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ATTENTION ALL NEW AND OLD MEMBERS OF NAA

AT
......

""" Stetson ‘“Wisp”

It has been fifteen years since we had the idea that NAA
members should have something evident that would make them
stand out in a crowd so that no one would wonder “Who is in
charge of the sale?” We started at the top and designed a hat,
pictured above, that comes in beautiful “silver belly” felt in three
brim sizes: 2'&"- 2%" and 258". Silver belly is light grey and it
comes with a red satin lining and the NAA emblem is embossed
in gold on the inside crown. This design and shape went over so
well that we soon added the Milan straw in the same brim widths.
The summer Milan straws come in light tan and can be worn with
about any color clothing.

| then began to get calls for white Panamas and | prevailed on
the folks who manufacturer our hats, Stetson Hat Company, Inc.,
makers of the famous John B. Stetson hats, to make us a white
Panama with a 22" brim. We have now added the Panama to
our line of hats.

Those of you who like the traditional Western style hat kept
after me to add a truly Western-type head piece, so we did. We
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TIE TACK

added the most popular style Western hat sold in the world today

— “The Wisp”. The Wisp, pictured above, is worn by the “Marlboro

Man” and can be seen in about ervery magazine that advertises

giggrettes. Our Wisp is silver belly and is 4X quality and has a
" brim.

My wife had a tie tack designed and made for me and surprised
me with it on my birthday. Many of you saw and admired it to the
extent that, yes, we added it to our line. We offer the tie tack
pictured above in 18K gold without the diamond, with any size
diamond you would like (top quality guaranteed), sterling silver,
with or without diamond, as well as sterling silver gold plated. We
also offer each of the above with man-made diamonds.

The next item we added was the London Fog type jacket.
Primarily a windbreaker type jacket with lined sleeves and it
comes with the beautiful 4-color embroidered 32" NAA emblem
patch attached to the left breast. Just right for spring and fall
weather. You can also order the patch separately.

NOW, HERE COMES THE BIG ONE!

| just recently returned from Costa Rica where | had gone to
investigate the possibilities of real estate investments. Due to the
fact it rained most of the time | was there | did not get to see
much real estate but | did end up purchasing a small “Boot
Factory.” Yes, | am now the owner of a boot factory that employs
five expert boot makers. These workmen are among the best
“hand-made” boot makers in Central America and can put out
two pairs of boots each per day. My plant production is ten pairs
per day or fifty pairs per week. The beautiful boots come in several
different colors and styles. The most popular, the one everybody
likes (including the ladies), is number 1 and 2. The only difference
IS number 1 is plain on the toe and number 2 has a design in the
leather. Some are lined with leather and others with polyester
material. Numbers 3 and 4 are primarily the regular work or dress
boot and they too are lined as pointed out above. | know some
of you may be skeptical of ordering boots by mail but let me say
everything we sell is unconditionally guaranteed and if you are
not absolutely satisfied with anything you receive from us, send
it back for exchange or a complete refund. We have pictures of
these boots in color and we will send you pictures of any style.
They come in sizes 5 through 14 in both men’s and women’s
sizes. If we do not have your size in stock it might take as long
as 30 days to get them special hand made for you. If you need
one size heel, another size for high instep and extra wide or real
narrow we can have it fitted for you because we own the factory.

Here is the good part and why we bought the factory. Costa
Rica is the only democratically controlled country in Central or
Latin America. But, their economy is shot. When | was there two
years ago it took 8 colonies (Costa Rican money) to make one
of our dollars. When | was there this time it took 50 colonies to
make a dollar. What this means is that the colonies have dropped
from 12'2¢ to 2¢. Workmen in Costa Rica earn an average of
$500.00 per year or 25¢ per hour. These boots | am offering
today would have cost $175.00 to $200.00 in American money
two years ago. If the colonies come back in value we will not be
able to do what we are doing now. | would advise you to get your
order in now while the low, low price is prevailing on these
beautiful, hand-made, easy wearing, bedroom shoe-feeling, multi-
colored boots. Remember, you must be satisfied or 'ole Craig will
make it right.

Please note new price list. | apologize for the price increase
on everything made in this country, but they just keep hiking the
prices to me.

Felt Silver Belly Auctioneer Hats $45.00
Wisp 4X Beaver (Western Style) 55.00
White Panama (22" brim only) 25.00
Milan Straw (3 brim sizes) 22.00
London Fog type jacket w/emblem 30.00

NAA Emblem - 4-color Embroidered 3.00
Hand-made Boots (styles 1 & 2) 75.00
Hand-made Boots (styles 3, 4 & 4A) 80.00
Tie Tacks (18K gold, sterling silver, gold plated
w/or w/o diamonds and man-made diamonds) from $50.00
— Write for prices.
Deer and Pig Skin Gloves $18.00 - 20.00
PLUS 4% SALES TAX

PLEASE INCLUDE BRIM WIDTH AND SIZE OF HATS AND BOOTS AS WELL AS
STYLE-NUMBER OF BOOT.

3 2 4 2
COLONEL W. CRAIG LAWING

5521 Belhaven Blvd. — Charlotte, N.C. 28208

Telephone: Area Code 704/ Office 399-6372
Home 399-3260




Add these members
to your Directory

Every attempt was made during the preparation
of the 1982-83 Membership Directory to list all of the
NAA auctioneers. Regrettably, through computer
error, human error, or a combination of both, mem-
bers were either removed from state lists, or were
never listed in the first place. To rectify the situa-
tion, the NAA office will continue to update mem-
bers’ files upon notification that they have been left
out.

Furthermore, THE AUCTIONEER will publish the
names of NAA members omitted from the directory.
You are highly encouraged to include these mem-
bers on the back inside cover, in the ‘““Additions/Cor-
rections to your NAA Directory”.

Additions to your NAA member Directory

The following were mistakenly omitted from the
1982-83 NAA Membership Directory.

CALIFORNIA

HOCH, MIKE, 10728 50th Street, Mira Loma 91752
STEFFEE, CLIFFORD E., Box 496, Bonsall 92003
VAN GORDON, STEPHEN, 1116 Capri Drive, Campbell

95008
WILLIS, WILLIAM LYNN, 7854 N. Sunnyside, Clovis
93612
MASSACHUSETTS
ZIAGOS, ANTHONY G., P.O. Box 28, Lowell 01853
MINNESOTA
EKDAHL, GARY J., 3411 North Nokomis, Alexandra
56308
MISSOURI
AKERS, DONALD H., Star Rt. 11, Box 177A, Belleview
63623
EASTBURN, KEVIN L., General Delivery, Phillipsburg
65722
NEBRASKA

BLANK, WILLIAM, Madison 68748
GALUSHA, ELMER E., Route 2, Central City 68826

NEW JERSEY

LUBMAN, MAURY, 1080 Main Avenue, Clifton 07011
(Please omit Mr. Lubman from New York list.)
MIZANI, MOHAMMAD, 19-J Gardner Road, Fairfield

07008
NEW YORK
WHEELER, DENNIS A, Merritt Road, RD #7, Fulton
13069
OHIO

ROTH, RICK J., R.R. #1, Box 165, Archbold 43502

PENNSYLVANIA

BAIR, ROBERT A., RD 2, Box 67, Wrightsville 17368

CONSTANTINE, JAMES S., P.O. Box 38, Glenville
17329

DIETRICH, LYNN A., 2798 Warm Spring Road, Cham-
bersburg 17201

FRYE, H. L., P.O. Box 37, Pleasant Unity 15376

GOEPFERT, MICHAEL J., 2099 C Old Bethlehem Pike,
Sellersville 18960

HUBSCHER, CHRISTIAN, 529 E. Broad St., Souderton

18964

KRALL, PETER H., Willow Brook Farms, Catasauqua
18032

KUNKLE, R. DAVID, 240 East Hamilton Street, Allen-

town 18103
WELCER, JOHN, 724 Chain Street, Norristown 19401
YOUNG, KENNETH D, R.D. 1, Allenwood 17810
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TEXAS
BOWERS, JAMES B., P.O. Box 25306, Houston 77005

SPITZER, GARY, P.O. Box 29004, Dallas 75229

VERMONT

BARROWS, ALTON WARREN, RFD #1, Box 125, Wall-
ingford 05773

VIRGINIA
KAY, CHARLES J., JR., 7715 Erie Street, Annandale
22003
WISCONSIN

JOHNSON, JOHN, RR 1, Columbus 53925

Letters to
THE AUCTIONEER

Please correct your copy

'On page 41 of the February AUCTIONEER it was
mistakenly reported that the December, 1982 class
at Reisch World Wide College of Auctioneering was
attended by 119 students. The correct figure is 750
who attended the December Reisch College class.
Please make the correction in your AUCTIONEER

copy.

Lawsuits ‘“‘sobering’

The article on page 15 of the January AUCTION-
EER regarding lawsuits was quite sobering. Thank
you for bringing this timely information to the NAA
membership.

Please forward me the Auctioneers’ Errors &
Omissions Insurance as soon as possible. Thank
you.

Caryroll T. Cannon
NAA member auctioneer
Tifton, Georgia

Time since Atlanta well spent, profitable

During the months since last summer’s NAA At-
lanta convention, some unique and interesting things
have happened to me. | would like to share them
with you at this time. |

In August, | ended my career as a music teacher
(over six years) to pursue my energies in the wonder-
ful, sometimes surprising career of auctioneering.
Believe me, it was far from easy to do; not being
around children was the hardest part of all.

Recently | was involved with a benefit auction
which, prior to the auction itself, had a $100 a plate
dinner. Elegant described the event which grossed
over $22,000. The benefit was for a new building for
tourists to use in another sector of our county.

Continued page 9
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THE AUCTIONEER magazine is the of-
ficial publication of the National Auction-
eers Association and is published month-
ly with the exception that an August is-
sue is not published (11 issues annually).
THE AUCTIONEER magazine is published
as a means of exchanging ideas that will
serve to promote the auctioneer and the
auction method of selling.

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

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

advertising can be accepted. See rate

schedule on last page.

Single copies: $1.75 each. Annual sub-

scription rate $18.00.

Editorial and Executive Offices of the

National Auctioneers Association are at

135 Lakewood Drive, Lincoln, Nebraska

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

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

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

Mrs. Sandy Chapin, Secretary

Ms. Marge Houser, Secretary

Mrs. Susan Koerber, Secretary

Mrs. Sharon Whisenhunt, Secretary
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Ground breaking,
construction announced
for new headquarters

By Rex B. Newcom, CAl, President
National Auctioneers Association

An important event has been scheduled for
Tuesday, March 15, 1983! The ground breaking cere-
mony for the new NAA headquarters office will be
held, and actual construction on the building will
begin shortly afterwards.

The ground breaking ceremony can only occur
because of the outstanding support of the NAA mem-
bers who have made pledges to the Headquarters
Relocation Fund program. Nearly $300,000 has been
received in cash payments from the pledges, which
amount to over $550,000, but we still have time to
obtain additional pledges and/or contributions from
those members who have yet to participate in this
worthwhile program.

The Board of Directors soon will determine
when our Headquarters Fund recognition program
ends (to have the names of contributors engraved
and displayed in the new office permanently), and
we hope to hear from those of you who have yet to
participate.

The Board of Directors held its mid-winter meet-
ing on January 22-23 in Louisville, Kentucky, and the
meeting was very successful. In addition to the de-
cision to break ground on the new building, several
other important issues were discussed and acted
upon. The By-Laws were amended to allow Associ-
ate and Affiliate members in the NAA. The new
membership qualifications will be allowed as of July
1, 1983. A complete reporting of the new By-Laws
provisions will be published in a later issue of THE
AUCTIONEER magazine, as additional proposed
amendments will be acted on at the March 15-16,
1983 Board meeting. The Board will meet in Over-
land Park, Kansas, to celebrate the ground breaking
of the new building and then go into a business
session.

The 1983 Louisville Real Estate at Auction Semi-
nar was a huge success. A sellout crowd of 150
attended, but best of all, the instructors performed
well and offered registrants ideas, techniques, meth-
ods, innovations and just good reviews of those pro-
grams which affect our business. By the time you get
this magazine, the New Orleans Antiques at Auction
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Seminar will have been held. President-elect Bill
Gaule obtained the services of six outstanding in-
structors, in addition to making the arrangements to
hold .an afternoon session at one of the nation’s
finest auction galleries, Morton’s Auction Exchange.
Morton Goldberg is an NAA member, and his opera-
tion is of interest to many of us.

National Auctioneers Week will be held April
3-9, 1983, and hopefully every member will make
some reference to this event in your auction promo-
tion or advertising. Let everyone know that you are
involved in the only professional association dedi-
cated to serving auctioneers. Inform the public that
through this event, which is sponsored by the Na-
tional Auctioneers Association and the State Auc-
tioneers Associations, auctioneers throughout the
United States are being recognized for their profes-
sional abilities to sell real and personal property at
auction. The public still doesn’t fully realize the ad-
vantages of the auction method. Hopefully, through
observations such as National Auctioneers Week,
sellers and buyers alike will let you serve them more
readily.

Education is very important to the progress of
the NAA membership and the Louisville and New
Orleans proved how ‘“‘hungry” the membership is for
information. Also, the Certified Auctioneers Institute
will be held during the week of April 10-15, and even
though March 1 was the deadline for registration for
Course |, if you decide you want to register, call the
Certified Auctioneers Institute- office to determine if
space still is available. The CAl telephone number is
812-333-0077.

The next big event where auctioneers can learn
more about their profession will be the 1983 NAA
Houston Convention. The Texas Auctioneers As-
sociation has some entertaining, cultural, and his-
torical events planned for the pre-convention tours,
but during the “Deep in the Heart of Texas’’ conven-
tion itself, you can attend seven informative and ed-
ucational workshops, which are being planned now
for your benefit.

Continued page 6
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For the first time in a few years, everyone will
be able to attend each of the workshops as only one
will be held during one period. This will allow you to
participate in everything which is being planned for
the convention registrants, and the subjects and in-
structors soon will be announced to the membership.

The hotel is offering an excellent convention
rate for rooms. The Shamrock Hilton is an excellent
convention hotel, and Houston offers us good travel
facilities and great family activities. Make a vaca-
tion out of the 1983 NAA “Deep in the Heart of
Texas’ Convention.

Participation is the key word for auctioneers
who want to succeed in our great profession. You
have the opportunity to participate in the National
Auctioneers Association and we want you to be in-
volved. Participate in our educational programs; get
involved in the activities to promote National Auc-
tioneers Week. Show your support for those auc-
tioneers who give of their time and efforts to assist
us all to do better jobs as auctioneers for the selling
and buying public.

When auctioneers are recognized for the work
we do, then we will reap the benefits, which have
been given to us by those who had the foresight to
form the National Auctioneers Association.

Don’t forget to sign up those qualified auc-
tioneers who need to be involved in our Association!
Through ‘“strength in numbers” we will serve the
public better and do a better job of selling real and
personal property at auction.

Sign

TR

bLEa

Produce professional signs rapidly, inexpensively.
Get all of the signs you need when you need them at
a fraction of the cost of other lettering systems. This
lettering system is available in a wide range of sizes
from 3 -inch to 25-inch — so you can produce small
posters or large banners with ease and speed. The
heavy-duty sponge rubber letters are guaranteed for
10 years. Spray ink will dry rapidly, not affect the
rubber characters, is waterproof, fadeproof, and has
a guaranteed shelf life of two years. All kits come
complete.

Dewey-Carter Co.
P.O. BOX 822

228 WOOD ST., DOYLESTOWN, PA. 18901
Phone 215/348-8880

Headquarters
Relocation
Fund Report
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Ground breakihg
ceremony March 15

for new Headquarters
Office

March 15, 1983, is the date for the ground break-
ing ceremony of the new NAA Headquarters Office
building in Overland Park, Kansas. The Board of
Directors approved the ceremony date after hearing
from Headquarters Fund Chairman, Martin E. Hig-
genbotham, that all requirements have been met to
proceed with the construction plans.

Over $100,000 in cash is on hand from members’
payments on pledges or contributions to the Head-
quarters Fund. The land already has been paid for
from contributions. Response to the Headquarters
Fund program has been overwhelming, and the
Board of Directors is very appreciative of the support
of the membership.

Nearly $600,000 has been pledged toward the
fund goal of the Headquarters Fund Committee, but
the campaign is still underway until total funds are
in hand to complete the project. The Committee is
very happy with the response of those contributors
who have paid their entire pledge, so that the build-
ing can be constructed now. Many members, who
have made sizeable pledges, have fulfilled their en-
tire pledge commitments, and those commitments
were fulfilled within an 18-month period. Most
pledges were made for a five-year period, but to
show total support for the Headquarters Fund pro-
gram, payments were made early to allow the early
start on the building project.

The Ground Breaking Ceremony will be on the
NAA owned land, the building site at the corners of
Reeder Road and Ballentine Street, or just south of
the Ramada Inn-Overland Park, Kansas, which is
located at 8787 Reeder Road. The hotel’s south
parking lot abuts the NAA headquarters property.

The ceremony will be scheduled for a late after-
noon program due to the fact that members of the
Board of Directors will end the day in a special meet-
ing of the Board. That meeting has been called by
president Newcom, and it will allow the entire Board
of Directors to celebrate the breaking of ground for
the new headquarters facility.

Again, pledges and contributions to the Head-
quarters Fund are still being accepted. All contribu-
tions will be recognized in an appropriate manner in
the headquarters building. Contributors in the fol-

THE AUCTIONEER



lowing categories will receive special recognition on
engraved, metal plaques: VIP pledges ($5,000 or
more); Founders ($2,500 to $5,000); Sponsors ($1,500
to $2,500); Benefactors ($1,000 to $1,500); Friends
($500 to $2,500); and Donors $250 to $500). Many
contributors of amounts of $5,000 or more have
bought, at auction, designated areas or recognition.
Due to the support of all contributors, it will be possi-
ble to break ground on the new building on March 15.

The Board of Directors will determine a cutoff
date when contributors’ names can be added to the
plaques, which will be on display in the new office.
There is ample time, however, for everyone to be
added to the Headquarters Fund recognition program
and additional funds are needed to reach the total
goal of $600,000. All contributions to the Head-
quarters Building Fund will be used to build and
furnish the new building, and it is due to the mem-
bership’s support that this worthwhile project is near-
ing completion.

NAA members can share in the pride of accom-
plishment. When the Overland Park NAA Office is
completed, it will be a credit to the auction profes-
sion and the professional auctioneers who have sup-
ported the program. Your help is still needed, how-
ever. Chairman Higgenbotham will accept any and
all payments, contributions, pledges now. Continued
payments on pledges and additional contributions
are needed. If you wish to make a new pledge, in-
crease your existing pledge, or complete your pay-
ments early on your existing pledge, contact Martin

e Member

 Florida State

AUCTIONEER

T.M.

o
YOUR FLORIDA CONNECTION
REAL & PERSONAL PROPERTY

AUC“OD Compa Ny i

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

JIM GALL

* President-Elect
Florida Auctioneers Association

National Auctioneer’s Association

Champion Auctioneer
Gainesville, Florida Dec. 1980

 Florida State Fair

Champion Auctioneer
Tampa, Florida Jan. 1982

March, 1983

E. Higgenbotham, Chairman, Headquarters Reloca-
tion Fund, 1702 Edgewood Drive, Lakeland, FL 33803,
phone 813-688-6094; or Harvey L. McCray, executive
vice president, NAA, 135 Lakewood Drive, Lincoln,
NE 68510, phone 402-489-9356 — office, 402-483-
1930 — residence.

As a permanent memento of the support you
give and love you have for the auction profession,
be a part of the Headquarters Fund program by send-
ing your pledge or contribution NOW.

State Associations
respond to ‘“‘Chairs
of States’ program

State Auctioneers Associations which contribute
$5,000 or more to the Headquarters Fund program,
will be included in the ‘“Chairs of States’ program.
The response has been such that only a few chairs
remain to be sold! All “Chairs of States’ donations
will be acknowledged by placing a brass. engraved
plague on each of the chairs in the Board of Direc-
tors conference room in the new headquarters office.

Continued page 9
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. computers and one of the fastest growing micro-computer
companies in the country.

O

FINALLY, SOMETHING THAT “DOES IT ALL” FOR
- AUCTION CLERKING AND CASHIERING AND AT A
REASONABLE PRICE!

THE AUCTIONEER WILL LET YOU:

® Print out consignor settlement sheets immediately after the auction. (Yes, you
don't have to wait until the next day to settle-up.) Lists items sold, calculates
commissions and amount to be paid to each consignor.

@ Cash out bidders at any time with printed receipt including purchases, sales tax,
amount due and totals.

® Record price paid, bidder number and lot description handling up to 1000 lots,
500 bidders and 100 consignors.

® Register bidders before or during auction, indicating tax status and method of
payment

® Print your own auction lists and auction slips.

® Handle both adib and lot numbered auctions.

THE AUCTIONEER IS EASY TO USE:

Because THE AUCTIONEER was developed in cooperation with
professional auctioneers, it has been designed to meet your specific
needs. The program comes with an easy to understand owner's
manual complete with a sample auction diskette. Even if you've never
touched a computer before, you can leam to operate the program with
our sample disk and be clerking with THE AUCTIONEER the next day.

THE AUCTIONEER has been designed to run on the Osborne
1™ computer. Osborne is the largest manufacturer of portable

R

80 . . . if you've been waiting for the right time to
- computerize your operations, that time is now!
"AND IT'S ... SOLD, FOR $600.00

- See THE AUCTIONEER at finer Osborne dealers
everywhere. Or write or call CE Software for the
name of the dealer nearest you.

Des Moines, lowa/50312
(515) 224-1995
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Three State Associations already have sub-
mitted the entire $5,000 contribution to be recog-
nized in the Chairs of States program.

Indiana Auctioneers Association
Oregon Auctioneers Association
Texas Auctioneers Association

Fourteen other State Associations, or represent-
atives of the State Associations, have also pledged
$5,000, even though one or two of the Associations
listed below still must have the pledge verified by
their Boards of Directors.

California Auctioneers Association
Florida Auctioneers Association
Georgia Auctioneers Association
lllinois Auctioneers Association

lowa Auctioneers Association

Kansas Auctioneers Association
Auctioneers Association of Maryland
Minnesota Auctioneers Association
Missouri State Auctioneers Association
Nevada State Auctioneers Association
Ohio Auctioneers Association

South Carolina Auctioneers Association
Tennessee Auctioneers Association
Washington State Auctioneers Association

All of the “Chairs of States’’ contributors will be
listed on the VIP plaques, which will be displayed in
an appropriate place in the new NAA office. Repre-
sentatives of the State Associations making the
“Chairs of States” commitment will be privileged to
use the conference chair during meetings of the
Board of Directors when they are elected to the
Board. That permanent recognition will be acknow-
ledged whenever meetings are held in the NAA
office.

The ‘“Chairs of States” qift giving program has
been a huge success, thanks to the support of the
State Auctioneers Associations which have contri-
buted to the NAA Headquarters Relocation Fund pro-
gram.

CALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT i

(507) 645-4407

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

Give them a try - we know you'll like them

 hwick hlerk

Box 147 Northfield, Mn. 55057

Closeout JEWELRY 55¢ doz.
Catalog — 25¢

Roussel’s 107-190 Dow Ave.
Arlington, Massachusetts 02174
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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. If 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
?_e:ow, they will be removed from the NAA mailing
ists.

William W. Morgan, Bluegrass Realty, P.O. Box 1124,
Hopkinsville, Kentucky 42240

Letters to THE AUCTIONEER continued

Last fall, | had what was later verified as one
of the largest baseball card auctions in the area. |
auctioned an individual’s 20-year collection of base-
ball memorabilia, advertising the auction from New
York to South Carolina. Dealers, collectors came
from five states, and the craziest part of it all was
that the auction occurred on the same evening as
the seventh game of the World Series. This wasn't
in the plans, but it certainly had its benefits. | kept
the bidders informed of the score, and it didn’t inter-
fere with the bidding at all.

A very special honor was bestowed upon me
when the American Diabetes Association nominated
me for “Oustanding Young Marylander” representing
Frederick County. | was moved beyond words. Their
reason was because | had raised a total of $16,000
through auction for their Association. We who were
nominated were honored at a special dinner.

Recently | choreographed Renaissance dances
for our local choral group’s performance of a Madri-
gal Feaste which performed to sellout audiences.
My exciting finish for 1982 was to sing a solo with
orchestral accompaniment in that program.

Auctioneering opens doors to us that probably
no other profession can begin to provide. What
great things this career does for us, and what a
great thing we have going when it comes to being
able to help people in a special capacity through the
auction method.

Anne-Lynn Gross
NAA member auctioneer
Frederick, Maryland

ASSOCIATED AUCTION SCHOOL
Since 1970
6349 Grapevine Hwy.
Fort Worth, Texas 76118
Phone 817-284-6416
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Please

State SIZE OF F”_E You wish to order

400 S I Ot Fi le (Slots—3" deep - 2'4" wide) $1 69 & 95

400 Slot File
100 Slot File
100 Slot File
50 Slot File
50 Slot File

Sales Forms, in triplicate

200 sheets ( ;-0 ) $40.00

36" Wide — 212" High — Weight 32 lbs.

(Slots—2" deep - 1'/2" wide) $1 69 s 95

30" Wide — 212" High — Weight 23 lbs.
(Slots—31/2" deep - 2'/2" wide) $59 ® 95
(Slots—2" deep - 2" wide) $59 = 95
(Slots—32" deep - 212" wide) $39 « 95

(Slots—2" deep - 2" wide) $39 = 95

PLEASE STATE THE SIZE OF FILE YOU WISH TO ORDER.

We have the clerking sheets that come in triplicate, with three

sides glued together. There are 21 items per sheet. These are

. No. made for the 2” file. We do not make a clerking sheet for the
312" by 212" file.
Purchaser Package of 200 ShGEfS (4,200 Items) $40.00
Price Package of 600 Sheeis (12,600 Items) $1 1 5-00
We pay shipping charges on all items Telephones—Office (308) 995-8614

Ship C.0.D. or Send Check to:

Home (308) 995-5098

LUNDEEN SALES FORMS

423 East Avenue

Holdrege, Nebraska 68949

10

-

THE AUCTIONEER



The Legal Aspects

Of Auctions . . .

Financial, inventory
accounting especially
important

By Gregory E. Michael
Attorney at Law

Hanrahan & Michael, P.A.
Merrimack, New Hampshire

The importance of accurate accounting of goods
sold at auctions cannot be overemphasized. Auc-
tioneers deal directly with the property of others
and owe a duty to their clients to properly account
for all items sold and the proceeds from the sale.
Often different lots, owned by different people, as
well as property personally owned by the auctioneer
are brought to a single location for sale. Financial

and inventor_y accounting assume a particularly im-
portant role in these situations.

Several years ago in Rhode Island a dispute
arose between an owner of goods and an auctioneer
over the amount of the proceeds of a sale. The auc-
tioneer paid to the owner a sum lower than the actual
sale proceeds, contending the balance was the re-
sult of certain items sold at the auction which be-
longed to the auctioneer. The Supreme Court of
Rhode Island agreed that the jury award to the owner
was excessive but held that the auctioneer had the
burden of proving that part of the monies taken in
at the sale were from the sale of goods personally
owned by the auctioneer. Godin v. Shechtman, 190
A.2d 33 (1954).

A further review of this case reveals that there
was a dispute between the parties concerning wheth-
er or not the auctioneer was supposed to take a
physical inventory prior to the sale. It should be ap-
parent that auctioneers must have a reasonable idea
of what they are to sell at auction, but also should
know specifically what is being sold when different
lots are to be auctioned at one sale.

Also, owners of property should be notified in
advance of the auction that items will be added to
round out the sale. This plus accurate accounting
will help preclude the problem which arose in the
Godin case.

(Local laws vary, so be sure to check applicable
statutes and regulations in your area.)

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.

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

(P.A.

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

® NATIONWIDE ADVERTISING (In House

Agency)

® NATIONWIDE MAILING LISTS
® FINANCING AVAILABLE (On Most All

Properties)

@ NATIONWIDE TOLL FREE TELEPHONE

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

BROKER PARTICIPATION INVITED.

Call Toll Free

In Georgia Call
800/342-2666

Elsewhere Call
800/841-9400

March, 1983

HUDSON AND MARSHALL |

REALTORS AND AUCTIONEERS

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

Home Offices

Macon, Georgia

Atlanta Offices
Suite 109
333 Sandy Spr. Cir.

404/256-5450
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Home of

CHAMPION QUALITY TOOLS

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

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

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

IN BUSINESS SINCE 1952.

7. NUT DRIVER SET
1 b i u g
n | N i

- E i - "
:‘ NI
o » . .|

%.. | : In .}F L

|

5 Piece MECHANICS
PLIERS SET

Lines We Carry:

ATARI
ACTIVISION
FUZZBUSTER
WHISTLER
INTELLIVISION
MAXELL

IMAGIC

PAFKER BROTHERS
GAMES BY APOLLO
SANYO

TDK

PANASONIC

SONY
EXTEND-A-PHONE
SHARP

ALADDIN KEROSENE HEATERS

FRIEDER, INC.
2553 SUPERIOR AVE. / P.O. BOX 03108

CLEVELAND / OHIO / 44103

YOUR ONE STOP WAREHOUSE FOR TOOLS, GENERAL MERCHANDISE AND
CONSUMER ELECTRONICS. FAST & FRIENDLY SERVICE.
CONTACT US FOR THE MOST CURRENT LOW PRICES.

Come in or Call 1In State:(216)781-6477
Out of State Watts: 1-800-321-8192

HOURS 8:30AM to 5 Daily
8:30AM to 2 Sat.
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LEARN AUCTIONEERING AT THE
MASON CITY COLLEGE
OF AUCTIONEERING

Col. Don Wendel
President Vice president

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

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

just one week.

FIVE TERMS EACH YEAR

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

MASON CITY COLLEGE OF AUCTIONEERING, INC.

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

NOW something NEW by AucTion SysTems e John Green Press

ADVERTISE YOUR NAME ON YOUR “CLERKEASY” CLERKING TICKETS

e LOW PRICES * Form No. AT-18 imprinted 1 line at top right on ticket illustrated - size 136" x 234”.
The AT-18 form is size 82" x 9” overall and is furnished in 3 parts on NCR paper (which makes its
own carbon copies). There are 18 perforated tickets to a page, size 13”7 x 234", as illustrated below.

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

One Line Imprint Area

YouR NAME PRINTS HERE
1,000 No. AT-18 Clerking Tickets $169% 1M
2,000 No. AT-18 Clerking Tickets $154° 1M
3,000 No. AT-18 Clerking Tickets $148°%° 1M
5,000 No. AT-18 Clerking Tickets $139%° 1M

IMPORTANT I @ $
We must have your payment with your imprinted order and . YOUR RECEIPT FOR ABOVE
clear copy to be imprinted. Forms will be shipped in 3 to 4 :
weeks with prepaid freight. e o ettt e e S e e o o e e o e R e '

Number AT-18 Clerkeasy Clerking Tickets No. AT-18 Actual Size

NAME OR NO.

Not Special Imprinted Prices AUGTION SYSTems - John Green Press
These In Stock For Immediate Shipment
200 Sets No. AT-18 Clerking Tickets ~ $30° 430 Yrasi Sath Gtreet
400 Sets No. AT-18 Clerking Tickets ~ $5400 Davenport, lowa 52806
1,000 Sets No. AT-18 Clerking Tickets ~ $115% Phone 319-386-0636
e Payment With Order, We Pay Postage After Hours Phone 319-391-5994
* C.0.D. Orders, You Pay Postage WRITE FOR SAMPLES AND PRICES
Watch For Other New Items To Come — We Save Time FOR OTHER AUCTION SALES ITEMS

March, 1983
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“Texas at its
very best”

The 1983 NAA
Houston Convention

Early hotel reservations can begin your planning
for the 1983 NAA Convention in Houston, Texas, July
27-30. Described as “Texas at its very best”, the city
of Houston will welcome between 1500-2000 NAA
members, their families and guests at the Shamrock
Hilton, NAA convention headquarters. The following
hotel information will be helpful in making your ac-
commodations; the convention ‘“‘program-at-a-
glance” will be helpful in planning your Houston
arrival and ceparture.

®* Reservations must be received at the hotel
by July 5, 1983. Lodging after that date will be con-
firmed on a space availability basis, at regular room
rates.

® Room rates, especially arranged for the NAA
convention apply only to NAA convention registrants.
Lodging must be arranged on the reservation form in
THE AUCTIONEER, and phone reservations for NAA
rates will not be accepted. Availability of rooms at a
given rate are shown below.

Percentage of the

Accommodation Rate NAA room block
Single $51 25%
Single $59 50%
Single $66 25%
Doubles/Twins $63 25%
Doubles/Twins $71 50%
Doubles/Twins $78 25%

The higher the room charge, the better quality the
room, as well as being higher in the building. Addi-
tional reservation forms available upon request to the
NAA office.

® Arrival time stated on your reservation form is
the time you can check in and be shown to your room.
If your room is not ready, your luggage will be stored
until your room is prepared.

® Children staying with their parents in the same
room stay free. Rollaway beds for children and cribs
are free of charge and available upon request.

®* Deposits are not required to hold rooms. How-
ever credit information (your major credit card) will
be requested at time of check in. Personal checks

will not be accepted unless accompanied by a major
credit card.

® Entire NAA convention will be housed in Hous-
ton’s Shamrock Hilton, with all convention actitivies
taking place in the hotel.

®* Registration for the Houston Convention will
begin with the April issue of THE AUCTIONEER.
Complete information and registration forms will be
In the center section of the magazine.

14
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Program-at-a-glance

The following NAA convention program is a very
abbreviated version of the full convention schedule
you will receive in Houston. Only the major events
have been included to help you plan your convention
attendance.

Tuesday, July 26, 1983

ALL DAY

Tours sponsored by the Texas Auctioneers Associa-
tion

CAl Continuing Studies Workshop

Wednesday, July 27
ALL DAY
NAA headquarters office
Tours sponsored by the Texas Auctioneers Associa-
tion
Convention registration desk
AFTERNOON
Convention exhibits open
EVENING
Poolside reception for all convention registrants

THE AUCTIONEER



Thursday, July 28

ALL DAY

NAA headquarters office

Host association headquarters
Convention registration desk

Auxiliary luncheon and program
AFTERNOON

NAA workshop

NAA Board of Directors Open Meeting
EVENING

Exhibits Awards Festival and entertainment
Youth activities room

MORNING Saturday, July 30
State association officers’ breakfast and workshop ALL DAY

Ladies hospitality hour and workshop
NAA workshops
Nominating Committee meeting

“Deep in the Heart of Texas’ Luncheon

AFTERNOON

NAA workshops

Auction school receptions

Fun Auction preparation
EVENING

Houston Convention Fun Auction

Friday, July 29

ALL DAY

NAA headquarters office

Host association headquarters
Exhibits

Youth activities room
MORNING

State association breakfasts
Nominating Committee meeting
NAA workshops

NALLOA Open Meeting

“"NATIONAL AUCTIONEERS ASSOCIATION"
JULY 27-30, 1983

NAA headquarters office

Host association headquarters
Exhibits

Youth activities room

MORNING

CAl continental breakfast and meeting
Auxiliary continental breakfast

NAA workshop

NAA Annual Meeting

Auxiliary Past Presidents’ Brunch
AFTERNOON

Officer/director election ballot distribution

Continued page 17

Send hotel reservations to:

The Shamrock Hilton
Post Office Box 2848
Houston, Texas 77001

Free self-service parking, tennis courts and pro shop on
premises, a Texas size swimming pool, Airport Ground
Terminal with buses servicing Houston's Intercontinental
and Hobby Airports on our property. Helicopter services to
Intercontinental Airport. Telex 775853

Reservations received after July

9, 1983 will be subject to avail-
ability.

Arrival

Departure Date Number of Rooms Number of People

Date

Time Max. 3

Please Note:

X

YOUR RESERVATION WiILL BE HELD
UNTIL 6:00 P.M. UNLESS A LATER TIME
IS CONFIRMED.

Credit information will be requested at time
of check in. Personal checks not accepted
unless accompanied by a major credit card.

In the event your room is not available
at the rate requested, your reservation
will be confirmed at the next available
rate.

Check-out is 1:00 P.M.

Thank you and enjoy your stay.

Please Submit All Names:

Name(s)

Name(s)

Name(s)

Firm

Home Address

City State Zip

Phone ( )

Remarks

Please circle room type below.

Singles: $51, 59, 66

Doubles/Twins: $63, 71, 78

P+1 Bedroom Suites: $250, 300, 350
P+2 Bedroom Suites: $325, 375, 425

e e et et e e e e e e
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A professional-looking
auction brochure
does make a
profitable difference.

INDUSTRIAL PUBLISHING

Auction Brochure and Mailing Specialists

P.O. BOX 2328
EUGENE, OR 97402
Call Collect

(503) 689-2711

We deliver 1,000 to
50,000 auction brochures

(2 colors or 4 colors on 80 Ib. gloss)

in 72 hours.

INDUSTRIAL PUBLISHING

Auction Brochure and Mailing Specialists

P.O. BOX 2328
EUGENE, OR 97402
Call Collect

(503) 689-2711

INDUSTRIAL PUBLISHING

FACT #2

Our published auction
brochure prices are the
same as they were In
December of 1979.

Auction Brochure and Mailing Specialists

P.O. BOX 2328
EUGENE, OR 97402
Call Collect

(503) 689-2711

THE FACT IS:

WE WANT YOUR
BUSINESS!

Call or write today
for free auction company

literature, information
samples and price list.

INDUSTRIAL PUBLISHING

Auction Brochure and Mailing Specialists

P.O. BOX 2328
EUGENE, OR 97402
Call Collect

(503) 689-2711

THE AUCTIONEER



Program-at-a-glance continued

NAA Annual Meeting continued
EVENING

President’s Banquet

Youth party

President’s Ball

(12 midnight 1983 NAA Convention ends)

Sunday, August 1
Members, their families and guests return home,
begin vacations etc. No official events occur on
Sunday.

TAA convention
committees
announced

NAA convention chairman Joe Small has an-
nounced Texas Auctioneers Association committees
and chairpersons for the “Deep in the Heart of
Texas’’ NAA convention. Committee leaders will be
recruiting TAA members to assist with the many de-
tails in planning and conducting the annual NAA
event.

Pete and Francine Bond — TAA Information
Desk

Bill Wade — Sergeant-at-Arms

Paul Henry — Host Association Tours

Charles Connour — Convention Exhibitors

Bob Emley — Registration Packets

Ken Espensen — Fun Auction

Alice Connour — Auxiliary Convention Chair-
woman

Barbara Althaus — TAA Auxiliary President

All members of the Texas Auctioneers Associa-
tion and the TAA Auxiliary are encouraged to par-
ticipate in the above committees. Please contact
NAA/TAA convention chairman Joe Small, or the
TAA newsletter office, 512-997-9175.

Houston convention,
who may attend

To clarify who may attend an NAA convention,
the following Board of Directors’ policies apply.

1. NAA member auctioneers must register them-
selves, family, and non-auctioneer business associ-
ates for the entire program, no partial registrations.
Under no circumstances will a non-member auction-
eer be allowed to register for an NAA convention.

2. Only NAA auctioneers can attend NAA spon-
sored functions. If an auctioneer works for an NAA
member, that non-member auctioneer employee

March, 1983

must first join the NAA — full membership — in
order to attend an NAA convention.

3. On the other hand, non-auctioneer employees
— clerks, cashiers, ringmen, secretaries, etc. — can
attend NAA conventions only when they are accom-
panied by the NAA member employer.

4. NAA spouses can attend the convention with-
out the NAA member, but the spouse must pay the
full convention registration cost.

Any questions about convention attendance
should be directed to the NAA office before you send
in your registration.

.« Convention attendance,
your opinion requested

The NAA Board of Directors plans the As-
sociation’s annual convention to benefit all NAA
members. However, if you have never attended
an NAA convention, or not attended one recent-
ly, your reasons why are important to the plan-
ning of future annual conventions.

Please take a moment and respond to this
official survey. Complete all the questions, clip
or photocopy, and send your response to NAA
executive vice president Harvey McCray. You
do not have to provde your name. Use an addi-
tional piece of paper if necessary.

How long have you been an NAA member?

= = e —— St —=

When was the last time you attended an NAA
convention? ______ _

If you did not attend the 1982 convention in At-
lanta, please explains your reason.

R e e

Do you plan to attend the 1983 NAA convention

In Houston, Texas? Yes__ __No

If not, what is your reason for not attending?

Name (optional) = —

Send clipped or photocopied response to:
Harvey McCray, executive vice president, Na-
tional Auctioneers Association, 135 Lakewood
Drive, Lincoln, NE 68510-2487.

Thank you for helping plan successful NAA
conventions.
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Broadcast media,
audio-visual now in
advertising contest

NAA members are advertising on radio and tele-
vision, plus promoting their services with audio-
visual presentations. In response to their efforts, the
NAA Board of Directors announces a Broadcast
media/Audio-visual category in the annual conven-
tion advertising contest. That’s in addition to eight
other categories for your auction print advertising
and business stationery. The new category is truly a
landmark event for the contest, and you’re cordially
Invited to enter this year.

Rules adapted to “electronic’’ entries

Because of the playback equipment necessary
to judge entries in the Broadcast media/Audio-visual
category, plus other considerations, specific contest
rules have been adapted to the new ‘“electronic”
entries. Therefore, read all the following require-
ments which also include a separate entry form.

All entries into the Broadcast media/Audio-vis-
ual contest category must include display of the NAA
emblem or statement that the auctioneer is an NAA
member.

Broadcast media

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

One radio 60-second commercial, or one 30-
second commercial on one/eighth inch tape cas-
sette, rewound and ready to play (entries on eight-
track, reel to reel, or mini-cassette cannot be ac-
cepted).

You are permitted to enter one television com-
mercial, and one radio commercial.

Audio-visual

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

One, slide presentation with sound, in promotion
of your auction service, or in promotion of a particu-
lar auction, in slide tray(s) with accompanying
one/eighth inch tape cassette. (Do not submit slide
presentation and script. Also, if your presentation
requires a special type of playback equipment other
than a common *‘carrousel” slide projector, it's pos-
sible that the NAA staff may not be able to locate

that special piece of equipment. Check with the
NAA office before entering.)

One film presentation with sound, either 16mm
or 8mm loop cartridge, promoting your auction ser-
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vice or a particular auction. (Do not submit film and
script. Also, the same special equipment considera-
tion as described for slide presentations applies to
film equipment.)

You are permitted to enter one promotional

tape recording, one slide presentation, plus one film
entry, or any combination.

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

More contest information

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 1983 Contest. Awards will be presented
at the Awards Festival of the 1983 NAA Convention,
Friday, July 29.

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

Advertising Contest Rules

1. Entries must display the NAA emblem or con-

tain the statement that the auctioneer is a mem-
ber of the NAA.

2. Entries must be submitted to the NAA office —
three copies of each print entry — by July 1,
1983.

(An entry into Category H must consist of a set
of three items — one piece of your auction business
[etterhead, 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 rule. To this set
of three items attach the entry form. The NAA office
must receive 3 full sets of your auction business
stationery to complete your entry.)

3. Entries must be on the current year sales (July
1, 1982, through June 30, 1983).

4. Each member entering the contest can select
an entry to be represented in any of the particu-
lar categories. Limit is one entry, per member,
per category. Each entry must be labeled, or
clearly marked, as to the category for which it is
being entered. (NOTE: If the advertising is not
labeled as to which category it is being entered,
it will not be submitted to the judges, and addi-
tional advertising 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 1982 — are not eligible to compete in

THE AUCTIONEER



the category in which they won in 1982, but they
may enter any of the other categories.

best entry submitted for the contest (and will

not be included in the other award categories).

7. Of the three samples submitted for each entry,  10. The categories are as follows.

one copy will be maintained in the NAA office;
one copy will be maintained for judging; and the
third copy will be displayed for viewing by the

a. Commercial and Industrial

Continued page 21 column 2

convention registrants, after the awards are an-
nounced.

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

broadcast media commercial; one for the best
audio-visual presentation. |
9. A “Best of Show’” award will be presented to the

ENTRY FORM

(Print categories only) | |

National Auctioneers Association
1983 Advertising Contest | |
NAA Annual Convention

Houston, Texas |

Please type or print.

CONTEST CATEGORY

(include letter and name of category)

SUBMITTED BY_

(name of NAA auctioneer advertiser) ,

I NUMBER PREPARED |

NUMBER DISTRIBUTED _

HOW DISTRIBUTED l

BRIEF DESCRIPTION OF AUCTION _

DEADLINE FOR ENTRIES: July 1, 1983

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

Advertising Contest
National Auctioneers Association
135 Lakewood Drive
Lincoln, Nebraska 68510-2487 -_\ l

SUBMITTED BY _

ENTRY FORM

(Broadcast media/audio-visual only)

National Auctioneers Association
1983 Advertising Contest
NAA Annual Convention

Houston, Texas

Please type or print.

CONTEST CATEGORY |. Broadcast media/Au-
_di_g-visual

(name of NAA auctioneer advertiser)

STATEMENT OF PURPOSE FOR THE ENTRY

CHECK ONE

TELEVISION, 60-SECOND

_____TELEVISION, 30-SECOND
____RADIO, 60-SECOND

_ RADIO, 30-SECOND

___ PROMOTIONAL TAPE RECORDING

SLIDE PRESENTATION WITH SOUND

16mm FILM WITH SOUND

8mm FILM LOOP CARTRIDGE

LENGTH OF TIME IF AUDIO-VISUAL ENTRY

DEADLINE FOR ENTRIES: July 1, 1983

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

to:

Advertising Contest
National Auctioneers Association
135 Lakewood Drive
Lincoin, Nebraska 68510-2487

March, 1983
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PORTA- BLOCK

NOW AVAILABLE — A FACTORY DESIGNED
AND BUILT FOLDING AUCTION BLOCK

FEATURES

e Light weight, sturdy, easy to
transport. Will fit in the trunk
of most compact automobiles.

e Can be set-up or folded in

30 sec.

SPECIFICATIONS

e Welded aluminum construction

e Panel frames 3716 x 2" x 2"
aluminum angle

¢ Deck 3/16"” diamond aluminum
tread plate

e Hinges & brackets 5/16"
aluminum

e Legs 1'% diameter, .065 wall
thickness

Carrying handle
Wide stance legs
Built for rugged use
Adequate room for
two adults

e Upright supports & leg braces,
heavy duty Stanley hardware,
zinc plated

e Panels 3/16"” Duron, finished
white

e Top, 1" solid maple, varnished

e Weight 60 Ibs.

PRObuctivity CORP.

contract manufacturers

425 N.W K. ST.-RICHMOND. IN 47374
317-966-2896

Col. Jim Graham
CCIM, CRB, AFLB

e |earn the Professional chant

e Every type auction is covered

FLORIDA

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

NEXT CLASS
APRIL 25

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

Indiana

residents

PRICE $349.%

add 4% sales

tax. Satisfaction guaranteed.

Order direct from the factory. Make checks payable

to Productivity Corp.

LEARN

in Beautiful

AUCTIONEERING

Become a Professional Auctioneer in 1 Week

REAL ESTATE auctions . . our specialty

JIM GRAHAM training makes you STRONG . . as an

Auctioneer; Businessman; Speaker. Men or women.

MONEY
BACK

e Every student personally trained
by Col. Jim Graham

1 TART syst
You'll like our FAST S system S RAS T

e Highly professional Instructors 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

THE AUCTIONEER
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NAA
Job Market

You can place an ad
in the Job Market

To assist NAA members in both locating em-
ployment and recruiting, THE AUCTIONEER maga-
zine offers this ‘‘classified’” advertising section.

For $8.75 per column inch, per insertion, and a
one-time typesetting fee of $10, an NAA member can
provide job experience and address information as
space allows. The member auctioneer’s name will
appear in boldface type, and the following examples
will be useful in determining copy for an approxi-
mately one-inch classified ad. Specify which words
to be all caps.

Auctioneer/sale manager seeks position with
progressive auction company in Arizona or southern
California. Real estate and estate sale specialist;
business degree and seven years experience. Sec-
ond year CAl. CONTACT: John Smith, 1010 Oak St.,
Anytown, USA. Call 111-222-3434.

On the other hand, an NAA member can use
the Job Market to recruit another NAA member auc-
tioneer. The costs are the same, and the name of
the NAA member or the member’s auction company
will appear in boldface.

Construction equipment auction company hiring
two auctioneers in the near future. Require five
years’ heavy equipment, client contact, and general
business experience. Salary negotiable, benefit and
insurance package. Resume and introductory letter
to: Big Auction Company, 545 Avenue St., Big City,
USA. No calls.

Whether you are hiring an auctioneer or seek-
ing auction employment, you have the option of not
including your name or company name in the ad-
vertisement. Make sure, of course, that you provide
the NAA office with your name and address. Com-
pose your reply address-accordingly.

“ . . . Reply to: Truck Auctioneer, NAA Office,
135 Lakewood Dr., Lincoln, NE 68510-2487.”

“ .. . Send resume to: Real estate sales posi-
tion, NAA Office, . . . ”

All responses to your advertisement will be
promptly mailed to you upon receipt at the NAA
office. Though the NAA office will handle mail re-
plies to your ad, the office cannot take phone call
replies. |

Only auctioneers who are NAA members will be
allowed to advertise in the NAA Job Market. Your

March, 1983

membership must be current to submit either a “for
hire” ad or a recruitment ad. Whichever you place,
the ad copy must be accompanied by full payment
of $8.75 per inch, per insertion, plus the $10 type-
setting fee. Copy received by the first of the month
will appear in the next month’s AUCTIONEER; re-
ceived after the first, your ad will appear in the next
month’s issue.

THE AUCTIONEER staff reserves the right to edit
or refuse placement of any classified advertisement.
Any questions about this new NAA program should
be directed to the NAA office before submitting your
advertisement.

Advertising contest continued

b. Farm (an operating farm liquidation)

c. Real Estate

d. Antiques

e. ‘‘Specialty’” (cataloged sale)

f. Consignment Sales with General Household

and Estate Liquidation

g. Institution (auction firm promotion)

h. Auction Business Stationery (letterhead, plus

envelope, and business card)

I. Broadcast media/Audio-visual

Remember, all NAA members are eligible to
enter their advertising (three copies of one entry per
print category), but reference to the member’'s NAA
affiliation must be displayed on the advertising piece,
In the commercial, or in the audio-visual presentation
(NAA emblem, or “dohn Doe, Member, National Auc-
tioneers 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, 1983. Be sure and have
a completed entry form attached to the set of three
examples for each print entry. Any questions con-
cerning advertising rules or contest procedures
should also be directed to the NAA office.

CONTAINER BUYERS

Pay low prices at Europe’s largest wholesale
source of antiques. Buy F.O.B. England or Ant-
werp, Belgium with similar services available
| from other countries, or we will select, ship, and
pay all charges and finance to your door. Sup-
plying 20 and 40 foot containers, and bales of
Oriental rugs, to U.S. and Canadian whole-

salers and auctioneers. Annual volume over
| $1,000,000. Write or call collect 503-654-3000.

OR VISIT OUR WAREHOUSE

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

Holidays).
LYNN WALTERS
P.O. Box 116, Clackamas, OR 97015
Phone 503-654-3000

T R F Y E = S =
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“Informed” prospects
mean business

Before anyone can contact you for an auction,
they need to “know’” a few things; they need informa-
tion about the services you provide. One of the ways
you can inform potential ciients is the NAA auction
customer pamphlet.

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

Customer pamphlet
highlights information

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

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

®* Photocopy or remove the pamphlet order form.

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

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

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

Name and address

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

Jack A. Collins
Jack Collins

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

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

22

Business name on the cover

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

Professionals Professionals

Business name and address inside

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

Slogans and street directions will not be accepted.

ABC Auction Company

1215 Main St.

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

Hometown, State Zip

Multiple business phone numbers can also appear
below your address.

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

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

Continued page 25

AUCTION CUSTOMER PAMPHLET to promote your
business.

THE AUCTIONEER



National Auctioneers Association
‘““Auction Customer Pamphlet’”’ Order Form

% Only NAA members are permitted to order the auction customer pamphlet w Please print clear-
ly or type information.

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

2) Name of auction company, or auction service

State._ Zip

Street address __ . City

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

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

4) Enclose logos suitable for printing, for each professional affiliation you want featured in your
NAA customer pamphlet. Social and fraternal organization logos will not be accepted. (Do not
send CAIl, GRI and other similiar professional designation logos. Your professional designation

will follow your name, pursuant to logo use regulations of organization awarding the designation.)

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

6) Enclose payment for the following order. Make check payable to National Auctioneers Associa-
tion. Please note the charge for each additional photographs.

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

Add $12.00 for each additional photograph to be included.

Number of pamphlets ordered

TOTAL AMOUNT ENCLOSED §$

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

Signature } ‘Date your NAA membership expires .

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

March, 1983




Finally
An Affordable*
Computer
That Makes Sense |*
for the
Auctioneer!

(weather- resmtantcarrymg case)

| * (5200/month range on lease/purchase)

™

the small computer designed for auctioneers,
by auctioneers, gives you:

PROFESSIONAL AUCTIONEER'S
COMPUTER SYSTEMS

Consignor or Seller Entry e Bidder Entry ® Merchandise Entry ® Cashier Statements
Sale Recap Reports ® Word Processing & Accounting Programs Available ® Unsold Inventory
Consignor/Seller Settlement Reports ® Complete Real Estate and Land Auction Processing
Complete Mailing List System e Tandy* Equipment with nationwide service at Radio Shack* stores.

IF YOU, MR. PROFESSIONAL AUCTIONEER, ANSWER YES TO ANY OF THE FOLLOWING
QUESTIONS, YOU SHOULD CALL TOLL FREE OR SEND THE CARD TODAY!

Have I f ought about a
IliH fmhbl
ctioneer's ¢ mm_.n_ner,
programmed so that

Have [ decided that to get
more sales in the '‘80’s, I
need a competitive edge el SE?Hlft?m.entS e
_ over other auctioneer’s Delae s il n il s
.1 [y bod Yy W ho can read and other methods of minutes of the end of a
English can learn to use it e St

Would [ like to have my

: 2 )
selling? sale

TAT 13.&'."?-!11"!_11{1 I W e iTL all

Would [ want my \uctioneer ¢ rm uter, a

auctioneer's computer to COm ;‘.‘.alwtf-J W r:.;nr[:"i pr SOr,

have nationwide service an accounting c« Tlr '” 3 4

capabilities available, , ; d TJ“ ”“ 10 IIIP?‘TH“ T

such as at all Radio | ‘_ DB han IBM &

i L e L | Lanier urrn tor IJ st a
lng machine?

PACS

* TANDY AND RADIO SHACK ARE TRADEMARKS OF TANDY CORP. E— |
= — ™™ I TO: Professional Auctioneer's Computer Systems |

| 522 South Florida Ave., Lakeland, FL 33801 |

o . . | TOLL FREE 800-237-7669 (FLA. 813-688-1882) |
UIEEERSIIF["NTM AUCTIONEER’S | Please send me information on the PACS ™ computer, |

UTER SYSTEMS | including your 30-day trial. |

NAME I

COMPANY I

e —— S STREET |

A DIVISION OF 522 South Florida Ave. CITY ST ZIP |
|

Lakeland, FL 32801 PHONE
\l ERT!MAX Call Today— = @ |l———— - =
EORATION TOLL FREE 1-800-237-7669 (FLA. 813-688-1882)
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John A. Collins

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

Hometown, State Zip  Othertown, State Zip

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

Auction service information

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

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

The following guidelines will apply to your auc-

tion service information.

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

® You can promote your membership in state auc-
tioneer associations, and other professional or-
ganizations that relate to your auction business.
Membership information for social or fraternal or-
ganizations will not be accepted.

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

Satisfaction guaranteed

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

N

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

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

you buy.

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

Rwick hier

Box 147 Northfield, Mn. 55057
March, 1983

/¢

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

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

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

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

Questions about the preparation of your NAA
auction customer pamphlet should be directed to the

NAA office before you place your order.

Wanted: Qualified
Auctioneers

as NAA members. Support your Association
and profession by sponsoring a new NAA mem-
ber.

B — —
i

* Over 4,800 Proved |

AUCTION GEMS ||

“Bid Getters' “70* ‘Auction Sayings'' &

and the booklet
52 BASIC ‘
i, AUCTION
A CHANTS

auctionee ]i
F L R | Dundee Ohia

A 200 page book loaded with auction sayings, quips,

laughs, bits, facts, etc., mostly one-liners, gathered from

100's of auctioneers throughout the U.S. and Canada dur-

ing a 53 year period.

Here is what auction schools and auctioneers say:

“An excellent book, used in our school.” — Mendenhall

| School of Auctioneering, High Point, North Carolina

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

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

“Very good.” — Executive Secretary, Reppert Auction
School, Decatur, Indiana

“Nothing less than a masterpiece.” — Whipple Auction-
eers, Canton, Ohio

“Priceless..’ — Edward Esber, Canton, Ohio

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

Only $12.50 for both, postage paid '
Earl D. Wisard, Auctioneer, Dundee, Ohio 44624
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~ The Reisch Auctioneer's Speaker N

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

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

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

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

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

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

It is a voice saver. Select the set that /LITTLE BIG VOICE" — JR-2

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

THESE SPEAKERS CAN ONLY BE PURCHASED FROM:

Col. Joe Reisch, Reisch Sales Company, Box 850, Mason City, la. 50401
Phone: 515 423-1465. Call or write for Special Wholesale Prices.

o\dest AUCinn (0m
(Established 1917) pa”)’ =

531 Broad Street
LI'CENSED ¢« BONDED o INSURED

{‘ GA.- AUCTIONEERSLIC.NO.137

: Atlanta Telephone 577-2634

, Invites Participation _ _

‘ By Auctioneers & Real Estate Brokers, Nationwide

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

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

® Nlumerical Catalog of Lots
® Buyer Registration Throughout Sale
® Sales

® Sale Tally and Summaries
® Consignors Summaries

® Automatic |

COMPUTER SYSTEM"’

The running of vour auct

“SIMPLE AS ABCs”

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

AUCTIONEERS BUSINESS

Designed to run on the Apple Il Plus** completely port-

able computer

designed for you the auctioneer and developed in the

field by people who understand your needs.
Heavy Duty Carrying Cases with Wheels for Air Shipp

and for Local Travel.

Software ava

Lists,
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“*Trademark Apple Computer Co.,
225 Worcester Road
Framingham, MA O1 701
(617)527-5563 (617)875-1305

"Copyright

COMPUTER ASSISTED BUSINESS SERVICES
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Government officials proclaim National Auctioneers Week . . .

They’re eligible for Honorary NAA Membership

That's right. If your governor, county commis-
sioner, mayor or city manager officially proclaims
National Auctioneers Week, April 3-9, the govern-
ment official is eligible to receive an Honorary NAA
Membership certificate. Furthermore, if you will re-
quest to the NAA office in advance of the proclama-
tion signing, the certificate will be mailed to you for
presentation at the proclamation signing.

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

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

* Official title and jurisdiction. Examples: Gov-
ernor, State of ; Premier, Province of __ ;
Mayor (City Manager), City of _; Commissioner,
County (Parish) of , etc.

If you have any questions about the certificate
preparation, please contact the NAA office before
you submit your request. If your government official
has already proclaimed The Week by the time you
are reading this, the NAA office will send an Honor-
ary NAA Membership certificate to the official on
your behallf.

Whoever will be signing the proclamation should
be contacted well in advance. Below is a draft of
the final proclamation which will be prepared for you
by the signer’'s office. Because you are trying to

assemble as many NAA members as possible for the
signing, advance preparation is necessary; not only
to assure a good number of auctioneer participants,
but also to give the signing official time to set a date
and organize for your arrival.

However, making a public official an honorary
NAA member is only one way to promote and publi-
cize National Auctioneers Week in your area. Send
out news release, somehow make The Week good
for your auction business, and bring in a new NAA
member.

News release informs press
why The Week is special

All local publications and broadcast media in
your area should know that April 3-9 is National Auc-
tioneers Week. One way to accomplish that aware-
ness is to send photocopies of the NAA news release
below. So that the release will have every chance
of getting published or mentioned on the air, con-
sider the following procedure.

1) Retype the news release on your business letter-
head, and be sure to double space.

2) Insert your name and business information at the
end, for the person to contact.

3) Send a copy of the news release to all local
publications, radio and television stations.

NATIONAL AUCTIONEERS WEEK
April 3-9, 1983

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

The National Auctioneers Association, in cooperation with (name of state auctioneers as-
sociation), seeks to achieve new heights in proiessionalism 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 (insert title — State Governor, Mayor, City Manager, Selectman, City or
County Commissioner, etc.) | hereby proclaim the week of April 3-9, 1983, as National Auc-

tioneers Week in (name of state, city, town, etc.)

| urge all citizens to recognize and honor the many noteworthy contributions that auction-

eers are making to our society and economy.

(Official
Seal)

(Signature)

THE AUCTIONEER



4) |If you know the editor or broadcast news direc-
tor, mail the release addressed to him/her per-
sonally. If you do not have a name, use “busi-
ness editor’”, or ‘“city editor”, and “news direc-
tor’” at a radio or TV station.

Mail the news release well in advance, so that

it can be published immediately before or during
National Auctioneers Week, April 3-9.

FOR IMMEDIATE RELEASE
SUMMARY: Assets into cash — businesses rely on
the auction method

In good and bad economic times, many busi-
nesses use auction marketing to convert almost any
asset into cash. Whether or not the economy im-
proves in 1983, the auction method will continue pro-
ducing cash results, according to the National Auc-
tioneers Association (NAA).

The timely advantages of the auction sale will
be emphasized by member auctioneers during the
NAA sponsored National Auctioneers Week, April 3-9.

Whatever you have to sell, an auction can result
in cash money in a very short time period. Auctions
sell quantities as well as varieties of merchandise in
a matter of hours. Benefits to the seller include nam;
ing the day and time of the auction, plus having bid-
ders make immediate buying decisions.

If legal concerns are important, an auction is a
truly “public”’ sale, establishing fair market value
for real and personal property in a given area.

“Auctioneers provide a valuable business ser-
vice to everyone who gets involved in an auction
sale,” explained NAA president Rex Newcom, CAI,
Whitewater, Kansas. ‘“That’s in addition to the mil-
lions of ‘community’ dollars auctioneers raise each
year through benefit and charity auctions.”

The National Auctioneers Association has pro-
moted the auction method of selling since 1949. The
Association represents 6,100 members across the
country, Canada, and other foreign countries. Only
NAA members are eligible for a professional desig-
nation, CAl, awarded by the Certified Auctioneers In-
stitute, Bloomington, Indiana.

FOR MORE INFORMATION contact NAA member
auctioneer

(your name, business address, and phone)

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

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

Some say the time saved pays for them

- hWidk hlerk

Box 147 Northfield, Mn. 55057
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INSTRUCTION

LEARN TO BE
AN B
AUCTIONEER M4

AMERICA’'S TOP QUALITY

AUCTION SCHOOL. WRITE OR

CALL FOR FREE CATALOG. AP-

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

MENDENHALL SCHOOL OF

AUCTIONEERING

P. 0. BOX 7344
HIGH POINT, N. C. 27264
(919) 887-1165

Three ways to bring
in a new NAA member

Someone sponsored you for NAA membership,
and what better way to honor National Auctioneers
Week, 1983 than to bring in a new NAA member. Re-
cruit that auctioneer who, in your opinion, is ethical,
responsible, and would be an asset to your National
and State auctioneers associations.

Contact the NAA office for the membership ma-
terials you feel would be most appropriate for your
new NAA auctioneer.

®* An Invitation-to-join kit will be sent to an auc-
tioneer upon your request. Also, a number of Kits
will be provided to your state auctioneers associa-
tion meetings upon request.

* The NAA recommendation card allows you to
offer NAA membership to prospective auctioneers
with you as the sponsor. When the NAA office re-
ceives the recommendation from you, special invita-
tions-to-join are sent to the prospective members.

®* |t's been sighing up members for years — the
NAA information pamphlet/application is available
in quantity from the NAA office. The pamphlet de-
scribes Association benefits, with complete delails
regarding application.

Lastly, don’t forget the 1982-83 membership con-
test. You can be eligible to win $50, even $150, by

Continued page 31
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IS THE AUCTION
FRANCHISE FOR YOU?
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"Response to our franchise has been overwhelming. We think UNITED AUC-

TIONEERS is one of the best things that has happened to our business.”

Randy Garner Auctioneer CAI
North Fairfield, Ohio

“l can hardly contain the enthusiasm you and your people have helped us gen-
erate ...| wasn't aware of the many ideas and improvements available to us

from UNITED AUCTIONEERS until now.”

William G. Ellison
Ellison Auction Co. of lowa
Solon, lowa

“Impressing me isn’'t easy. But I've been overwhelmed with the possibilities
offered by this venture.

Leo Jesion CAI

Jesion Auction Serv.

McKeesport, Pa.

Author of Common Sense in the Auction
Business

Let the UNITED system work for you.
Call 402-397-9958 or 1-800-228-2544

or Write United Auctioneers
8990 W. Dodge Rd., Suite 315, Omaha, NE68114

And You’ll Pocket More Profit
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signing up new NAA members. Complete details are
in every other issue of THE AUCTIONEER. However,
your entry into the contest and the growth of your
Association begins with the same event — you bring-
ing in a new NAA member.

National Auctioneers Week is next month

The Week is an excellent opportunity to pro-
mote your auction service. In other words, make
National Auctioneers Week good for business. Take
full advantage of a promotion devoted to recognizing
the value of the auction method and its auctioneers.

If the NAA office can be of assistance to your
promotional efforts for National Auctioneers Week,
please do not hesitate to call.

Article by Gary Carmichael
Director of Association Services

Association editors, reprint this ad

State Auctioneers Associations are encouraged
to reprint the NAA membership advertisement below.
The printer of your state association newsletter or
magazine can photo the ad and reduce it to fit your
publication. If your printer cannot “pick up” the ad
from THE AUCTIONEER, please request camera
ready art from the NAA office.

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
“Invitation to Join” kit. You’ll discover that NAA
membership benefits mean business.

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

National Auctioneers Association

135 Lakewood Drive
Lincoln, Nebraska 68510-2487
Phone 402-489-9356

March, 1983

A Major Breakthrough in
Real Estate Marketing

Auction-The Marketing Tool

of the Future!

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

BROKERS/AGENTS: Offer this additional successful
marketing technique to your clients. - There are many
advantages to a public sale (Auction). - Learn what
they are and offer this alternative to your clients. - Give
yourself and your company this important edge. - Auc-
tions 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,HOWTO
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, bro-
chures and all the forms you will need to be a qualified auctioneer.

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

ONLY

8950

COMPLETE COURSE

*ABOUT THE AUTHOR: Melvin A. (Mel) Giller, Realtor-Auctioneer. Thirty years experi-
ence in sales, sales training and management. A nationally recognized author, lecturer
and instructor on the AUCTION method of marketing Real Estate. He is the President
of Nationwide Auction Company, with offices in Newport Beach, California, Tucson,
Arizona and Minneapolis, Minnesota.

FOR THE YEAR 1981:
NATIONWIDE AUCTION COMPANY AUCTIONED ALMOST 500
PROPERTIES FOR A GROSS VOLUME EXCEEDING 70 MILLION
DOLLARS. THE LIST OF PROPERTIES AUCTIONED INCLUDED
SINGLE FAMILY HOMES, CONDOMINIUMS, COMMERCIAL
PROPERTIES AND FULLY IMPROVED HOMESITES.

Mail to: National Institute of Real Estate Auctioneers, Inc., 3961 MacArthur
Blvd., Suites 210 & 212, Newport Beach, CA 92660 « (714) 752-2298
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I Send me my course on HOW TO BECOME A SUCCESSFUL REAL l

I ESTATE AUCTIONEER. (Please Print) (California Residents add 6% .
sales tax.)

I Name l

J Address g

I City State Zip .
[0 Check enclosed. Make payable to Natl. Inst. of Real Estate Auctioneers

I Inc. .

] O MasterCard O VISA Card No. i

l Exp. Date Signature l
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NAA officer/director articles . . .

Selling livestock at
the farm site

By Marvin E. Alexander
NAA Director

This is the first opportunity | have had since
being elected in July to thank many of you for giving
me the opportunity to serve on the Board of Directors
of the National Auctioneers Association. | certainly
appreciate this opportunity, and hope to serve your
interests in the manner to which you’ve become
accustomed.

The auction business has a brighter future than
ever before. Much of this is brought on by our eco-
nomic conditions, but also due to public awareness,
and the professional manner in which auctions are
being conducted. The following article mainly dis-
cusses the sale of dairy cattle, plus some informa-
tion for beef cattle auctions held on the farm. My
comments are directed moie to the newcomer in the
auction business, or to someone who has been auc-
tioneering for a while but is unfamiliar with the
handling of livestock sales.

Always inspect the herd yourself

Most of our sales deal with Holstein dairy cattle
— both registered and grade — with the major por-
tion being grade. Some of the things we look for
when we approach the dairy farmer about having a
sale, is to go over a set of checkpoints that will be
helpful. One of the main things to know is the reason
for the auction — forced sale, farmer retiring, or
health problems such as TB, Mastitus, or Leucocytes
within the herd. Try to find out if the owner and herd
have a good or bad reputation. Also try and find out
how many cows have something wrong with them,
how many milk out of two-three quarters instead of
four, if the farmer has a financial problem.

Always inspect the animals yourself. Check to
see if the farmer has been on the DHIA, DHIR, or
similar program. Within these programs, the animal’s
production is weighed monthly, and a computer
printout will show the past production of the indi-
vidual animal, and anticipated production in the fu-
ture. If the farmer is not on a record keeping pro-
gram, most of the animals will sell strictly on their
appearance and the amount of milk they are pro-
ducing at sale time.

We will assume that we are going to look at a
herd that does have DHIA or DHIR records available,
and that these records have been kept in the cus-
tomary manner. Check the production sheets for
several factors. Determine how many cows are
heavy producers in the herd at auction time. Cattle
that produce 50 Ibs. or more will bring top dollar,
and some produce up to 90 Ibs. per day. Find out
how many cows have calved within the last 30 to 90
days, an indication that their production will hold up

32

NAA director Marvin
Alexander was elected to
the Board of Directors in
1982. He is a partner in
the firm of Alexander
Real Estate and Auction
Sales, Martin, Tennessee,
specializing in real estate
and farm liquidations.

Mr. Alexander was an
Eastern Region Winner in
the 1974 and 1976 World
Champion Livesock Auc-
tioneer competitions. He
is also a past president
of the Tennesse Auction-
eers Association.

for the next two- three months. How many cows are
due to calf before the day of the sale or within 40
days after the sale date? Having a large number of
cows that have just calved or are nearing calving will
help you secure higher prices. Many auctions can
be adjusted on-two months to take advantage of
breeding and production of the herd.

Try to determine if the owner has done a good
job in maintaining accurate breeding records, SO
you’ll know when cows will calf, and if they are calv-
Ing at regular intervals, instead of being milked 365-
400 days. Are high quality bulls being used or an
artificial breeding program? This is one area that
can be very beneficial — or very harmful — to an
auction, depending upon the accuracy and validity of
the breeding dates. Many times a problem exists
where the owner has not bred the cows so they will
calf in a normal cycle, or the employees have not
kept accurate written records on the breeding dates.
We strongly suggest that the owner have all animals
that are supposed to be bred have a pregnancy
check by a licensed veterinarian so that the pur-
chaser can feel confident about paying a good price
for each individual animal.

Find out if the dairy farmer has any registered
cattle or pedigrees. If there are registered animals,

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

Clerking Sheets
3 part & 4 part - carbonless forms
One writing - eliminates posting errors
Each slip individually numbered

Tabulates progress of your sale

Wick hlerk

Box 147 Northfield, Mn. 55057 /4
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hire someone knowledgeable about pedigrees to
read them for you. Consider checking with repre-
sentatives of each particular breed for help in this
area, because it is possible to obtain an individual
pedigree form the specifical national association on
individual animals. A pedigree can be helpful if the
animal has ancestors with past records of good
breeding and high production. Pedigrees are not
advantageous to order when the breeding behind

the herd has less than high quality breeding and
records.

Farm in good condition, modern sale ring

Look over the farm facilities. The condition of
the barn, fences, and surroundings can have a di-
rect bearing on auction results. If conditions are
very rough, run down, or show poor housekeeping,
ask the farmer to make them more presentable ac-
cording to your recommendations. A ‘yes’ answer
Is never definite, so be prepared to help.

Be sure that you comply with the State and
Federal laws in your area. In order for animals to
be shipped off the farm and out of state, they will
need to be tested and certified by a veterinarian
that they are free of Brucellosis (bangs), or Tubercu-
losis (TB). This test must be run within 30 days pre-
ceding the sale. Have individual papers on each
animal, or make arrangements to have a veterinarian
at the auction to write the certificates that day, so
that each animal can be shipped to any state. Have

all animals numbered so that you can identify them
for sellng at the auction and for health certificates.
Be sure you use permanent numbers that will remain
after the sale, and not be affected by the weather.
Be positive that there are no duplications in the num-
bers, such as two 5’s or three 20’s, etc.

_ Know the market area, and use direct advertis-
Ing to people in the livestock business. This informa-
tion can be obtained from milk companies, the local
health department, and livestock sales. Advertise
heavily in the areas these individuals live, clearly
and accurately stressing the highlights of the auction.

After picking the sale date and arriving at a
commission that you feel will allow you to do a good
Job of promoting and advertising, you are ready for
set-up before the auction. Pre-sale arrangement and
handling of the animals is a must for a successful
sale. Have a sale ring and pens to contain the herd
so animals will not be jumping over or running
through a fence. You cannot outguess the weather,
so setting up under a tent or clean barn or shed is
best. Rent, buy, or build a sale ring that is sturdy,
modern, and easy to see through. We suggest that
on dairy cattle, you set this ring on level ground or
on a slight rise. Never arrange the sale ring in a low
area, because a cow standing in a low spot will look
150 to 300 Ibs. lighter than she is. It's a good idea
to build the ring up, 8” to 1’ with dirt or chips so

Continued page 34

—— HALF-MILE HAILER
Vi MODEL S-610

List: $257.00

’ Auctioneers Cost: $205.00

o e

HALF-MILE HAILER MODEL S-610 — Projects further, louder, clearer than horn hailers
. . . doesn’t block vision . . . perfect for crowd control, athletics and other outdoor use.
AMPLIFIER: Model S-702: 35 watt: all transistor. CONTROLS: On-Off, Volume. Inputs: For
ceramic or dynamic microphone: auxiliary input for phono, tuner, tape recorder, etc. 3 Out-
puts: For additional speakers: tape recorder. Power Source: Ten ''‘D" size flashlight bat-
| teries: alkaline type provides up to 200 hours operation. MICROPHONE: Cardioid probe-
type, noise-cancelling, hand-held microphone, supplied with 8' coil cord, on-off switch.
SPEAKER: Weatherproof horn, can handle full amplifier output: detachable. CONSTRUC-
TION: Removable metal bracket attaches to amplifier with screw knobs: gripper handle
and shoulder strap included. Dimensions: 11%2" high, 11" wide, 9" deep. WEIGHT: 14 Ibs.
(with batteries). Order Model S-610

| North Carolina residents add 4% sales tax.

Col. Forrest Mendenhall, N
Member

MOBILE P.A. MODEL S-310

Auctioneers Cost: $374.00

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

" AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

“The Professional Auctioneers’ Choice”

SOUND CRUISER

List: $440.00

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

S-310

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

P.0. BOX 7344 — U.S. HWY. 29 & 70 (185) HIGH POINT, NORTH CAROLINA 27263 PHONE (919) 887-1165
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that the animal is standing up where she is easily
viewed and easy to inspect.

Arrange the pens so that as soon as one animal
Is sold, another can be entering the ring. All gates
and alley ways must be of sufficient strength and
height so that none of the animals will try to jump
over or break out. The alley way entering the sale
ring must be just wide enough to pass through, and
not wide enough for the animal to turn around. Upon
leaving the sale ring, the pens or pasture must be
sufficient until it is time to load. You cannot survive
in this business if someone buys a $1000-$1500
animal, and as soon as it goes out of the sale ring
it runs through a fence or gate and damages itself
to a point unfit for producing. The animal then be-
comes suitable only for slaughter, and the purchaser
could have lost $500-$1000 or more. It’s the seller’s
and your obligation to have the pens arranged to
confine animals after they are sold. However, don'’t
rely on the owner to fix the pens without your help
or instruction. Owners often think the cows will be
easy to handle and control, and that they should not

go to the expense of building new pens and fences
when they are maybe going out of business that day.

Arrange the loading facilities to load a two-ton
truck or a stock trailer, using a portable loading
shoot and alley way. You may want to own your own
set of pens and corrals, or rent them from someone
In the area. Don’t rely on the farmer to know how to
fix the pens. Keep the animals in different groups
before and after they are sold — milking herd, dry
herd, open heifers, bred heifers, and baby calves —
so when a sales receipt is presented to checkout you
can immediately go to the proper pen and get the
animal for loading. It is very embarrassing to have a
successful auction and sell 300 head of animals, then
have a purchaser wait 30 minutes while your em-
ployee is locating an animal.

Good check out personnel are important. Here
again, don’t rely on the farmer, because many feel
they have completed their duty, and that it is the
purchaser’s responsibility to get cows loaded. In-
struct the owner that it may be necessary to care for
these animals a day or so after the sale, and that all

Direction Signs
Help you customers get to your

sale with our direction signs.
Bright red ink on white. 73 x 93%a.

AUCTION

KAS 21.. Left 25...... $ 4.50
KAS 22.. Forward 50 $ 7.50
KAS 23..Right T '

: 100...... $12.00
KAS 24.. Mixture
/2 of each 250054 $25.00

500...... $45.00

ARE YOU

MUST BE PAID
FOR TODAY!

HERE

Professional looking signs
help end confusion on

MERCHANDISE

22 X 3% foot triangular cotton flag. Red ink
on a yellow background. Reinforced with
strong nylon thread which adds to the life of the
flag. Strong grommet headings. Poles not
included, but easily obtained from your local
lumber dealer.

KIEFER AUCTION SUPPLY CO.

P.O. Box 2141
Fort Lauderdale, FL 33303

ADD $2.50 PER ORDER
SHIPPING & HANDLING
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the animals are to be left at the new owner’s risk.
All settlement, however, is to be made on the sale
day.

We ask the owner not to milk the cows in pro-
duction the morning of the sale. In our area this
process is referred to as bagging an animal for show-
Ing, and in all instances we have obtained consider-
ably better prices when a dairy animal’s utter is
strutted and full of milk. Be sure, however, that they
do milk the night before. If you can, have someone
wash the animal’s utter just 2 to 5 minutes before
selling. This will cause the dairy cow to look con-
siderably better than usual.

Provide necessary animal information

In your opening remarks, inform prospective
buyers the last time the animals were milked, and will
be milked before loading if they so desire. We begin
our sale with the animals in production. In a grade
sale, we pick up the first four-five animals, and build
up for three-four animals. Milking cows are followed
by dry cows, bred heifers, open heifers, and smaller
animals toward the end of the auction. You may
need to change this sequence as circumstances re-
quire for different sales. Keep in mind, too, that an
animal which has been cared for by the same per-
son or same two people may be very gentle, but it
Is this animal that is more likely to be uncontrollable
at a sale.

Most of the above details are very simple, but
many of them are overlooked. Making sure these
basic factors are taken care of can turn an average
sale into a good sale, or a good sale into a great
success.

Many of these ideas concerning pens and
tagging, will work very well with your beef and stock
cattle. One of the many primary things to be sure of
If you are in a grade herd is that you have the cows
and calves matched to the right animals. When you
have 50-100 cows running in a field, and 60 of them
have calves running at their side, there is no way to
determine which belongs to which on sale day. Sort
and tag before the auction. By putting all cows in a
pen and keeping the calves away for seven-eight
hours, you can then tag your calves by putting one
or two cows in with the calves or two calves in with
the cows. In a matter of minutes, unless they are
weaned, the calves will pick out their mothers. Tag
all animals accordingly, giving both the cow and the
calf the same number, or by giving them individual
numbers and noting this on your records. Sell the
weaned calves separately.

During the sale, have the calves in one pen, and
when the cow comes in the alley, one of your ground
men can be there to inform the balance of your help
that this particular cow has a calf, and what its num-
ber is.

—

— 100 AUCTION
and AUCTION RELATED BOOKS
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Thousands already sold. Popular Titles. Beautifully illustrated.
MAIL Free Catalog - Today!
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P.O. Box 80034, Indianapolis, IN 46280, Phone: 317/875-7063
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Planning the
farm equipment
consignment auction

By Harry A. Anderson, CAl
NAA Director

It seems that the best time of year for having
farm equipment auctions is either in February or
early March. The thinking, plan-ahead farmers will
be doing their buying early, and each day that passes
after this time brings in fewer and fewer buyers. Ba-
sically, what | am going to discuss is the farm equip-
ment consignment auction, rather than the on-site
auction on one farmer’s machinery.

Advertising If you have a farmer or machinery
dealer with equipment to sell, but not enough for an
on-site auction, you can utilize this as a basis for
advertising. Schedule a date for the sale, and in your
advance notices explain what you have to sell, then
add a line such as, ‘“Turn your unused equipment
into cash. Consign your idle tractors and machinery
to this auction! For top dollar and full advertising
benefits, call . . .

Location You need to choose a good, conven-
ient location for a farm equipment consignment auc-
tion — one that is readily accessible to those want-
ing to buy, and having a loading dock or area where
you can load and unload machinery from trucks. You
must be able to control equipment coming in and
going out of the sale site. In addition, you will need
gtractor with a heavy duty loader or a machinery

oom.

Consignments There are two very important
factors to watch for — stolen equipment and mort-
gaged equipment.

When you are dealing with one individual at an
on-site auction of an operating farm, it is easy to
check the county courthouse for liens encumbrances
on one farmer’s equipment and machinery. On the
other hand, in a consignment auction you are dealing
with many people, usually from different areas. You
must have a consignment check-in form with a dis-
claimer stating that the seller certifies “all equipment
listed is free and clear of any and all liens and en-
cumbrances”. The disclaimer should also be written
into your basic auction contract. This will somewhat
protect you should a finance or mortgage company
call you two weeks later, because you sold a piece
of machinery they financed and it was not paid for.

Remember that there is always a possibility of
receiving stolen merchandise at a consignment auc-
tion. Though it doesn’t happen often, you will be
held responsible if you sell it. One way to circum-
vent this occurrence is to require identification of
your consignors if you don’t personally know them.
A man with stolen merchandise will balk severely at
proving who he is. Do not settle with your con-
signors immediately following the sale nor with cash
payment. It is best to wait from ten to fifteen days
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NAA director Harry An-
derson was elected to the
NAA Board of Directors
in 1981. Anderson Auc-
tioneers, Inc., is located
in Georgetown, Pennsyl-
vania, where director An-
derson is active in the
Pennsylvania Auctioneers
Association as its 1981
president. Mr. Anderson
is also a member of the
Ohio and West Virginia
State Auctioneers Associ-
ations, and a graduate of
the CAl Charter Class.

following the auction for settlement to be made, and
make settlements by check only. This discourages
the thief who wants quick cash and no records.

Some things to watch for with consignors of
possibly stolen equipment include the stranger who
comes in, particularly at the last minute, and says,
“I don’t care what it brings, just sell it”. This is
especially true if it is a newer, late model piece of
equipment. “Don’t mail me a check, I'll stop by and
pick it up later.” Another phrase to be careful of is
“can’t you pay me in cash after the sale? | don’t
like checks and need the money right away.”

Check-in of consignments All items must be
tagged, numbered, and identified as they arrive. A
good, two part NCR form is ideal for consignment
checkin, and on it you can list the equipment by tag
number, description, and serial number when avaii-
able. Most importantly, include the owner/consign-
or's name, address, and telephone number. Have
the owners sign these consignment forms at the time
they bring the equipment to the sale site. Again, you
want to ascertain that there are no liens or encum-
brances on the equipment consigned. This can be
done by asking the owners, then requiring them to

Nashville Auction School

Nashville, Tennessee

THE NATION’S FINEST SCHOOL

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

<%~ FREE CATALOG — LEARN AUCTIONEER-
ING

Full and partial scholarships available.

NASHVILLE AUCTION SCHOOL
Box 190, Department 5
Lawrenceburg, Tennessee 38464
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certify on the consignment forms with a disclaimer
stating that there are no liens or encumbrances.

At the time of consignment, ask the owners what,
If anything, is wrong with the equipment and note
this on the check-in forms. This will allow you to an-
nounce problems at the time of sale, and the buyers
will bid accordingly. This small measure can save
you many problems after the auction and prevent a
dissatisfied buyer. When you unknowingly sell a
piece of defective machinery, you often end up with
irate buyers who want their money back. If you have
announced what is wrong with an item, the buyer
knows and will not argue. When you do not an-
nounce that cracked block or bad transmission be-
cause you did not know about it, then you can readily
refund the buyer’s money and return the defective
merchandise to the consignor. This is another rea-
son for not settling with your consignors immediately
following the auction and delaying settlement for a
week or so. You have to be responsible to both your
buyer and the seller because today’s buyer might be
tomorrow’s seller. You want your reputation to be
such that buyers will call you when they are ready
for an auction.

Remember also that it is important for you to
be familiar with the market value of the equipment
you are being asked to sell. When a consignor
comes to you with machinery and tells you he has
to have $2,500 for a piece of equipment that has a
current market value of only $1,500, don’t be afraid
to tell him you can’t get that kind of money for it.

D-VOX COMPLETE ---

He will be better off leaving it at home, saving both
your time and his.

There are several reference books on the value
of used equipment sold at auctions. These books
give both the serial numbers and auction prices.
One book is the “Green Book” published by Yoder
& Frey of Arehbold, Ohio; another is the “Farm Blue
Book™ by the Hot Line, Fort Dodge, lowa. These
books can be invaluable to you when selling used
equipment at auction.

Sale day You will absolutely need a second
auctioneer for the day of the auction. It seems that
there are always questions and problems arising that
only you can handle. Rather than disrupting the auc-
tion, the second auctioneer can take over while you
settle problems that might occur. In addition, if you
have an auction with alot of small, miscellaneous
items as well as major equipment pieces, you need
to have the second auctioneer so that one of you
can continue selling minor items while the other can
begin selling major pieces. Buyers get irritable and
tired from waiting hours for you to get through selling
one and two dollar items. When you begin an auc-
tion of this type around 10 o’clock in the morning,
you should begin selling major equipment by noon
or 1 o’clock.

You also need to be certain that, aside from your
regular clerks and cashiers, you have enough per-
sonnel on hand to handle last minute consignments

Continued page 38

$285.00

FIBERGLASS CASE — 25 WATT MODULE — TWIN SPEAKERS

INCLUDES: Rechargeable Ni-Cad Battery Pack— Charger — Carrying Strap — Shure Unidyne

* * *

residents add 3v2% sales tax.

1016 W. 6th Street ® P.O. Box 1513

March, 1983

DODGE MANUFACTURING CO.
® Topeka, Kansas 66601 ®

Microphone — Complete unit weighs approx. 5 Ibs.
SATISFACTION GUARANTEED * * *
Order by mail: Payment with order — we pay shipping . . . C.0.D. — you pay shipping. Kansas

DWIGHT V. DODGE, Owner
(913) 234-6677




of machinery, plus checkout and loading of equip-
ment during the auction.

Settlement Again, while many auctioneers be-
lieve in settling with their consignors immediately
following the auction, | feel it is beneficial to wait
from ten to fifteen days. Not only does this give time
for any checks to clear the bank, it also leaves you
in control of both the money and the equipment
should any problems arise from the sale of a piece
of unsatisfactory merchandise. You are then able to
do something when your buyer comes back and tells
you the tractor he bought has a defect and you didn’t
announce it as such.

Consignment commissions A commission state-
ment needs to be a part of your consignment check-
in form, so that there is no misunderstanding by the
seller what you are going to charge for auctioning
the equipment. Make your rates high enough to
cover expenses, but you may also consider a “no
sale fee” for consignors, or even an ‘“entry fee” for
each lot or item to be sold at the auction.

Certainly the above factors that | have discussed
are vital to the success of your consignment equip-
ment auction, but of course, are not all of things you
need to plan for. Don’t forget to have facilities rented
in plenty of time, have personnel for check-in ready
about one week prior to the sale, personnel on sale
day, and staff to checkout for about one week follow-
ing the auction.

AUCTIONEER TRAINING - TWO DAYS
HARD WORK JAM SESSION

Personalized training with Kruse Book Study, bid calling
and written test to help prepare student for auction
business or state test. Fee of $250. Includes one nights
lodging and food for two days. If you can only be away
from home a short time, are not afraid to work and want
the best training possible for auctioneering, contact us at
once. Classes March 4 & 5, July 8 & 9 and Nov. 4 & 5.

THE PROFESSIONAL AUCTIONEER AND
WHAT HE NEEDS TO KNOW

BY RUSSELL KRUSE

A book every auctioneer should have in his possession.
Prepared for practicing auctioneer and the student or
beginning auctioneer.
CHAPTER HEADINGS
10. License Law - Bonds
11. Fees - Commission
12. Appraising
13. Land description and
surveys
14. Working together
15. Definition of 276 terms
and words every auc-
8. Ringman tioneer should know or
9. Insurance have available.
Price of book $10.00 (Volume discount available). WRITE:
Kruse Office, Auburn, Indiana 46706. ATTENTION —
Russell Kruse.

1. Bid Calling
2. Conducting the auction
3. Contracts

4. Sale Summary
5. Uniform commercial code

and auctioneer liability
6. Reserve bidding
7. Advertising

also

HOME STUDY COURSE
Plus LIVE KRUSE TAPE ON BID CALLING ($50.00)

L Ph. 219-925-4004 or write Russell Kruse at above address. _I
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Benefit auctions

key to many
locked doors

By Robert H. “Bob’”’ Glass, CAl
NAA Director

Benefit Auctions are a significant part of our
auction business, and | wish to share with you the
many advantages, details, and pitfalls of running a
successful sale.

Why have a benefit auction? Many special and
worthy organizations are seeking innovative ways to
raise important money during these hard economic
times. The benefit auction can be that innovative
opportunity to raise cash in an exciting and new way
for all members. It's also a real chance to involve
everyone in the organization in a meaningful manner.

Consider specifically organizations that are
constantly looking for monies to benefit the com-
munity. An example of such an organization might
be a Rotary Club whose monies are given back to
the community for local scholarships or special self-
help projects. Let’s take a look at each step in the
benefit auction from its organizational stage through
its completion.

Necessary planning. None of us ever plan to
fail, but we occasionally fail to plan. This is the key
to a really “‘successful”’ benefit auction. There is as
much effort and detail in an $800 benefit auction as
there is in a $5,000 (net) auction. Let’s shoot for a
realistic goal of $5,000.

When | get the call, “we are planning a benefit
auction,”’ | immediately ask the caller, “which year?”.
This response puts me in the driver's seat and
establishes a working rapport with the organization.
It is essential that the auctioneer be the leader and
overall planner. | meet with at least five active mem-
bers, twice, before their auction. The first meeting
is usually at my office, at least four-six months prior
to the event. At that time | go over a detailed, five-
page booklet, entitled “A Blueprint for a Successful
Benefit Auction”. The second meeting is held at the
auction site about 30 days before the sale.

When and where should a benefit auction be
held? The Rotary Club holds its Annual Fund Raising
Auction at one of the finest restaurants in our com-
munity. A mid-week night is selected, dinner is
usually served at 6:30 pm, and the main event IS
scheduled for one hour later. | have found that “the
better the location, the better the bottom line”.

How long should the auction last and how many
items are needed? Our most successful benefit auc-
tions are the ones that last between two and three
hours. Quantity has never been close to quality in
importance for raising substantial money. Our more
successful auctions are ones that have an offering
of between 60 to 80 items. These items may be
present at auction, or represented by artist’s render-
ings of the item, displayed on giant 2’ x 4’ poster
boards (with small attached cards ready to give to
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NAA director Bob Glass
was elected to the Board
of Directors in 1981. He
is the owner of the Robert
H. Glass Auction Gallery
in Central Village, Con-
necticut, and is active In
the Connecticut, Massa-
chusetts and Rhode Is-
land Auctioneers Associ-
ations. The Glass firm
specializes in auctioning
antiques, and features
the added talents of auc-
tioneer and wife Barbara
Glass, and six children,
all of whom are also prac-
ticing auctioneers.

the successful bidders). The auction items should
be attractively arranged in a catalogue with an at-
tractive cover. You must remember that about 93%
of the audience will be a non-auction audience, and
will have to be guided in their every move. It has
been our experience that as the level of ‘““social in-
dulgence” increases, our rate of selling decreases.
We are able to sell only about 27 to 34 catalogue
items per hour to a non-auction crowd, along with a
sit down meal and drinks available.

What details are necessary for a
successful benefit auction?

1) Lead the organizer of the benefit auction to
conclude that it is essential to gather auction items
of a minimum of $50.

Sample list

Refinished oak table, refinished oak ice box,
roto-tiller, shop-mate, dinner for six at a
quality restaurant, escape weekend at the
Hyatt Regency, etc.

2) Plan (by leading your organizers) to con-
clude that the “event’” be a fancy sit-down affair or
quality buffet at a leading restaurant.

3) Publish a small catalogue, listing each item
numerically to coincide with the items on display.
Be very careful that there are no prices published
in the catalogue; this tends to freeze bidding.

4) Cover tables with brilliant table covers.
Have Rotary arrange display.

5) Send 50 to 100 well thought out letters to
key service minded people indicating your intentions.
You might include a request for quality donations or
cash. With cash donations you could purchase key
items and offer them at auction; for example, shrubs
in the springtime or snow equipment in the late fall.

6) As the auction date nears, arrange for
coverage in the area newspaper listing key person-
nel, unusual auction items, and other newsworthy
details. Include pictures of personnel holding and
discussing items. Of course, refer to “only 20 more
tickets are available for the dinner auction,” etc.

March, 1983

7) Only allow one or two items to be sold with
a reserve, and then only major items. Add a note in
catalogue about the reserve, but don’t include re-
serve price.

8) See to it that each item is presented to the
auctioneer on a 3”x5” card, describing the item
being sold along with any special information that
might help sell it.

9) The sponsoring organization could offer
three “major credit cards’” accepted; free trucking
of major items; valet parking.

10) Be sure to guide people in understanding
what items are not appropriate for this auction.

Special hints for a benefit auction

1) Have a separate page in the catalogue
stating the auctioneer’s name, address, services, and
phone numbers.

2) When admitting attendees into the restau-
rant, see if they will give the club back $1.00 per each
charge $2.00 for a bid card.

3) When making arrangements with the restau-
rant, see f they wlll give the club back $1.00 per each
meal ticket. If not, build in this amount for the club
as part of the meal tab.

4) Be sure to take your best speaking system
with you. Don’t count on the house system. | usually
bring two systems to cover any emergency.

Continued page 41
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Many sizes, styles and prices in stock now and
available for immediate delivery!

VALDOSTA
Tent and Awning

106 N. Forrest/P. 0. Box 3178/Valdosta, Ga. 31601

GORDON L. SHAW  prs- (312)247-9843

Manufacturers of Quality Tents for 25 Years!




IMPORTING COMPANY, INC.

i A. 4244-48 OLIVE ST., ST. LOUIS, MO 63108 U.S.A. « PHONE 314-533-3477

47 YEARS OF SERVICE e FINE CLASSICAL REPRODUCTIONS

OUR MERCHANDISE IS
IDEAL FOR AUCTION

* We feature authentic reproductions
e Most are designed by us in
classical style ® Many unusual items
not elsewhere available e Items
suitale for fine collections.

FURNITURE

BRASS AND COPPER
ART GLASS

DOLLS

PORCELAIN

BISQUE FIGURES
FINE HARDWARE
RON TOYS

DECOYS
DEPRESSION GLASS
SPITTOONS
PAPERWEIGHTS
STEINS

CRYSTAL

TEA SETS —_—————————
WEATHER VANES ealers providing identification on card o

letterhead to: Dept. AM, A.A. Importing Co.,
TAX|I HORNS Inc. will receive our 120 pages, full color
catalogue of over 700 Antique Reproductions.
Please enclose $3.00. This amount will be e
credited against your first order. . o

AS DIRECT IMPORTERS, WE ARE
ABLE TO OFFER GOODS AT VERY
FAVORABLE PRICES.

TRAVELING ROAD SHOW SCHEDULE: SPRING, 1983
SPECIAL SALES VALUES ARE OFFERED TO DEALERS ATTENDING ANY SHOW
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Houston, TX Quality Inn—University 3815 Gulf Freeway January 9, 10, 11

New Orleans, LA Holiday Inn—East Highrise 6324 Chef Menteur Hwy. January 16, 17, 18
Tampa, FL Holiday Inn—Downtown 111 W. Fortune St. January 24, 25, 26
Miami, FL Ramada Inn—North 16805 N.W. 12th Ave. January 30, 31, February 1
Atlanta, GA Holiday Inn—South 6288 Old Dixie Hwy. February 6, 7, 8
Charleston, SC Holiday Inn—Airport -26 & W. Aviation Ave. February 13, 14, 15
Roanoke, VA Best Western Coachman Inn Exit 44, 1-81 U.S. 220 North February 20, 21, 22
Wash./Balt. Holiday Inn—Laurel Exit Wash./Balt. Pkwy. @ 198 West February 27, 28, March 1
Hartford, CT Ramada Inn—Wethersfield 1330 Silas Deane Hwy. March 6, 7, 8

Boston, MA Holiday Inn—Waltham 455 Totten Pond Rd. March 28, 29, 30
Syracuse, NY Syracuse Airport Inn Hancock International Airport April 3, 4, 5

Pittsburgh, PA Holiday Inn—Parkway West Rt. 22 & 30 Montour Church Rd. April 10, 11, 12
Cleveland, OH Holiday Inn—Airport 16501 Brookpark April 16, 17, 18

Detroit, M| Ramada Inn—Metro Airport 8270 Wickham Rd. April 24, 25, 26
Columbus, OH Howard Johnson—North 999 E. Granville Rd. May 1, 2, 3

Des Moines, IA Holiday Inn—North 3501 E. 14th St. May 22, 23, 24
Minneapolis, MN Airport Inn 7800 34th Ave. South May 29, 30, 31

Denver, CO Holiday Inn—East 13800 Colfax June 5, 6, 7

Milwaukee, WI Ramada Inn—Downtown 633 W. Michigan June 12, 13, 14

Kansas City, MO

Ramada Inn—Independence

The headquarters.of A.A. Importing Co.,
Inc. is in St. Louis, MO. Direct all
mail orders and phone orders to:

4244 Olive St.

St. Louis, MO 63108

4141 S. Noland

June 20, 21, 22

For immediate pick-up purchases, you may come
to our St. Louis headquarters, to our branch
showroom warehouse at 17015 Kingsview Ave.,

Carson,
showroom warehouse at 106 Sylvester Rd., South

CA 90746, or to our new branch

San Francisco, CA 94080.
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5) Feature the best item in the center where
the people eat. A high table with a revolving light (if
possible) has dramatic appeal.

6) As a boost for your first item, pass a plastic,
see through salad bowl for money donations, then
auction it off as a teaser!

Here is an example of what monies can be ex-
pected from a benefit auction.

3) Check with the leader of the organization
to obtain a list of attendees and addresses. A thank
you note, along with a list of your services, will gen-
erate some business.

4) Simple announcements during the auction,
alerting the present audience of your willingness to
work on other benefit auctions, will pay real divi-
dends.

Return from restaurant owner ... 300 | would be pleased to send our complimentary
Dale ‘of bid CAMdS .ot 300 booklet on benefit auctions, to guide you in “pro-
/5 auction items, averaging $70 each ........ 5,250 fessionally presenting” your benefit auction. You
Nettotheclub ... .. $5,850 may ‘“‘open many locked doors” also. Write to:

Should the Auctioneer Be Paid For Benefit Auc-
tions? This can be a real thorny subject. | personal-
ly, do not charge my own church, my own Rotary
Club, and two other small organizations. | do sug-
gest to other organizations the following plan.

If the organization benefits from our auction
structure, and plans other similar events, pay us
10%. We provide all the paperwork, a staff of three,

and of course, are guests of the sponsoring organi-
zation.

Robert H. Glass, auctioneer, Route 12, P.O. Box 237,
Central Village, CT 06332, phone 203-564-7318.

FORT SMITH
AUCTION SCHOOL

How does a benefit auction unlock many doors? Ft. Smith, Ark. 72903 — (AC) 501-646-1
L] , 8
1) You will create immediate appeal by your D P e A R

mere presence, (in neat, business attire), presenting QUALITY TRAINING SINCE 1947
the ““auction concept’.
2) By having available upcoming auction bro-
chures, and other brochures showing your services VETERAN
and specialties, you will be alerting those present to APPROVED
the benefits of selling at auction.

TERMS
FEB —_ JULY

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.

Mlchael Fox Auctioneers, inc.

EXECUTIVE OFFICES

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

e BALTIMORE, MARYLAND 21201

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

HERE ARE THE MONEY MA

| : =:_“-_I0€.Hv-ﬁ“ - B'Pt.
; ; ﬁ*?""‘ Socket
T L e Set
;ﬁim_:;jaiﬂﬂg-d b $3.00

mn o

Lcu e i -_'_:-_'.:5:-.;;5-_:;.::__:_ s Hmb i
Ls  Pen SR f
i Watch

&

Smoke $10.50 dz.

1 $300ea. 5" B&W TV w/AM/FM & Cassette
- Recorder $149.95 ea.

e .;?._b: 9 i "
e . “Walk-Along
AM/FM Radio

| w/Headset
1$17.50 ea.

iR/ Also available
S with Cassette only.

set

L e

LCD Ladies |
LCD Men’s 9-Func. Twist %
9-Func. Twist band watch
band watch $4.50 ea.
$4.50 ea.

25-Pc.

%" Drive
Socket Set
$9.00 set

Musical
Lighter
$7.50 ea.

............
T

Asst. Color
T-Shirts
$11.90 dz.

) ; Cannon Bath
2-Ton “Come Along” Pulley Towels

$7.50 ea. $16.90 dz.

.........

R

Coca Cola Game Set with 2 decks '
of cards, Writing Pad and Dice A0/ FIR

$2280 dz. car sterso $29.50 ea.

LARGE PLUSH $1 MILLION
KOALA DOLLARS OF MUSICAL

MAMA & NAME BRAND SANTA

PAPQE$MR TOYS IN PLAYS 4 TUNES

$48.00 pz. STOCK NOW! $9.50 Ea.

BATTERY OPERATED
FLIPOVER
BuccY $3.00 EA.

BATTERY OPERATED
CRYING &
LAUGHING DOLL
BEAUTIFULLY
CLOTHED

GIFT BOXED

$8.90 EA.
AS ADVERTISED ON TV!

BATTERY OPERATED
REMOTE CONTROL
GOLD PORSCHE
GIFT BOXED

$8.90 Ea.

BATTERY
OPERATED
TRAIN SET
GIFT BOXED

$24 pz.

BATTERY OPERATED
REMOTE CONTROL
ASSORTED

SPORT CARS

$7.90 EA.

HIGHWAY
HAULER

$10.90 eA

NECKLACE

o FLOATING 54 B & :
HEART & / WORNIN A aienr B el
‘_ GENUINE VARIETY OF L e e
DI AMOV WAYS! 1 PC. STAINLESS
S GIFT

31 8 dz.

i STEEL COPPER
. BOXED | BOTTOM COOKWARE |7 PC. COOKWARE SET | MIXING BOWL SET

$15.90 SET $10.50 SET

_____________

/‘?'J ~ 2-IN-ONE J THE
// NECKLACE %} VERSATILE

Assorted Necklace & Earring
Sets with beautiful variety of Pendants

$12.00 dz.
M *:.‘ L R R N S R T 5 Ak,
o * *f{f '
. i

WHW»'M:M&:&:&H%%%«-
.

P

e,

13" COLOR TV
$199.95 EA.

LARGE BARREL
L EQUALIZER SHOULDER  $12.50
. 2 ¥ $30.00 ea. TRAVEL BAG  EA.

"
OPEN MON. THROUGH FRI. 8:30 A.M. TO 6 P.M.
SHELDON CORD PRODUCTS NOW OPEN ON SUNDAY 10 A.M. TO 4 P.M.

DEPT. ST-10, 2201 W. DEVON - CHICAGO. IL 60659 PHONES: (312) 973-7070 973-7071
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CORD'’S $4 MILLION DOLLAR XMAS SALE!

THE BEST IN AUCTION & FLEA MARKET MERCHANDISE
ORDER FROM THIS AD NOW! NOBODY BEATS OUR PRICES!

HELDON CORD,S FOR ORDERS ONLY
MILLION DOLLAR SALE cavt rovt Free (800) 621-7998

ELECTRONICS &
TOOLS JEWELRY HOUSEWARES NOVELTIES TOYS

7PC 11 PC. STICK-ON S | b | R amaziNg | VMRS N BATT. OPERATED| e
WOOD HANDLE | WOOD HANDLE |  CALENDAR | LCDOWATCH | (ChoD'T CARD | AM-FM SHELCO ok XMASBELL | DIAG
SCREWDRIVER | SCREWDRIVER |  CLOCK wrwist | CALEILATOR L WONDER iROR PLAYS 4 bl

SET SET 5 STYLES BAND st I PEN wenees | XMAS CAROLS
$2.00 SET | $3.50 SET | $57.00 DZ. | $4.50 EA. | <4 90 Ea | $19.90 EA. | $36-00 DZ. | g3 gg ga. | $4.00 EA. | $13:50 DZ.

LCD BATT. OPERATED
17 PC. LADIES' BATT. OPERATED DIAMOND MUSICAL
o | un | e | gt [P e | owso |, S o
b SOCKET PENDANT own | MuLn-purpose|  POCKE BUTANE SEA GULL i e
SET W/CHAIN LANTERN LIGHTERS | W/MIRROR
S9.50 SET | 5750 SET | $4.90 EA. | g og £a | S4.00 EA. | 650 EA- | 524 00 2. | $4.00 EA. | 'eq pr en | $48-00 DZ
' : * | $6.00 EA. : : ' ' ' " | $4.00 EA.
ULTRATHIN MEN'S OR SMALL :
7 PC. MEN'S OR LADIES’ SN PSTOL DECORATED e s s
-l . FOOT | MUSICAL | HAMBURGER SUPER DELUXE | ALL PLUSH
ol PUMP e wiitall ) BEER RADIO BUTANE feeh BACKGAMMON |  CHARMY

SET LCD WATCH W/MUSICAL STEIN LIGHTER STEIN ET DOG

62 50 SET | $3.50 EA. | DELUXEBAND | ALARM $5.50 EA. $15.00 DZ
' $6.90 EA. $3.50 EA. : "1 7.50 EA. $7.90 EA.

$8.90 EA. | $8.90 EA.

, , 39 MRz 50 PC.
5 PC. 10 PC. :i':g;fvﬁ’ g'}'ﬁﬂg;:]: BAND HEAVY DUTY | WINDPROOF TRAVEL "“TL'IG"HP‘EWED Pﬂ'g::j
PILER SCREWDRIVER | WATTH W/ bl WALKIE FLATWARE LIGHTER ALARM e i
. SETSE SET oz | 6T BoXED WATCH "gLE';'E alns:;xsn CARDED CLOCK POLICE CAR COLORS
8.50 SET ($10.80 ' $5.90 DZ. | $4.50 EA.
.. LCD 17-JEWEL 17 PC PROCTOR- 2 PC. LG. PISTOL ALL NATION
Mscr&mc*s "E’W:g‘.‘f“”“ DIAMOND CUT POCKET PORCELAIN SILEX PERFUME BUTANE B‘%:;fm““ DOLLS
o U LIGHTER WATCH W/ COFFEE OR 2 SLICE PEN LIGHTER i W/ASSTD.
WATCH HUNT SCENE TEA SET TOASTER SET W/FLASHLIGHT DRESS
CASE
SI0-00FA. | SB0ER. 1 512,00 EA. | 15708 £a | $17.90 SET | $10.50 EA. | $10.80 DZ. | $7.50 EA. | 52400 DZ. | g35 692z

AM-FM ANGEL

3" LITTLE 2-BLADE MEN'S ITALIAN PROCTOR- JET
DUKE AMER. MADE |  CALENDAR HAND AND HO;E Hs&rgeo SILEX "!23537 Bn:gc:us.:ns ;%P;;‘g SPEED

LOCK BLADE BARLOW WATCH W/ HORN = STEAM & e Rk il RACING
KNIFE KNIFE TWIST BAND PENDANT | 50 o | DRY IRON iy CARS

$8.00 DZ. | $18.00 DZ.| $6.90 EA. | $5.00 DZ. | 49 g5 spy | $13.50 EA. | 7 99 ga | 32%-9° PR-| $12.00 DZ. | 592 oo pz.

EVEREADY g MEN'S LADIES — SANYO mpoRTeED | MERSOR 1 mETAL Lot
LANTERN B RHINESTONE | RHINESTONE | % 0 | micaowave | pewpenci | UADES PO TRUCK ey
W/6 VOLT DIAL WATCH WATCH RADAR SET — GOLD ASST.
WRENCH SET PUSH-BUTTON DELUXE
BATTERY s BOXED BOXED RANGE GIFTBOXED | ot s STYLES S
$65.00 EA
$30.00 DZ. | g7 g gy | $7.50 EA. | $9.90 EA. | $65-00 EA- 5190 00 EA.| $30.00 DZ. | g5 oo pz. | 52400 0Z. | g5 g0 pz.
4 PC. 5 10 PC. . 2PC. ANTIQUE , RACING LARGE
PIPE WRENCH | LOCK BLADE ﬁ:{; :'gl'j‘g: CARBON STEEL | CHEFMASTER DIE CAST PHO=§'1"I3N i TEAM DC-10
SET KNIFE e ATolis vk BUTCHER CARVING PENCIL i e SET BY METAL
UP TO 18’ W/LEATHER KNIFE SET SET SHARPENER GAY TOY AIRPLANE
SHEATH REPLICAS i ,
$9.90 SET | ¢pq'00 pz. | 31290 EA- | S6-90EA- | 56 75 SET | $2.50 SET | ggan pz. | °'0-30 DZ-| $3.25 SET | $5.90 EA.
14 PC. 4 PC. ASST. ASST. 19 PC. AM 8 PC. —— ASST.
BOX & GROOVE GOLD NECKLACE/ REGENT POCKET POOL TABLE eATHe LUCITE KEYCHAINS
OPEN END JOINT 48 PC. EARRING SHEFFIELD RADIO COASTER i MUSICAL | COWBOY BOOT
WRENCH PLIER CHAIN SET CUTLERY SET ASST. SET vy PIANO FOOTBALL
SET SET DISPLAY BOXED GIFT BOXED COLORS ALL WOOD $4.80 EA ICE SKATES
512.90 SET : »18.00 DISP.| $12.00 DZ.1 $7.00 SET y2.00 EA. 0. ' h .

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

IN PRICES. SERVICE. QUALITY. SEND S1.00 FOR BRAND NEW CATALOG XMAS CATALOG JUST ARRIVED — 1000°'S OF NEW ITEMS. CALL NOW!
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ot Collector's Auction

qﬁ-—- * For That Antique, kstate

IOWA
PENNSYLVANIA
/
WEST
VIRGINIA
VIRGINIA

P.0O. Box 90TA, Knightstown, Ind. 46148
FOR A CROWD OF AFFLUENT BUYERS
WHO FLY AND DRIVE LONG DISTANCES

Circulated primarily in Illinois, Indiana, Kentucky,
Michigan, Missouri, Ohio, Tennessee, West Virginia, Wis-
consin, Western New York, Western Pennsylvania, East-
ern lowa. IN OUR 14TH YEAR.

The Tri-State Trader has more antique auctions in the
Mid-Central states 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!

Free Samples Sent to Auctioneers on Request
Auctioneers receive commission on subscriptions — Call

or write.

In 1955, the Eastern Indiana Farmer
began to make thousands of farm auc-
tions a success throughout Eastern In-
diana. Since 1976, many counties In

RI=STATE

Be Sure to Use

Call TOLL FREE TO RESERVE ADS OR FOR INFO

AL AR DE GA IA ILKY MD MI MN MS MO
NC NY OH PA SC TN VA WV WI DC 1-800-428-4156

Indianapolis & NE suburbs 326-2235

Rest of Indiana 1-800-382-1050
Other States (not toll-free). Phone 317-345-5800 or 317-345-5133

TOLL FREE HOURS: 7 am-5 pm Mon. thru Fri. and Sat. 8 am-12 noon.
(Evenings after 5 and Sat. pm & Sundays BY CHANCE).

Delivered every Monday in most states.

Normal Ad Deadline: 9 am every Wednesday. Ads taken
until 8:30 am Friday, but please call in reservation early.
(Small surcharge for late ads after 9 am Wednesday.)
Gelco or other Courier service recommended for late ads.
Special delivery is good insurance.

& 4D P 4

= @ -

Western Indiana and Western Ohio
have been added under a new title,
Farmweek.

We offer two zoned editions for auc-
tions and ads, but for only a little more
cost, more benefit comes from auction

guarantee if you feel the results did not merit the cost, tell us and we’ll not charge

1 Edition or Both Editions

Full coverage or 1 edition only.
Auction ads may go in both edi-
tions or for one zone edition only

Deadline: Monday at 3:00 pm for Thursday
delivery. Ads accepted to 8:30 am Wednes-
day at small overtime surcharge.

H

o

_ -1e -(slightly less cost) - The best buy _ |
ad'sl' In t_l'lefentlre 133U > cony | 0N @n auction, however is full
rm auction! _
ry it tor your next fta | coverage. __J —___
Results guaranteed or no pay! As a trial ———

you one dime for the advertisement (exceptionally bad weather excepted). But you
must ask for a show of hands of who read it in Farmweek! In 26 years, only one
auctioneer has ever claimed the response was poor and that was in a fringe area.

PHONE TOLL-FREE
To Reserve Your Next Auction
or for Advertising Info
outside Indiana 1-800-428-4156
Indiana 1-800-382-1050 or
Indianapolis North/East 326-2235
or Phone 345-5133

Free sample copies to auctioneers

AUCTIONEER
SUBSCRIPTION SPECIAL
Auctioneers are entitled to 2 price OFF
on regular mail subscription price of

Farmweek.

Write or call toll free and mention you are
an auctioneer for 2 price subscription I
offer or free sample copy.

Nice commissions to auctioneers for sell-
Ing subscriptions directly.

~ i
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Auxiliary to the
National

Auctioneers
Association

Dear Auxiliary members and friends,

With the winter months here, | thought | would
share with you the “pride and joy” of our auction
business. Our cashiering trailer has gotten me in
out of the cold and out of the barns; plus a cashier-
ing trailer need not be a great expense to your busi-
ness. We bought our 1980, 8 x 22’, second hand. It
had been used for camping, and we hired a man to
remodel the inside to meet our auction needs.

The cashiering trailer has a counter at which
we set on comfortable stools; it’'s equipped with a
generator which provides electric heat in the winter,
also, electrical outlets are plentiful, which is great
at Amish auctions (Amish people don’t have elec-
tricity in their homes). There are two front doors
where people go in one and out the other, with an-
other counter that we use to display our upcoming
auction handbills. We have storage space every-
where, so we can leave our supplies, calculators,
etc., in the trailer, not having to haul them to every
auctlon site. Also last but surely not least, it is
equipped with our very own restroom.

After years and years of being cramped in cold
garages, or in barns and granaries — with rats, mice
and who knows what else — being without electricity
or restrooms, | wonder how | ever survived without
our cashiering trailer!

We are looking forward to seeing all of you in
Houston. | am sure it is going to be another great
NAA Convention.

Pat Lambright, director
Auxiliary to the NAA
LaGrange, Indiana

New book

DOLL MARK CLUES, 8 volumes, each volume
$18.25, Ralph Shea author and publisher, 489 Qak
St., Ridgefield, New Jersey 07657. Each book con-
tains 295 pages of well defined marks and text, valu-
able to doll collectors as well as those who sell or
appraise dolls. Here are the secrets of hitherto un-
known marks, plus information about the makers.
The author discusses the German “mystery” dolls,
gives good clues on what they are, plus how to use
the volumes which are in alphabetucal order. He en-
courages readers to send rubbings with complete
descriptions, so they may be included in Vol. 9. |
cannot think of a more necessary text in any area of
collecting. A handy price guide is also available.
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Mrs Naaml Newcam, P 0 Bax 458 Whitewater Kan-”"' ':f-
sas 67154 phone_ 31_6~799-2278 . .

phone 31 2-741-3483 | -
VICE" "PRESIDENT .

:;?=?' zona 85020 phone 602-944-5626
SECRE TARY-TREASUREH

~ Mrs. Tomi Ayers, 2233 Jacksbom Park LaFo:lette,
Tennessee 37766 phone 615 546-2296 or 562—7810
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. M Judy Mlller, Ht #3 lax 457 Evanswlle Indrana |
4?711 phone 312-867-2486 .
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TERMS EXPIFHNG 1985 .
Mrs. Pat Lambright 112 N Detmit St LaGrange ln-_:.
~diana 46761, phone 219-463-2013
Mrs. Mary Witzel, 761 E. Lefty Lane, Qak Harbor

| Washington 98277, phone 2066756262 49
Mrs. Marge Gaule, 909 W. Walnut Chatham Illmols |
62629, phone 217-483-2913 .
Mrs. Caro! Bambeck, Rt. #1 Bax 392 Dover tho_ _i;

44622, phone 216-343-1437 -

' TERMS EXPIFHNG 1984
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. 813-549-4955 =
Mrs Fran Smith, Ange!l Road Stlver Creek New Yorv(' -
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: RULLOF 200 Label is 1% X 3. |
: $4 . 00 Do not move auction ltumls without auction personnel :
I POSTAGE PAID present. Sold As Is, Where Is. All Sales FInaI.T:ank You. l
: Try a sample roll of our style 1 :
I label for ONLY $4.00 Postage Paid. |
| These labels REALLY DO |
| HELP cut down on loss and KIEFER AUCTION '
I confusion. We sell tens of SUPPLY CO. I
' thousands monthly across P.O. Box 2141 |
Lthe Nation to Auctioneers. Ft. Lauderdale, FL 33303 :
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BWVERY BIDDER
IN TEE
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If an under-powered or cumbersome P.A. system has been A
hindering the action at your auction, check out the features

of the Voice Projector® VP300W Wireless Microphone
Sound System.

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

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

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

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

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

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

Freedomike® FM-AV4

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

® AC or rechargeable battery
operation.

® Auxiliary microphone and
High-level inputs.

® Higi-level and microphone
level outputs.

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

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

@ LectrooonNIcS:
. owescE

(available without wireless as Model VP300)

Ultra Portable Voice Projector 18R

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

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

® On-Off switch and volume control with
LED “power on”’ indicator.

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

® Weighs less than 6 pounds
® 10" high x 7" wide
X 7" deep

oo E e
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Lectrosonics products for auctioneers are available from:

HUGH MILLER
Curran Miller Auction
13020 N. Street, Highway 57
Evansville, IN 47711
812-867-2486

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

Lyons, NY 14489
315-946-6241

COL. GORDON TAYLOR
Reisch World Wide College of Auctioneering
Box 949
Mason City, Iowa 50401
515-423-5242

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

ROWLAND HUEY
John Huey & Sons
11660 Parkway Drive
North Huntingdon, PA 15642
412-863-4961

JAMES J. RADFORD
Action Auction of America, Inc.
2100 Powerline Rd.
Pompano Beach, FL 33060
305-979-2300

DAVID A. KESSLER
The Auction Marketing Network
122 W. Main
New Paris, Ohio 45347
513-437-0263

R. J. “BOB” THOMAS
Box 21116
Billings, MT 59104
406-252-7066
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Auction school
profile: Missouri
Auction School

Located in the top floor of the Livestock Ex-
change Building in Kansas City, the Missouri Auc-
tion School trains auctioneers under the direction
of NAA member Richard W. “Dick” Dewees. The
school gives students the basics in real estate auc-
tioneering, livestock, antiques, business liquidations,
and estate sales. According to their recent survey,
91% of the Missouri Auction School’s students at-
tend because of recommendations from other auc-
tioneers. Other students attend in response to news-
paper and magazine advertising.

Requirements for graduation from Missouri Auc-
tion School include: successful completion of 85
hours of class time; selling at actual auctions held
most every evening after the first night and on Satur-
day and Sunday afternoons; a demonstration exam
on filling out a contract, closing a sale and making
final settlement; an oral exam on opening an auction,
selling the first lot and closing the sale; and a written
examination that is a review of all lessons. School
president Dewees explained to THE AUCTIONEER
that the school’s program assures a competent auc-
tioneer “with the basic training to handle a small
auction or be the second auctioneer on a sale. As
a result, the graduate will sell another auction and
another, then will have the experience to do a better
job. It takes both training and experience to be a
great auctioneer, not just auction school.”

Classes in recent years have increased in size,
with the average student attending in the winter
being 32 years old, average student age during sum-
mer sessions, 27 years old. Over a 20 year period
Dewees noted that more auction students are com-
ing to the school with more years of formal educa-
tion, and also more women students. Out of 100
students 20 years ago, perhaps only two would have
been female. Now, in a class of 150, more than 10%
are apt to be women.

According to Dick Dewees, the auction profes-
sion has a “great future, absolutely great. There are
more auctions today than ever before, and clients
are looking for truly professional auctioneers. They
want people who will manage a good sale, and |
think that anyone who goes in the auction business,

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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SCHOOL PRESIDENT and NAA member, Dick De-
wees, with student Andrea King.

MISSOURI AUCTION SCHOOL students during bid
calling sessions.

and really works at it, has an excellent future.” Mis-
souri Auction School’s future also looks good, hav-
ing grown consistently over the past several
decades.

Employment for graduates of the school is
through another, established auctioneer, or the stu-
dents going into business for themselves with small
auctions, or charity sales. Plus each class has about
30 real estate brokers attending who return home to
sell real estate by auction.

The strongest selling point of the Missouri Auc-
tion School program is two-fold, facilities and public
auction experience. Located in the Kansas City
Stockyards, the school has access to a 500 seat live-
stock auction arena, plus lecture hall and 12 small
classrooms. Also, students actually sell at public
auction during a school session — local consign-
ment auctions, estate sales, and coin auctions. The
student participatory auctions are arranged through

Continued page 48
47



NAA MEMBER Billy Long, Springfield, Missouri, in-
structing.

former graduates from Missouri Auction School, as
well as auctions booked by school instructors.

Dewees |looks for instructors who are success-
ful auctioneers and want to teach for sake of teach-
ing. ‘| want someone who is unselfish to the point
of telling students everything he or she knows,” ex-
plained Dewees. ‘I want Missouri Auction School
instructors to share everything with students except
their mailing list.”

Missouri faculty varied, experienced

NAA member Billy Long. Springfield, Missouri,
has only instructed the ‘“general auctioneering and
starting in the auction business’ course at Missouri
Auction School for a year and a half, but brings to
the session knowledge and auction success. Long
Is a real estate broker who handles many real estate
auctions as well as estate sales, antiques, and busi-
ness liquidations. In his late twenties, students re-
late to Billy Long’s success path, working with an-
other auctioneer after auction school, then going
into business for himself.

Occasionally, teaching auction school conflicts
with Long’s auction schedule, but normally his auc-
tion business allows for his week to teach. ‘| love
the auction business, love teaching it, and just being
around it,”’ said Long. “Teaching is kind of a work-
iIng vacation and a break.”

Long has noticed that students have changed
since his first class, they're more ‘“serious’” abqut
learning the auction business. He finds more stu-
dents are easier to work with because of their mo-
tivation, and they want to be helped and taught. He
assures himself of a competent, qualified Missouri
graduate by doing everything in his power to give
individual students the personal attention they need
to learn to their greatest potential. Long finds him-
self “constantly teaching the auction business,”
during his class as well as between classes and

48

Todd Porch with
secretary, Judy Klepac. Above, from left, students
William John Warren, Franklin Crumpler, and secre-
tary, Dorothy McGlothlin.

STUDENTS AND STAFF. Top,

after school. He also tries to impress students with
the idea that they are not going home to take away
the business from established auctioneers, but rather
to educate the public in selling with the auction
method rather than privately.

How has teaching at auction school been good
for business back home in Springfield? Billy Long
explained that Missouri Auction School has a good
reputation nationwide, and that it has never hurt his
business to tell a client “I'll have to schedule it
another week because I'm teaching. You do get
people who know of you that way.” However, Long
is still learning himself, from discussion, with other
Missouri instructors from around the nation.

THE AUCTIONEER



MISSOURI AUCTION SCHOOL, December, 1982 class.

Students from auction backgrounds

THE AUCTIONEER interviewed three Missouri
Auction School students during the December, 1982,
term. Two of the students came from auction back-
giounds, and the third from the restaurant business.

Andy Billig, 23, Baltimore, Maiyland, graduated
with a business degree from the University of Mary-
land at College Park. However, he comes from a
strong auction background. His grandfather, NAA
member A. J. Billig, started the family auction busi-
ness in 1918 and still comes to work every day at
age 83. Brother, Daniel Billig is also an NAA mem-
ber. Andy will return home to become part of the
expanding family auction company.

Andrea King, 33, operated two restaurants be-
fore attending auction school. She will return to
Dallas, Texas, to work in an auction gallery, and will
do charity auctions to sharpen her auctioneering
skills.

William John “Bill” Warren, 50, Aurora, Colo-
rado, was in real estate and auctioneering in England
before bringing his family to the United States. He

MOVE MERCHANDISE
IN DALLAS, TEXAS

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

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

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

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

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

Dallas,[imes Herald
The best newspaper in the Southwest

March, 1983

will return to Colorado to work for an established
auction firm. Both King and Warren were referred
to Missouri Auction School by members of the school
staff who are also NAA members.

When THE AUCTIONEER visited Missouri Auc-
tion School in December, 1982, the class consisted
of 157 students from 3! states, two students from
Canada and one from England. In the class were

13 women. Future sessions at the school are June
20-July 1, and August 8-19.

Dealer Auction

1st & 3rd Tuesday 11 a.m.

Selling Overstock — Bankrupt Stock —
Salvage — Unclaimed Freight

Household Goods — Electronics — Tools
Hardware ltems — Gift I[tems
Seasonal Merchandise — Jewelry
Many other items.

Furniture Haulers, CONTACT US ABOUT OUR
NEXT FURNITURE SALE DATE — OR LET US
HAVE A SPECIAL SALE FOR YOU!

WISHING ROCK AUCTION

46 Wishing Rock Rd.
Pasadena, Maryland

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

S |
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L2 & COOK BROS. INC.
A A 113 N. May Street,

Chicago, IL 60607
Area Code 312-421-5140

a Or Visit our Giant Showrooms

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

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

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

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

*Catalogs without our name available for your use

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

MA“_ 113 N. May St., Chicago IL 60607

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

NO'RISK MY name......oo N S
(OUPON AT @SS . e
TODAY I, i asmssotspsesesacenie e S A S SRS RN S
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Gordon E. Taylor
President

St. Paul Union
Stockyards

SOUTH ST. PAUL LIVESTOCK AUCTIONEERING SEMINAR

SOUTH ST. PAUL, MINNESOTA
BRANCH OF REISCH WORLD WIDE COLLEGE OF AUCTIONEERING, MASON CITY, IOWA

SPECIFICALLY FOR LIVESTOCK AUCTIONEERS AND THOSE
WHO WORK AS RINGMEN OR ASSISTANTS '

A specialized course in Livestock Auctioneering and Sale pavillion operation and management.
You will be selling in the world’s largest, near-new, air-conditioned cattle and hog pavillions at
the South St. Paul Stockyards.

Seminar is held the 1st week in February.

For catalog and enroliment information Send to:

Col. Gordon E. Taylor
LIVESTOCK AUCTIONEERING SEMINAR
REISCH WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

P.O. Box 949 — Phone 515-423-5242 or 6396
Mason City, lowa 50401

Import Tools

from our 3 warehouses
or by the CONTAINER LOAD
Direct to You From Overseas

Call Dennis J. Rellly
for Price Quote

Phone
1-800-228-2765
Omaha Industrial Tool 14685 Grover St.
NEBRASKA BUYERS: 402-334-8185 Omahaq, Nebr. 68144
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BE A PROFESSIONAL AUCTIONEER
[Fast]  [provew]  [Resulrs|

You Will Soon Learn The Auctioneer’s Chant & e o
How To Successfully Conduct Auctions

L | No need to travel across the country and try to cram the
. foundation for a lucrative profession into a 1 or 2 week
o 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.

Y B W Number Brackets — Transcribe them In your Study Guide and hear your pro-
D RN N 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.

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

that was spotlighted 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 — Essentlal In any profession.

Banking — The right banker can be your best friend.

Ethics — The foundation of any successful business.

Practice Cassette — Use dally,

sampie materials include brochures, tags, buyer cards, contract, actual
newspaper ads, opening presentations, solicitation letters and over

Into this 8 cassette auctioneering course and 100 one-liner jokes.

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

easy and practical plan designed to be Money Back 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.)

Today’s marketplace makes auctioneering
A VERY PROFITABLE BUSINESS, full-time or part-time or just using
it as an extra sale’s tool in your present occupation. Real estate
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Real Estate
at Auction

Market trends and
problems, Louisville
instructors
interviewed

How can real estate auctioneers succeed until
the recession ends, and the real estate market gets
better? To help answer that question, THE AUC-
TIONEER interviewed the instructors from the Jan-
uvary, Real Estate At Auction Seminar in Louisville,
Kentucky. The following interviews discuss: the
three greatest obstacles to overcome in a real estate
transaction; present market trends; market changes
in 1983; and how auctioneers can counteract unfav-
orable publicity because of forced real etsate sales.

REPPERT SCHOOL OF
AUCTIONEERING, INC.

Box 189
Decatur, Indiana 46733

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

Next Terms:
JULY 25 — AUG. 12, 1983
NOV. 28 — DEC. 16, 1983

FOUNDED IN 1921

Write or call for more information

219-724-3804

G. |. APPROVED — A.C. 0033

; |
March, 1983

SEMINAR CHAIRMAN, NAA president-elect Bill
Gaule at the microphone during panel discussion.
Standing at right, NAA president Rex Newcom.

FULL HOUSE — The NAA Real Estate at Auction
Seminar in Louisville was fully registered weeks be-
fore the January event began.

“What are the three
greatest obstacles to
overcome in a real
estate at auction
transaction?”’

Thomas R. Hunt, listing, advertising and con-
ducting the real estate auction: | would like to em-
phasize these three problem areas. 1) It is often
difficult to satisfy everyone involved in a real estate
auction in which the real estate is highly mortgaged.
In many cases the mortgage is in excess of the cur-
rent value. The lending institution may refuse at this
point to absorb any loss and sellers may not be fi-
nancially capable of reimbursing the lending institu-
tion for any deficiencies. However, allowing the
property to be sold by the sheriff or master commis-
sioner, without the services of a professional auc-

Continued page 54
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tioneer, results in everyone losing. Too many times
that’s what happens.

2) Convincing potential sellers to be realistic
about value and getting prospects to understand the
full advantage of selling now versus later is a diffi-
cult matter.

3) The economic conditions of our country and
around the world have lessened the consumer’s in-
terest in purchasing practically everything. Real
estate is no exception. We find that obtaining en-
thusiastic qualified purchasers is more difficult to
find. However, usually through a progressive ap-
proach and effectively merchandising the property,
purchasers can still be found.

Ken Byrd, listing, advertising and conducting
the real estate auction: Here are three concerns that
| see, but let’s also consider some solutions. 1) Cost
to seller, should property not sell. First, we like to
know what the price range the seller is expecting to
receive for the property. If we feel that price is
much more than the property will sell for, we recom-
mend that it not be auctioned. Should the seller be
realistic in what he or she expects the property to
bring, then we are more comfortable in assuring
them that the chances of a ““no sale’’ are small.

2) Sellers’ willingness to accept the fact that
real property values in many cases, are lower than
2-3 years ago. Again, we must encourage our sellers
to be realistic in what they feel their property is
worth on today’s market. The auctioneer should do

D. KIM ELLIS, seminar
instructor, appraising
real estate for sale at
auction.

the necessary research to have a fairly good idea
of the property’s market value. Tell the sellers if
they are too high in their opinion of property value,
and be prepared to back up your own figures.

3) For the past three years, the availability of
loans at a decent rate has obviously been an obstacle
in the real estate auctions. The auctioneer has many
responsibilities in promoting and conducting an auc-
tion. One responsibility should be arranging good
seller financing or working with local lenders on an
attractive loan package for the property. This should
be done before the auctioneer starts advertising the
sale.

D. Kim Ellis, appraising real estate for sale at
auction: | would say that the first problem is the
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less than positive conception that the public has of
an auction necessarily being a distressed sale or
liquidation. A second obstacle is that some in the
market may believe that an auction does not provide
equal exposure to possible buyers, when compared
to private listing. | would say that some buyers are
perhaps shy or fearful of participating in public
purchase. They may simply not want everybody to
know the procedure they went through to buy the

property.

Thomas E. “Ted” Tobin, real estate law: One
concern would be the acceptance by the public of
a sale at auction, especially where there is a reserve
price; the perception by the public that an auction
might not create as much of a bargain as they would
think.

Another problem could be just the idea of intro-
ducing something different other than the usual
owner/broker/buyer relationship. Price is now de-
termined by the event of the auction rather than the
give and take between buyer and owner through the
broker.

A third obstacle would be the acceptance by
brokers and attorneys of the use of an auction as the
determiner of price. They must be made aware of
how mechanically you would take the transaction
from the bid process through the final closing.

Richard T. Kiko, clerking, cashiering, and clos-
ing the real estate auction — manual method: Well,
number one obstacle would probably be buyer’'s ac-
ceptance, and the seller having confidence in the
buyers. Number two would be getting the confi-
dence of the seller to sign a property to sell at ab-
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THOMAS R. HUNT, semi-
nar instructor, listing, ad-
vertising, and conducting
the real estate auction.

HMYATT REGENCY
LousviLLE 000

solute auction. Probably number three is to co-
ordinate these two concerns, put them together, and
make them turn into something satisfactory for both
seller and buyer.

J. Greg Ruthven, clerking, cashiering, and clos-
ing the real estate auction — computer method:
Three greatest obstacles as far as selling real estate?
One is your closing techniques and how you use all
the questions and answers. You use questions to
help you close. | can remember back when | was
selling condominiums, that you have to get that
head of the buyer actually nodding, by asking “yes”
and “no’”’ questions plus asking questions that de-
mand a response. This is one of the best ways to

actually close on a buyer. |
Of course, one of the major obstacles as far as

closing on buyers is financing, that is the most im-

Continued page 56
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portant key as far as I'm concerned in selling real
estate. But if the financing is available, and the buy-
er can be qualified in today’s market, almost always
your owner is going to have to take back some sec-
ondary financing.

Bill Gaule, seminar chairman: The three biggest
obstacles for real estate at auction are properly mo-
tivated sellers; property that is reasonably priced so
that you have the opportunity to merchandise it at
fair market value; and sellers who owe more than
the property is worth.

“What is the present
market trend in your
area?”’

Hunt, planning/conducting the real estate auc-
tion: We have been extremely fortunate in Bowling
Green, Kentucky, to have a relatively strong econo-
my, resulting in little change in values of properties
having good and excellent locations. However, when
considering property values in areas 10-15 miles or
more from downtown Bowling Green, (Kentucky),
prices can be reduced 10%-30% depending on loca-
tion and topography of the land.

Byrd, planning/conducting the real estate auc-
tion: With the recent downturn in interest rates, real
estate values are stablizing, and buyers’ confidence
is improving. Investors are becoming more inter-
ested in real property again.

Ellis, appraising real estate for auction: My
area is Cleveland and northeast Ohio, where indus-
trial property is having a serious time holding its
own, although | would say it is approaching stable.
| haven’t seen serious decline. Residential property
is showing stable to minor improvement as the price
of mortgage is coming down.

Apartments seem to be strong, but growing in-
terest on the part of buyers for apartments and of-
fices is leveling off. Offices used to be quite strong,
but now we are getting into a surplus supply of
space, particularly in the Class A or the very good
downtown space. However, | can’t say that office
properties are actually declining in value.

Commercial property, depending on location,
and retailing commercial property has variations in
value, with some of the weaker locations suffering
and probably declining in value.

Tobin, real estate law: Well, the market is very
soft in Indianapolis, and there is very little new con-
struction — very little multi-family, and almost no
small commercial. About the only thing that is being
built is large commercial, and that is spotty, and
only when you have major insurance companies
involved in the funding.

The residential market has been stimulated In
the last 90 days by the availability of FHA insured or

THE AUCTIONEER



ROLE PLAY DEMONSTRATION — Instructor Hunt
called on the services of two other Kentucky auc-
tioneers, Ron Kirby and Ken Byrd, to assist in his
seminar session. Immediately after, the auctioneers
performed a ‘““role play’’ demonstration portraying an
auctioneer convincing a client to sell at auction.
From left, Chuck Layne, Franklin, Kentucky, Ron
Kirby, Franklin, Thomas Hunt and Ken Byrd, both
from Bowling Green.

guaranteed mortgage financing. As a consequence,
there has been a flurry of refinancing of situations
where buyers bought on contract, have those con-
tracts now coming due with balloon payoffs, and are
running literally to find FHA insured mortgage fi-
nancing. But obviously that involves prices in the
$75-90,000 range. Above $90,000 down the market
is just terrible.

REISCH

Kiko, clerking — manual method: As far as
what market values are (Canton, Ohio) the general
trend “‘rule of thumb” is on the average property is
probably off 25% compared to what it was two years
ago or two and a half years ago. Along with that, it
is kind of like the prices of stock or anything else.
Supply and demand dictate what the market is. It is
what you can make people pay on an average.

Ruthven, clerking — computer method: The
trend in Lakeland, Florida, is looking better. The
financing is getting so much better. | just recently
bought a quadplex and got 12% financing at a fixed
rate for 30 years. Six months ago, | didn’t think we
would see any fixed rate mortgages for 30 years, |
thought all we would see would be the renegotiable
rate mortgages. | think the financing and interest
rates are going down.

Gaule, seminar chairman: In my particular area
(Chatham, lllinois) farmland has been up since Jan-
uary 1, with demand much stronger than last year.
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“How do you see the
real estate market
changing in 1983?”

Hunt, planning/conducting the real estate auc-
tion: In 1983, | feel we will see a slowly improving
economy resulting in improved confidence in the
auction method. Better attitudes will slowly allow
buyers to renew interest in purchasing all goods and
services.

Byrd, planning/conducting the real estate auc-
tion: The next six months would be a good time for
the real estate auctioneer to line up some investors
to bid on properties. If rates will remain 12% or low-
er, | believe we will see real estate values start to
move back up over the next 12-18 months.

Ellis, appraising real estate: | think that the mar-
ket will show minor improvement in activity because
of improved availability of money. Although, | don’t
want to say that | expect a spectacular change.

Mortgage interest rates have come down and
some activity has picked up, but | think we could
see a stop in this improving trend if the supply of
money again dries up.

Tobin, real estate law: | think the market is
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going to remain very soft, inasmuch as there is so
much uncertainty as to the level of government bor-
rowing. Quite frankly there is still a strong under-
current and feeling that because of government
debt, interest rates are going to go back up.

The consensus at least in our market (India-
napolis) would indicate that any drop in interest
rates is more or less temporary. | can see it in
people’s attitudes for poor investments; | can see it
in people holding off. Also, | find an awful lot of
caution on the part of lenders, right now, about mak-
ing loans, especially when they feel that rates may
go up again.

Kiko, clerking — manual method: | think that
what we have now is probably what we are going to
have for awhile. | see interest rates coming down a
little bit. | think they will come down some more,
but the shock of the whole thing is going to keep
what we have now; probably what we are going to
have for several years. | don’t see any big indicators
going to make a quick turn around, bringing the
property values back or giving the economy a quick
boost.

Ruthven, clerking — computer method: | think
the changes you will see are going to be primarily in
financing. The savings and loans are coming out
with so many new different types of mortgages.

Continued page 60
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They named the sculpture at
the Hyatt Regency-Louisville

Somewhere there’s a sculptor (name misplaced)
who produced “‘Untitled”, which was on display in
the Hyatt Regency-Louisville hallway outside the
NAA seminar meeting room. However, he’ll never
know the artistic creativity of NAA members.

Seminar registrants were asked to title the
sculpture (““name the thing”’), and the work’s new
titles were read during an afternoon seminar break.
The winners? “My kidney stone when | passed it”
and “When Preparation H won’t do”’. To experience
the full artistic effect, glance often at the picture
while reading the rest of the “‘titles”.

A ratting comb for women’s hair.

Buffalo weaner. (Strap pole on baby buffalo’s head, and he's
instantly weaned from the mother buffalo.)

Marshmallow roaster.

Industrial pine cone.

Christmas tree with carrying case, under glass.

A modified back scratcher.

MOTIVATOR. (This tool can change a bid spotter to a bid
salesman!)

Olive holder for Texas martini.

Cigarette display for local manufacturing company of cigarettes.

The reel from a wool carding mill.

Port-a-nail bed. (Developed by a Guru who ran a traveling side
show. Found traditional bed of nails too cumbersome.
Developed this system, complete with carrying case. When
a crowd gathers, simply place mechanism on ground; place
back next to nails and roll body over it, showing high pain
threshhold because of elevated mind level due to exten-
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“UNTITLED’’ wuntil NAA
members arrived for |
seminat. N —

sive meditation. The plastic case protects handler from
sharp needles and also is useful when collecting dona-
tions during the demonstration.)

Early hemroidal scalpel.

Ron Kirby’s “yes you will”’ torture stick.

(NOTE: Seminar instructor, Ron Kirby, told the story
of a ringman who shouted ‘“‘yes you will” when the
bidding started.)

Out on a limb in a prickly situation.

Bidding prompter.

A “get serious’ spanking stick!

Bannister sliding retarder.

Petrified porcupine.

Oriental torture stick.

“You name it!”

“Rolling Pin”, used for picking up marshmallows that fall on
the ground at weiner roast.

Toothbrush for the “Jolly Green Giant”.

Tennessee back scratcher.

Hot dog holder.

Painful memories.

Roll your own.

An engineer’s concept in developing the first rotary hoe.

Enclosed tubular pickle stickler.

Primitive mass-acupuncture.

San Francisco litter collector. (Remove from case; roll down
hill of litter. Remove litter from spikes, and put roller back
in protective case.)

Barracuda tooth pick with travel case.

Popcorn dryer.

Imitation Christmas tree, a-la-nude!

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

Approved by Texas Education Agency
The School of Distinction




Whether it is an advertised renegotiable every 3 or
5 year mortgage, whether it’'s a mortgage where your
payments start at maybe 9% and increase as your
income increases and goes up to 12 or 14, 15%, the
financing is going to be the key for the S & L’'s and
real estate sales in the future.

Gaule, seminar chairman: This year | see a
much better real estate market for the auction busi-
ness. | think there will be opportunities to sell this
year that last year would have been very difficult.

RICHARD KIKO, seminar instructor, at microphone;
also J. GREGG RUTHVEN, standing far left with Bill
Gaule. Both instructors covered clerking, cashier-
ing, and closing the real estate auction, but Kiko dis-
cussed a manual method, and Ruthven the computer
method.

CAl PRESIDENT-ELECT, “Bus’ Retmier, addressed
the seminar registrants about the upcoming CAI
course in April. At his left is the ‘““general concerns
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“How can the auction
profession counteract
unfavorable publicity

because of forced real
estate auctions?”

Hunt, planning/conducting the real estate auc-
tion: I’'m not aware of anyone condemning or blaming
auctioneers for the numerous forced sales. The lend-
ing insitutions have caught most of the flack for this.
However, we as auctioneers should be careful to
approach all potential forced sales in a professional
manner, to insure fairness to all parties invoived.
Auctioneers are the problem solvers and did not
create this dilemma.

Byrd, planning/conducting the real estate auc-
tion: We as auctioneers should gain the confidence
of the local lenders, masier commissioners, and at-
torneys, then be prepared to provide professional
service in the dispersal of these ‘“‘force-out’” sales.

We should remember to show respect for the
sellers in these situations. Many of the cases involve
good hard working people who have fallen victim to
high interest and a stressful economy. Show these
folks you are concerned about their situation, and
they will look favorably on the auctioneer’s role in
the sale.

Ellis , appraising real estate: | would say to pub-
licize the sales that are not forced. Try to make your
potential clients aware of auction sales that are
typical, open market practices where the seller can
restrict his sale to a minimum price. Show people
what other services auctioneers provide other than
distress sales.

Tobin, real estate law: First of all, the auction
industry should do everything it can to disassociate
the sale at auction from the attitude that auctions
only occur when you have a distress seller or fore-
closure instance. This would require a substantial
amount of positive education — contacting news-
paper real estate editors, spending enough time to
thoroughly educate them, get exposure in real estate
editions, real estate publications, etc. That would
promote the positive aspect, the positive results, and
the potential of real estate auction sales.

| think there is a fairly wide acceptance of per-
sonal property auction sales. But again, it is more
often thought of in connection with descendent’'s
estates having to sell because of their need to raise
cash. They do not realize that in most instances you
generate more net proceeds for the estate with an
auction than you would any other way. The same
thing has to be done for real estate. Also, | think the
real estate industry has to be educated that the pro-

Continued page 62

March, 1983

joe small’

auctioneers, inc.

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

ATTENTION

AUCTIONEERS
ANTIQUE SHOPS
WHOLESALE OUTLETS

WE CAN SUPPLY YOU WITH

40 FT. CONTAINERS

OF BEAUTIFUL ANTIQUE FURNITURE, COLLECTABLES, AND
BRIC-A-BRAC DIRECT FROM ENGLAND, IRELAND, SCOTLAND
AND WALES. WE OPERATE A LARGE, WELL-RESPECTED
AUCTION GALLERY AND ARE ONE OF THE LARGEST IMPORTERS
IN THE SOUTHWEST.

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

e Excellent "Mix " Of Items

e All Customs, Duties, Fees, and Freight Paid

e Guaranteed Delivery To Your Door

CALL US NOW FOR PRICES AND REFERENCES!
\\ (214) 241-1912

member national auctioneers association and texas auctioneers association

'{!:}:' a Joe Small, CAl TXE-012-0252

River Basin
Auction School

Learn to be an Auctioneer and
Rodeo Announcer

% Two Week Course.

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

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

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

% Specializing in Livestock selling.

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

WRITE: RIVER BASIN

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

61



fessional auctioneer has enough ability and know-
ledge to work side by side with brokers. They are
very ignorant about the sale of real estate at auctions.

Finally, | think you have to educate the lawyers,
lenders, title insurance companies, etc., that the auc-
tion method is a very positive process, and truly
sh?uld result in the determination of firm market
value.

Kiko, clerking — manual method: | like to think
of auction as a first resort of sales, and in some
areas it is. However, most area people think of it
as a last resort sale. But because the auction meth-
od is the primary method that many properties are
actually getting sold. It is the thing that is actually
causing sales to happen in a slow market.

Auction has always been there. It is probably
more obvious now because the news media likes to
find somebody who is down and out and play it up.
Usually auctioneers are involved because they are
making something happen. Making it sell, whatever
the market is, but the auction profession is getting
some of the blame for bad times.

To counteract all this, | guess we have to be
alert. | had several papers contact us wanting to do
a depression-type story on John Doe’s going out of
business, having all kinds of problems, etc. He told
the paper that we weren’t interested in that type of
story, because it wasn’t good for the auction busi-
ness, and that they were advertising somebody’s
plight. Auctioneers are going to have to watch those
things and try to create the right image rather than
let the wrong image create itself. | think that we are
going through an opportune time for auctioneers, as
long as they are cautious and watch their step.

Gaule, seminar chairman: Make your auction
successes known through press releases, charity
auctions, and in your advertising. That can help
counteract any unfavorable publicity that the auc-
tion method is getting because of bad economic
times.

| encountered a situation myself recently in
which a television producer wanted me to “‘sell out”
a young farm family because of a distressed finan-
cial situation. He wanted the furniture in the front
yard, farm machinery out to sell, and the owner ex-
plaining why he failed in farming and how bad things
were.

| asked the TV guy what role the auctioneer was
supposed to play, and he said that | was there to ex-
press sympathy for the farmer | was selling out. “Of
course, | told the producer | wouldn’'t have anything
to do with the program.

“In conclusion . . . ”

Hunt, planning/conducting the real estate auc-
tion: In my presentation at the January NAA seminar
in Louisville, the basis for my discussion was the
importance of integrity among auctioneers. We
need to diligently pursue a professional attitude
toward becoming a conscientious and friendly auc-
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tioneer, projecting an image of confidence, experi-
ence, patience, and knowledge.

If we are totally committed to work, and honest-
ly pursue the course of direction that is in the best
interest of our prospects, believe and practice the
Golden Rule, we will contribute greatly to society
and thrive as auctioneers.

Byrd, planning/conducting the real estate auc-
tion: During good or bad economic times, we have a
service that is always available. When conducting an
auction, in many cases, we are responsible for a
large percentage of our client’s life savings, and we
should work accordingly. The auction profession is
a ‘“high calling’’, and we each have a responsibility
to keep it as such.

Ellis, appraising real estate: | would like to re-
emphasize what | have already said. Auctioneers
need to make sure that the public understands that
auctioneers handle all types of sales. That is, a fully
recognized legitimate sale, if you will, not just dis-
tress sales. It’s certainly a process of just educating
the public.

Tobin, real estate law: Every business or pro-
fession can stand improvement, and judging from
feedback that | get, there is still a feeling that in
many instances the auctioneers are not as accepted
as they feel that they should be. One way that you
gain acceptance is through hard work — providing

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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quality services, and simply proving through your
own performance and example that you are indeed
qualified and competent.

Also, if you can gain a reputation for continuing
education and reputation for constantly upgrading
yourselves, this soon becomes apparent to those
you are going to be working with. These kinds of
things should result in more favorable acceptance.

Kiko, clerking — manual method: There is more
opportunity for auction today because there are an
awful lot of people riding the fence of indecision,
both buyers and sellers. Auctioneers can make
things happen and cause people to get off the fence
of indecision, even though the market is 25% off.
That is what is happening, that is the reality of the
times.

Whether you are in the absolute auction, or the
reserve auction business, there is a place for court
ordered sales, and some of the judicial type sales.
But now is also a good opportunity to make the ab-
solute auction concept to take hold. There are more

occasions and opportunities today than what there
has ever been, in my book.

THOMAS E. “TED” TO-
BIN, seminar instructor,
real estate law as it af-
fects real estate auctions

Continued page 64

ERRORS & OMISSIONS INSURANCE REPRESENTA-
TIVE, Rennie Walt, at table, was introduced by NAA
executive vice president Harvey McCray.

Our Auction Mart is an action mart.

The midwest knows where to look for auction news . . . the Chicago Tribune.
We carry over 90% of all auction ads running in Chicago papers.
Auction ads come to us from all over, not just the

Midwest, mind you. They come from all parts of the Chicago: Sally McKoane San Francisco: James Stanley
U.S., from Canada, even from Europe. (312) 222-4088. (415) 421-7946.

R he Sund d Wednesday Trb 5 Los Angeles: Don Sharkey
Why to the Sunday an ednesday Tribunes” N Vs s Sigi (213)' 933-8437
Because auctioneers from all over know we do the (212) 682-3033. (%‘ité?”sggf’ocféi Walker
Job for them for all kinds of goods . . . machinery | - |
and equipment, antiques, farms, autos, fine art, real Miami: Barry Werblow Dallas: Thomas Stansfield
estate, one-of-a-kind pieces . . . you name it. (305) 989-8833. (214) 363-5044.

We do the job because Chicag(l)ans andf .
Midwesterners have come to rely on us for the q - a" *
goods they want to know about. hlfagﬂ l'lhllllB

Which spells success for our readers.

And our advertisers, too.

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

And that's the first stop to getting in on the action.
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Ruthven, clerking — computer method: Of
course, my major concern is that auctioneers don't
get burned in buying computer systems. | see it
everyday. Auctioneers are actually calling me up,
people who have spent $5,000-$10,000 and haven't
got what they paid for. The kind of thing is going to
hurt the auction business as much as bad public re-

|lations.
Gaule, seminar chairman: Well, | think that the

auction business only touches the tip of the iceberg
in real estate. We have the greatest marketing tech-
nique in the world if it is handled correctly, and you
have properly motivated buyers. If it is professional-
ly and with great credibility, | think that real estate
at auction is the very finest way to merchandise at
the very highest fair market price.

| encourage all auctioneers to become profes-
sional in the selling of real estate by education.

AUCTION FORMS

IMPRINTED WITH YOUR NAME &
NUMBERED OR NUMBERED ONLY

Payment with Order — We Pay Postage
C. O. D. Orders — You Pay Postage
THE COMPLETE LINE OF AUCTION FORMS
— WRITE FOR FREE SAMPLES TO --

STOCK YARDS PRINTING CO.

1613-A Genesee, Kansas City, Mo. 64102

233 ,Easf Gaines St P 0 Box 1 190
[gwrenccﬁlgq, Tennessee 38464

BECOME A CERTIFIED REAL ESTATE APPRAISER

State association
reports

Silver Anniversary noted

The 25th, Silver Anniversary Annual Convention
of the Virginia Auctioneers Association was held
January 7-9 at the Sheraton Inn, Salem.

A seminar on the upcoming licensing law was
conducted Friday afternoon. Panel members were:
Senator Onico Barker; George Fuller, executive di-
rector, North Carolina Auctioneer Licensing Board;
and Vincent Kopek, CAIl, VAA president. A very ac-
tive and informative panel and floor discussion was
conducted.

J. G. Sheets and Sons sponsored a very well at-
tended Early Bird Social. Saturday’s activities began
with a Board of Directors meeting, which was fol-
lowed by the President’s Luncheon. Delegate Steven
Agee welcomed those in attendance to the Roanoke
Valley, ‘“Star City of the South”. The afternoon ses-
sion included seminars on: “Computers” by Mark
Singer, Auctioneer Business Computer System; “Le-
gal Aspects of Auctioneering” by Roy V. Creasy, at-
torney; “Modern Techniques of Selling at Auction”
by Bill Gaule, CAIl, NAA president-elect; and “Bid

' P
International C ollege of Qg/ Estatﬂppra isal

‘Ielephone:(515) 7622599

Certified Real Estate Appraisers are in great demand. We can teach you in a few short days how to prepare,

research and put together an appraisal that will hold up in court, that will be accepted by FmHA, FHA, VA,
banks and Savings & Loan institutions, and in cases of condemnations and many, many other fields where an

appraisal by a certified appraiser is needed.

As a general rule, only the larger cities have people that are certified appraisers. They are the ones that are

then given the high paying jobs of appraising.

We are the only approved college in the United States that teaches a fulltime course in Appraising, and offers
certifications in residential, farm, commercial and industrial appraising.

Associate certifications and designations are available to those that can qualify by previous experience and

work.

Write or call the above address or phone for more information and details on how to become a qualified certified

appraiser.




State Association Conventions — Dates and Locations

Convention Dates

State association

Hotel/motel and city

Red Coach Inn, McPherson
Clock Tower Inn, Rockford
Airport Hilton Inn, Des Moines
Merrimack Hilton, Merrimack
Holiday Dome, Bowling Green

Everett Pacific Hotel, Everett

Ramada Inn, Oklahoma City
Hyatt Regency, Greenville

Voyager Hills Inn, Reedsburg

Holiday Inn, Briley Parkway, Nashville

Convention chairman or
state association secretary
Rex Newcom

Harlan Henderson
Margaret Bloomer
Rally Denns

Wilma Atherton

Miles Marshall

Ken Maurer

Doran Livingston

Ray Patterson

Warren Wilson

Freddi S. Hagin

Robert Massart

Dudley Althaus

Kenneth R. Jark

E. B. Fulkerson

March 11-13 Kansas

March 20 lllinois

April 10 lowa

April 10 New Hampshire

April 17-18 Kentucky

April 30-May 1 Nebraska Ramada Inn, Kearney
April 30-May 1 Washington

May 7-8 Missouri Osage Beach

May 14-15 Okiahoma

May 21-22 South Carolina

June 5-6 Georgia Hilton Hotel, Macon
June 8-9 Wisconsin

June 10-11 Texas Lubbock

June 10-12 South Dakota Sheraton, Aberdeen
June 12-13 Tennessee

July 27-30 NAA Convention

November 12-13 lowa

Shamrock Hilton, Houston, Texas
Red Fox Inn, Waverly

Margaret Bloomer

State auctioneers associations provide the above dates, cities, and meeting facilities for their
conventions. For more information about the above meetings, contact the respective state associa-

tion directly.

However, all requests for an NAA officer or director to speak at a state association convention

should be coordinated through the NAA office.

Calling” by Dan Williams, 1982 World Champion
Livestock Auctioneer.

During the afternoon session the ladies went on
a shopping tour at a local mall. The evening’s fes-
tivities began with an Awards Banquet, 139 were in
attendance. The following awards were presented:
“The Founding Father Award’” to Morris Fannon,
“Auctioneer of the Year” to Sonny Laws, CAIl; 1982
Virginia State Champion Auctioneer to Fred Reger,
and Special Recognition to Doris Jones, outgoing
secretary-Treasurer. |

The following winners of the Advertising Con-
test were also awarded.

In Memoriam. . .

JOHN GASTON

The NAA office was notified that member John
Gaston, Rockwall, Texas, was deceased.

WILLIE COE

The NAA office was notified that member Willie
Coe, Deltona, Florida, died October 22, 1982.

LAWRENCE E. CHAPMAN
The NAA office was notified by Mrs. Sophia

March, 1983

Commercial & Industrial
Color — Horney Brothers
Black & White — Dick Heatwole

Farm
Color — Vaughan Auction & Land Co.
Black & White __ Reynolds Auction

Real Estate
Color — Bland Land Co.
Black & White — J. G. Sheets & Sons, Inc.

Antiques
Color — Laws Antiques & Auction
Black & White — McLamb Auction Co.

Chapman that her husband, member Lawrence E.
Chapman, Utica, Michigan, had died, September 30,
1982.

TROY IRVING, SR.

The headquarters office was notified by his
grandson, Wayne Irving, that NAA member Troy Irv-
ing, Sr., Kissimmee, Florida, died February 7, 1983.

JAMES A. MacQUILKIN

NAA member James MacQuilkin, Philadelphia,
Pennsylvania, died November 29, 1982.

WILLIAM H. BOES
NAA member William H. “Bill”’ Boes, 68, North

Continued page 66
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Apollo, Pennsylvania, died January 23, 1983. He
auctioned in the Kiski Valley area of the state, and
was a past president of the Pennsylvania Auction-
eers Association.

AUCTIONEERS + DEE SIGNS

EASY TO USE
SLIP IN YOUR MESSAGE
NO BOLTS, NO SCREWS.

QUALITY SIGNS AT

FRIENDLY PRICES.

DEE SIGN CO

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

Advertising Rate Schedule — THE AUCTIONEER MAGAZINE

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

Six (6) times Eleven (11) times

Full page ...............$160.00 $155.00 $150.00
Half page ... 80.00 77.50 75.00
Quarter page ... 40.00 38.75 37.50

Column inch: $8.75 per column inch — column is 21 picas wide (32 inches).

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

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

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

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

3.

4.

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

COPY AND CONTRACT REGULATIONS: The editor reserves the right to reject
any advertisement. No cancellations accepted after closing date (see item 7).
If advertising is discontinued before completion of contract, short rates for space
will apply.

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

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

. CAMERA READY ART ONLY. All advertising submitted to the NAA office for pub-

lication in THE AUCTIONEER must be fully composed, ‘“camera ready” artwork.
The NAA office will not prepare or make changes in your advertising. Changes
received as camera ready art will be prompty incorporated in your advertising in
the next available issue. Any questions about this NAA publication policy should
be directed to the NAA office before submitting your advertising.

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

SUBSCRIPTION AND SINGLE COPY: One year's subscription to THE AUCTIONEER
is $18, and only open to non-auctioneers. Single AUCTIONEER copy is $1.75.
Subscriptions and issues available only from the NAA office.

ADVERTISING DISCLAIMER: Products or services advertised in THE AUCTIONEER
are in now no way endorsed by the National Auctioneers Association. Simply be-
cause a product or service appears in the NAA’s official publication, that appear-
ance does not imply an NAA recommendation of the product or service over any
other. Problems encountered with an AUCTIONEER advertiser should first be di-
rected to the advertiser for satisfaction. If the problem remains, then the NAA
office should be notified.

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

THE AUCTIONEER



CI.ERK:SAVETi@_ - World's_io. 1 Clerkfng System

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

Buyer's Name

S I THE CLERK SAVER® IS:

® ALUMINUM WRITING TRAY

The aluminum writing tray is a lightweight, spring-loaded tray which
iIs designed to hold ample forms for continuous operation throughout
the sale. A storage compartment, a special feature of the tray, holds
additional forms and completed auction item sheets.

Aluminum Writing Tray ... ...

® 100 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

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.

Or Number = , .

T B ® Fast — check out in minutes.

ol INDIRDET o & o e = ® Accurate — Clerk writes buyer, item &
-— @ S P price. Cashier writes nothing.
S ————— ® Less expensive than any known system.
e e = B ® 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) 8%2x11"" sheets
perforated to make 12 tickets 134 x4%2’'. 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) ... e, ..$27.50
18,000 Tickets (1-3 White, Canary & Card) ..................... e S 52.50
36,000 Tickets (1-3 White, Canary & Card) ........................ S e 98.50

Slots numbered 1 to 100 plus Ato Z ......... .. — ONLY $59.95
—
D'j LOT #
S
GUMMED BACK TAGS — Form No. PST-82 z 2
equipment tags with space for lof mmber, | B0 @ BUYER CARDS » s : Foxm Ne: BC-70
quantity and buyer number. 1%2x2%". | %g For buyer's number and purchase notes. 3vax712" (fits
EQUIPMENT LOT TAGS — Form RHT-83 A QUANTITY—— g P )
Card stock tags with reinforced hole. =3 1,000 Cards....$9.50 2.500....$22.75 5,000....$44.75
11%2x3"”. Space for lot number, quantity gg
and buyer number.
1,000—$16.50 5,000—$67.50 .- ® BUYER’'S REGISTRATION FORM ... Form No. BR-69
WIRES FOR EQUIPMENT TAGS, 12” LONG o8 BUYER #
1,000—$10.00 5,000—$47.50 z 812x11", 50 sheets per pad. Space for buyer's num-
o y .
g% ber, name, address, phone and other information.
R
g $2.00 per pad, 10 pads at $1.50 ea., 20 or more at
$1.25 ea.

® Aluminum Writing

All of the above plus:

THE SPECIAL KIT INCLUDES:

Tray ® 1,000 BC-70 Buyer Cards
® 9,000 CT-12 Clerking Tickets ® 3 Pads BR-69 Buyer Registration SAVE

@ 1 Pad FS-69 Final Settlement Forms Forms $27.00
&2

One 100 Slot Clerking Ticket File (a $117.90 Value) Only ... ... $89.95

SPECIAL CLERK SAVER STARTER KIT

Payment with Order—We Pay Postage ... C.0.D. Orders—You Pay Postage

Order by Mail . . . Send Check or Money Order To:

Missouri Auction School

1600 GENESEE / KANSAS CITY, MO. 64102

_ l . Top Floor Livestock Exchange Building

PHONE: 816-421-7117

T == = ———— = =T =




Now. ....

COLONEL®,The Sound That Sells”
The all new COLONEL Series of
Portable Heavy Duty P.A. Systems

Designed Exclusively for Auctioneers

LIGHTWEIGHT

® SPECIFICATIONS: Batteries
Eight “D” size flashlight batteries
(not included) (Alkaline batteries
will give many hours of extra ser-
vice).

® Rugged metal re-entrant 9" weath-
er resistant 8 ohm horn speaker.

® DIMENSIONS: 113" High x 8"
Wide x 9%a " long.

WEIGHT: 7 Ib.. 1.2 0z.

There is a two year repair or re-

place warranty on everything ex-
cept batteries.

List Price $495.00
Auctioneers Cost $297.00

COLONEL 6 ®

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

RECHARGEABLE
& LIGHTWEIGHT

e R G L

COLONEL 7 ®

The COLONEL 7 has the same fea-
tures as the COLONEL 6 plus:

@ RECHARGEABLE BATTERY: Extra
capacity battery will last all day
long. Fully rechargeable over-
night.

® Complete with recharger. Charger
rater 120 VAC, 8 Watt, 300 MA.

® SPECIFICATIONS: Battery: Gel

Type (2) #626 2.6 AH rating re-
chargeable.

® INPUTS: One microphone; one
tape recorder, one battery charg-
er.

® OUTPUTS: One extension speak-
er, one tape recorder. With in-
dependent controls.

® DIMENSIONS: 113 high x 8"
Wide x 9%"" Long.
® WEIGHT: 8 Ib., 13 oz.

List Price $645.00
Auctioneers Cost $387.00
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