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ATTENTION ALL NEW AND OLD MEMBERS OF NAA

‘“‘AUCTIONEER’S
GAVEL”

TIE TACK

Silver Belly Felt ‘‘Auctioneer’’ hat

(21/8",23/8",25/8" brims) $57.50

Wisp 4X Beaver Stetson Hat $80.00

White Panama Hat (2 1/2" brim) $32.00

Stetson “Wisp“ Auctioneer Hat Milan Straw Hat (2 1/8",2 3/8" and 2 5/8" brim) $30.00
London Fog Jackets w/emblem $32.00

NAA Emblems (4 color embroidered) $3.50
Tie Tacs (14k gold, sterling silver, gold plated with or
without diamonds or man-made diamonds from

Call for prices.

We have been privileged in the past to supply a few items that have been beneficial $50.00
to the well being of many old as well as new auctioneers throughout the country. Back

in the 60's we contracted with a major hat manufacturing concern to make the

"Auctioneer” hat which comes in both "Felt” and "Straw" and in three different brim
widths (2 1/8", 2 3/8" and 2 6/8"), the felt in silver belly (light grey) color and the straw,
rice color. Down through the years we have sold thousands of these hats to auctioneers
in every state. Eighty percent of our business is "repeat” in that those who wear them
like them. Several years later we added the Stetson 4X silver belly "Wisp" hat—this is
the hat you see advertised and worn by the "Marlboro Man". The two pictures above
depict both the "Auctioneer™ and the ever popular "Wisp".

We had so many calls for the white Panama hat that we added that to the line in a
2 1/2" brim width. Nothing is better for summer wear that a white Panama Stetson hat.

| have heard, "What do you give an auctioneer who has everything”, many times and
the best answer | know is an auctioneer’s Gavel Tie Tac. They are an attention getter

(All items plus 5% sales tax)

Please note a slight price increase that has been brought about due mostly to over a
500% increase in advertising costs since we first started this mail order service.

We have not given the best service in the past year because we have had difficulty
getting delivery on our hats — now that has been remedied and by spring we will have
a complete selection of felt hats. Get your orders in now for spring delivery. Animal
protection groups have caused the acquisition cost of Beaver Pelts to skyrocket some
400 % within the past 12 months and the demand for high quality hats has gone up some
300% and that is the reason for the price increase on the felt hats.

and will provide many a conversation. | have booked several sales because of the one
| wear—| never go anywhere without mine and would feel naked without it. Sterling
Silver or Gold Plated tac with or without man-made diamond start at $60.00. Solid 14k
Gold Tacs start at $320.00. To add a diamond additional prices are $120.00 up
according to the size diamond you wish mounted thereon. Call for prices. They make
great Christmas, anniversary, birthday or just because you love ‘'em presents.

Colonel W. Craig Lawing

5521 Brookshire Blvd. —Charlotte, N.C. 28216
Telephone: Area Code 704/Office 399-6372
Home 394-7678. (800) 632-3043.

AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

“The Professional Auctioneers’ Choice”
—— HALF-MILE HAILER SOUND CRUISER
MODEL S-610 MOBILE PA. MODEL S-310

List: $349.00 List: $599.00
Auctioneers Cost: $279.50 Auctioneers Cost: $479.50

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

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

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

North Carolina residents add 5% sales tax.
Col. Forrest Mendenhall, S

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

P.O. BOX 7344 — U.S. HWY. 29 & 70 (185) HIGH POINT, NORTH CAROLINA 27263 PHONE (919) 887-1165
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<> SOLD II user of the month <>

Gordon Auctioneers of Kingston
Ontario has been a family run
auction business for the past 30
years. A successful livestock
auction house for many years, the
Gordons have broadened their
endeavors to include antiques,
commercial bankruptcy sales, farm
auctions, and real estate. The
hallmark of the firm is profession-
alism in each discipline.

The current principals, Barry and §

Alicia Gordon, are both CAI's and
are involved in a wide range of
professional and community work.

Barry, completing his third year £

as a NAA Director, is also a direc-
tor of the Ontario Auction Assoc.,
a licensed Real Estate Broker, and
President of the Ontario Livestock
Auction Market Assoc. He also is
Mayor of Pittsburgh Township.
A visitor to their auctions will
quickly note Barry and Alicia's
unique style as they switch-off
calling and clerking --- effectively

GORDO

| Barry & Alicia
Working together at the Block_

working as each other's ringman. Friendly
and professional, Barry and Alicia form an
uniquely effective husband and wife team.

Having owned a large and very good
computer system for his cattle market, Barry
was both knowledgeable and demandingin
his selection of a system for his general
auction needs. Upon evaluation, SOLD II

N AUCTIONEERS -

was the natural choice.

"After choosing SOLD II in
the Spring of ‘89, we became
aware that the system was per-
forming at a level that met all of
my expectations and more.

We save an entire day follow-
ing each consignment auction,;

eports are ready in a number of
formats immediately following
the sale. Just a few of the other

8 benefits we have come to rely on
il are:

1. Up to the second sales totals

2. The ability to update or change
any piece of info. at any time;

3. The ability to work on several
auctions at one-time;

4. Mailing list compilation and
segregation;

5. Very little need for support;
however it is always available."

I am pleased to say SOLD II
and its support are excellent. If

you see me at a seminar or con-
vention, don't be afraid to ask

' me about it." -Barry Gordon

< SOLD 11 <

SOLD II is a proven MARKETING and REVENUE INCREASING TOOL

& Increase the number of bidders

© Increase your consignments

& Keep bidders at the auction longer

© Increase the return on your promotional dollars
© Decrease your auction expenses

YOUR COMPETITIVE EDGE

The Auction Software to:

CALL JOHN at 315-474-4734

¢ ASK HIM HOW SOLD II CAN HELP YOU GROW <

THE MICROTEAM - 505 E FAYETTE ST - SYRACUSE, NY 13202
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Over 200 auctioneers attended the Las
Vegas Real Estate At Auction Seminar,
many of whom attended the Great Ideas
Session featured on this month’s cover. In
the inset photo, Martin Higgenbotham,
CAI, was pictured giving a presentation.
The Las Vegas presentation by Jim Gall,
CALl, is featured on page 6. A related story
1s on page 33.

THE AUCTIONEER magazine is the official
publication of the National Auctioneers
Association, 8880 Ballentine, Overland Park,
KS 66214-1985. Phone (913) 541-8084,
FAX (913) 894-5281. Submit all advertising
to the above address. Published monthly
with the exception that an August issue is
not published (11 issues annually). THE
AUCTIONEER magazine is published as a
means of exchanging ideas that will serve
to promote the auctioneer and the auction
method of marketing.

Editonal and Advertising must be received
at the NAA Headquarters on or before the
first day of the month preceding date of

iIssue. Additional
advertising
information on facing
page to back cover.




Make Plans For Convention

Dear Fellow NAA Members,

M ark your calendar and plan to attend the NAA Convention in Baltimore on
July 9-15. The Auctioneers Association of Maryland has been doing an excellent job

of planning the many details necessary for our convention. I met with the orgamizers
for the first time on March 13, and 90 percent of the convention plans were
completed. This convention will have something for everyone, from tours of our
nation’s capital to a dinner cruise on the Inner Harbor.

The NAA and CAI Executive Committees met on Feb. 25 and a more detailed
report of that meeting will be included in the President’s Message in the May
magazine.

We are very pleased with the present office staff. They are very cooperative and
willing to assist when and where needed.

The NAA Executive Committee interviewed three prospects for the Executive
Vice President’s position. It was the general opinion that the candidates we liked did
not seem to be enthusiastic about the position. The Committee has not made a decision
yet. We have studied over 300 resumes and have interviewed over 20 people.

The March issue of The Auctioneer was produced by our in-house desktop
publishing software (PageMaker) as was this April issue. We are steadily improving
each issue and hope you can see the issue and approve of what you see.

We are getting requests for all kinds of statistical information. We have initiated
programs and procedures to begin accommodating these requests. Please cooperate
and return questionnaires as soon as you receive them.

e
s

i

it  With Warmest Personal Regards,

Ronald W. Faison, CAI
President

President’s Message

National Auctioneers
Association

1989-90

Board of Directors

Officers

President

Ronald W. Faison, CAI, 215 N.
Arendell Ave., Zebulon, NC 27597,

(919) 269-6700, FAX (919) 269-4536.

President-elect

Wayne Stewart, CAI, P.O. Box 265,
417 S. Park, Audubon, IA 50025, (712)

563-4288, FAX (712) 563-2111.

Vice President

Robert Steffes, CAIL R.R. 1, Box 51,
Arthur, ND 58006, (701) 237-9173,

FAX (701) 237-0976.

Chairman of the Board

Dudley Althaus, CAI, P.O. Box 312,
Fredericksburg, TX 78624, (512) 997-

7606, FAX (512) 997-9955.

Treasurer

Richard Keenan, CAI, P.O. Box 288,
Kingfield, ME 04947, (207) 265-2011,
FAX (207) 265-2607.

Directors

Terms Expiring 1990

Herbert Albrecht, CAI, 3884 Sagi-
naw Road, Vassar, MI 48768, (517)
823-8835.

Jim Gall, CAI, 100 N. Biscayne
Blvd., 23rd Floor, Miami, FL 33132,
(305) 577-3322, FAX (305) 375-0932.

Barry Gordon, CAI, R.R. 6, King-
ston, Ontario, Canada K7L 4V3, (613)
542-0963.

T. Eddie Haynes, CAI, 4318 W.
Reno, Oklahoma City, OK 73107, (405)
942-7653.

Terms Expiring 1991

W. Ronald Evans, CAIl, P.O. Box
60022, Washington, DC 20039, (202)
543-2828.

Wil Hahn, 102 W. Main St., Bath,
PA 18014, (215) 837-7140.

C. Dean Howard, CAI, Rt. 1, Box
236, Decatur, TN 37322, (615) 334-
3335,

James G. Murphy, P. O. Box 504,
Edmonds, WA 98020, (206) 486-1246,

FAX (206) 483-8247.
Terms Expiring 1992

Robert G. Frey, Route 3, Box 47B,
Archbold, OH 43502, (419) 445-0015,
FAX (419) 445-8888.

Paul Mclnnis, CAI, 356 Exeter Road,
Hampton Falls, NH 03844, (603) 778-
8989, FAX (603) 772-7452.

Joe Tarpley, CAI, P.O. Box 3533,
Rome, GA 30163, (404) 291-7007, FAX
(404) 291-0335.

R.C. (Ronnie) Wiley, CAI, 305
Bowser, Rockdale, TX 76567, (512)
446-3197.
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How To Deal With The RTC:

I n his presentation at the Real Estate At
Auction Seminar in Las Vegas, NAA

Director Jim Gall, CAI, reviewed the
steps he was forced to take to obtain a

place for auction marketing in the dis-
- you would agree that it doesn’t resemble
~ an auction as we know it.

But in the RTC legislation, thanks to
some leading Senators and Representa-
' tives, there’s a paragraph that talks about
 utilizing the private sector.

posal of Resolution Trust Corporation
properties. Gall’s account of that effortis
on page 35.

Gall also mentioned the importance of

maintaining a voice on Capital Hill so
last-minute pushes like that would no
longer be necessary. The main focus of
Gall’s presentationin Las Vegas was how

comments just as he finished his discus-
sion of the events in Washington last
April and was about to begin discussions
on the RTC. When possible, Gall’s com-

ments have been repeated verbatim, but
- authority to use private sector resourcesin
- order to minimize the reliance upon gov-
- ernment sources, and it’s a reflection of
~ the standards by which Congress will = $100 billion. $400 billion. $500 billion.
 measure the performance of the RTC.””
~ This same paragraph should be incor-
porated into every government agency in
 Washington. These are the kinds of things
~ we all need to get involved 1n because it’s
~ going to make us more money, and 1t’s
going to make the auction method of
~selling THE way to sell. In other words
it would take you almost 28 years to sell
~ $100 billion worth of real estate — and

~ that’s without a day off.

changes were made for the sake of length,
clarity and continuity.

There are three key pages in the RTC
legislation. You can get the entire Finan-
cial Institution Reform, Recovery, and
Enforcement Act of 1989 (FIRREA) pack-
age, butit’s pretty boring reading. But the
three pages tell you why you can go into
the RTC offices and do business.

One of the pages contains ‘‘Procedures

For Bulk Sale In Auction Marketing Of

Assets.”’

Those procedures, titled, ‘‘Utilization
of the Private Sector in Carrying out the
~ sented to the market?

We don’t know yet. There may be bulk
~ sales; there may be individual sales. I've
~ already seen the list of 30,000 properties = value of all of Washington, D.C. Think
~ that’s out already from the first 283 failed
- city would $100 billion equal. It’s mind
" boggling when you think about it.

How will real estate assets be pack-

it be great if the Customs regulations and S—

Corporation’s (FDIC) Duties,” say, “the

corporation shall utilize the services of
private persons, including real estate and

loan portfolio asset management, auction
marketing and brokerage services’’ and so
on.

This passage is something that could
impact not only for the RTC, but wouldn’t

the General Services Administration (GSA),

for example, had a similar paragraph about

the utilization of private resources.
These are some of the reasons we want

a lobbyist there in Washington — to push -
GSA, which they have been doing — and =~

- reads,
to work with the RTC. We pick up his

- what we do. The lobbyist is also there to
- encourage the government not to have in-
~ house auctioneers, who are giving away  yet. If you’ve been to an RTC office, half

- property by the millions of dollars at GSA.

If you’ve ever been to a GSA auction,

Another passage in the RTC legislation

ties, the RTC shall use private sector

action. This provision grants the RTC the

auction marketing should be first not last.
In what form will property be pre-

S&L’s. This list just goes up to Sept. 30,
1989.

““in carrying out its responsibili-

- aged?

Again, bulk, individual we don’t know

~ the employees are not on line yet, and the
~ other half that are there really don’t know

what they are doing. They have boxes and

~ papers everywhere. They are being trans-

ferred from office to office.
The RTC employees are mainly com-
ing in from the FDIC. They are just

~ getting organized. It’s in its infant stages.
~ It’s a very confusing situation for them.

So, it’s hard to get detailed information.
What types of financing will be avail-

services to the extent it determines such able?
services are available and their use 1s
- practical and efficient. This provision 1s

" not intended to create any private right of
ing. It’s written into the RTC Bill that

There is none available right now.
Unless it’s a very distressed area, and the
lenders in the area are not offering financ-

financing can be offered
The magnitude of the problem is 1m-
mense. You’ve heard all the numbers:

Have you ever tried to figure out how

much $100 billion 1s?

As I was studying the situation, I could
not relate to that figure, but I could relate

~ to something like $10 million in property.

I put my pencil to it.
If you sell $10 million in real estate a
day, seven days a week, 365 days a year,

A recent newspaper story said the RTC
assets are valued at four times the assessed

about it. How many square miles in your

(Continued on page 7)

 This wil 1 be the o

est sal e o , re’ , estate

to push Customs and other departments of .. v &

the government away from using the sealed .
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RTC

6 g
Jrom page  business was within 3 percent of the low-

It’s been reported the S&L bailout will
cost $160 billion over 10 years. Try and
put a pencil to that one. That’s $43,835,616

a day.

dust settles.

In the 1980°s we had 835 failed S&L’s. |
We had 1,059 failed banks. Well, I'm |
thinking the next problem we’re going to |
have is a whole lot of failed banks after we

get the S&L’s under control.

Right now there are about 20,000

lawsuits tying up a lot of these properties.
The prediction is that before it’s through,
there will be 100,000 lawsuits.

As of Jan. 2, the RTC’s three-person
Public Affair’s office had received 22,000
inquiries on properties — in writing. That
figure does not count the phone calls
they’re getting. Right now they have 200
operators set up, and sometimes you still
can’t get through. So, you can see the

problem.

Of that list of 30,000 properties, 27,000
are residential properties all across Amer-
ica. There are properties in almost every
state. RTC puts out a publication that list

properties state-by-state.

The list give a breakdown on whether
the properties are industrial, commercial
or residential. For $50, RTC will send you
the list. The phone number is 1-800-431-
0600. By the time you get the list a lot of

the properties may be sold.

In Colorado Springs, Colo., 156 homes
are for sale, 162 condominiums, 10 small
apartment buildings, 15 large apartment
buildings, 31 residential lots, 17 office
buildings, eight strip malls, retail loca-
tions, warehouses, movie theaters and
assorted other properties. One property
contains 25,000 acres. The startling factis
that RTC owns 40 percent of the land in

Colorado Springs, a city of 280,000.

Here’s just one city, just imagine what’s

available in Houston.

The RTC is saying in six states, Louisi-

ana, Texas, Arkansas, New Mexico,

Colorado and Oklahoma, you need to re-
alize 95 percent of current appraised value |

in a sale.

No. 1, they can’t find enough apprais-

anywhere?

It’s a tremendous problem, and itwon’t

work in Colorado Springs or anywhere efforts by the RTC to sell more failed

else.

current appraised value.

According to RTC guidelines, ‘‘it is |
~ the most probable price a property should
- bring in a competitive, open market, the
- buyer and seller are acting prudently and
~ knowledgeable, and the price is not af- |
- fected by any undue stimulus.’’ However,
most of these properties are not in a

competitive market.

In plain language, market value will be
what RTC’s contract appraisers say it is.

There are also some other guidelines.
The properties are sold ‘‘as is,”” ‘‘where
~is,”” which we are all used to, and they |
- have said no financing. But as I mentioned
earlier, in some areas where financing 1s
not available, the RTC 1s saying it will
offer some financing. That is something
we need to push for because we know how
~ important a few factors, like financing and

selling absolute, are in selling these kinds : ;
~ will have to dispose of. There will be

of properties.

There is also a low-income amendment

associated with the RTC legislation. Local that ‘
housing authorities have the right of first ~ 8ress. Starting in February, there will be
- refusal on properties suitable for housing.
Properties are offered to the local housing |

authorities 90 days before any private in- . _
~ buying whole S&L’s, and the result is

vestors can buy them.

However, the housing authorities have
to purchase the properties according to
their loan value, which will be more than

market value in the majority of properties. =~ €ral properties stockpiled coast to coast by

So, even after the low-income amend- various federal agencies.
ment, most of the properties will stillbeup
- for grabs.
Minorities are also involved in the
- legislation. Carmen Sullivan, head of the
- Dallas RTC office, was quoted recently as
- saying the RTC would be soliciting women
and minority-owned firms as contractors.
~ She said her agency plans to spend $200
" million to subsidize such contracts. She

was quoted as saying that with all other

things being equal, if a minority-owned

ers to go out and appraise the property in ~ est bid, the contract would be awarded to

those states. By the time they get the
 numbers together, I’m sure the numbers
 will be wrong. |

This will be the largest sale of real
estate in the history of the world. We’ve |
never seen anything like what’s about to
happen. And there is some good news —
we can all get involved in this. It has been
estimated that the cost toeach U.S. Citizen
for the bailout will be about $1,500. I
think we will end up spending $2,500 to |
$3,000 for each citizen by the time all the

them.
About a year ago, several deals were

made to sell failed S&L’s in their entirety.

Thisis going to have to change. I mean, = Many felt these deals were much too

could you go out today and get 95 percent
of appraised value in Las Vegas? Could U :
you get 95 percent in your city? Couldyou  tioned ever since and now federal regula-

get 95 percent of current appraised value | !
~ ing the deals.

generous to the investors who purchased
the S&L’s. Those deals have been ques-

tors are going back and retroactively chang-
This action has had a chilling effect on

S&L’s in their entirety. Investors are re-

In the other states, the RTC says to get ally nervous in dealing with RTC.

‘“‘market value.’’ But what is market value?
They are still looking for 90 percent of |

R R e e

Government Business

Jim Gall, CAI, makes a point while
discussing how to deal with the Resolution
Trust Corporation during the Real Estate
At Auction Seminar.

means there will be more inventory RTC

fewer bulk sales transactions, and there is
going to be that daily pressure from Con-

daily pressure to get this property out into
the commercial sector.
Buyers are becoming more skittish in

stockpiled real estate.
In addition to the RTC’s 30,000 prop-
erties, there are over 150,000 other fed-

Many of these properties have not been
sold because of the overriding concern to
obtain ‘‘market value’’ or an obscure
appraised value, a topic that will be ad-
dressed in depth a little later on.

A complication has arisen for some real
estate brokers. Ethics rules are preventing
brokers who used to be developers, and
whose losses have already cost the federal

(Continued on page 20)
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Candidates Should Announce Before May 1

Anyone wishing to run for one of the
National Auctioneers Association officer
or director positions at the 1990 Conven-
tion in Baltimore should submit a letter
announcing his or her candidacy to the
NAA Headquarters in Overland Park prior
to May 1.

Before the May 1 deadline, candidates
should also submit to the Nominating
Committee via the NAA Headquarters the
following:

1. A resume and photograph for use in
the June issue of The Auctioneer maga-
zine.

2. An outline for a seminar session
(candidate’s choice of specialties).

3. An article for use in The Auctioneer
(again, candidate’s choice of subject mat-
ter).

The Bylaws of the National Auction-
eers Association allow for the election of
the following officers and directors at the
Annual Meeting, which is held during the
Annual Convention:

President-elect — Elected annually by

Former CAI President

To Direct Newman’s Camp

Robert H. Glass, CAI, has been ap-
pointed summer camp director for The
Hole In The Wall Gang Camp in Ashford,
Conn.

The camp, built and endowed by actor
Paul Newman, i1s Connecticut’s only full
season camp for children with cancer and
blood-related diseases.

Glass, former president of CAI, has
volunteered at camps for children with
cancer the past two years. In 1988 and
1989 Glass worked at Camp Rising Sun,
an American Cancer Society camp In
Hebron, Conn. Glass also volunteered for
one session at The Hole In The Wall Camp
in August.

A former teacher, Glass spent 15 years
in the YMCA camping program. He has
also directed his own canoeing camp in
Lake George, N.Y., for eight summers.

Newman’s camp served 320 children in
1988 and 520 children in 1989. It isacamp
that is open to any child between the ages
of 7 and 17 who has a cancer or a blood

8/April 1990/THE AUCTIONEER

majority vote of the membership.

Vice President — Elected annually by
majority vote of the membership.

Treasurer — Elected annually by ma-
jority vote of the membership.

Directors — Four elected for three-
year terms by majority vote of the mem-
bership. The fifth director’s position will
be filled by the retiring president.

Responsibilities and Functions

of an Officer/Director

1. Serves as a member of the Board of
Directors of the National Auctioneers As-
sociation.

2. Attends all regular or special meet-
ings of the Board of Directors as provided
in the Bylaws. Board members will be re-
imbursed travel and sleeping room ex-
penses for the October and April meetings
and any additional special meetings as ap-
proved by vote of the Board of Directors.

3. Serves as the representative of the
National Auctioneers Association at the
invitation of state associations or at the

related disease. The camp is free. There
are six summer sessions of various lengths.
Glass and his wife, Barbara, lost their son-
in-law to cancer about six years ago.

‘‘I am thrilled, honored and challenged
all at once to be involved in the camp for
these special children,’”’ Glass said. He
will reside at the camp from June 1 through
Sept. 1.

A Gift Of Time

During his summer vacations Robert Glass, CAl, spends time
with children like this young cancer patient. Glass will bedirector
of the Hole In The Wall Camp this summer.

request of the president or executive vice
president of the National Auctioneers As-

sociation.
4. Arranges any and all convention as-

signments with the executive vice presi-
dent so that reimbursement for state asso-
ciation meeting assignments can be coor-
dinated in advance.

5. Serves on committees as appointed
by the president; attends committee meet-
ings as called by the committee chairman
and during the regularly scheduled com-
mittee meetings, which precede the meet-
ings of the Board of Directors; attends
other special committee meetings and
performs regular or special commuttee as-
signments as called by the committee
chairman or as approved by the Board of
Directors.

6. Maintains his membership in the Na-
tional Auctioneers Association 1n accor-
dance with the Bylaws.

7. Conducts his or her business 1n ac-
cordance with the Code of Ethics of the
National Auctioneers Association.

Glass Donates Time To Charity

Robert H. Glass Jr., CAI, will con-
duct the family auction business while
‘‘dad goes tocamp.’’ You may write Glass
is you know of any child, anywhere, that
might qualify. Complete details are avail-
able from: Robert H. Glass, Summer Camp
Director, The Hole In The Wall Gang
Camp, P.O. Box 156, Ashford, CT 06278.
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1990
NAA Gonvention
July 10-14

The following 4 pages contain all the material you will need

to join in on the excitement this summer in Baltimore. Look
for:

® Hotel Reservation Form

® Convention Registration Form

® Baltimore Tours Registration Form
® Tentative Convention Program

® Airline Fare Discount Information

REMEMBER! The hotel reservation form is sent to the
HOTEL, and the convention registration formis sent to NAA
Headquarters.

More information about the convention will be included 1n
the May issue of The Auctioneer. Included with this additional
information will be details on the golf tournament.
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The beautiful Hyatt Regency Baltimore, located on the shimmering Inner Harbor, will be the site of the 1990 NAA Convention.
Opened in October 1981, the Hyatt boasts an indoor pool, jogging track, tennis courts, health club — and most importantly — a
working air conditioning system. You can view the Baltimore skyline as you dine and dance in Berry and Elliot’s, a romantic rooftop
restaurant and lounge. If something more down-to-earth is preferred, Cascades has a full-service menu from dawn to evening’s last

glimmer.
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R
Auction Marketing — The Wave Of The Future

Theme Of The
1990 NAA Convention
July 10-14

There’s so much to see and do in Baltimore! The Fort McHenry National Monument, Baltimore
Zoo, National Aquarium, Maryland Science Center, B & O Railroad Museum, Antique Row (the
Antique Capital of the East Coast), the World Trade Center, Babe Ruth Museum, fine eateries,
exciting nightlife, shopping opportunities galore — the list goes on and on!

Our headquarters hotel will be the Hyatt Regency Baltimore. Connected by over-the-street
walkways to the Baltimore Convention Center and fabulous Harborplace, a European-style
marketplace of distinctive shops and restaurants, the Hyatt Regency features a spectacular lobby
atrium and panoramic view of the Inner Harbor and Baltimore dramatic skyline. Enjoy dining and
dancing in Berry and Elliott’s, a romantic rooftop restaurant and lounge, or try the full-service menu
in Cascades. For revving up or winding down, there are an indoor pool, jogging track, tennis courts
and full-service health club. Water enthusiasts will even find sailing, boating and salt-water fishing

nearby.
RESERVATION REQUEST

National Auctioneers Association
National Convention
July 10-14, 1990

Reservations received after June 8 or after the room block has been filled are subject to availability and prevailing rates.
The Hyatt Regency Baltimore will not hold your reservation after 6 p.m. on the day of arrival without guaranteeing
the reservation with one of the following:
a. An enclosed check or money order covering the first night’s stay to include 12% occupancy tax.
or
b. Major credit card with an expiration date and an authorized signature.
Deposits will be refunded only if cancellation notification is received at least 24 hours prior to arrival

Check in Time: 3:00 - 5:00 p.m. Check Out Time: 12:00 Noon
300 Light Street ® Baltimore, Maryland 21202 e (301) 528-1234 e Telex 87577 ® FAX (301) 685 3362

No extra charge for children under 18 in same room with parent

Type of Room # of rooms | Convention rates | Regency Club Rates Please print clearly when writing information

Single (1 person) $95 $183 NAUA

Double (2 persons) $105 $203 Reservation code:

Triple (3 persons) $125

Quad (4 persons) $145 Arrival date:

One Bedroom Suite $250-$450

_Two Bedroom Suite $350-$550 Departure date:

Rollaway/Crib Rental $20 o
Regency Club accommodations include a
continental breakfast in addition to special
guest room services and amenities on a

privately keyed-off floor.

Name Credit Card Holder’'s Name:

Share With: Credit Card #

Gold Passport #: Expiration Date

Address OAmerican ExpressOMaster CardOVisa
ODiscoverOCarte BlancheODiners Club

: Special request

FARE Lp—— 0 Check or Money Order Enclosed Amount

Signature

10/April 1990/THE AUCTIONEER



Advance Conven tlon \ gistra tlon Form

-\.-\.!.- i " ".a'-'u j :‘-.H ..“ r‘IL 1.""'

Instructions: Return this completed form wnth aII conventlon reglstratlon fees to: Natlonal Auctloneers
Association, 8880 Ballentine, Overland Park, KS 66214. Make one check payable for all convention fees
(registration, tours, CAIl seminar, Auxiliary luncheon, Auxiliary dues) to the NAA. PLEASE print all
information. Early convention registration deadline is June 15, 1990. Any and all registrations received
postmarked after that date will be charged the regular rates. Remember to fill out the hotel reservation form

(on opposite page) and send it directly to the HOTEL!
Register Yourself Here:

b

S

Name Register Your Spouse/Children/Guests Here:
Nickname For Badge Name:  Relationship
Address Name: ge:ations:ip
City, State/Province Name: ______Re at!ons !p

Name: Relationship
ZIP/Postal Code -
Have you received CAl designation? __Yes _ No Phone:

Is this your first NAA convention? Yes No

PART ONE —REGISTRATION FEES PART THREE: OTHER OPTIONAL EVENTS
Registrations postmarked on or CAIl Seminar (Lunch Included)
before June 15, 1990: No registrations accepted after June 29, 1990 — limited space.
Early Adult Convention CAI/NAA Members/Guests
Registration Fees . persons @ $75= $ (9)
persons @ $100 = $ (1) Registrations postmarked after June 15, 1990
Early Child (12 & under) persons @ $100 = $ (10)
Registration Fees Auxiliary Luncheon
ey PONBONTS @ $75 = 3§ (2) persons @ $15 = $ (11)
Registrations postmarked miary Annual
after June 15, 1990: Membership
Late Adult Convention ~ _persons @ $5 =% (12)
Registration Fees Note: PRINT full names of Auxiliary membership
persons @ $1 25 = $ (3) apphcants_
Late Child (12 & under)
Registration Fees :
persons @ $100 = $ (4) FRNE Ty RECTO—
Total Registration Fees :
(Total of lines 1 & 2 First Name Last Name
or 3 & 4) = $ (5) - E
FIRST-TIME DISCOUNT: | I(-"algl'l;l;ll;:gss S;I'OTAL OPTIONAL EVENTS FEES
Deduct 50% from line 5 if NAA member is 10. 11 and 12) ' E—:—j“g)
attending the National Convention for the :
first time.
less 50% = $ (6) SUMMARY

Total Amount Enclosed
Add totals from Part One (line 7);

Part Two (line 8); and
Part Three (line 13)

Make one check payable to the NAA for ALL your
convention fees (registration, tours, CAl Seminar, Auxil-
iary luncheon, Auxiliary dues).

NET REGISTRATION FEES

PART TWO-TOUR FEES
Enter Total Part Two

Tour Fees:
(see reverse side) (8)

. DO NOT include your hotel reservation form and hotel
NAA Coupcnl Interest : : deposit with this convention registration form. Mail hotel
Please specify the NAA Council Meeting reservations DIRECTLY TO THE HOTEL.
you plan to attend:
Agri-Business Return this completed form with your payment to:
Commercial and Heavy Equipment National Auctioneers Association

8880 Ballentine
FBIBONal Fropaty Overland Park, KS 66214

Real Estate | Don’t Forget Tour Registrations On The Reverse Side!
Support Personnel

THE AUCTIONEER/April 1990/11




Tour A—Washington Whirl-A-Round
Tuesday, July 10, 8:30 a.m.-4:30 p.m.

Enjoy a continental breakfast as we
journey to Washington, D.C., the beautiful
city on the Potomac River. View such
historic landmarks as the Washington
Monument, the Library of Congress, the
Jefferson Memorial and the White House.
We will first tour the Capital, whose his-
tory and architecture make it a ““‘must see’’
on every visitor’s list. We'll also visit the
Air and Space Museum, the Smithsonian’s
largest and most popular museum, which
houses the nation’s aerodynamic treas-
ures, and the Vietnam Memorial. Time will
be allowed for browsing and lunch on your
own at Union Station. Sodas and snacks
will be served en route back to Baltimore.
Admissions, transportation, breakfast and
snacks on return included but not lunch.

persons
@$40 each

= Tour A fees $
Names of Registrants for Tour A

Tour B — Harbor Highlights
Tuesday, July 10, 6:30 p.m.-10:30 p.m.
This evening’s festivities begin as we
board ‘“The Bay Lady,’’ our city’s best in
entertainment afloat. As we cruise into
Chesapeake Bay, past Fort McHenry, which
inspired the ‘’Star Spangled Banner,’” we
will dine and enjoy a full musical revue in
the comfort of a climate-controlled dining
room. One full deck has been reserved
solely for the members of our group.
Please note: Although the dress for this
event is casual, blue jeans and tennis
shoes are not permitted. Fee includes food
and transportation.
persons
@ $40 each
= Tour A fees $

Names of Registrants for Tour B

Tour C — Seafood Feast
Tuesday, July 10, 7 p.m.-9 p.m.

Two converted fishing boats at Harri-
son’s Pier 5 Restaurant serve as host for
the Seafood Feast. Only 125 NAA mem-
bers will be allowed to sign up for this
delicious meal, which will include spiced
shrimp, fried clams, hard shell crabs and
Chesapeake House crab cake, along with
roast beef for the non-seafood lovers. And
this is only an abbreviated list of the menu
for the evening. Fee includes food. Offered
as an alternative to the Harbor Highlights
Tour.
persons
@ $26 each
= Tour C fees $

Names of Registrants for Tour C

12/April 1990/THE AUCTIONEER

Tour D —Best of Baltimore
Wednesday, July 11, 10 a.m.-4 p.m.
Take in the dazzling sights of the city as
we first ride to historic Federal Hill, once
used as a lookout during the Civil War.
Ride through Otterbein, the largest $1
homesteading project in the U.S., as we
continue on to Fort McHenry, the world-
famous landmark that inspired Francis Scott
Key to write the ‘’Star Spangled Banner.”
Upon our arrival, we will view a short film,
and then have an opportunity to tour the
fort. Lunch will be enjoyed at one of the
city’s most delicious restaurants, located
in a beautifully restored 1861 townhouse.
Our last stop will be the Maryland Histori-
cal Society for a private docent-led tour of
this impressive museum. Fee includes ad-
mission, lunch and transportation.
persons
@ $38
= Tour D fees $

Names of Registrants for Tour D

Tour E—Capital Treat
Wednesday, July 11, 9:15a.m.-4:30 p.m.
Join us on a tour to historic Annapolis,
Maryland’s state capital. Our guide, dressed
in Colonial garb, will conduct a walking
tour that includes stops at St. Johns Col-
lege, Francis Scott Key’s alma mater, and
the State House where George Washing-
ton resigned his commission. At the United
States Naval Academy, we’ll have an
opportunity to view the Chapel, the crypt
of John Paul Jones and Bancroft Hall, the
home of midshipmen at the Academy. A
delicious luncheon will follow at one of the
areas most popular restaurants. Fee iIn-
cludes transportation, lunch and admis-
sion.
persons
@ $50 each
= Tour D fees $

Names of Registrants for Tour E

Tour F — Wonderful Wilmington
Thursday, July 12, 9 a.m.-5 p.m.

One cannot think of Wilmington with-
out immediately thinking also of the du
Pont dynasty. Today’s tour takes us to
Winterthur, the original house of the du
Pont family. Names like Paul Revere, Dun-
can Phyfe and George Hepplewhite leap to
life in this awesome collection gathered by
Henry Francis du Pont. We will be divided
into small groups of six to ensure a truly
special tour of this amazing home. A box
lunch will be served en route to the Bran-
dywine River Museum, home of the largest
collection of Wyeth paintings in the coun-
try. Fee includes transportation, lunch and
admissions.

persons
@ $50 each
= Tour F fees $

Names of Registrants for Tour F

Part Two — 1990 Tours Registration Form

Family Tours

Youth Tour 1 — Baltimore by Land and Sea
Thursday, July 12, 9:30 a.m.-3:30 p.m.
Day begins with a narrated walking

tour of downtown. The first stop will be
the National Aquarium to see and experi-
ence its display of ocean and aquatic
creatures. Lunch will be enjoyed at the
Chart House, arenovated waterfront build-
ing. After lunch a tour boat will take you on
cruise to Fort McHenry, birthplace of the
‘’Star Spangled Banner.’’ At the fort, you
will watch a historical film before heading
back. $28 fee, based on a minimum of 30.
Includes guide, lunch and admissions.

persons

@ $28 each

= Tour 1 fees $

Names of Registrants for Youth Tour 1

Youth Tour 2 —Baltimore’s Sights and De-
lights
Friday, July 13, 9 a.m.-4 p.m.

The day begins with a narrated walk to
the Maryland Science Center. Then the
tour makes a stop at the B&O Railroad
Museum, where an extensive collection of
railroad memorabilia, locomotives and cars
are on display. You will also see the unique
model train garden. The tour’s final stop
will be the Baltimore Zoo. The new Chil-
dren’s Zoo is a highlight that can be expe-
rienced along with the spectacular colony
of African blackfooted penguins and over
1,200 exotic birds, mammals and reptiles.
Fee of $29 includes guide, lunch, transpor-
tation and admissions, based on a mini-
mum of 30.

persons
@ $29 each
= Tour 2 fees $

Names of Registrants for Youth Tour 2

Youth Tour 3—Baltimore: The All Ameri-
can City
Saturday, July 14, 9:30 a.m.-2:30 p.m.

Walk the cobblestones of Otterbein, a
harbor neighborhood thatis being resettled
by ‘‘homesteaders’’. The next stop on the
touris the Maryland Science Center, where
there are scores of fascinating displays,
films and learning experiences, focusing
on everything from earth to outer space.
See |-Max, the most incredible visual pres-
entation system in Baltimore. You can
choose from many different eateries in the
glass pavilions of Harborplace for lunch
(not included). The Public Works Museum
and Streetscape is the last stop on the
tour. This museum features exhibits, media
presentations and an old art gallery depict-
ing engineering history and what goes on
underneath the city streets. Fee of $13
includes transportation and admissions but
not lunch, based on minimum of 30.

persons
@ $13 each
= Tour 3 fees $

Names of Registrants for Youth Tour 3




Convention Program At-A G/ance (subject to change)

Sunday, July 8

All Day

Early Registrants’ Arrivals

Monday, July 9

All Day
8:00 a.m.

8:00 a.m.
11:15 a.m.
9:00 a.m.-6:00 p.m.

Early Registrants’ Arrivals
NAA Convention Office
Opens

Host Association Room
Golf Tournament

CAl Board Meeting

R R R e B e T i R A 1 e G e e
Tuesday, July 10

All Day

8:00 a.m.-5:00 p.m.
8:00 a.m.-5:00 p.m.
8:30 a.m.-4:30 p.m.

9:00 a.m.-5:00 p.m.

Registrants’ Arrivals
NAA Convention Office
Host Association Room

Tour A - Washington Whirl-

A-Round

By By L e S e e

S B B e e e B S PO A e

R S s

CAI Nominating Committee

CAl Seminar

NAA Committees’ Meeting

CAIl Luncheon

NAA Registration

CAIl Reception

NAA Exhibitors Setup
Tour B - Harbor Highlights
Tour C - Seafood Feast

= S e S S e e e Sy CRPE § Lk By R g S
Wednesday, July 11

9:00 a.m.-5:00 p.m.
9:00 a.m.-5:00 p.m.
11:30 a.m.-2:30 p.m.
1:00 p.m.-6:00 p.m.
5:00 p.m.-6:00 p.m.
6:00 p.m.-10:00 p.m.
6:30 p.m.-10:30 p.m.
7:00 p.m.-9:00 p.m.
All Day

8:00 a.m.-5:00 p.m.
8:00 a.m.-5:00 p.m.
8:00 a.m.-6:00 p.m.
8:00 a.m.-6:00 p.m.
8:00 a.m.-6:00 p.m.
8:30 a.m.-12 noon

9:15 a.m.-4:30 p.m.
9:00 a.m.-6:00 p.m.

9:00 a.m.-5:00 p.m.
10:00 a.m-4:00 p.m.
2:00 p.m.-3:30 p.m.
4:00 p.m.-5:30 p.m.
7:0

:00 p.m.-11:00 p.m.

Registrants’ Arrivals

NAA Convention Office
Host Association Room
NAA Exhibits Open

NAA Registration

NAA Nominating Comittee
CAIl Annual Meeting

Tour E - A Capital Treat

1990 Int'l Auctioneer Cham-

pionship Preliminaries
NALLOA Meeting

Tour D - Best of Baltimore
CAIl Board Meeting

INg
International Auctioneers

NAA Auxiliary Board Meet-

Championship Final and En-

tertainment

T N e R e I S R S e T i YRS s
Thursday, July 12

All Day

7:30 a.m.-5:00 p.m.
7:30 a.m.-5:00 p.m.
7:30 a.m

7:30 a.m.-9:30 a.m.
9:00 a.m.-5:00 p.m.

9:30 a.m.-6:30 p.m.

9:30 a.m.-6:00 p.m.
9:45 a.m.-12 noon

9:45 a.m.-12 noon
9:45 a.m.-5:00 p.m.

10:00 a.m.-12 noon
12 noon-1:00 p.m.
1:30 p.m.-5:00 p.m.

5:00 p.m.-6:00 p.m.

Registrants’ Arrivals

NAA Convention Office
Host Association Room
Parade of Flags
Commencement Breakfast
Tour F - Wonderful Wilming-
ton

Youth Tour 1 - Baltimore by
Land and Sea

NAA Exhibits Open

NAA Auxiliary Annual Meet- ' offered. (Travel solely on Delta Connection Carriers, and travel

. from Delta’s Canadian cities will apply at a 35 percent discount).
. Seven days advance reservations and ticketing will be required.

ing and Seminar

NAA Hall of Fame Meeting
NAA Nominating Commit-
tee

Sex Roles and Body Lan-
guage Seminar

NAA Past Presidents Lunch- 6760 for reservations 8 a.m.-8 p.m., Eastern time, daily.

eon

~ steps:

Indust./Heavy Equip. Semi-
nar. Support Services Semi-

nar
NAA Foundation Board

5:00 p.m.-7:00 p.m.
7:00 p.m.-Midnight

Meeting

NAA Fun Auction Registra-
tion

1990 NAA Fun Auction

Friday, July 13

Il Day
0 a.m.-8:30 a.m.

0 a.m.-5:00 p.m.
0 a.m.-6:00 p.m.
8:00 a.m.-5:00 p.m.
8:30 a.m.-12 noon
9:00 a.m.

9:00 a.m.-4:00 p.m.

All
7:0
8:00 a.m.-5:00 p.m.
8:0
8:0

12 noon-1:30 p.m.

12 noon-3:00 p.m.

1:30 p.m.-5:00 p.m.
1:30 p.m.-5:00 p.m.
3:30 p.m.-5:00 p.m.

7:00 p.m.-11:00 p.m.

Registrants’ Arrivals
Election Committee Break-
fast

NAA Convention Office
Host Association Room
NAA Exhibits Open

Youth Activities

Annual Meeting

Election of Officers/Direc-
tors

Youth Tour 2 - Baltimore’s
Sight & Delights

NAA Board of Directors
Luncheon

NAA Auxiliary Luncheon
Real Estate Seminar
Personal Property Seminar
NAA Auxiliary Board Meet-
ing

NAA Awards Banquet

LT T T T B O MR R G 1931 1% o o e A O s ]
Saturday, July 14

All Day

8:00 a.m.-5:00 p.m.
8:00 a.m.-5:00 p.m
8:00 a.m.-1:00 p.m.
9:00 a.m.-12 noon
9:00 a.m.-12 noon
9:30 a.m.-2:30 p.m.

12 noon-1:30 p.m.
1:30 p.m.-3:00 p.m.
1:30 p.m.-3:00 p.m.

1:30 p.m.-3:00 p.m.
y &
8

Conventlon

Airline

00 p.m.-11:00 p.m.
OOpm 1100pm.

Registrant’s Departures
NAA Convention Office
Host Association Room
NAA Exhibits Open

Real Estate Seminar
Agri-Business Seminar
Youth Tour 3 - Baltimore:
The All American City
NAA Aux. Past Pres. Lunch-
eon

State Newsletters Editors
Seminar

State Assoc. Officers Meet-
ing

NAA Councils Meetings
President’s Banquet

R R e e TR S K I o

A

DELTA

Delta Air Lines Inc., in cooperation with the National Auc-
tioneers Association, is offering special rates which afford a 5
percent bonus off Delta’s published round-trip fares within the
United States and San Juan, providing all rules and conditions of
the airfare are met.

If special fares do not coincide with travel dates, a 40 percent
discount off Delta’s unrestricted round-trip coach rates will be

To take advantage of either discount, follow these simple

1. Call Delta, or have your travel agent call, at 1-800-241-

2. Refer to file number: NO164

3. Certain restrictions may apply and seats are limited.
4. These discounts are available only through Delta’s toll-free

number, so call today!
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1990

\ Bid Calling Contest

Sponsored and Conducted by the
National Auctioneers Association

. ¥ ) Hyatt Regency, Baltimore, Md.

Marvin E. Alexander, CAI
1989 Champion

Purpose of the Contest

To promote the auction method of marketing real and personal property and to emphasize the importance of the auctioneer as
an effective marketing specialist.

Qualifications, Rules & Procedures

Each contestant must be at least 18 years of age and a member of the National Auctioneers Association. The entry fee is $150
(U.S. funds), and payment must accompany this completed form.

Each contestant will be interviewed in a private session on Wednesday morning, July 11, by a panel of judges selected by the
International Auctioneer Championship Contest Committee. An auction of items supplied by the Contest Committee will be conducted
— to a public buying crowd — Wednesday afternoon.

Five specialization categories have been identified by the Contest Committee, which will assist the judges when interviewing
and judging the contestants. It is suggested that each contestant indicate in which category he or she prefers being identified:

(1) Agribusiness (farm equipment, livestock and agriculture-related auctions)

(2) Real Estate (commercial, residential and industrial real estate auctions)

(3) Personal Property (antiques, fine arts, collectibles, household and estate auctions)

(4) Industrial, Commercial and Vehicular (heavy, commercial and construction equipment; auto and truck  auctions)
(5) General Business Liquidation auctions

Contestants will be scored on these points:

(1) He/she takes good initial command

(2) Delivery, poise, eye contact, surveys crowd, appearance

(3) Reaches final bid in proper time. Delays?

(4) Would the judge have the auctioneer work for him/her?

Contest Entry Deadline — July 1, 1990

To ensure that each contestant is scheduled for an interview, can conduct the preliminary auction on Wednesday, July 11, and
receives pre-contest publicity, this entry form is to be completed and sent to the NAA Headquarters. Entries postmarked later than

July 1, 1990, will not be accepted.
The contestants will not be responsible for providing the items to sell at the preliminary presentation auction or the contest. The

judges will select the items (personal property) which the contestant will sell at the preliminary auction. After the interviews have
been conducted, the judges will select 15 finalists who will compete for the title of 1990 International Auctioneer Champion.

The decision of the judges is final in regard to the selection of the 15 contestants who will compete for the 1990 title at 7 p.m.
Wednesday, July 11, in the Constellation Ballroom of the Hyatt Regency Baltimore. The 15 finalists will draw for the auction items
— all personal property — they will sell at the final contest.

Forty-five total items will be sold by the 15 finalists, and each contestant will sell three items — regardless of his or her area
of specialization. The National Auctioneers Association Foundation is contributing personal property items for the final competition,
and all proceeds from the auction will benefit the Foundation and support the Auctioneers Hall of History. The winners will be
announced Wednesday night, July 11, immediately following the entertainment.

All auction items will be provided to the contestants by the Committee, but it is recommended that each contestant provide an
item to be sold at the 1990 Fun Auction Thursday night, July 12.

Th £ Awa r d S

Each contestant will receive a Certificate of Recognition for entering the competition, and each of the 15 finalists will be
presented a plaque. The 1990 International Auctioneer Champion will be awarded a 14-karat yellow gold charm (tie tack or necklace
charm) with .25 carat diamond and an engraved silver trophy. First and second runners-up champions will receive trophies.
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International Auctioneer Championship

® Contestant Information

Name: Date:

Home Address: Home Ph.

City, State/Province, ZIP/Postal Code:

Business Address: Bus. Ph.

City, State/Province, ZIP/Postal Code:

Specialization Category:

® Media Information

List complete names and addresses of newspapers, radio and TV stations you wish to receive publicity
concerning your participation in the 1990 International Auctioneer Championship.

Name:

Address:

City, State/Prov., ZIP/Postal Code:

Name:

Address:

City, State/Prov., ZIP/Postal Code:

Name:

Address:

City, State/Prov., ZIP/Postal Code:

Name:

Address:

City, State/Prov., ZIP/Postal Code:

Return Completed Form, Along With Entry Fee, 1o:

International Auctioneer Championship
c/o National Auctioneers Association
8880 Ballentine

Overland Park, KS 66214-1985
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$32500

25 WATT AMP
TWIN SPEAKERS

Rechargable Ni-Cad Battery Pack
Charger - Carrying Strap

Dodge EV Cardiod Microphone
Weight Approx. 6 Lbs.

* * * Satisfaction Guaranteed * * *

Payment with order - we pay shipping.
C.0.D. - you pay shipping.
Kansas residents add 5.25% sales tax.

DODGE MANUFACTURING CO.
1016 W. 6TH

P.O. BOX 1513

TOPEKA, KANSAS 66601-1513
913-233-9399

YOUR verion ' TEAM

My sound advice is buy from me
and get your best deal when you need
Lectrosonic voice protection.

e All Long Rangers sold by us include "Red
Special” carrying case and feedback reducer head
and neck mike.

e We sell the famous Wrangler Monitor.

Clerk and cashier can monitor auction
from office. |

¢ 24 hour repair service

¢ Dealer nationwide

e We have in stock the famous Long Ranger
wireless hi-band voice projector. This is one of the
most powerful and durable wireless loud speakers
in the world. We use them as auctioneers and
also as dealers. We can furnish Long Ranger 2-
channel. |

Earl “Red” Wallace and Associates, Inc.

7324 Maple WATS 1-800-359-7015

Wichita, KS 67209 or 1-316-722-0505 day or night
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College of Auctioneering

“Home of Champions”
Since 1948

MARCH, JUNE,
SEPTEMBER, DECEMBER
OF EACH YEAR.

WRITE:
Western

College of Auctioneering

P.0O. Box 50310, Dept. NAA
Billings, MT 59105
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John Darlin, CAI
Lexington, Ky.

Whenever possible I use a video camera
at my auctions. They can be rented for $35
an auction and can be purchased for about
$900.

Now, where I most effectively use this
video camera is in my clerking room.
When that camera is set up on a tripod
behind, it comes right over my cashier’s
and clerk’s heads, and that tape is on for
six hours straight. If we’re going to go be-
yond six hours, I have a little portable
traveling alarm clock that I set back there
and we set it for six hours. When it goes off
we’ve got to pop that tape out and put a
new one 1n.

I tell the ladies and
gentlemen at the

fi protection, because if
anything happens at
' that auction we don’t
want to misidentify
. = anybody, and they
-, feel good about that
- .. because they don’t
want to be misidenti-

fied if something is stolen or missing.

One of the greatest attributes of 1t is my
bad checks are way down because I’ve got
a photograph of everybody coming 1n. I
also have their conversation while they’re
there at the cashiers and if they give the
cashier any lip or, in turn, my people give
them any lip it’s all there on tape. It sure
improves employee behavior and idle
conversation, bad conversation, bad lan-
guage and things of that type.

I take that video tape, put itin a file and
it’s there forever in case you come up with
a lawsuit later on.

Also, I walk through the auction after
it’s set up and video the entire auction
before we ever sell an item, and that’s kept
as a permanent record, too.

Another little item I do, when I gointo
book the auction I have my video camera
with me and I walk through and video
everything that I’m looking at. I go back
to my office, put it in the video recorder,
and sit there and write my ad because,
gentlemen, we can’t write it down while
we’re there — it’s too time consuming.

I use a video camera for appraisals.
When you’re on site you can give more
attention to the person that invited you and
look at the video tape later.

Wayne Stewart, CAl
Audubon, Iowa

[ have the philosophy and the strong
belief that absolute auction is the way to
fly. In real estate, I
believe in absolute.
I will take a non-
absolute auction if I
have a debt structure
that is near or in
excess of what I think |
might be the mar
ket. .

I have a situation ===
where I’'m trying a®
new experniment. [’m e
selling a grain ele- |
vator in Jowa next
month, and the elevator is not on the rail.
It’s a one-man operation with 300,000
bushels of storage.

And I told my seller, a man very eager
to sell who had the silo on a private listing
for some time, I was afraid of absolute
auction. Nevertheless, he was motivated
to sell.

I told him I would conduct the auction
if he gave me $1,000 for advertising up
front, $1,000 toward my commission and
$1,000 for the potential high-bidder in the
event confirmation cannot be given.

So, $1,000 of the $3,000 in advance
money will be paid to the high bidder in
the event the silo owner is not in a position
to make confirmation when the bidding
ceases. I hope this will motivate someone
that really doesn’t have a whole lot of
interest in buying an elevator in lowa to be
present and maybe try to outwit the game
and run home with $1,000 by spending 30
minutes at the auction.

If we get close, rather than paying
$1,000 to the high bidder, I think the
owner will let him have it. It’s an experi-
ment for me, I hope it works

Note: This particular great idea did not
work. No bids were received. The seller’s
mortgage balance on the silo was well
known in the small Jowa community.
Although there were some people inter-
ested in the silo, they did not bid because
they did not want to pay the mortgage
amount for the silo, knew the seller could
not get confirmation at a lower price and
did not want to take $1,000 from a neigh-
bor just for sticking a hand in the air and
bidding at a price that would prohibit con-
firmation. As soon as Stewart saw what
was happening, the auction was called off.
However, Stewart still believes this 1dea
could work under the right circumstances.
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Norman Hunter, CAI
Rising Sun, Md.

I wanted to share a couple of ideas on
some of our modern technology that’s
around us today.

FAX machines are one of the most
prevalent. How may here have a FAX
machine in their office? If youdon’t have
one, you’d better be looking at one. No. 1,
you can FAX your ads to your newspa-
pers. And I have found another handy
little use for a FAX, if you have a phone-
in bid, or people want to look at an item,
photograph it and you can send that pic-
ture right over your FAX machine. We
have found it to be a very effective tool.

The second tool we use is a video
camera.When we
have phone 1n bids,
I’1l video the items.
It might cost you $8 ¢
or $10 but your re- |
wards are ten fold. |

Video these items
and mail the tape to |
your prospective
bidder. And before
we dO that we VIdeo - ol
self, introduce our- .
selves. We just did
this for a lady in Texas, and we had an
excellent phone-in bid in the amount of
$10,000 on some items. We videoed our
family, introduced ourselves, videoed the
items that this woman was interested 1n,
mailed it to her, and when she got the
videotape she played it, while she was on
the phone. She said no one had ever made
a personal movie for her, and believe me,
it’s an effective tool.

So don’t overlook these FAX machines
and these video machines we have around
us today, they’re one heck of a tool in the
auction business.

It’s an excellent follow-up tool with
your client to give them a copy of the tape.
I usually go back in two weeks. I also ask
them if they have had any problems and go
over any questions they might have from
the auction. It’s an excellent time to settle
any dispute or anything they have on their
mind and it’s a reference tool as well.

I’ll tell you another aspect of that.
When you video your auction and you take
a copy to your client, at one point in time
or maybe numerous times they’re going to
sit down and show it to their friends and
relatives and everybody in that room 1s a
client for you and I. So we don’t want to
overlook that tool.
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1990 Ad Contest Underway

The deadline for the 1990 NAA
Advertising Contest isn’t until June
15, but now is the time to begin
assembling your entries. Winners
will be honored at the Awards Ban-
quet during the 1990 NAA
Convention in Baltimore.

Contest Rules

(1) All entries must be received at
the NAA Headquarters in Overland
Park, Kan., before the close of busi-
ness Friday, June 15, 1990.

(2) Entries must be in promotion
of auctions occurring between June

1, 1989, and June 1, 1990.

(3) All entries must display the
NAA emblem or contain the state-
ment that the auctioneer is a mem-
ber of the National Auctioneers
Association.

(4) Each advertisement for a spe-

copy of the publication in which the
advertisement appeared and two
tearsheets containing the ad. Only
one copy of each television or radio
commercial, audio-visual or audio
presentation is required.

(8) Three copies of each printed
piece must be submitted for every
entry in the Print Section. One
copy will remain in the NAA office,
one will be used for judging and
the third will be displayed at
the convention.

(9) Each television commercial
must be submitted on VHS cassette.
Each radio commercial and audio
entry must be submitted on regular
one-eighth-inch audio cassette. Mini
and micro cassettes are not accept-
able. Each audio-visual entry must
be submitted as a VHS recording, a
35mm slide presentation with
accompanying one-eighth-inch

Print Sectlon
Categorws

- A Newspaper

audio cassette (do NOT submit slide
presentation with script) or an 8mm
or 16mm film loop cartidge.All tapes
must be rewound and ready to play.

(10) In the Print Section, 44 first-
place awards will be presented —
one for each of the Seven Divisions
in Categories A through F, plus one
each for Categories G and H. In the
Broadcast/Audio-Visual Section,
first-place awards will be presented
for each of the five Categories.

(11) A “Best of Show” award will
be presented to the best entry sub-
mitted in the Advertising Contest.
The winning entry will be removed
from competition with the other
entries in the Division or Category
in which it was entered.

(12) Failure to comply with any
of the rules will cause the entry to
be judged ineligible for the Adver-
tising Contest.

( Categorws A-F Only) . .

(1) Commerclal and Indusﬁ al

cific auction must include
information regarding:
a. whether the auction was
actually held,
b. whether the auction had a
reserve,
c. whether the property was
sold, and
d. whether the sale price met
the expectations of seller and
auctioneer.

~ B.Magazine . - — Entries in promotion of the sale
- C Multlple-Page Catalog ~ of commercial and 1ndu3trlal *

 (regardless of the number °f . 'equlpment and/or faclhtles
~colors of ink) - . i T o I

?'_ ;_i__?}}';D .ne-Color Plece (one calor of f- [;'__;'e;'iisale ef

:_ef;{;z'_:ff_}o-Celor P1ece (two colors of

nk)  farmland should I
u es atl ;Real Estate DIVIBIGII )

(5) Each member entering the
contest is limited to one entry per
Category in the Broadcast/Audio-
Visual Section and one entry per
Division per Category in the Print
Section. Each entry must be accom-
panied by an official entry form and
clearly labeled as to which Section
and Category (and Division, if for
the Print Section) it is to be entered.

(6) All NAA members are eligible
to participate, except that 1989
Advertising Contest winners are
ineligible to compete in the Print
Division or the Broadcast/Audio-
Visual Category in which they won

in 1989. _
(7) In the Print Section, each ;:ludm-.nly Presentatxon . ff;pmmotmn of an 1nd1v1dual auctmn

NeWSpaper and MagaZine Category .
en‘try must include one complete | .....

. 'Categones
I 30~Second Telev:tsmn
- Commercial .

. *'_'gJ 60-Second Telewsmn ~ (6) General Househ .
- Commercial - Estate Lic mdatmn — Entmes m
- K Radio Commerc:al . ;i;promotlon of auctions of the con-
_ jL Audm~V13ual Promotlonal-_' . ",f-tents of a household and/or estate
. aEEl e e - (7 Institutional — Entries in
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1990 NAA

Advertising Contest

Entry Form

Include One -- And Only One
Completed Form Per Entry

Entry Deadline Is June 15, 1990

Print Section

Category:
(Check One)

A. Newspaper

B. Magazine

C. Multiple-Page Catalog

D. One-Color

E. Two-Color

F. Multi-Color

G. Auction Business Stationery
H. Auction Business Newsletter

Division:
(Check one unless entry is in Category G or H

1. Commercial and Industrial
Farm or Farm-Related

Real Estate

Antiques and Collectibles
Specialty

General Household & Estate
Liquidation

Institutional
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2
3.
4.
5.
6.
y

Describe the auction’s success
(See Contest Rule 4)

@ __
(b)
(C)
d _____

NAA Member Submitting Entry:

(List Individual, Not Company])
Name

Address
City, State, Zip
Phone(s)

Broadcast/Audio-Visual Section

category:
(Check one)

1. 30-Second Television Commercial
___J. 60-Second Television Commercial
K. Radio Commercial

__ L. Audio-Visual Presentation

__ M.Audio-Only Presentation

Describe how the advertising
was used:

Send all entries to:

National Auctioneers Association
8880 Ballentine
Overiland Park, KS 66214
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RTC

from page 7

government money, from helping to man-
age and sell the properties.

A lot of these people in the oil patch
states, a lot of brokers, became rich selling
properties, became developers, then went
bust. They will be precluded from in-
volvement 1n asset disposition.

They have a bad track record with the
RTC, and they’re being precluded from
being involved in the sale of RTC proper-
ties, which I think is a good thing.

A Colorado Springs broker was quoted
as saying, ‘‘I believe we have already seen
property values in the market hit bottom.
It just seems we are going to stay at the
same prices longer.”’

Well, you can see the fallacy. He’s
thinking we’re just going to go on and
sales will take a little bit longer. We’ll be
able to keep the prices up there. These
erroneous comments are the kinds of things
we need to educate our government offi-
cials about.

It’s getting better than 1t was three or
four years ago when all government offi-
cials had that mentality of ‘‘let’s hold
properties, especially in my district. We
don’t want to sell because all the Realtors
were saying ‘don’t hold auctions.’ You’ll
depress the market.

The government officials have seen,
that by holding properties, it costs the
taxpayers much more money. The longer
a property is held, there are the taxes, the
insurance, a threat of vandalism and the
time value of money lost — tremendous
carrying costs that government agencies
never counted.

For example, one agency had ahotel on
the market for $10 mullion. It was ap-
praised at $5 million. ‘‘No,”’ they said,
‘‘we’re going to get our $10 million; it just
may take us a few years to get it. Then we
will be even.”’

That’s just the type of mentality they
have. They didn’t count the carrying costs
or the years it may take to get their target
price, and I don’t think they will ever get
their price.

More and more Senators and Represen-
tatives are starting to see the light. They
realize that American taxpayers know about
the RTC properties in their communities,
and they are going to hold back from
buying until the situation is resolved as to
the selling or holding of properties.

So, my suggestion 1s the quicker these
properties are offered for sale, the quicker
auctioneers and brokers sell these proper-
ties, the quicker the problem is going to go
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away, and economies will reach a true

level.
Holding properties creates a false econ-
omy. You always hear, ‘‘I think Houston

is coming back.’’ I think, baloney.

I don’t think Houston has bottomed out
yet. Wait until the RTC unloads about
25,000 properties.

But the Realtors in Houston are saying,
‘‘sales are up this month, things seemto be
coming back — we’re getting a little higher
price per square foot.”’

They’re trying to encourage buyers to
come to the market. But the smart buyers
are saying, ‘‘wait a minute. There’s so
many properties that are going to come on
line, why should I enter the market now?

Until we address this problem in America
of selling these properties and not holding
them, the problem will only grow worse.
All of us have to encourage our elected of-
ficials to get these properties sold.

There’s not going to be any dumping.
We are not in the dumping business. We
sell to end users for the most part. We’re
not looking to sell to investors and specu-
lators, and we rarely ever do. We want to
get that almighty top dollar. That 1s the
uniqueness of the auction marketing con-
cept.

We have received some support in this
area. Edward King, professor of banking
and monetary economics at Ohio State
University, wrote a book called ‘‘The
S&L Insurance Mess: How Did It Hap-
pen.’’ He states, ‘‘selling the assets 1s the
hardest thing to do and therefore the task
government officials have been avoiding
in the past several years.

‘“These properties are already affecting
the local real estate markets,’’ King con-
tinued. ‘‘Selling them off will make the
market more orderly. A lot of these proj-
ects are half completed. If they rot and
decay and are vandalized, they will disap-
pear from the market, and that will only
benefit those people who are holding
substitute assets or who can build substi-
tute assets. There is a screw the taxpayer
attitude out there in Washington.”’

The bottom line is we must sell this
property now. We talked about the law-
suits — the possibility of 100,000 law-
suits. Every property is not available today
as a result of the lawsuits. It’s not going to
take five years to sell out the S&L’s, which
1s what Congress has mandated. We’ll be
talking about these properties 10,15, 20
years from now. Then we will get into the
banks and other agencies that will have

gotten into trouble by then.

There is some good news. RTC came
up with a strategic planJan. 4. In that plan,
the RTC’s oversight board said RTC
properties should not be held by the RTC
in hopes that prices would improve later.
The plan went on to say that holding
properties off the market for an extended
period of time may increase the ultimate
cost because of the expense of managing
and maintaining the properties and the risk
of vandalism and physical deterioration.

The section of the plan concludes,
‘““‘moreover, holding property off the market
may be contrary to the interest of the local
community because of the uncertainty
arising from not knowing when the prop-
erty may be placed on the market for
sale.”’

An FDIC spokesman said, ‘‘RTC will
be short on cash on a regular basis until it
starts reaping the returns of efforts to sell
the assets of failed thrifts, including thou-
sands of pieces of foreclosed real estate.’’

So, they have been listening to us and
others. The future is looking brighter;
they are starting to deal in the real world.
We still have a ways to go before you’ll see
regular auctions. Get involved in chang-
ing the attitudes about selling property.

As far as the criteria, RTC will use to
select an auction company, there are none
yet. However, I expect those guidelines
will be similar to FDIC guidelines. Here
are a few things RTC will probably want
to know from you. Many of these items
exist on an existing FDIC vendor form.

1. The length of time you have been in
business.

2. The number of employees available
to conduct auctions.

3. They want to know about your spe-
cialties. (Remember, they are looking for
people to sell personal property as well as
real estate.)

4. Tell them you will cooperate with a
broker. If you don’t you won’t get the
deal. RTC is looking for people who will
work along with the brokers in the com-
munity -- “share the pie.” It’s good will,
and it’s important we’re involved that
way.

5. Commission rate — all you can get.

6. Tell RTC officials that you want to
use a buyer’s premium. The buyer’s pre-
mium works and works well. It’s one of
the best tools you can use for selling
anything. So, don’t be afraid to put it in
there. They understand it at FDIC, and
they will understand it at RTC.

(Continued on page 41)
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On Congressional Issues

NAA alerted decision-makers to prob-
lems with Pentagon inventories, Housing

and Urban Development (HUD) proper-
ties and Resolution Trust Corporation (RTC)
appraisals.

Since our last report, developments
have moved rapidly on a number of fronts.
Representing the National Auctioneers
Association and the National Auction
Marketing Coalition (NAMCO), Campbell-
Raupe has been in contract with Washing-

ton decision-makers on a wide range of

subjects.

Some Highlights Follow:

An important victory this month
regarding the investigation of the U.S.
Customs Service’s seized property and
asset disposition program:

COMMITTEE REPORT
ON CUSTOMS SERVICE
ENDORSES AUCTIONS

Information we supplied to the Ways
and Means Oversight Committee regard-
ing the U.S. Customs Service’s seized
property and asset disposition program
has yielded positive results for auction-
marketing. The Subcommittee was inves-
tigating losses and mismanagement by the
program’s contractor.

Last October we attended the Subcom-
mittee’s hearing with members of the NAA
Board of Directors who were meeting in
Washington. In testimony submitted to
Congress, the NAA presented an eight-
point plan of action.

The Subcommittee report, now released,
endorses the auction option.

The following is a direct quote from the
report:

‘“Combine isolated property with ex-
isting local auction markets as an alterna-
tive to sealed bid sales. Customs should
try to include small property lots with, for
example, local private and sheriff’s auc-
tions whenever possible instead of using
the sealed bid process. This would provide
the sales benefits of the live auction forum
while minimizing administrative costs.’’

Virtually all recommendations of the
NAA were accepted by the Subcommittee.

This important development acceler-
ates our momentum, that began with our
RTC victory, in advancing the auction

by the staff
Campbell-Raupe Inc.
Washington, D.C.
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The Washington Report

option. It is very helpful to our future
efforts with HUD, the Department of
Defense and other federal agencies.

Congress wants the views of a con-
cerned business community — the NAA
presence in Washington provided the data
and information that was the basis of
sound policy decisions.

HOUSING AND
URBAN DEVELOPMENT
UPDATE:
AN AUCTIONEER’S COMPLAINT
GETS ACTION

A decision by the Department of Hous-
ing and Urban Development (HUD) 1n
January of 1989 suspended all public
auctions of acquired real estate. This had
an adverse impact on auction companies,
the federal government, and all taxpaying
homeowners. Our investigation into this
policy revealed the suspension was based
on the invalid data and flawed analyses by
HUD.

While the auction industry suffers from
being shut out of this area of government
sales, HUD also loses money when its
property sits empty or remains unsold on

the market. As the surplus of HUD real
estate grows, it depresses property values
for all homeowners and wipes out years of
accumulated equity for everyone. This 1s
especially true in states such as Texas with
a large inventory of HUD property.

In February, we brought a Texas real
estate auctioneer to Washington to meet
with HUD officials and Texas Senators
and Congressmen. We presented a strong
case for auction-marketing as the pre-
ferred method of property disposal. We
also gave examples of the outstanding
results that auctioneers can bring to their
customers — whether an individual selling
one lot or the federal government selling a
thousand.

The Congressional offices of Senator
Lloyd Bentsen, Senator Phil Gramm and
Congressman Steve Bartlett were briefed
on HUD’s auction policy and reasons that
private sector auction-marketing should
be reinstated. The Congressional staff
recognized the importance of stabilizing
the real estate market in Texas and other
areas and understood that auction sales
could eliminate surplus conditions and
minimize financial losses for HUD and the
federal government.

A significant start has been made on
changing HUD’s current policy by alert-
ing Congress to the dangerous impact that
large HUD inventories will have on the
sale of other government owned real es-
tate. Unless corrected, it will adversely
affect the value of all privately owned
property.

A concerted effort by all auctioneers
can make a difference. Let your Senators
and Congressman know of your opposi-
tion to HUD’s auction policy.

AUCTIONEERS ALERT
CONGRESSMEN TO PENTAGON
INVENTORY STUDY:
CONGRESSIONAL HEARINGS
ARE SCHEDULED

On Jan. 24, the NAA wrote Congress-
man Nick Mavroules, Chairman of the
Armed Services Investigations Subcom-
mittee, outlining a GAO study important
to auction-marketing. The General Ac-
counting Office (GAO) is the watchdog

(Continued on page 45)
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Another IP Advantage. ..

For your convenience, we now
offer the latest in Data Transfer
Services.

[f you want complete control over
your design, send us your
camera-ready PostScript files
(either PC or Macintosh) for high
quality output. Or send your
copy to us on disk or via
modem. It will be sized according
to your layout or a custom
design will be created for you by
our full-service art department.

L

Call today to learn more about
our new Data Transfer Services.

i
I

INDUSTRIAL PUBLISHING, INC.

- The Auction Brochure Specialists

PO. Box 70208 e 2895 Chad Drive
Eugene, Oregon 97401

Telephone: (503) 342-1201
Toll Free: 1-800-677-1500
Fax: (503) 344-6395
Modem: (503) 342-2820
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NAA Members Assist

In Celebrity Auction

Margaret Combs, CAI, and Robert
Koty, CAI, helped raise funds for re-
search into the causes of cystic fibrosis.
They were the auctioneers at the Fourth
Annual Cystic Fibrosis Tennis Auction
Ball at Short Hills, N.J.

Sixteen tennis professionals, including
Billie Jean King and Ilie Nastase, each
paired with an amateur, were auctioned
the night of the ball.

Successful bidders became owners of
teams, and each owner won a prize valued
at over $2,000.

The funds raised at the auction will be
used to aid i1n the fight against the No. 1
killer of children. But there is hope. The
gene that causes cystic fibrosis has been
isolated and there i1s more hope than ever
for progress in treating the disease.

Norton Auctions

Boblo Carousel

Over 700 potential bidders from as far
away as California, New York and Florida
braved a severe winter storm to attend the
auction of the Boblo Island Amusement
Park’s 1906 Illions Carousel.

The auction was conducted by Norton
Auctioneers of Coldwater, Mich., at the
historic Dearborn Inn in Dearborn, Mich.

The amusement park purchased the
carousel new in 1906, and it knew no other
home during its illustrious career. The
carousel is being replaced by an antique
replica.

First, the 44 horses, two goats, two
deer, band organ and two chariots were
sold individually for $860,750. The carou-
sel was then offered as a complete unit in
hopes of preserving it, but after a 20
percent increase over the piecemeal bids
was made, there were no takers at the
$985,000 figure. The individual prices
were:

® outside row deer, $34,000.

® inner row deer, $29,500.

® goats, $27,000 and $24,000.

® horses sold from $8,000 to $25,000.

® chariots, $10,500 and $8,500.

® 1987 Stinson Reproduction Band Organ,
$35,000.

® individual rounding boards, $1,100 each.

® fiberglass mirrors, $550 each.

David Norton, chairman and CEO of

the auction firm, said the total bid of
$860,750 was a record price paid for a
portable carousel of any type.

Auction Success Stories

Hostetters Auction

For Safari Club

Sherman Sr., Lee, CAl and Sherman
Hostetter Jr., CAI, of Hostetter Auction-
eers and Realtors, recently conducted eight
auctions in Reno, Nev., for the Safari
Club International. They auctioned hunts.
trips, guns, paintings, sculptures, furs,
hunting equipment, etc.

This marked the eighth year that the
Hostetters have conducted auctions for
Safari Club International. They also con-
duct various Safari Club International
chapter auctions throughout the country.

[tems auctioned included:

® Dumoulin .338 Winchester, $16,000.

® India hunting trip, $20,000.

® oil painting, entitled ‘‘Siberian Dusk,”’
$18,000.

® British Columbia hunting trip, $18,000.

®bronze sculpture, entitled ‘“Missing Lunch,”
$10,000.

® Wyoming Govemnor’s hunting trip, $36,000.

® SSK Handcannon, a .375 JDJ pistol,
$4,000.

® Mannlicher-Schoenauer .270 Winches-
ter, $7,500.

® Caribou bronze sculpture, $6,100.

® oil painting by Ghiglieri, $9,500.

® 18k gold, diamond and saphire necklace,
$10,000.

® Rigby hunting knife, $425.

® pure silver sculpture, weighing 1,000
ounces, entitled ‘‘Mountain Man,’’ $70,000.

Dolls Are Featured
At Sayler Auction

Dolls — fine furniture — glassware —
those were just some of the items offered
for auction by John L. Sayler, CAI, the
Town Crier, at a recent three-day auction
in Crawfordsville, Ind.

Excitement was in the air. You could
feel it everywhere. The groundwork had
been done with over 100 hours having
been spent on the appraisal and sale bills.

Many hours were spent working on
advertising for numerous newspapers,
which reached over 300 states. This was in
addition to the local sale bills, which the
auction staff delivered up, down and across
state lines.

Arrangements were made with two local
hotels to give discounts to auction atten-
dees, a fact mentioned in sale bills and
newspaper advertisements.

An evening preview marked the start of
the auction. Despite fresh snow and slick
roads, a crowd of 450 attended that pre-
VIEW.

People gathered early on the first day of
the auction to get a good seat. Some of the

highlights from the three-day event were:
® Coca-Cola bottle pencil sharpener, $37.50.
® first edition of ‘‘Ben-Hur,’’ $250.
® sheet music, from $4 to $37.50.
® first edition of ‘‘Gone With The Wind,”’

$42.50.

® book, ‘‘Life Of George Washington,”’
$60.

® 4’ wooden Uncle Sam with broken arm,
$110.

® secveral Porter books by Gene Stratton,
$35

® 28" German Bisque doll, $600.

® 19" German JD Kestner doll, $420.

® 19" marked 250 K.H. Walkure doll with
Bisque Socket head, $400.

® Ideal Shirley Temple doll, $550.

® a BO Plenty Marx toy, $140.

® child’s red wagon with fender skirts,
$200.

® very nice wooden stenciled doll buggy,

$610.
® 1963 Skipper doll with original box and

clothes in mint condition, $70.
® unique child’s leather boots with hearts

at top, $95.
® small Gizzard basket, $90.

® statue of girl holding a spoon on broken
dish, $475.

® old spinning wheel, $350.

® antique wooden trunk, $525.

® several lace pieces and old clothing,

from $30 to $100 an item.

Sports Memorabilia
Brings Top Prices

Sports memorabilia is an ever-growing
market, a statement supported by the suc-
cess of the Sports Memorabilia Auction,
which was held in conjunction with the
Sporting Goods Manufacturer’s Associa-
tion Supershow in Atlanta Feb. 22-25.

Where else could you see NFL vs.
NBA vs. Major League Baseball vs. NHL?

Mike Loftin, CAI, of Rome, Ga., who
has conducted the auction for the last three
years, reported that many records were
broken. Leading the way were items from
the NHL. Wayne Gretzky’s signed All
Star jersey set a record with a bid of
$3,600. Mario Lemieux’s jersey brought
$2,500.

Among items sold this year were:

® Bo Schembechler coin, $35.

® Auburn trading card set, $100.

® NFL Super Bowl XXIV football, $151.

® NY Rangers hockey stick, $210.

® Lanny McDonald photo, $210.

® Dominique Wilken’s shoes, $225.

® North Carolina State trading card set,
$60.
® 1987 All Star Game autographed base-
ball, $200.

® Babe Ruth lithograph, $310.

® Randall Cunningham signed helmet, $405.

(Continued on page 24)
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from page 23

® Larry Bird signed basketball, $275.
® Will Clark signed jersey, $1,475.

® University of North Carolina trading

card set, $100.
® Lyn St. James Helmet, $160.
® Magic Johnson signed jersey, $1,400.

® Bret Saberhagen signed jersey, $1,000.

® Alabama trading card set, $200.

® Brain Boitano poster, $25.

® Isaiah Thomas signed jersey, $725.
® Don Mattingly lithograph, $485.

® Heroes of Hockey signed jersey, $750.
® Slugger’s photo, signed by 11 living 500

plus home run hitters, $1,000.

High Land Prices
Continue In Indiana

The trend toward higher land prices in
southemn Indiana was evident recently when

94 acres of Gibson County farm land was
auctioned for $339,000, a figure thought
to the be the highest paid for agricultural
land since prices peaked nearly a decade
ago. The average price per acre was $3,606.

The acreage, located near Indiana
Highway 68, was purchased by a local
family farming operation, according to
Hugh Miller, CAI, president of Curran
Miller Auction & Realty of Evansville,

Attention
Auctioneers

American auctioneer now resident in
Britain with 17 years’ experience.
Buying for you, packing, shipping
40-ft containers. $8,500 buys you a
minimum 250 lots of ready-to-auction
Victorian, Edwardian furniture,
including loads of good smalls.
Photographs available. My American
customers are my references for your
assurance of my dependability and
trust. No agents. Door to door
guaranteed absolute lowest-freight
rates. Or plan a visit to England.
Accompany me buying from country
auctions, haulers, pickers and
manufacturers of good reproductions.
Enjoy yourself, too. |

Write:
Goodfellows Shipping
73 The Meadows
Prestatyn, North Wales, G.B.
LL198EU
Phone 074570(297)
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Ind.
““The price should be considered land

value entirely. It was not based on 1m-
provements made on the land.,”’ said Miller,
who auctioned the acreage in parcels,
combinations of parcels and as a whole

under the Multi-Parcel Concept. The method

allows potential buyers to bid on the entire
property or on only those properties that

interest them.

Coins, Cards
Auction Quickly

A very fast and competitive pace was set
at Sonny Henry’s Coin and Baseball Card
Auction on Jan. 20 in Peru, Ill.

Some of the highlights are as follows:

® 1853 Lg. cent, $150.

® 1860 Indian cent, $95.

® 1864 two-cent piece, $93.
® 1877 Indian cent, $450.
® Liberty nickel set, $150.

® 1801 half dime, $250.

® Roosevelt dime set, $120.

® Seated dime, $95.

® 1916 Mercury dime, $70.

® 1919-D Mercury dime, $160.

® Barber quarter set, $1,150.

® 1947-D Walking Liberty half dollar,
$95.
® 1949 P-D-S Franklin half dollars, $105.
® 1916 Walking Liberty half dollar, $140.
® 1863 Seated half dollar, $105,
® 1890 Seated half dollar, $700.

,,,,
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® 1901 Morgan dollar, $240.

® 1883-S Morgan dollar, $220.
® 1889 Morgan dollar, $180.

® 1879-O Morgan dollar, $150.
® Walking Liberty half dollar set, $220.
® 1955 Topps Koufax baseball card, $70.
® 1955 Topps Williams baseball card, $70.
® 1958 Maris baseball card, $70.

® 1961 Topps Mantle baseball card, $305.
® 1965 Topps Mantle baseball card, $112.50.
® 1970 Topps Bench baseball card, $50.
® 1975 Brett baseball card, $67.50.

Saffles Coordinates

Benefit Auction

Don Saffles of Burbank, Ohio, coordi-
nated a benefit auction Feb. 3 for two
children that had been badly burned in a
domestic dispute.

About $35,000 was raised to help pay
the medical expenses of the two children
during the eight-hour auction. A total of
808 items were auctioned. Over 700 bid-
ders competed for the goods.

Saffles said the quilt auction brought in
the most money, noting that 32 wallhang-
ings, which sold from $20-$90 each, brought
a total of $1,606.

At times the auction house was quite
crowded with over 1,700 people 1n atten-
dance at times.

The local Amish community was cred-
ited with making the auction a success.
They donated most of the quilts and bid for

A

John L. Sayler, CAI, “The Town Crier,” auctioned these
dolls at his new facility in Crawfordsville, Ind. , recently. Several

of the dolls auctioned for in excess of $400.

xxxxxxx

-\.+ e

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

22,000 Over Appraisal Realized

Don Bates Auctioneers of Ohio, in cooperation with Gene
Simpkins of the All American Auction Company, auctioned this
Dairy Whip on Feb. 3 for $82,000. Both firms operate in the
Cincinnati area. The property had been appraised for $60,000.
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Auctioneering is a very old profession
whose early history is lost in time. One

would think that everything that ever ex-
isted has been put on the block at some
time or another, but as new technologies
develop and new inventions spring from
the mind of mankind, we find the profes-
sion is always growing to meet the chal-
lenge.

It was not too long ago that the jet
plane, computer and copy machine did not
exist. Yet as each joined the world of
commerce, it was only natural that all
would cross the auction block sooner or
later. We know that people were sold and
once the Roman Empire was sold at auc-
tion, so everything in between is anti-
climatic.

As we look ahead to the turn of the
century, it is interesting to speculate what
new items may be in the future for us to
sell. Can we as auctioneers create a market
for ourselves, convincing people that they
should use our services? What is out there
right now that we are not selling at auction
and what should we do about it?

Not too many years ago, one hardly
ever heard of real estate being sold at
auction in New England, yet today, the
auction pages are full of ads for such sales.
Fish is sold at auction in Portland, Maine,
on a weekly basis, yet how many auction-
eers in seaport towns have encouraged
such activity.

We noted in a recent issue of Radio
World that several radio stations were
auctioned recently in Australia. It was
noted that more will go over the block 1n
that country. I discussed this with an old
friend in the radio business, and he relates
that many radio stations in this country,
both AM and FM, have suffered declines
in profits and many are on the verge of
being put on the market or closing.

Merv Griffin was quoted in Radio World
as putting all of his radio and television
stations up for sale. My friend lives in the
Capital District of New York State, which
comprises the cities of Albany, Troy and
Schenectady. In this area, 22 radio sta-
tions are now on the air with the future for

by George Michael
Merrimack, N.H.

most of them in doubt.

The industry seems to have been over
built, such as we are seeing in real estate in
many areas. Here is something new for us
to sell — radio and television stations. One
would not have thought about it several
years ago, but the Australians are leading
the way for us.

In the Feb. 21 edition of The Wall
Street Journal, it was revealed that the
night before, Gov. Rafael Hernandez Colon
of Puerto Rico proposed the sale of the
telephone company, owned by the govern-
ment, at public auction. This proposition
was made to privatize the company and
raise funds for education and public works
projects. Goldman Sachs of New York 1s
handling the sale and potential bidders
may be contacted before the proposal 1s
approved by the legislature. The sale 1s
scheduled to take place this fall.

I would hope that some of our larger
auction firms would pursue this to show
that the public professional auctioneers
can do the best job for the Common-
wealth.

I heard from one developer that auc-
tioneers must become more creative in the
selling of real estate, as so much of it is
really not sold, but rather bought back by
lending institutions. Where is the seminar
on this problem; who can teach it and what
new ideas can come from it?

One person, a few years ago, suggested
a permanent-type auction setup where
anything can be sold, six days a week. He
felt auctioneers in a reasonably populated
area could play on the need for instant cash
with a daily auction at 1 p.m. Consign-
ments could be checked in during the
morning, everything from farm products
to automobiles, household goods to an-
tiques.

Other businesses profit by everyday
operation — they are there when they are
needed — whereas the auctioneer is avail-
able only through planning for a future
date of sale. He feels there are enough
hustlers out there to keep a place in busi-
ness as they would be afraid to miss
something good if they did not attend

Auctloneers Should Seek
New Avenues Of Opportunity

every day.

Right now, the auctioneer has the cus-
tomer coming to him, where perhaps in the
90’s, we should be seeking out the cus-
tomer, armed with ideas, to convince him/
her we can do a good job.

Survey your area and note where the
surpluses are. Every hardware store and
farm and garden shop has dead stock. Ski
shops come on hard times once the snow
goes. Who has done an auction of ski-
related items at the beginning of the sea-
son, selling out last year’s unwanted skis,
clothes, poles, etc.?

I think the slogan for the 90’s should
be: CREATIVE AUCTIONS. Don’t wait
for them to come to us. Create reasons why
auctioneers should contact the public.
Everyone is receptive to making money.
Come up with a plan on how you can help

people do 1it.

Michael Plans Huge

Antique Auction

Michael Auctions of Merrimack, N.H.,
has announced the scheduling of a special
two-day auction liquidating a 50-year col-
lection of fire related antiques, collect-

ibles and memoribilia.
The auction will be held May 23-24 at

the Holiday Inn in Nashua, N.H., with
450 items scheduled for each day.

The collection is so large that another
two-day sale is scheduled for the fall of
1990. Alberta Finch and her late husband,
Ralph, purchased only those items in good
to excellent condition, and several hundred
pieces are in their original boxes.

George Michael, auctioneer, stated,
““in our 40 years of business, this 1s the
finest collectibles sale we will ever have
conducted. I have never seen a collection

like 1t.”’
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Most auctioneers think professional quality brochures cost big bucks. Not ours! Our one page
brochure on glossy enamel paper with two color printing costs just $125. COMPLETE! That's all the
typesetting, layout, photo charges, printing, & folding. Everything except the freight.

Low prices aren't the best part, it's fast delivery. Printing is guaranteed within two days after
approval of the proof. Now that's fast. You send us the photo's and information and we'll mail or fax a proof
back to you, generally the same day we receive it. Many people are surprised when our total production
time is 2 or 3 days, start to finish. They thought it took 2 or 3 weeks.

Professional brochures mean big crowds auction day. A quality brochure pays for itself.

COMING SOON: Booklets & Catalogues any size up to 64 pages...F-A-S-T!!!

GREAT PRICING TOO!

SINGLE PAGE
"Front Only*
8-1/2 x 11

$125.
$149.
$199.
$279.
$449.

TWO PAGE
"Both Sides"
8-1/2 x 11

$245.
$299.
$399.
$499,
$899.

SALE BILL
"Front Only"

11X T

$225.
$279.
$379.
$499.
$8909.

FOUR PAGE
"Both Sides"
s i7

$479.
$549.
$699.
$899.
$1599.

PRICES INCLUDE: All printing and layout charges on beautiful 80# enamel gloss
paper with two color printing. Also includes folding if you wish.
You pay for freight of your choice.
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A Division of Kiefer Auction Supply

USA TOLL FREE (800) 435-2726
24 hour Fax (218) 736-7474
417 W. Stanton - Fergus Falls, MN 56537
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Auxiliary

| Might Take Your Picture
At The NAA Convention

by Arlene Buckles
NAA Auxiliary Historian
Keosauqua, Iowa

Since I have been taking pictures at the
NAA conventions, I have found it makes
a good history lesson to look back over
these now and in the years to come.

They first told me to just take pictures
of Auxiliary events but it seems to me the
Auxiliary is involved in some way all the
way through the convention. So I have the
past two conventions sort of covered ac-
tivities throughout the convention. Some-
one needs a record.

So, I have added 40 plus pages to the
Historian Book in just pictures from each
convention. The pictures are added to the
articles out of the magazines and bro-
chures of the convention.

At the 1988 Convention in Kansas City
I have pictures of the opening of the Hall
of History, which was a great event for
both auctioneers and Auxiliary. At the
1989 Convention the Auxiliary presented
a check for $5,000 to the NA A Foundation
Board for the Hall of History.

It is enjoyable to take some of these

pictures as people arrive at the early days

of the convention. You will usually find
me near the front door as I like to greet
people we haven’t seen for a year even if
I don’t take their picture.

The friendships we have made over the
past years are so wonderful. We eagerly

look forward to each year’s meeting.
This January we were able to travel to

Florida for a vacation and we attended
auctions down there. I especially enjoyed
going to R.K. Beebe’s auction at West
Palm Beach. At 84 he is still doing a great
job. He is assisted by his wife, and brother,
Herman Beebe, who is 81.

We also attended Marty Higgen-
botham, CAI, auctions in Lake Wales
and Winter Park, Fla. His auctions are
always interesting. Plus visiting the Wally
Laumeyer’s, Lou Dell’s, in Florida and
J.L. Todd’s in Georgia There were some
auctioneers we missed catching on this
trip.

Watch for me in Baltimore and maybe
I’1l get your picture.

Continental Auctioneers School

Fourteen students, representing five states, graduated from Continental Auctioneers
School in Mankato, Minn. , Feb. 17. Pictured here with the students were, front row, left
to right: Art Wilson, Rich Haas, president, and Steve Fausch, chief drill instructor.
Instructors not pictured are: John Behrends, Tom Dieke, Ed Haas Ron Harder, Jim
Kagermeier, Karolyn Zurn, Carmen Madigan, Patrick Moriarty, Neil Paterson, Boyd

Schuler and LaDon Henslin.
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FAX: (301) 653-4069

Michael Fox Auctioneers, inc.

3835 Naylors Lane/Baltimore, Maryland 21208/(301) 653-4000
Fairfield, CT Office/(203) 254-7700

By introducing The Network Concept,
Michael Fox provides the opportunity for
you to realize financial gain by linking
your company to ours through lead
sharing. You participate by providing
information on available assets when you
can’t or don’t want to pursue the project
yourself. We do all the follow-up. If we
get the business, you profit from direct _
participation or a finder’s fee.

Michael Fox offers nationwide support

to auctioneers. We concentrate on

large-scale commercial-industrial

plants, substantial real estate

properties, radio and TV stations, -

and operating facilities. Plus, we

have the financial resources to

underwrite any size purchase or

guarantee program. Most importantly, we

listen and respond to your leads. And our

computerized tracking system enables

us to record and protect your lead /
CALL

while we pursue the deal.
TOLL FREE

To learn more about how your
company can capitalize on
The Network Concept, call us toll free.

FLORIDA AUCTIONEER ACADEMY

"WE’'RE THE BEST IN ALL THE LAND"
SEND FOR YOUR CATALOG TODAY!

BE A
PROFESSIONAL

RINGMASTER

Reserve your place now for
our one day RingMaster
seminar - 8 hours of power
packed professional ring

Learn auctioneering in one week with
master auctioneers. The most complete

See your

auction training anywhere.
progress instantly on color video. Classes held
5 times a year in Orlando. Complete course
only $425 INCLUDES world famous
RingMaster. Bring your family - let them enjoy
Florida while you become an auctioneer.
Compare with any other school '
then reserve your new career

with us TODAY!
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training. Save $20 and
make sure you have a seat
- only $75 if you register
early. $95 at the door.
Lunch and all materials
included in this low price.
Earn your RingMaster
certificate and be the
selling edge at your next
auction.

(800) 422-9155
(407) 896-9797

1212 East Colonial Drive OrlandoiF orida 32803




Dreams do come true.
It seems as if all of Charles E. Cum-

berlin’s dreams have come true. While
growing up in a farm community in Jowa
during the 1940’s and early 1950’s,
Cumberlin, a CAI graduate, knew he wanted
to become an auctioneer.

After a four-year stint in the U.S.
Navy, Cumberlin enrolled in auction school,
deciding to attend the Western College of
Auctioneering because it had a session
available immediately after he left the
Navy. Cumberlin graduated from the
Western College of Auctioneering in 1960.
He has been based in Colorado ever since,
living in Brush, Colo., since 1972.

Since graduating from auction school,
things have rarely slowed down for
Cumberlin. Active in the NAA, Cumber-
lin has held about every office available:
president, chairman of the board, second
vice president, first vice president and a
member of the board of directors. Added
to those accomplishments 1s a 1986 elec-
tion to the NAA Hall of Fame.

“NAA has been a home to me in a
way,’”’ Cumberlin said.

What has driven this former lowa farm
boy to rise to the top of his profession and
accumulate so many honors?

The start came early.

‘“‘My first auction I worked was a box
social when I was in the fifth grade.”’
Cumberlin said. ‘‘I was always selling
something: Christmas cards, seeds.’’

While most kids his age were going to
movies on Saturdays, Cumberlin was 1n
the auction barn with his father. At these
auctions, Cumberlin had the opportunity
to watch many of the auctioneers from
throughout the area ply their trade. Those

Getting Started _
10 hold a successful auction, a lot of
details must be taken care of. Here, Char-

les Cumberlin, CAl, is seen preparing for
an upcoming sale.

Profile

images have stayed with him ever since.

After graduating from auction school,
Cumberlin began work in Greeley, Colo.,
for a firm that specialized in furniture
auctions. The reason he joined that firm
was simple: It was the first place that
agreed to hire him.

Cumberlin relishes the six years he
spent selling furniture in Greeley.

‘It was tremendous training. At a fur-
niture auction you get to sell anything.
You get exposed to everyone in the com-
munity: landlords, tenants, bankers and
college students. It was good exposure.”’

From the furniture business, Cumber-
lin went to the Austin & Austin Auction
Co. where he worked general and real
estate auctions.

The renewed emphasis on selling real
estate at auction does not strike Cumberlin
as anything new. In rural communities,
selling real estate at auction has been a
time-honored tradition. In contrast with
the new emphasis on real estate at auction
in more populated areas where the trend is
to increased auction sales, rural real estate
auction sales have actually declined dra-
matically, Cumberlin said.

New laws and government regulations
have made it very difficult to foreclose on
rural properties, effectively stopping real
estate auction sales for distressed prop-
erty, which has always been a part of farm
life, Cumberlin said. People have been
going broke farming for most of this
century, Cumberlin said.

Changing economic conditions have
led to other reasons why rural real estate
auction sales are on the decline, Cumber-
lin said.

‘““Today there isn’t any way to start
over so they hold on any way they can.
They can’t quit and go to town and get a
job because there aren’t any jobs.

‘“We’re just not in a normal liquidation
transition.’’

Cumberlin has been involved in some
of the urban real estate auction sales,
which has helped pick up the slack.

Currently living in Brush, Colo., (he
served on the city council there in 1974-
75) Cumberlin keeps busy, jetting to Flonda
and California to participate in auction
sales.

Cumberlin Has Found Success;
Returns Knowledge To Students

T
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Apprazs Impor nt '

Another important step in preparing for
an auction is an appraisal of the items to
be auctioned, a job handled here by Cum-
berlin before an equipment sale.

Cumberlin believes in returning some-
thing to the auction profession. He has
taught for several years at the Missouri
Auction School in Kansas City and finds
the experience rewarding.

““If anybody’s any good at auctioneer-
ing, they owe a debt to the profession.”

Cumberlin welcomes the chance to share
some of his years of experience. ‘‘They’re
(students) at a point in life where 1mpres-
sions are etched 1n stone.’’

Another way Cumberlin has worked at
repaying his debt to the auction profession
is through service. In addition to his posts
with the NAA, Cumberlin has served in
every capacity and office of the Colorado
Auctioneers Association.

““I think it’s important for auctioneers
to get involved, work toward leadership.”’

Cumberlin still keeps involved in the
leadership picture at NAA, acting as an
elder statesman and supporting various
auctioneers for posts in the NAA. He said
he stays involved to repay an old debt.

Cumberlin noted that when he first ran
for office in NAA he ‘‘received a lot of
help and support from older auctioneers.”’

Cumberlin has seen many changes since
he first entered the auction profession in
1960. ‘‘Everything has changed. We’re
seeing greater specialization.”’ To illus-
trate his point, Cumberlin noted the suc-
cess of satellite auctions and other recent
innovations.

Despite the slowdown in rural real
estate auctions, Cumberlin sees a bright
future for auctioneering.

‘‘ Anyone who can sell, and is a good
auctioneer, is going to do some business.’’
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Journey To A Public Sale

I n the NATIONAL AUCTIONEER,
issue 11/1/1900, we find installment three

of our series of ‘““Turn Of The Century
Auctions.” If ever an article allowed
you to be present at an event a long time
ago this one will. The sights, smells and
sounds are all there. Enjoy with me
installment three entitled, ‘‘Auction-
eer’s Carnival.”

‘‘In my mail September 29, I found an
invitation to attend a public sale, or in
other words an Auctioneers’ Carnival for
October 17, to be given by Henry Fisher,
an Auctioneer, of Eagle City, four miles
northwest of Springfield, Ohio.

The invitation was accepted, and in
company with my genial friend, Coulter
Allen, an Auctioneer from Bellefontaine,
we boarded a special train out of Bellefon-
taine at 8:30 A.M., run in the interest of
Masons, that would land us in Springfield
one hour earlier than the regular train.

We were enjoying the beautiful farm-
ing country and landscape scenery sur-
rounding West Liberty and Urbana, when
we were held up by the conductor and
tickets demanded. On receiving our regu-
lar tickets, on a special train, he said he
could not land us in the depot as on their
way to Columbus they left the city of
Springfield to the right and proceeded by
the Y (a term used in railroading).

We asked if he could land us on Mother
Earth somewhere. He said yes but it would
be quite a ways out, ‘How far would it be?’
says I. An elderly man spoke up and said:
“Two and a half miles.’ Allen wanted to
take a spell, and I could telephone to the
city for an ambulance wagon and we
would get hauled in free. But I objected,
and the conductor seemed much worried,
he, I think, mistaking us for some railroad
magnates or bosses of a political gang, as
he didn’t want to ‘dump’ us near the city’s
‘dumping’ ground.

Allen says: ‘Let us off” and as we were
now on the Y. We stepped off in the
weeds, amid the remarks hurled at us by
some of our Masonic friends and pro-
ceeded without compass, using the city
spires for our guidance and landed at the
‘wigwam’ livery barn. I do not know
whence this barn derived its title as there
was no ‘Big Injun me’ or even a wooden

by Anita K. Faddis,
Curator
NAA Foundation

Indian in sight.

We were met by the proprietors and
were soon seated in a surrey behind a fine
black driving mare, the reins being held by
the elder partner of the firms, and soon we
were speeding on our way to the carnival,
driving through some of the most beauti-
ful valleys and farming country we ever
have seen. Just as we were crossing a small
creek we say a boy who had just landed a
two-pound black bass. He was much
pleased, as he grinned and showed a few
remaining teeth, reminding me of a ceme-
tery after a hurricane had passed over.
Allen wanted to go grub worm hunting
and fish for bass. I talked him out of the
notion.

Nothing of much importance happened
on the way except as the October flies were
very bad, our driver’s lines got ‘‘tail-
bound’’ several times, and in passing a
steam engine, we thought we would proba-
bly land on the top perch of a board fence.
But our genial livery-man was equal to the
occasion and landed us on the pike again at
Fisher’s ‘right side up’ with care ‘pre-
paid.’

We were met by our genial host, Mr.
Fisher, and the auctioneers landing with
grips in hand and quiet faces reminded the
audience when is the next ‘camp meeting.’
Introductions, hand shaking, smiles, grins,
all manner of facial expressions and modem
and ancient words and phrases were the
order of the next 30 minutes. After ex-
change of greetings with James Wallingford,
Springfield, Ohio; John Gebhardt, Bucyrus,
Ohio; E.J. Evans, Marysville, Ohio; and
later J.L. Mead, Christianburg, Ohio.
Mr. Fisher introduced James Wallingford,
of Springfield a retired veteran Auctioneer
of 75 summers and 36 years experience
covering territory from Main to Florida,
Texas and Dakota. He being a large pro-
portioned man with a rich voice, soon had
the attention of the large audience.

About 100 ladies were present and as
they were anxious to hear the terms of sale,
our veteran put on his most pleasing cap-
tivating smile, their careful attention
prompted him using his best vocabulary,
and his few remarks were to the point and
he proceeded to begin the Auctioneers
Carnival. While 1t fell to his lot to sell old
kettles, cupboards, bedsteads, etc. He went

down the line like a veteran at the business
and ‘knocked things down’ right and left
without injury, proving himself to be an
auctioneer at the present as of the past.
Long may you live and enjoy many such
carnivals.

Coulter Allen, of Bellefontaine, was
next introduced to both the audience and
old plows, harrows, etc. He shed his coat,
broke loose, and for the next 30 minutes he
had things at his mercy, disposing of
property, and meeting all demands, ac-
cepting all bids firmly and soon put him-
self in touch with the audience.

John Gebhardt was next on roll call,
and responded by climbing in the old farm
wagon and began his roll of words on old
harness, etc., trying to ‘collar’ a man
occasionally and ‘strap’ another, and, when
warm, began, to ‘lather.’ He delivered the
goods at round prices to people who had
plenty at home just as good, and later
wondered why they bought it.

E.J. Evans was called next and sworn
to do his duty. He began his top and long
distance talk on a top buggy with 1,000
mile axle. His explanatory remarks and an
occasional Comanche yell brought the
people from far and near and sold his
allotment at good prices.

The man of the hour, Mr. Fisher, came
next and proceeded to lay off his coat, put
on turn in his pants and wade in, and his
persuasive power and genial manner put
him right in the front rank. Beginning with
an old tread mill, already fitted up with an
old-fashioned dynamo in form of a large
bay horse, who stood perfectly motionless
and with eyes closed, but when the word
was given the feet and legs responded, and
away went the tread at will. What a con-
venience for Auctioneers for showing up
machinery — a fodder cutter being at-
tached, the points running were shown at
once.

After the machinery was all sold, stock
camenext. Sheep first being in order, your
humble servant was requested to take a
hand and deal. Climbing into one of the
pens and wearing a pair of wool pants, a
motherly old ewe took exceptions to me
and wanted to charge up a butting scrape
but by splitting the difference on bids and
selling at a fair price, she was contented to

(Continued on page 32)
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Increases Midwest Presence

Jim Gall, CAI, chairman and founder
of Miami-based Auction Company of Amer-
ica, has announced the merger of Ember-
son McCullough and Associates of Kansas
City, Mo., with his company.

Gary Emberson, CAI, and Jim
McCullough, CAl, principals of Ember-
son McCullough and Associates, bring
with them a combined 20 years of exper1-
ence in the auction marketing industry.

v» Completely finished
inside and out.

v 4 - 40 Watt speakers.

v 12 Volt amplifier and

microphone.

2 Full length counters.

5 Flip-out windows (sides

and front).

Safety glass throughout.

Fully insulated.

\ \

Both graduates of the Missouri Auction
School in Kansas City, they have auc-
tioned more than 5,000 real estate proper-
ties and have worked for government
agencies such as the Federal Deposit In-
surance Corporation, Small Business
Administration, Veterans Administration
and Housing and Urban Development.
They have also conducted auctions for
leading banks, major savings and loans,

Auction Toppers
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cab.
v Interior and clearance
lights.
v Top mounted eye bolts for _
easy removal.
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Sliding window into truck

For Topper - Trailer - Port-A-Biff Information

LAMPI AUCTION EQUIPMENT

Custom Built

Col. Tom Lampi

Route 1, Box 76 % Annandale, MN 55302

PH. (612) 274-5393

developers and private individuals.
Auction Company of America is the

largest real estate firm in the country after
this merger, having sold more than 13,000
properties since it was founded by Gall in
1979. “‘The team of Auction Company of
America and Emberson McCullough and
Associates will allow us to better serve our
clients in the Midwest. We look forward
to a long-lasting friendship that will combine
Auction Company of America with a well
established midwestern auction company,’’
Gall says. ‘‘Gary Emberson and Jim
McCullough bring with them a well rounded
knowledge of the auction industry.’’
Emberson and McCullough will have
offices in both Miami and Kansas City.
Their firm has established a reputation for
selling properties at appraised values.

H a" from page 31

pen the matter until the balance of the flock
were sold.

This making the first round for Auc-
tioneers, and cattle coming next, the
Auctioneers sold each alternate cow.

J.L. Mead, an Auctioneer having a sale
about four miles away, arrived in time to
sell horses. His skill in handling and
selling was a pleasure, both to himself and
audience.

It was 3:30 p.m., and time to start for
the train at Springfield to leave at 4:50
p.m. We began our good-byeing and best
wishes for Mr. Fisher and his estimable
wife for the courtesy, elegant dinner, and
their genial hospitality while at their beau-
tiful country home and dreading the time
to depart. With many wishes for long and
prosperous lives we bade them adieu and
started for our homes, many miles away —
all joining in that the Auctioneers Carnival
at Henry Fisher’s was a royal success. All
property sold at good prices and every one
seemed perfectly satisfied.

An Auctioneers’ Convention was much
agitated, and I believe in the near future
Ohio will be organized.”’

Link T. Snodgrass
Auctioneer
Sidney, Ohio

Didn’t you feel like you were strolling
from sale to sale and from auctioneer to
auctioneer — made the long train ride
worthwhile, didn’t it? Our next issue
deals with a really fun sale entitled ‘‘Pig
Pen For Ten Cents.”’



Las Vegas Auctioneers Earn Respect

by Chuck Baker, Real Estate Editor
Las Vegas Review-Journal

Las Vegas, Nev.
(Published Jan. 21, 1990; Reprinted With Permission)

A recent abundance of real estate auc-
tions in Las Vegas has nothing to do with
a popular theory that local gamblers end
up losing their homes and fortunes to
casinos. In fact, two auctioneers adamantly
point out that nothing could be further
from the truth, and indicate that auction
sales may be the wave of the future when
it comes to selling homes.

As if to punctuate that prediction,
tomorrow (Jan. 22) at the Riviera Hotel
the National Auctioneers Association will
begin a Real Estate At Auction Seminar
through Jan. 24, at which eight auction-
eers and others will give classes on various
topics concerning the auction process.
Also scheduled to speak is Charles R.
Aschwanden, acting chief of the Enforce-
ment Specialist Office of the Environ-
mental Protection Agency’s National
Enforcement Investigations Center. He
will talk about the effect of hazardous
waste on real estate sales. Auctioneers
from throughout the United States and
Canada are expected to attend.

Robert Deiro of Robert Deiro & Asso-
ciates real estate auctioneers on Rancho
Drive says that ‘‘It’s something the press
has overlooked. I feel I created a mini-
industry here 15 years ago when I began
doing this sort of thing.”’

At the time, Deiro was selling foreclo-
sures and bankruptcy homes through court-
ordered auctions. He was impressed with
what he calls the strength of the auction
process, studied for his broker’s license
and later attended Indiana University to
earn his auctioneer certificate. He claims
he is the only Las Vegas real estate auc-
tioneer who is a member of the Certified
Auctioneer Institute, an accrediting or-
ganization.

Deiro feels that the traditional real
estate methods of listings and broker
cooperation 1s built on failure. ‘‘Agents
often get listings at any cost,’’ he told the
Review-Journal. ‘‘Normally the price 1s
too high. The information is placed in the
Multiple Listing Service with thousands
of other listings, and it can sit there and
decay.”’

The outspoken auctioneer added that,
““ I won’t indict the whole industry, but

agents don’t always do a lot of marketing.
And they’re always dealing down. A house
is priced too high, and there are contingen-
cies. It’s expensive and time consuming,
and in many cases the system results in
last-minute cancellation of escrow.’’

Deiro’s answer was to approach sellers
and convince them that they could sell
their house on the day they wanted. They
could sell, move, buy another house and
relocate all according to plan. They agree
to pay the cost of advertising the auction,
but Deiro does all the advertising produc-
tion such as layout and copywriting, and
sets up a quick, 30-day escrow in conjunc-
tion with a local escrow firm. He also
requires a substantial deposit from the
successful bidder to prevent backing out at
the last minute. Sellers pay between S and
7 percent commission.

‘‘I conducted over two dozen real estate
auctions last year, and all the properties
were sold, and all but one closed escrow.
And we don’t sell for less than market
value,’’ Deiro continued.

‘““We average about $2 million per
month in sales, and while I was once the
only company doing business in Las Vegas,
we now have seven auction firms here.
This is changing the monolithic face of the
real estate industry,’’ he claimed.

One competitor, Eric Nelson of Eric
Nelson Auctioneering on West Oakey
recently advertised a 13,500 square-foot
home that included three garages on a two
and one-half acre private security-guarded
estate just a short commute from the Strip.

Nelson said that, ‘‘Basically we were
trying a new marketing strategy in real
estate sales when we started here three
years ago. Real estate auctions have been
doubling in the United States for the past
eight years. We’ll see the trend continue to
grow. It’s an aggressive way to sell a
home, and very time effective for the
seller. And buyers can often pay less for a
home bought through auction,’’ Nelson
said.

‘“Sellers can take less, too, because 1t
takes 60 days to sell through auction, as
opposed to an average of 12 months the
conventional way.’’

Nelson says he averages about 300

showings of a typical residential property,
and ends up with about 20 bidders. ‘‘Our
main focus is that we want to sell to users,
to someone who wants to live in the home.
Usually we sell at a fair market value, but
sometimes a buyer can get a home for
between 5 and 10 percent under,’’ he said.

Nelson is just starting an auction opera-
tion in Phoenix and has set his sights on the
Los Angeles market. ‘‘Las Vegas 1s a
growing market, that’s one reason we
have focused here,’’ he said. But he feels
that Los Angeles is prime territory for
future auction action.

Starting off his Arizona operation with
a bang, Nelson recently sold the 53,000
square-foot McCune Mansion at auction
for $3,950,000 after only five minutes of
bidding, Builtin 1963-65 by Mr. and Mrs.
Walker McCune, the property fell vacant
for over a decade until it was purchased in
1983 by Gordon Hall who added 6,000
square feet. In 1987, Southwest Savings
acquired it as collateral on other loans, and
last October the Resolution Trust Corpo-
ration (RTC) unable to sell the property,
authorized an auction. Nelson’s firm was
commissioned to conduct the sale, By
accepting the bid and indicating that the
government had indeed received a fair
market value, the RTC was able to unload
itself of a property that had languished on
the market for over two years.

Deiro’s firm has also been busy. The
company recently announced that it was
authorized by the IRS to auction the local
home of Red Foxx to satisfy a tax lien, and
it has also announced the upcoming auc-
tion of Pueblo del Oeste at Painted Desert,
a study in Southwestern architectural design
built by local developer Scot G. Bugbee.

‘“‘It was built as a spec home,’’ Deiro
says. ‘‘You don’t see much Southwestern
motif in Las Vegas homes. Within a block
from this house I conducted two success-
ful residential auctions, and Mr. Bugbee
came to me and told me that the listing was
running out on his home, and we made an
arrangement to sell his house.”’

Deiro pointed out that Bugbee had first
tried to sell the home himself, and later
listed it with a broker, but he was unable

(Continued on page 39)
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The BESTeets BETTER

FREEDOMIKE® wireless systems and VOICE PROJECTOR® sound systems

are the ones that “put every bidder in the front row.”

.........

HM142V Headset
Microphone

® Volume control
controls feedback

® Lightweight - less
than 3 ounces

® Can be worn under
your hat or collar

® Available in 40 or 72
inch cord lengths
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THE LONG RANGER

¢ Compact, portable PA system covers
an entire football field

® Built-in wireless microphone allows
complete freedom of movement

® Removable, rechargeable battery pack

® Unique “omni-bus” input/output jack
provides for interconnecting multiple
systems

® Operates with built-in horn or powers
1 or 2 (8ohm) external speakers

® Sets up fast in only a few seconds

e Allows using both wireless and hard-
wired microphones at the same time

e Will operate with headset, or hand-
held microphone in either wireless or
cabled applications.

M33 Transmitter

Plugs on to any
professional mic

® Available as a separate
accessory item

e Works with almost any
microphone

e Available with or
without belt clip -
specify when ordering

THE SIDEKICK

e The newest model in the
Voice Projector lineup

e High powered horn speaker .=
and powerful amplifier for g
effective outdoor use

® Built-in rechargeable
battery

e Ruggedly constructed of
an aluminum extrusion
and weatherproof
Cycolac horn

® 14” dynamic mic input;
“mini” electret micinput;
RCA jacks for recording 4
& playback with external
tape recorder

THE VP18R

¢ Excellent tone quality both
indoors and outdoors

e Uses 615” cone type speaker
for superb voice
reproduction

e Full circle coverage due to
unique cabinet design

®Built-in rechargeable :
battery . S

eVoid free plywood
covered with
durable vinyl pro-
vides a rugged, yet light-
weight portable system

¢ 147 dynamic mic input; “mini” electret mic input; RCA
jacks for recording and playback with external tape
recorder

DEALERS NATIONWIDE

Call (505) 892-4501 for nearest location

LECTROSONICS, INC.

P.O. Box 15900 e Rio Rancho, New Mexico 87174
581 Laser Rd. N.E. ® Rio Rancho, New Mexico 87124




I don’t know if you’re up to speed with
the Resolution Trust Corporation. But

everything seems to be changing dally

The background to how we are in-
volved in the Financial Institution Re-
form, Recovery and Enforcement Act of
1989 (FIRREA) is as follows. I don’t tell
this story to give myself or my associates
pats on the back, but to give you an idea
how auction marketing was included in the
RTC Bill. Back in April of 1989, I was
talking with a high-ranking Federal De-
posit Insurance Corporation (FDIC) offi-
cial. The official said, ‘‘you guys,’’ mean-
ing the auction industry, ‘‘have a prob-
lem.

““The Senate has already passed its
version of the Bush Savings and Loan Bill,
and it talks about every which way of
disposing property. The bill talks about
asset management, but it never talks about
auction marketing.

““You guys may be precluded from
being involved in the S&L bailout.”’

Well, this sounded pretty serious, and
he gave me a couple of ideas on what to do.
He explained to me a little bit about the
legislative process. I realized I was behind
in my ninth-grade civic’s class and wasn’t
exactly up to speed on how things become
law.

I’d always heard that an individual
could get involved in the legislative proc-
ess if you took the time and you wrote
some letters and visited some legislators.

Before I did that, I went to a law firm
in Washington, and I met with some of
their lawyers. Well, we had about one
week to get auction marketing to the atten-
tion of the House Banking Committee, or
it wouldn’t appear at all in the RTC legis-
lation. I asked how much it would cost for
the law firm to bring the matter to the
attention of legislators.

The law firm gave me a figure, $75,000,
for them to put on an all-out effort, an all-
out blitz on Capital Hill just to try to get an
amendment offered. That was out of the
question, and I knew that even 1f I made
calls to (NAA members) that we couldn’t
raise that kind of money, and it really

didn’t seem like a fair price to pay just to
get started on the bill.

Now, remember back then we didn’t
have a lobbyist. So, the next best choice
was to put together a packet of informa-
tion. I obtained a letter from NAA Head-
quarters, saying I was on the Board of
Directors and that we had approximately
5,000 members in the NAA. I put together
some facts and figures, I went back to
Washington the next Monday with my
associate Doug Dennison and started to
visit Congresspersons.

If you’ve ever been to Washington,
you’ll know to try and see a legislator 1s
very hard to do. I found out quickly that
you just can’t get to see them — unless you
have contributed to their campaign or you
are one of their constituents, or you have
an appointment in advance. But I also
found out that by dealing with Congres-
sional aides and their associates, who are
really the people in those offices that make
things tick, if you deal with the right
person, they will make sure the elected
official knows exactly what you are doing.

That was the first thing I found out —
you can’t see a legislator. The second
thing I found out is that they don’t like to
get big packets of information. They don’t
even like packets like the one we handed
out at this seminar.

They say you have to get 1t down to one
page. So out we went, and we got rid of all
the voluminous documents we brought to
tell them about auction marketing and the
NAA, and we got it down to a one-page
position paper.

We found out we needed an amendment
offered. We talked to one of the aides of
Congressman Douglas K. Bereuter (R-
Neb.) I've never met Congressman Bereu-
ter, but we owe him a great ‘‘thank you”’
for all the help he’s done auctioneers.
Through his aide, Bereuter said there were
many auctions in Nebraska, he believed in
auction marketing, and that he would
sponsor the words ‘‘auction marketing’’
being put into the bill.

By that afternoon, and this all happened
in one day, we had a copy of the proposed

amendment where the words ‘‘auction
marketing’’ had been added to the RTC
Bill in two places. At least Congressman

Bereuter would offer the amendment to
the House Banking Committee before the
bill was voted on two days later.

Now, armed with the amendment and
the position paper, and helped by the way
people respond to numbers — there may
be 801,000 Realtors out there — but we
pointed out that there are 23 million buy-
ers and attendees of auctions. In other
words, one out of every 10 Americans has
attended an auction, hopefully they have
bought at an auction or maybe consigned

to an auction.
Legislators like to hear numbers. With

that 23 million number they took notice as
we went door-to-door. We broke it down
into their individual districts and came up
with an average figure of 50,000 auction
goers in each Congressional District.
Suddenly, we had a voice on Capital Hill.

They would all say, ‘‘sure I support
auction marketing. Auction marketing 1s
the greatest sales tool in the world. It’s the
cornerstone of free marketing and who
would be against auction marketing.’’

We gave legislators these points. There
are 23 million buyers; it’s the fairest way
to bring true market value and all the facts
we know are true as practicing profes-
sional auctioneers.

The people on Capital Hill up to that
point had only heard the horror stories, the
negative things, that we were the people
that dumped property, that we gave it
away. Some of them liked having that kind
of ammunition on Capital Hill.

We also said we worked with real estate
brokers, and that we should be involved in
the S&L Bill. We sat in the commuttee
room on the day of the vote, and 1t was 51-
0 for adding auction marketing to the S&L
Bill. That’s the background to how auc-
tion marketing is involved.

This was one of the most exciting days
of my life and proved to me that all
Americans truly have the opportunity to
have a voice in government.
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California
Auctioneer’s

Learn the
Basics in
ONE Week!

A one week intensive college designed to teach you
the business aspects of the auction industry plus bid
calling. Learn about estate and business liquidations,
real estate at auction, farm and equipment auctions,
etc. We have some of the finest auctioneers in the
country teaching you their tried and true professional

methods. Learn bid calling and advertising from the
best.

Be a professional! Be a memberof one of the top paying
professions in the country.

e 100% Pass Rate On State Exam

e The Best Auction Business College In The Country
e Approved by Board of Education

MAKE RESERVATIONS NOW!

gﬁ;if:min (Class size is limited)

Augtioneers Call or write today for class dates.

Association

o CALL: (408) 476-1713

WRITE: C.AC.
925 41st Ave, Santa Cruz, CA 95062
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~ Learn to talk like a real
\ Auctioneer $24.00
Free information
Knotts tape recorded seminar
P.O. Box 786, Gallipolis, Ohio 45631

DEE SICGN © OFFERS

QUALITY SIGNS
ATFRIENDLY PRICES.

EASYTOUSE
NOBOLTS!NO SCREWS!

WRITE OR CALL
= FOR OUR SPECIAL
Folds Flat AUCTIONEER BROCHURE

DEE SIGN CO. 2501 NORWOOD AVE.
CINCINNATI, OHIO 45212 PHONE (513) 631-2222

Be An Auctioneer

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

FREE CATALOG!

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

Missouri Auction School

‘Auctioneer’ BONDS
‘Notary’ BONDS

Our bonds can be written for anywhere in the
United States.

We also write bonds for S.B.A. and Bankruptcy
Business.

A

> FIFE REAL ESTATE & AUCTION SERVICE
q’i JACK FIFE, C.A.l.
L. 6414 Ferguson Street

FIFIL Indianapolis, IN 46220

PH. (317) 251-9402 for additional information



Membership Is

Growing In Minnesota

The Minnesota State Auctioneers As-
sociation convention was held Jan. 27-28
in New Ulm, Minn. There were over 200
auctioneers and spouses in attendance.
Minnesota conventions are getting larger
every year, and membership is increasing.

The convention reflects the hard work
done by Minnesota President Arden Har-
berts and the board of directors of MSAA.

NAA Director Wil Hahn of Bath, Pa.,
was a great asset to the convention as was
past MSAA President Bill Gaulle, CAI
Hahn was the keynote speaker at the Presi-
dent’s Banquet. Seminars were held on
auction law, antiques, toys, motivation
and the history of auctions and the auction-
eer.
Alvin Kohner of Winona, Minn., was
named the seventh inductee into the MSAA
Hall of Fame. The bid calling contest was
won by Jim Fahey.

Richard Houghton of Red Wing,
Minn., was elected president of MSAA.
Lester Evers of Windom, Minn., Matt
Marring of Kenyon, Minn., and Mike
Schultz of Upsalla, Minn.,, were named to
the board of directors.

MSAA Secretary Eileen Reisch retired
after 11 years of serviceto MSAA. Lowell
Gilbertson is the new secretary. MSAA
conventions are open to all auctioneers,
and out-of-state auctioneers are welcome
to attend.

NDAA Holds

Successful Convention

The North Dakota Auctioneers Asso-
ciation held its annual convention Feb. 2-
4 in Carrington, N.D.

Retiring President Todd Goheen led
the auctioneers in a very upbeat three-day
convention.

Richard Haas, from the Continental
School of Auctioneering in Mankato,
Minn., conducted a seminar on ‘‘The
Professional Approach to Real Estate
Marketing.”’

Kurt Kiefer, of Kurt Kiefer Auction-
eers and Auction Supplies of Fergus Falls,
Minn., conducted a seminar on ‘‘Trend of
Specialized Auction Markets for the 1990’s.
Kiefer refused to take any payment from
the NDAA, asking instead that a donation
be made to the NAA Foundation. The
NDAA made a $200 donation to the NAA
Foundation in Kiefer’s name.

A ‘‘Bid-Calling Seminar’’ was held
with Dr. Richard Smith, dean of Jamestown

State Association News [

College and director of the voice depart-
ment; NAA Director Bob Steffes, CAI,
of Arthur, N.D., a past world champion,;
and featured a video of Jeff Stokes, of
Port Orchard, Wash., also a past world
champion.

The Merchandise Auction Contest was
won by Troy Orr of Ypsilanti, N.D. The
Livestock Auction Contest was won by
Wilbert Kroh of Bismarck, N.D.

At the annual meeting, Wayne Trotter
of Northwood, N.D., was elected presi-
dent, Marvin Hoffman of Asley, N.D.,
vice president, and Scott Steffes, CAI of
Fargo, N.D. was elected as
secretary\treasurer.

Management Firm
Selected For OAA

The weather was perfect for an out-
standing convention of the Ohio Auction-
eers Association in Columbus, Ohio, on
Jan. 13-15. Auctioneers gathered from all
points in Ohio and neighboring states for
good fellowship, trade 1deas and methods
and some outstanding seminars between
visiting the many vendors’ booths.

During the annual business meeting,
election of officers and directors took
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place, with the following results: Lowell
Chambers, CAl, president; Ronald Rode-
bach, president-elect; Steve Andrews, vice
president; James Baer, director; Joe
Newlove, CAl, director; and David Jones,
CAL director. Retiring Director Phil Cole,
CAI, was sincerely thanked for his devo-
tion to the auction profession, having
served as a director for nine years.

During the President’s Banquet, retir-
ing President Larry Garner, CAl, intro-
duced David Fields and his company,
Accent On Management, which was hired
to manage the affairs of the OAA. Martha
Nelson from Fields’ office will hold the
post of executive director for the OAA.
The new address can be located in the state
officers listings.

Garner had the privilege to bestow the
highest honor that can be granted a fellow
auctioneer, that of being inducted into the
OAA Hall of Fame. George Roman of
Canfield, Ohio, was inducted this year.

NAA Director Wil Hahn of Bath, Pa.,
was the featured speaker and presented a
superb message, His presentation, ‘‘PR
From The Block,’’ was especially appro-
priate as we strive to obtain professional-
ism.

FREE...

Which Options Do You Need?

 Built in mail list

« Over 65 auction types

« Customer purchase history
« Quick check-in at sale
 DL#, D.O.B., Tax ID#
 Alert code

 Pre-approval, deposits
 Create a label

* Foreign addresses
 Built-in inventory

* Adds lots at sale time

« 500 character lot descriptions

Call 800-874-0084 For Detalils
On The Computer Clerk, Today!

A

GAM SYSTEMS INC.

Complete Auction Management Software

P.O. Box 2377

Cedar Park, Tx 78613
800-874-0084
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AUCTIONEERS!

ADVERTISE YOUR ANTIQUES OR COLLECTIBLES
AUCTION IN AMERICA’S LARGEST AND WIDEST
READ PUBLICATION ON ANTIQUES

With our weekly publication and national readership of over 200,000 antiques dealers and collec-

tors, we can bring a good crowd to your antiques auction. ﬂ

We will bring you the wealthy collectors and dealers, who will travel hundreds to thousands of
miles to attend any auction in which they are interested, and they will buy your most expensive

items. It is very rare when the most expensive items of any auctions are bought by someone lo-
cally, it is the people who have come from a distance that buy the best. THE ANTIQUE TRADER
WEEKLY is the only paper that can bring those people from all across the U.S.A. as well as give

good local coverage.

If you have not seen our paper, write or call our (800) number below for a free sample copy and
a rate card.

THE ANTIQUE TRADER WEEKLY
PO BOX 1050- A Phone 1-(800) 334-7165 DUBUQUE, IOWA 52001
FAX NUMBER (319) 588-0888

“WE SELL THE WORLD"

Our company motto since sstablishment in 1017.

Selling at AUCTION is an exact science. The J. L. Todd Auction Company
method is based on an impressive track record for 70 years. Our expert staff
Is committed 100% to a successful auction. Why not let our team go to work

for you?
"The South's Oldest Oquaticm Com/zany

'/ Georgia Auctioneers License No. 137
e Registered U.S. Trademark

BROAD ST. at 6TH AVE. L ROME, GEORGIA 30161 [
GA. TOLL-FREE 1-800-282-2662 ATLANTA 404-577-2634 A
U.S.A. TOLL-FREE 1-800-241-7591 ROME 404-291-7007 A
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Vegas from page 33

to consummate a sale. Deiro 1s confident
he will sell the house, which 1s scheduled

to be auctioned on Feb. 10 at noon. The
open house is scheduled for Feb. 4. The

house at 5228 Great Horizon Drive con-
tains 3,486 square feet of livable space,
and has been appraised at $390,000.

One dark spot in the auction process is
that the National Association of Realtors
(NAR) has stopped private firms from
auctioning certain government properties,
such as those owned by HUD. ‘“We can
sell 100 or 200 homes overnight by auc-
tion,”’ Nelson said, and local Realtors
can’t compete with that. Anytime you
threaten someone’s livelihood to a degree
you get feedback. But FDIC found us very
useful in selling property through auc-
tion.”’

Deiro has also faced negative response
from the NAR. ‘‘They have lobbied in
Washington to prevent us from selling
govemment foreclosures,’’ he said. ‘“That’s
because we’re nibbling at their market,
and the NAR has dominated that market.
They are vulnerable to these alternative
methods of selling homes.”’

MASON CITY COLLEGE
" of AUCTIONEERING

Become a Prolessional Auctioneer
Learn trom Mason Cily’s Best!

® Become a professional auctioneer in just one week

with our intensive 7-day seminar. Qur qualified : :
instructors are trained, practicing, competent and Which OpthﬂS Do You Need?

successful in their chosen areas of auctioneering.

COLLEGE OF AUCTIONEERING

FOR THE MAN OR WOMAN WHO 1IS
SERIOUS ABOUT BECOMING A
PROFESSIONAL AUCTIONEER IN
ONLY ONE WEEK OF YOUR TIME

CALL OR WRITE TODAY
FOR YOUR FREE CATALOG

"THE PLACE TO LEARN"

P. O. Box 3522 DAVENPORT, IA 52808
(319) 324-0528

CLEEEEEEEEEEELEEEERRCEEELEREEEE

ONE,

Software Program With All The Features
You Need, Without Add Ons, From The
Company Whose Number One Function
Is Serving The Auction Industry

« Costorreserve

® Qur one week training will give you a wide range « Variable tax rates
of expertise to enable you to learn all areas of auc- - Adjustable buyer fees
tioneering so you can enter this high pay, prestigious « Variable commissions
profession.

« Detailed expenses

« Unsold/buyback fees
« Buyer charges

« Tax on commissions
* Tickets

« Tags

Write for free catalog
or call:

(515) 423-7200
(701) 746-1378

MASON GITY GOLLEGE
OF AUGTIONEERING

BOX 1463, DEPT. NA
MASON CITY, IOWA 50401
oFull line clerking supplies
*PA equipment ®Custom banners

NEXT TERMS:

June 17-23, 1990
Nov. 11-17, 1990

Call 800-874-0084 For Details
On The Computer Clerk, Today!

GAM SYSTEMS INC.
Complete Auction Management Software P.O. Box 2377

Cedar Park, Tx 78613
800-874-0084
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LET THE

AUCTIONEER’S ALLIANCE
OF AMERICA™

HELP YOU MAKE THE DEAL

“As Auctioneers, you hear about opportunities to Auction Real Estate from time to time. Perhaps in the past,
lack of experience or track record prevented you from aggressively pursuing these opportunities in your area.
Now, Auction Company of America through the Auctioneer’s Alliance of America is making our years
of experience and proven track record available to NAA Members across America. I invite you to become
a member of the Auctioneer’s Alliance of America and turn Auction leads into Auctions!”

NO MEMBERSHIP FEES
Jim Gall, President

Auction Company of America

"Our recent success in selling the 77 acre Forest Meadows project in Rochester, New Hampshire for just under $2.5 million proves
once again that the Auctioneer's Alliance of America is a very positive force in the world of real estate auctions. You, and all those
who are part of the Auction Company of America have my appreciation for the way in which your firm operates. We Look forward
to working with you again.”

Walter H. Liff, ACTION AUCTIONS, Inc., Portsmouth, New Hampshire.

"AUCTIONEER'S ALLIANCE OF AMERICA CERTAINLY WORKS! We are looking forward to more and bigger things with
Auctioneer's Alliance of America. We now have an excellent base to build on after selling some 120 parcels in Arkansas."
Richard L. Spear, SPEAR Auction & Realty Co., Russellville, Arkansas.

America's #1 Auction Team
Auction Company
of America

Auctioneers * Brokers

Corporate Headquarters
New World Tower
100 North Biscayne Boulevard, 23rd Floor
Miami, Florida 33132

(305) 5677-3322

1-800-643-0803

AUCTIONEER
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7. Give them ideas on your advertising
and promotion. Tell them what you have . 2
sold, the largest, the quantities, the clos- Learn AUCtloneerlng and Modern
ing rates, percentage of appraised value — ©
“whatever that is..g P AllCthIl Met’hOdB

8. You have to keep pushing absolute.

I had one property that the FDIC could not -

sell, and I could not sell it the first time. OUR SILVER ANNIVERSARY YEAR”
We got them to the real world and got it _

absolute and finally got it sold. SINCE 1964 -

The following are a few suggestions
and conclusions.

We’ve got to get involved politically, 6 Terms a Year ¢ FREE CATALOG
loca&l;g;;tat«:wéfe ::mo:(lji lzlzgon;llly. Mhalfe a CALL US TOLL FREE
con on to the can of your choice. ,

Be a part of the process. Put politicians on Home StUdy Course ¢ 1-800-543-7061

your mailing list, like your mayor, Sena- WRITE

tors, Representative and all other elected .

officials. We’re talking about an extra 10-

12 brochures. These people, or someone N A_SH V I LLE

in their offices, will see these brochures.

It’s a good way to keep your name out AUCTION SCHOOL
there and keep them informed. |

Let your Senators and Representative P. O. Box 2026

(Continued on page 48) Columbia, TN 38402
2

3

WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

P.O. Box 949 Mason City, lowa 50401 Phone (515) 423-5242

YOU TOO CAN BE A PROFESSIONAL AUCTIONEER!!
INTENSIVE 9 DAY TERM TAUGHT BY 24 OF THE

NATION’S LEADING PROFESSIONAL AUCTIONEERS
WRITE FOR FREE CATALOG.

COL. GORDON E. TAYLOR
OWNER AND PRESIDENT
FULL-TIME AUCTIONEER

FOR THE PROFESSIONAL AUCTIONEER
CLERKING SUPPLIES SOUND SYSTEMS WRITE FOR INFORMATION

" ULTRA
PORTABLE
-. VOICE
| PROJECTOR 18R
- PLUS MANY OTHER
| MODELS
ALL
RECHARGEABLE!

LONG RANGER
WIRELESS MICROPHONE
SOUND SYSTEM

TWO,

Options On How To Get Started Include
Just The Mail List, Or The Whole Program,
Single User Or Complete Multi-User
Systems

Which Options Do You Need?

* Tenth of a cent

* 99,999 quantity

* Cash

* Checks

* Credit cards

* Wire transfers

* Accounts receivable
* Adjustable statements
* Consignor history

* Tax history

* Income history

* Company lots history
* Catalogs

Call 800-874-0084 For Details
On The Computer Clerk, Today!

GAM SYSTEMS INC.
Complete Auction Management Software P.O. Box 2377
Cedar Park, Tx 78613
800-874-0084
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BRAND NEW!! - NEVER USED!!

e 1987 Auctioneers/Concession Trailer. 8' x 23' Enclosed.
Bumper hitch, 2 5/16" ball. Divided into 3 parts; Clerk-
ing Area with counter space, cupboards, roof air,
heater, two doors. Concession Area complete with
refrigerator, stove, sink with fresh water tank and water
heater, roof air, two fold-up windows. Two Restroom
Facilities in rear.
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$21,000 $14 995
Contact: Mike Rogers

‘ ‘ ' 1-800-533-2733

CompoRaTION ©  319-366-5331
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4333 Edgewood Road NE
Cedar Rapids, lowa 52499

THE NATION’S NO. 1 AUCTION TEAM

HUDSON &
Wl MARSHALL, INC.
AUCTIONEERS

FOR OVER 20 YEARS, HUDSON AND MARSHALL, INC.
HAS BEEN AMERICA'S AUCTION AUTHORITY. WE
INVITE AUCTIONEER AND BROKER PARTICIPATION.

CALL TOLL FREE 1-800-841-9400

Offices across America ® Home offices - Macon, Ga.
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LEARNTO BE

AN
AUCTIONEER 3—

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

Discover Auction Marketing!

REAL ESTATE AUCTIONEER
CAREERS BEGIN HERE!

Expand your skill selling Real Estate by becoming a Real Estate
Auctioneer in only 5 days. Course consists of a 5 day resident term
in Mankato, Minnesota (80 miles south of Minneapolis).

Course approved for Real Estate Continuing Education Credits
in most states. Check with your Real Estate Commission.

We can help
make your
business better. { CONTNENTAL SUCTIONEERS

For information and catalog, OF *ggf;";iﬂ'ﬂﬁ

write us or call; Mankato. MN 56002

507-625-5595

Auctioneer Careers Begin Here

AUTO LETTERING SYSTEM SIGN LETTERING KIT
Generate ‘‘on the spot’’ | Spray around rubber letters to
pressure sensitive letters, | produce inexpensive, attractive
perfectly spaced and aligned — |} signs. Dries in seconds (in-
11 colors (indoor/outdoor) 3/8” | door/outdoor), 15 colors. Letter
to 4"’ sizes. sizes 3/4” to 25".

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

Attention Auctioneers

Special VACATION
71990

Experience the REAL ENGLAND. Low cost clean bed
& breakfast accommodation. Personally escorted.
Your own family or group only. Relax and leave the
driving to me. Charming villages, historic castles,
country pubs. ANYWHERE you wish to go. NOTHING
is too much trouble. PERHAPS A WORKING
HOLIDAY? Make this one pay. Buying from farm
auctions, wholesalers, country dealers. Complete
packing facilities. Containers or a single item to your
door. 1-4 weeks from $485 per couple. Phone,
write now.

Goodfellows Antiques
Hiraethog House
Rodeiliog Road
Denbigh, N.W. G.B. LL165PA
Phone 074570(297)

FREE.....

Demo Disks, Phone Support, First Year
Updates

Which Options Do You Need?
Choose from over forty.

And Introducing The First Completely
Portable Multi-User System Designed
Exclusively For Auctioneers

use 110 volts,
or a generator

Call Toll Free For More Information
On The Computer Clerk, Today!

800-874-0084

P.O. Box 2377
CedarPark, Tx 78613
800-874-0084

i , GAM SYSTEMS INC.
Complete Auction Management Software
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THE LUSSYSTEM:

215T CENTURY TECHNOLOGY
FOR YOUR BUSINESS.

Welcome to the 21st Century—and to C-U-S’
ta Auction System software program that can
e’ handle auctions of any size, quickly and easily.
L@\l From consignment to last transaction, our pro-
| EA— i SFaM provides every sale and record form
- 4kl 1 speedily and accurately. You’re a first-

' class auctioneer, so
 chances are you’ve been
considering an auction

I sogwar(;:; program forh '
some time. So why not go wit = NS 2
the best? The C-U-)-/S Auftion Sys-  E %\\}%’?’&
tem is the finest program available Q\,%ﬁl“-aﬁ? =
today—offering maximum flexibility (S —
for every auction need. Just ask our long list of satis-
fied clients!

] - THERE’S NO SUBSTITUTE FOR SUPPORI.

g = When you purchase the C-U-S soft-
ware, you’ve purchased the company—
because we stand behind you with
support and service 24 hours a day, 7
days a week. Got a question or prob-

lem? Just pick up the phone!

. ADDITIONAL C-U-S PROGRAMS
FOR YOUR BUSINESS.
Our ““Mail and Marketing”” and

wx * "Inventory/History/Appraisal” pro-
grams have been especially designed for the Auction
Industry and integrate with the C-U-S Auction System.
For more information on the C-U-S systems, call to-
day. And while you’ve got us on the phone, ask us for
a list of our clients. You’ll recognize the names!
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o~ CUS
BUSINESS SYSTEMS 5505,

““OUR CLIENTS SPEAK LOUDER THAN WORDS."”’

1061 West Oakland Park Bivd., Suite 123,Ft. Lauderdale, FL 33311
(305) 565-5600
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Talking To The Decision-Makers

Jeanne Campbell, president of Campbell-Raupe Inc. meets
with Congressman Nick Mavroules, chairman of the Armed
Services Investigations Subcommittee, regarding a GAO study on
Pentagon inventories.

Washington Report

NAA Members Get Involved

Texas auctioneer Bucky Ray and Florida auctioneer George
Richards meet with Wayne Abernathy, Legislative Assistant for

Senator Phil Gramm of Texas, on HUD auction policies.

from page 21

agency for the Congress.

The report raised concerns regarding
the management of the federal govern-
ment’s vast property assets, particularly
the management of inventories by the
Department of Defense.

On Feb. 5, The New York Times fea-
tured a headline story on a related study by
the Senate Budget Committee that identi-
fied over $30 billion of unneeded inven-
tory being stored by the Defense Depart-
ment at great expense to the taxpayer.

As reported earlier, we briefed the
Congressman on the importance of the
auction option as part of an efficient pro-
gram of disposal of excess property.

Subsequently, we were in contact with
officials at the Defense Reutilization and
Marketing Service — the agency respon-
sible for Pentagon inventories. Invento-
ries include a range of items from tents and
typewriters to airplanes and ships.

With the Defense Department facing
budget cutbacks, we agree with the GAO
report that more efficient disposal of
unneeded inventory will free defense dol-
lars for other areas without reducing mili-
tary readiness.

This issue is an important preliminary
to a Defense Department issue that 1s even
larger and more important to auctioneers,
and that is the upcoming military base
closings. We are positioning auction-
marketing now as the preferred sales method
before the billions of dollars of inventory
from closed bases begins arriving in muli-
tary warehouses.

We are encouraged that the Senate
Govermnmental Affairs Committee has sched-
uled hearings to investigate this problem.

We will provide a further update of these
hearings and our activities on this issue in

our next report.
RTC INVENTORY

MANAGEMENT, APPRAISALS,

ASSET DISPOSAL AND OTHER

PROBLEMS COVERED IN NAA

LETTER TO THE WALL STREET
JOURNAL

Concern is growing in Washington
regarding the slow pace of sales of assets
acquired by the federal government as a
result of the savings and loan bailout.

In our testimony to Congress, 1n our
contacts with federal agencies, and 1n our
letters to editors, we have argued for the
more efficient pace of sales that auction-
marketing provides.

That argument is taking hold!

The RTC’s need for additional work-
ing capital has brought this issue to the
forefront, and the Congress is reluctant to
budget additional funds to an agency that’s
holding billions of dollars of unsold as-
sets.

On Dec. 28, NAA President Ron Fai-
son, CAI, wrote to The Wall Street Jour-
nal about the high cost to the government
of holding real property. He argued that
these assets need to be sold as expedi-
tiously as possible because unwarranted
delays will cost the taxpayer a bundle.

That argument was picked up by The
Wall Street Journal in a Jan. 24 article en-
titled ‘‘ Appraisers, Culprits in S&L Cri-
sis, Are Now Key to S&L Recovery.’’ The
article notes our argument that ‘‘if proper-
ties are priced too high to sell, the holding
costs — for the period the government 1s
stuck with the unsold properties — could

add tens of billions of dollars to the tab.”’

That article raises concerns about ap-
praisals that we brought to the attention of
the Senate’s Subcommittee on Commerce,
Consumer and Monetary Affairs. The
Subcommittee is investigating the ques-
tion of faulty appraisals.

The law governing the disposal of
acquired assets specifies that in distressed
areas, the RTC should not sell at less than
a specified minimum price. The law sets
this price at 95 % of market value.

The term ‘‘market value’’ 1s defined 1n
the law to mean ‘‘the most probable price
which a property should bring 1n a com-
petitive and open market if:

1.) all conditions requisite to a fair sale
are present;

2.) the buyer and seller are acting pru-
dently and are knowledgeable; and

3.) the price is not affected by undue
stimulus.

In our comments to the RTC last year
regarding their proposed Strategic Plan,
we argued against the RTC setting mini-
mum bids at 95% of appraised market
value in distressed areas. The reason:
once an area is designated as distressed. It
is even more difficult to achieve a higher
return than 95 % of appraised market value.

Thus, the 95 % requirement may effec-
tively establish a ceiling rather than a floor
price for property.

Widely varying appraisals have offi-
cials concerned, and this is an issue that we
will continue to track closely.

On another RTC front, NAA President
Ron Faison contacted RTC Chairman Daniel
Kearney onJan. 29 regarding the agency’s
data bases. President Faison underscored
in his letter that the RTC must have a

(Continued on page 63)
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AUCTIONEERS!

’ N LIS RN L I AN Y

| Make Big Money$$$ ? V' START A NEW CAREER
Selling Bronze Sculptures! ] I.earn Auctlﬂneermg ?
. i ' PLAN NOW :
A HIGH TO ENRCLL FOR "
DEMAND, ™ ; THE NEXT TERM )
LUCRATIVE ) AT THE )
PR & %

®EQUESTRIAN  ®ART DECO
eWESTERN ®EAGLES
oCLASSICAL  eOWLS
| eEUROPEAN  eANIMALS

‘ FLORIDA AUCTION SCHOOL i’

“Where the student is our FIRST concern.”

Terms: January @ March @ July @ October ?

NEW - L . o
Four Color Catalog ) Diploma Granted — Lifetime Scholarship &
Becuflifullg Deplcshng »
200 .
1%, s i kv e ‘ Col. Max Huebner, Member

(818) 841-7979 LET EXPERIENCE BE YOUR TEACHER

1-800-367-3479 i % Send For FREE CATALOG TODAY

S ) "i‘u FLORIDA AUCTION SCHOOL

SUN FOUNDRY 7 ~%=zgs s - Nk @ P.0. BOX 1444 @ OCALA, FL 32678

GENUINE BRONZE SCULPTURES B il —a OR CALL: (904) 732-6991

299 SOUTH LAKE ST. EAGLE o f’ﬁ /ﬁ:n.:" &L A T :

BURBANK, CA 91502 by Moigniez—31 " H S = : S

"

¥

: AUCTIONEERS MAKE GOOD
¥ APPRAISERS

* We educate and certify Real Estate, Machinery, and
Personal Property Appraisers.

* Our course lasts one week.

*Appraisals lead to the big auctions you have been missing.

* We tell you where and how to get appraisal business.
* You can recover the cost of our course on your first project.
* We have students that have mace over $60,000 their first year in business.

Dr. Terry Evans, PREA, CIMA
President * Class held six times each year in Music City USA, Nashville, Tennessee

INTERNATIONAL COLLEGE OF

FOR A FREE CATALOG, REAL ESTATE APPRAISAL

WRITE OR CALL P. O. Box 1535, 107 West Seventh Street
Columbia, TN 38401
Call Toll Free 1-800-543-7061
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The following persons have agreed to
serve as advisors to Ronald W. Faison,
CAl, 1989-90 NAA president. They will
assist in keeping him informed regarding
the needs and opinions of the membership.

Charles E. Cumberlin, CAI
P.O. Box 248

Brush, CO 80723

(303) 842-2822

Joan M. Dance, CAI
611 Bosley Ave.
Towson, MD 21204
(301) 823-3993

Byron E. Dilgard, CAI
135 Union St.
Ashland, OH 44805
(419) 281-2122

Lyle Enickson, CAI
8 Dulverton Drive
Bella Vista, AR 72714

Morris F. Fannon

Route 2, Box 590
Pennington Gap, VA 24277
(703) 546-2510

COMPU-AUCTION |

BE THE
— AUCTIONELA —

Of THE PUTUARL !

/EFHCIEHT
BE COMPETITIVE
_\\

~PROFESSIONAL

COMPU—AUCTION HANDLES:

BIDDER MAILING

G. Paul Gardner

114 Commissioners Road

East London, Ontario,
Canada N6C 2T1
(519) 685-2929

John A. Josko, CAI,
3400 N. Powell Ave.
Franklin Park, IL 60131
(312) 451-2100

Kurt Kiefer

417 W. Stanton Ave.
Fergus Falls, MN 56537
(218) 739-4408

Ken McCormack, CAI
743 El Cajon Blvd.

El Cajon, CA 92020
(619) 447-1697

Archie D. Moody, CAI
105 Casshua Ferry Road
Darlington, SC 29532
(803) 393-7993

Dean H. Parker
P.O. Box 3266
Logan, UT 84321
(801) 752-7701

President’s Advisory Council

Ralph F. Passonno, CAI
63 Hillcrest Ave.
Albany, NY 12203
(518) 438-3189

Carol Reinhardt, CAI
Route 2, Box 1790
Palisade, MN 56469
(218) 845-2260

Wylie Rittenhouse, CAI
Route 1, Box 127
Vanderbilt, PA 15486
(412) 438-0581

Stephen H. Schofield, CAI
Route 1, Box 178
Colcord Hill Road

South Effingham, NH 03882

(603) 539-6619

Mrs. J.L. (Dors) Todd
P.O. Box 5353

Rome, GA 30163
(404) 291-7007

E. Lance Walker, CAI
202 S. Third St.
Hayti, MO 63851
(314) 359-1788

BUY THE BESTI

S8ALE

Operates on [BM PC and all compatibles.

NEW!!

from COMPU-AUCTION

MAGIC GAVEL

el L s commacrs |JFPermanent Bidder/Maillist Option+
ACCOUNTING — LABELS «Remote Clerking Terminal Option*
You Won't Believe The Power!
You Won't Believe The Price!
Call or Write TODAY

REMEMBER: YOU DON'T HAVE TO BE A
COMPUTER PROGQRAMMER TO
REAP THE BENEFITS OF THE
PERSONAL COMPUTER AQEY

Howard's Auction Service
Col. Howard Dick
(417) 742-3941
Route 2 Box 117-7
Willard, Missouri 65781

Phone Toll Free 1-800-331-5016
FAX (417) 831-2322

Richard Hodges

(417) 865-4840
309 North Waverly
Springfield, MO 65802

f
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i

THE AUCTIONEER/April 1990/47




from page 41
and other elected officials know about
your successes. If you have a special
success, especially having to do with
government, let them know how well
auction marketing worked.

We haven’t had a voice before. We
need to be the voices around the country
telling people about what we are doing.
We need to inform the elected officials.

We need to support our lobbying ef-
forts. We have a lobbyist for all auction-
eers — the full-time and part-time auction-
eers, the auctioneers who sell antiques,
personal property, real estate, etc. and ev-
eryone in between — and the small and
large auction companies.

Depending on your success in the busi-
ness and depending on how serious you
are about the growth of auction marketing,
you need to write a check today to the
National Auction Marketing Coalition
(NAMCO) fund so we can continue to
have representation in Washington. Don’t
let others “carry the ball.” This is an
unique opportunity for you to be involved.
Remember one or two voices can make a
difference. (See story page 35).

Don’t put all your eggs in the RTC
basket. I’m not suggesting that everyone
just work on that full time. Go ahead with
your regular work. There’s going to be
something there for everyone.

Please be careful when dealing with
RTC people. Don’t even try to buy them
a cup of coffee. You’ll just get into trouble
and they could get into trouble and defi-
nitely not breakfast, lunch or dinner or
anything like that. It’s that strict.

Push to get financing available. They
don’t really want to give it. But a lot of
areas that we will be working in will need
it.

The Auction Marketing Industry has
the greatest opportunity in its history to
showcase the finest method of marketing
known to mankind — “The Auction Method
of Marketing.” This unprecedented op-
portunity needs to be seized immediately
— contact the RTC regional office nearest
you and promote your company and the
Auction Marketing Industry.

To apply for vendor forms, call 1-202-
416-4687 or 1-202-467-4688.
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Auction Support
Network Being
Established

The Support Services Council is initiating an Auction
Support Network for:

(1) Persons who wish to work as contract labor
or employees at auctions, either locally or to
travel where needed.

(2) Auctioneers and others needing a support
crew.

To help make this network successful, please
encourage your auction crew to send in their individual
applications. We need clerks, cashiers, set-up crews
and others.

All fees collected will be used to defray expenses of
the Auction Support Network and help fund other
orojects of the Support Services Council.

Support Providers
or Employees

(1) Send application with $5 to Auction Support
Network, ¢c/0 Barbara Althaus, P.O. Box 312,
Fredericksburg, TX 78624. (Please make all
checks payable to Support Services council.)

(2) Updates or changes may be made by sending
information and $2.

Support Seekers
or Employers

(1) Send $10 and request available support
employees by state or area to Auction Sup-
port Network, ¢c/o Barbara Althaus, P.O. 312,
Fredericksburg, TX 78624. (Please make all
checks payable to Support Services Ccouncil.)

(2) A list of applicants by state and category will
be sent.

(3) Individual applications will then be furnished
upon request at no additional charge.

send Application and Requests To:
Auction Support Network

c/0 Mrs. Barbara Althaus, President
Support Services council
PO. Box 312
Fredericksburg, TX 78624
Phone (512) 997-7606 Fax (512) 997-9955




- - ]
| Auction Support Network

Employment Application

Mail application and S5 to Auction Support Network, c/o Barbara Althaus, P.O. Box 312, Fredericksburg,
TX 78624. (Make checks payable to Support Services Ccouncil.)

Name:
Address:
City, State, ZIP Code:

(Answer YES/NO, Giving Length of Experienceé)

EMPLOYMENT CATEGORY:

Auctioneer Cashier/Registration

Ring Person set-Up

Clerk RE Closing/Preview

Other
SPECIAL SKILLS:
Computer Audio Visual Other

Passport Current?

Closest Airline Hub

LICENSES:

Auctioneer Real Estate Broker / Salesman
MEMBER:
National Auctioneers Association State Association

conventions/Seminars Attended:
AUCTION CATEGORY:

Real Estate Personal Property
Livestock Heavy Equipment
Farm Sales Other

REFERENCES: (List three on attached sheet)
EMPLOYMENT HISTORY: (Past 10 years—attached additional sheet)
Minimum Wages Preferred: As Job Allows:

Sponsored By

support Services council
Mrs. Barbara Althaus, President
PO. Box 312
Fredericksburg, TX 78624
(512) 997-7606 FAX (512) 997-9955

E—
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THE SCHOOL OF
THE PROFESSIONALS

Professional

Auctioneer

INTERNATIONAL AUCTION SCHOOL

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

Make plans now for
New England’s only Auction School.
Call for information on next term.

Learn Auctioneering m GIEC C{_‘{“LOG

Complete cassette home study.
® 5 full hours of chant secrets, | S
training exercises and all phases g -
Of auction eeri'ng, “ﬁ": _ % 32

American Academy of Auctioneers : COMPLEj

1222 No. Kenwood, Broken Arrow, OK 74012 ; COURSE 349"95 e

L]
-------------------------------------------------------------

Auctioneers & Clerking
SUPPLIES

FREE Catalog

64 Pages!

Tents, PA Systems,
Pennants, Banners, Flags, Clerk Sheets,
Forms of all Types & More.
"We're America's #1 Suppliers”

KIEFER AUCTION SUPPLY CO.
Box 745 - Fergus Falls, MN 56537

(800) 435-2726

We Make The Cadillac Of

Cashler Offnces

18’ Tandem — $2 850.00

18’ Tandem

2 5/16 Coupler

34 Plywood Floor
3/8 Plywood Sidewall

Exterior - Colonial White Mesa Deluxe, Tow Chains, Clearance Lights
Jacks And Undercoating

Optional Equipment Available
Made To Your Specifications

For Brochure or Information Contact:
Auctioneering Systems, Inc.

c/o Art Feller, President
P.O. Box 267
Cissna Park, Ill. 60924

Factory Located:

100 Miles South of Chicago, Ill. on Rt. 49

Office Hours: 8:00 A.M.—4:30 P.M. (Monday-Friday)
Ph. 815-457-2175 — (Res.) 815-457-2202
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Basic Shell — $1,

Sliding Tempered Safety Glass Windows == Rain Guards

Front Window Ventilation

Windows In The Door And In The Back Of The Top, For A Clear View

Extra Lower Window In The Front For The Auctioneer To Com-
municate With The Truck Driver

Clearance Lights In The Front And Back

Extra Features For A Prestigious Look
6’ 10” High, Weighs Approximately 700 Lbs.

Also On Our Lots The Cadillac Of Auction Tops

Extremely Clear Amplifier, Microphone And 4 Sound Speaker System
Tested For 20 Years By Leading Auctioneers
High Quality Executive Panelling, Storage Space And Finished Work

On The Inside
Electrical Hook-up To Switch Speakers

Many Extra Features For A Prestigious Look For Professional Auctioneers

Delivery Service Available — New & Demonstrators
Licensed & Bonded To Sell In 48 States & Canada

DLT Number 1487



Addendum To The 1990 Membership Directory

Active Members

Arizona
Knuth, Dan, 41656 Rattlesnake Drive, Queen Creek,
AZ 85242.
Liska, Dick, 2620 N. Navajo Place, Chino Valley,
AZ 86323, (602) 636-2373.
Poulsen, Gary L., CAI, 15220 N. 51st Place,
Scottsdale, AZ 85254, (602) 998-1168.

Chudy, Frank L., CAI, P.O. Box 1110, Carlisle,
AR 72024.

Fowler, Nick, Route 1, P.O. Box 173, Caddo Gap,
AR 71935, (501) 356-2745.

Hughes, John, P.O. Box 168, Smackover, AR
71762.

Magee, Gary, Route 3, P.O. Box 16, Piggott, AR
72454.

Shoe, Alvin, P.O. Box 97, Delaplaine, AR 72425,
(501) 249-3207.

Sullivan, Connie P., 15610 Vimey Woods Road,
Mabelvale, AR 72103, (501) 847-8545.

California

Chait, Isadore M., 2409 Wilshire Blvd., Santa
Monica, CA 90403, (213) 828-8537.
Clanton, James W., 118 Mentel Ave., Santa Cruz,
CA 95062, (408) 459-9476.

Cox, Steven E., 213 Norlene Way, Grass Valley,
CA 95949, (916) 272-5356.

Delany, Chuck Sr., 8836 Garden Glen Way, Sacra-
mento, CA 95826.

Glasgow, Kenneth, 8211 Calle Minas, San Diego,
CA 92126, (619) 271-5982.
Gutierrez, Ron, 1442 E. Lincoln Ave., S-154,
Orange, CA 92665, (714) 879-2046.
Holmes, Larry, P.O. Box 651, Pengrove, CA 94951.
Hosseinpour, Abdulla E., 22 North Fifth St., #3, Al-
hambra, CA 91801, (213) 699-1789.
Minadeo, Anthony, 16200 Ventura Blvd., #401,
Encino, CA 91436, (818) 501-4888.
Myers, Brian, 3847 Grandview Road, Los Angeles,
CA 90066, (213) 478-9460.

Nelson, Stephen, 194 Tiffany Circle, Ripon, CA
95366, (209) 734-2224.

Sawyers, John, 6330 Lincoln Ave., #163, Cypress,
CA 90630, (213) 596-3734.

Sloan, Todd, 12016 Waxwing Court, Penn Valley,
CA 95946, (916) 432-2805.

Weiner, Larry, 16200 Ventura Blvd., #401, Encino,
CA 91436, (818) 501-4888.

Colorado

Cogburn, Roger, 4409 South Country Road, #11,
Fort Collins, CO 80525.

Hunt, Edward. 2843 Grand Cascade Court, Grand
Junction, CO 81501.

Hunt, Steven, 607 Ronlin Drive, Grand Junction CO
81504, (303) 241-7658.

Hubbard, Ron L., 701 Main St., P.O. Box 1657,
Grand Junction, CO 81501, (303) 243-1601.

Kleisteiber, Robert E., 903 Platte Drive, Fort Lup-
ton, CO 80621.

Larkins, Al, 17601 West Colfax Ave., #32, Golden,
CO 80401, (303) 271-0438.

Lockhart, Cookie, CAI, 9123 E. Oxford Drive,
Denver, CO 80237, (303) 771-4111.

Neu, Darrell, 2648 Santa Fe Drive, #11, Pueblo,
CO 81006.

Roller, David C., 4187 West 98th Way, Westmin-
ster, CO 80030, (303) 427-1600.

Schneider, Everett C., 3124 Laredo St., Fort Collins,
CO 80526, (303) 482-6207.

Connecticut
Gardner, William J. Jr., 74 Forbes Ave., New

Haven, CT 06512, (203) 481-2133.

Delaware

Tindall, Vic, P.O. Box 86, Seaford, DE 19973,
(302) 629-75717.

Florida

Barrett, David L., 149 Coral Way East, Indialantic,
FL 32903, (407) 773-2730.

Bowman, Christine A., 7762 University Blvd.,
Winter Park, FL 39792, (407) 657-1900.

Burbage, Cleve III, 190 Wright Grove Road, Oak
Hill, FL 32759, (904) 345-3067.

Candiano, Ronald D., 4109 Happiness St., West
Palm Beach, FL 33406, (407) 965-1500.

Croom, Dan R., P.O. Box 3262, Longwood, FL
32779, (305) 788-3040.

Dickson, John L., 405 Sharon St., Brooksville, FL
34601, (904) 799-8435.

Hoffman, W.A., 127 Laurel Oak Drive, Long-
wood, FL 32779.

Johnson, Thomas A., 710 N. Combee Road, Lakeland,
FL 33801, (813) 665-5354.

LaTuchie, Herbert, Suite 909, NCNB Bldg., 1605
Main St., Sarasota, FL 34236, (813) 366-
1131.

Lesley, Jim, 2958 Eagle Estates, Circle W., Clear-
water, FL 34621, (813) 799-6228.

Melburg, Chardes D., 4306 Devonshire Lane, Orlando,
FL 32812, (407) 628-2669.

Montambault, Leon, 4406 Cobia Drive, Tampa, FL
33617, (813) 985-5453.

Rosser, Ken A., 2500 N.W. Lakeview Drive, Se-
bring, FL 33870, (813) 382-4470.

Schall, David R., 10305 Green Grove Place, Tampa,
FL 33624, (813) 960-0141.

Sierra, Cynthia C., P.O. Box 848, Odessa, FL
33556, (813) 920-3249.
Smith, Robert K., 429 S.W. Eighth Terrace, Boca
Raton, FL 33486, (407) 393-5653.
Thomas, Richard H., 5524 N.E. Seventh Ave.,
Miami, FL 33137.

Wiles, Ben, 2504 Robin Drive, Plant City, FL
33566, (813) 754-5202.

Georgia

Abdalla, Michael J., 5960 Riverside Drive, Atlanta,
GA 30328, (404) 252-0202.

Durham, Joseph P., CAI, P.O. Box 125, Dawson,
GA 31742.

Elzey, Dale E., P.O. Box 190, Moreland, GA
30259, (404) 681-1681.

Hart, David C., P.O. Box 1846, Moultrie, GA
31768, (912) 985-3867.

Schoen, K.W., P.O. Box 1080, Hiawassee, GA
30546, (404) 896-5274.

Idaho

Musick, Rick L., P.O. Box 6782, Boise, ID 83707,

(208) 362-0687.
Illinois

Bechtel, Cloyd L., P.O. Box 1947, Springfield, IL
62705, (217) 793-0755.

Besic, Ralph E., 16 West Grove, P.O. Box 2002,
Lombard, IL 60148.

Dieken, Terry, 760 John St., Pecatonica, IL 61063,
(815) 239-1509.

Doerr, Ray E., P.O. Box 37, Porter Ave., Vergen-
nes, IL 62994, (618) 684-6311.

Duckett, Mickey 1., P.O. Box 2053, Danville, IL
61834, (217) 446-0607.

Kramper, Leo R., St. Libory, IL 62282, (618) 768-
4343,

Laxton, Steve, P.O. Box 19, Hoffman, IL 62250,
(618) 495-2941.

McKinney, James A., 408 E. Main St., P.O. Box
479, Robinson, IL 62454, (618) 544-8982.

Myers, Ed, P.O. Box 2, Carmi, IL 62821, (618)
382-7951.

Schoreck, Richard G., P.O. Box 213, Salem, IL
62881, (618) 548-0706.

Stephens, Jon L., 1124 South 20th St., Quincy, IL
62301, (217) 224-3727.

Toppel, Edward A., 222 E. Pearson, #1904, Chi-
cago, IL 60611, (312) 944-0930.

Indiana

Bell, Daryl, Route 1, Bourbon, IN 46504.

Bluhm, Jason, Route 1, P.O. Box 52, Monroe, IN
46772, (219) 589-2903.

Boles, William H., 9607 County Line Road, Nabb,
IN 47147, (812) 293-3594.

Carroll, Art, 10537 Southeastern, Indianapolis, IN
46203, (317) 862-2292.

Day, Maurice L., Route 2, P.O. Box 445, Salem, IN
47167, (812) 883-4121.

Eberly, Luther, Route 2, P.O. Box A202, Silver
Lake, IN 46982, (219) 982-8100.

Gerardot, Denny, 5211 Snyder Road, Monroeville,
IN 46773, (219) 447-9206.

Hahn, Philip J., 1651 East Market, #1, Nappanee,
IN 46550, (219) 773-7676.

Hixson, Larry, 511 South Second St., Garrett, IN
46738, (219) 357-4477.

Kaser, Dean E., 60755 Greenridge Court, South
Bend, IN 46614.

Klein, VictorJ., 404 North Seventh St., Vincennes,
IN 47591.

Kruse, Russell, 313 N. McClellan St., Auburn, IN
46706, (219) 925-5401.

Libs, Gary L., 7001 Atkins Road, Floyd Knobs, IN
47119, (812) 944-8942.

Lockwood, Richard A., 2400 South Street Road,
South Bluffton, IN 46714, (219) 824-1776.

McDaniel, Mike, Route 3, P.O. Box 394, Lipton,
IN 47441, (812) 847-9830.

Metzger, Mark, Route 2, P.O. Box 133, N. Manch-
ester, IN 46962, (219) 982-8064.

Miller, Lester T., Route 1, P.O. Box 23, Amboy, IN
46911, (317) 395-7556.

Nauman, Paul A., 215 Shadowlawn, Greencastle,
IN 46135, (317) 838-1294.

Ott, Robert V., CAI, C/O First National Bank, 800
Lincolnway, Room311, Laporte, IN 46350,
(219) 362-3365.

Otto, Dan L., 3025 N. 850 E, Greentown, IN
46936, (317) 628-2960.

Pollert, Frederick M., 1503 Newford Road, Sey-
mour, IN 47274, (812) 523-8025.

Rennie, JustinR., Route 1, P.O. Box 468, Tell City,
IN 47586, (812) 836-2976.

Rinehart, Bret, 44 S. Center, P.O. Box 98, Flora, IN
46929, (219) 967-4195.

Silke, Marlin C. Jr., Route 2, P.O. Box 97, Elber-
feld, IN 47613, (812) 386-8494.

Sutherlen, Verbia D., CAI, Route 1, P.O. Box 84,
Quincy, IN 47456.

Taylor, David A., CAI, 6804 Summertime Drive,
Indianapolis, IN 46226, (317) 547-7319.

Troyer, Duane A., 317 West Lincoln Ave., Goshen,
IN 46526, (219) 534-5077.

Iowa

Anderson, Dennis A., Route 1, 1833 Main St., State
Center, 1A 50247.

Baumler, Leon R., Route 1, P.O. Box 66, Fort
Atkinson, IA 52144, (319) 534-7947.

Bergthold, Jerilyn, 2623-L, P.O. Box 302, Fort
Madison, IA 52627, (319) 372-9206.

Brown, Ronnie, Route 1, P.O. Box 75, Rembrandt,
IA 50576, (712) 286-6471.

(Continued on page 52)
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Bryant, Richard, Sweet Acres, Route 2, P.O. Box
160, Keokuk, IA 52632.

Brezina, David S., Route 2, P.O. Box 47-2A,
Tracer, 1A 50675.

Davis, Rick L., 114 McCreedy Drive, Washington,
IA 52353, (319) 653-3134.

Davison, Ray, Route 1, P.O. Box 181, Gravity, IA
50848.

Delzell, Mark, 2517 West 55th St., Davenport, IA
52806, (319) 868-7789.

Demry, Tom, Route 4, Centerville, IA 52544.

Gilchri, g(yle, Route 1, P.O. Box 259, Douds, 1A

2551.
Greenfield, Steve, 4330 Hubbell Ave., Des Moines,

IA 50317.

Helgerson, Martin L., Route 3, P.O. Box 151,
Ottumwa, IA 52501, (515) 653-4422.

Keller, Robert F., Route 1, P.O. Box 183 A, Stock-
port, IA 52651.

Martin, Arthur, Route 1, P.O. Box 86, Bennett, IA
52121.

McFedries, John, 5403 Rockingham Road, Daven-
port, IA 52802, (319) 324-0518.

Messerschmitt, Wallace E., Route 1, Hedrick, IA
52563, (515) 653-4947.

Ryan, Dale J., Route 1, P.O. Box 197, Decorah, IA
52101.

Smith, Paul D., 1616 Parkway, Burlington, IA
52601, (319) 753-2579.

Thies, Earl, P.O. Box 309, Ames, IA 50010, (515)
232-3322.

Tubaugh, Jerry R., CAI, 1702 Eighth Ave., Belle
Plaine, 1A 52208.

Wohler, Jerry, CAI, 810 Mackey, Sigourney, IA
52591, (515) 622-2015.

Kansas

Dolan, Thomas R. Jr., 790 North Second St.,
Lawrence, KS 66044, (913) 843-8724.

Fouts, William N., Route 1, Osawatomie, KS 66064,
(913) 755-4181.

Haskins, David, 109 South State, Norton, KS 67654,
(913) 877-3275.

Kobberman, Shawn, 123 W. Main St., Lyons, KS
67554, (316) 257-5656.

Smith-Meyers, Pamela K., 127 West Central, El
Dorado, KS 67042, (316) 321-2481.

Kentucky

Bailey, David W., 220 West Main St., Glasgow, KY
42141.

Derr, Louis E., 322 Sumpter Ave., Bowling Green,
KY 42101, (502) 782-3700.

Edwards, W.G., P.O. Box 573, Monticello, KY
42633, (606) 348-9583.

Gaines, Donald E., 6013 Ashgrove Pike, Nicho-
lasville, KY 40536, (606) 273-4695.
Haddix, Walton R., CAI, P.O. Box 435, 114 Cross

St., Albany, KY 42602, (606) 387-6456.

Mattox, Mark T., 107 Locust St., Carlisle, KY
40311, (606) 289-5720.

Preston, Kennus, P.O. Box 599, Elizabethtown, KY
42701.

Stone, James, 150 Hinton Road, Savieville, KY
40370, (502) 857-4755.

Walton, Steven T., 1020 Hillcrest Drive, Radcliff,
KY 42701, (502)_ 3_51-0810.

Louisiana

Mutz, Penny M., CAI, 527 M. Torregano Road,
Slidell, LA 70461.

Mutz, Timothy L., CAI, 19701 Chef Menteur
Highway, New Orleans, LA 70129, (504)
641-3723.

Maine

Keenan, Stefan P., P.O. Box 172, 78 High St.,
Farmington, ME 04938, (207) 265-2011.

Maryland
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Brown, Wilton F., 8913 Brookville Road, Silver
Spring, MD 20910, (301) 565-8883.

Cox, Jimmy, 9409 Old Marlboro Pike, Upper
Marlboro, MD 20772, (301) 599-6285.

Edwards, James R. II, 702 Ferguson Road, Joppa,
MD 2108S.

Ingle, Dylan T., 9409 Old Marlboro Pike, Upper
Marlboro, MD 20772, (301) 599-6285.

Stafford, R. Andrew, 20 Park Ave., Baltimore, MD
21201, (301) 752-5300.

Strawsburg, Martha T., 15 North Court St., Freder-

ick, MD 21701.
Wasserman, Ronald J., 35 Silversage Court, Hunt
Valley, MD 21030, (301) 527-0524.

Massachusetts

Gavrilles, Evan N., CAI, P.O. Box 390, Westwood,
MA 02090.

Healey, Garrett D., 76 High St., Danvers, MA
01923, (617) 233-7227.

Herrick, Paul V., P.O. Box 2355, S. Hamilton, MA

01982, (508) 468-2621.

Hyte, Barton K., 15 Taft St., Marblehead, MA
01945, (617) 720-0939.

Regan, James E., 100 Hammond St., Waltham, MA
02154, (617) 893-1181.

Sack, Steven C., P.O. Box 1224, Edgartown, MA
02539, (508) 627-7575.

Taylor, Richard H., 4 Bellows Road, P.O. Box 693,
Westboro, MA 01581, (508) 835-3275.

Wasserstein, Irving, 57 Tanglewood Drive, Stoughton,
MA 02072, (617) 341-2121.

Michigan

Bayne, Verlo, 2951 Bayne, Twin Lake, MI 49457,
(616) 821-2233.

Bogdan, Thomas, 393 West Crescent St., Mar-
quette, MI 49855.

Brenner, Randy S., 3152 142nd Ave., Dorr, MI
49323, (616) 896-8368.

Frank, John M., 100 N. Broadway, Wells, MI
56097, (507) 553-5091.

Hasty, Brian R., 106 Wagner Road, Tekonsha, MI
49092.

Poffinbarger, Richard D., 3463 Center St., Rav-
enna, MI 49451, (616) 853-2517.

Prior, Richard D., 570 Evans St., Jonesville, MI
49250, (517) 849-9883.

Thomas, Rondall A., 17812 Glendale, Roseville,
MI 48066.

Vorce, Donald G., 806 E. Webb, DeWitt, MI
48820, (517) 669-3217.

Minnesota

Barta, Wesky L., 904 Fifth Ave., S.E., P.O.Box 5,
Barnesville, MN 56514, (218) 354-2440.

Braastad, Steven, 2761 229th Ave., N.W., St.
Francis, MN 55070, (612) 753-2572.

Lyon, LaDonna V., Route 1, P.O. Box 228, Hin-
kley, MN 55037, (612) 384-6220.

Rehbein, Kenneth E., 426 Pine St., Lino Lakes, MN
55014, (612) 786-5050.

Stranne, John, Route 1, P.O. Box 651, Pine River,

MN 56474, (218) 587-2226.
Wiedemoth, E.H., 564 Clark St., Hutchinson, MN
55350, (612) 587-2210.
Missouri
Bliss, E. Melvin, 1300 N.E. 88th St., Kansas City,
MO 64155, (816) 468-4875.
Breckenridge, R. Bruce, P.O. Box 97, Theodosia,
MO 65761, (417) 273-4214.

Merry, Donald E., 5805 Sorrel Tree Court, St.
Louis, MO 63129, (314) 487-5846.
Waldo, David J., 110 N. Main, Greenfield, MO
65661, (417) 637-5696.

Montana

Gardner, Todd, P.O. Box 943, Kalispell, MT 59903,
(406) 732-7682.

Nebraska

Elting, Bradley K., 145 North Fourth St., Hebron,
NE 68370, (402) 768-7270.

Halweg, Monty, 10241 Blair High Road, Omaha,
NE 68142.

Henrichs, Dennis E., Route 1, P.O. Box 145,
Wymore, NE 68466.

Standley, Dale, CAI, P.O. Box 3186, Omaha, NE
68103, (402) 345-1117.

New Jersey

Aman, Robert S., P.O. Box 303, 200 North Fran-
klin Tpke., Ho-Ho-Kus, NJ 07423, (201)
652-2030.

Dingman, Raymond F., 138 Conover Road, Hight-
stown, NJ 08520, (609) 426-6936.
Seymour, Helen M., 15 Cedarwood Lane, Saddle
River, NJ 07458, (201) 568-2524.

New Mexico

Bailey, Connie L.., Route 1, P.O. Box 74, Alamogordo,
NM 88310, (505) 437-3353.

New York

Adams, Thomas, 2614 Lodi Street, Syracuse, NY
13202, (315) 474-2080.
Africk, Charles, 50 E. 42nd St., Ninth Floor, New
York, NY 10017, (212) 986-1133.
Bergerson, Carl, 80 Howard St., Wellsville, NY
14895, (716) 593-3434.

Corsoneti, Frank A., 662 W. First St., Fulton, NY
13069, (315) 598-6300.

Gansz, Duane E., CAI, 14 William St., Lyons, NY
14489, (315) 946-6241.

Kantor, Linda, 1 Duncan Road, Staten Island, NY
10301, (718) 442-0326.

Martin, Stephen, P.O. Box 266, Plattsburgh, NY
12901, (518) 561-0411.

Moyer, Randall B., 11135 Jane Drive, Alden, CA

14004, (716) 937-7493.

O’Sullivan, Jack, 2626 Kings Highway, Brooklyn,
NY 11229, (718) 252-5167.

Pickard, John, 215 South Park St., Canastota, NY
13032, (315) 697-7414.

Pratt, Barry J., RD #3, Dansville, NY 14437, (716)
335-8994.

Renesse, John S., 87 Bayview Ave., Massapegua,
NY 11758, (516) 795-1985.

Rifenburg, Keith, P.O. Box 730, Sherburne, NY
13460, (607) 674-2225.

Roussos, Peter J., P.O. Box 4, Cudderbackvil, NY
12729.

Shattuck, John, P.O. Box 100, Lake Luzerne, NY
12846.

North Carolina

Gallimore, C.D., CAI, P.O. Box 306, Concord, NC
28025, (800) 782-3011.

Inman, J. Leon, Route 3, P.O. Box 211, King, NC
27021, (919) 983-5550.

Ireland, William T., Route 1, P.O. Box 156, Olin,
NC 28660.

Jessup, Frank A., Route 1, P.O. Box 20-B, Westfield,
NC 27053, (919) 351-3604.

Plant, James, 3819 Sweet Grass Lane, Charlotte,
NC 28226, (704) 543-6013.

Sorrell, Larry G., CAI Route 2, P.O. Box 280B-1,
Zebulon, NC 27597, (919) 269-6700.

North Dakota

Heinze, Tony, Dazey, ND 58429.
Schnell, Larry, P.O. Box 1209, Dickinson, SD
58601, (701) 225-8156.
Tabor, Darwin K., Buffalo, ND 58011.
Ohio
Baer, James C., 5640 Raley Road, New Waterford,

OH 44445, (216) 457-7237.
Bowling, Myron, CAI, 3901 Kraus Lane, Hamilton,

OH 45014, (513) 738-3311.

(Continued on page 53)



Addendum

from page 52

Cotterman, Edker L., 125 West Bridge St., Coving-
ton, OH 45318, (513) 473-3247.

Marino, Joe W. Jr., CAIl, 1147 Whipple Ave.,
N.W., Canton, OH 44708, (216) 477-9365.

Peddicord, James W., 111 Westgate Drive, New-
ark, OH 43055.

Witmer, Dave, 4271 Middlebranch, N.E., Canton,
OH 44705, (216) 492-9222.

Oklahoma

Bolton, John D., 405 Charlotte, Oklahoma City, OK
73139, (405) 799-4371.

Briscoe, Timothy I., 125 North Third St., P.O. Box
1754, Durant, OK 74702, (405) 924-3418.

High, Dewayne, Route 2, P.O. Box 58, Walters, OK
73572, (405) 875-3777.

Oregon

Webb, Wayne L., P.O. Box 692, The Dalles, OR
97058, (503) 298-4888.

Zakula, Leonard, P.O. Box 1418, Gresham, OR
97030, (503) 667-2628.

Pennsylvania

Beamesderter, Calvin E., 471 Weavertown Road,
Myerstown, PA 17067, (717) 866-2998.

Ebersole, David L., 304 E. Oak St., Palmyra, PA
17078, (717) 838-4950.

Hock, Donald E., 205 Dutch Hill Road, Bloomsburg,
PA 17815.

Hostetter, Lee, CAI, 124 Blackhawk Road, Beaver
Falls, PA 15010, (412) 847-1880.

Kline, William M. III, 1204 Resaca Place, Pittburgh,
PA 15212, (412) 323-2647.

Nahrbecki, Ann, P.O. Box 59, Southwest, PA
15685.

Niebuel, Joseph P., Road 1, P.O. Box 130, Irvona,
PA 16656, (814) 672-5541

Waldman, Stuart, 14 N Bullens Lane, Wallingford,
PA 19086, (215) 874-0562.

South Carolina

Case, Edward C., CAI P.O. Box 692, Mauldin, SC
29662, (803) 288-2121.

Ford, Willam T., 740 Pitt St., Mount Pleasant, SC
29464.

Rogers, D. Steve Sr., P.O. Box 1188, 146 West
Main St., Duncan, SC 29334, (803) 439-

0615.
Tennessee
Conner, G.H., P.O. Box 5167, Sevierville, TN
37864.

Murphy, James R., 2304 Memorial Blvd., Spring-
field, TN 37172, (615) 384-7919.
Redenbaugh, Richard G., Route 1, P.O. Box 286,

Tellico Plains, TN 37385, (615) 253-2666.
Trotter, John D., 1015 South Parkway, Pigeon

Forge, TN 37863, (615) 453-6131.
Texas

Davis, L. Brad, P.O. Box 380646, San Antonio, TX
78280, (512) 379-0262.

Dickson, David J., 16402 Mill Drive, P.O. Box
280, Rosharon, TX 77583, (713) 595-2337.

Frerich, Joe F., P.O. Box 9, Eddy, TX 76524.

High, Doyle, Route 1, P.O. Box 362, Haskell, TX
79521, (817) 864-2673.

Jones, Donald A., 2470 N.W. Dallas St., Grand
Prairie, TX 75050, (214) 641-7115.
Lawless, Ed, Route 2, P.O. Box 52, Linden, TX

75563, (214) 756-5733.
Marhofer, Jerry F., 115 E. Montgomery, P.O. Box
1608, Willis, TX 77378, (409) 856-4683.
Moses, Dwayne, Route 1, P.O. Box 311, Ralls, TX
79357, (806) 253-2945.
Niedecken, M.F., Route 1, P.O. Box 281 BSO0,
Wimberly, TX 78676, (512) 847-9925.
Nohstadt, Thomas J., 14450 West Road, Houston,
TX 77041, (713) 890-4300.

Oliver, Robert C., Route 1, P.O. Box 19, Valley
Mills, TX 76689, (817) 932-5363.

Owen, James L. Jr., CAI, 100 Spicewood Court,
Irving, TX 75063, (214) 401-2472.
Radeker, Joseph F., 3201 Bishop Drive, Suite 101,

Arlington, TX 76010, (817) 467-9413.
Rosenbusch, Bobby, P.O. Box 246, 214 Main St.,
Florence, TX 76527, (817) 793-2508.
Smiley, Richard, 3613 Stadium Drive, Fort Worth,
TX 76109.
Thomas, Lanny, 4339 S. Capistrano Drive, Dallas,
TX 75287, (214) 931-2380.
Wright, Randy, 230 West Parker Road, #180,
Plano, TX 75075, (214) 422-7000.

Utah
Phil Harrison, 2768 South 1500 West, Vernal, UT
84078.
Vermont

Gibbs, Thomas K., P.o. box 171, Waterbury Cen-
ter, VT 05677, (802) 244-5872.

Virginia
Cherry, S.T. Jr., P.O. Box 1020-B, Waverly, VA
23890.
Pegelow, Paul, 579 Leeland Road, Falmouth, VA

22405, (703) 371-1904.
Stevens, Melvin L., P.O. Box 714, Halifax, VA

24558, (804) 575-7924.
Womack, J.C. III, P.O. Box 232, Danville, VA

24553, (804) 793-0460.
Washington

Anderson, Duane A., CAL P.O. Box 695, Emimiclaw,
WA 98022, (206) 825-5375.

Brittain, Paul, 8398 Spring Creek Road, S.E., Port
Orchard, WA (206) 876-0236.

West Virginia

Harman, James R., P.O. Box 141, Harman, WV

26270.
Wyoming

Brown, Kenneth R., P.O. Box 758, Worland, WY

82401, (307) 347-3408.

Canada

R

......

Executive Committees Meet

Boni, Orlando, 558 Scarlett Road, Weston, Ontario,
CN MO9P 282, (416) 241-0030.

Finnegan, Randall, 4884 Chemin Neuf, St. Agnes
de Dundee, Quebec, CN JOS 1LO, (514)
264-3653.

Jung, Barrie, P.O. Box 3431, Melfort, Saskatchewan,
CN SOE 1A0, (306) 752-2075.

Maynard, Kenneth S., 299 Mill Road, Suite 710,
Etobicoke, Ontario, CN M9C 4V9.

Prior, Douglas R., 2089 Lawrence Avenue West,
#407, Toronto, Ontario, CN MON 1HB,
(416) 245-8148.

Prodanick, Ed, Redwater, Alberta, CN TOA 2WO0,
(403) 942-3486.

Rosenman, Simon, P.O. Box 2062, Vancouver,
British Columbia, CN V6B 3S3.

Van Klaveren, John A., Route 1, Wyoming, On-
tario, CN NON 1TO, (515) 845-3605.

Semi-Retired

Erskine, Merrill F., CAIL, P.O. Box 695, Warren,
PA 16365, (814) 726-2476.

Flatow, Walter, CAI, Road 1, P.O. Box 2550,
Waterbury Center, VT 05677, (802) 244-

8817.
Affiliate Members

Clift, Clifford Jr., P.O. Box 2354, Greeley, CO
80632, (303) 356-3337.

Johnson, William T., 3260 Marjon Circle, Sandy,
UT 84092, (801) 484-7950.

Associate Members

Brackett, Danny, 701 Main, Grand Junction, CO
81501, (303) 241-3052.
Foster. Michael S., 7777 Old Danville Pike, Nicho-
lasville, KY 40356, (606) 887-1436.
McClintock, Kelly, Dallas Morning News, Com-
munications Center, P.O. Box 655237, Dallas,
TX 75265, (214) 977-8870.

Neuroth, Lee O., P.O. Box 265, Ingleside, IL
60041, (708) 587-2095.

Smisek, Pamela S., 10305 N. Hayden Road, Suite
6, Scottsdale, AZ 85258, (800) 552-8426.

The NAA and CAI executive committees met Feb. 25-26 in Overland Park and agreed
on recommendations for future cooperative efforts involving the two organizations.
Pictured, from left to right: Richard Keenan, CAI, NAA treasurer,; William M. Yonce,
CAl, CAl president,; Stephen E. Comly, CAl, CAI president-elect; Robert Bloomer,
CAI, CAl treasurer; Ronald W. Faison, CAI, NAA president; Dudley Althaus, CAl,
NAA chairman of the board; Wayne Stewart, CAI, NAA president-elect; and Robert
Steffes, CAl, NAA vice president. Frank N. Crain, CAI, CAI chairman of the board,

was unable to attend the meeting.
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Now Is The Time
To Contribute To NAMCO Fund

All Auctioneers Will Benefit

More than $80,000 was pledged at the Cincinnati convention to fund this effort. Many members have
already sent their checks, and now is the time for others to fulfill their pledges. The names of all con-

tributors to this very important cause will be published in The Auctioneer.
Donations are tax deductible under Section 162 (E) of the IRS Code, and no NAMCO monies will be

contributed to political campaigns. NAMCO is totally dependent upon voluntary direct contributions
from NAA members, as dues revenue will not be used for this purpose.

All auctioneers, be they full- or part-time, involved in the sale of real estate or personal property, will
benefit from NAMCO’s efforts on Capitol Hill. Now is the time to get involved!

National Auction-Marketing Coalition
- Suggested Participation Levels

 FPlatnam . e ......$5,000 per year

.'_-'Go'ld L ceirinenen 92,000 per year

. HHIEE L, veeeen....$1,000 per year
Boame . i $ 500 per year

Foundee..... . . ... 490 per year

Supporter ..... ...$ 100 per ycar

Friend .............. .. ... .. .. .. $ 50 per year .

'Name.. o _ . .
oRE -

~ Yes, I wish to have a voice in Washmgton .

~ Amount Pledged: ___ Amount Enclosed

' S’ignatUre'

.M ake check payable to NAM Co Fund and mail to: National Auctioneers
Association, 8880 Ballentine, Overland Park, KS 66214.
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Contributors to NAMCO

Platinum
Jim Gall, CAI, Miami, Fla.
Craig King, CAI, Gadsden, Ala.
Gold

Missouri Auction School, Kansas City, Mo.

Silver

Haskel Ayers, CAl, LaFollette, Tenn.

Bernard J. Brzostek, CAI, Phoenix, N.Y.
California Auctioneers Association

Ronald W. Faison, CAI, Zebulon, N.C.
William J. Fitzgerald, Mcchamcsvﬂ]c Md.
Sammy L. Ford, CAI, and Humﬂeet—Ford

Realty Auction Co. Inc.,
Mount Vernon, Ky.

Micky Fowler, CAI, Toney, Ala.
Scott Higgenbotham, Lakeland, Fla.
Jasper Jones, Memphis, Tenn.
Richard Keenan, CAI, Kingfield, Maine
Richard Kiko, CAIl, North Canton, Ohio
Charles Ludwig, CAI, Falconer, N.Y.
Joe Maas, Rochester, Minn.

Maryland Auctioneers Association
Paul Mclnnis, CAI, Hampton Falls, N.H.

Forrest Mendenhall, CAI, High Point, N.C.

C.A. Morrison, CAl, Grants Pass, Ore.

Wylie S. Rittenhouse, CAI, Uniontown, Pa.

Wayne Stewart, CAl, Audubon, Iowa
J.L. and Doris Todd, Rome, Ga.
Vance Vantassell, Sacramento, Calif.
Steve, CAl, and Marilyn Van Gordon,
Canby, Ore.

Bronze
Alabama Auctioneers Association
Herb Albrecht, CAI, Vassar, Mich.
Marvin E. Alexander, CAI, Martin, Tenn.

Bernie Bishop, CAI, Redondo Beach, Calif.

M.B. (Bob) Cline, CAI, Statesville, N.C.
Colorado Auctioneers Association
Merl Knittle, Van Wert, Ohio
Walter H. Liff, New Castle, N.H.
Richard O. Lust, CAI, Verona, Wis.

Mid-America Realty & Auction, Monticello,

Ky.

Minnesota Auctioneers Association
James G. Murphy Co., Kenmore, Wash.
Thomas W. Rowell, CAI, Moultrie, Ga.
Errold R. Sutter, CAI, Lynnwood, Wash.

Gordon E. Taylor, Mason City, Iowa
Virginia Auctioneers Association
Ralph Zettlemoyer, Fogelsville, Pa.
Founder
Russell Beebe, West Palm Beach, Fla.
Joan Caddigan, CAI, Norwell, Mass.
Robert Doyle, CAI, Fishkill, N.Y.
John Dziedzic, CAI, Chicago, Ill.
Randy Ehli, Tacoma, Wash.

W. Ronald Evans, CAI, Washington, D.C.
Hugh Howell, Madison, Tenn.
John P. Lynch, Amityville, N.Y.

William F. Moon, CAI, N. Attleboro, Mass.

Richard Myers/Richard Myers Auction
Service,
Winter Haven, Fla.

Naylor/Entz Auctions Inc., Hydro, Okla.

As of March 1, 1990
Steven Reeser, CAI, Okemos, Mich.

B. Mark Rogers, CAI, Mount Airy, N.C.
Brackey Rogers, CAI, Mount Airy, N.C.

Bill Rombach, Medford, Ore.
John Sayler, CAIl, Crawfordsville, Ind.
C. Garth Semple & Associates Inc.,
Milford, Ohio

Bob, CAlI, and Scott, CAl, Steffes, Fargo,

N.D.
Joel T. Wilson, Batavia, Ohio

Supporter
C. Sherman Allen, Conneaut Lake, Pa.
Linda Aspacher, Toledo, Ohio
Asset Liquidators/James R. Ritchie,
Sunnyvale, Texas

Tom Assiter, CAI, Floydada, Texas

Austin & Austin Auction Inc., Greeley,
Colo.

Auction Team, Grand Junction, Co.
D.L. Board Auctions Inc., Check, Va.
Chuck Bryce, CAI, Greene, N.Y.
Daniel Burns, Comstock Park, Mich.
Bob Campbell, CAI, Annapolis, Md.
Carpenter Realty & Auction Co. Inc.,
Conover, N.C.

Don Castner, CAI, Branchville, N.J.
Greg Christian, CAI, Rogers, Minn.
Phillip A. Cole, CAI, Findlay, Ohio
John Darlin, CAI, Lexington, Ky.
Joseph Dorfman, Petaluma, Calif.
Dennis C. Eberhart, CAl, Kent, Ohio
William A. Ehli, Tacoma, Wash.
Tony Felosa, CAI, Haywood, W.Va.
F.E.S. Auctions Inc., Frank E. Seipp,
Rockville Centre, N.Y.

Thomas L Garner, CAI, Jacksonville, Fla.

Steve Halchishak, CAI, Clinton, Mich.
Jack Hines, Ellsworth, Wis.
J.C. Horney, Wytheville, Va.

Sherman Hostetter Jr., CAI, Beaver Falls,

Pa.

Norman Hunter, CAI, Rising Sun, Md.
Frank Imholte, St. Cloud, Minn.
Bill Kurtz, CAI, Owensboro, Ky.

Jerry R. Ling, Atlanta, Ga.

Ken McCarty, Jamestown, Ohio
Sid Miedema, Byron Center, Mich.
James R. Murphy, Springfield, Tenn.
John Neiswander, CAI, Lakeland, Fla.
Edward N. Nelson, CAl, Trappe, Md.
Nashville Auction and Realty Co./ Tom
Shepard,

Nashville, Tenn.

Patrick O’Neill, Forrest Hill, Md.
Henry Ott, Middleport, N.Y.
Roger L. Porter, CAI, Olathe, Kan.
Jan Quiggins, Sparks, Md.

Bill Retcher, Montpelier, Ohio
Ronald Rhodeback, CAl, Granville, Ohio
Everett Schneider, Fort Collins, Colo.
Nolan Shishler, Oakwood, Ohio
Gene Simpkins, Cincinnati, Ohio
H.B. Smith, CAI, Shelbyville, Ky.
Jim Smith, CAl, Carolina Auction Team,

Spartanburg, S.C.
0O.G. Steinman, New Haven, Ind.

William ‘‘Bear’’ Stephenson, CAI, Clinton,
Tenn.
Jerry Stichter, CAI, Troy, Ohio
Tony Stone, CAI, Bailey, N.C.
The Auction Way Co./Gerald A. Bowie,
LaGrange, Ga.

Turmon Auction Service, Redmond, Ore.
Brad H. Wooley, CAI, Little Rock, Ark.
William M. Yonce, Florence, S.C.
Friend
David P. Adcock, Manheim, Pa.
Dennis Alestra, Brooklyn, N.Y.
A.E. & Mary Angle, Lakeland, Fla.
Barg’s Real Estate, Waupaca, Wis.
Maggie Beckmeyer, North Bend, Ohio
Bruce Blair, Lexington, Ky.

Bloch Brothers Corp., Drayton Plains,
Mich.

Joseph A. Cappella, Lantana, Fla.
Clement’s Antiques of Florida, Destin, Fla.
Jerry Cross, CAl, Ravenna, Ohio
Robert A. or Florence I. Foland, No-
blesville, Ind.

Lyman S. Foss, Dorset, Vt.
Samuel Ray Godby, Somerset, Ky.
Dennis Jackson, CAI, Auction/Realtor,
Anderson, Ind.

Joy Kallmeyer, dba Kallmeyer-Schroff
Auctions, Hermann, Mo.

Kelly Robert Keenan, Wichita, Kan.
Cliff Fullom/Land & Sea Auctions,
Marathon, Fla.

Robert A. Leone, Lebanon, Conn.
Dorothy Lyons, Rapidan, Va.

Scott E. McCarter, Pidgeon Forge, Tenn.
Jim Messersmith, Twin Falls, Ida.
George Michael, Merrimack, N.H.
Greg M. Michael, CAI, Camden, Ind.
Judith E. Murphy, Greeley, Penn.
Narrow Passage Store/ Tom Rall, Edinburg,
Va.

Donald E. Nestrick, Aledo, Ill.
Todd Puntolillo, CAlI, / Friendly Auctions
Inc., Coral Springs, Fla.

George Roman III, Canfield, Ohio
Roy Schroff, dba Kallmeyer-Schroff
Auctions, Hermann, Mo.

Rich Sponhaltz, CAI, Steubenville, Ohio
David Staples, Richmond, Va.
Stiner Real Estate and Auctions/James B.
Stiner,

Morristown, Tenn.

Roy Teitsworth Inc., Geneseo, N.Y.
Thomas Industries Inc., New Haven, Conn.
Treat Realty & Auction Inc., Charlotte,
N.C.

Philip J. Unser, Orlando, Fla.
Lance Walker, CAI, Hayti, Mo.
Dave Watkins, Atlanta, Ga.
Lawrence Welter, Manhattan, Kan.
Loren E. Winger, CAI, Converse, Ind.
Randy Wright, Plano, Texas
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All New 200 Slot File

Please State SIZE OF F”_E You wish to order
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400 Slot File
200 Slot File
200 Slot File
100 Slot File
100 Slot File

$169.95
$129.95
$129.95
$59.95
$59.95

Sales Forms, in triplicate

(Slots — 2" Deep - 1'/2" Wide)
30" Wide — 21'2" High — Weight 23 |bs.
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30" Wide — 21'2" High — Weight 18 |bs.
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(Slots — 3'2" Deep - 2'/2" Wide)

Made of Masonite and White Pine

(Slots — 2" Deep - 2" Wide)

PLEASE STATE THE SIZE OF FILE YOU WISH TO ORDER.

Ttem No.
We have the clerking sheets that come in triplicate, with three
sides glued together. There are 2] items per sheet. These are
Purchaser made for the 2" file. We do not make a clerking sheet for the
32" by 2V2” file.
Price Package of 200 ShGEfS (4,200 Items) $50.00
Package of 00 Sheets (12,600 1tems) $140.00

We pay shipping charges on all items
Ship C.0.D. or Send Check to:

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

LUNDEEN SALES FORMS

423 East Avenue Holdrege, Nebraska 68949

CLOSEOUT MERCHANDISE

..Visit our new Furniture Showroom! 1,000's of new items arriving daily...wholesale only!

PHHHHPIIHSFIIIEHSHIIHH FESHSFHEFSISSHSFSSHS$SS
A WHOLESALERS « FLEA MARKETEERS WHOLESALE ON LY!

STORE OWNERS
Deluxe Queen Size LADIES DESIGNER GLASSES ..........ccooecevrvennn. $9.90 di2.

PLUSH HOPPING BUNNY
PLUSH HOPPING CHICKEN Mattress/Box Spring Set § | ADIES RHINESTONE SUNGLASSES $12.90 dz.

B/O PLUSH BUNNY W/MOVING NOSE & EARS ...$5.90 ea.
MEN'S SPORT TURBO SUNGLASSES ................. $7.90 dz.
LADIES DESIGNER TOPS ... comrerememrsssasonss $5.90 ea.
MEN'S 2-pc. JOGGING SUITS ... $9.90
LADIES JOGGING SUITS ... $9.90 suit
LADIES 2 pc. SWEAT SUITS.......coocicreernrassssssmnennes $9.90
MEN'S 1ST QUALITY COLORED T-SHIRTS ......... $9.90 dz.
QUEEN SIZE JOGGING SUIT (1X-3X).................. $12.90 suit
2-pc. LADIES' PANT SUIT, PAINTED DESIGN ....$19.90 suit
CASSETTE AMFM CAR STEREO

RADAR DETECTOR (super model)

SHAKESPEARE ROD & REEL SET ... :
BASKETBALLS (prof. $iz8) ................ccoucormsmmsorcssorse $4 80 ea.
MEN'S G-SHOCK WTCHES ..............cooorverernmerrene. $6.00 dz.
BASEBALL HATS ............cocovememcnmmsci sorovossonsnsossrsnsonse $8.90 dz.
MEN'S JERSEY WORK GLOVES.........ccoo v rernenen. $9.00 02,
11-pc. BOX & OPEN END WRENCH SET ............... $2.90 set
1 TOOL O s 3000
SLEEPING BAGS (full 8ize) ...........ccoerremreerrenrannes $7.99 ea.
CLOCK RADIO-AMRM... e X 1] 8
DISPLAY BUTANE LIGHTERS (150 to dtsptay) .. $28 disp.
40 pc. SOCKET SET - METAL BOX...
10-pc. SCREWDRIVER SET ... $6.00 dz. sets
72" AIR MATTRESSES

HEAVY DUTY 1 MANBOAT ... rannene

s ....$2msot S

32:#:&3:&‘395

=99

DELUXE SOLAR CALCULATOR...........ccccorureemerrens $2.00 ea.
4-pc. STEAK KNIFE SET ... ... $10.80 dz.
6-pc. STEAK KNIFE W/WOOD BLOCK ................. $3.90 set
6-pc COBRA KNIFE SET .......oomeccrcciverensesssessanes $4.50 set
2-pc. ITALIAN PEN & PENCIL SET ....................... $30.00 dz.
12 COLOR EYE SHADOWKIT .......ccoooccccrrnsenns $7.90 dz.
WESTERN HATS ... venennnes $9.90 2.
90-ct. MEDICINE DISPLAY $10.90 disp.
ASST. BRASS PADLOCKS (carded) .......................$4.90 dz.
BICPENS ......reeeecrerrnee sesrassaamcnses $ 1400 GF-
ORIENTAL HAND FANS ... SCRI—— (| ]
REFILLABLE BUTANE LBHTEHS SS— 1 4 1Y r 2
35 MM CAMERAWICASE ..............ccorrerrernnn. $3.50 82
CARD KNIVES ... s eenn s cnsanrmnnees $9.90 02,
FIELD BINOCULARS .......oeenererremncrneenne. $18.00 62,
LADIES PEN & WATCH SET ..o cernrirseseemen 508 €8
CARDED PICK COMBS ... rereneeenee 92.90 C2ND
FUZZY DICE.... SPN—— | ]
UNICORN QUARTZ CLOCK.......... .. $6.90 ea.
LG. PROFESSIONAL SKATEBOAHD ..$'990 ea.
MUSICAL ROSES W/BATTERY ........c.ccooerurrrnnnn.. $15.00/dZ.
PROFESSIONAL TENNIS RACKETS ..................... $2.90 ea.
WICKER LETTER HOLDERS ..........cumererceanrene.. $7.90 02,
1208 TER BET . oviivminmsmmimmmsin ... $5.90 set
LG. BARREL BAG ey $1U 90 ea.
TELESCOPIC HOD& HEE].SET ... $7.50 set
ASST. FISHING LURES ... c..cciccniimimivuiinias $1 .90 card
2pc SPINCAST BOD .o $2.90 ea.

mw:éi?iﬁﬁ& ' DELUXE FISHING REEL (SPINNING) ..................$3.50 ea.
DIAMOND CHIP EARRING — (boxed).................. $12.00 dz.
3-pc. NECKLACE, EARRING, BRACELET set. $8.90 dz. sets
SWISS ARMY KNIFE W/KEY CHAN ................... $7.80 dz.
MEN'S SUPER DARK SUNGLASSES .................... $4.90 dz.
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2201 W. Devon « Chicago, IL 60639
ORDER DESK (800) 621-7999
(312) 973-7070
Send for our Free Catalog!

$HFSSSSSSPEESHHHSSSHHS

$ WE CARRY 1000's OF ITEMS FOR RESALE ONLY
BRING TAX NUMBER — BRING YOUR TRUCK

Mon.-Fri. 8:30 3.m.-6:00 p.m. + Sat. 9:00 a.m.-5:00 p.m.
SHPSPHPFSHPSHISHPSHPHS
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NAA Membership Application

(For Use By New Members Only)

New Member Dues: employees of Active Members, but who are not auc-

Active Members — $75 tioneers, shall be eligible for Associate Membership in

Associate Members — $37.50 this Association.

Affiliate Members — $150.00 Affiliate Members — Individuals who are owners of
auction businesses of any type, but who are not auc-

NAA Membership Classifications: tioneers, or while not engaged in the auction business,

have interest requiring information regarding the auc-
tion industry and are in sympathy with the objectives of
the Association shall be eligible for Affiliate Membership
Associate Members — Individuals who are in this Association.

Active Members — Any auctioneer who is of good
moral character shall be eligible for Active Membership.

Application for: ____ Active; ____ Associlate; ____ Affiliate
Membership in the National Auctioneers Association

Yal A a¢

AUCTIONEERS
Please print: Name

Address
T i et oo Zip Code

Residence Business
Phone: AreaCode No. - SRR, - (| (01 ¢, |V | )

New Membership Dues: Active - $75; Associate - $37.50; Affiliate - $150. Certain State Auctioneers Associations have reciprocal
membership agreements with the National Auctioneers Association, requiring payment of both NAA and State Auctioneers Association
dues. Information on states, which have reciprocal membership agreements with the National Auctioneers Association is available on
request, or when membership application is made.

| hereby make application for membership in the National Auctioneers Association. If accepted, | will abide by its By-Laws, support
its objectives, comply with the Code of Ethics of the National Auctioneers Association, and pay the established dues.

Your SIQnature — Date Contributions or gifts to the National Auctioneers
Your NAA sponsor’s Sponsor's name bolors. i Iedied, Inicis it pirposss
Com plefe . signature (optional) printed (optional) R e e e
Clip & Mail:
National Auction Experience Information
Auctioneers
As SO Ciu“on BUSINESS List other fields of auctioneering in which you hold auctions.

8880 Ballentine

Over land Park; I Position you hold (2 I

Name of firm (1)

KS 66214

Address (3)

City Are you a member of a State Association? Yes No

State Zip Code Which One(s)?

How long have you been an auctioneer?

Do you specialize in one particular field of auctioneering? List offices held in State Association.

If yes, name the particular field

Please provide the following information for three character references in support of your application.

Name Mailing Address Business or Phone during the day
occupation

l

e i i i e s i e i A A el e e i e g
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WALTON SCHOOL OF AUCTIONEERING

x

85 hr. intensive 2 week course

Nationally accredited

Professional training staff
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Modern conference facilities
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1,500+ Auctions conducted by our
Auction Marketing Firm =

ﬁ
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) o

Located near Cleveland, Ohio for
easy access

o

o —

* TERMS START SOON!! FOR §
FURTHER INFORMATION DIAL
OUR NATIONAL TOLL FREE
NUMBER 1-800-369-2818
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Your source for
LECTROSONICS

QUALITY
equipment!
Call Toll Free!

S preseat]

THE LONG RANGER
e Compact, portable PA system covers s

an entire football field

® Built-in wireless microphone allows
complete freedom of movement

e Removable, rechargeable battery pack

e Unique “omni-bus” input/output jack
provides for interconnecting multiple 2
systems e

e Operates with built-in horn or powers e
1 or 2 (8ohm) external speakers

® Sets up fast in only a few seconds

e Allows using both wireless and hard-

wired microphones at the same time Z
e Will operate with headset, or hand- :—ﬂﬁé
held microphone in either wireless or 2
cabled applications.

WE UNDERSTAND
YOUR NEEDS AND
WILL HELP YOU SELECT
THE PROPER EQUIPMENT

Medina, Ohio 44256

1-800-369-28 1

et

[LITl]
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216-725-8908
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REPPERT SCHOOL OF
AUCTIONEERING, INC.

Box 189
Decatur, Indiana 46733

TUITION $400
ALSO HOME STUDY

Next Terms:

2-WEEK TERMS:

APRIL 30 — MAY 12, 1990
JULY 30 — AUGUST 11, 1990
NOVEMBER 26 — DECEMBER 8, 1990

FOUNDED IN 1921

Write or call for more information

219-724-3804

G. I. APPROVED A.C. 0033

July
13 & 14

g 1990
cx;;(\?‘ Livestock Auctioneers

From Around the World
Over $10,000 in Prizes
Preliminary Round
July 13, 1990 - 1:00 PM

at Highwood Livestock, High River, Alberta
15 Finalists Advance to the

Championship Round
Saturday, July 14, 1990 - 1:00 PM
on Stampede Park

Entries Close Entry Fee

MAY 15, 1990 $250.00
For complete information: 1 Sta
CALGARY EXHIBITION & STAMPEDE A
AGRICULTURE DEPARTMENT %
BOX 1060, CALGARY, ALBERTA T2P 2K8 &

Phone:(403)261-0313 or Fax:(403)264-2878 July 6 - 15, 1990
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‘“Steiff Toys Revisited,”” by Jean
Wilson (Chilton Book Co., $18.95).
The teddy-bear renaissance that began

10 years ago and continues unabated cen-
ters around the world’s best-known stuffed
animals — Steiff. ‘‘Steiff Toys Revisited’’
gives collectors up-to-date information
and hundreds of examples of Steiff toys
currently on the market.

Following a brief introduction regard-
ing the recent renewed interest in Steiff
toys and a history of the Steiff company,
author Wilson describes in detail how to
identify and date Steiff toys.

The rest of the book makes generous
use of photographs and fully updates the
collector with chapters on ‘‘Festivals of
Steiff,”” ‘‘Steiff at Auction,’’ ‘‘Collec-
tor’s Items: Limited Editions and Repli-
cas,”’ ‘‘Illustrated Price Guide to Steiff
Toys,”” and ‘‘Steiff Catalogues: 1955,
1957, 1959, 1960.”’

Wilson is an avid collector of Steiff and
is the co-author of two other books about
Steiff toys — “100 Years of Steiff’’ and
Steiff Teddy Bears, Dolls and Toys.”’

‘‘Wallace-Homestead’s Price Guide
to American Country Antiques,”’ by
Don and Carol Raycraft, Ninth Edition
(Chilton Book Co., $14.95). This eight-
chapter price guide covers popular coun-
try furniture, woodenware, Shaker boxes,
stoneware, yellowware, duck decoys and
kitchen utensils. The newest trends, in-
cluding Christmas collectibles from the
1930’s to 1950’s, are highlighted as well.
Chilton Book Co. says the book details
‘“all of the hows, whats and whys of
antique collecting.’’ Over 700 photographs
are included in the book, along with the
current prices of antiques.

‘‘Wallace-Homestead’s Macdonald
Guide to Buying Antique Furniture,”
by Rachael Field’’ (Chilton Book Co.,
$25). Designed for the antique buyer,
Chilton Book Co, says the ‘‘guide con-
tains all the information needed to assess a
piece just as a dealer would.’’ Fifty Clas-
sic styles are detailed and photographed.
Variations and reproductions are also noted
and some photographed. The book re-
views the history of English furniture and
explains the characteristics of different
woods. Field 1s a columnist for The An-
tique Dealer and Collectors’ Guide.

“Wallace-Homestead’s Price Guide
to Baskets,” by Frances Johnson, Second
Edition (Chilton Book Co., $16.95). The
guide details everything from the tools to
make baskets to the dyes used to finish
them. Chilton Book Co., says the ‘‘guide
goes beyond baskets. Just about any mate-
rial in the world can be used to weave
baskets, and once it is woven it can be used
to make nearly anything else.’’ The guide
is being marketed by Chilton Book Co. as
‘‘an indispensable tool for the identifica-
tion of specific basket types as well as
valuing antique, collectible and contem-
porary baskets.”

‘“‘Wallace-Homestead’s Antiquing in
England,” by Robert W. and Harriett
Swedberg (Chilton Book Co., $16.95).
Included in this book is information on
pricing, currency, English furniture peri-
ods, registry numbers and dating proce-
dures, maps of England by city and county,
a glossary of terms and a section of blank
pages for notes. Of this book, Chilton
Book Co. says ‘‘whether you’re looking
for Alcock China, Oriental rugs, or wooden
boxes, everything you need to know is
right here.”’

‘“Kovels Antiques & Collectibles Price
List,”’ by Ralph and Terry Kovel (Crown
Publishers, $11.95).

This is the 22nd edition of the Kovels’
price list. Included in this book are many
remarkable stories from the Kovels years
of collecting.

For example, a woman in Connecticut
was selling her house and decided to get
rid of all the clutter in her son’s bedroom,
including a collection of about 100 beer
cans. Having remembered reading some-
where that there were *‘fools who paid $5
foracan,’’ she contacted the local auction-
eer to set up a sale.

The mother estimated she would get
$200 to $300 for the lot. What a pleasant
surprise when the auctioneer told her that
one can alone, a 12-ounce National Bohe-
mian Crowntainer, brought $50, and total
sales were $600. Little did she know that
the same beer can sold for $400 nine
months later.

Also 1ncluded 1s a story about how an
[1linois man may have thrown out valuable
collectibles when he threw away his fa-
ther’s collection of boy scout badges and
scarfs.

The Kovels show how to spot potential

gold mines in your home, with more than
50,000 prices of everyday antiques and
collectibles — from pressed glass to Stick-
ley chairs, Karabagh rugs to Betty Boop
dolls — in this compact 800-page guides.

““Wedgwood,’’ by Robin Reilly (Stock-
ton Press, $850). This is a massive (over
1,600 pages) two-volume illustrated work.
Reilly spent more than 20 years research-
ing, principally using the Wedgwood
archives at Keele University and the re-
sources of the Wedgwood Museum. In
particular he concentrated on the letters
and memoranda from the prolific Josiah
Wedgwood to his friend, partner and
confidant, Thomas Bentley.

Their alliance became one of the fore-
most manufacturing partnerships of the
18th century. Volume I deals with
Wedgwood during its founder’s life.
Volume II follows the history of the firm
from Josiah’s death in 1795 to 1967, when
Josiah’s descendants formally relinquished
control of the company.

Among many other highlights, Reilly
provides an intriguing new solution to the
mystery of the Feb. 2, 1805 mark, sug-
gesting it was part of tests to confirm the
accuracy of the pyrometer invented by
Josiah to ensure a precise kiln temperature
for a successful firing.

Both volumes are fully illustrated with
a total of 350 color and 3,500 black and
white photos. Illustrations were chosen to
show a wide variety of shapes, styles and
designs of all periods and are comple-
mented by detailed descriptive captions.

“The Diamond Ring Buying Guide,”
by Renee Newman (International Jewelry

Publications, $12.95).
Written in an outlined format, this

book is a step-by-step guide to buying

jewelry. The guide 1s aimed at lay readers

and its format is easy to follow.

The guide is well illustrated with pho-
tos, diagrams, charts and tables and 1s
considered good preparation for buying
most kinds of jewelry.

Topics covered include:

¢ Detecting gold and diamond imita-
tions.

e How different colors and purities of
gold are made.

e White gold versus platinum.

e Advantages and disadvantages of
different setting styles.

¢ And many more.
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! ! Four-fifty who’s gonna gimme Five
Gimme Five Gimme Five Four-Fifty
Gimme Five Gimme Five Gimme Five

Four-Fifty nobody gimme Five
Four-Fifty once... Four-Fifty twice... . , 1
SOLD!

That's the easy part.

It's the business before and after the gavel comes down
that we would like to help you with.
Managing your auction.

We call it The Auction Management System,
does, manage.

Write or call
/17-272-2523 and
we will send you forty
good reasons to say

‘'sold’’ to this
system.
Your name
Company nam
Address State Zip
Phone ( )

compuler management enterprises

P.0. Box 1346, Lesbanon, PA 17042 / 717-272-2523
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The NAA members listed
below have agreed to provide
free advice to beginning auc-
tioneers. Other members inter-
ested in sharing their expertise
to improve the auction profes-
sion are encouraged to contact
President Ronald W. Faison,
CAl, in writing in care of the
NAA Headquarters.

Auctioneers using the mail to
take advantage of this service
should include a self-addressed,
stamped envelope with their
information request.

Keith Babb

P.O. Box 4222
Monroe, LA 71211
(318) 343-6211

Don Bates

7010 Ragland Road
Cincinnati, OH 45244
(513) 421-4525

Tom Baudry, CAl
One American Place

Suite 1930
Baton Rouge, LA 70825
(504) 344-2640

Glen Blackford

108 East Fourth St.
Russellville, KY 42276
(502) 726-9238

Wayne H. Blecka
P.O. Box 999
Paisley, FL 32767
Bus. (904) 669-6672

Mike Brandly

Box 09732
Columbus, OH 43209
(614) 461-9229

Gary Bradford, CAI
3375 29th Ave. S.W.
Naples, FL 33964
Bus. (813) 455-5008
Res. (813) 455-5559

Bob Cline, CAI

Rt. 9 Box 240
Statesville, NC 28677
(704) 876-3612

Margaret H. Combs, CAI
P.O. Box 277

Whitehouse Station, NJ 08889
(201) 534-9441

Ernie Curlee, CAI
9327B Albemarle Road
Charlotte, NC 28227
(704) 535-1724

(704) 537-5115

Lewis C. Dell

204 Old Monroe Rd.
Sanford, FL 32771
(407) 323-5620

Jack Ellis

P.O. Box 273
Roundup, MT 59072

Jerry Ellis
P.O. Box 50310
Billings, MT 59105

W. Ronald Evans, CAl
P.O. Box 60022
Washington, DC 20039
(202) 543-2828

Gene A. Fry

9120 Airway Drive
Pensacola, FL 32514
Bus. (904) 476-0181
Res. (904) 478-1676

Jim Gall, CAl

100 N. Biscayne Blvd.
23rd Floor

Miam, FL 33132
(305) 577-3322

Tony Gilbert
Rt. 2 Box 338
Vale, NC 28168

David E. Gilmore

2110 I-10 Service Road
Suite 203

Kenner, LA 70065
(504) 443-1280

Johnny Godley
215 Godley Lane
Charlotte, NC 28216

Ray & Arlene Hawk

N.W. 4814 Hoblitt Lane
Florence, MT 59833

Richard Haworth
1030 S. Venice Blvd.
Venice, FL 33595
Bus. (813) 485-4964
Res. (813) 493-0995

Gilbert Hollifield, CAI
P.O. Box 939

Marion, NC 28752
(704) 652-2510
(704) 652-3456

Sherman Hostetter Jr., CAl
124 Blackhawk Rd.
Beaver Falls, PA 15010
(412) 847-1880

Terry Ireland
Rt. 1 Box 156
Olin, NC 28660

George E. Kelly

17493 Lake Lindsey Rd.
Brooksville, FL 34601
Bus. (305) 577-3322
Res. (904) 799-1980

Jerry E. King, CAI
P.O. Box 800
Fletcher, NC 28732
(704) 684-6828

Bob Koty, CAl
P.O. Box 625

Freehold, NJ 07728
(201) 780-1265

Jerry Krawitz
74 Godwin Ave.

Rjdfewood, NJ 07450
(201) 652-6424

Bob Lilly, CAI
9018 Idlewild Road

Charlotte, NC 28212
(704) 545-6377

John E. Loy Sr.
2208 West Cove Blvd.
Greensboro, NC 27408

Charles L. Ludwig, CAI,
15 Cross St.

Falconer, NY 14733
(716) 665-6614

Richard Lust, CAl
7552 Pioneer Place
Verona, WI 53593
(608) 833-0011

Dave Manor, CAI
P.O. Box 965
Windmere, FL 32786
Bus. (704) 282-8466
Res. (704) 876-5775

Greg Marter

90 Country Life Drive
O’Fallon, MO 63366

Beginning Auctioneers Advisors

Bus. (314) 272-2854
Res. (314) 272-4890

George Michael

74 Wilson Hill Road
Merrimack, NH 03054
(603) 424-7400

Carol A. Nuss
14311 Newpo
Suite 1

Tustin, CA 92680
(714) 832-8628

rt Ave.

John F. Pait

123 Keeling Road West
Greensboro, NC 27410
(919) 595-3048

Tex Pate

6435 Hwy. 12E

East Helena, MT 59635
(406) 227-6578

Bob Penfield

P.O. Box 111

Bowman, ND 58623

Bus. (701) 523-3657
(800) 437-2040

Res. (701) 523-5347

Keith J. Pierce, CAI
1900 Brantley St.

Winston-Salem, NC 27103

(919) 723-5338

George Richards
10671 N.W. 20th St.

Pembroke Pines, FL 33026

Bus. (305) 577-3322
Res. (305) 435-1794

Bracky Rogers, CAl

P.O. Box 729
Mount Airy, NC 27030
(919) 789-2926

Don Shearer, CAI
P.O. Box 10,000

Lake Buena Vista, FL 32830

(407) 824-6878

Cliff Shuler

422 Julha St.
Titusville, FL 32796
(407) 267-8563

Gary M. Smith
1212 E. Colonial Drive
Orlando, FL 32803

(Continued on page 64)
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FAX-MARKETING

Services for Auctioneers

NATIONALFAX is an exciting new fax service

created to support auctioneers marketing

needs. Through fax machines auctioneers can

now access specific production and consulta-

tion resources for Fax-Printing/™Fax-Marketing;" SEPTEMBER 1967

Fax-Advertising™ and Fax-Publicity™ Services.
NATIONALFAX™
: | expands auction

marketing abilities. T&gmmwﬁwmmm

A timely marketing information
Call or Write for Free Catalog: and neitwo rkl ng

NATIONALFAX" newsletter for auctioneers.

Fax-Graphics™ * Fax- Typesctting™ ¢ Fax-Printing™ 3301 Como Ave SE
NATIONALFAX | Minneapolis, MN 55414

(800) 999-6311 3301 Como Ave S.E. - Minneapolis, MN 55414
FAX: (612) 645-1750 (800) 999-6311 « FAX: (612) 645-1750

Call or write for your free copy today.

AUCTION MARKETING HIGH TECH DIRECT MAIL

AND CONSULTATION
R e e MARKETING SUPPORT

Auctioneers, like other asset FOR AUTIONEERS

liquidation professionals, need to
expand and enhance their marketing
skills and capabilities. ARRMS
provides auctioneers with the
resources and marketing support
services they need to achieve
success and the greatest return on
the sale of assets at auction.

Nathan A. Wolfstein IV, CREA
Auction Marketing Consultant

/////II/ARRMS W\ NSTITUTIONAL
Auction Resource Referral Marketing Service —BROCHURES

3301 Como Ave. S.E., Minneapolis, MN 55414
(800) 999-6311 « FAX: (612) 645-1750

e

3301 Como Ave S.E. » Minneapolis, MN 55414
(800) 999-6311 « FAX: (612) 645-1750
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Washington Report

method of tracking sales and sales prices
so that valid decisions can be made as to
the most efficient and profitable methods
of selling property.

To quote from his letter: ‘“The RTC
can draw on past experience only if its data
base 1s sufficient and 1s set up to measure
performance accurately and fully. I en-
courage you to make this a priority.”’

President Faison’s letter was prompted
by our discovery that a computer tracking
system was not yet in place at the RTC. A
month after the letter was sent, a New
York Times article referenced the problem
in an article entitled ‘‘U.S. Must Unload
30,000 Properties, And Please Don’t Ask
How’s Business.”’

To quote from that article: ‘At the core
of the RTC’s troubles is the immense start-
up task. It currently has 2,000 employees
and plans to hire at least 5,000 others, and
possibly many more. And employees have
to be trained and familiarized with the
agency’s real estate inventory, which so
far has not even been computerized.

The article also noted our concern about
the pace of sales: ‘‘...analysts warn, the
inability to move the property quickly
could depress the market further.’’

AUCTIONEERS ATTEND

CONGRESSIONAL HEARINGS

On Feb. 27, the Oversight Subcommit-
tee of the powerful House Ways and Means
Committee held hearings on the savings
and loan bailout bill passed by the Con-
gress last year. Known as the Financial
Recovery, Reform and Enforcement Act
(FIRREA), the legislation 1s already rais-
ing concern in Congress that the S&L
reform bill may eventually cost the federal
government tens of billions more than was
anticipated last year.

The law mandates that ‘‘auction-mar-
keting’’ be included among the private
sector services that the RTC must use to
dispose of property its acquired from in-
solvent savings and loan institutions.

Chief witnesses at the hearing were

Jrom page 45

‘It 1s the RTC’s policy that a property
should be extensively marketed for sale
immediately after acquiring title. The
primary reasons for this policy are to
reduce the RTC’s direct and indirect hold-
1ng costs, minimize physical deterioration
of property, minimize the risk exposure
from unforeseen problems that may arise

from owning property — and an early sale
returns the property quickly to private

ownership which is the best way to achieve
efficient use of the property.’’

Chairman Seidman also stated that ‘‘the
RTC does not intend to postpone market-
ing efforts for the purpose of improving
occupancy of the property before market-
ing, or to speculatively hold property in
the hope that values will increase.”’

Chairman Seidman stated that one of
the marketing strategies to be used 1s the
auction method of marketing.

Questions from the Congressman fo-
cused on the RTC’s need for additional
working capital to close insolvent institu-
tions and pay depositors. Sources of work-
ing capital for the RTC include either
additional appropriations by Congress,
borrowing by the RTC, or sale of assets
acquired from insolvent savings and loans
institutions.

It 1s unlikely that the Congress will
appropriate more funds to the RTC. Many
in Congress and the RTC are beginning to
see the sale of assets as the preferred
alternative for raising working capital while
minimizing costs and potential losses as-
sociated with holding property.

While the RTC has been slow in imple-
menting asset disposal procedures and
conducting actual sales, progress is being
made. Once property sales commence on
a regular basis, experts agree that it will

take until the next century to sell all the
property the government is expected to
acquire.

Campbell-Raupe will continue to work
closely with both the RTC and members of
Congress to insure that auction-marketing
is used efficiently for the sale of RTC
property.

NAA LOBBYIST SPEAKS BEFORE
NEW YORK AUCTIONEERS

On Sunday, March 11, Jeanne Campbell
addressed members of the New York State
Auctioneers Association who were meet-
ing in Albany, N.Y. Mrs. Campbell pre-
sented an update on legislative and regula-
tory activities in Washington and encour-
aged those in attendance to get involved in
the political process.

Her speech included the following five
“‘quick tips’’ you should remember when
writing your Congressman:

First, confine your letter to one sub-

ject. Otherwise you lessen the strength of

your argument and complicate your Con-
gressman’s efforts to act on it.

Secondly, be brief. One page will get
more attention than two and lost more
attention than three or more.

Fourth, stick to the facts. Give ex-
amples. The Congressman wants to know
how a legislative proposal affects you; he
doesn’t need a philosophy lesson.

Finally, make sure your letter 1s polite
and positive. Never, never use your vote
as a threat.

Your congressman WANTS to hear
from you, and if your letter concerns
auction marketing, please send a copy to
us here at Campbell-Raupe, 1010 Penn-
sylvania Avenue, S.E., Washington, D.C.
20003. Remember it was a letter to us
from an auctioneer in Texas that began our
investigation into HUD policies.

“Sold!”’

A Biography by Legendary Auctioneer
Walter S. Britten

History making sales mark a colorful
half-century career

William Seidman, Chairman of the Fed-
eral Deposit Insurance Corporation, and
David Cooke, Executive Director of the
RTC. In his testimony, Chairman Seidman
stated the position of the RTC Oversight
Board regarding the sale of property. In
doing so, he reiterated the arguments and
recommendations which the NAA submit-
ted to the Oversight Board.

The following is an excerpt from the
Chairman’s testimony:

Recollections—Educational—Humorous

Pictures of the 43 Grand Champion Steers he sold
at the Houston Livestock Show—a collector’s item.

This book is a must reading for Auctioneers,
livestock people, County Agents, Voc. Ag. teachers,
4H and FFA boys and girls.

ORDER TODAY! #23.9 hardback edition
(tax and postage included )

Checks only

BRITTEN TRUST
1602 East 31st St.
Bryvan, TX 77802
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April 1-7 is National Auctioneers Week,
and we would appreciate receiving infor-
mation concerning how the event was
observed in your community and state.

Did the governor or mayor sign a proc-
lamation? Please send us a photograph of
the ceremony. Did your hometown news-
paper publish news articles about the auction
profession or produce a special advertis-
ing section? We would like to receive
copies. Did your company hold an open
house or conduct a special auction? Were
you interviewed by radioor TV? Let NAA
Headquarters know about it.

In an effort to assist the Board of
Directors in selecting programs to benefit
the membership, we are now including
questionnaires with the dues billing state-
ments mailed each month. A number of
the completed surveys have already been

B Headquarters Report IS

received here at Overland Park, and we
encourage all members to take a few minutes
to respond. There is no need to include
your name on the questionnaire, so your
comments can remain confidential.

A similar questionnaire is also being
inserted in the kits we send to new mem-
bers.

Entries are now being accepted for the
1990 NAA Advertising Contest. Com-
plete details may be found elsewhere n
this issue of The Auctioneer. All entries
must be postmarked no later than June 15,
1990, to receive consideration. A panel of
experienced media professionals is being
assembled to judge the entries in late June,
and the contest awards will be presented
during the national convention in Balti-
more.

Over 380 entries were received for the

Advisors from page 61
Bus. (407) 896-9797 Dana Ta il Vivi
ynton Phil Viviano
Res. (407) 898-1955 3923 Lake Worth Road P.O. Box 44
Suite 101 Newell, NC 28126

Earl E. Stander

RFD Box 180

Weeping Water, NE 68463
(402) 267-5435

Tony Stone

P.O. Box 250
Bailey, NC 27807
(919) 235-4636

Harvey L. Tate Sr., CAl
Rt. 2 Box 208
Burlington, NC 27215
(919) 421-3282

Lake Worth, FL 33461
Bus. (305) 969-9628
Res. (305) 967-7062

H.C. Thomas

4C-3280 Austell Rd., S.W.

Marietta, GA 30060
(404) 435-5243

Albert L. Thompson, CAI
Rt. 1 Box 180

West Hamlin, WV 25571
(304) 824-5904

AUCTION WORLD

A GreatDeal !!!

12 Big Monthly Issues
Just $12.00

The News Magazine
of the Auction Industry

brings you the auction news each month.
Features, Columns, Photos & News.
Makes for great reading.

AUCTION WORLD NEWSMAGAZINE
417 W. Stanton/Box 745 - Fergus Falls, MN 56537

(218) 736-6659
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(704) 394-6234
Billy Wells

121 Aldean Drive
Sanford, FL 32771
Bus. (407) 875-0558
Res. (407) 323-2820

AUCTIONEERING BOO

Add Piquancy To Your Auctions!
Auction Gems - 4800 auction sayings, 60 year

1989 contest. We hope we can exceed that
figure this year!

Dwane A. Wills, who served as direc-
tor of association services since early last
year, has resigned to accept a supervisory
position with the U.S. Bureau of the Cen-
sus. His last day at NAA Headquarters
was March 9.

Dwane and I worked together closely
since the days before the Cincinnati con-
vention. I have appreciated his dedication
to NAA and regret his departure.

Efforts are underway to employ a new
director of association services, and we
anticipate an announcement in the very

near future.

Joe Keefthaver,
Assistant to the
Executive Vice President

W.R. (Bobby) Wood, CAI
1002 N.W. 23rd Ave.
Gainesville, FLL 32609
Bus. (904) 373-4490
Res. (904) 481-2398

Jack Wootton

503 Club Drive

Bay Head, N.J. 08742
(201) 892-1792

K

compilation from 100's of auctioneers throughout U.S. ' &

Recommended by eleven auction schools, $10.00 PP 1}
65 Basic Chants - $5.00 PP X
Wisard, Auctioneer, Dundee, Ohio 44624

Scoﬁzld A_uctions Inc. |

Rt. 1, Box 178
So. Effingham, N.H. 03882

Colcord Hill Road
603-539-6619




Sunday
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D

Convention and

Seminar Dates

1990

April 7-8: lowa Auctioneers Association
Spring Convention, Howard Johnson Motel,
Merle Hay Road, Des Moines, IA. Contact:
Howard Buckles, (319) 293-3305. (NAA
Representative: Ronald W. Faison, CAl).
April 7: Utah Auctioneers Association,
Yarrow Hotel, Park City.

April 20-21: Arkansas Auctioneers
Association, Holiday Inn, Russellville, AR.
Contact: Richard Spear, (501) 968-2028.
April 22-23: Kentucky Auctioneers
Association, Holiday Inn South, Lexington,
KY. Contact: Kenneth Watts, (606) 885-
3355. (NAA Representative: Ronald W.
Faison, CAl).

April 22-23: New Hampshire Auctioneers
Association, Holiday Inn, Nashua, NH.
Contact: Steve Schofield, CAl, (603) 539-
6619. (NAA Representative: Barry Gordon,
CAl.)

May 4-6: South Carolina Auctioneers
Association, location to be announced.
Contact: Shirley Broadwell, (803) 548-
2037. (NAA Representative: Ronald W.
Faison, CAl).

May 4-6: Missouri Professional Auctioneers
Association, Holiday Inn Holidome,

uesday

May 1990

Wednesday

.....

--------

.....

Columbia, MO. Contact: Wesley B. Wester,
(417) 742-4348.

May 5-6: Nebraska Auctioneers
Association, Ramada Inn, Kearney, NE.
Contact: William E. Rut, (402) 946-6731.
(NAA Representative: Wayne Stewart,
CAl.)

June 7: West Virginia Auctioneers
Association Seminar. South Charleston,
WYV. Contact: Carlyle Millard, CAl, (304)
842-2946.

June 8-10: South Dakota Auctioneers
Association, Sioux Falls, SD. Contact:
Kristi Fischer-Wagner, (605) 226-2955.
June 10-11: Ohio Auctioneers Association
Summer Convention. College Corner, OH.
Contact: Marty Nelson, (614) 221-1900.
June 12-14: Wisconsin Auctioneers
Association 40th Anniversary Convention,
Heidle House, Green Lake, WI. Contact:
Robert J. Massart, CAIl, (414)468-1113.
(NAA Representative: Robert Frey.)
June 21: Texas Auctioneers Association,
Sofitel Hotel, Houston, TX. Contact:
Charles Connour, (817) 545-9845.
July 10-14: NAA Convention, Hyatt
Regency Hotel, Baltimore, MD.

Oct. 27-28: lowa Auctioneers Association
Fall Convention, Amana Holiday Inn, Amana
Colonies, IA. Contact: Howard Buckles,
(319) 293-33065.

Nov. 3-4: Indiana Auctioneers Association,

Thursday

Friday Saturday

uct:anﬁefs

- Kieees

| e - ﬁ Asgéciatian“

e v

......

-----

e

Radisson Inn, Evansville, IN. Contact: Greg
Michael, CAl, (219) 686-2615.

Nov. 4-5: Washington Auctioneers
Association, Ramada Inn, Bothell, WA.
Contact: Ken Maurer, (509) 547-5538.

1991

Jan. 10-12: Pennsylvania Auctioneers
Association, Marriott Hotel, Harrisburg,
PA. Contact: Jeanie M. Staley, (717)

921-2800.

Jan. 11-13: Virginia Auctioneers

Association, Old Town Alexandria Holiday

Inn, Alexandria, VA. Contact: Chris

Rasmus, CAl, (703) 370-2338.

ENAA Representative: Wayne Stewart,
Al.)

Jan. 12-14: Ohio Auctioneers Association.

Annual Winter Meeting. Columbus, OH.

Contact: Marty Nelson, (614) 221-1900.

Feb. 1-3: North Dakota Auctioneers

Association, Bismark, ND. Contact:

KayAldinger, (701) 763-6262.

July 16-20 NAA Convention, Holiday Inn

Central, Omaha, NE.

1992

July 28-Aug. 1: NAA Convention, Hyatt
Regency Hotel & Radisson Plaza Hotel,
Lexington, KY.

1993

July 20-25: NAA Convention, Radisson
Hotel, Denver, CO.
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The Auctioneer

Advertising Information
Terms & Conditions

The Auctioneer is published monthly except August (11 issues each year) by the
National Auctioneers Association as an informational service to its members and to
promote the auction method of marketing. All advertisers are required to submit credit
account information, an advertising agreement, and payment in advance (for first three
months) before advertising will be accepted. Advertising must be camera-ready.

Deadline for June Issue: May 1, 1990

Width X 1-5 6-10 11 Or More
Size: Height Times Times Times

250.00
170.00
130.00
130.00

260.00
180.00
135.00
135.00

270.00
190.00
140.00
140.00

7-7/16 X 10
4-7/8 X 10
4-7/8 X 7-3/8
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2-5/16 X 10
4-7/8 X 4-7/8
3-9/16 X 4-7/8
2-5/16 X 4-7/8
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3-9/16 X 1
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100.00
75.00
50.00
50.00
40.00
29.00
22.00
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95.00
70.00
47.50
47.50
38.50
28.00
21.50

90.00
90.00
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45.00
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37.00
27.00
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ACCEPTANCE

Publisher will publish advertiser’s copy in the authorized issue. All advertisements are

accepted and published by the publisher upon the representation that the agency and/
; e - . or advertiser is authorized to publish the entire contents and subject matter thereof. In
Florida A‘-"’tm School . consideration of the publisher’s acceptance of such advertisement for publication, the

. Michael Fox Auctioneers n agency and/or advertiser will indemnify and save the publisher harmless from and
~ GAM Systems Inc.  37,39,41,43 against any loss or expense resulting from claims or suits based upon the contents or
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Goodfellow Shipping
~ Howard’s Auction Service @~ 47
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~ International Auction School 50
. International Collegeof
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© Lampi Auction Equipment 32
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. libel, violation of right of privacy, plagiarism and copyright infringement. The publisher

| 36 @ reserves the right to refuse any advertising. Ads which do not meet material requirements
- 43 24 . as described in these terms and conditions are subject to additional production charges.

. ' The publisher is not responsible for errors in key numbers or other type set by the
publisher. Not withstanding anything contained herein to the contrary, it is expressly
agreed between the parties hereto that the advertiser’s damages in the event of any error
in publication by the publisher shall be limited to the cost charged for by the publisher
for said advertisement. Agencies must add the amount of commission to rates stated
above and collect from advertiser. The advertiser will pay each invoice within 30 days
of the date of each invoice and will enter all claims for price adjustments, missing or
inadequate work within 10 days of receipt of invoice. The advertiser is also responsible
for all legal fees involved in collecting overdue balances.

MATERIAL REQUIREMENTS:

Black and White: Camera-ready keyline, positive print, right-reading, emulsion-side-
down negatives. Halftones: 133 line screen.

PRODUCTION CHARGES:

If materials do not meet requirements above, additional preparation will be billed at
$25.00 minimum.

CANCELLATIONS:

Cancellations must be received by the space reservation deadline. Failure to send
materials does not constitute cancellation; previous advertisement of advertiser will be
inserted if new materials are not received by closing date. If new materials are scheduled
and are not received, the previous advertisement of the advertiser will be inserted. No
cancellation of premium positions accepted. Cancellation of a contract space forfeits

~ Auctioneering . 43 2 . advertiser’s rights to benefit of frequency discounts.
s DISCLAIMER:
 Missouri Auction School 36, 67, 68 Products or services advertised in THE AUCTIONEER are in no way endorsed by the
. NashVﬂchu stion School o National Auctioneers Association. Problems encountered with an advertiser should first
e el clon _-°.' Q? - e be brought to the attention of the advertiser for satisfaction. If the problem persists, then
~ Reppert School of Auctioneering 58 _ the NAA office should be notified.

' - Submit all advertising and other correspondence to: THE AUCTIONEER, c/o the

National Auctioneers Association, 8880 Ballentine, Overland Park, KS 66214-1985.
Phone: (913) 541-8084. FAX: (913) 894-5281.
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NAA Headquarters Stafft

Assistant to the Executive Vice President
Publications Assistant

Joseph G. Keefhaver
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TRY ’EM... You'll like 'em

CT-12...America’s #1 Selling
Clerking System

Nowu-Business Card Back CT-12

Your complete business card
on the back of every buyers receipt ticket.

The Original Blank Back CT-12°

pd

5

Buyer's Name Buyer's Name

Or Number Or Number

Item or Iltem or P
Lot Number Lot Number
REMARKS REMARKS

This receipt verifies payment and delivery of the above. Seller retains ownership This rece
until payment check is honored. Sold as is. where is. All sales final. Thank you. G {]

® FORM NO CT-12. MISSOuUN AUCTION SCHOOL, KC. MO 64102 s

Blank Back CT-12®

All copies have

blank back — no Your Business Card printed

in black ink on the back of

printing. each buyers copy (That’s the
Original and 2 copies of NCR paper. 8'2x11" sheets perforated to make 12 tickets 1ax4'2" This is an extremely card stock third CODY).
fast, easy and accurate combination clerking and cashiering form. This one form replaces both the CLS-2 and
the CAS-1. v
9,000 (1-3 White, Canary, Card) .....$ 33.50 FREE FREIGHT 9,000 (1-3 White, Canary, Card) .....§ 53.50 FREE FREIGHT
18,000 (1-3 White, Canary, Card) ... .. 65.00 : 18,000 (1-3 White, Canary, Card) ... .. 85.00 :
36,000 (1-3 White, Canary, Card) .. ... 11950 When Payment With Order 36,000 (1-3 White, Canary, Card) . .. .. 139.50 When Payment With Order

Bt e R NN B

Order By Mail 2 3 -
I Sy 8 g Missouri Auction School
l Send Check Or Top Floor Livestock Exchange Building
i Money Order To: 1600 Genesee / Kansas City, MO 64102 i
v PHONE 816-421-7117 » FAX 1-816-421-4444 I
i YE S Ill take a FREE order of the New Business Card Back CT-12™ A
i y (I've enclosed 12 of my business cards) g
: YES I'll take a FREE order of the new Business Card Back CT-12™ | _
i y (I've enclosed 12 of my business cards) and I'd also like to order the below additional items. I
! | don’t need CT-12’s. Below is my order for other supplies and or PA. equipment. I
CLERKING ] Send to: Phone No. ( ) Date: ¥
TICKETS |1  comoenyiume |
X Owners Name I
i
We'll send you enough Business ? Sl fudiess b
Card Back CT-12™ to Clerk 480 4 City State Zip i
items absolutely = Quantity Description Amount =
i 3
FREE! | ,
And we'll even 3 g
pay the freight. = I
This costs you absolutely nothing. I i
Just send us 12 of your business i =
cards. P ]
J Payment with Order — We Pay postage in the U.S. Missouri Residents Add 6.225% Sales Tax B
C.O.D. Orders—You Pay Posta
That’s how sure we are that . % FREE F REIGHT Amount Enclosed $ ‘
Yie v . | WHEN PAYMENT WITH ORDER
you Il like our New Business i Order by Mail . . . Send Check or Money Order | Prices subject to change without notice
. e NOTE: No single form or set of forms can fit all situations. Your attorney should advise you in situations not covered
Ca l'd BaCR CT 12 L by these forms as we can assume no liability for errors, omissions, or local requirements. I
---—----------------_-----------------------l
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The Waeless Soumd That Sells...

RUBBER DUCKY
ANTENNA

...........
RN A
.........

COLONEL 5 0 0

WIRELESS RECEIVER
AMPLIFIER, SPEAKER AND

RECHARGE BATTERY \

SHOULDER BATTERY | i
STRAP CHARGER -

Colonel 16 VCM

Professional Headset
Microphone

Comple te Colonel” 5 00 System

This system includes the Colonel 500 receiver, amplifier, Specify whether you desire the 16VMC headset or the
horn speaker, belt pack transmitter, charger, carrying strap, 17VCM neckband microphone. Complete system with 3
heavy duty custom carrying case, 3 year warranty, and year warranty and free heavy duty carrying case.

your choice of the Colonel 16VCM headband microphone  List Price .. ............ooueimieeen .. $1495.00
or the Colonel 17VCM neckband microphone. Auctioneers’ introductory price $985090.

(Price will be $1,08500 effective July 31, 1990)

\_ Missouri Auction School
.—-‘ -
I

Top Floor Livestock Exchange Building
1600 Genesee / Kansas City, MO 64102
PHONE 816-421-7117 » FAX 1-816-421-4444

THE AUCTIONEER Bulk Rate
NATIONAL AUCTIONEERS ASSOCIATION e
8880 Ballentine, Overland Park, KS 66214-1985 Permit #2121
Louisville, KY

ADDRESS CORRECTION REQUESTED

Time Value: Do Not Delay
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