank the exact way you
want your name to appear).

e T
Sy e, e .

AUCTIONAIRE® 5
AUCTIONAIRE® 5: convert your car or truck to a moblie

AUCTIONAIRE® 1

AUCTIONAIRE® 1: Attractive, sturdy wooden case, spe-
clally designed for clear sound, covered with heavy duty,

weatherprogf, ?utomotlre vinyl. SPEAKER: 6"x9" Dual- AUCTIONAIRE® 3 sound unit In seconds. Also works well In auction houses.
cone acoustical suspension speaker produces a crisp, Powered by our 30 watt, all transistor amplifier with elec-
clear sound. WIIl handle power amp at full capacity. AUCTIONAIRE® 3: Amplifier, micro- tronically pvroduced, wavering type siren. P?uqs Into any 12
AMPLIFIER: Solld state, all transistor, low consumption. phone, power source, shoulder strap, volt automotive clgarette lighter socket or regular 120 AC
MICROPHONE: Condenser type, directional pattern, bulit- and Inputs same as Auctionaire® 1. for Indoor use. Two all weather, Indoor/outdoor, full range
In fliter for close talk. Brushed aluminum body. On-off SPEAKER: All weather Indoor/outdoor, Public Address horn speakers with rubber damping rings for
switch mike holder and Deluxe storage case. SHOULDER full range public address horn. Rubber a clear smooth sound. Speakers can be rotated up or down
STRAP: 2" wide adjustable with carrying handle. INPUTS: edge damping ring for crisp, smooth In any direction. Anti-feedback microphone with bulit-In
1 microphone and 1 auxiliary for tape recorder, etc. sound. DIMENSIONS: 10%" high, 8% fliter for close talking. On-off switch and 20 feet of cable.
Separate volume controls. All mounted horizontally to wide, 8'4" deep. WEIGHT: 82 Ibs. with AUCTIONEER'S COST $259.00
be kept free of molisture and foreign particles. POWER batteries (batteries not Included).
SOURCE: 8 D Cell, flashlight batterles, many, many hours AUCTIONEER'S COST: $187.00 WIRELESS

r : ! (1 1]
operation with alkaline type. DIMENSIONS: 10%" high, 8 MICROPHONE SYSTEM

wide, 7V2"” deep. WEIGHT: 9 Ibs. with batteries (batteries

not Included) AUCTIONEER'S COST $197.00 This system takes advantage oOf

the new 49 Mhz band, which
permits 100 mllliwatt transmitter
long range power without an FCC
license. ldeal for auctioneers,
school auditoriums, bingo pariors,
etc. Recelver features an on-off
pllot light, signal control meter
and plugs Into your existing P.A.
system. Power source, 9V radio
batteries. One year warranty.

AUCTIONEER'S COST $149.00

AUCTIONAIRE® 4

AUCTIONAIRE® 4: Same as Auctionaire®
3 plus a rechargeable battery power
pack with charger. WIll last over 12
rechargeable battery power pack with charger. Will last hours per charge.

over 12 hours per charge. AUCTIONEER'S COST $279.00 AUCTIONEER'S COST: $269.00

LIMITED WARRANTY: All AUCTIONAIRE® Portable Public Address Systems are guaranteed to be free of defects In material or
workmanship (except batteries) for a period of one year from the date of purchase. Should a unit fall to dellver satisfactory
performance during the warranty period, It will be repalred or replaced, at our option, without charge to the original customer.

— PURCHASE FACTORY DIRECT —

From: AUCTIONAIRE DIVISION, P.0. Box 1805, Victoria, TX. 77901 (512) 578-9811
Auctionaire® 1 Auctionaire® 2 Auctionaire® 3 Auctionaire® 4 Auctionaire® 5
1 $197.00 "1 $279.00 1 $187.00 1 $269.00 1 $259.00
Wireless Microphone System
1 $149.00 (Texas Residents add 5%)
MARME ADDRESS

(Indicate exact way name should appear on namepilate)

CITY STATE ZIP PHONE NO.

— MASTERCARD __ VISA CARD NO. SIGNATURE

Victor McDonald Company, Auctionaire® Division
__ CHECK ENCLOSED (Payable to AUCTIONAIRE DIVISION)  €.0.D. (You pay shipping, $50.00 deposit) P.O. Box 1805 Victoria, Texas 77901
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use as many of the men who work in the shop, to
help on the day of the auction, as well as the lineup.
These men are familiar with the equipment better than
anyone there, and are a tremendous help. Furnish
as much help from your own company as needed, to
supervise the lineup, since it is such an important
part in having an auction run smoothly. We generally
line all stationary equipment in rows with room to
drive the pickup in between each row, as | sell from
the back of my pickup.

As for the rolling stock, the thing that has
worked best for us is to have the shop men drive
each piece past the auction stand so that the custo-
mer can get a good look at it and see its perfor-
mance.

We tag each piece of equipment, while lining
up the auction, with a two piece rip off tag that has
the make, model no., general condition, etc. As
each item is presented for sale, | am given the bot-
tom portion of the tag and have all the information
| need at my fingertips.

One of the rules that | insist on is that everyone
associated with our company dress according to a
dress code. Now, | don’t make it too tough, but a
sport coat, blazer, nice slacks, tie and a hat are ex-
pected on the day of the auction, and I'm pretty firm
about that. We are professionals and | think it is
important that we look like professionals.

Last, but certainly not least, is the settlement
of the auction. All consignors must be paid promptly
on the day agreed upon when the contract was
drawn up. All titles must be sent to the buyer the
day his check clears the bank. We are a full service
auction company and we are responsible for handling
the auction settlement from start to finish.

Farm machinery and inventory reduction auc-
tions have been a tremendous asset to our company.
The dealers have been happy with fifty to seventy-
five cents on their asking dollar. The dealer now
enjoys a cash flow working for him instead of paying
unnecessary interest. His lot is clean for a fresh
start in the spring. All and all it has been, and we
hope it will always be, a very prosperous and reward-
ing experience for all.

1981 AIREA Membership Directory Now Available

The 1981 Membership Directory of the American
Institute of Real Estate Appraisers (AIREA) has been
published and is now available.

The new 241-page Directory lists the names of
5,411 members of the Appraisal Institute, which in-
clude 4,326 MAIs (Member, Appraisal Institute) and
1,085 RMs (Residential Member). The MAI designa-
tion is awarded to those who have proven their ability
to appraise varied types of property. The RM desig-
nation is earned by those specialists who are certi-
fied to appraise single-to four-family residential
property. The Directory contains business listings
for each member, alphabetically and geographically.

Copies may be obtained without charge from
the Public Relations Department, American Institute
of Real Estate Appraisers, 430 North Michigan Ave-
nue, Chicago, IL 60611; telephone (312) 440-8130.
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Col. “Red” Mendenhall,
Professional AUCTIONEER since 1946,
High Point, North Carolina

Co-founder and former Co-owner of the
‘“Mendenhall School of Auctioneering”

I NOW !
Offers the finest
Auctioneer’s Consulting
Service

e

For the beginning auctioneer or the pro-
fessional, ‘“‘Red” will show you what the auc-
tion business is really all about, “Red” will
show you the real McCoy.

Red’s knowledge gained from 35 years of
continuous, hard earned auction experience
will help put you on top.

“Red” will share it all with you. “Red” will
show you short cuts, tips, and secrets of the
auction business.

“Let Red put you ahead” and put big
money in your pockets.

Call or write for an appointment

Col. “Red’” Mendenhall

— Auctioneer’'s Consultant —

Hwy. #29-70 West Box 394
High Point, NC 27263

Phone (919) 886-7812
Phone (919) 886-5590
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Wholesale

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

Every MONDAY 10 AM.

This is an ABSOLU TE Auction where we sell Tools- Electronics- Watches l

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

ALL NEW MERCHANDISE SOLD — LARGE AND SMALL LOTS

NO JUNK
Terms of Payment: Cash or Certified Check

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

0 .
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Dear Friends,

| found this poem on a church bulletin board,
and decided to share it with you. It made me
chuckle as | remembered the people who come to
pay for the items they have purchased and ask, “‘did
| pay too much for this?”

| ask, “Why did you buy it?”’
“It reminds me of another time or another
place.”

“In that case,” | tell them, “It's priceless!”
Good memories really are priceless.

The Auction

“Sold,” said the auctioneer.
And then, “Your number, please?”
| held my number high
And cringed a little, thinking
There would be looks exchanged
Among the crowd, and maybe words
To say, perhaps, ‘‘She must be queer
To come way out here,
And buy that useless thing . . .
“That ancient grinding stone . . .
“Sorickety andold . . .”
See how the moss lies thick and green
Upon its shadow side.”
“And the iron’s rough with rust.”
| braced myself for humor sly
From grinning friends, who said,
“*Now, do you plan to open a new business?”
Or, “First thing in the morning
I’ll bring my rusty axe . . .” My mower sickle, too”
“Also, perhaps my hunting knife.
And maybe once again
We can return to simpler life and cheaper energy”
They did not know my “‘sculpture’ grand
Would stand beside my kitchen door
And would become a kind of key,
To open memory’s door for me,
Arresting for a moment brief, time,
In its endless, onward flight;
To let the oil of joy pour forth,
In precious memories restored.
And through that sweetness, mixed with pain,
Find healing in remembering.

Gladys Severson
Nerstrand, Minnesota

Good memories of good times, new friends,
different places, are something you’ll take home from
attending the National Auctioneers Convention. Re-
member ladies there’s a place for you at the Las
Vegas convention, and a place for you on the forth-
coming registration sheet in THE AUCTIONEER
magazine.

Come join us in Las Vegas.

Mrs. Kay Aldinger, Director
Cleveland, North Dakota

Continued page 37

March, 1981

Reppert School of Auctioneering, Inc.

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

Founded in 1921

Decatur, Indiana

Box 189 46733 AC 0033

The Baby Ruth candy bar was named for Presi-
dent Grover Cleveland’s eldest daughter.
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An ounce of Freedomike..
is worth a pound of RA.

Freedomike Wireless Microphones From Lectrosonics

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

That “something” is the P.A. system. Maybe it gets in the way when you
have to stop your bid calling and lug it to another table. Maybe the

bidders watch you drag your mike cord around instead of listening to
your bid calls. Maybe you need three hands to hold up both the
merchandise and your microphone. - X

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 tits 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
Unichannely circuitry to eleminate unwanted inter-

ference. A protective carrying case is also provided. 7

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

Freedomike System One (with tie tack mike)-$725 -
Freedomike System Two

(with hand-held mike)-$745

Freedomike System Three ol |
(with both mikes)-$815 |
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Voice Projector 18

Ultra Portable P.A. ¥ | L SCrOS0oNICS,ING

For years the Voice Projector 18 has been the ALBUQUERQUE. NEW MEXICO. U S A

benchmark by which auctioneers measured

quality in self-contained P.A. equipment. Now
meet the all-new VP18R. The VP18R has

; all the features of the older model, \ Plus POWQI’ 48R
plus high-level input and o (o
output for connecting Ampllfler/speaker

to other audio
devices. Its

rechargeable
power pack

lasts 50% longer
than the old VP18.

VP18R-$325

o} [f you and your Freedomike
system travel to places with no
house P.A. system, Lectrosonics
has the Plus Power 48R. With
its own powerful 16 watt rms

"amplifier, 8" speaker and
rechargeable batteries, the PP48R
enables you to use your
Freedomike system anywhere...
even if miles from the nearest
AC power source.

PP48R-$195

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

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

For prices and delivery information in Canada contact:
Gene Sworin, Telak Electronics Ltd., 100 Midwest Road, Scarborough, Ontario, M1P 3B1. Telephone 416-752-8575
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Dear Ladies:

We have just returned from a very enjoyable
and educational seminar in Atlanta, Georgia. | feel
the seminars are just as beneficial to the ladies as
to the auctioneer husbands.

If you have not already made plans for our 1981
NAA convention in Las Vegas, do not delay. |t seems
like we all are guilty of putting things off until the
last minute. The committees of the Auxiliary have
many outstanding activities planned for all of us.
| am sure this will be another excellent convention.
We look forward to our yearly conventions, making it
a special event for our entire family.

Ladies, if you are not members of our Auxiliary,
please consider joining this year! The friends you
make and the experiences you enjoy are irreplace-
able!

The Lambright family is looking forward to see-
ing all of you in Las Vegas.

Mrs. Harvey (Pat) Lambright, 1st Vice-president
Auxiliary to the NAA
LaGrange, Indiana

“The Energy Saver’s Guide to Good Outdoor
Lighting” is the title of a new 24-page, full-color
outdoor lighting handbook published by the National
Lighting Bureau (NLB). Written in lay terms, the pub-
lication provides guidance to nontechnical person-
nel, including those in management positions.

Among the many different energy conservation
techniques discussed in the new publication are use
of more efficient lamps (light bulbs and tubes) and
fixtures, selection of proper mounting heights and
beam utilization patterns, application of controls, and
performance of better maintenance. The discussion
of fixtures is accompanied by profuse illustrations
identifying the types available, their light distribution
patterns, and typical applications. The guide also
points out that the type of lamp used also has an im-
pact on efficiency. A lamp interchangeability chart
indicates that some lamps provide 440% more light
than others while actually consuming less energy.
The benefits provided by outdoor lighting also are
discussed extensively, particularly from their dollar
value standpoint.

“The Energy Saver's Guide to Good Outdoor
Lighting” is available at a cost of $3.00 from the
National Lighting Bureau, 2101 L Street, N.W., Suite
300, Washington, D.C. 20037. Remittance must ac-
company each order.

In London, the American industrialist, Armand
Hammer, bought the Leonardo da Vinci notebook “Of
the Nature, Weight and Movement of Water” for
$5,126,000, the highest price ever paid at auction for
a manuscript. The price exceeds the $2 million paid
in 1978 for the Gutenberg Bible.

MISSOURI AUCTION NEWS
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AUCTION FORMS

IMPRINTED WITH YOUR NAME &
NUMBERED OR NUMBERED ONLY AS LISTED

ALL CLERKING TICKETS - 3 copies 812" x 117 NCR
12 on or 10 on - not numbered - 250 cets $22.50, 500
sets $43.50, 1000 sets $85.00.

CLERKING TICKETS - 10 on or 12 on - Imprinted your
name, address and telephone number, 500 sets $75.00;

1000 sets $125.00.

CLERKING TICKETS - 10 on only - Numbered 1 to 1000
100 sets $18.00, 200 sets $35.00, 500 sets $65.00,
1000 cets $100.00.

CLERKING TICKETS - 10 on oniy - Numbered 1 to 1000
and imprinted your name, cddress and telephone number

on each ticket. 500 sets $90.00. 1000 sets $135.00.

ALL FORMS LISTED UNDER THIS HEADING are 82"
x 117, sold in pads of 50 sheets each at $1.95 per pad,
10 pads at $1.45 each, 20 or more pads at $1.20 each
pad. Not numbered.

CLERKING SHEETS - CASHIER'S STATEMENTS

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

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

CLERKING SHEETS - BUYER'S REGISTRATION

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

lots only $65.00.

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

TAGS - Form Neo. EATN-26 - Cardboard 272" x 512"
numbered 1 to 1000: 1 numbers; 3 part perforated; hole
at top, 1000 tags $18.50; 2000 tags $36.00; 5000 tags

$85.00.
WIRES FOR TAGS - 12" long -
1000 wires ........ $9.00 5000 wires oo $42.50

TAGS — Sticky Back - Form No. EATSB-35 - 3 part
perforated, with room to write numbers. Need no wires.
Peel off and stick on, 1000 tags $20.00; 2000 tags
$38.00; 5000 tags $90.0C.

TAGS - Form No. EATCBN-36 - Sticky Back - 272" 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 34” 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 card; $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 cards $85.00. NO NAMES. |

ARROW DIRECTION SIGNS Word AUCTION in beg type
& BOLD ARROW colored cardboard 9 x 117, 50 signs
$7.50, 100 signs $10.00. V3 each direction. =

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
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Real Estate
at Auction

Atlanta Specialists
Interviewed — The
Potential Is There

Responding to four interview questions, the
Atlanta Real Estate-at-Auction Seminar instructors
agreed — potential is there for a much greater
amount of real estate to be sold via the auction
method. On the following pages of this AUCTION-
EER’s Real Estate-at-Auction column, the Atlanta
Seminar instructors gave their views on that sales
potential; why more real estate customers do not
take advantage of the auction method; the most in-
fluential factor in auction planning; and the reasons
for no-sales.

“In today’s real estate market,
where is the potential for
more real estate to be sold
by auction?”

Henry L. King, Organization of the Real Estate
Auction: In my area which is Northwest Alabama
there is a real premium for prime farmland. Farm-
land is very much in demand, and | think that in
today’s economy our auctions do real well in the
farm sector.

James W. Heike, the Real Estate Auction: | per-
sonally feel that the potential in the real estate market
is good in all phases of the real estate business. As
the years go by, when we are continually having
more of a situation where there are more people
wanting to buy than wanting to sell, creates an ideal
atmosphere for a successful real estate auction. If |
would pinpoint it, | would probably say that agricul-
tural land and residential real estate probably have
the greatest potential at the present time.

Thomas E. Tobin, Tax Shelters and Estate Plan-
ning: We are in such situation and | do not see
enough auction sales in an urban situation such as
Indianapolis. Although | would think there would be

S S EWLAT= I rET TE ——

r Something new, Something every auction house needs.

Auction Score Board

After 8 years in the Auction House
Business, | added an Auction Score Board
and it has greatly increased our business.
It is a good advertising tool and most of
all, it helps increase bids as new people
can readily see what the price (bid) is.

Contact us for prices and brochures. Order now. Will ship C.0.D. Phone Area Code 615, 647-4468.

For free literature and prices write:

Curtis Bellamy

| 1017 Riverside Dr.
Clarksville, Tenn. 37040
l Ph. 615-647-4468
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HENRY L. KING, real
estate instructor, or-
ganization of a real
estate auction.

more opportunity in commercial where you have a
potential for more buyers. The problem | see in resi-
dential is literally the problems of finding buyers,
competing buyers in residential, but | think your com-
mercial presents some darn good opportunities.

William Z. Fox, Commercial and Industrial Auc-
tions: There are many areas where auction method-
ology has the ability to successfully sell all different
types of real estate. The market in my opinion is
basically untapped because of the small quantities
that are currently being sold. | think in many in-
stances the auction methodology can promptly, ef-
ficiently and at or above in some cases market
prices, sell real estate as an alternative to the two
most common methods ala a brokerage listing or
self sale by a seller. It runs the gamut of all areas
of real estate from residential to commercial to indus-
trial to unimproved property. | don’t think there is
any type of real estate that could not be a candidate
for any auction sale and the responsibility for de-
veloping that business is basically in the hands of
the auctioneer. The business is there if it is searched
out.

Haskel Ayers, Tract Development of Recreation-
al and Special Residential Auctions: | think the po-
tential is just wherever you're at because the real
estate is there whether it is rural land, metropolitan
area or wherever. All the real estate there is mar-
ketable and just waiting for your expertise to put it
on the market at auction.

Charles E. Cumberlin, Financing and Closing
the Real Estate Auction: | think the potential is in
the investor owned property, people who have bought
by speculation who now need to sell and get it turned
Into money and get out from underneath the obliga-
tions that they got themselves into because tight
money and high expenses have got a lot of people
in trouble that they are going to have to sell their
land.

J. L. Todd, tract development and appraisal: We
feel like more potential for real estate to be sold at
auction would be through lending institutions, in-
surance companies, estates, and government insti-
tutions.
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Mike Loftin, tract development and appraisal:
The greatest potential for more real estate auctions
is from sources that have never had an auction or
ever considered selling their property by auction
method. Individuals as well as corporations and
other business concerns who have traditionally sold
property by means other than auction need to be
cultivated, to increase one’s real estate auction
business. As the market becomes more complex and
more sophisticated, more and more potential sellers
of real estate come to explore the advantages that
the auction method affords.

Thomas H. Bown |l, advertising: | believe the
residential market to be most vulnerable to our mar-
keting efforts. Because of the current crisis in the
money markets, the average homeowner is looking
for a unique approach to sell his home immediately.
The traditional brokerage method falls far short on
creating timely sales.

A concerted effort should be made to expose one
of our strongest points — a timely sale at market
price without contingencies.

Article Continued page 41

Nashville Auction School

Nashville, Tennessee

THE NATION’S FINEST SCHOOL

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

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

v FREE CATALOG — LEARN AUCTIONEER-
ING

NASHVILLE AUCTION
SCHOOL

Box 190
Department 5

Lawrenceburg, Tennessee 38464

Sotheby Parke Bernet and Christie’'s are giving
the stamp auction houses a run for their money.
Christie’s bought Robson Lowe Ltd. of London in July
1980, and SPB’s Stamp Auction Co. sold $6 million
in one stamp collection alone.

THE COLLECTOR-INVESTOR
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BE A PROFESSIONAL AI.IC'I'IONEER
[rast]  [proven]  [ResuLrs)

You Will Soon Learn The Auctioneer’s Chant & mm MeDONALD
How To Successfully conduct Auctions

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

YOUR CASSETTE COURSE COVERS SUCH IMPORTANT TOPICS AS:

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

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

Flller Words — Learn how they link numbers and add continuity to your chant.
Opening Chants — Choose from many and create your own Individual style.
victor J. McDonald, Master Auctioneer, Real History of Auctions — Know about your profession.

Estate Broker & successful businessman, has
conducted many, many auctions. (Even one Openlng Presentations — Set the pace for the auction and establish your

that was spotngntea on CBS' 60 MINUTES.) authority.
' conditions of Sale — The finer points of a smoothly conducted auction.

Salesmanship — An auctioneer Is a super salesman.
Buying and Selling — The true art of negotiation.
contracts — Essential In any profession.

Banking — The right banker can be your best friend.

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

sample materials Iinclude brochures, tags, buyer cards, contract, actual
newspaper ads, opening presentatlons solicitation |etters and over
100 one-liner ]okes.

Years of preparation and research have gone
Into this 8 cassette auctioneering course and
study gulde textbook. The steps you must
follow to reach your goal are set out In an

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

Victor McDonald Company Continuing Education Division e - v

MAIL TO: Auctioneering Course
P.0. Box 1805 compsl';"; ;3“ RSE

Victoria, TX. 77901

PLEASE SEND: The Professional Auctioneer Course |
0 $89.00 (Texas Residents add 5%)
Dynamic Sound P.A. + (Only available when you order course) '
] $119.00
NAME ADDRESS DYNAMIC SOUND P.A. +
Portable P.A., AM, FM Cassette Re-
CITy STATE ZIP PHONE corder Player all In one. Six Inch Dual
Range Speaker audible from both
MASTERCARD [ VISA [ CARD / sides. AC/DC (6 D cell batteries not In-
cluded). Perfect for business liqui-
dations.
SIGNATURE | Auctioneer's Cost $159.00

With Course $119.00
CHECK ENCLOSED (J (Payable to Auctioneering Course) C.0.D. [](Call 512-578-9811, you pay shipping)
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“What do you think the rea-
sons are that more real estate
buyers and sellers are not
taking advantage of the real
estate auction?”

King, auction organization: Probably lack of ed-
ucation as to auction’s potential. During my 15 to 18
years of hard work in the auction business, | think
we have done something toward education of buyers
and sellers that some types of property lend itself
best to auctions. Auction is the only way you can
take a piece of land and settle it in combinations of
tracts, back as one unit, and sell it all in the same
day. There is no other method of marketing that will
offer that kind of selling. | think it probably goes
back to the buyers and sellers who are just not edu-
cated as to the advantages of auction.

Anytime where the demand for a particular type
property exceeds the supply, you have competition
for that property. This is generally vacant land, and
you don’t have to have a specific use for that prop-
erty. It's not a lot of problems. We like property
with less and with not a lot of improvement.

Once you put improvements on property you
limit the use of it to a certain extent, and it cuts back
on your market. We like to sell farmland and we like
to sell lake property. Anything we can bring a lot of
competition to our bidders, we feel like we can do a
better job at auctioning than any other method of
selling.

Heike, real estate auction: Probably, the main
reason is because selling real estate at auction is
not being promoted to any great extent. We have
barely scratched the surface as far as the potential
Is concerned. In addition to that, not all people are
familiar with the auction procedure, particularly in
some of the larger cities where, in many cases, sell-
Ing at auction is not all that popular of a concept.

Tobin, tax shelters/estate planning: Well, num-
ber one, they don’t know much about it. | think there
has to be promotion that explains the advantages of
sales at auction. You have to decide what groups
and how to reach them, plus the fact you are going to
encounter the usual resistance from the established
real estate organizations. | think there has been a
trend in some states to require auctioneers to have
real estate broker’s licenses.

But, | think it is matter of education, of showing
the public the advantages, convincing sellers that
they are going to get a better return from an auction
sale than if they sold over a long period of time
through a broker. A lot of people are afraid because
they don’t know. They don’t have any way of judging
or understanding the results.

March, 1981

THOMAS H. BOWN,
real estate seminar in-
structor, advertising.

Fox, commercial/industrial: Strictly lack of
knowledge on the part of buyers and sellers. When
people think of selling real estate, traditionally they
think of a real estate broker. People just generally
don’t associate real estate and auctioning. Again, |
think it is up to the individual auctioneer to educate
people, to awaken an awareness on the part of the
buying and selling public that there is an alternative
method to sell real estate.

Ayers, tract development: | feel like it's the auc-
tioneer’s fault, we are just not promoting ourselves
and doing the job that we should to sell the auction
method. We are going to have to start putting our
good properties on the market with the auction meth-
od. Don’t just let the auctioneer wait until it has to
sell and then put it on the auction block. When it
first becomes available that’s the time, not at the end
after the broker and everyone has tried to sell it.

Let’s go to the auction method at the beginning
before the price is ever established, and | think this
gets us off that “distressed’ or ““have to sell” image.

Cumberlin, financing/closing: Basically the
public has never been exposed to the real estate auc-
tion, not on a professional level. In other words, a
lot of auctioneers around the country sell an occa-
sional real estate auction, and do a good job of. iIt.
But, they are not closely familiar or at least working
in the real estate field. They are not creating new
auctions, and new auction business. It is up to the
auctioneer to create that business; it's there once
you get everybody organized.

Todd, tract development/appraisal: Lack of
complete understanding of the potential that can be
realized by auctions. Not reaching enough people to
inform them of the auction, the auction was not prop-
erly promoted. Some people who are not able to
afford an auction are not confident enough in their
method of selling to take the financial risk involved.

Another reason that more people aren’t taking
advantage of real estate by auction are the past auc-

Article Continued page 42
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tion failures and no sales by auctioneers and auc-
tion companies not qualified to sell a property.

Loftin, tract development/appraisal: The pri-
mary reason is not knowing all these real advantages
an auction affords to both buyer and seller. This
iIs a function of education. The successful auction-
eer must point out the favorable aspects to the buy-
Ing and selling public before a successful real estate
auction can be realized.

When talking to a perspective seller about hav-
ing an auction of his property, the first question |
raise, and answer for him, is “‘why auction?” | must
educate and then sell him on the auction method
and how an auction can satisfy his needs. Then |
educate and sell him on our own company, why our
company should handle his auction. The National
and State Auctioneers Associations can play a vital

role in educating the public to the advantages of
auctions.

Bown, advertising: This should actually be two
questions, but the primary answer is the same for
both — STIGMA. Far too many times the auction
industry takes the easy out and gives a reason for
the sale (most often negative) thereby creating a
public perception that from the seller’s standpoint
you must have a specific reason to sell (death, di-
vorce, sickness, etc.).

From the novice buyer’s standpoint, he is used

REISCH

to seeing these very same negative reasons associ-
ated with auction properties. Would you really want
to buy your property after it has been advertised as
distressed?

Consider if you were going to buy your spouse
a great piece of jewelry, would you like to say it was
bought from a nice (normal) jewelry store or pur-
chased at a distressed sale. The point being, we
must service the client’s physiological needs as well
as his real estate needs.

(LEFT) MICHAEL LOFTIN AND J. L. TODD, real
estate seminar instructors, tract development and
appraisal.

WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

Approved for VA

| AND MAKE BIG MONEY
Col. Gordon E. Taylor

Since 1933 Largest in the World

YOU can be an AUCTIONEER!
START YOUR NEW CAREER NOW

Attend 2 weeks intensive training in all
phases of this respected and highly profit-
able profession, taught by 24 of the na-
tion’s leading professional auctioneers.

Owner and President
Full-time Auctioneer
| will Help You

o -

GRADUATES RECEIVE LIFETIME SCHOLARSHIP, DI-
PLOMA & POST-GRADUATE ASSISTANCE. OUR “ON

FORTHE ... THE CAMPUS” HOUSING & DINING FACILITIES, CON-
PROFESSIONAL TRIBUTE GREATLY TO ENHANCE YOUR PROFESSIONAL
AUCTIONEER

TRAINING.

Clerking Supplies Please send me your FREE CATALOG.

Sound Systems
WRITE FOR
INFORMATION

I_Col. Gordon E. Taylor
Reisch World Wide College of Auctioneering, Inc.
| P.O. Box 949
| Mason City, lowa 50401

| NAME

MAIL Ph. (515) 423-5242 or 6396

COUPON
TODAY!

|
| ADDRESS
|
OBTAIN OUR MODERN AUCTION LIBRARY WITH CITY -
YOUR CHOICE OF TRAINING RECORD OR CAS- STATE ZIP
SETTE TAPE. FREE WHEN YOU ENROLL IN THE
TERM OF YOUR CHOICE. NA
Gordon E. Taylor, Member |
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“What is the most influential
factor in planning for a suc-
cessful real estate auction?”

A MAJOR BREAKTHROUGH IN
REAL ESTATE MARKETING

King, auction organization: In today’s economy,
| think the most influential factor in planning for a
real estate auction is the handling of the finance.
With high interest costs and high credits | think that
owner financing is probably the most influential fac-
tor in planning an auction.

Heike, real estate auction: The most influential
factor in planning for a successful real estate auc-
tion is primarily the same as any other type auction
— preparation for one thing. Probably the second
most influential factor is being familiar with the value
of the real estate before it is sold. | feel that auc-
tioneers have a tendency to try to attain prices that
are above fair market value.

Tobin, tax shelter/estate planning: | am some-
what of a crank, to insist that documentation be
proper and thorough prior to the time of the sale;
such as the listing agreement between the auction-
eer and seller, and the contract entered into between
the purchaser and the seller.

The second factor would be the auctioneer
thoroughly following through to see that the trans-
action is consumated, and the purchase price paid
within the time of the purchase agreement, which |
am assuming would be signed by the purchaser after
Lhey have been determined to be the successful bid-

er.

Most of the problems arising in a real estate
transaction arise out of the unskillful preparation of
the purchase agreement — either leaving things out,
or not comtemplating all of the possibilities, or put-
ting things in that shouldn’t be in the agreement.

Fox, commercial/industrial: After a certain num-
ber of givens, by that | mean, for example, “given
that the property is for sale with reserve, at a realistic
reserve, etc.,” | think the single most important fac-
tor is the planning and implementation of the market-
ing and advertising program. EXxpose that property
on as wide a basis as possible, under the egis, if you
will, of the auction psychology. Attract that par-
ticular user that is out there somewhere that wants
that particular piece of property.

Ayers, tract development: Of course, | believe
there are three things that really provide for a good
real estate auction. One, you have desirable prop-
erty that is in demand; two, have some financing in
terms that your buyer can buy with, and deal with.
And three, you do the job of advertising, promoting
and getting the crowd and the buyers there.

Cumberlin, financing/closing: Number one, in
the real estate auction, in my opinion, is the reason
for the sale. Is it a legitimate retirement? Is it be-
cause of an estate? As they say, you have to die to
have a good sale, and in effect that is true. But if it

March, 1981

AUCTION -The Marketing Tool

of the Future!

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

BROKERS/AGENTS:

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

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

Give yourself and your company this important edge.

Auctions can produce sales where all other marketing techniques fail.

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

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

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

ONLY

$ 50

Complete

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

method of marketing Real Estate.

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

Name
Address

City State Zip
Check enclosed. Make payable to Natl. Inst. of Real Estate Auctioneers Inc.
Master Card VISA  Card No.

Exp. Date Signature

Mail to: National Institute of Real Estate Auctioneers Inc.
3400 Irvine Ave., Suite 218, Newport Beach, CA 92660 « (714) 957-0045
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.. 113 N. May Street,

A LT Chicago, IL 60607
| Area Code 312-421-5140

Or Visit our Giant Showrooms

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

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

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

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

*Catalogs without our name available for your use

To: Cook Bros., Inc., Dept. A976
113 N. May St., Chicago IL 60607

Yes, | want to make more money! RUSH my copy of your big, new wholesale cata-
log.
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Is an investor that is selling, is he a legitimate seller?
Will he sell at the market or is he still trying to get
more than the market? And if people know him, the
seller’s reputation has a lot to do with the success of
his own sale.

Todd, tract development/appraisal: Promotion,
promotion, promotion. Personal promotion in the
form of personal contact with perspective buyers is
especially influential.

Loftin, tract development/appraisal: The most
influential and important factor in planning a suc-
cessful real estate auction is deciding the proper
marketing strategy to be used. Once an auction is
on contract, to whom that property would likely be
sold, and how these perspective buyers can best be
reached are the critical questions. This is a mar-
keting concept. Successful auctioneers are mar-
keting experts.

Bown, advertising: Presenting the property in a
framework of a positive, well thought out marketing
program. A part of this must be establishing a con-
tinuing company image of success and direction.

A definite internal plan for the handling of all
contacts and inquiries should include the small de-
tails of who answers the company phone, what infor-
mation is given, and what information is obtained
for a possible follow-up contact. Quite often, atten-
tion to what might be considered the small details is
lacking.

Just because you have done hundreds of sales,

CHARLES E.
“CHUCK” CUMBER-
LIN, real estate semi-
nar instructor, financ-
ing and closing the
real estate auction.

don’t relax. Remember, it probably is the first auc-
tion sale for your client.

Article Continued page 46
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The Auctioneer’s ‘‘Auctioneer’”

HEN YOU HAVE AN AUCTION THAT
REQUIRES THE FACILITIES THAT
ONLY A NATION-WIDE ORGANIZATION CAN
OFFER, HUDSON AND MARSHALL, INC. IS
READY TO WORK FOR YOU. IN ADDITION TO
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.
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Elsewhere Call
800/841-9400
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® ALL ASSOCIATED EQUIPMENT (P.A.
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HUDSON AND MARSHALL, INC. . ..
WE'RE READY TO WORK FOR YOU!!!

Home Offices
Macon, Georgia

Atlanta Offices
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‘““Based upon your experience,
when property does not sell
at a real estate auction, what
has been the causes of the
no-sale?”

King, auction organization: | believe one of the
causes of no-sales to be that the owner of the prop-
erty was not mentally ready to take a fair market
value for the property. | think probably if there was
a no-sale, the auction company did not do a proper
job in the appraisal, to establish a fair market value
of that property, then to sell the owner on the idea
of what to expect from the property.

| think that many times auctioneers are optimis-
tic about values in order to get the sale. They are
afraid another competitor auction company will take
the sale away from them, so they will book the sale
at a price higher than value to be able to get the sale.

Many times the auction company does not do a
good job on what types of property to take. They
will take a piece of property that doesn’t lend itself
to the auction method of selling as well.

Now I’'ve been thinking about what the 80’s will
hold for the auction profession. | think even though
we are having inflation in many areas today and

@ BEST AUCTION SCHOOL e BEST AUCTION SCHOOL e BEST AUCTION SCHOOL e BEST

YES!

YOU CAN BECOME
AN AUCTIONEER
IN ONE WEEK

you can do it with our —

“ EXPERIENCED INSTRUCTORS

all personally recommended by
the nationally known
Col. Joe Reisch

MODERN METHODS

video tapes, study guides,
comfortable quarters,
small classes

COMPLETE COURSE

every phase of auctioneering
taught by specialists

@ BEST AUCTION SCHOOL e BEST AUCTION SCHOOL

JAMES W. HEIKE,
real estate seminar
instructor, the real
estate auction.

higher living costs, that’s not a sign necessarily that
our land values will continue to inflate each year.
| think our land values are today above any fair re-
turn on investment. If we fail to continue the increase
in the value of land, people will look at land they are
holding as not such a good investment.

A lot of land will come on the market for sale if
interest rates stay high, because the income from the
money in the form of bank deposits will be greater
than the investment in land.

| think that 80’s will be harder than the 70’s In
the auction business. | think we will have less busi-

THIS PROGRAM WORKS
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FOR DATES
AND YOUR
FREE CATALOG

MASON CITY
COLLEGE OF
AUCTIONEERING

515-423-7200
Col. Don Wendel, President
Wm. Meeker, Vice President
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Don Wendel, William Meeker NAA Members
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Going, Going,

Gone! When you advertise in the newspaper with the largest Sunday circulation in

New England: 680,000. And no Boston paper has more classified ads. For more in-
formation call: JoAnne McCoy (617) 929-2169 or Arthur Shachat (617) 929-2160.

[

Uhe Boston Globie

BOSTON, MASSACHUSETTS 02107

ness people wanting to look at investments. The
small businessman is going to stay a little closer to
home and is going to spend less on bank credit, he’s
not looking for investments in the extent he was be-
cause of his own business needs, inventory prob-
lems, and receivable problems.

And, this is the first time in my adult life that |
have been in business where | am beginning to see
some real estate that won’t bring mortgage. We
never had this problem through the 70’s. Today |
think we have it.

| think there is a lot of property out there that
won't bring mortgage, so it's just going to be differ-
ent. We aren’t going to be assured of having buyers
to attend our sales. | think we have lost the specu-
lator.

Heike, real estate auction: Well, there are always
reasons for a no-sale. As | mentioned before, the
auctioneer, of course, is trying to obtain a price that
is above fair market value. Number two reason prob-
ably would be financing problems. This applies in
the auction real estate business as well as by private
treaty, that with today’s interest rates and less attrac-
tive financing available to the buyer, financing could
be a factor. Number three, of course, is probably
that the auction was improperly promoted, insuffi-
ciently advertised and poorly managed.

Selling real estate at auction is a phase of the
auction business that most qualified auctioneers
could benefit by. There is real estate to be sold at
auction in every locality and it is something that prob-
ably every active auctioneer could benefit from.
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Tobin, tax shelter/estate: It would certainly
strike me that again it’s a failure to attract the proper
clientele. Now | have watched sales by the sheriff of
both foreclosure property and tax sale property. A
constant increase in competitive bidding was
achieved by simply extending the hours of the sale
from 8 in the morning until 4 in the afternoon, as
opposed to conducting the sale at one time which
used to be 8:30 in the morning on the steps of the
courthouse. This gives people an opportunity to go
in an bid and rebid. We have had some very interest-
ing results in the Indianapolis area and some of the
surrounding counties arising out of what would liter-
ally be a bid oriented sale.

Those obviously are very widely advertised sales
and you have a cadre of people who are looking for
bargains at sheriff or distress sales. So | would think
it would be a matter of failing to advertise, to reach
the potential purchaser. This goes back to the ques-
tion that there is lot more education needed in order
to acquaint people with the advantages of dealing in
' eal estate at the auction.

Anything that can be done in the way of educa-
tion both within the NAA and by its members can’t
help but enhance the potential for auction. Again it
would strike me that the timing is right because the
established real estate industry has not done as well
In generating sales. There just seems to be some-
thing about the idea of competition that is appealing
If you can convince the seller that they are not going
to end up taking less. You can talk about bids with
reserve, and all the things that protect the seller so
that they don’t have to sell for less than what they

Article Continued page 49
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want out of a property. | don’t see why it couldn’t be-
come a very competitive way of selling property
even in a highly urban market.

Fox, commercial/industrial: One factor, of
course, is a cause that applies to really all real
estate no-sales and they are economic factors —
market factors that are in existence today, the state
of the economy, the availability of financing, the cost
of financing, etc. | think that today if | had to point
to single factor that would be it, economic.

As the lay public does not traditionally associate
real estate and auction, | think that we auctioneers
are almost as guilty. And if an auctioneer will only
think real estate in his normal day to day business
activities, it could be an adjunct to whatever other
aspects of the auction business he may be involved
in — antiques, commercial, chattels, machinery and
equipment, livestock, whatever. |f an auctioneer will
only think real estate and recognize opportunities for
real estate sales as they come up, | think they have
the ability of developing a successful real estate auc-
tion business.

Ayers, tract development: Putting property up
at auction that has been on the market for a long
while is one cause. Everybody knows what the ask-
ing price is, the interest had already died down,
overpriced, had been undesirable property, property
with no real good use or demand. To have a success-
ful auction sale, you have to have good property.
Good property always sells, regardless.

| think that a lot of the people that want to get
into the land auction business and the method of
selling real estate at public auction, should make that
first sale a good sale. Make sure that you have
desirable property, terms that you can have a sale on,
and that you have promoted the auction effectively.

Cumberlin, financing/closing: Many times it was
things | didn’t know about the property. Some of
them probably apparent, many times they were not.
It may be the lack of financing available, lack of
something about the property, physical aspects of it,
accessability that | wasn’t aware of, or right or ease-
ments or restrictions or zoning or something that |
went under one assumption and | was wrong. Some-
thing new pops up after we get into the auction
situation.

Then along with that, probably another cause is
just the lack of desirable financing. We are gambling
that we can get the job done in the cash situation
and we are not able to do it.

| think generally speaking, that real estate auc-
tions have a tremendous future. It iIs up to us as
auctioneers to become more knowledgeable in the
real estate field, and therefore the selling of real
estate at auction. We have to establish our own
credibility, our own honesty in putting on a sale.

| am not afraid of a ‘“‘no sale’. | am going to
give it an honest effort, get an honest bid on it and
if the seller can sell it, usually they will take the bid.
Most of the time we will get some kind of a reason-
able price bid on anything. Occasionally there is just
no market for a property. And when there is no mar-
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WILLIAM Z. “BILL"
FOX, real estate semi-
nar instructor, com-
mercial and industrial
auctions.

ket, it is just not going to sell to anybody, for any
price.

Todd, tract development/appraisal: Again lack
of promotion. and not dealing realistic with sellers
about the value of the property. Sellers must under-
stand the necessity of full cooperation and working
with the auctioneer. He hired the auctioneer as an
expert in his field and he should depend on him to

Article Continued page 50
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IF YOU OWN SOMETHING OF
GALLERY OR MUSEUM QUALITY
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Will BUY, TRADE or SELL
Bring your Antiques to us for

p DOV

OPEN 7 DAYS
A WEEK

SHELDON CORD PRODUCTS
2201 W. Devon Ave., Chicago, IL 60659
Phone 973-7070

HASKEL “HACK"
AYERS, real estate
seminar instructor,
tract development of
recreational and spe-
cial residential auc-
tions.

do the job that he hired him to do.

Who the auctioneer represents is the most im-
portant. In fact, who the auctioneer is selling for
can be more important than the property he is selling.
Proper preparation of the seller and representation,
upstanding, honesty, of sellers is a necessary part of
a successful auction sale.

Loftin, tract development/appraisal: No-sales
occur because an auctioneer does not properly
perform his services, such as poor advertising and
not knowing the market place.

Knowing a seller’'s needs and expectations, and
the likelihood of meeting those expectations by auc-
tion, should determine whether an auction should
ever be contracted. Some auctioneers will attempt
to sell a property that is over priced, or the indebted-
ness on the property is too great for the current mar-
ket to bear. Such properties should never be offered
at auction.

Sudden changes in the marketplace also create
no-sale conditions. Auctioneers do not generally
work miracles. Therefore, knowledge of the market-
place and accessing the seller’'s expectations are
essential to avoiding no-sale situations.

In my opinion, a real asset to the efficiency and
effectiveness of auctioneers who handle real estate
on a regional or national basis would be uniform
federal licensing legislation, or at least reciprocity
among all the states with qualified auctioneers. This
would boost competition and the buying, selling
public would be better served by the auction method.
Competent auctioneers produce successful auctions,
and successful auctions produce more auctions for
all auctioneers.

Bown, advertising: If we make the assumption
that the property was properly marketed, | believe
the most common reason for failure would be the in-
ability of the auctioneer to properly prepare the client
to sell. Specifically, failure to reduce a client’s over-
inflated idea of value..

Keep in mind that a common failing of the auc-
tioneer is that throughout the bid calling he is telling
the crowd that the price is way too low, the property
is worth far more, etc. These statements are reinforc-
ing the inflated idea of value. | believe that the
property’s qualities should be stressed rather than
the amount bid in an effort to get additional bids.
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We must be more positive in everything we do.

Each auctioneer should review each statement
he or she makes as part of the overall sales pitch,
whether selling the auction service or a property. A
tremendous damage is done to the auction industry’s
Image by many well meaning auctioneers. It is pos-
sible to go either way with a statement. | suggest you
look for the most positive.

New MAI President Named

Chicago, lllinois — On January 1, William S.
Harps, MAI, Washington, DC, assumed office as 1981
President of the American Institute of Real Estate
Appraisers. Mr. Harps is the first black president
of the Appraisal Institute, an affiliate of the National
Association of REALTORS®. Formal installation of
Harps took place in Anaheim, California, at the In-
stitute’s recent convention.

As Harps heads the Institute in its forty-ninth
year, it will be his responsibility to lead the Institute
In achieving its goals of increased membership and
professional recognition.

Founded in 1932, the American Institute of
Real Estate Appraisers is the oldest appraisal organi-
zation in North America and the only one affiliated
with the National Association of REALTORS®, |t
awards the professional designations, MAI (Member,
Appraisal Institute) and RM (Residential Member).
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WIRELESS SYSTEMS

Introduces a Dependable FM Wireless Microphone

The Wireless System offers the advantages
of total mobility, by transmitting voice via FM radio waves to the
Receiver, without the restrictions of cumbersome microphone wires.
The Wireless Microphone effective range is well over 200 ft from the

receiver antenna.
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Antiques
at Auction

Antiques Trends for 1981:
Phillips’ Specialists Choose

The Phillips annual survey of art and antiques
at auction, based on the views of 120 top specialists
employed by the firm of international fine art auc-
tioneers, is now released. It again provides a com-
prehensive picture of recent and future trends: the
1980 saleroom market and prospects for 1981.

Phillips, with a record turnover in 1980, polled
specialists at the firm’s salerooms in Britain, Europe
and North America. They named items in their own
fields which have shown the highest price apprecia-
tion in the year and nominated pacemakers to watch
In the coming year.

A further question was: Irrespective of your spe-
cialization, what items or areas in the saleroom mar-
ket do you consider a good hedge against inflation?

Furniture — mainly fine Eighteenth Century —
was the strongest specific choice, followed by
jewelry. However, when subjects such as jewelry,
stamps, coins, miniatures, small silver, gold boxes,
watches and Chinese snuff bottles are taken as a
group, it becomes clear that the majority of special-
Ists believe in small, portable items of value as the
best hedges against inflation. Several used that very
phrase — and even some of the furniture votes speci-
fied the smaller pieces.

All specialists emphasized the importance of top
quality and condition in any subject.

Other all-round choices: silver by well known
makers; Eighteenth and Nineteenth Century English
landscape paintings and watercolors; some modern
British paintings and prints; Eighteenth Century Eng-
lish ceramics; Art Nouveau and Deco; Oriental rugs;
Japanese paintings; costumes and lace; duelling
pistols; toys including lead soldiers and early Dinky.

The Phillips choice in the specialists’ own fields
is apparent from the chart. Of special note, however,
is the strong showing of English oak and Edwardian
furniture; medical and surgical instruments; old
Sheffield plate; Eighteenth Century wine glasses and
Georgian cut glass decanters. Diamonds and rubies
shine and pearls are on their way up.

i B s =

A popular Kansas City disc jockey was once
entombed in a “Mountain of Cokes™ at a supermar-
ket. He broadcast an appeal to “Buy me out!” Within
a few hours the store was a shambles but the DJ was
free — and hundreds of his fans were stocked with
coke for the rest of the summer.
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Antiques At Auction 1980-81 —

A Survey At Phillips

Based on the views of 120 Phillips specialists
iIn London, Edinburgh, Glasgow, Leeds, Mid-
lands, Bath, Oxford, Exeter, Norwich, Dublin,
Geneva, The Hague, New York, Boston, Toronto,
Montreal, Ottawa

FURNITURE

PAINTINGS

WATERCOLOURS

PRINTS

Pacemakers of 1980
— items strongest in
demand or price ap-

preciation

English period ma-

hogany, especially
chairs, dining tables,
bookcases. Small
fine English, oak &
Edwardian.

19C sporting,

cal.
Flemish. French Im-
pressionists. Modern
British by leading art-
ists. Late Victorian
& Edwardian water-

land-
scape & topographi-
17C Dutch &

items which should
continue to be a
hedge against
inflation

Under £500: Smaller
Georgian. Georgian
tripod tables.
£500-£3500: Secre-
taire bookcases.
Above £3500: Period
mahogany. 18C
English drawing

room furniture.

Under £500: 18C Eng-
lish drawings. Mod-
ern British etchings.
£500-£3500: Good
decorative paintings;
better modern British.
Early English water-
colours.
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OBJECTS OF ART
CLOCKS
WATCHES, ETC.

CARPETS AND
RUGS ETC.

CERAMICS AND
GLASS

colours. 18C colour
& period sporting
prints. 20C German
prints.

18C French clocks,
English carriage

clocks. 18C pewter
& metalware. Napo-
leonic ship models.

Quality Persian. An-
tique Caucasian.

Rare Turkoman.

18C Worcester,
Chelsea, English blue
& white. 18C Staf-
fordshire pottery,
English ironstone,
Wemyss pottery. 18C
German porcelain.
18C wine glasses,
Georgian cut glass &
decanters.

Above: 17C Dutch,
Flemish. French Im-
pressionists. Top
quality English water-
colours. Early OM
prints; prints by mod-
ern masters.

Under £500: 19C Eng-
lish timepieces. 18C
pewter measures.
£500-£3500: Decora-
tive French mantel
clocks. Rare ex-
amples of brass
candlesticks.

Above: Longcase &
bracket clocks. 17-
18C bronzes.

Under £500: Asia
Minor Kelims.
£500-£3500: Cau-
casian. Turkoman.
Above: Antique
Chinese.

Under £500: 18C Eng-
lish tea wares. Early
18C French porcelain.
Twist stem glasses.
£500-£3500: Early
19C English dinner &
dessert services. 18C
Continental figures.
Baluster glasses.
Above: Early Chelsea.

SILVER, GOLD
AND PLATE

JEWELLERY

ART NOUVEAU
AND DECO

BOOKS

George lll coffee
pots. Big names.
Early English spoons.
Wine labels, card &
snuff boxes, vinai-
grettes, gold bexes.
Good & unusual old
Sheffield plate.
Quality foreign silver.

Better diamonds,
rubies. Edwardian &
Art Deco. 19C signed
pieces. Fabergé, per-
fect condition.

Gallé, Lalique, Doul-
ton, especially figures
and character jugs.

lllustrated travel, bo-
tanical. Limited &
modern first editions.

Under £500: Omar
Ramsden. Late Vic-
torian teasets, sal-
vers, coffee pots.
Sheffield plate.
£500-£3500: 18C
candlesticks. 17C
spoons. Gold &
enamel boxes.
Above: 17C & early
18C silver. Paul
Storr, Paul de
Lamerie.

Under £500: Georgian
small diamond rings.

Pearls.

£500-£3500: Diamond
clip brooches.

Signed Edwardian,
Art Deco.

Above: Rubies.
Fabergeé.

Under £500: Jewel-
lery.

£500-£3500: Artist-
signed pottery, glass,
furniture jewellery.
Above: Rarer furni-
ture.

Under £500: Signed

limited first editions.
£500-£3500: 18, 19C
colour plate books.
Above: Early atlases.

Auctioneers:

Now—

more than ever—

you need The Chicago Sun-Times
to reach your target audience.

Reservation deadline

The Auction Page

in the popular Sunday financial and
investment news section

delivers high readership

Your Auction ad in The Sunday Sun-Times
will reach a total of 1,710,400 adults

NOON Thursday for Sunday Sun-Times

Call Bill Payne (312) 321-2915
or Ginny Durkin (312) 321-2932

and get action with the

Auction Page every Sunday.

including over 1,202,400 adults who read
no other Sunday newspaper.

CHICAGO

Sun

ay Sun-limes

Readership source:
Three Sigma, 1980.

. . . at economical rates.
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ORIENTAL

OTHER
SPECIALISED
SUBJECTS AND
COLLECTORS’
ITEMS

POSTAGE
STAMPS, ETC.

—.||=_L; ......
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Imperial Ming.
Cloisonné. Transi-
tional & K'ang-Hsi
blue & white.
Netsuke. Japanese
ivory & prints.

Eastern weapons.
Oriental costumes,
collectors’ lace.
Treen. Old cameras.
Dolls. Pre-war
Britains soldiers.
O0-gauge railways.
18C fans. Cricket
books (Wisden).
Italian & French vio-
lins.

Classical issues of
the world. More

modern European is-
sues. Brit. Common-
wealth KGVI & early
QEIl. Postal history.

Teamwork

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

Under £500: Can-
tonese. Later Japa-
nese porcelain.
£500-£3500: K‘ang-
Hsi blue & white.
Ming bronzes. Ivory,
Tokyo Art School.
Above: Chinese
lacquer.

Under £500: 18C
fans, lace. Soldiers,
Dinky, tinplate.
£500-£3500: Steam
rail models. Wisdens
in series.

Above: Italian violins,
cellos, violas.

In all price ranges
the best quality avail-
able. Classic issues,
especially European.

£5600 = $1,200; £3500 = $8,300. Some spellings in
the chart are of British usage.
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Michael Fox Auctioneers, inc.

EXECUTIVE OFFICES

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

e BALTIMORE, MARYLAND 21201

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

Pacemakers at Phillips
NORTH AMERICA

New York. In 1980: American and European 19 & 20C prints;
prints by Louis Icart. Poster art. Tiffany silver. Art Deco jewel-
lery. Diamonds and rubies. 1900-1925 US stamps. Vintage
photographs. American percussion revolvers.

Pacemakers to watch in 1981: Americana. Fine Art Deco
furniture. Old master prints, Icart prints. Art Deco, Victorian
and Georgian jewellery. Good gold items. Galle glass. Early
20C US stamps. 19C photographs and some from 1920-1940.

Toronto and Montreal. In 1980: Victorian furniture. Art
Deco furnishings. 19C Canadian and American furnituure. 19C
English and European oils. Old Doulton wares and figures, 19C
ironstone. Ming porcelain and Oriental ivories. 18 & 19C history
of Canada books. Art Nouveau and Deco jewellery. Cultured
pearils.

In 1981: Victoriana. Good quality early 20C silver. 19C
European watercolours and top Canadian artists. Bohemian and
Canadian glass. 19C Royal Worcester. 19C Japanese porcelain.
Bronzes. Manuscript maps of Canada. Books and prints on
natural history. Turn of the Century jewellery. Dinky toys.

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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AUCTIONS UNLTD.

EVERY 1ST AND 3RD WED. OF EACH MONTH—10A.M.

510 DAVIDSON STREET @ SOUTH 5TH STREET
WALKING DISTANCE OF DOWNTOWN

NASHVILLE, TENNESSEE
MUSIC CITY USA ¢ GRAND OLE OPRY ¢ OPRYLAND USA

SUPER BIG DEALER ¢ WHOLESALE PUBLIC AUCTION
WHERE EVERYONE IS INVITED TO COME BUY OR SELL ONE PIECE OR
A TRUCKLOAD AT ABSOLUTE AUCTION. POSITIVELY NO
BI-BIDS, RESERVE BIDS OR NO SALES e ALL SALES
WILL BE FINAL.

SPECIAL NOTE!! MOST ALL ITEMS WILL BE SOLD IN GROUP
LOTS WHILE WALKING THROUGH OUR 25,000 SQUARE FOOT
SALES FLOOR—GLASS SECURITY CASES WILL BE PROVIDED
FOR SMALL PRECIOUS CONSIGNED ITEMS.

WED., MARCH 18TH-—10 A.M. SALE WILL CONSIST OF:

Truck Load Living Room Fumiture 300 Cases Canned Dog and Cat Food
550 Folding Chairs 54 Cases of Canned Grocery Items
110 Folding Tables 26 Cases Paper Cups—Plates, Etc.
15 Office Desks 16 Cases Paper, Toilet, Napkins, Etc.
160 Stack Chairs 20 Cases Soaps and Detergents
Truck Load of Bedroom Furmiture 26 Cases Assorted Candies
12 Round Cafe Tables 28 Cases Assorted Health & Beauty Aids
8 Two-Door Metal Cabinets 10 Cases Jams, Jellies, and Syrups
6 Four Drawer File Cabinets 6 Typewriters—Manual and Electric
10 Metal Lockers 8 Adding Machines and Calculators
25 Swivel Office Chairs 6 Cash Registers—Electric and Manual
3 Glass Showcases 4 Copy Machines
20 Bar Stools 20 Rolls Wrapping Paper
15 Students Desks 20 Rolls Plastic Film Wrap
10 Sectjon Display Shoe Racks 12 Cases Nails, Nuts and Bolts
90 Standard Size Doors—Exterior & Interior 30 Bales of Paper Bags
12 Aluminum Storm Doors 10 Rolls Nylon Twine
120 Gallons of Paint 30 Sets Solid Brass Door Locks
20 Sheets 4x8 Plywood 8 Old Brass & Copper Fire Extinguishers
8 Vanity and Kitchen Cabinets 480 Feet Copper Tube—Assorted Sizes

300 Feet Two Inch Plastic Tube

PLUS: Light Fixtures ® Lamps ® Hardware ® Bric-A-Brac ® Bath Tub & Lavatories ® Gift Items ® Imports ®
Tools ® Toys ® Sporting Goods ® Clothing ® Shoes ® Drygoods ® Jewelry ¢ Electronics ® Store Fixtures ® Ap-
pliances ® Glassware and numerous other items. The above listed items are only a partial list of hundreds of
items that will be sold in this big sale. Other merchandise is coming in every day. Plan to be in Nashville for
this big sale—Wednesday, March 18—10 a.m. and every lst and 3rd Wednesday of each month.

Directions: Off I-65 or I-24 at Shelby Street exit. Go one block east, turn right on South Fifth Street. Go two

blocks to Davidson Street and sale warehouse. We're on the banks of the beautiful Cumberland River over-
looking downtown Nashville.

In heart of 16 big beautiful hotels and motels—Truck Stops of America and famous Printer’s Alley Strip.
For special motel rates and reservations or sales information call Newt Billings at 615—256-1507.

e Bring a Load to Sell and Take Home a Load or Take Home Cash. We sell for a small
Percentage.
e Bring in Your Consignments Prior to Sale Day.
e Terms Cash or Cashier’'s Check or Bank Letter of Credit.
—SORRY—NO EXCEPTIONS PLEASE—

N~ cmmmzmnm
(A o

Member State & Nationa! Auctioneers Association, Lic #313
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Convention Dates

State Association

Hotel or Motel and City

State Association Conventions — Dates and Locations

Convention Chairman or
State Association Secretary

March 6-8 Kansas Hilton Inn, Salina Rex B. Newcom
March 13-14 Montana Elk’s Club, Glasgow Del Strommen
March 21 Nevada Las Vegas J. M. “Bill” Watson
March 21-22 lllinois Holiday Inn, Airport Rd., Moline Richard Cartwright, Roy Lawson
March 22-23 New Hampshire Sheraton Tara, Nashua George Michael
April 5-6 Kentucky Executive Inn-Rivermont, Owensbore  Wilma Atherton
April 26 lowa Lake Panorama, Panora Margaret H. Bloomer
May 2-3 Missouri Holiday Inn Holidome, Columbia Doran Livingston
May 2-3 Nebraska York Randy Ruhter

May 19-20 Kansas (Seminar) Wichita Royale, Wichita Rex B. Newcom
June 4-5 Wisconsin Mead Inn, Wisconsin Rapids Robert Massart
June 7-8 Georgia Hilton, Atlanta Ron Harris

June 12-14 South Dakota Mobridge Jim Payne

June 12-13 Texas Marriott Inn, Dallas Charles Connour
June 14-15 Tennessee Quality Inn South, Chattanooga E. B. Fulkerson

Representatives of State Associations have offered the above dates, places and facilities of
State Association conventions and/or annual meetings. All NAA officer or director requests should
be coordinated through the NAA office. If any of the above information is incorrect, please con-
tact Executive Vice President Harvey L. McCray at the NAA office.

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

cluded above.

fr
R T

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 lbs.

SATISFACTION GUARANTEED * * *

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

* %* *

DWIGHT V. DODGE, Owner

DODGE MANUFACTURING CO.

1123 W. 6th Street * P.O.Box 1513 ¢ Topeka, Kansas 66601 =+« (913)234-6677
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Successful Auctioneering Across the Nation

Maine Real Estate Sold Well In 1980

For one auction company in Kingfield, Maine,
1980 was a very good year for real estate auctions.
NAA member Richard Keenan and his auction firm
attributes the real estate success to the ‘““knowledge
developed in our first two years in the CAl program,
and the 1980 Phoenix Real Estate-at-Auction semi-
nar.” Foremost of the three sales below was the
November auctioning of the Lakewood Theatre, the
oldest summer theatre in the nation.

The theatre was sold followed by 500 pictures
of the past performers (which brought $6,000), plus
the personal property. Pre-sale news releases were
picked up by the wire services, and articles appeared
in the BOSTON GLOBE and the NEW YORK TIMES,
as well as major newspapers in Maine. At the sale,
the three networks had TV crews filming the auction
which their stations in Maine carried as feature items
in local newscasts. AP and UPI put the sale on the
wire. The BOSTON GLOBE carried the story. The
daily papers in Maine provided front page coverage.

The sale resulted in a total of $259,250 for Lake-
woods 126 acres and 50 buildings. The restaurant
and 25 cottages sold for $100,000, the nine-hole golf
course for $85,000, and the State Theatre of Maine
for $66,000. Two undeveloped lots were auctioned
off at $8,250. Advertising budget for the auction was
$6,000, with an estimated $20,000 in free advertising
because of the publicity coverage.

Two other Keenan auctions achieved good 1980
results.

Auctioneer Keenan was contacted by several
banks with surplus properties they couldn’'t sell
through normal real estate channels. The auction
company inspected each property, took black and
white pictures for advertising, posted auction signs,
and took color slides of each property. Combining
14 sales resulted in a $200 advertising budget per
house.

“We advertised the property in our monthly
flyer, and bought half page ads in the papers, and
showed the property in the usual fashion. Then on
November 8 we had an auction of all properties at a
Holiday Inn.”

Thirteen out of the fourteen properties sold,
with the 14th bank reportedly sorry they did not take
the bid. The success of the auction led to another
similar bank sale, in midwinter.

In August 1980, the Kennan firm successfully
completed a foreclosure sale of a second mortgage
resort property in the center of Moosehead Lake,
Greenville, -Maine. The Kineo Island Resort con-
sisted of 316.5 acres of Maine’s woods, cottages, log
cabins, golf course, other recreational facilities,
and 38 subdivided lots. Local news media and daily
newspapers covered the auction.

o8

REAL ESTATE AUCTION -

14 BANK OWNED PROPERTIES c.fivaneacs
SATURDAY, NOVEMBER 8 at 10:30 A.M.

Sale Held At: Holiday Inn, Waterville__ . -

L] A LaTwh UF:'I. n,
¥ # i F

: Auction i
Company Bl el

hamaer i niE

TERMS: *3.000 down payment in cash or cerlitied funds made pirahh to Keenan Auction Co., al time of sale on
sach parcel, Balance due and payable in M days cpon presentation of deed. All sale subject {0 confirmation

banks.

inspection by appointment.

HALF PAGE AD for bank sale of 14 properties by
numerous banks. NAA member Richard Keenan

handled the sale.

Snowmobilers Served Well By Auction . . .
Bronson, Michigan, was the site of the November,
1980, 6th Annual Snowmobile Auction, one of the
largest of its kind in Michigan and the snow-belt
states. Conducting the sale was NAA member Brent
Wilber of Bronson.

Among the crowd of 1800 buyers, sellers, and
interested snowmobilers were representatives of the
Michigan Association of Recreational Snowmobilers
and the Southern Michigan Snowmobile Council.

The representatives answered questions about gov-

ernmental regarding snowmobiling in the

state.

Commenting on the auction, NAA member Brent
Wilber noted that “this is as large a gathering as was
here last year, but | think the number of sleds was
down some”’. The Wilber family managed a very
successful sale which left one buyer from Kentucky
to observe that the yearly auction was becoming “a
super service for the snowmobiler”.

policy

Florida Auction For United Cerebral Palsy . . .
A group of NAA auctioneers helped conduct a bene-
fit auction January 18 to raise funds for United Cere-
bral Palsy of Central Florida. The auction was held
in a shopping mall in conjunction with the annual
Cerebral Palsy Telethon. The auctioneers involved
were Lewis Dell, Fred Dietrich Ill, Bill Livingston, and
Billy Wells.

The sale raised over $7,000 to help United
Cerebral Palsy continue, and expand its many ser-
vices for children and adults.

THE AUCTIONEER



FORMER STORE EXECUTIVE, Paul Brandenburger,
now NAA member, auctions restaurant of Sears
store where he once served as personnel director.

Sears Store Moves, Auctions Restaurant . . .
In 1959 Sears Roebuck and Co. sent him to Jack-
sonville, Florida, as a personnel executive for the
newest and largest Sears store in the nation at the
time. That same executive is now NAA member
auctioneer Paul Brandenburger who presided over
the December 1980 auction of the Sears’ second floor
restaurant, before the store moved to another loca-

Lisf;;" Your
Property with Us

'_531 Broad Street
ho )
LICENSED o

|

REALTOR
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.’; GA.- AUCTIONEERS LIC.NO. 137

Invites Participation
By Auctioneers & Real Estate Brokers, Nationwide

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

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

tion. The general manager of the Sears stated that
this was the first occasion he knew of that the na-
tion’s largest retailer ever auctioned anything.

A crowd of about 100 buyers attended the
Brandenburger auction to bid on thousands of pieces
of stainless steel, china, pictures, furniture, and
kitchen equipment at the absolute auction. Every-
thing was out of the store by December 8, 1980.

Auctioneer Paul Brandenburger explained that
the publicity received from the sale and newspaper
coverage resulted in many calls from other firms
requesting information. In January, Brandenburger
sold at auction for Sears, an entire contract drapery
and blind plant.

Estate Sale Success A November 1980
estate sale in Columbia, Missouri, was well adver-
tised and successful. Conducting the sale of the
Akeman Estate were NAA member auctioneers R. E.
and Brent Voorheis. The auction was held at a Rama-
da Inn convention center which seated the buyers
from four states.

Top selling items included: walnut, youth size,
roll top secretary, $1775; walnut baby cradle, $480;
and an Iranian hand woven rug, $3,000.

The Voorheis firm credits much of the auction’s
success to national and statewide advertising, sale
brochure with actual photographs, the company’s
antiques mailing list, and effective sale management.

INSURED

Atlanta Telephone 577-2634
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Bank ‘‘Dress-A-Doll” Program Holds Auction . ..
The State Bank of Burleigh County Trust Company,
Bismarck, North Dakota, has sponsored a ‘“Dress-A-
Doll”” charity program for the past five years. The
dolls are purchased by the bank, and can be picked
up at the bank by any person who will design and
sew a costume for a doll. When the dressed dolls
are returned, they are judged, with prizes awarded
according to categories. This year, the bank dis-
played 105 finished dolls from the contest.

In previous years, the dolls were then given to
different charities. However, the past three years, an
auction has been held in a local shopping center.

Handling the sale each year has been NAA member
H. O. Berg.

The 105 dolls were auctioned two weeks before

The Reisch Auctioneer's Speaker

The greatest ever used in the auction profession. Nothing its equal. Either of these speakers
will do the job — loud and clear — and can be heard for a half mile or more. The leading auc-

DRESSED DOLLS ON DISPLAY, below left, at Bis-
marck, North Dakota, bank which auctions them for
charity. Below, NAA member H. O. Berg conducts
doll sale, held each year at Christmas.

Christmas 1980, and brought a total of $1600. The
proceeds were given to various Bismarck charities
benefitting needy children.

Reserve Grand Champions Sold . . . At the
South Florida Fair and Exposition a new attendance

]

tioneers throughout the U.S.A. and Canada use these speakers. Why not you? We have sold
these speakers for the past 25 years. They are American made and of the finest quality.

want the best, this is it.

cord.

REISCH SPECIAL
“MR. BIG VOICE” — JR-1

THESE SPEAKERS CAN ONLY BE PURCHASED FROM:

- _

60

THE JR-1 is the most powerful portable speaker made. It is powered by
three 6 volt lantern batleries, giving 18 volts of power. Batteries last
60 hours or more. Set weighs 8 Ibs. Comes with 12 it. cord and shoulder
strap and mike support holder, which leaves both hands free. Easy to
carry at side, or can be placed on truck top, or used on a ladder. If you

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

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

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

REISCH SPECIAL
“LITTLE BIG VOICE” — JR-2

Col. Joe Reisch, Reisch Sales Company, Box 850, Mason City, la. 50401
Phone: 515 423-1465. Call or write for Special Wholesale Prices.
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PLEASE STATE SIZE OF
FILE YOU WISH TO ORDER

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

We have the clerking sheets that come in
triplicate, with three sides glued together.
There are 21 items per sheet. These are
made for the 2" file. We do not make a
clerking sheet for the 32" by 2V2" file.

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

$90.00

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

We pay shipping charges on all items

record was set for one of the largest fairs in the
South. Assisting at the auction of the champion
market steers was NAA member R. K. Beebe, West
Palm Beach, Florida. Auctioneer Beebe sold the 15
month old Grand Champion, purchased by a Beef 'n
Booze restaurant for $5.00 per pound, total $5,000.

Two auctioneers alternated throughout the auc-
tion of 27 steers, for a record total of $66,433.55.
The crowd was reported as very attentive with
spirited bidding.

NUMBER 61, shown by Lynn M. Raulerson was the
Grand Champion Market Steer at the South Florida
Fair and Exposition. At the right is Dr. Don Hargrove,
a contest judge from the University of Florida.
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% Filing System
% Supplies Carrier

100 Slot File )

(Slots—312"" deep - 22 wlde%sq 95 * S.Ie FOI’I‘I‘IS

100 Slot Fil

(Slota——g” dlleeep - 2" wide) * SPECIAL *
$59 95 100 Slot 2" File

. * Supply Carrier

(5520323;1/5-"3&9,, - 2%" wide) 200 Clerking Sheets
$29.95

50 Slot File

(Slots—2" deep - 2" wide)
$29.95

.}

Supplies Carrier

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

$19.95

Sales Formis, in triplicate
200 sheets (200 ) $32.00

ems

[ Ttem 1 No.

A LT

Purchaser

Price

This is for the 2" file

Send check or C.0O.D.

LUNDEEN SALES FORMS

423 East Avenue Holdrege, Nebraska 68949

“Show Must Go On’’ After Auction Disturbance
. . . After a woman pulled a gun and threatened 125
people at an auction in Grant, Alabama, the sale
stopped immediately and the crowd very quickly dis-
persed. The 53 year old woman was subsequently
taken into custody after threatening to shoot every-
one who did not leave the auction, and refusing to
obey the police order to surrender.

From this unsettling event come verification of
the old saying, ‘‘the show must go on”. On the very
same page as the news story about the disturbance,
the auctioneer placed this ad.

To Our Auction Buyers and Sellers

| wish to apologize for the disturbance caused
at my auction at Grant at the Red Barn Chicken
House Saturday night. We are sorry for the
interruption created when the woman came in
and pulled a gun. This woman has no connec-
tion with our business. | would like to assure all
buyers and sellers that this will not happen again
at any of my auctions, for we will have police
protection at each sale. We will be looking for
each and every one of you back at our sales as
usual every Tuesday and Saturday night at 7:00
Again, my apologies.

The value of new construction is expected to
rise 18% in 1981, to about $270 billion, according to
U.S. INDUSTRIAL OUTLOOK.
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Bidder Registration L:

KWICK KLERK'’S personalized Bidder Registration Cards are the perfect
way for qualifying your buyers. Each card is printed on heavy, colored card
stock. The top of each card is perforated and detaches for filing in your
“KABINET” while the bottom detaches with your personalized logo printed
on it.......a great business card! Only $22 for the first 1000 cards. $20 for
each additional 1000. Give them a try! We know you’ll like them!

lerking S

Our Clerking Sheets have been redesigned by our professional graphics staff.
The sheets are available in 3 or 4 part NCR (carbonless) varieties and are pre-
cut with a card stock back copy. Our unique sales tabulation section on each
sheet helps in eliminating posting errors and gives you a constant report of
your auction’s progress. Each sheet contains 10 tickets and they‘re shipped
in 100 sheet packages. 3 part sheets are only $18/package. 4 part are $P20

CALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT

\

Ic

Rox 147 Northfield, M\n. 55057

THE SALE SAVER — STERIL AUCTION TENT

How many tent companies can offer the features of the Steril
Auction Tent:

What every auctioneer needs is a tent that is versatile,
one that can be used for the small sale and the large sale.

Why wear your nerves to the breaking point with indeci-
sion? Why have costly cancellations? If you own a Steril
Auction tent, you can negotiate tent rental with your client as
soon as inclement weather is forecast, which may be just
before the sale.

_Our tent is strong, wind-resistant, portable, lightweight,
multi-use, profitable, and versatile. Why?

PROFITABLE?
1.

2.

You rent the tent to your clients.
You avoid costly cancellations.

You are going to get more sales if your competitor doesn't
have one; also you will get sales that you may have lost
when a prospective client asks, “What do we do if it
rains, snows, or the sun is unbearable?”

. Your commissions will be greater because more people

will stay and be comfortable — more people, more bidders.

More people will attend your sale if your ad reads, “Sale
under tent in case of bad weather.”

You can rent out your tent to other auctioneers.

le

i

©

(507) 645-4407

7. You can rent out your tent for parties, weddings, gradua-
tions, catered events, baseball tournaments, etc.

8. Your status as a real professional is enhanced. Let's face
it — a tent is impressive.

9. You have all these advantages at essentially no cost. Your
clients and customers will eventually pay for it.
Think about it!

LIGHTWEIGHT: Its aluminum frame makes it so.

PORTABLE: The frame comes apart in sections that can be
hauled easily. The heaviest single tarp weighs about 90
pounds — and that’s on the largest model.

STRONG: The frame is heavy gauge aluminum tubing w/hick-
ory arches.

STERIL AUCTION TENTS DON'T COST, THEY PAY!
Information to help select your Steril Auction Tent.

Three deluxe models are available, all complete with four
sundecks. One will fill your needs. All canvas is 12.65 oz. wt.
3 x 2 waterproof ARMY DUCK.

Due to the high cost of mailing and handling there is a
$1.00 charge for brochures, however, you can get one free with
an order of any of our products below.

OFFER GOOD ONLY IN CONTINENTAL UNITED STATES

Now you can receive your tent 10 days after we receive
your order.

Please send me a tent brochure. Enclosed is check or
money order. Send to:

Name

Address

City State Zip

JESION'S AUCTION SERVICE

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

|
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Good Prices At Wichita Antique Sale . . . A
multitude of antique lovers from Kansas and sur-
rounding states attended the January 11 antique
sale by NAA member John Woody from nearby
Douglas, Kansas. A portion of the sale items came
from an estate, the remainder from a collection be-
longing to a Salina, Kansas, couple.

Top selling items included: a beautiful etegere
of ornate brass, $2,900; a 15’ rubina verde trumpet
vase, signed by Moser, $1,350; and a Limoges game
set of 13 pieces, $975. Other sale items included
sterling silver, Civil War postcards and stationery,
French cameo vases, rockers.

WOODY AUCTION PIECES, below, Galle French
cameo sold for $275-$600. Right, ornate brass ete-
gere, $2900. NAA member John Woody conducted
the January estate sale.

March, 1981

Farragut Civil War Documents Bring $10,000 . ..
The five commission papers of Civil War hero David
Farragut were auctioned to a Boston rare book and
manuscript dealer for $10,000, January 9. Conduct-
ing the sale at his South Deerfield, Massachusetts,
gallery was NAA auctioneer Douglas Bilodeau, CAlI.
The commissions were signed by American presi-
dents John Tyler, Franklin Pierce, and Abraham Lin-
coln. In fact, the auction took place on the 118 anni-
versary of the day President Lincoln signed the com-
mission making Farragut the first admiral in US his-
tory, January 9, 1863.

During the battle of Mobile Bay in Alabama, Ad-
miral Farragut shouted the now historic words,
“Damn the torpedos! Full speed ahead!” Auction-
eer Bilodeau explained that the documents were
sold by a Farragut descendant who had kept them
in a tin box for years. The commission papers were
in beautiful condition. The auction generated inter-
est from across the country, including the US Naval
Academy, the Smithsonian Institution, and the Na-
tional Archives.

ADMIRAL FARRAGUT COMMISSION PAPERS, left,
sold at auction by NAA member, Douglas Bilodeau,
CAl. The documents of the Civil War Naval hero
brought $10,000.
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State Association Reports

PAA Holds 33rd Annual Convention

Members, their families and guests, of the Penn-
sylvania Auctioneers Association gathered at the
Harrisburg Host Inn, January 9-10 for the 33rd an-
nual PAA convention. The program consisted of
official PAA business and meetings, plus educational
sessions, a Fun Auction and entertainment.

Workshops included: Marketing Heavy Equip-
ment, Marketing and Advertising Antiques, Auction
Advertising, and Successful Selling of Real Estate
at Auction. A banquet was held with speaker Charles

Jones talking on Leadership in the Auction Profes-
sion.

State Association Officers,
Updated Information

As they are received at the NAA office, THE
AUCTIONEER magazine will publish the most cur-
rent officer information from the state auctioneers
associations. The last complete directory of state
association presidents and secretaries was in the
December 1980 issue of THE AUCTIONEER.

NEXT CLASS
APRIL 20

Col. Jim Graham
CCIM, CRB, AFLB

e Learn the Professional chant

e Every type auction is covered

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

e Every student personally trained
by Col. Jim Graham

e Highly professional Instructors

NAA HALL OF FAME members, from left: NAA past
president Wylie Rittenhouse; Mrs. Margaret Berry,
wife of deceased Hall of Fame member, Tom Berry,
and NAA past president Ralph Horst. All were pres-
ent at the PAA annual convention in January.

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

LEARN

AUCTIONEERING

in Beautiful

FLORIDA

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

Become a Professional Auctioneer in 1 Week

JIM GRAHAM training makes you STRONG . . as an
Auctioneer: Businessman; Speaker. Men or women.

REAL ESTATE auctions . . our specialty
You'll like our FAST START system

Graduates from other schools are welcome

FREE BROCHURE
JIM GRAHAM SCHOOL OF AUCTIONEERING

204 U.S. 1, North Palm Beach, FL. 33408 (305) 844-1723
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PAA WORKSHOP and instructor Richard J. Moyer.
Topic was Advertising and Preparing Household
Furniture for Auction.

NSAA Plans for 1981 NAA Convention

The Nevada State Auctioneers Association held
a meeting in December, 1980 at the Historic Old
Mitzpah Hotel in Tonapah, Nevada. The meeting was
well attended, the primary topic being organization
for the 1981 NAA Convention, to be held at the Las
Vegas Hilton Hotel in Las Vegas, Nevada.

A fun auction was held with each NSAA mem-
ber selling one or more items. The amount of $431
was placed in the treasury from the NSAA fun auc-
tion.

FAA Champion Named

At the December meeting of the Florida Auc-
tioneers Association in Gainesville, NAA member
Jim Gall of Miami was judged the Florida State Auc-
tion Champion at the convention’s bid calling con-
test. He was also elected as a member of the FAA
board of directors.

Auctioneer Gall is active in numerous community
organizations including the Greater Miami Chamber
of Commerce He is also currently serving as presi-
dent of the downtown branch YMCA.

Faith in the Future Expressed by Future Appraisers

If enroliment figures in professional courses are
any barometer of the balance of 1981, the American
Institute of Real Estate Appraisers has seen a good
omen in future course enroliments.

The Institute (AIREA) has projected a year-long
enrollment of almost 5,500 students and by the close
of business on January 16th had already signed up
775 ...almost 15%.

“I'm not surprised in this positive trend in en-
roliment,” says Robert J. Callaway, MAI, chairman of

March, 1981

In Memoriam. ..

JESSE RUCKER RUTLEDGE

The Tennessee Auctioneers Association secre-
tary-treasurer notified the NAA office of the death of
NAA/TAA member J. R. Rutledge, January 13, 1981.
Mr. Rutledge was a long time member of both As-
sociations, having been in the auction business
since 1939. Though he lived in Rockvale, auction-
eer Rutledge’s office was in Murfreesboro, Tennes-
see. Son Clayton Rutledge is also an NAA/TAA
member.

It was also reported that Mrs. Dora Rutledge
died of a heart attack the same day as her husband.
The double funeral service was held for Mr. and Mrs.
Rutledge, January 15, with burial in Murfreesboro.

COY W. “PETE” WILLBANKS

The NAA office was notified by Mrs. Willbanks
of the December 13, 1980 death of her husband,
NAA member Pete Willbanks, Mountain View, Mis-
sourl.

MOVE MERCHANDISE
IN DALLAS, TEXAS

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

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

Now featuring ""The Auctioneer’ every Sun-
day in the Classified sé&ction.

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

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

Dallas Times Herald

The newspaper Dallas can be proud of.

AIREA’s National Education Committee, ‘“‘for those
intending to build a career in real estate, appraisal
Is a fascinating and on-going discipline that doesn’t
suffer the enormous market fluctuations you find in
other real estate specialties. While appraisals are
needed for more reasons than sale of property, the
real estate business as a whole will show improve-
ment in 1981 because of pent-up housing demand.”
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DON‘T MISS SHELDON CORD’S $2,000,00C

SUPER SENSATIONAL DEALER SALE

BRING YOUR TRUCK OR CAR AND A BUNDLE OF CASH. WE WILL BEAT ANYONE'S PRICE!

 UNBEATABLE PRICES - UNBEATABLE VALUES
CASH & CARRY CASH & CARRY

FLEA MEN'S

IN-DASH AM/FM WORK
MARKET i Mo by
SPECIAL - Ass’t. Cl:sfolto DOZ. 40-PC Deluxe Men’s
J‘W'I’L' E‘"i“tg' Car Stereo $3.00 Combination Ultra Thin
& Necklaces, etc. Deluxe Model s iy ‘
- DOZ. ss-o'o E:xssq,gs 1/4 and 3'18 L.C.D. Electronic

Socket Wrench Set
in Metal Display

Quartz Watch

- Men’s 21-Pe.

Deluxe 1/4" and 3/8" Ea. $8.50
Calendar Socket Wrench Case
Set in Display Set $6.00
FLEXIBLE Carded e e suﬂé’{’l‘éiss
RATCHET SEY Butane Doz. §$11.50
P Lighters ORDER DIRECT FROM THIS AD — SEND CASHIER'S check, Deluxe SM 'KE LENS
R SET Gross $40.00 money order or certified check for immediate 24-hour service. 8-Track SUNGLASSES
- SORRY, NO PERSONAL CHECKS. Best in prices-service-quality. Car Stereo
Minimum order accepted $50. Servicing the wholesale trade for or Cassefte Doz §10.80
over 25 years. All merchandise shipped F.0.B. Chicago. All mer- Ea. $16.50 SUN SENSOR TYPE
chandise is brand new and comes with a factory guarantee. | SUNGLASSES
— Doz. $17.00
LADIES’ ORDER NOW—DON'T DELAY ,
Deluxe CALL TOLL FREE Large Size Grandfather Clock ..................... Ea. $11.90
Large Grandfather Clock w/Chime ................ Ea. $12.90
ccotpﬂr Cl;d Qu;hc-\&?-t i 800-621-7999 Medium Size Kerosene Lamps-Asst. Colors ... Doz. $12.00
ookware Set “ T Musical Butterfly Mirror ............................ Ea.$ 4.50
$11.95 Ea. $9.50 POOL CUE SPECIALS Beautiful Asst. Cocktail Rings-in Display ...... Doz. $ 5.90
SOLD IN DOZEN LOTS ONLY Ass't. Rhinestone Earring & Necklace Set ..... Doz. $12.00
Hand-Carved Walking Cane Pool Cue ....Doz. $ 54.00 Deck of Playing Cards-Radio ...................... Ea. § 4.50
5 Pc. Hand-Carved Prof. Pool Cue Set...Doz. $ 90.00 Ronson Cigarette/Vanity Case set ............... Doz. $24.00
9 Pc. Hand-Carved Pool Cue Set .......... Doz. § 48.00 a-Trlc‘k & Cassette Ca;|| PI:{or ‘!CNom::nation)bEl. : 3;3:
WATCHES n JEWELRY e et P B Wik | e o M 0%
MEN'SL.C.D. QUARTZ WATCH .................. Ea.§ 8.50 6 Pc. Hand-Braided Budweiser Beer Cadillac Eldorado Novelty Radio..................... Ea.$ 6.90
Men's ‘‘Skin Diver"’ Watch with Calendar ...... Ea.§ 7.50 GlIB SBY.cccncnsnamsmmsamemssmmnsmamnnins Doz. § 48.00 17'P;' AI"“?."' j?-ol:a SDo_t -lﬂoxiodl.&.’ """"" Es. §17.50
Ladies’ Nurses Watch with Band ................. Ea.$ 6.50 Pool Cue Carrying Case ...................... Doz. $ 24.00 ity Raceiets: Earimn Rl cccomse $ 50,08
Ladlfzs Date-0-Matic D&D walches....' ......... Ea.$ 10.00 7-Pc. Deluxe Stainless Steel Cookware Set... Set $ 19.90 Giant Size Electric 3-D Picture...................... Ea. $10.80
Men's :I?-Jewel Calendar Watch — Swiss ..... Ea.$ 9.90 Car Spotlite with Safety Reflector.............. Doz. $ 24.00 Men’'s Cotton-White Tee-Shirts..................... Doz.$ 9.90
Ladies’ BRILLIANT CUT — HAND SET 12-Pc. Cook-n’ Serve. Oven Proof T set $11.00 Men's Cotton-Colored Tee-Shirts................. Doz. $ 10.90
VIS STUNE WATEH ..ocovvimn imninanns Ea.$ 14.50 2-Pe. Deluxe Chef u;““ Knife Sot """""""" Ea. $ 2‘50 Giant Barlow Knife .................... (Carded) Doz. $18.00
17-Jewel Hunting Case Pocket Watch ........... Ea.$ 19.00 : T ST e . ' Beautiful Gold Pipe Necklace ................... Doz. § 9.00
, 50-Pc. Stainless Steel Flatware.............................Set $ 11.90 : : :
Men's Asst. Stone Watches....................... Ea.$ 7.50 1500 Watt Dryer & Blower Ea § 725 Cigarette Pack Size Radio ........................ Ea. § 475
Ladies’ HEART SHAPED WATCH ................ Ea. $ 10.50 s e e Yorky Radio. all Plush ............................ Ea. § 5.90
6 Pc. Chef Master Knife Set Set § 5.00 y
2-pc. Perfume Pen & Pencil Set ................. DHE-S-9ENI. e e e ' Misicle PAIDET —vvvannmmmenamasvams Doz. $12.00

Butane Pen Lighter ..................ccociiiea.l. Doz. $45.00 TOOLS Disposable Lighters-Carded .................. Gross $40.00
Men's Wallets, Boxed ............................ Doz.§ 8.90 FOOT PUMP - Ideal Flea Market and _
Trucker's Cowhide Wallet w/S i Ea. $4 50 L ES

Auctionltem ..o,

Compartments................................... Doz. § 36.00 50 Ft. Drop Cords—All Copper Wire.................. Doz. $ 30.00 3:: Blade Jr. Camper_Knile #1066 ............. Doz. § 12.00
21 Jowe Mn'sCoensor Waich 0.5 1250 100FL Drop orde Al Copper Wik Doz $ 4200 &bt comeer e Cored L. Dt § 100
Boys' & Girls' Asst. Disney Characters Watch Ea. $ 6.90 x:c sﬁfeu;dgv:;m_wm Handles ......... Per Set $ 2.25 g gu}g Euis},, toc: E"iga"""""””::::::: Doz. $ 24.90

' 80 g .. En. 8 975 " Gold Bolster Lock Knife ...................... Doz. § 29.90
APPLIANCES'n HOUSEWARES 4-Pc. Pipe Wrench Set, 8”-10"-14"-18" ... Set$ 10.50 E;'Eﬂﬂb'e Gﬂéd ?ﬂ'stﬁ;gﬂﬂl'h"“%l -------------- Ea.§ 4.90
; sherman’s Knife with Pearl Handle.......... Doz. § 24.00
EEgiLC%P:’E?‘I;%NEH-—KNIFE SHARPENER e 5 25-Pc. 2" Socket Set w/MetalBox ............... Set $14.50 2" Blade Barlow Knife - Carded ... Doz. $ 19.80
7-Pc_Hard TEFLON-I Sel_Asstd.colors . Sel.§ 13.50 - 30 Pc. Master Pocket Knife Goliscion, 0 0
Musical Beer Stein—Large Size ................. Ea.$ 6.90 RADIOS n NOVELTIES peE'Di:pslae; £ nleCnIlectmn .............. $ 36.90
19-pc. Decorated Handle — Regent, DELUXE CHARGER RADIO — #1 SELLER Super Fly Fist Grip Lock Knife .................. Ea.§ 3.25
Sheffield English Cutlery Set, AM/FM RADIO - BATTERY/ELECTRIC ..Ea. sg 95 4" Sta Zlandle Sportsman Knife................. Ea.$ 4.50
VY. QUATANTEE oo i eniinisisissinssidisss Set$ 6.50 Deluxe 5-Band — Police — AM/FM Radio ....Ea. $ 12.50 Large 5'' Stag Handle Sportsman Knife ......... Ea.§ 5.50
Novelty Beer Can Radios .. ..Ea.$ 4.00 Shameld Pocket Knife - One Doz. per Display....... $ 13.95
|MMED| ATE C ASH s 8-Track AM/FM Home Stereo Set with 2 Smalalg:sl:ﬁ Va’:ld West Hand Carved KmleE §. pi
large Matching Speakers ........................ Set$ 59.95 aNATe .o a. -
: : : Medium Deluxe Wild West Hand Carved Knife
Animal Plush Poodle Radio—Ass't. Colors ....Ea. $§ 5.90 h
thBrassHandle ................................ : :
For SILVER OR GO'.D. WE BUY ROLLS ROYCECARRADIO..............cccovneennn Ea.$ 6.90 L:'rlge I;:?:x':a’wilrd West Hand Carved l(ninaEa 9
GOLD, SILVER, POCKET 6x9 Triaxial 20 oz. Speakers .......................... Pr. $ 19.90 with Brass Handle ............................ Ea. S 11.90
HE TERL - L

WATCHES, STERLING FLAT LAST MINUTE SPECIALS WHOLESALE ONLY! FOR RESALE ONLY!

WARE, U. S. & FOREIGN COINS. Aatomilic Switchbisde. Comb Bos '8 300 Send $1.00 for Complete Catalog. Visit

GOLD R'NGS, AN"QUES & DIA- Spaulding Golf Balls, Nat'ly adv ... GrossS 5000 gur Hant e 23,040 Bt SIOWIoning

MONDS. TOP DOLLAR PAID FOR | wighty Midgetpistol ey chain .- 005600 | truck or car and load up—82 000,000

“7‘0 . 1”0) SILVER DOLLARS - Cannon Towels—Giant Size...................... Doz. $ 11.90 inventory on hand at all times.

(10x50) Binoculars wi.n Leather .
EACH $20.00 vr CarryingCase................................... Set$ 26.90 byen Mun. they £6. 8 AW 10§ F.M.
10 Page Photo Album 'Do: “2'00 Sat. 9 a.m. to 4 P.M. Closed Sundays during February.
CALL OR V’S’T Us TODA Y 18" BackBammion Gan; """""""""""""""" E' s 9‘90 CALL US FOR LARGE QUANTITY PRICES

SH ELDON CORD PROD Dept. SK-10, 2201 W. DEVON AVE., CHICAGO, IL 60659
. PHONES (312) 973-7070 973-707
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Spotlight on NAA Auctioneers

Woman Auctioneer Finds Success

“l felt | had the background and interest to do
well in this field although it is completely dominated
by men,” explained NAA member, Margaret H.
Combs. ‘| really want to show other women that it
Is a field they can do well in.” The quote appeared
In a January newspaper article about auctioneer
Combs, in the Flemington, New Jersey, DEMOCRAT.

The article explained the auction method of
ouying and selling, gave a general background of
the auction profession and Margaret Combs’ auction
education. She is a mother of three, and the family
helps in setting up the auction and recordkeeping.
Mrs. Combs entered the business after about 10 years
of “dabbling” in antiques through flea markets, ga-
rage sales, and auctions.

In a letter to THE AUCTIONEER which accom-
panied her article, NAA member Combs attributes
her success to the help given her by the “established
men” in auctioneering. ‘| want to let everyone know
how helpful the established auctioneers can be to
us newcomers, and that they make us feel very
welcome when they extend a hand to us.”

Auctioneer Burdick’s Secret,
Always Think “Success”

Florida, Massachusetts — Roy C. Burdick is
generally the center of attention.

NAA member Burdick, an auction businessman
and entrepreneur who has long been a favorite sub-
ject for local publications and newspapers, was fea-
tured on the television show ‘“Evening Magazine,”
and was filmed in action for a late July 1980 edition
of "P.M. Magazine” on television station WFSB in
Hartford, Connecticut, another semi-documentary
program.

Mr. Burdick has a unique style of calling bids.
Instead of the more staid, formal New England style
of calling, he uses the ‘“‘Kentucky style”’ which is
more of a melodic, singsong chant.

I taught myself at first,”” he remembers. About
seven years ago my son bought a correspondence
course, but he lost interest. So | read the course
through and became very interested.

It hardly seems possible that he has had time to
perfect his auctioneering style. At various times,
Mr. Burdick has been an athletic trainer, a town
selectman, a painter, a gymnast, a draftsman, a real
estate agent, a lay preacher, a singer, a college
lecturer, and an avid practicioner of the Dale Car-
negie school of self-confidence.

“I'm not a full time anything,” he said with a
grin. “Too boring.”

Recently, Mr. Burdick has added lay-preaching
as a skill. He combines his singing and auctioneer-
Ing talents at the pulpit.

“My religion is very important to me. | am a very
religious man. My faith carries me.”

March, 1981

Mr. Burdick points to a pin on his lapel that
simply says ‘Success’.

“l look at this as a constant reminder. As long
as you believe that you will be successful, as long
as you believe in yourself, you will be a success.”

(Reprinted courtesy of THE TRANSCRIPT, North
Adams, Massachusetts. Article by Jordan Lewis.)

Livestock
at Auction

Continued From Page 26

LMA Directors See Interest Rates,
Weather As Keys To
Livestock Economy’s Success

Hilton Head Island, South Carolina — Interest
rates and weather conditions are keys to the success
of the livestock economy in 1981, directors of Live-
stock Marketing Association said here recently.

The nine directors, all veteran marketing busi-
nessmen from across the U.S. and Canada, were
participating in a region by region ‘“Marketing Out-
look ‘81" session at LMA’s annual meetings, held
here.

Several factors were discussed as having a po-
tential impact on the livestock economy, but the
general consensus was expressed by James E. “Ed”
Frost, Springfield, Mis3souri. ‘“‘Moisture and interest
rates are going to be determining factors in the price
and supplies of livestock,” he said.

A prime rate in the mid-teens could add from
$5-$10 cwt. to the returns on 1981 light calves and
yearling cattle, and from $50-$100 per head on
stocker cattle, he said at the January 15-17 meetings.

LMA Launches Campaign For Reform
Of Federal, State Marketing Laws

Kansas City, Missouri — A nationwide cam-
paign to reform federal and state livestock market-
Ing laws has been announced by Livestock Marketing
Association (LMA). The campaign seeks to substi-
tute the ‘‘stockyards’ title of the federal Packers and
Stockyard Act, with modern provisions for market,
dealer and broker businesses. Proposed legislation
would leave the packer and poultry provisions of the
P&S Act intact.

At the state level, the campaign will work for
the passage of uniform livestock marketing laws. A
united marketing sector is behind this drive to make
sure today’s marketing laws at both the federal and
state level, fit today's businesses.
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Better Auctioneers Start With Better Training!

? i SCHOOH;JZ
*; -AUCTIONEERING . = — b S -
SHORTCUT TO BElNG B "TOP AUCTIONEER"

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

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

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

FORREST MENDENHALL,

MEMBER ENROLL TODAY!
By VETERAN APPROVED

@ enc[enlza” Sclxool f uquctionee’z[n

P.O. BOX 7344 ® HIGH POINT, NORTH CAROLINA 27264 ® PHONE (919) 887-1165

Write or call for
free catalog
today.

Sa— e == —

THE AUCTIONEER’S LIBRARY & REFERENCE BOOKS

Latest Advanced Methods
For The Professional Auctioneer

The Most Comprehensive Information Ever
Published On Auctioneering

TELLS YOU HOW TO KEEP THE BUSI-

NESS YOU HAVE AND HOW TO GET THE e | =] [—=] m

SALES YOU HAVE NOT BEEN GETTING. el | e BBl

Col. JOE REISCH

Author & Publisher Nothing Is Left Out
(Photo taken Nov. 1978)

10 Books — First edition now off the press

WRITE FOR FREE BROCHURE

Address All Mail To —

Col. Joe Reisch’s Auction Library
Box 850, Dept. NA
Mason City, lowa 50401
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You're NAA
and Professional

Show clients and associates that
you’re part of a PROFESSIONAL nation-
wide organization . . . display the NAA
emblem with these quality promotional
items.

There are many reasons why NAA
auctioneers are chosen over other auc-

NAA 4’ Emblem Decal Now in Stock

tic_meers. One reason is the profession- This NAA emblem is a 4" x 3%". three
alism and ethics represented by, and colcér, p;essure sensitive decal for use on the

. Inside of window or windshield. Send your or-
promoted through, the display of your der, 3 for $1.00.

NAA emblem.
NAA Embroidered Emblem. Emblem for

Put your NAA membership to work display on blazers, coats, jackets, dresses, etc.
by displaying the NAA emblem with your Size of el’*ed glagk g:}d gholdh emblem is approxi-
. . mately 3" wide by 3%2"" hig
name. Let clients, the public, and as- Embroidered Emblem @ $1.50 each

sociates know that you personally be- _
We also have the magnetic holders for 4"

It_)ng to a p_rofesswnal terflm. — the Na- embroidered emblems, again in stock. Order
tional Auctioneers Association! | them at $2.50 each.

NAA Promotional Items Order Form

NAA Emblem Decals: NAA Embroidered Emblems: * THE AUCTIONEER Magazine Binder
8" Pressure-sensitive 8:’ @ $7.50 each @ $3.75 each
@ $1.50 each 3" @ $1.50 each Single Deck Playing Cards
i< e
4 Pressure-sensitive NAA Emblem Lapel Button @ 75¢ each
@ 3 for $1.00 @ $5.00 each NAA Name Holders:
Clip-on attachment
(adheres on top of surface) NAA Emblem Reproduction Sheet @ $1.00 each B
4" Pressure-sensitive @ $1.00 each Safety Pin attachment
@ 3 for $1.00 @ $1.00 each _
' " NAA Emblem Belt Buckle: :
(shows through glass) Brassfinish NAA Code of Ethics
@ $4.00 each @ $1.00 each
NAA Bumper Signs Pewter-finish NAA Pad Holders
@ 2 for $1.00 @ $4.00 each @ $4.50 each

Please send me the following NAA Promotional Items (indicate quantity ordering on line):

Name

Address

City State Zip

Send no money for postage. Return postage paid by National Auctioneers Association.

Enclosed is a check or money order made payable to The National Auctioneers Association, in the

amount of & ... for the above marked NAA promotional items. (NOTE: NAA board
policy prohibits any orders sh|pped on a ‘‘charge’” basis. Check or money order must accompany
all orders for NAA promotion items.)
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Final Bid

Officer: “You were doing 50 miles an hour in a
20 mile zone.”

Driver: “What of it? The salesman who sold me
this car said | could go as fast as | liked after the
first thousand miles . "’

“How do you like your new hearing aid?”
“Fine. | can hear everything.”

“What make is it?”

“It’'s exactly 9 o’clock.”

One thing about the speed of light — it gets
here too early in the mornings.

George Washington believed in reincarnation
and came back as a bridge.

- — s =S == —

No longer permitted to produce wine during the
Prohibition Years, Italian Swiss Colony of California
made bottled grapejuice. On the label was this pre-
caution: “WARNING: Do not store in a dark closet
near a heater for three weeks, or contents will turn
into wine.”

Advertising Rate Schedule — THE AUCTIONEER MAGAZINE

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

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

Column Inch: $7.00 per column inch — column is 21 picas wide (3%2 inches).

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

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

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

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

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

months will be required.

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

4. COPY AND CONTRACT REGULATIONS: The editor reserves the right to reject
any advertisement. No cancellations accepted after closing date (see item G6.).
If advertising is discontinued before completion of contract, short rates for space
will apply.

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

Dimensions for ad space: Full page — 7% by 9% inches: Half page — 7%a by
45 inches; Quarter page — 32 by 4% inches or 7" by 2Va 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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CLERK-SAVER™ — World's No. 1 Clerking System

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

Buyer's Name

Item or
Lot Number _

Or Number _ . .

@ $ .. = 8

HEMARRE S

This receipt verifies payment and delvery ot the above. Seller retains ownership
untilt payment check i1s honored Sold as s, where s, Al sales final. Thank you

@ - Sl NO CT 1 MISSOUR!I AUCTION SCHOOL K € MO 64102

| THE CLERK-SAVER™ |S:

® fFast — check out in minutes.

® Accurate — Clerk writes buyer, item &
price. Cashier writes nothing.

® Less expensive than any known system.

® Keeps a running total of the sale.

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

Original and 2 copies on NCR paper (makes its own carbon copies) 82x11" sheets
perforated to make 12 tickets 134 x4%.". This is an extremely fast, easy, and ac-
curate combination clerking and cashiering form. This one form replaces both
the standard clerking sheets and cashiers statement. You'll like these.

9,000 Tickets (1-3 White, Canary & Card) ........... L NS SR $22.50

36,000 Tickets (1-3 White, Canary & Card) ............. .. e el

® ALUMINUM WRITING TRAY

The aluminum writing tray is a lightweight, spring-loaded tray which
Is designed to hold ample forms for continuous operation throughout
the sale. A storage compartment, a special feature of the tray, holds
additional forms and completed auction item sheets.

Aluminum Writing Tray ... SRS $14.95

® 100 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

Overall size 23”x16’'x4"’. Slots are 23 " x 78" x 3%2". Handle
for easy carrying or nail to a wall for permanent installation.

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

® BUYER CARDS ... Form No. BC-70

in buyer’'s shirt pocket).

18,000 Tickets (1-3 White, Canary & Card) ... ... .. e 43.50

For buyer's number and purchase notes. 3Vax7%2" (fits

1,000 Cards.... $7.50
® 10 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

number ending in one are filed in the one slot (example:

2,500....$17.50

5,000....$32.50

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

1-11-21-31-41-51-61-71-81-91-101-111-121, etc.). Likewise all
tickets for buyers ending in two go in the two slot: all tickets
for three in the three slot, etc. Small, compact, easy to

carry. Size: 16" by 4 by 4. Weight 1 Ib., 8 0z. Only $22.95 $1.25 ea.

$2.00 per pad, 10 pads at $1.50 ea., 20 or more at

8v2x11", 50 sheets per pad. Space for buyer’'s num-
ber, name, address, phone and other information.

SPECIAL CLERK SAVER STARTER KIT

THE SPECIAL KIT INCLUDES:
® Aluminum Writing Tray ® 1,000 BC-70 Buyer Cards I
® 9,000 CT-12 Clerking Tickets ® 3 Pads BR-69 Buyer Registration SAVE
® 1 Pad FS-69 Final Settlement Forms Forms
All of the above plus: $27 00

One 10 Slot Clerking Ticket File (a $75.90 Value) Only ... ... .. $48.90 -

One 100 Slot Clerking Ticket File (a $112.90 Value) Only ... ... ... $84.95 :

Payment with Order—We Pay Postage ... C.0.D. Orders—You Pay Postage

Order by Mail . . . Send Check or Money Order To:

N\
e

)

Missouri Auction School
Top Floor Livestock Exchange Building

1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117




Now. .... O
COLONEL?®,"The Sound That Sells” e

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

@ Electro-Voice Model 671 Anti- '\ U

LIGHTWEIGHT Feedback low impedence profes- o '
sional ball type dynamic cardiod
microphone, on-off switch, de-
tachable 10 foot coiled cord, and
built in windscreen.

® SPECIFICATIONS: Batteries COLONEL 7 ®

Eight “D” size flashlight batteries
(not included) (Alkaline batteries

will give many hours of extra ser- The COLONEL 7 has the same fea-
vice). tures as the COLONEL 6 plus:

® Rugged metal re-entrant 9"’ weath- ® RECHARGEABLE BATTERY: Extra
er resistant 8 ohm horn speaker. capacity battery will last all day

long. Fully rechargeable over-
night.

® Complete with recharger. Charger

® DIMENSIONS: 113" High x 8"
Wide x 9% " long.

® WECHLEF By ez rater 120 VAC, 8 Watt, 300 MA.

® There is a two year repair or re- ® SPECIFICATIONS: Battery: Gel
place warranty on everything ex- Type (2) #626 2.6 AH rating re-

cept batteries. chargeable.
COLONEL 6 ® List Price $495.00 ® INPUTS: One microphone: one
Auctioneers Cost $297.00 tape recorder, one battery charg-
er.

Payment with Order—We Pay Postage .. . C.0.D. Orders—You Pay Postage ® OUTPUTS: One extension speak-
Order by Mail . . . Send Check or Money Order To: er, one tape recorder. With in-

dependent controls.

:"ﬂ ® DIMENSIONS: 113%” high x 8"

__.! Missouri Auction School Wide x 9% Long.
Top Floor Livestock Exchange Building . WE!GHT: 8 Ib., 13 oz.
l > 1600 GENESEE / KANSAS CITY, MO. 64102 g
Auctioneers Cost $387.00

PHONE: 816-421-7117

THE AUCTIONEER =
NATIONAL AUCTIONEERS ASSOCIATION BULK RATE
- 135 Lakewood Drive, Lincolmgy NE 68510 U.S. POSTAGE
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