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ATTENTION ALL NEW AND OLD MEMBERS OF NAA

i

. Stetson “Wisp

It has been fifteen years since we had the idea that NAA
members should have something evident that would make them
stand out in a crowd so that no one would wonder “Who is in
charge of the sale?” We started at the top and designed a hat,
pictured above, that comes in beautiful “silver belly” felt in three
brim sizes: 2'8"- 254" and 2%8". Silver belly is light grey and it
comes with a red satin lining and the NAA emblem is embossed
in gold on the inside crown. This design and shape went over so
well that we soon added the Milan straw in the same brim widths.
The summer Milan straws come in light tan and can be worn with
about any color clothing.

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

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

Auctioneer Hat

\ “AUCTIONEER’S
' GAVEL”

TIE TACK

added the most popular style Western hat sold in the world today
— “The Wisp”. The Wisp, pictured above, is worn by the “Marlboro
Man” and can be seen in about ervery magazine that advertises
ciggrettes. Our Wisp is silver belly and is 4X quality and has a
3" brim.

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

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

NOW, HERE COMES THE BIG ONE!

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

Here is the good part and why we bought the factory. Costa
Rica is the only democratically controlled country in Central or
Latin America. But, their economy is shot. When | was there two
years ago it took 8 colonies (Costa Rican money) to make one
of our dollars. When | was there this time it took 50 colonies to
make a dollar. What this means is that the colonies have dropped
from 122¢ to 2¢. Workmen in Costa Rica earn an average of
$500.00 per year or 25¢ per hour. These boots | am offering
today would have cost $175.00 to $200.00 in American money
two years ago. If the colonies come back in value we will not be
able to do what we are doing now. | would advise you to get your
order in now while the low, low price is prevailing on these
beautiful, hand-made, easy wearing, bedroom shoe-feeling, multi-
colored boots. Remember, you must be satisfied or 'ole Craig will
make it right.

Please note new price list. | apologize for the price increase

on everything made in this country, but they just keep hiking the
prices to me.

Felt Silver Belly Auctioneer Hats $45.00
Wisp 4X Beaver (Western Style) 55.00
White Panama (272" brim only) 25.00
Milan Straw (3 brim sizes) 22.00
London Fog type jacket w/emblem 30.00

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

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

3 1 1 4A

$18.00 - 20.00

3 2 4 2

COLONEL W. CRAIG LAWING
5521 Belhaven Blvd. — Charlotte, N.C. 28208

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




Letters to
THE AUCTIONEER

Chairs, filing cabinets needed

Fellow NAA auctioneers, a church in my area
needs 70-80 school desks for grades 1-6; the type of
desk that has a moveable chair and lift top. Church
people are willing to do some repair work. Also
needed are 10-12, two drawer filing cabinets and a
second story fire escape. Please call me at 507-794-
7402 for more information.

This is a very worthwhile cause, and | thank you
for your consideration of this request.

Fred Landgraff
NAA member auctioneer
Sleepy Eye, Minnesota

Publication provides art/antiques list

As an auctioneer, have you ever come across a
painting or other work of art and wondered where or
whom you need to contact for information on the
piece? We all have art lover customers on our mail-
ing lists, but sometimes you may get something so
special that you need to alert the art world. Now
you can.

A couple of months ago, | decided to try a sub-
scription to a magazine called ART NEWS, and yes-
terday | received my summer edition. It included a
complete and comprehensive listing of most of the
museums, dealers and galleries throughout the
United States and Canada. It lists names, addresses,
and who specializes in what concerning art, antiques,
etc.

As with most magazines, they offer back issue
service. You can get a copy by sending $5.00 to:
ART NEWS, Single Copy Sales, 122 East 42nd St.,
New York, NY 10168. Ask for 1982 summer issue,
volume number 6.

The letter is meant to share the wealth of infor-
mation that pertains to our business. | encourage
all NAA members to do the same, and let’s all learn
from each other.

Donn Fagans

NAA member auctioneer

Cherry Hill, New Jersey

. Learn Auctioneering

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

. American Academy of Auctioneers : MP ETE
+ 1222 No. Kenwood, Broken Arrow, OK 74012 £ %?)UR%E $49.95
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Correction in July
AUCTIONEER article

Two important words were left out of an article
by NAA member Lawrence C. Helms in the June
AUCTIONEER magazine. The article was “Psycholo-
gy of color and the auctioneer’’; and the following
correction in boldface should be made on page 51,
column 1, near the top of the page.

Even a white card with black print that sports
the auctioneer’s name in red will carry a carnival
barker image that is certainly opposite of the
impression the auctioneer wants to make. It is
better to be understated than to overstate with
color.

Please include the above correction in your
June issue of THE AUCTIONEER.

Do you know
these auctioneers?

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

Bernie Eggleston, 888 62nd Avenue North, St., Peters-
burg, Florida 33703
Erica Francis, P.O. Box 778, Milwaukee, Wisconsin

53204

Robert Bradley McKenzie, 1925 S.W. 112 Ave., Miami,
Florida

John C. Runquist, General Delivery, Clarence, Mis-
souri 63437

Christina Ann Saunders, 910 Silber Road, #D-19,
Houston, Texas 77024

Auctioneer-Real Estate Licensee is seeking position
which would utilize both skills. Auction school graduate,
NAA member, fully experienced in liquidating estates,
antique, and farm auctions. Will consider any position
or challenge. Resume on request, will relocate. Call or
write to:

James R. (Robert) Smith 601-369-6469
P.O. Box 29 or
Aberdeen, MS 39730 601-369-4903
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THE AUCTIONEER magazine is the of-
ficial publication of the National Auction-
eers Association and is published month-
ly with the exception that an August is-
sue is not published (11 issues annually).
THE AUCTIONEER magazine is published
as a means of exchanging ideas that will
serve to promote the auctioneer and the
auction method of selling.

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

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

advertising can be accepted. See rate

schedule on last page.

Single copies: $1.75 each. Annual sub-

scription rate $18.00.

Editorial and Executive Offices of the

National Auctioneers Association are at

135 Lakewood Drive, Lincoln, Nebraska

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

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

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

Mrs. Sandy Chapin, Secretary

Ms. Marge Houser, Secretary

Mrs. Susan Koerber

Mrs. Sharon Whisenhunt, Secretary
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This year — achievement,
dedication through
NAA membership

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

“What can the NAA do for me?’ How many
times have you heard this question when you talk to
auctioneers who do not belong to our great organiza-
tion?

| have come to the conclusion that when an auc-
tioneer has this kind of attitude, there is very little
the NAA can really “do for” him or her. However,
there is a world of good that new member auc}ion-
eers can ““do for themselves”, through NAA programs
and educational opportunities. The mark of a good
auctioneer these days is dedication — to clients,
customers, state auctioneers association, profession-
al ethics, and the list goes on. Dedicated auction-
eers are also willing to help other auctioneers when
they can. without demanding help in return. Con-
sider the auctioneer who does not believe in helping
the profession and fellow auctioneers. How can this
auctioneer be truly serving clients in the best man-
ner possible; or even be truly supportive of a larger
organization like the National Auctioneers Associa-
tion?

Yes, we as an Association want to grow. We
welcome new members — individuals who are dedi-
cated to the auction business; auctioneers with com-
passion in their hearts for the struggling new auc-
tioneer as well as the older, retiring auctioneer. We
certainly have a place for the more successful auc-
tioneers who are in the prime of their business lives,
producing large auctions of which many other auc-
tioneers would be envious. But we’ve done it in the
past and we’ll continue in the future, NAA members
work hand in hand to grow together professionally;
to better serve the clients of this great industry.

My appeal for new members is a welcome to
auctioneers who are hungry for better service to
their clients, and who are willing to share with their
fellow auctioneers to obtain this type of service
throughout the profession. In the final analysis, we
need “‘givers’” in our Association, not just “takers’.
Everyone has something he or she can contribute to
the greater benefit of our Association. But there is
definitely plenty to take advantage of through NAA
programs. For example, you can now register for
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the 1983 NAA Seminars in January and February.
The registration form is in this issue of THE AUC-
TIONEER. Only 150 registrants will be able to attend
each seminar, and only by registering early for the
seminars will you be able to assure your attendance.

NAA members, we can truly make this the “Year
of the Auctioneer’”. Let’s ‘““‘show and tell”” non-mem-
bers what the NAA has to offer them, and what they,
in turn, can contribute to our Association. Just as
your participation is welcome in all NAA programs
and educational events, the non-member is welcome
to join with us in our spirit of progress, for the pro-
fession and the Association.

NAA Board of Directors,
1982-83 committees

LEADERSHIP COMMITTEES

Audit and Budget: Archie D. Moody, chairman,
Dean Fleming, Gary Day, and Harvey L. McCray.

Education: William L. Gaule, chairman, Joe E.
Small, Robert H. Glass, Sammy - Ford and
William M. Yonce.

Laws and Regulaticns: Charles E. Cumberlin, chair-
man, Hugh B. Miller, Louis B. Fisher, Walter J.
Laumeyer and Marvin E. Alexander.

Membership: Howard Buckles, chairman, Dean
Parker, Richard T. Kiko, Harry A. Anderson, and
Ronald C. Harris. =~

PROMOTIONAL COMMITTEES

Public Relations and Publicity: Dean Fleming,
chairman, Archie D. Moody, Gary Day, and
Harvey L. McCray.

Publications and National Auctioneers Week: Ric-
ard T. Kiko, chairman, Howard Buckles, Dean H.
Parker, Harry A. Anderson, and Ronald C. Har-
ris.

Continued page 7
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® Buyer Registration Throughout Sale

® Nlumerical Catalog of Lots
® Sales Entry

® Sale Tally and Summaries
® Consignors Summaries

® Mailing Labels

The running of vour auct
® Automatic |

"SSIMPLE AS ABCs?
With a proven, fast and easy to use computer system —
designed for you the auctioneer and developed in the

field by people who understand your needs.
Designed to run on the Apple |l Plus’* completely port-

able computer
Heavy Duty
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Resolutions and Conventions: Joe E. Small, chair-
man, William L. Gaule, Robert H. Glass, Sammy
L. Ford, and William M. Yonce.

Grievance: Hugh B. Miller, chairman, Charles E.
Cumberlin, Louis B. Fisher, Walter J. Laumeyer,
and Marvin E. Alexander.

OTHER COMMITTEES

Archives: Dean Fleming, chairman, Walter S. Brit-
ten B. G. Coats, Joseph Donahoe, George
Michael, and Harvey L. McCray.

Auction School: Dean H. Parker, chairman, com-
mitteemen include presidents, administrators
and/or owners of auction schools/colleges —
R. D. Dick Dewees, Buford Evans, Russell Kruse,
Forrest Mendenhall, Gordon E. Taylor, also
representatives of Reppert Auction School.

Headquarters Relocation: Martin E. Higgenbotham,
chairman, C. P. Terry Dunning (chairman, Archi-
tects Sub-Committee), Joe E. Small, (chairman,
Fund Raising Sub-Committee), Dean Fleming,
Howard Buckles, Rex B. Newcom, Archie D.
Moody, Harvey C. Lambright, Charles E. Cum-
berlin, R. D. Dewees, Harvey L. McCray, Sammy
L. Ford, and Dean Parker.

Insurance: Sammy L. Ford, chairman, Dean Flem-
ing and Harvey L. McCray.

International Auctions: Dean H. Parker, chairman.

Farmers Home Administration: Hugh B. Miller,
chairman, Rex B. Newcom, Haskel Ayers, Sam-
my L. Ford, Richard T. Kiko, and Hugh Parker.

NAA Specializations Sections/Divisions: Sammy L.
Ford, chairman, Charles E. Cumberlin, Lewis B.
“Benny’” Fisher, Hugh B. Miller, and Harvey L.
McCray.

NAA Representative to CAl Board of Governors:
Haskel Ayers, CAI, term ending December 31,
1982. Replacement representative, Charles E.
Cumberlin, CAI. Term ending December 31,
1983, Rex B. Newcom, CAlI.

Involuntary Auctions: Hugh B. Miller, chairman,
Harry A. Anderson, and Louis B. Fisher.

Business books

PLANNING FOR THE NON-PLANNER, by Darryl
J. Ellis and Peter P. Pekar, Jr. Because so many
business owners run their businesses by the seat of
their pants, planning is seldom found outside the
classroom and giant businesses. But some direction
IS necessary in a business, just to know what you
are trying to accomplish (and when you are winning).
This is a practical guide to practical planning. Using
numerous examples, the authors provide a sound
approach to the problems and methods of long and
short-term planning, assembling information, and re-
viewing alternatives. An organized, very useful pre-
sentation, 20 charts, 15 tables, 152 pages, hardbound,
$12.95. Order from AMACOM, 135 West 50th Street,
New York, New York 10020.

=

OVERHEAD: WHAT IT IS AND HOW IT WORKS,
by Jack F. Fultz. Every business has overhead — yet
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it means different things to different business owners.
A very clear and well-written book of solid value to
the business manager. Contains 3 charts, 20 tables,
151 pages, hardbound, $12. Order from ABT Books,
55 Wheeler Street, Cambridge, Massachusetts 02138.

Letters to THE AUCTIONEER continued

An auction gallery fable

Auctioneer “dohnson’ has a flourishing auction
gallery out on the highway near a busy farmers’ mar-
ket. He has road signs extending every few miles
into two states. He ran ads in the newspaper and
mailed sale bills to customers for miles around him.
His merchandise and service were excellent, and his
business was booming. Things could not have been
better. He decided to expand.

He met with a financial consultant who had an
MBA from one of the larger business schools. The
consultant, after hearing auctioneer Johnson’'s ex-
pansion plans, said “all of the financial writers, and
even Washington, say that the business outlook isn't
bright. We're on the brink of a serious recession,
there is an energy crisis and people won’t drive to
your auction gallery. There is even talk of increased
unemployment. It would probably be wiser to think
In terms of a holding action, and even a cut back on
expenses.

Johnson, who didn’t have a great deal of formal
education, respected the learned counsel of his ad-
visor. He went back to his auction gallery and tried
to think of ways to cut costs to prepare for the com-
Ing recession. What to cut? Well he could not let
his clerk or cashier go, he needed them for his
present business. He decided one of the expenses
he could cut immediately would be the newspaper
advertising and the circulars. He stopped mailing
circulars and reduced his newspaper advertising con-
siderably. He soon realized that the consultant’s
advise was sound because within four weeks the at-
tendance at his gallery began to drop and sales were
considerably less. He thought to himself, “the con-
sultant is really smart, the recession is beginning.”

With business falling off, he decided to take
down half of his roadside signs to cut costs. With
less advertising, no circulars and fewer roadside
signs, at the end of two months his business was
down 40%.

“This recession is really serious,” he told his
family, “but | am going to give it one last try.” He
took his diminishing capital and put the roadsigns
back up, began advertising in the newspaper and
mailed out circulars again.

At the end of three months his business was
booming again and back to normal. He was thankful
that the recession was so short lived and that he had
survived it.

Art Williams
NAA member auctioneer
North Plainfield, New Jersey

(



PORTA-BLOCK

NOW AVAILABLE — A FACTORY DESIGNED
AND BUILT FOLDING AUCTION BLOCK

FEATURES

e Light weight, sturdy, easy to e Carrying handle
transport. Will fit in the trunk e Wide stance legs
of most compact automobiles. e Built for rugged use

e Can be set-up or folded in e Adequate room for
30 sec. two adults

SPECIFICATIONS

e Welded aluminum construction e Upright supports & leg braces,

e Panel frames 3/16" x 2" x 2" heavy duty Stanley hardware,
aluminum angle zinc plated

¢ Deck 3/16" diamond aluminum e Panels 3/16" Duron, finished
tread plate white

e Hinges & brackets 5/16" e Top, 1" solid maple, varnished
aluminum e Weight 60 Ibs.

e Legs 12" diameter, .065 wall
thickness

PR O DU CTIVITY C O R P | PRICE 5343.% !

Indiana residents add 4% sales

Contract man ufacturers tax. Satisfaction guaranteed. I
425 NWK ST .-RIC} MOND, IN 47374 Order dire_ct_ from the factory. Make checks payable
317-966-2896 to Productivity Corp.

Going once, going twice, three times...

When you strike the gavel and the crowd hears “Sold!” thats it, the sale is final. It's up to you, : r"
as an auctioneer, to control the proceedings at an auction and keep the I -,
pace lively as well. ~

Maintaining control may be more difficult in some of life’s other
situations, however.

If, for example, you were to suffer a serious illness or accident that kept
you off the job for some time, would you be in control of the resulting
financial demands? Could you handle medical expenses, a loss of
income or both?

To help your answers be "Yes,” the National Auctioneers Association
endorses the following coverages for its members, available at
Association Group rates:

Disability — can provide monthly benetfits to meet expenses if a
disabling condition keeps you away from work.
Hospitalization — Two plans to fit individual needs.
Quarter Million Dollar Major Medical Plan and
Catastrophic Hospital Coverage.

Life Insurance — available as both term and r - — gy ‘
permanent. Mutual of Omaha Insurance Company

Attention: Association Group Sales
Mutual of Omaha Plaza ® Omaha, Nebraska 68175

Please provide me with information on the programs available
to members of the National Auctioneers Association.

Make a smart bid for your and your family’s financial
security — clip and mail the coupon below for more
information on these important coverages.

I
| Disability Income Protection Life Insurance

M t“ I | O Catastrophic Hospitalization Quarter Million Dollar

“ n l Coverage Major Medical Coverage
JOmaha. | Name
People you can count on... | Address
I.ift: Insurance Affiliate: CltY StCIte ZIP
et of Owmaba | | Best time to call
HOME OFFICE: OMAHA, NEBRASKA Not all plCIﬂS available in all states.
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Headquarters

Relocation
Fund Report

Over $500,000 pledged
to Headquarters Fund
due to members’ support
during 1982 convention

Groundbreaking ceremonies for the new head-
quarters office building in Overland Park, Kansas, a
suburb of Kansas City, Missouri, may be announced
soon due to the increased financial support of the
Headquarters Fund program which was made by
members and friends attending the 1982 NAA Atlanta
Convention. New and revised pledges amounted to
over $100,000 from the fund raising program, con-
ducted by Headquarters Relocation Committee
Chairman Martin E. Higgenbotham during the Friday
and Saturday nights’ banquets during the convention.

Late in June, the Board of Directors of the Na-
tional Auctioneers Association held a special meet-
ing at which time construction bids were reviewed
and a time schedule was announced by the Board in
regards to the building of a new headquarters office.
The Board decided that before construction began,
certain requirements must be met in the Headquart-
ers Relocation fund program. Those requirements
include having at least $100,000 in cash and addi-
tional pledges totaling $100,000 or more before
ground breaking was initiated.

At the 1982 Convention, which followed the
special Board meeting, one phase of the special re-
quirements was met: over $100,000 of new or revised
pledges was announced by members attending the
convention. And, during the Saturday night banquet
members either offered payments on existing pledges
or made financial contributions at the convention in
hopes of meeting the second requirement of having
$100,000 cash on hand so that the building can be
started.

Already, cash payments have been made by
those making pledges to pay off the total cost of the
land; make sizeable payments for architect’s fees;
and pay administrative costs to support the Head-
quarters Relocation Fund program (mailing, ma-
terials, postage, etc.).

Nothing has been expended from the NAA Gen-
eral Fund in regards to Headquarters Relocation
Fund program costs! All costs, which have been in-
curred in the Headquarters Relocation Fund program
have been made from contributions to the Fund and
payments on pledges.

A breakdown of pledge and contribution divi-
sions will be made in subsequent issues of THE AUC-
TIONEER magazine, but recognition now will be
given to those individuals or organizations, which
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PROPOSED ARCHITECTURAL DESIGN of new NAA
headquarters office in Kansas City suburb of Over-
land Park, Kansas.

have made new or revised pledges. Organizations
may need a review of the pledges by their Boards’
of Directors before the total pledge amount is final-
1zed.

The list of those making new or revised pledges
and contributions during or following the NAA Con-
vention include:

Herbert Albrecht, Jr.; David J. Addy; Alabama
Auctioneers Association; Auctioneers Association of
Arizona; Lenzie Beck; Robert A. Bloomer; Pete Bond;
L. H. “Bing”’ Carter; Curtis C. Cole; E. Robert Emley;
K. L. Espensen; Gary Fingleman; Elias H. Frey; Geor-
gia Auctioneers Association; Neil Hale; William F.
Heineken: Marvin S. Henderson; Thomas Hirchak, Jr.;
John A. Horton; Stan Howard; lowa Auctioneers As-
sociation; Ronald E. King and Neil Herman Levine.

Gail Marshall; Auctioneers Association of Mary-
land; Minnesota Auctioneers Association; Missouri
State Auctioneers Association; Wilbur C. Mull;
Michael A. McLamb; Nebraska Auctioneers Associa-
tion; Keith Olinger; Dean H. Parker and Bus Retmier;
Bill Pinske: Carol Reinhardt; Orville M. Schroeder,;
Larry Sims; South Carolina Auctioneers Association;
Herman D. Strakis and Susan Stuke.

Tennessee Auctioneers Association; Eldon Thor-
man; Joe L. Transmeier; John F. Wagster; Wash-
ington Auctioneers Association; Teresa N. Weatherly;
Troil C. Welton; Viola Newcom Wilson; Wisconsin
Auctioneers Association; Rodger Wooten and William
Yonce.

Be An Auctioneer

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

FREE CATALOG!

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




BANNERS

Ourbanners are agreat way to get people toyoursale. Thelarge three
by five foot size really stands out. Brightred ink on white canvas. Five
foot tie lines are double sewn in.

ONLY
PLUS $3.00
SHIPPING

Kiefer Auction Supply Co.
P.O. Box 2141
Ft. Lauderdale, FL 33303

SEND FOR OUR FREE BROCHURE

LABELS

Our labels are printed on yellow gloss
stock with a bright red ink. They come
in a big 12 X 32 inch size and are
packed in a easy to use dispenser box.
Order a roll of 1000 today. Sorry, you
cannot mix styles in less than 1000
lots.

BUYER NO.

QUANTITY

BUYER NO.

All Sales Final.
Sold As Is,
Where Is.

THANK YOU.

Do not move auction items without auction personnel
present. Sold As Is, Where Is. All Sales Final. Thank You.

STYLE 1 STYLE 2

€ITHER STYLE

iiiiiiiiiiiiiiiii

PLUS $2.00 SHIPPING

A

(507) 645-4407

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

Wick hler

Box 147 Northfield, Mn. 55057

10

CALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT \

The Legal Aspects

Of Auctions . . .

License law update

Kentucky

Effective July 15, changes in the Kentucky Auc-
tioneer License Act became law. A copy of the new
regulations as they now appear in the Kentucky Re-
vised Statutes was sent in July to licensed auction-
eers in the state.

For more information on the Kentucky license
law contact: Barbara J. Schoen, executive secretary,
Kentucky Board of Auctioneers, 1210 Kentucky Home
Life Building, Louisville, Kentucky 40202.

Stolen property!
Information requested

A church in Vermont and a county sheriff’'s de-
partment in Utah have contacted the NAA office to
inform Association members of the following stolen
items. Please respond directly to the addresses and
phone numbers below if you have encountered the
stolen property, or have information to contribute.

Ford 4600 diesel tractor

Information is requested on a Ford 4600 diesel
tractor taken from Honeyville, Utah, on the night of
July 2, 1982. Serial No. C648329, Model No. DA214C,

SIMILAR TRACTOR to one stolen in Box Elder Coun-
ty, Utah. Hour reading on the stolen tractor shows
between 400 and 500 hours.

THE AUCTIONEER



and both numbers are stamped in the transmission.
The muffler was welded on, and the OSHA screen
around the alternator was damaged. A brass pipe 6”
long was used to extend hydraulic control. Two, 2”
X 6’ boards with tire tread were attached to platform;
also, a red suicide knob was attached to the steering
wheel. The tractor did not have the cab on.

Contact: Bruce L. King, Box Elder County Sheriff
Department, 21 South Main, Brigham City, Utah
84302, phone 801-734-9441.

Reward for stolen antiques

Three antique items were stolen from a church
In Charlotte, Vermont. A reward of $1000 is offered.

18th century maple tilt top table — with turned
pedestal, tripod base, Dutch or pad feet, 26”’-27"
diameter top The stainless steel commemorative
plaque mounted near the rim may or may not have
been removed, about 112""x4”. If absent, at least 4
screw holes may have been filled in. One leg has
been re-glued to the pedestal; some curly grain on
the base.

1880’s ““corregated’” gqilt gallery clock — 24" di-
ameter face, with wide gilt framing. Gold leaf recent-
ly touched up with gold paint; E. Ingraham Company
works. No label on the face, Roman numerals, initials
“NB April 1980 on the interior. Clock is working.

Victorian marble “‘turtle’’ top table — Oval, ap-
proximately 40'’x22"'x24”. Carved, dark wood, sim-
pler than Belter style.

The $1000 reward is offered for the return of
the objects, or for information leading directly to
their return. All information is earnestly sought. A
blue, GMC or International truck with Vermont li-
cense plates was seen in Burlington, Vermont, after
the theft, with the articles in it. Contact Vermont

State Police: 802-655-3435 or 802-425-3065; or the
Charlotte Congregational
mont, 05445.

Church, Charlotte, Ver-

Need License
Law Information?

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

If you need additional information about
states which have auctioneer license laws, write
NALLOA. Any and all correspondence with the
| National Auctioneer License Laws Official As-
| sociation should be sent to the address below.

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

Advertisement
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Examine those
checks, even the
certified ones

By Dave Kessler
NAA member auctioneer
New Paris, Ohio

(Reprinted with permission from AUCTION MAR-
KETING NOW, a newsletter published by AUCTION
MARKETING NETWORK, New Paris, Ohio.)

When times get tough some people get more in-
ventive in the ways they attempt to get money. Some
auctioneers are seeing new tricks and want to warn
their colleagues to watch out.

For example, a very well dressed middle-aged
lady bought a diamond in a jewelry store for approxi-
mately $3,000. She gave the store owner a certified
check in the amount of $2,900.00 he thought. As it
turned out, the check had been in the original amount
of $29.00, and the well dressed lady had done a fairly
expert job of adding a couple of zeros.

An auctioneer sold a car for approximately

Continued page 13

AUCTION TENTS

jf/“’*
Af/’ﬂw ‘“'/ //:

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

VALDOSTA
Tent and Awning

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

GORDON L. SHAW  BUS- (912)247-9643

Manufacturers of Quality Tents for 25 Years!
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PROFESSIONAL M TER '
AUCTIONEERS COMPU :sALEHANDLERz

M | N | - SEM | N AR @ The Advanced Auctioneers g,

@"‘ Computer System ",
October 13th & 14th, 1982 é’@??? iiii
RAMADA INN WEST ¢

OKLAHOMA CITY, OKLAHOMA

Prepare yourself and your Cashier for the future. Yes, TWO for
the price of one! T

You will be informed about Computers, Hardware [equipment] and
Software [programs] and their application to your Auction Business.

We guarantee your Casher will be able to operate the Computer,
SALEHANDLER Programs and many others with complete confi-
dence after attending this personal style Mini-Seminar.

The Originators Of The
Micro-System For Auctioneers!

e FREE BONUS —————

| R

l 2 - SESSIONS ON VIDEO AUCTIONS I
Taped Auctions - Live Video Auctions - Live Remote Auctions %

We have the experience and ability to inform you step by step for successful sales! I

— PLEASE DETACH & MAIL —

PLEASE ENROLL US IN THE SALEHANDLERS COMPUTER MINI-SEMINAR,
RAMADA INN WEST Oklahoma City, OK for October 13th & 14th, 1982.

COMPANY NAME

AUCTIONEER’S NAME CASHIER’'S NAME

ADDRESS STATE ZIP

PHONE NUMBER

Attached is Enroliment Fee of $195.00 for 2 days Computer Mini-Seminar, for both Auctioneer and Clerk. This amount is
guaranteed refundable if not completely satisfied. Purchaser of SALEHANDLER Programs will receive 50% discount on
Enrollment. Fully Refundable if we are notified 10 days prior to first day of Seminar.

Mail To: SALEHANDLER COMPUTER SYSTEMS
113 N. 9th
Frederick, OK 73542

Phone: 405-335-2320
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$9,000.00 and took a certified check in payment.
Turned out that the check was among a batch that
had been stolen between the check printing company
and the bank. The auctioneer lost the car and the
money.

A cashier reports that a lady wrote out a check
to pay for her auction purchases. She wrote a series
of numbers across the face of the check and said
she had already put the identification numbers on the
check. The cashier insisted on seeing the corres-
ponding identification, and a big argument resulted.
The customer said the cashier was questioning her
honesty.

The argument was a psychological diversion.
What was really wrong was that the buyer had not
signed the check. She apparently hoped the cashier
would miss that due to the argument.

The lesson to be learned? Don’t be in too big
of a hurry. Take time to do it right, and pay atten-
tion to details.

Characteristics of fraudulent
credit card users

A major credit card company recently distributed
an ‘“‘alert’” card giving characteristics of fraudulent
credit card users. The list may help you spot a
““sour deal” before it goes too far, even if you don't
accept credit cards in payment for auction pur-
chases. Here’s their list.

Be alertfor . . .

* The customer who makes indiscriminate pur-
chases without regard to size, style, color, price,
or quantity.

* The customer who questions the sales clerk about
the floor limit, or who makes several individual pur-
chases that approach, but never exceed, the floor
limit.

® The customer who is unnecessarily talkative or
who delays a selection repeatedly, until the clerk
IS upset.

* The customer who hurries a clerk at quitting time.

* The customer who purchases a large item such
as a color TV and insists on taking the item instead
of having it delivered.

* The customer who refuses alterations on wearing
apparel, even though the alterations are included
in the selling price.

* A customer making purchases, leaving the store,
and returning to make additional purchases.

® A customer who does not appear to be well
dressed, but is purchasing expensive items.

* A customer who pulls the credit card out of his
pocket, not his wallet.

* The customer who tells you that he does not have
a driver’s license, or that it is in his car.

* Suspicious teenagers attempting to use a credit
card.

* A customer who presents a card in someone else’s
name.

The credit card company says ‘‘these character-
istics, in and of themselves, do not mean that a
fraudulent transaction is taking place. However, they
do indicate that additional caution is warranted.”
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We all know exceptions to these guidelines.
We’re acquainted with one antiques buyer who wears
bib overalls, chews tobacco and spits on the floor in
hotel ballrooms, or wherever he happens to be. He
doesn’t look the part, but he has very deep pockets
and has outbid many a well dressed auction bidder.
And he always pays cash in full.

But, these guidelines can be used to set up your
own profile of customers who need special attention;
and may give your cashier an early warning of a
manipulation taking place.

Facts on car theft

(The following is reprinted with permission of
THE USED CAR DEALER, published by the National
Independent Automobile Dealers Association.)

Every 28 seconds a motor vehicle is stolen
somewhere in the United States. That represents
2,880 thefts a day and over one million for the year.

1980 was a record year for motor vehicle thefts
iIn the United States. There were 1,114,651 motor
vehicles stolen (75% of which were passenger cars)
in the U.S. in 1980 — a 2% increase over 1979 when
1,097,189 vehicles were stolen.

Like the nation, U.S. cities and rural areas each
recorded a 2% increase in motor vehicle theft. The
greatest increase in motor vehicle theft occurred in
cities with more than 100,000 population where a
10% increase over 1979 figures was recorded.

Regionally, the South led the nation with a 4%
increase over 1979, followed by a 3% increase re-
ported in the northeastern and western states, with
a 4% decline in the north central states.

The monetary loss to the American public re-
sulting from auto theft was approximately $4 billion
annually, if insurance premiums, law enforcement,
court and prison costs are lumped together.

The recovery rate — the number of stolen cars
(regardless of condition) that are found — declined
from 83% in 1974 to 55% in 1980.

The solution rate for motor vehicle theft declined
to 12.6% in 1980 — an all time low.

The rate of re-arrest for car thieves is 75%.

Approximately 39% of the cars stolen in the
United States are stripped for parts and 3% are
used in committing other crimes. If your car is stolen,
the thief who drives your car is 200 times more likely
to become involved in a serious accident than you
would be.

More than half the cars stolen had been left un-
locked and one in five still had the keys in the igni-
tion.

l ASSOCIATED AUCTION SCHOOL
Since 1970
6349 Grapevine Hwy.
Forth Worth, Texas 76118
Phone 817-284-6416
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(weather- remstant carrymg case)

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

* ($200/month range on lease/purchase)

And it’'s available on a 30-day TRIAL with no obligation!

™

PROFESSIONAL AUCTIONEER'S )
COMPUTER SYSTEMS

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

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

IF YOU, MR. PROFESSIONAL AUCTIONEER, ANSWER YES TO ANY OF THE FOLLOWING
QUESTIONS, YOU SHOULD CALL TOLL FREE OR SEND THE CARD TODAY!
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. ™ l TO: Professional Auctioneer’'s Computer Systems I

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

SROFESSIONA ’ | TOLL FREE 800-237-7669 (FLA. 813-688-1882) |
CUMPUTEII.IAS%%?E%“SEE“ S | Please send me information on the PACS ™ computer, |

| including your 30-day trial. |

|  NAME I

| COMPANY |

STREET |

522 South Florida Ave. CITY ST ZIP |

Lakeland, FL 32801 PHONE |

TOLL FREE 1-800-237-7669 (FLA. 813-688-1882)
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LEARN AUCTIONEERING AT THE
MASON CITY COLLEGE
OF AUCTIONEERING

Col. Don Wendel William Meeker
President Vice president

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

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

just one week.

FIVE TERMS EACH YEAR

Write for free catalog and how to get your ten-book, advanced auction library and pre-train-

ing free.
MASON CITY COLLEGE OF AUCTIONEERING, INC.
P.O. Box 1463 Mason City, lowa 50401 Phone: 515-423-7200

MPuctions 5634&'0:
PLEASE STATE SIZE OF

FILE YOU WISH TO ORDER

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

$169.95

100 Slot File
(Slots — 312" deep - 272" wide)

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

$59.95
50 Slot File
(Slots — 372" deep - 272" wide)

$39.95
50 Slot File
(Slots — 2 deep - 2” wide)

$39.95
You can use any of the above files for
several hundred bidders or more. NEW 400 SLOT FILE, 30” WIDE, 2172 HIGH. |

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

$40_00 Purchaser

Package of 600 Sheets (12,600 Items)

$11500 Price Send check or C.0O.D.
Telephones — Office (308) 995-8614

Home (308) 995-5098 LUNDEEN SLALES FORMS

We pay shipping charges on all items This is for the 2" file 423 East Avenue Holdrege, Nebraska 68949 |
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Promotion means
business with your
auction pamphlet

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

Customer pamphlet
highlights information

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

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

®* Photocopy or remove the pamphlet order form.

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

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

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

Name and address

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

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

John A. “Big Jack’ Collins

Jack A. Collins
Jack Collins

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

16

Business name on the cover

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

Professionals Professionals

Business name and address inside

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

Slogans and street directions will not be accepted.

ABC Auction Company

1215 Main St.

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

Hometown, State Zip

Multiple business phone numbers can also appear
below your address.

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

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

Continued page 19

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

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

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

2) Name of auction company, or auction service

Street address . _City____ state_________Zip_________

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

mation on a separate sheet of paper.) State Auctioneers Association member? ___Yes ____No
3) Write 7-10 brief statements detailing the auction services you provide. Use separate sheet if neces-

sary.

0_________ N e N3 .____

@ @

.__ ._ — - _ . S

@ ki

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

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

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

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

500 pamphlets, $165.00 1000 pamphlets, $230.00 2000 pqmp_vhle'ts, $250.00
plus shipping, $ 3.00 plus shipping, $ 4.50 plus shipping, $ 7.50
Add $12.00 for each additional photograph to be included.
Number of pamphlets ordered __ __TOTAL AMOUNT ENCLOSED $

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

Name of NAA member placing the order

Signature ' _ __Date your NAA membership expires

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

You Will Soon Learn The Auctioneer'’s Chant & v.croaoomm
How To Successfully conduct Auctions

S

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

YOUR CASSETTE COURSE COVERS SUCH IMPORTANT TOPICS AS:

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

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

| | Fliller Words — Learn how they link numbers and add continuity to your chant.
A TR Opening Chants — Choose from many and create your own individual style.

victor J. McDonald, Master Auctioneer, Real History of Auctions — Know about your profession.
Estate Broker & successful businessman, has |
conducted many, many auctions. (Even one opening Presentations — Set the pace for the auction and establish your

feta

that was spotlighted on CBS' 60 MINUTES.) authority.
0 Conditions of Sale — The finer points of a smoothly conducted auction.
Salesmanship — An auctioneer Is a super salesman.
- | Buying and Selling — The true art of negotiation.
7 8 e contracts — Essential In any profession.
£ o X BEn Banking — The right banker can be your best friend.
e N\ Ethics — The foundation of any successful business.
e Practice Cassette — Use dally and return for CERTIFICATE OF COMPLETION.
Sample materials include brochures, tags, buyer cards, contract, actual
preparation and research have gone newspaper ads, opening presentations, solicitation letters and over

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

study guide textbook. The steps you must

follow to reach your goal are set out In an

easy and practical plan designed to be Money Back Guarantee: if you are not completely satisfled with this

followed at your own rate of progress. course at the end of 3 days, return It to us for a full refund. (YOu pay postage.)

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

MAIL TO: AUCTIONEERING COURSE COMPLETE COURSE
P.O0. BOX 1968 VICTORIA, TX. 77902 $99.00

Victor McDonald Company, Auctionaire® Division
CHECK ENCLOSED (Texas Resldents add 5 %) €.0.D. (Call 512-578-9811 P.O. Box 1805 Vimpnfh_v-r“.. 77901

18 THE AUCTIONEER



John A. Collins

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

Hometown, State Zip  Othertown, State Zip

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

Auction service information

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

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

The following guidelines will apply to your auc-
tion service information.

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

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

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

Satisfaction guaranteed

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

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

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

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

hUchk hlzrh

Box 147 Northfield, Mn. 55057

September, 1982

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

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

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

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

Questions about the preparation of your NAA
auction customer pamphlet should be directed to the
NAA office before you place your order.

THE MAKING OF AN ENTREPRENEUR: KEYS
TO YOUR SUCCESS, by George C. Ballas & David
Hollas. The inventor of the weed-eater tells how he
took an 18-year-old idea and pushed it from zero to
$41 million sales volume in just 5 years! Written in
a question-and-answer format, Ballas covers idea
generation, product names, getting started, financing,
pricing, defects of the patent system, promoting a
product, creating a market, organizing and staffing
a business. 245 pages, 6”7 x 9”, hardbound. $12.95.
PRENTICE-HALL, INC., Englewood Cliffs, New Jer-
sey 07632.

I S T

Dealer Auction

1st & 3rd Tuesday 11 a.m. l

Selling Overstock — Bankrupt Stock —
Salvage — Unclaimed Freight

—_—

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

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

WISHING ROCK AUCTION |

46 Wishing Rock Rd.
Pasadena, Maryland

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

- _
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An ounce of Freedomike..
is worth a pound of EA.

Freedomike Wireless Microphones From Lectrosonics

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

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

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

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

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

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

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

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

..........

Voice Projector 18
Ultra Portable P.A.

For years the Voice Projector 18 has been the
benchmark by which auctioneers measured

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

all the features of the older model, \ Plus POWQI‘ 48R
__ plus high-level input and | Amplifier/ Speaker

output for connecting
to O_thEI‘ audio If you and your Freedomike
devices. lIts system travel to places with no
rechargeable house P.A. system, Lectrosonics
power pack has the Plus Power 48R. With
lasts 50% longer its own powerful 16 watt rms
than the old VP18. amplifier, 8" speaker and
rechargeable batteries, the PP48R

enables you to use your
Freedomike system anywhere...
even if miles from the nearest
AC power source.

L &CrosSoNIcCo, INC

ALBUQUERQUE. NEW MEXICO. US A

Lectrosonics products for auctioneers are available from:

DUANE GANSZ R. J. “BOB” THOMAS CHARLES F. DICKERSON BUFORD E_IVANS
Duane E. Gansz Auction & Realty = Western College of Auctioneering Charles F. Dickerson, Inc. Nashville Auction School
14 William Street Box 21116 P.O. Box 161 233 East Gaines Street
Lyons, NY 14489 Billings, MT 59104 Fairacres, NM 88033 Lawrenceburg, TN 39464
315-946-6241 406-252-7066 505-526-1106 615-762-5534
COL. GORDON TAYLOR HUGH MILLER ROWLAND HUEY - BOB MILLER
Reisch World Wide College of Auctioneering Curran Miller Auction John Huey & Sons Indiana College of Auctioneering
Box 949 13020 N. Street, Highway 57 11660 Parkway Drive 8846 Ho]l!day Drlveo
Mason City, Iowa 50401 Evansville, IN 47711 North Huntington, PA 15642 Indianapolis, IN 4626
515-423-5242 812-867-2486 412-863-4961 317-844-1088
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RECEIVE PRECIOUS GEMSTONES ON CONSIGNMENT

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

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

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

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

Please call or write our office as soon as possible.

Thank you very much.

"

Consolidated Equity Associates

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

k(((((((((((((((((((((((((((((((((((((

SOLD...

YOU — when you buy The
Philadelphia Inquirer to
announce your auction

)))))))))))))))))))))))‘
k(((((((((((((((((((((((

Pt -
i »
TreagllEe i
Srianant

Los Angeles Times — 25.1 %;

San FranciscoChronicle — 24.8 %;
Dallas Times Herald — 21.0%;
New York Times — 12.5%.

YOU — when you plan an on-
target schedule in one of
America’s five top rated daily
newspapers. At no obligation, get
additional details today:

values in America’s fourth FRANK RUGGERI,
market. Every Saturday, our (215)854-2418
AUCTION PAGE offers the 24-hour Telecopier Service,
biggest, and most diversified (215) 563-8928

listing of advertised auction
sales to be found in this area.. . .
in an informative, expertly presen-

ted editorial environment with our
own auction pro, DAVID IAMS.

YOU — when you capture the
tested and proven response of
some 1.3 million daily Inquirer
readers. Join with marketers of
every disipline and design who

Deadline: Thursday, 5 P.M.

The
Philadelphia
Anquiver

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

consistently find Inquirer and
quick results to be synonymous.

YOU — when you take advantage
of an outstanding daily Inquirer
household penetration. Our
27.6% coverage in the
Philadelphia metro area is greater
than these leading papers:
Chicago Tribune — 26.2 %;
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METALWORKIN
MACHINERY
AUCTIONEERS

NOW YOU CAN REACH OVER
190,000 METALWORKING
MACHINERY PLANTS

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

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

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

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

Call, Write or Wire For More Information Today!

HEARST BUSINESS MEDIA CORP.-IMN DIVISION

I-Iea_Tst 29516 SOUTHFIELD RD. — P.0. BOX 5002
PQAIST SOUTHFIELD, MICHIGAN 48037
PHONE: 313-557-0100 — TELEX: 231237

Only 150 to attend
each NAA Seminar

Unlike the attendance figure of 200 in recent
years, the 1983 NAA Seminars will be limited to 150
registrants each seminar. Especially with this year’s
lower registration limit, you are highly encouraged to
send in your seminar registration as early as possi-
ble. Both seminars may be full, well before the hotel
reservation deadlines.

In order to assure hotel lodging and control
registration, the special hotel reservation form for
each seminar hotel will be sent to the registrant only
upon receipt of the complete seminar registration at
right.

For example, the special form you’ll use to make
your hotel reservation for Louisville must be at the
Hyatt Regency Hotel by January 2, 1983. The only
way you can obtain your hotel reservation form is to
mail your completed Louisville Seminar registration
form and fees to the NAA office. Likewise for New
Orleans. Registrations will be processed at the NAA
office, in the order of earliest postmarked date, so
prompt registration is most important.

NAA seminars —
who may attend

To clarify exactly who may attend an NAA semi-
nar, the following Board of Directors’ policies apply.

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

2. Only NAA auctioneers can attend NAA spon-
sored functions. If an auctioneer works for an NAA
member, that non-member auctioneer employee can-
not attend the NAA seminars. The non-member auc-
tioneer employee must first join the NAA — full mem-
bership — in order to attend an NAA seminar.

3. On the other hand, non-auctioneer employees
— clerks, cashiers, ringmen, secretaries, etc. — can
attend NAA seminars only when they are accom-
panied by the NAA member employer. The reduced
registration cost for the non-auctioneer employee
only applies when the NAA member accompanies the
employee to the NAA seminar.

4. NAA spouses can attend seminars without
the NAA member, but the spouse must pay the full
seminar registration cost. The reduced registration
fee only applies to the second, third, fourth, etc.,
registrations after the NAA member makes a full
registration for the event.

Because of the 150 limit in seminar registrations,
NOW is the time to assure your seminar attendance
for the 1983 NAA seminars in Louisville and New
Orleans.

THE AUCTIONEER



New Orleans
Feb.

1983 NAA Seminar Registration

New Orleans, Louisiana, February 21, 22, 23
Hyatt Regency Hotel

SUBJECT: SELLING ANTIQUES AND
COLLECTIBLES AT AUCTION

(The above general seminar topic will be
covered IN DETAIL by non-auctioneer experts, as
well as professional antiques and collectibles auc-
tioneers.)

HOTEL RESERVATIONS

Seminar registrants must make their own ho-
tel reservations for each of the 1983 Seminars.
The hotel reservation form for the Feburary, New
Orleans Seminar will be mailed to the registrant
upon receipt of seminar registration. Hotel reser-
vations for the New Orleans Antiques and Collecti-
bles Seminar must be made by January 20, 1983.

REGISTRATION FEES

Only three-day registrations will be accepted.
One or two day registrations will not be accepted
for either 1983 NAA Seminar. Three-day fees are
$150 per NAA member; half price ($75) for NAA
member’s spouse, family member, or guest at-
tending with NAA member.

| HAVE MARKED THE FOLLOWING TO INDICATE
MY 1983 NEW ORLEANS SEMINAR REGISTRA-
TION.

$150 Three-day Seminar registration

$ 75 Spouse/guest three-day Seminar
registration

$ TOTAL NEW ORLEANS SEMINAR FEES

Enclosed is my check in the amount of §............ ey
made payable to the National Auctioneers Associa-
tion, for my 1983 NAA New Orleans Seminar Regis-

tration.

NAA member's name,
spouse’s name or guest
if applicable E

Address -

City.
State

Phone
Zip
Send completed form and Seminar registration fee to:

NATIONAL AUCTIONEERS ASSOCIATION
135 Lakewood Drive, Lincoln, NE 68510-2487

September, 1982

Louisville
Jan.

1983 NAA Seminar Registration

Louisville, Kentucky, January 24, 25, 26
Hyatt Regency Hotel

SUBJECT: SELLING REAL ESTATE
AT AUCTION

(The above general seminar topic will be
covered IN DETAIL by non-auctioneer experts, as
well as professional real estate auctioneers.)

HOTEL RESERVATIONS

Seminar registrants must make their own ho-
tel reservations for each of the 1983 Seminars.
The hotel reservation form for the January Louis-
ville Seminar will be mailed to the registrant upon
receipt of seminar registration. Hotel reservations
for the Louisville Real Estate Seminar must be
made by January 2, 1983.

REGISTRATION FEES

Only three-day registrations will be accepted.
One or two day registrations will not be accepted
for either 1983 NAA Seminar. Three-day fees are
$150 per NAA member; half price ($75) for NAA
member’s spouse, family member, or guest at-
tending with NAA member.

| HAVE MARKED THE FOLLOWING TO INDICATE
MY 1983 LOUISVILLE SEMINAR REGISTRATION.

$150 Three-day Seminar registration

$ 75 Spouse/guest three day Seminar
registration

$ TOTAL LOUISVILLE SEMINAR FEES

Enclosed is my check in the amount of §............. ey
made payable to the National Auctioneers Assocla-
tion, for my 1983 NAA Louisville Seminar Regis-
tration.

NAA member’s name,
spouse’s name or guest
if applicable —— —

Address __
City

L2y 021 ¢ -

Phone

Zip —
Send completed form and Seminar registration fee to:

NATIONAL AUCTIONEERS ASSOCIATION
135 Lakewood Drive, Lincoln, NE 68510-2487




REX AT THE MICROPHONE during a spring farm
auction this year.

SPECIAL TRICYCLE — Above left, Rex Newcom at
age four recovering from polio. He rode the tricycle
(“wore it out”’) to help his legs recover from the di-
sease. At right, Rex as a growing, healthy youngster
in the seventh grade.

Rex Newcom now
NAA president

Naomi Newcom to lead Auxiliary

This NAA year 1982-83 is the fourth time that a
husband and wife team will share the leadership of
both the Association and the Auxiliary. Rex B. New-
com, CAl, Whitewater, Kansas, is now the NAA presi-
dent, along with Naomi E. Newcom, president of the
Auxiliary to the National Auctioneers Association.
Rex is the second NAA president to assume the
office from president-elect.

As a result of elections during the 1982 NAA
Annual Meeting, July 31 at the Atlanta Convention,
the following new officers will be serving with NAA
president Newcom: president-elect William L. “Bill”
Gaule, CAl, vice president Sammy L. Ford, CAl, and
treasurer Dean W. Fleming, CAl.

Since his own election to the Board of Directors
in 1974, Rex Newcom has represented the National
Auctioneers Association throughout the country. Rex
is a popular speaker and workshop instructor, hav-
ing conducted auction seminars for 17 different state
auctioneers associations. Because of Rex’s exten-
sive travels, and their attendance at numerous NAA
conventions, many NAA and Auxiliary members have
met Rex and Naomi Newcom personally. This AUC-
TIONEER article is a further introduction to the man
who now leads the National Auctioneers Association,
and his wife its Auxiliary president.

Native Kansan, busy auctioneer

Rex Newcom was born in Benton, Kansas, and
graduated from Whitewater High School in 1944.
While attending Butler County Junior College, and
later graduating in 1948 from an accounting program
at Wichita Business College, Rex did farm work and
operated a small trucking company. His father and
one uncle were auctioneers, so that young business-
man Newcom was well introduced to the auction
profession.

In 1949 Rex went to work at a Boeing aircraft
plant in Kansas, where he also met a secretary
named Naomi Pierson from Anadarko, Oklahoma.
She had graduated from Wichita Business College;
and Rex was to enter the Army in 1950. Miss Pierson
became Mrs. Newcom on June 3, 1951. Naomi would
prove to be Rex’s best partner and assistant in farm-
ing, feedlot operation, and later the auction and real
estate business.

Attaining the rank of master sergeant, Rex

NEWCOM FAMILY, back row from |eft, son Brent, son
Jack and his wife Diane, son Bob. Front row from
left, Brent’s wife Marilyn, daughter Geneva, and Bob’s
wife Jeanie. Rex and Naomi are the proud grand-
parents of eight grandchildren.
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served two and a half years with occupation forces
in Europe. Sergeant Newcom returned home to Kan-
sas in 1953, and another year in the agriculture pro-
gram at Butler County Junior College. He later
farmed, worked in livestock markets, and organized
the first commercial feedlot in Kansas.

A part-time auctioneer selling cattle until 1965,
Rex Newcom attended Missouri Auction School In
1966, entered the auction business full-time, and also
joined the Kansas and National Auctioneers Associa-
tions. That year also began the Newcom real estate
career, with membership in the National Association
of Realtors®. Both Rex and Naomi are recipients of
the GRI designation.

Throughout their busy professional life together
at Newcom Real Estate and Auction Service, Rex and
Naomi raised four children, all of whom are married

September, 1982

1968 AUCTION — Rex Newcom’s full-time auction
career was two years old when this farm sale was
photographed above. Above left, as Rex has auc-
tioned, Naomi has clerked and cashiered from the
beginning of the Newcom auction business. At
Naomi’s right is youngest son Jack.

with children of their own. Oldest son Brent, 31, is
a line inspector for the Coleman Company in Wichita,
Kansas, and 30-year old Geneva is a registered nurse
in charge of a maternity ward in a Nashville, Tennes-
see, hospital. Robert Newcom, 29, is also a Nash-
ville resident, working for a tour company, and
youngest son Jack, 28, is an auctioneer in White-
water with the family auction firm.

Throughout Rex’s varied business career, he has
remained active in local civic and fraternal groups,
as well as statewide professional organizations. He
has held every elected office in the Kansas Auction-
eers Association, is presently serving as KAA secre-
tary-treasurer, and was KAA president in 1974. The
years 1977 and 1979 saw Rex Newcom picked as the
Kansas Auctioneer of the Year.

Rex has also served as the president of the
Kansas Farm and Land Institute, on the Board of
Governors of the national FLI, twice as president of
the Butler County Board of Realtors®, and on the
Board of Directors of the Kansas Association of
Realtors®. NAA president Newcom was a member
of the charter class of the Certified Auctioneers In-
stitute, and later served on the CAl Board of Gover-
nors.

Local community involvements for Rex include
membership in the Palmyra Baptist Church, Towando
Masonic Lodge, Wichita Consistory and Shrine, Butler
County and Frederick Remington Historical Societies,

Continued page 66

MARRIED 31 YEARS, Rex and Naomi Newcom at the
Las Vegas NAA convention.
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Antiques @ Antiques ® Antiques ® Antiques @ FOR SALE!

CONTAINER BUYERS ANTIQUES BONANZA
Beat Inflation @ Buy Direct From England

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

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

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

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

Roll Top Desks O Bowl & Pitchers Windsor Chairs Biscuit Barrels
Organs O Whicker Furniture Draw Leaf Tables Dressing Tables
Parlour Set Smokers Stands Cast Iron Items Inlaid Furniture
China Cabinets Carriages Pianos Spelter Figures
Gateleg Tables Bentwood Chairs Hall Trees Dinner Wagons
Eterges Flo Blue Washstands Piano Stools
Bamboo Furniture Minton China Fire Places Swords

Towel Racks Bureau Bookcases Bureaux Shefioneers
Marble Clocks Buffets Barrometers Oak Furniture
Hat Racks Queen Anne Chairs Pottery Corner Cabinets
Paintings Leaded Glass Wall Clocks Silver Plate
Royal Doulton Pine Furniture Prints Grandfather Clocks

Fern Stands

Mirrors ] Coal Scuttles Candlesticks Sea Chests

Carriage Clocks Paintings Captains Chairs Tapestries

Curio Cabinet Sets of Chairs Bookcases High Boys

Player Pianos Brassware Pub Furniture Oriental ltems
Sideboards Mantle Clocks Wardrobes Music Boxes =l
Secretarys Cut Glass Bronze Figures B Carvings )
Rocking Chairs Wedgewood Chest of Drawers O Architecture fio

Spode O Card Tables =

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

Rolls Royce Vintage Cars available by order

Primitive Furniture

Bedroom Suites Carnival Glass

Could you handle a 40 ft. container every 1 Month 2 Months 3 Months

yviiat is ‘thie popllation 0f YOUI @MY ...oounmmmmanin s

D6 Yol s8]l ‘Retail/WhnoIeSale/ AUCHONT .o s mmssy

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

v Economy graded shipment $9,000: Better economy grade $12,000
% Auctioneers Wholesale Graded Shipment $15,000

w Fine Quality Graded Shipment $20,000

Swainbank Antiques Exporters Ld.

— SWAINBANK’S —
FURNITURE DEALERS

EXECUTIVE OFFICE

34 CHURCH ROAD, ROBY
NR. LIVERPOOL L36 9TP SINCE 1890
LANCASHIRE IN LIVERPOOL, ENGLAND
ENGLAND -

TEL: 051-489 1142

INTERNATIONAL HEAD OFFICE

LYNWOOD HOUSE
BALLURE ROAD
RAMSEY, ISLE OF MAN
BRITISH ISLES

TEL: 0624-814585

FOR INTERNATIONAL COMMUNICATION ORDER BY TELEX - 628438 ADMIN G
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ADVERTISE YOURANTIQUES OR COLLECTIBLES
AUCTION IN AMERICA'S LARGEST AND WIDEST
READ PUBLICATION ON ANTIQUES

ERTHEJANTIQUE
t WEEKLY

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

We will bring you the wealthy collectors and dealers, who will travel hundreds to 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 antiques are bought by someone locally, it is the people
who have come from a distance that buy the best. THE ANTIQUE TRADER WEEKLY is the only paper that
can bring those people from all across the USA as well as give you good local coverage. Our rates are
the lowest per 1,000 readers of any publication in print in the antiques or collectors items field.

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

THE ANTIQUE TRADER WEEKLY

PO BOX 1050-A DUBUQUE, IOWA 52001
Phone (319) 588-2073
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FSC’S SECRET! FSC’S SECRET!

We are as close as
your phone. We deliver : Now, more than

We have over 33 years as quickly as your need ever it's necessary

of proven auction
advertising results

in all forms of local,
regional and international

specifies. Just tell for you to have

us the date of your sale, : . the best advertising
where, what and when-- at the bottom line

| We do the rest and prices for your
auction advertising. deliver the crowds budget.

need! Call us now!
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Financial Statements
National Auctioneers
Association

Lincoln, Nebraska

For The Year Ended June 30, 1982

UEBERRHEIN & ASSOCIATES, P.C.
CERTIFIED PUBLIC ACCOUNTANTS
100 NORTH 56TH STREET, SUITE 200
LINCOLN, NEBRASKA

Board of Directors
National Auctioneers Association
Lincoln, Nebraska

Gentlemen:

We have examined the accompanying statements of assets,
liabilities and fund balances of the National Auctioneers As-
sociation as of June 30, 1982, and he statements of cash re-
ceipts and disbursements and changes in fund balances for the
year then ended. Our examination was made in accordance
with generally accepted auditing standards, and accordingly,
included such tests of the accounting records and such other
auditing procedures as we considered necessary in the circum-
stances.

As described in Note 1, the Association’s policy is to pre-
pare its financial statements on the modified cash basis in
which, with one exception, revenue is recognized when received
and expenses are recognized then paid. The exception is for
convention income and expense, which is recognized in the
year of the convention. Accordingly, the accompanying financial
statements are not intended to present financial position and
results of operations in conformity with generally accepted
accounting principles.

In our opinion, the aforementioned financial statements
present fairly the assets, liabilities and fund balances resulting
from cash transactions of the National Auctioneers Association
at June 30, 1982 and its revenue collected and expenses paid
and changes in fund balances for the year then ended, on the
basis of accounting described in Note 1, which has been appied
on a consistent basis.

Ueberrhein & Associates, P.C.

Lincoln, Nebraska
July 15, 1982

NATIONAL AUCTIONEERS ASSOCIATION
LINCOLN, NEBRASKA
STATEMENT OF ASSETS, LIABILITIES AND
FUND BALANCES
JUNE 30, 1982

ASSETS
1982
New
General Building Total
Fund Fund Funds
Current Assets:
Cash in bank $ 54,766 $ $ 54,766
Investments 147,212 21,420 168,632
Prepaid convention
expense 2,301 2,301
Prepaid expense — other (56) (56)

Advances to new

building fund 6,756 6,756

Total current assets $ 210,979 $ 21,420 $ 232,399
Property and Equipment:
Property and equipment,
at cost, less accumulated
depreciation of $63,771
and $51,175, respectively

(Note 2) 95,821 133,051 228,872
Other Assets:
Pre-constructon
deposits (Note 3) 19,835 19,835
Total assets $ 306,800 $174,306 $ 481,106
LIABILITIES AND FUND BALANCES
Current Liabilities:
Payroll taxes withheld $ 1955 § $ 1,955
Deferred convention
revenue 35,757 35,757
Advances from general
fund 6,756 6,756
Total current liabilities $ 37,712 $ 6,756 $ 44,468
Fund Balances 269,088 167,550 436,638
Total liabilities and
fund balances $ 306,800 $174,306 $ 481,106

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

NATIONAL AUCTIONEERS ASSOCIATION
LINCOLN, NEBRASKA
STATEMENT OF CASH RECEIPTS AND DISBURSEMENTS
FOR THE YEAR ENDED JUNE 30, 1982

Total
Actual
Receipts:

Membership $ 238,019
State dues 21,360
Booster club contributions 3,566
Promotional items 0,614
Convention 93,802
Seminars 27,795
Advertising — “The Auctioneer” 47,903
Subscriptions — “The Auctioneer” 603
Hall of Fame S
Ladies Auxiliary | 900
Interest income 16,859
Miscellaneous 784

Total receipts $ 461,210

Disbursements:

Salaries $ 78,757
Employee benefits 10,339
Payroll taxes 5,371
Printing — “The Auctioneer” 80,627
Postage — ““The Auctioneer” 8,623
Insurance 4,644
Taxes 3,840
Office supplies 10,896
Printing — General 10,952
Postage — General 15,770
Maintenance 10,919

THE AUCTIONEER



Utilities 6,116 Excess of receipts over disbursements $ 61,132

Promotional items 10,336 Add — property and equipment purchases capitalized 134,664
Awards 1,490 Add — Pre-construction deposits to be capitalized 17,085
Professional services 4,833 Less — Depreciation (12,596)
Dues and subscriptions 1,415 e
Travel — Executive Vice President 9,822 Excess of revenues over expenses $ 200,285

— Director of Association Services 1,669 e

— Convention staff 2,307

— President 3,917

— President-Elect 2,031 The accompanying notes are an integral part of these financial

— Vice President 355 statements.

— Treasurer 1,096

— Directors (State Associations’ Meetings) 5,096

— Board meeting 6,346 NATIONAL AUCTIONEERS ASSOCIATION
Headquarters relocation 3,598 LINCOLN, NEBRASKA
Special committee expense 4,340 STATEMENT OF CHANGES IN FUND BALANCES
Convention 72,773 FOR THE YEAR ENDED JUNE 30, 1982
Seminars 16,158
State dues 19,459 1982
Refunds 2,908 New
Donations 163 General Building
Ladies Auxiliary 855 Fund Fund Total
Bank charges 392 Fund balance —
Miscellaneous 489 Beginning of year $234,248 $ 855 $235,103
Property and equipment purchases 134,664 Prior period adjustments
Pre-construction deposits 17,085 (Note 4) 1,320 (70) 1,250

Total disbursements $ 570,441 $235,568 $ 785 $236,353
S —— Excess of revenues
Excess (deficiency) of receipts over over expenses 33,520 166,765 200,285

disbursements before capital additions $(109,231)

Fund balance — End of year $269,088 $ 167,550 $436,638

= S T A

Capital Additions:

New building contributions $ 169,098
Interest income 1,265 The accompanying notes are an integral part of these financial
- statements.
Total capital additions $ 170,363 |
ey Continued page 31
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Is what can happen when you advertise to the 1,500,000 readers of The Sunday Globe. The largest
readership in New England. And the most affluent. And no Boston paper has more classifed ads.
For more information call: JoAnne McCoy (617) 929-2169 or Arthur Shachat (617) 929-2160.

The Boston Globie

BOSTON, MASSACHUSETTS 02107
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For thirty-one years the auctioneers
wholesaler. Call Frieder the Importer
for the best deals. By-pass the middle-
man, buy directly from the Importer and
pocket the profits.

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

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

Frieder’s

2553 Superior Avenue
Cleveland, Ohio 44114

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

LOW PRICES — HIGH QUALITY — QUICK SERVICE
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NATIONAL AUCTIONEERS ASSOCIATION
LINCOLN, NEBRASKA
NOTES TO FINANCIAL STATEMENTS

Note 1 — Summary of Significant Accounting Policies:

Note 2 —

Accounting Method — The accounting records of the
National Auctioneers Association are maintained on
a modified cash basis in which, with one exception,
revenue is recorded when received and expenses
are recorded when paid. The exception is for con-
vention income and expense. Amounts received dur-
ing the fiscal year ended June 30, 1982 for the con-
vention to be held in July of 1982 respectively are
treated as deferred convention revenue and included
in the liabilities section of the statement of assets,
liabilities and fund balance. Likewise, amounts paid
in respect to the July, 1982 convention are treated
as prepaid convention expense and included in the
asset portion of the statement of assets, liabilities
and fund balance.

Fixed Assets and Depreciation — Fixed assets are
recorded at cost. Depreciation has been recorded
on building and equipment using the straight-line
method to depreciate fixed assets over their esti-
mated useful lives. Depreciation recorded for the
year ended June 30, 1982 amounted to $12,596.

Income Taxes — The Association is exempt from
federal income tax under section 501 (c) (6) of the
Internal Revenue Code. However, certain activities
of the Association such as advertising in “The Auc-
tioneer” may be subject to federal income tax.

Property and Equipment:
Property and equipment consist of the following:

- June 30,
1982 1981
Cost:

Land $ 14,423 $ 14,423
Land — New building 133,051
Building 77,212 77,212
Equipment 58,078 54,964
Vehicles 9,879 9,879

Total cost $292,643 $156,478
Less accumulated depreciation 63,771 51,175

Total $228,872 $105,303

Next 2 Terms:

REPPERT SCHOOL OF

AUCTIONEERING, INC.
Box 189

Note 3 —

Note 4 —

Note 5 —

Pre-Construction Deposits:

As of June 30, 1982 the Association has made de-
posits for architecture and planning costs relative to
development of new national headquarters in Over-
land Park, Kansas. Construction estimates have not
been determined as of June 30, 1982, nor have any
commitments been incurred relative to the new na-
tional headquarters.

Prior Period Adjustments:

Three disbursements during the year ended June
30, 1981, were found to be classified incorrectly.
Two disbursements which total $1,250 have been re-
classified from general fund expense to pre-con-
struction deposits on the new building. The other dis-
bursement of $70 has been classified as a new build-
ing fund expense rather than general fund.

Employees’ Retirement Plan:

The Association has adopted a defined contribution
retirement plan, effective July 1, 1978 covering all
full time employees. There is no provision for past
service liability and the plan calls for full vesting of
benefits as soon as an employee becomes eligible to
participate. The Association’s cost is equal to ten
percent of the compensation of all eligible partici-
pants of the plan. Contributions to the plan during
the year ended June 30, 1982 amounted to $6,020
which was for the plan year June 30, 1982.

" Over 4,800 Proved

AUCTION GEMS ||

“Bid Getters' “7'* “Auction Sayings'' o ®

and the booklet
52 BASIC
AUCTION

CHANTS

bY  Eorl D Wisord w
authoneer i

R | Dundee Ohio

Decatur, Indiana 46733

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

November 29-December 17, 1982
July 25-August 12, 1983

Founded in 1921

Write or call for more information
219-724-3804

AC 0033

September, 1982

A 200 page book loaded with auction sayings, quips,

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

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

ing a 53 year period.

Here is what auction schools and auctioneers say:

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

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

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

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

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

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

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

Only $12.50 for both, postage paid
Earl D. Wisard, Auctioneer, Dundee, Ohio 44624
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NAA officer/director articles . . .

“We know the value
of Association”

By Howard Buckles
NAA Director

(The following is the keynote address by 1981-
82 NAA president Howard Buckles, at the Southern
Fair Convention luncheon, July 29 in Atlanta.)

Ladies and gentlemen of the National Auction-
eers Association, it has been a real pleasure and
privilege for me to serve as your president during
the past year. Much has happened since | assumed
the office, and in my opinion, has been good for the
organization.

Last year in Las Vegas we introduced the plans
for our new building in Overland Park, Kansas, and
the response to those plans was overwhelming.
Those attending the Las Vegas convention — and
the membership who participated later — responded
with well over $450,000 in pledges, and $170,000 in
cash payments have been made.

The land has been paid for, and as published in
the May, 1982 issue of THE AUCTIONEER, “THIS
LAND IS OUR LAND”. We paid off the note for a
beautiful plot of land in a suburb of Kansas City,
and soon we hope to have our beautiful building
ready for occupancy.

Your response to our programs has been gratify-
ing to me and to the members of the NAA Board of
Directors. You've determined that the auction pro-
fession needs additional help to identify ourselves
as the most professional and most efficient. We are
the ones who can sell real and personal property
better than anyone else can, or by any other method.

We Dbelieve in our profession. | am only too
sorry that others are not here in Atlanta with us, to
learn from those professionals who are offering their
talents during the 12 workshops which have already
begun.

We know the value of associating with each
other at conventions, meetings, seminars, and work-
shops. We are constantly learning from each other
how to promote the auction method. The value of
these programs is clear — not only NAA programs,
but those available through state auctioneers as-
sociations and societies; the Certified Auctioneers
Institute; and the many, many other educational op-
portunities available at conventions, meetings, and
workshops.

During my travels as an NAA representative —
this year as president, past years as an officer or
director — | have been asked, “just what do you do
at the NAA Convention?” Well, | don’t hesitate to
tell them that no group is better than auctioneers
when it comes to providing education, entertainment,
and excitement at conventions. But | point out quick-
ly that we meet for the benefit of the entire family.
Long before the Pittsburgh Pirates used the slogan,
“we are family”’, the National Auctioneers Associa-
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Howard Buckles, NAA im-
mediate past president,
was first elected to the
Board in 1974, beginning
a long career of service
to the National Auction-
eers Association. He is
the owner of Howard
Buckles Auctioneering
Service, Keosauqua,
lowa, conducting farm,
estate, antiques, and real
estate auctions. Mr.
Buckles is also active in
the lowa Auctioneers As-
sociation, having served
as an IAA president.

tion put that slogan in practice as far back as | can
remember.

Without our families, we would not have the
success we have had in business. We've enjoyed
the complete support of the Auxiliary in everything
we do; and we’ve enjoyed the support of our families
whenever we serve the public as business men and
women. For that, we are very proud.

It’'s too bad that many of our members were not
able to attend this Convention. Our registration is
down this year, and no one can point to one, single
reason why. Some say it is the economy. Others say
it’'s the Atlanta heat in the summertime, and others
have still more reasons.

Yes, this is my vacation too, but only from my
daily business routine in Keosauqua, lowa. Actually,
I'm on a business trip. Because the experiences,
associations and education | receive at our NAA con-
ventions are highly beneficial to me in my auction
pbusiness.

Those same people, who ask what goes on dur-
ing an NAA Convention, were asking another ques-
tion before they realized the benefits of attending
conventions. They asked, “Howard, why do you be-
long to the National Auctioneers Association, or the
lowa Auctioneers Association?” And as my years
of membership increased, | have been able to prove
to those auctioneers just what value, just what bene-
fit | have received from my NAA and |IAA member-
ships.

Have you ever asked yourself, “why do | belong
to an Association?” Perhaps you should. Otherwise,
you may be taking membership for granted, which
isn’t good for you or the Association.

One of the best things that could happen to any
association would be members asking themselves
“why am | a dues-paying member?”’ One man of
another association who asked himself that question
came up with these reasons.
®* | owe it to myself and my business to help our in-

dustry move forward at the state and national level.
®* [t takes strength in numbers and concerted effort

THE AUCTIONEER



to accomplish anything worthwhile. More can be
accomplished collectively than individually.

e Only through membership in my Association can
| obtain reports and publications prepared with my
business needs in mind. Everything else 1s gen-
eral in nature, aimed at a wider audience, and
hence diluted. |

e The regular meetings and annual convention pro-
vide me with ideas and information that | could
obtain IN NO OTHER WAY, and which are put 1o
the test of experience before they are passed on

to me.
e | have made many true friends among the mem-

bers; people | enjoy being with for friendship’s
sake, as well as for business reasons. MY LIFE IS
RICHER AND MORE WORTH LIVING THROUGH
BELONGING.

e Committee projects, membership on the Board of
Directors, and other Association responsibilities
enable me to contribute; to do my part for the pro-

fession, the economy, and the general good.

e The cost of belonging is small compared with what
| get in return — extremely low “rent’”’ for the space
| occupy in my profession.

e Even when other problems command my full at-
tention, the officers, directors and headquarters
office staff keep working in my interest. Maintain-
ing my membership is a vote of confidence In
them, which they deserve, and which | am happy

to bestow. | _
| enjoy belonging to the National Auctioneers

Association. | enjoy working for the auction pro-
fession. Each of you here today has a great oppor-
tunity to excel. We have obtained the services —
talents, if you will — of some of the finest auction-
eers in the world to offer their ideas in the workshops
at this convention. LISTEN WELL and LEARN MUCH.

You will never be sorry that you attended this or
any other NAA convention if you take advantage of
the educational opportunities. If you’ve never at-
tended an NAA convention before, feel welcome
enough to ATTEND THIS ONE AS IF YOU ARE A
MAJOR PARTICIPANT AND HAVE BEEN FOR

YEARS. |
Attend every workshop session that you can.

Last night was an excellent example of the learning
process we enjoy at our conventions. Sure, we.had
fun at the Fair and enjoyed the music and “c|o-gg!ng”
very much. But did you see the many conversations
which were going on throughout the Fair? People
were sharing their successes, and problems, during

the past year. | o
That's one of the benefits of the social activities

we sponsor during the conventions. This morning we
began our workshops. Regardless of your auction
specialization, you can learn something from every
instructor who conducts the workshops. Something
successful can be applied to every specialization, but
you won’t know what the successes are unless you

attend the functions available to you.
Ladies and gentlemen, WE HAVE HAD A SUC-

CESSFUL YEAR IN THE NATIONAL AUCTIONEERS
ASSOCIATION. Many other Associations have had

membership losses due to the economy and the re-
cession. But not in the National Auctioneers Associa-

Continued page 34
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A Major Breakthrough in
Real Estate Marketing

Auction-The Marketing Tool

of the Future!

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

BROKERS/AGENTS: Offer this additional successful
marketing technique to your clients. « There are many
advantages to a public sale (Auction). - Learn what
they are and offer this alternative to your clients. - Give
yourself and your company this important edge. - Auc-
tions can produce sales where all other marketing
techniques fail.

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

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

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

ONLY
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COMPLETE COURSE

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

FOR THE YEAR 1981:
NATIONWIDE AUCTION COMPANY AUCTIONED ALMOST 500
PROPERTIES FOR A GROSS VOLUME EXCEEDING 70 MILLION
DOLLARS. THE LIST OF PROPERTIES AUCTIONED INCLUDED
SINGLE FAMILY HOMES, CONDOMINIUMS, COMMERCIAL
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Send me my course on HOW TO BECOME A SUCCESSFUL REAL
ESTATE AUCTIONEER. (Please Print) (California Residents add 6%
sales tax.)
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Address
City State Zip

00 Check enclosed. Make payable to Natl. Inst. of Real Estate Auctioneers
Inc.
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Mail to: National Institute of Real Estate Auctioneers, Inc.,3961 MacArthur
Blvd., Suites 210 & 212, Newport Beach, CA 92660 « (714) 752-2298
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tion. We have lost some members, yes, but we also
have gained many, many new members who have
learned that if they are going to succeed in their
profession, they must join a professional Association
which is dedicated ONLY to the auction method and
to auctioneers.

| wish to recognize one man who has helped us
in our membership campaign. He distributed numer-
ous membership applications; and due to his per-
sonal efforts and support of the NAA, is personally
responsible for over 25 new members joining this
year.

The NAA recognized him with the Hall of Fame
Award last year and he reciprocated by recruiting
those new members. B. G. Coats is the man | am
referring to and thank you, B. G, for your help.

During my year as your NAA president, I've
traveled more and have been to more different places
than | would have imagined. But | have enjoyed my
travels very much. However, my family has been
very patient with me during these travels. Even
though my wife, Arlene, has often accompanied me
and sometimes my daughter, Diana Sue, | have
placed the burden of my business on them, especial-
ly Arlene. | want to publicly recognize my family,
and let them know how much | appreciate and love
them for supporting me during this presidential year.

My son Bill and his wife, Patty, have also been
supportive. Bill is not at home any longer, and has
not been as close to the business as Arlene and
Diana Sue, but Bill and Patty have really supported
my programs and goals. | didn’t realize how effective
my “goals” were, when | announced last year that
‘every member should get a new member. But | be-
lieve they misunderstood me.

Instead of an auctioneer, Bill and Patty spon-
sored a grandson during the year, and due to all of
the recognition | have had as your president —
grandson and all — | want you to know how proud
you have made me and how much | appreciate and
love you all for your support.

Let’s ““go to the Fair” and have a VERY GOOD

MOVE MERCHANDISE
IN DALLAS, TEXAS

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

readers in the Dallas area.

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

Now featuring “The Auctioneer' every Sun-
day in the Classified s&ction.

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

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

Dallas Times Herald

The newspaper Dallas can be proud of.
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1983 CAIl courses
to convene

Reservations are now being accepted for the
1983 Courses of the Certified Auctioneers Institute,
April 10-15, 1983, on the Indiana University campus,
Bloomington, Indiana.

Those who successfully complete the three
course levels of the Institute program will have
earned the professional designation, ‘“‘Certified Auc-
tioneers Institute’”. The designation has been
awarded each year since 1978 to over 400 auction-
eers nationally.

For those NAA auctioneers who wish to enter
the program, a two-step process is involved. First,
complete and send the reservation form in the CAI
brochure, center section of this AUCTIONEER. You
will be sent an application for admission to the pro-
gram. When your application is completed and ap-
proved by the Institute’s Admissions Committee, you
will be admitted officially to the program.

Among other requirements, applicants for
Course | are required to have at least two or more
years experiences as an auctioneer. Also, current
membership in the National Auctioneers Association
(NAA) is required for all applicants, Institute candi-
dates, and Institute members. Course | applicants
who are not members should initiate the NAA mem-
bership procedure that requires sponsorship before
they submit their CAIl applications for admission.

The CAIl Course program includes day an eve-
ning classes, Sunday through Friday, with the final
examinations in Courses |, Il, and Ill on the final
day of each course.

The faculty of the Institute is drawn from the
Indiana University faculty, the auction industry, and
related professions. More specific information about
the courses is published in the CAIl brochure. Addi-
tional copies of the Institute brochure are available
from the Institute office, or reservation forms may be
photocopied and submitted.

For additional CAl program information, con-
tact: Certified Auctioneers Institute, 74211 East Third
Street, Bloomington, Indiana 47401. Telephone, 812-
333-0077.

CONVENTION. If | can be of service to you during
the convention, let me know.

Thank you for being here, and thank you for
just being yourselves.

Howard Buckles lowa auctioneer champion

From 26 contestants at the lowa State Fair Auc-
tioneers Contest, August 17, NAA immediate past
president Howard Buckles was named the 1982
champion auctioneer. The event is co-sponsored

by the lowa Auctioneers Association and the State
Fair.

THE AUCTIONEER
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bt T B Chicago, IL 60607
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Or Visit our Giant Showrooms
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Auctioneers and independent sales organizations have long relied on Cook Bros. as their
leading source for a wide varieiy of merchandise . . . including tv’s and radios, CB radios,
stereos, appliances, watches, cutlery, jewelry, cameras and small novelties . . . items that

can be profitably and quickly sold.

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

By Joe E. Small, CAl
NAA Director

The men and women of the National Auctioneers
Association, their skills and talents, are the founda-
tion upon which we can build our own auction busi-
nesses. Sharing information is certainly a key factor
in that foundation. Here, then, are some of my
thoughts and ideas about running an auction gallery.

When we started out, we needed to determine
how we were going to do business; and we decided
incorporation was best for us. It seems to give, in
our state at least, better protection from liability, and
better tax breaks. The second thing we determined
was where we wanted our auction gallery and what
type of a gallery we wanted — merchandise we were
going to sell, and the type of buyer we hoped would
attend our auction sales.

Our building is 18,000 square feet in a rather
lovely warehouse district in far north Dallas, sur-
rounded by nice homes and growing businesses. The
people in the area are rather affluent, and the type
of folks who might be the most interested in antiques
and collectibles. The building itself is divided evenly
into three major sections. We use one section for an
auction gallery, while the center room is divided into
two parts — a preview room featuring merchandise
for the next auction, plus a sold area for furniture that
has just been sold, or will be sold the night of the
auction. The third section is a storage area, for too
much of any one kind of item, incoming consign-
ments, and sold merchandise awaiting shipment by
an out of state dealer.

In our initial evaluation of auction facilities
around the country, we visited a great number of auc-
tion houses and galleries. We talked to many people
in different parts of the country and learned from NAA
members with years of experience in the business.
We found that most facilities were not particularly
comfortable or inviting, and some were on the dreary
side and not even clean. We decided that all of
these factors were negatives, and we would strive to
improve in those areas. We set about making our
business a place that would attract people who were
affluent, who might not sit in an uncomfortable build-
ing, on folding chairs in a stifling atmosphere, sur-
rounded by dreary, unattractive auction items.

The first thing we did was simple, but effective,
landscaping of our building exterior, to soften the
warehouse look and provide color and interest. This
made a tremendous difference, and when the trees
are in bloom, the front entrance is really quite pretty.
The second thing we did was to mount siXx mercury
vapor security lights outside the building, so that our
building is surrounded by a halo of light. It makes
it look secure and more hospitable, since our sales
are conducted in the evening. We wanted it to be a
situation in which an unescorted lady would feel
comfortable in attending our auction and remaining
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NAA director Joe Small
was elected to the NAA
Board in 1980. He is the
owner of Joe Small Auc-
tioneers, Inc., Dallas,
Texas, an antiques and
estate auction firm. Mr.
Small is a CAIl charter
member, and the insti-
tute’s first president.

well into the night. We also make it a point to have
all of our lights on in the offices up front, so that the
building has a warm friendly glow.

Types of merchandise

The merchandise we sell comes from the United
Kingdom, and we have made great efforts to make
sure that it is of the quality we demand. We are aim-
ing for a type of merchandise that attracts the widest
possible group of buyers. We have found that if
items are too humble or rough, they are difficult to
sell. If items are too high priced, requiring many
thousand dollars for the average piece, the market
is so narrow that it is difficult to sell. We aim for the
more popular priced merchandise with the objective
of giving the customer an excellent buy for the
money. This means, of course, that merchandise has
to be well bought. In this connection, we work very
carefully with our shippers in England, advising them
what to buy and what to pay. Each sale that we
conduct results in the return to the shipper of an
inventory showing the cost they paid and what the
item sold for.

We found very quickly that we were spending
approximately four to six hours in tagging and/or
lotting the merchandise as it came in. We remedied

Nashville Auction School

Nashville, Tennessee

THE NATION’S FINEST SCHOOL

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

# FREE CATALOG — LEARN AUCTIONEER-
ING

Full and partial scholarships available.

NASHVILLE AUCTION SCHOOL
Box 190, Department 5
Lawrenceburg, Tennessee 38464
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this by sending our own label — in various colors —
to each shipper who supplied us with merchandise.
Shipper A might have an orange label, shipper B,
green, others red, etc. Prelabeling enables us to
know at a glance where a given piece of furniture
came from; and the shipper places the stickers on
the merchandise when loading the container. It
saves us a huge amount of time and money. We
order a special type of sticker with a soft rubber
adhesive that will not damage surfaces when the
sticker is removed. (Remember to order a colorfast
ink so that the color will not fade in bright sunlight,
or over a long period of time. Many of these stickers,
If not colorfast, will bleed out to almost a gray or off
white, and are difficult to decipher.)

We ask our shippers to make each container a
fully balanced auction load. We don’t want too much,
or too few, of anything. We might ask for six bed-
room sets, five dining room sets, nine individual
wardrobes, twelve dressing tables, twelve clocks,
twenty-four pieces of stained glass etc. We need a
well balanced load with great variety and interest.
One great problem here is that without a certain
amount of imagination and effort on the shipper’s
part, all of the containers seem to look alike. This
can be deadly, because you want your auction
crowds to be excited over each and every load.

We have found that as homes in America grow
smaller, the very large, heavy pieces of furniture
become ever more difficult to sell. You are then
limited to someone buying for a restaurant, club,

531 Broad Street

LﬁCENSED o
k GA.
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‘ By Auctioneers & Real Estate Brokers, Nationwide
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Call Toll-Free Ga. 1-800-282-2662/U.5.A. 1-800-241-7591
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We will be pleased to cooperate in turning your listings into immediate cash.

bank, or commercial facility. We find, that if a piece
Is especially dark in color, it is becoming increasingly
difficult to sell, at least in our area. Therefore, items
that are big and dark become a deadly combination.
They might be of good basic quality, but they are
difficult to sell, so we ask our shippers to avoid these
pieces.

Conversely, we find that the better items, those
that make the greatest portion of money to their
cost are small carriable items, such as occasional
or lamp tables, cake stands, plant stands, clocks,
letterboxes, stationery boxes, lap desks, children’s
furniture, candlesticks, hall trees, and so on. These
are items that can be used in a small or large home.
They can be used in many places in the home and
they can be readily moved from location to location.
They are excellent sellers and return good money
If they are well selected.

Types of buyers

We wanted to structure our business so that
most of our steady buyers were dealers; and an-
other portion was retail — the ultimate consumer
taking a particular piece home, and using it. We have
refined our business down to approximately a mix of
60% of the purchases going to dealers, and 40%
going to retail buyers. This seems to be an excellent
mix. While dealers bid undervalue so they will not

Continued page 39
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[f you have an on-

concern about the cost of auction control

up, your worries may be

The cost of operating an auction goes up every year. And in an effort to control
these costs, RSI-Computer Group has developed a computerized auction control system.

Based on the belief that time is money, this software and hardware system enables
you to serve your clients and bidders with speed and accuracy by
performing these functions: —Sale Inventory Input, —Sale Catalogue,
—Auction Sheets, —Buyer Registration Input,
—Buyer Registration Printout, —Sale Input, —Sale

Control and Reconciliation,—Invoicing, —Buyer

7
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A~ et

| ﬁ)[ﬁ ) J:__;;_:_" ) o Status Inquiry, —Inventory Inquiry, —Sale Recapit-
TRATTIT - ulation, —Report of Sale.

Additional software handles payroll, accounts
receivable, accounts payable, and a general ledger.

Under development 1s a comprehensive mailing label system.
Currently used by Norman Levy and Associates, Ralph Rosen Associates,

S. Hochman & Co.,Rabin Bros. Auctioneers and Jim

&
Davis Auctioneers, this minicomputer weighs only I.S.l Complll'er grOUP

?E) le and ,COStS %nder $1O’O?O t t H 2520 W. Mockingbird, Dallas, Texas 75235
“"r .lnj;\i\ C" Or more mmiormation, write or Ca Telephone 214-350-2381.
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sell at giveaway prices, retail buyers will help boost
prices to obtain special pieces for their homes. This
has worked out very well for us and | would recom-
mend it to anyone.

We do some special things for our buyers who
come from far away. We have buyers from approxi-
mately seven surrounding states who attend on a
somewhat regular basis. They normally bring a large
truck or a trailer, and buy a fairly large amount. We
strive to get them loaded out early, and help them in
any way we can. But we don’t want anyone to think
that ours is a dealer auction and not open to retail.

Ours is a public auction, and we like everyone to
be aware of that. But every auctioneer knows that
dealers will be back again and again, as consistent
and steady buyers. Although they pay the lesser
amount at times, while the retail buyer pays top
dollar, that retail buyer purchases one item, goes
home, and may not be back at an auction for months.

Auction staff

Our staff consists of eight full-time people and
twenty-four part-time. Of the eight people who are
full-time, two are auctioneers, one serves as a mer-
chandise manager scheduling the various sales, and
seeing that we have a proper “mix” of merchandise.
The others are an executive secretary-comptroller, a
receptionist/secretary, a warehouse manager and
two foremen who direct the part-time labor crews.

We have found that an important ingredient here
iIs the leadership of the supervisory people when
working with the part-timers. We have strict rules
for check-in/check-out on the time clock, lunch
hours, and etc. Our better sources of labor come
from Bible school students and college students.
We find that the basic high school student tends to
play too much, and doesn’t particularly have a good
work attitude. Our work force is divided into two
basic groups; one group works during the week and
Saturdays. Their jobs are primarily: “loading out”
sold merchandise; receiving local consignments;
cleaning, polishing, and preparing furniture for sale;
moving items into and out of the gallery; and unload-
ing the 40’ vans at our back door.

The second group involves those who actually
work at the auction sale, many of whom do both.
Part-time people handle our “‘small items area’’, re-
ceiving small, breakable, or stealable items after
they are sold, then checking them out to the buyer
with the proper tickets. Part-time personnel carry
merchandise to the stage area where stage people
hold the items up under the spotlights. As items are
being sold, carry out people take from the stage into
a storage area. We also employ a security person at
the back door, a clerk to write the buyer number on a
small ticket and stick it on the furniture as it goes by,
as well as relief clerks, and ringmen. We meet with
everyone periodically to go over rough spots and to
discuss ways in which we can improve the flow of
merchandise, or the smoothness of the sale. We also
discuss breaking or dropping merchandise through
carelessness or lack of attention.

If people are properly instructed and motivated,
even though they are part-time, they can prove to be
loyal and dedicated employees. We also cross-train
each individual in two separate jobs.  If anyone is ill,
or can’t attend on any given sale night, we have
someone there to take their place. Unless the em-
ployees know their jobs, this is difficult to attain. So
frequent meetings prove to be time well spent.

Sources of merchandise

We found that it was necessary to visit England
and meet people in the shipping industry, to indoctri-
nate them about the kinds, types, and price ranges
of furniture we wanted. We quickly discovered that
British buyers doing their buying in or near a large
city were paying too much money for merchandise to
sell at a profit back in Texas. We, therefore, sought
out small teams of people operating in the British
countryside, away from big cities. Today, this is the
backbone of our buyer network. We have approxi-
mately sixteen to eighteen suppliers who ship peri-
odically.

A typical team might be a mother, father, and
twelve year old son who live on a farm 60 miles from

Continued page 60
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bad weather excepted). But
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hands of who read

Farmweek!

Farmweek

Phone (317) 345-5133 (or)
Indianapolis (Greenfield)
Phone 326-2235
Call Toll Free
Indiana: 1-800-382-1050
Other states: 1-800-428-4156
To Reserve Your
Next Auction
Or Write
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Auxiliary to the
National
Auctioneers
Association

Dear Auxiliary members,

Atlanta, Georgia, is a beautiful convention city
with its historical grandeur and southern charm.
Those of us who were fortunate enough to visit At-
lanta for our 33rd NAA Convention will remember it
always. We will remember especially the warm hos-
pitality from our hosting southern state auctioneers
associations’ members and their families.

Mrs. Lila Moody, our Auxiliary convention chair-
woman, her three beautiful daughters and her other
gracious committee women provided a memorable
luncheon program for us. Also, the very talented
and charming Barbara Suarez did an outstanding
job as our Educational Program Director. Pat Lam-
bright, our retiring Auxiliary president, is very proud
of her Atlanta convention ladies, and rightly so!

Following Pat as your Auxiliary president is a
great responsibility that | do not take lightly. The
demise of our dear friend Ann Williams, 1981-82 Aux-
iliary president-elect from Washington, has left all
of us with saddened hearts, but the will to carry on
with her wishes for the Auxiliary to help promote and
advance the auction profession.

The Auxiliary invites every spouse, parent,
widowed spouse, or child of an NAA member to join
with us in the Auxiliary to reach our full potential.

We gained new members this year, three of
whom were men. We certainly hope to increase our
membership even more before the NAA Houston con-
vention in 1983.

We have an outstanding slate of officers and
directors serving our Auxiliary this year, and we en-
courage all NAA auctioneers to bring their spouses,
families, co-workers, and associates to the Houston
convention. We encourage them to join with us in
promoting the auction profession, in what is still the
greatest free enterprise country in the world.

Naomi Newcom, president
Auxiliary to NAA
Whitewater, Kansas

Closeout JEWELRY 55¢ doz. |
Catalog — 25¢
Roussel’s 107-190 Dow Ave.
Arlington, Massachusetts 02174
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1982-83 Auxiliary committees

1983 HOUSTON CONVENTION CHAIRWOMAN —
Mrs. Alice Connour

NAA COORDINATOR — Mrs. Pat Lambright

EDUCATION — Mrs. Pat Dunning

MEMBERSHIP — Mrs. Betty Short

YOUTH — Mrs. Irene Dudley, Mrs. Glenda McCarter
Johnson

NOMINATING — Mrs. Jean Fleming, Mrs. Virginia
Brewer, Mrs. Irene Erickson

CONSTITUTION AND BY-LAWS
McCarter Johnson, Mrs.
Brenda Higgenbotham

AUDITING — Mrs. Pat Lambright, Mrs. Marge Gaule,
Mrs. Joanne Laumeyer

Mrs. Glenda
Pat Dunning, Mrs.

In Memoriam...

Auxiliary to the National Auctioneers Association

ADA THIES

NAA member Earl Thies notified the headquart-
ers office of the death of his wife, Auxiliary member
Ada Thies, August 3, Ames, lowa. She had recently
been confined to a wheel chair because of a long ill-
ness, but worked in the Thies auction until the week-
end prior to her death. Ada Thies was active in the
Auxiliary to the lowa Auctioneers Association, attend-
ing with her husband, most of the NAA annual con-
ventions in the past 20 years.

ANN WILLIAMS

The 1981-82 Auxiliary president-elect Ann Will-
iams, Arlington, Washington, died of cancer June 20.
A brief memorial observance was held for Mrs. Will-
iams during the Auxiliary sponsored Ladies Luncheon
at the NAA convention in Atlanta, July 30.

“The greatest sin is fear.

The best day is today.

The greatest deceiver is the man who deceives
himself.

The greatest mistake is giving up.

The most expensive indulgence is hate.

The most foolish thing to do is to find fault.

The worst bankrupt is the soul that has lost its
enthusiasm.

The most clever man is he who always does what
he thinks is right.

The best part of any religion is gentleness and
cheerfulness.

The meanest feeling is jealousy.

The best gift is forgiveness.”

Frank Crane

September, 1982
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: _.PHESIDENT

‘Mrs. Naomi. Newcom, P.O. Box 458, Whttewater Kan-_'_-'

'sas 67154, phone 316-799-2278
PRESIDENT-ELECT .

Mrs. Pat Dunmng, P.O. Box 866, Elgin, Illmoas 60120,

phone 312-741-3483

'VICE PRESIDENT

Mrs. Betty Short, 1341 E. Orchtd Lane Phoenix, Ari-
zona 85020, phone 602-944-5626

SECRETARY-TREASUREH
Mrs. Tomi Ayers, 2233 Jacksboro Park, LaFoilette,
Tennessee 37766, phone 615-546-2296 or 562-7810
HISTORIAN | |

Mrs. Judy Miller, Rt. #3 Box 457, Evansville, Indiana
47711, phone 812-867-2486

DIRECTORS

TERMS EXPIRING 71985

Mrs. Pat Lambright, 112 N. Detroit St.,
diana 46761, phone 219-463-2013

Mrs. Mary Witzel, 761 E. Lefty Lane, Oak Harbor,
Washington 98277, phone 206-675-6262

Mrs. Marge Gaule, 909 W. Walnut, Chatham, lllmms
62629, phone 217-483-2913

Mrs. Caro! Bambeck, Rt. #1 Box 392, Dover, Ohio
44622, phone 216-343-1437

TERMS EXPIRING 1984
Mrs. Glenda McCarter Johnson, 415 Kingfisher Ave.,

LaGrange, In-

Seviervilie, Tennessee 37862, phone 615-453-

8417
Mrs. JoAnne Laumeyer, 7306 Cleveland Ave. East, In-

ver Grove Heights, Minnesota 55075, phone 612-

455-9547. (From August 20 — June 1) 162 SW
53 Terrace, Cape Coral, Florida 33904, phone
813-549-4955 .

Mrs. Fran Smith, Angell Road, Silver Creek, New York

14136, phone 716-934-4875
TERMS EXPIRING 1983

Mrs. Virginia Dilgard, 135 Union St., Ashland, Ohm.
44805, phone 419-325-2122 or 325-1337 ’

Mrs. Lila Moody, P.O. Box 795, Darlington, South
Carolina 29532, phone 803-393-7793 or 393-0431

Mrs. Irene Dudley, Rt. #4, H_ampto_n

phone 515-456-4318
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PEN LIGHTER BINOCULARS DIE CAST IN-DASH IN-DASH [CAR BOOSTER/|  ROYCE RADIO --
LIGHTER CARDED W/CASE 2 DZ./CARD SH:EI':'(I:EIIII.EH 8-TRK. CASSETTE EQUALIZER RADIO ASST.
$29.95 $45.00 REPLICAS PLAYER PLAYER 7 CHA"";;S $5.75 COLORS
$40.000z | $5.900z PAIR $8.90 0Z. | | $30.00¢ea |$30.00¢ea | $35-00FA. A $2.50 A,

IMPORTED LADIES’ FULLY MEN’S FULLY DELUXE 8 PC. 49 MHZ HAND-HELD DECOHATED
2 PC. PEN/PENCIL AUTOMATIC AUTOMATIC LEATHER POOL TABLE BAND 3-CHANNEL BEER STEIN
PERFUME . PUSH-BUTTON | PUSH-BUTTON TRUCKER'S | COASTER SET | WALKIE | 2 wATT C.B.
PEN SET GIFT-BOXED $15.00
$10.80 DOZ. UMBRELLAS UMBRELLAS WALLETS ALL WOOD | TALKIE SET | TRANSCEIVER :
$30.00 0oz. | $28.00 DOZ. | $28.00 DOZ. | | $36.00 DZ. | $6.90 ea. | $18.90 sev| $75.00 pr. |  DOZ.

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

$2.000.000 INVENTORY ON HAND AT ALL TIMES. BEST IN PRICES. SERVICE. QUALITY. SEND $1.00 FOR BRAND NEW 1982-83 CATALOG. _
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Livestock

at Auction

1982 World Livestock
Auctioneer Champ
fulfills 16-year dream

Regina, Saskatchewan — “Third time’s a
charm,” the old saying goes, but for 1982 World
Livestock Auctioneer Champion Dan Williams, Boone,
North Carolina, it took a little longer — five tries, to
be exact.

But at his fifth World Livestock Auctioneer
Championship, held here June 18, Williams struck
paydirt and walked away with top honors.

“This is a dream |'ve had for 16 years,” said
NAA member Williams, as he accepted the 1982
WLAC trophy, following two rounds of competition
against a total of 67 other contestants. He also re-
ceived the gold Championship ring, valued at more
than $1,000, and a $1,000 cash prize, along with
several merchandise prizes.

The WLAC is sponsored and conducted annually
by Livestock Marketing Association, Kansas City, Mis-
souri.

“This time | came out of the auction block know-
ing | did my best,” Williams recalled later. “Every-
thing fell into place — it was just my day. This was
the first contest that I've been in that | felt totally sat-
iIsfied with the effort | gave. That’s what makes win-
ning this year feel so good.”

Williams, 31, lives with his wife, Nancy, and two-
year-old son, Ben, in the same county where he
grew up. He dedicated his win to his father, Hite
Williams, who is also an auctioneer.

“If anybody taught me the business, it’s him,”
Williams said. ‘| can remember going to the stock-
yards when | was just a young child and sitting on
Mom’s lap, watching Dad auction cattle.

“When | was old enough to figure out that what
he was doing was work, | knew that’s what | wanted
to do.

“I just thank the good Lord for giving me the
ability to do what | want to do, because | love being
an auctioneer, he added. “There’s nothing I'd rather
do.”

Williams also attributed much of his success to
John Henry Brewer, a well-known North Carolina
livestock auctioneer who started the two markets
where Williams now works and which served as his
sponsors at the WLAC this year — Iredell Livestock
Company of Turnersburg, North Carolina, and Caro-
lina Stockyards Company of Siler City, North Caro-
lina.

44

'82 WORLD LIVESTOCK AUCTIONEER CHAMPION
Dan Williams at the microphone during the compe-
tition. Below, Williams hears that he’s the new
champion.

Brewer, who died three years ago, had also
competed in the WLAC, but never won. Following
this year’s win, Williams explained, “John Henry
would have been proud well, | know he is
proud, although he’s not here with us.”

Williams got his start as an auctioneer while in
the seventh grade, by selling off pies at a local
church supper. Originally, the church ladies planned
to ask his father to do it, but young Williams knew his
father already had a sale scheduled for the same
evening, so Williams volunteered.

“They took me up on it,” he recalled. “Scared
me to death. | only had two weeks to practice.”

Succumbing to a bad case of stage fright, he
urged his father to make it back to town that evening
in time to sell the pies. Hite Williams was on time,
but his son didn’t find that out until afterwards — his
parents waited outside the church until halfway
through the pie sale to make sure their son would

THE AUCTIONEER



TOP THREE FINALISTS at the 1982 WLAC. From
left, reserve champion Bud Knight, champion Dan
Williams, and runner-up champion Kenneth Wilcox.
They were the best of 68 contestants who competed
June 18 in Regina, Saskatchewan.

give auctioneering a try.

During high school, Williams started clerking for
his father at bi-weekly horse sales. Sometimes Hite
would let him auction off the tack. After graduation,
he attended an auction school in Fort Smith, Arkan-
sas, then “bummed around for a couple of years”
before going back to college.

While attending Appalachia State University,
where he received a B.S. in business management,

Williams got more auctioneering experience, hand-
ling estate and auto sales. In 1975, following gradua-
tion, he began clerking at cattle sales and selling
cattle whenever he could.

His first shot at the WLAC was in 1978, and
Williams recalled, “‘I thought | was a pretty hot-shot
auctioneer’’.

But when he started speculating about winning
the contest, his wife, who Williams describes as a
“very realistic-type person,” brought him back down
to earth. “If you win now, you’'ve got nothing to
work for,” she pointed out. But Williams doesn’t look
at it that way now.

“After winning, you've got that much more to
work for,” he said. “Though there won’t be any more
contests for me to enter (once an auctioneer takes
the championship, he’s ineligible to compete again),
every day when | sit down to sell cattle, people will
say, ‘he’s a world champion’. I've got to do my best
for the rest of my days so they won’t leave wonder-
ing why | was named a champion.

“I've got to maintain that integrity of being a
world champion auctioneer,” he explained. "Past
winners have set me a strong example. It’'s a re-
sponsibility. I’'m not only representing Dan Williams
and other auctioneers, but also the livestock indus-
try as a whole.

“This is something that will be with me for the
rest of my days,” he said.

Continued page 47
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| Our Auction Mart is an action mart.

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

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

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

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

Detroit: Vincent Walker
(313) 569-0464.

Dallas: Thomas Stansfield
(214) 363-5044.

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

New York: James Dietz

| ' 2
Why to the Sunday and Wednesday Tribunes: (212) 682-3033.

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

Miami: Barry Werblow
(305) 989-8833.

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

(Chicano JTribune

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

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

And that's the first step to getting in on the action.
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Gordon E. Taylor -
President ————

St. Paul Union
Stockyards

SOUTH ST. PAUL LIVESTOCK AUCTIONEERING SEMINAR

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

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

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

the South St. Paul Stockyards.
Seminar is held the 1st week in February.

For catalog and enroliment information Send to:

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

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

----------

e

3 3
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D-VOX COMPLETE .- $285.00

FIBERGLASS CASE — 25 WATT MODULE — TWIN SPEAKERS

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

* * * SATISFACTION GUARANTEED * * *

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

DODGE MANUFACTURING CO. DWIGHT V. DODGE, Owner
1016 W. 6th Street ® P.O. Box 1513 ® Topeka, Kansas 66601 ® (913) 234-6677
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Total 15 finalists from 67 contestants

The annual championship is sponsored and con-
ducted by Livestock Marketing Association of Kan-
sas City, Missouri. Don Allewell, manager of market-
Ing and operations of the Livestock Division of the
Saskatchewan Wheat Pool, in Regina, was chairman
of this year’s 19th Championship.

Reserve World Champion was Bud Knight of
Sturgis, South Dakota, who was sponsored by Sturgis
Livestock Exchange of Sturgis. Runner-up was Ken-
neth Wilcox of Coldwater, Kansas. He was spon-
sored by Coldwater Livestock Sales Co., Coldwater,
Kansas; Farmers Livestock Auction, Springdale, Ar-
kansas; Parsons Livestock Auction, Parsons, Kansas,
and El Dorado Livestock Auction, El Dorado, Kansas.
Both the reserve and runner-up champions also re-
ceived a number of merchandise prizes.

Contestants sold cattle from a Showcase Cattle
Sale at the Pool Stockyards, located on the outskirts
of Regina. Auctioneers were judged by a panel of
five judges — all men directly involved in the live-
stock marketing business — who scored contestants
on their clarity, timing, appearance and command of
the situation, as well as by how likely they would be
to hire that auctioneer to work in their own market-
Ing businesses.

All 68 auctioneers competed in a preliminary
run-off Friday morning, selling four drafts of cattle
each. From this group, judges selected 15 finalists,
who displayed their skills again that afternoon by
selling eight drafts of cattle each.

The remaining 12 finalists each received a spe-
cial award of a gold-stamped, leather money clip
containing a $100 bill, in addition to the certificate of
recognition of participation in the 1982 World Live-
stock Auctioneer Championship received by all con-
testants.

In descending order of placings, the other final-
iIsts were: 4) Bruce Corman, Burlington, Colorado; 5)
Sam Teply, Lexington, Nebraska; 6) Ralph Waite,
Lenapah, Oklahoma; 7) Tony Heinze, Dazey, North
Dakota; 8) James Carrithers, Johnson, Kansas; 9)
Robert L. (Bobby) Blackford, Adairville, Kentucky:;
10) Bob Pietz, Tripp, South Dakota.

Also, 11) Paul C. Behr, Eagan, Minnesota; 12)

FORT SMITH

AUGTION SCHOOL

ELEEON S S A e N o R e
QUALITY TRAINING SINCE 1947

APPROVED ll ™ ro Y
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Roger F. Diercks, Gordon, Nebraska; 13) Armon
Wolff, Golden Valley, North Dakota; 14) Greg Estes,
Ozark, Missouri; and 15) Jack Lowderman, Macomb,
lllinois.

Focus put on livestock industry’s future
at Livestock Marketing Congress ’82

The picture of the livestock and meat industry’s
future may not be crystal clear, but it came into
sharper focus at Livestock Marketing Congress ’82.

Animal scientists, academicians, industry offi-
cials and others gave approximately 600 registrants a
look at what the industry can expect — in several
areas — in the latter years of the 20th century.

Futurist Theodore J. Gordon opened the Con-
gress saying the viewpoint for his presentation was
that “We’ve met in the year 2000 for a look back’ at
the “lasting and significant developments” from the
late 1980s to the turn of the century. Gordon is presi-
dent of The Futures Group, Inc., Glastonbury, Con-
necticut.

Gordon also offered these predictions for the
livestock industry in the year 2000.

®* Increased competition will come from the fish in-
dustry. “Inland fish farming and broad ocean fish
farming” will be stepped up. ‘“Unusual forms of
marine life” will enter the food market. Gordon
said he was referring to what are now called ‘“trash
fish,” which he said will have to be ‘“‘renamed”
and then marketed.

* Vegetable protein will increasingly be used. But
Gordon said this could benefit the livestock indus-
try, since mixing this protein with beef ‘‘keeps con-
sumers eating meat’”’. And he speculated that this
mixture might have different health properties, “in
terms of cholesterol and fiber,” areas of increas-
Ing concern to diet and health-conscious consum-
ers.

®* There will be “‘new opportunities for red meat ex-
ports,” along with new competition from abroad
(primarily Australia) which includes “entirely new
(livestock) feeding concepts”.

® Direct production of animal protein through ‘‘ge-
netic replication”.

®* The livestock industry will advertise and promote
its products more and develop more ‘“branded”
products. “| know of no other industry’ the size
of the livestock industry that does not have
branded products,” Gordon said.

Such elements as increased use of vegetable
protein, and diet and health concerns, will also be
factors that could Ilimit future meat demand, he
noted. Other limiting factors will be smaller families:
an increasing number of working wives, who will
have less time for food preparation, and less ‘“or-
ganized meal time” by busy families.

“All these changes,” he said, “create opportuni-
ties for those with courage and foresight.”

Congress '82 was the 13th annual Congress
conducted by Livestock Merchandising Institute.
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joe small’

| N auctioneers, inc.

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

ATTENTION

AUCTIONEERS
ANTIQUE SHOPS
WHOLESALE OUTLETS

WE CAN SUPPLY YOU WITH

40 FT. CONTAINERS

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

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

Excellent "Mix " Of Items

All Customs, Duties, Fees, and Freight Paid

Guaranteed Delivery To Your Door

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

A member national auctioneers association and texas auctioneers association

'{’-’.:__ & Joe Small, CAl TXE-012-0252

college of auctioneering

1948-1982 — 34 Years

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

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

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

estern

college of auctioneering

WRITE:

Box 21116, Dept. NAA

Billings, MT 59104 Phone: 406-252-7066 |

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

Real Estate
at Auction

Bay Area new
homes auctioned

For reasons all too familiar to real estate auc-
tioneers, new homes in the San Francisco Bay area
appeared on the auction schedule of NAA member
Steve Laubly, San Jose, California. Inactive real
estate market, high interest rates, developers in
need of cash all contributed to homes sold at auction
instead of homes sold by private treaty.

Laubly provided THE AUCTIONEER with a sum-
mary of his real estate auctions since March. Two of
those auctions received newspaper coverage by THE
NAPA REGISTER, Napa, California, and the SUNDAY
LEDGER, Antioch, California.

Seven San Jose townhomes all sold on a March,
Sunday afternoon without required minimum bids.
Homes were originally priced between $91,190 to
$109,790. Financing was 30 year, fixed rate loans
at builder subsidy, first four years starting at 123 %.

12 new homes were auctioned Sunday, April 25;
eight with minimum bids from $91,300, and four with
minimum bids from $80,550. Homes were originally
priced from $106,000 to $143,800.

11 new homes sold in Napa, California, on Sat-
urday, May 8. Minimum bids were from $83,600 for
the homes originally priced from $111,000 to
$149,900. THE NAPA REGISTER covered the auction,
noting that some of the homes sold for only $10,000
below original asking price.

Six custom homes were slated for Laubly auc-
tion the next day in Blackhawk, California. Minimum
bids were from $222,000 for properties originally
priced from $322,000 to $345,900. Four of the six
homes sold at the auction.

12 view lots were at auction that same day, May
9, with minimum bids from $68,300. Originally priced
from $105,000 to $122,000, nine of the lots, all in
Blackhawk, sold at auction.

14 new townhomes in San Jose all sold on May
16. Minimum bids were from $73,000 for the town-
homes priced from $97,000 to $115,000.

16 condominiums also in San Jose were in a
June 6 Laubly auction with minimum bids from
$82,500. All but three of the homes sold, originally
priced from $110,000 to $113,500.

20 new homes all sold at a June 26 Laubly auc-
tion in Antioch, California. Minimum bid was $80,200
with original prices from $106,950 to $134,950. The
auctioned lasted 36 minutes and was covered by the
SUNDAY LEDGER. Top bid was $117,500.

THE AUCTIONEER




12 new homes all sold the next day in San
Ramon, California. Minimum bids were from $117,000
for the properties originally priced from $156,000 to
$219,000. The auction lasted 28 minutes.

Commenting on the success of Laubly’s Ameri-
can Auction Associates firm, a real estate broker at
the June 27 auction noted that in the company’s
seven years of business about 90-95% of the top
bidders have qualified for the owner-financed homes.
Buyers must make at least $40,000 to be eligible for
the loans, making a down payment of at least 10%
of the sales price.

COMMUNICATING THE APPRAISAL: A GUIDE
TO REPORT WRITING, by Robert L. Foreman, MAI,
addresses the final, and one of the most critical,
steps of the appraisal process — communicating
the findings of the appraisal to the client. All that
precedes the report — the comprehensive surveys
and complications of data, the investigations, and
analyses — may have little meaning if not merged
into a readable report, which presents facts and con-
clusions in a logical and concise manner.

This guide, written for the Institute’s report writ-
iIng course, describes styles of report organization,
presentation of graphics, effective use of language,
and what to include (and not to include) in the re-
port. A section-by-section “walk-through’ of a nar-
rative report is provided, accompanied by extensive

Accredited
AFLB

CRB

Jim Graham

To Help You!

examples from actual appraisal reports.

Foreman, an independent real estate appraiser
and analyst for nineteen years, heads the firm of
Real Estate Analysts of Newport, California. He
holds the Intstitute’s MAI (Member, Appraisal Insti-
tute) professional designation and has taught num-
erous courses and seminars for the American Insti-
tute of Real Estate Appraisers. This year, Foreman
Is serving as president of AIREA’s Southern Cali-
fornia Chapter #5.

COMMUNICATING THE APPRAISAL can be
ordered through AIREA’s book distributor, Follett
Publishing Co., 1010 W. Washington Blvd., Chicago,
IL 60607 (Make checks payable to AIREA). For a
complete catalog of AIREA publications, write AIREA,
430 N. Michigan Ave., Chicago, IL 60611.

AUCTIONEERS + DEE SIGNS

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

QUALITY SIGNS AT

FRIENDLY PRICES.

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

898-7284

SAT. 10AM

Want Professional Assistance?

\ 4

We
Cooperate

NEW AUCTIONEERS - If you'd like professional assistance .
business, call us. We’ll handle the auction for you .
tablished.

IF YOU'RE AN ESTABLISHED AUCTION COMPANY . . and would like to have some additional clout and exper-
tise, you'll find us good people to have on your side while preparing and promoting the auction.

gm@
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. or if you've got a seller and are “just getting started”” in
. and jointly advertise your name . . to help you get es-

CALL AND TALK IT OVER!

o inc. AUCTIONEERS -

and Schoul of Auctioneering
204 US 1, North Palm Beach, FL 33408 (305) 844-1723
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Antiques
at Auction

Antiques and Americana .

Wicker furniture

By George Michael
NAA member auctioneer
Merrimack, New Hampshire

Very little is generally known about wicker furni-
ture, though it is readily collected today. The earliest
pieces from as far back as the early Egyptians were
made of rattan; and this material was used exten-
sively into this century. However, new developments
in the industrial age changed this, so one must know
the following rules when considering wicker furni-
ture.

Late in the last century, it was felt that the tightly
woven, or Cape Cod style weave was the best as it
was stronger. However, a machine was invented to
twist paper into a cord which was used for weaving
also by machine process. That was developed by
Marshall B. Lloyd in Michigan. Much of what is called
wicker today is really a kind of paper mache tightly
woven. This is why knowledgeable buyers look for
the “open” Bar Harbor weave pieces. Paper cannot
be woven into an open weave because it is not
strong enough. If you want genuine rattan, look for
the open weave.

Naturally, arms, and other areas where rein-
forcement is needed will be tightly woven, whether
rattan or paper. But when one sees the non-stress
areas in open design such as the back of the chair
pictured, you can feel safe it is the most desired.

One danger in buying paper wicker is that it

cannot be dipped to remove paint. The paper will
soften in the mixture, causing it to lose its strength.
If you have tightly woven pieces, you can check to
see if they are wood or paper, by getting under-
neath and piercing with a knife blade. This is ad-

visable before any restoration is undertaken. Bar

Harbor weave was used at first to cut down cost of
making and was cheaper. But today, it assures the
material used which is most important.

New book

AMERICAN STONEWARES, by Georgeanna H.
Greer, Schiffer Publishing Co., Box E, Exton, Penn-
sylvania 19341. A well illustrated writing explaining
the terminology and technique of the potter’s craft.
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40,000 Items in estate auction

Bidders from 21 states gathered in Lawrence,
Kansas, for a three-day, May auction of the Ray B.
Weakley estate and antique collection. NAA mem-
ber John Woody, Douglass, Kansas, directed the
auction of 40,000 items and two auction rings going
nearly all of the time. Video equipment was used
to show bidders what was selling in both rings.

Preparation for the auction began in January,
as auctioneer Woody began cataloging and organiz-
ing the huge estate. The magnificent collection was
stored in a two-bedroom house, basement and ga-
rage. Antiques were stacked, hanging, or standing in
literally all of the space in the residence.

Top selling items included a cigar store Indian
which sold for $8200; a large Strauss Brothers clock,
$2250; and a Schlitz advertisement sign for $950.
Among the many other signs, a “Sol Marks Watches”
brought $1400.

Three other auctioneers assisted NAA member
Woody in completing the sale. The estate included
entire collections of bells, harness, wooden tools,
railroad items, and enough Indian items to warrant
a separate auction ring.

BAR HARBOR weave in wicker furniture is most de-
sirable.

One learns to identify form and source. The history
takes us from the earliest days into this century.
The examination of decoration is most informative.
All parts of the country are covered.

THE AUCTIONEER



AMONG 40,000 ITEMS in Woody estate auction were,
above, Ebbert buggy sign, $1400; left, salesman
sample size cast iron stove with utensils, $2600.

REISCH

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

FREE cap and a price list!
FREE CAP, Box 650, Holdrege, Nebraska 68949

- WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

Since 1933 Largest in the World
Approved for VA

YOU can be an AUCTIONEER!

START YOUR NEW CAREER NOW
AND MAKE BIG MONEY
Attend 2 weeks intensive training in all
phases of this respected and highly profit-
able profession, taught by 25 of the na-
tion’s leading professional auctioneers.

FOR THE
PROFESSIONAL
AUCTIONEER
Clerking Supplies
Sound Systems
WRITE FOR
INFORMATION

Col. Gordon E. Taylor
Owner and President
Full-time Auctioneer

s

L
oy

MAIL
COUPON
TODAY!

OBTAIN OUR MODERN AUCTION LIBRARY WITH
YOUR CHOICE OF TRAINING RECORD OR CAS-
SETTE TAPE. FREE WHEN YOU ENROLL IN THE

TERM OF YOUR CHOICE.
Gordon E. Taylor, Member
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GRADUATES RECEIVE LIFETIME SCHOLARSHIP, DI-
PLOMA & POST-GRADUATE ASSISTANCE. OUR “ON
THE CAMPUS” HOUSING & DINING FACILITIES, CON-
TRIBUTE GREATLY TO ENHANCE YOUR PROFESSIONAL

TRAINING.
Please send me your FREE CATALOG.

Col. Gordon E. Taylor
Reisch World Wide College of Auctioneering, Inc.

P.O. Box 949
Mason City, lowa 50401
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Auction Franchise

Available
In Selected Areas

52

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

2 3

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

3

If you are interested in:

1. Increased business and profits
2. Nationwide identity
3. Professional training
4. Protected territory
5. Access to extensive mailing list
6. Professional advertising advice
7. Registered name and trademark

8. Leads from national advertising

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

&

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

89380 W. Dodge Rd., Suite 315

Omaha, Nebraska 68114
Phone: 402-397-9959
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Fourteen state
associations
reciprocal with NAA

In the following directory of state association
presidents and secretaries, an asterisk near the as-
sociation name indicates that state has a reciprocal
membership agreement with the National Auction-
eers Association. Under that agreement, new mem-
bers must join both associations to be a member of
either association. However, auctioneers who were
members of either association before the reciprocal
membership agreement went into effect, do not have
to join the other association to maintain their present
membership status.

Here is a list of all reciprocal states as of this
writing.

Dues Month billed
(in addition to for dues

State NAA dues, (both NAA and
Association and vice versa) state amounts)
Arizona $10.00 January
Arkansas 15.00 January
Colorado 10.00 January
Florida 35.00 January
Georgia 30.00 July
lowa 20.00 January
Kansas 10.00 July
Kentucky 10.00 January
Missouri 15.00 July
Nebraska 15.00 July
Nevada 20.00 July
Pennsylvania 30.00 January
Tennessee 10.00 July
Wisconsin 35.00 July

Meeting the reciprocal membership require-

ments can sometimes be confusing to new members.
However, since the reciprocal membership agree-
ments have been in effect, the following general
policies apply to new members from reciprocal
states.

* New members must pay the full dues amounts
for both associations. The NAA office will then pro-
rate the NAA dues, but not the state association dues.
The prorating allows for the new member (whenever
the auction joins) to be billed in the same month
as other members from that state. All state associa-
tion dues collected by the NAA office are forwarded
to the state association secretaries.

* Present members, those auctioneers who
were members of either association when the reci-
procal agreement went into effect, can join the other
association at any time.

* When sponsoring a hew member, and your
state association is reciprocal with NAA, please in-
form the new member that both dues amounts must
be sent in with the completed and sponsored NAA
application '

* Only two states, Pennsylvania and Tennessee,
require that the new member must join through the
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state association, and not through the NAA office.
An application from a prospective member in either
of these states will be returned, with the explanation
that the new member must contact the state associa-
tion and first meet their membership requirements.

As current NAA members who live in reciprocal
states, and may be approached by a prospective
member to join' the NAA, your cooperation is re-
quested. Please inform the new member that your
state is reciprocal; and he or she will become a
member of both state and national associations upon
receipt of both dues amounts. The NAA office will
cordially answer any questions about the reciprocal
membership agreements with the affiliated state as-
sociations.

Directory of state
association presidents
and secretaries —
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Alabama Auctioneers Association — President: Flora Parker,
Rt. 3, Killen 35645. Secretary: John P. “Pete” Horton, 111
4th St., Huntsville 35805, phone 405-536-7497.

Auctioneers Association of Arizona, Inc. — President: David
*  Yoke, 2433 East Laren Drive, Phoenix 85032. Secretary:
Larry Everhart, 610 S. Beeline Hwy., Payson 85541.

Arkansas Auctioneers Association — President: Tom Blackmon,

*  P.O. Box 7464, Little Rock 72207, phone 501-664-4526. Sec-

retary: Jayne Lowery, P.O. Box 34, Dennard 72629, phone
501-745-4261.

California Auctioneers Association — President: LeRoy C. Blum,
10108 Grant Line Road, Elk Grove 95624. Secretary-treas-
urer: Grant Theodore, 4037 North Washington Blvd., P.O.
Box 196, Livingston 95334.

Colorado Auctioneers Association — President: Eldon Brough-

*  ton 1647 South Tejon, Colorado Springs 80906, phone 303-

635-9400. Secretary-treasurer: Steve L. McCrea, 479 Clark-
son, Denver 80209.

Florida Auctioneers Association, Inc. — President: Kale Albrit-

*  ton, 1023 Euclid Ave., Lakeland 33807, phone 813-687-0610.

Secretary-treasurer: Billy H. Wells, 121 Aldean Dr., Sanford
32771, phone 305-323-2820, office 305-323-8142.

Georgia Auctioneers Association — President: John Suarez,

*  2025C Peachtree Road, Atlanta 30309. Secretary-treasurer:
H. C. Thomas, 4C-3280 Austell Road SW, Marietta 30060.
Executive officer: Freddi S. Hagin, 6472 Church St
Douglasville 30134, phone 404-949-2010.

Idaho Association of Professional Auctioneers — President.
Robert C. Hopkins, Jr., Route 1, Box 1036, Parma 83660,
phone 208-722-5007. Secretary: Mrs. Robert Hopkins (same
address.)

lllinois Auctioneers Association — President: Henry Hachmeister,
305 East 3rd Street, Pecatomica 61063, phone 815-239-1436.
Secretary: Harlan Henderson, RR 1, Box 133, Tuscola 619353,
phone 217-253-3796.

Indiana Auctioneers Association — President: John E. Yager Jr.,
R.R. 1, Lynnville 46719. Secretary-treasurer: Harry E.
Buckles, RR 1 Box 262, Anderson 46011, phone 317-378-
7924.

Continued page 54
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lowa Auctioneers Association — President: Jerry R. Tubaugh,

* 1702 8th Avenue, Belle Plaine 52208, phone 319-444-2413
or 319-444-2498. Secretary-treasurer: Margaret Bloomer,
Rt. 3 Box 51, Glenwood 51534, phone 712-527-3615.

Kansas Auctioneers Association — President: Milton Anderson,

* 108 S. 4th, Manhattan 66502. Secretary: Rex B. Newcom,
215 S. Main, Whitewater 67154, phone 316-799-2278.

Kentucky Auctioneers Association — President: Chuck Layne,

* 608 South Main, Franklin 42134. Secretary-treasurer: Ron
Kirby, 604 North Main, Franklin 42134. Executive director:
Wilma Atherton, Box 148, Hodgenville 42748, phone 502-
358-3852, bus. phone 502-358-3812.

Louisiana Auctioneers Association — President: Larry Nobles,
2902 Carol Jack Drive, Baton Rouge 70816, phone 504-
292-0576. Secretary: Lamar Little, 16287 Tiger Bend Road,
Baton Rouge 70816, phone 504-293-4581

Maine Auctioneers Association — President: John Owecarz,
R.F.D. #1, Augusta 04330. Secretary: George A. Martin,
New Road, East Lebanon 04027, phone 207-457-1237.

Auctioneers Association of Maryland, Inc. — President: Raymond
C. Nichols, 1144 Ferber Ave., Arnold 21012. Secretary:
Senie Bartoli, 20 E. Melrose Avenue, Baltimore 21212.

Massachusetts State Auctioneers Association — President:
Harvey A. Jacobsen, 41 Chatham, Worcester 01609. Secre-
tary: Lawrence Bell, 7 Howland St., Cambridge 02138.

Michigan State Auctioneers Association — President: Lloyd
Braun, 5155 Jennings Road, Ann Arbor 48105. Secretary-
treasurer: Robert E. Howe, Jr., 1830 W. Barnes Road, Leslie
49251, phone 517-676-3030.

Minnesota State Auctioneers Association — President: Bill Pin-
ske, 107 E. Brooks St., Arlington 55307. Secretary: Eileen
Reisch, 838 W. Main, Luverne 56156, phone 507-283-8445.

Mississippi Auctioneers Association — President: J. Drue Lundy,
Box 577, Belzoni 39038, phone 601-247-3292. Secretary-
treasurer: Billy Nichols, The Furniture Forum, Belzoni 39038.

The Reisch Auctioneer's Speaker

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

Missouri State Auctioneers Association — President: Larry G.

*  Fosnow, 36 Circle Drive, Windsor 65360. Secretary: Doran

H. Livingston, Rt. 1 Box 21-A, Willard 65781, phone 417-
742-2568.

Montana Auctioneers Association — President: Morris C. Gard-
ner, N.E. 162 Black Lane, Hamilton 59840, phone 406-353-

4230. Secretary-treasurer: Robert McDowell, Ill, Box 3,
Cardwell 59721.
Nebraska Auctioneers Association — President: Eugene Mar-

* shall, EIm Creek 68836. Secretary: Miles Marshall, Country
Club Plaza, Kearney 68847. Executive Secretary: Larry
Hammer, 2501 S. 74th, Lincoln 68506, phone 402-489-7333.

Nevada State Auctioneers Association — President: James M.

*  “Bill” Watson, 734 N. Nellis, Las Vegas 89110, phone 702-
452-6699. Secretary-treasurer: Stanley M. Zurawski, Jr.,
5080 Eugene, Las Vegas 89108, phone 702-369-0500.

New Hampshire Auctioneers Association — President: Archie H.
Steenburg, Jeffers Hills, Pike 03780, phone 603-989-5690.
Secretary: Rally Dennis, 110 Spring Road, Peterborough
03458, phone 603-924-7165.

New Jersey State Society of Auctioneers — President: Nicholas
Macaluso, Rt. #13 & 6th Avenue, Bristol Pennsylvania
19007. Secretary: Pamela Moore-Epstein, 26 School Street,
Liberty, New York 08053.

New Mexico Auctioneers Association — President: Charles
Dickerson, P.O. Box 161, Fairacres 88093. Secretary: James
Priest, 1009 East First Street, Clovis 88101.

New York State Auctioneers Association — President: Dorothy
Knapp, 158 Germonds Road, West Nyack 10994. Secretary-
treasurer: R. Thomas Jones, Water St., P.O. Box 365, West
Winfield 13491, phone 315-822-5243.

Auctioneers Association of North Carolina, Inc. — President:
Ben G. Hoffmeyer, 1919 Wendover Road, Charlotte 28211,
phone 704 366-4445. Secretary-treasurer: Johnson B. Gil-

these speakers for the past 25 years. They are American made and of the finest quality.

want the best, this is it.

cord.

REISCH SPECIAL
“MR. BIG VOICE” — JR-1

THESE SPEAKERS CAN ONLY BE PURCHASED FROM:

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

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

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

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

REISCH SPECIAL
“LITTLE BIG VOICE” — JR-2

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

The execution of the right play creates the winning effort.

- ol | Teamwork is what makes it all happen and can put dollars in

your pocket. You may not always have the knowledge or ex-

A perience to tackle every sale or lead. Michael Fox Auctioneers

can be the part of your team that can make the difference
between a touchdown and a field goal. In fact, Michael Fox
Auctioneers can handle the entire job for you, at auction, or
by outright cash purchase from the seller! We’re specialists in
the field of commercial and industrial auctions and liquidations
and one of the country’s largest. Our size, experience, financial
strength and liquidation know-how can make Michael Fox Auc-
tioneers and you an unbeatable team. Call us collect whenever
you have a sale or a lead where teamwork can help.

Michael Fox Auctioneers, inc.

EXECUTIVE OFFICES

SUITE 1915 ® CHARLES CENTER SOUTH ¢ 36 S. CHARLES STREET
¢ BALTIMORE, MARYLAND 21201
(301) 332-1333 Baltimore ® (301) 621-4321 Washington ® (215) 564-1175 Philadelphia

bert, Route 1 Box 349K, Lincolnton 28092, phone 704-732-
0177.

North Dakota Auctioneers Association, Inc. — President: Cliff
Orr, Ypsilanti 58497, phone 701-489-3350. Secretary-treas-
urer: Roger Skiftun, Manfred 58465, phone 701-324-2995.

Ohio Auctioneers Association — President: Herb Demaree, 6094
Kyle Station Road, Hamilton 45011, phone 513-779-0227.
Secretary: Byron Dilgard, 135 Union, Ashland 44805, phone
419-325-2122.

Oklahoma State Auctioneers Association — President: W. W.
“Dutch” Voss, P.O. Box 953, Stillwater 74074, phone 405-
382-7631. Secretary: Ray Patterson, 113 N. 9th, Frederick
73543, phone 405-335-2320.

Oregon Auctioneers Association — President: Gary Day, 2484
N.W. Thurman, Portland 92710, phone 503-222-9000. Secre-
tary-treasurer: Paul Spence 20051 S.E. Bornstedt Road,
Sandy 97055.

Pennsylvania Auctioneers Association — President: Kerry Pae,
* 86 Stoney Creek Drive, Dauphin 17018. Secretary: Blaine
Brown, Box 96, Wycombe 18980, phone 215-598-3536.
Rhode Island Auctioneers Association — President: Richard A.
Wordell, P.O. Box 83, Kingston 02881, phone 401-789-0390.

Secretary: Louise E. Wordell (same address).

South Carolina Auctioneers Association — President: Larry J.
Meares, P.O. Box 57, Pelzer 29669, phone 803-947-5460.
Secretary-treasurer: Warren Wilson, Rt. 2, Box 20, Greer
29651.

South Dakota Auctioneers Association — President: Rich Pen-
rod, Gettysburg 57442, phone 605-765-9221. Secretary:
Kenneth R. Jark, RR 1, Box 66, Stratford 57474, phone
605-225-1828. Executive secretary: Marti Dunlap, Rt. 3,
Box 235, Colman 57017.

Southern California Auctioneers Association — President: Al
Lowy, 770 Fairmont Ave., Suite 101, Glendale 91203, phone
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213-245-7777. Secretary: Maury Slavkin 6860 Canby Ave.,
Suite 118, Reseda 91335, phone 213-873-6871.

Tennessee Auctioneers Association — President: Jerry C.

* Gregory, P.O. Box D, Springfield 37172, phone 615-384-
9357. Secretary-treasurer: Edwin B. Fulkerson, Rt. 14 Box
182, Johnson City 37615, phone 615-282-1236.

Texas Auctioneers Association — President: Jack Faulks, P.O.
Box 5701, Lubbock 79417, phone 806-763-4919. Secretary-
treasurer: Dudley Althaus, P.O. Box 312, Fredericksburg
78624, phone 512-997-7606.

Utah Auctioneers Association — President: Glenn Short, 250 E.
6790 S., Midvale 84047. Secretary: Jan Tiedemann.

Vermont Auctioneers Association — President: Arthur H. Smith,
Ferrisburg 05456. Secretary: Thomas Hirchak, Jr., Morris-
ville 05661, phone 802-888-4662.

Virginia Auctioneers Association — President: Vincent J. Kopek,
5232 Executive Blvd., Virginia Beach 23462. Secretary-treas-
urer: Mrs. Doris S. Jones, Rt. 1, Box 114, Scottsville 24590,
phone 804-286-3817.

Washington State Auctioneers Association — President: Duane
Anderson, Box 695, Enumclaw 98022, phone 206-825-5375.
Secretary: Bonnie Anderson (same address).

West Virginia Auctioneers Association — President: Roy Clark.
Secretary: Bob Mills, P.O. Box 3261, Morgantown 26505,
phone 304-292-7286.

Wisconsin Auctioneers Ass®ciation — President: Paul Conrad,

* Route 1, Westby 54667, phone 608-534-4552. Secretary:
Robert Massart, 2545 Finger Road, Green Bay 54301, phone
414-468-1113.

" Indicates a reciprocal membership agree-
ment between the state association and the
National Auctioneers Association.
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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.

WORLD’S MOST MODERN AND

EFFICIENT AUCTIONEERING SYSTEMS
Registered U.S. Patent Office
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Clerkmobile T.M. Auction Tops
Patented Clerking Fits on Standard
System Installed 2 or ¥ Ton Truck

Used auction tops and Clerkmobiles for sale.

For Free Literature and Additional information —

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

Yes . . . Send me Free Literature.

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

Name

Address
City
State Zip

| (S
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State association
reports

‘“Auctioneer of the Year”
awarded posthumously

The South Carolina Auctioneers Association
awarded its 1982-83 Auctioneer of the Year award
in memory of James Maude Burnett who died of can-
cer in March. Mr. Burnett had served as secretary-
treasurer of the Association in spite of his critical
and continued illness.

SCAA president Larry Meares made the me-
morial presentation to Mrs. Burnett at a June 15
ceremony in Greer, South Carolina. Also attending
were other auctioneers and co-workers from Rat-
teree-dJames Insurors and Realtors®, the firm that
employed auctioneer Burnett.

An official SCAA resolution accompanied the
award recognizing auctioneer Burnett’s contribution
to the Association.

SCAA AUCTIONEER OF THE YEAR award was pre-
sented to Mrs. Grace Burnett in memory of her hus-
band, James Maude Burnett. Front row, from left:
SCAA president Larry Meares, Mrs. Burnett, daughter
Jan Garland, and NAA member Alan Ravan. Back
row, from left: Laurens I. James, Jr., NAA members
Warren Wilson, Angus Davis, and Ken Hendrix,
Laurens |. James, and Harold K. James.

Small business capital of the United States?
Wyoming. The state has one small firm for every 35
Wyomingites — about twice as many per capita as
more heavily populated Michigan, for example.

AMERICAN BUSINESS
THE AUCTIONEER



Wisconsin

Members of the Wisconsin Auctioneers Associa-
tion, their spouses and families met in Green Bay,
June 9-10, for the Association’s annual convention.
NAA director Dean Parker, Logan, Utah, was the
guest speaker; also James Weigand of the University
of Indiana held a two hour workshop on verbal com-
munications.

WAA AUCTIONEER OF THE YEAR award was pre-
sented to Eldon Schraepfer, by WAA director Robert
Mulliken.

OFFICERS AND DIRECTORS of the Wisconsin Auc-
tioneers Association, from |eft, front row: director
Robert Mulliken, 1982-83 WAA president Paul Con-
rad, and director Tom Rusch. Back row: outgoing
president Wenzel ‘“Bunny’ Humpal, and directors
Strum and Pat McNamara.

In Hemoriam....

CHUCK HELFOND

The NAA office was informed in August of the
death of member Chuck Helfond, North Miami Beach,
Florida, July 15, 1982.

EMMETT GUY

An annual dues statement was returned to the
NAA office with the information that member Emmett
Guy, Jackson, Tennessee, had died May 5, 1982.

DAN E. KERBEL

The NAA office was informed in July of the
death of member Dan E. Kerbel, Alexandria, Virginia,

FIRST PLACE in the Fun Auction competition went  December 4, 1981.

to first year auctioneer Tom Bogdan, Marquette,
Michigan. ROBERT L. SACKIN

An annual dues statement was returned to the
NAA office with the information that member Robert
L. Sackin, Beverly Hills, California, had died Feb-

ruary 5, 1982.

BRITTEN AUCTION ACADEMY

P.O. Drawer B, Bryan, Tex. 77801 JOHN R. WILLIAMS

The NAA office was notified of the death of John
R. Williams, May 21, 1982, husband of NAA member

The School of Distinction Gwen Glass Williams, and son-in-law of NAA director
Robert H. “Bob’”’ Glass, Central Village, Connecticut.

Approved by Texas Education Agency
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NEXT CLASS
OCTOBER 25

Col, Jim Graham
CCIM, CRB, AFLB

e Learn the Professional chant

e Every type auction is covered

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

e Every student personally trained
by Col. Jim Graham

e Highly professional Instructors

LEARN

AUCTIONEERING

in Beautiful

FLORIDA

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

Become a Professional Auctioneer in 1 Week

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

REAL ESTATE auctions . . our specialty

MONEY

You'll like our FAST START system BACK
GUARANTEE

Graduates from other schools are welcome

FREE BROCHURE

JIM GRAHAM SCHOOL OF AUCTIONEERING

204 U.S. 1, North Palm Beach, FL. 33408 (305) 844-1723

WATCHES BELOW WHOLESALE

Dealers’ Inquiries Welcome.

Have Latest Space Games,
Pen & Musical Alarm Watches

Wagner Watch Co., Dept. A
8 West 37th St., N.Y., N.Y. 10018

Try our special $4.00 Ladies’ Assortment —

WE ARE CLOSEOUT
SPECIALISTS

| WAGNER WATCH CO., Dept. A
} 8 WEST 37th STREET
NEW YORK, N.Y. 10018

|
|
1
|
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= Address
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I City | State Zip
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Spotlight on
NAA auctioneers

Auctions, NAA members
featured in
newspaper articles

The Winston-Salem Symphony orchestra was
operating with a $25,000 deficit, and a benefit auc-
tion was to be part of the solution. Conducting that
auction was NAA member Del Perry, Winston-Salem,
North Carolina.

Full page articles in the local SENTINEL news-
paper described preparation and results of a Sym-
phony Ball with auction to raise money for the or-
chestra. March 26 coverage highlighted the variety
of donated items to be auctioned the next month on
April 17. Sale pieces included works of art, dining
room chairs that once belonged to the Ronald Rea-
gans, antiques, a week in Lake Tahoe, Broadway
theatre tickets, furs, and more. Only one donation
was to be sold with reserve, and that was an 1868
carriage once belonging to R. J. Reynolds.

Accompanying the auction preview article was
a lengthy interview with NAA auctioneer Perry.

Auction crowds fascinate him, he explained in
the article. “They’re a combination of many types of
people — the richest man in town and the poorest
man in town — both there with a common interest.”
Del Perry discussed his auction and business back-
ground, as well as offering tips on buying at auction.
Among his suggestions were ‘““don’t put your emo-
tions into the price” . . . and ‘‘choose an auction-
eer that belongs to the National Auctioneers As-
sociation”. Auctions are an alternative to reaching
the marketplace. A person can sell from the home,
have a yard sale, or sell to a dealer, but sellers con-
sistently get the best prices through an auction.”

The Friday evening of the Winston-Salem Sym-
phony fund raiser was a combination of music, danc-
ing, gourmet dinner at $100 per couple, and of
course, a successful auction.

* * *

For NAA member Art Feller, Cissna Park, lllinois,
1982 has been a year of media attention well be-

yond the local newspaper.
In April he was interviewed for NEWSWEEK, and

last winter by ABC and CBS television. The subject
In all three cases was the present condition of the
farm economy. Feller has been in the auction busi-
ness for 44 years, conducts about 175 auctions a
year, and was somewhat surprised that he would be
considered a spokesman on depressed conditions in
the farm belt. Then, one more television crew
showed up in June.

None other than the British Broadcasting Corpo-
ration sent the host of “The Money Program’ to in-
terview auctioneer Feller. The BBC team spent five
hours with him discussing the progress of the
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American farmer, then taped Feller at one of his
auctions. The 50-minute BBC program aired on July
4, and also examined other areas of the economy —
auto production, money markets, airlines, and the
agriculture industries.

All of this recent media coverage of Art Feller
was faithfully documented in the Cissna Park local
newspapers. When the BBC team arrived, THE CISS-
NA PARK NEWS published a story and photograph
of Feller with program host Peter Molloy and crew.
Two subsequent articles in the COMMERCIAL-NEWS
and the lroquois County TIMES-REPUBLIC sum-
marized the year’s media attention that auctioneer
Feller received.

* * *

A June Sunday edition of THE WICHITA EAGLE-
BEACON featured NAA Hall of Fame member Dick
Brewer, Mt. Hope, Kansas, on the cover, at his King-
man County farm auction. The newspaper had
phoned for an interview and said they wanted to at-
tend one of his land auctions, but auctioneer Brewer
had no idea that he would receive full-color cover-
age on the front page. Topic of the article was land
prices in Brewer’'s area, given the depressed farm
economy for the past two years.

Dick Brewer also received ‘“‘considerable’” local
television coverage of his farm machinery auctions
in April.

Top selling calves in Florida . . . Two auctions
in June by NAA member H. Fred Dietrich, Ill, Or-
lando, Florida, realized top prices for club calves.

One Saturday auction was the annual M&N Club
Calf Sale in Clewiston, averaging $977 on 44 head of
club calves for a total of $42,975. Top selling steer
went for $1800.

A week earlier in Okeechodee auctioneer Die-
trich conducted a sale for the Freeman Cattle L6,
auctioning Limousin cross calves. High selling steers
gggdefor $870 each, with a gross of $21,520 to average

<=3
SR

Fewer cowboys nowadays, says the National
Cattleman’s Association. There’s a cowboy shortage
In Colorado, Wyoming and Utah because jobs with
the oil companies pay a lot better than ranchers.

AMERICAN BUSINESS

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

Clerking Sheets
A Kwick Klerk Exclusive!!
Individual, snap-out slips

The fastest system going
Some say the time saved pays for them

hWwick Rhlerk

Box 147 Northfield, Mn. 55057
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Continued from page 39

a large city. They buy within a 50 mile area, from
every possible source — estate sales, other dealers,
auction sales, directly from homes, etc. They pack
and ship these goods to us on a regular basis — fast
enough to do one load every three weeks, others it
takes a month. Some put out a container every six
weeks and some only every other month. The key
here is that it be regular and that they know what to
buy and what to pay for those items.

Obviously since the suppliers are so far away,
all of our dealings involve a great deal of trust and
confidence in one another. We’re on the phone a
lot to discuss the timing of shipments, as well as to
pass a continual stream of information regarding
sale prices. This helps the shippers stay informed
about what things are selling in Dallas, and there-
fore what to pay for items in England.

Not only do we stay in close touch with our
shippers, but the principle factor that endears us to
them is our practice of quick and full payment. We
pay everything we owe the shipper within three busi-
ness days of the auction sale, and we do that religi-
ously and without fail. Whether it’s the fee for a 40’
container full of merchandise or the consignment of
one little old lady’s spinning wheel, we follow this
same payment practice. We've found it has been
extremely helpful in building confidence in our busi-
ness operation.

Advertising

No small business has enough money to do all
the advertising that it would like to do, so it is vital for
all of us to place our advertising dollars where we
think we will gain the most returns. For our business,
we advertise in the large metropolitan newspapers in
Dallas-Ft. Worth. We use special letterhead, business
cards, sale bills, and bidder card. We're also in two
monthly magazines, as well as the yellow pages.
A unique promotion for us is an antique truck — a
restored 1928 Model A Ford truck with our logo on
the side, name, address, etc. It is a beautiful atten-
tion getting vehicle when we park out front on sale
days, use it in parades, and display at shopping
centers.

We make sure that all our advertising is consis-
tent, and that our logo is always used, as well as the
same typestyle. A good idea that we have found is
to print the business card onto the bidder card. Thus,
every bidder is holding your business card in hand.
Another important area of our advertising is the 12-
14 charity or benefit sales that we do each year.
These sales raise in excess of a half-million dollars
a year in the cities of Dallas, Fort Worth, and Houston.
While our purpose is really that of putting something
back into our community, the side benefit of im-
mensely favorable public relations cannot be dis-
counted.

Order of sale

| We strive to have our auctions begin with very
interesting items on stage that will be sold imme-

60

diately, followed by the items of lesser quality. As
we build the dollar volume and quality toward a
point, we reach the ‘‘gallery” portion. Our gallery
pieces are those that are most interesting and
worthwhile, lined up around the room (that is, the
seated area), elevated on tables under spotlights.
We like to have our auctions peak at the gallery in
terms of dollars. The more valuable pieces come up
at that time, then slowly taper off until the end of the
sale. Our crowds characteristically diminish around
9:45-10:00 pm, and by that time we want to have the
bulk of our auction sold and moving into lesser
quality merchandise. We sell our gallery pieces
exactly at 9:00, so people will know exactly when
the better items will be auctioned. On sale days
(every Monday and Friday) we are open at 9:00 am
until sale time for preview. The lights are on, the
air conditioning is on, some stereo is playing, it is
a very comfortable, attractive setting to leisurely
preview the merchandise and leave absentee bids if
the buyer cannot attend.

Absentee bids

We use a system of absentee bidding in our
gallery that has proved to be extremely successful.
We have a beautiful, antique pulpit from Scotland
that sits in the back of the room. It is high where
our absentee bidder can see, and easily be seen. It

Continued page 63

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

Dewey-Carter Co.

P.O. BOX 822

228 WOOD ST., DOYLESTOWN, PA. 18901
Phone 215/348-8880
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State Association Conventions — Dates and Locations

Convention Dates

State association

Hotel/motel and city

Convention chairman or
state association secretary

October 25-26 lowa Holiday Inn, Cedar Rapids Margaret Bloomer
November 7-8 New York Holiday Inn-Arena, Binghamton R. Thomas Jones
November 7-8 lllinois Ramada Inn, Champaign Harlan Henderson
November 14 Alabama Huntsville Pete Horton
November 19-20 California Harrah’s Tahoe Roy Blum
December 11-12 Florida Pompano Beach Billy Wells
January 13-15, 1983 Pennsylvania Host Inn, Harrisburg Blaine C. Brown
January 15-17 Minnesota Holiday Inn, New Ulm Eileen Reisch

North Carolina
NAA Seminar

Kinston of Goldsboro Johnson B. Gilbert

Hyatt Regency, Louisville, Kentucky

January 15-16
January 24-26

February 4-5 New Jersey Marriott Hotel, Somerset Art Williams
February 21-23 NAA Seminar Hyatt Regency, New Orleans, Louisiana

April 17-18 Kentucky Holiday Dome, Bowling Green Wilma Atherton
June 10-12 South Dakota Sheraton, Aberdeen Kenneth R. Jark

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

However, all requests for an NAA officer or director to speak at a state association convention
should be coordinated through the NAA office.

AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

““The Professional Auctioneers’ Choice”

HALF-MILE HAILER SOUND CRUISER
MODEL S-610 MOBILE P.A. MODEL S-310
List: $257.00 List: $440.00

' Auctioneers Cost: $205.00 Auctioneers Cost: $374.00

SOUND CRUISER MOBILE P.A. MODEL S-310 — Make any car a sound truck in 45 seconds.
Ideal for cars, trucks, buses, boats. AMPLIFIER: Model S-302: 32 watts: all transistor. Con-

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 trols: On-Off/Tone; Master Volume; Auxiliary Volume. Inputs: For microphone: for radio,

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

Order by mail —
North Carolina residents add 4% sales tax.

Col. Forrest Mendenhall,
Member

P.O. BOX 7344 — U.S. HWY. 29 & 70 (185) HIGH POINT, NORTH GAROLINA 27263 PHONE (91 9) 887-1165

September, 1982

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

tuner, recorder, etc. Outputs: For 8 or 16 ohm speakers. Power Source: 12V dc: plugs into
auto cigarette lighter socket. Terminals .provided for permanent installation. 120V ac and
flashlight battery adapters available. Size: 83 wide x 3% " high x 8% " deep. Mounting:
Handle supplied for easy carrying or ready mounting under dash. SPEAKERS: Model
S-1210: Two weatherproof horn speakers that swivel and lock in any direction, can handle
full amplifier output, mounted on car-top carrier ready to clamp to car. MICROPHONE:
Model S-2080: cardioid probe-type, noise-cancelling hand-held microphone, supplied with
8" coil cord, on-off switch, mounting clip. WEIGHT: Complete system, 25 Ibs. Order Model
S$-310

payment with order — we pay postage . . . C.0.D., you pay postage.
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" For That Anthuc Estate
q 29 s+ or Collector's Auction

ﬂ annvnum Be Sure tO Use
S aen
I=STATE TRADER

P.O. Box 90TA, nghtStO“’“ Ind. 46148 Call TOLL FREE TO RESERVE ADS OR FOR INFO
FOR A CROWD OF AFFLUENT BUYERS (IA, IL, KY, MI, MO, OH, TN, W.V., WI (PA 412 or 814 only)  1-800-428-4156

WHO FLY AND DRIVE LONG DISTANCES Indianapolis & NE suburbs 326-2235
Circulated primarily in Illinois, Indiana, Kentucky, Indiana 1-800-382-1050
Mich; M . Ohio. T West Virsinia. Wis- Other States (not toll-free). Phone 317-345-5800 or 317-345-5133 P
Al Al ES0ALLS I LONNERSES), YYEIL VILEIa, YLl TOLL FREE HOURS: 7 am-5 pm Mon. thru Fri. and Sat. 8 am-12 noon.
consin, Western New York, Western Pennsylvania, East- (Evenings after 5 and Sat. pm & Sundays BY CHANCE).
ern lowa. IN OUR 14TH YEAR. Delivered every Monday in most states. é
The Tri-State Trader has more antique Efuct.lons in the Normal Ad Deadline: 9 am every Wednesday. Ads taken ($
Mid-Central states than any other publication in the until 8:30 a.m. Friday, but please call in reservation early.
world! Results guaranteed or no pay! (Inclement weather (Small surcharge for late ads after 9 am Wednesday.)
excepted). Ask for a show of hands. Yes, we're that sure! Gelco or other Courier service recommended for late ads. )
Free Samples Sent to Auctioneers on Request Special delivery is good insurance. 4
O > o 4 e o S N W~ YN YT T N P - R TR TN

THE AUCTIONEER’S LIBRARY & REFERENCE BOOKS

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

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

Nothing Is Left Out

 [aovanceo]
[T

Mm St

Col. JOE REISCH
Author & Publisher

(Photo taken Nov. 1978)

Address All Mail To —

Col. J°%§:'§§'3,SD‘Z‘;,‘:_“.&’R hanvary 10 Books — First edition now off the press

Mason City, lowa 50401 WRITE FOR FREE BROCHURE
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is labeled prominently “absentee bidding desk™. Our
person bids for those who have left absentee bids,
generally 75-100 per sale. The absentee leaves a bid
on our paperwork for the absolute maximum amount
that he would pay for the item. Our bidder bids for
the absentees just like they were there, up to those
amounts. But at no time will we exceed those
amounts. Invariably, at least a third of the absentee
bidder sales result in less than the amounts left for
bid. To be successful, this system must be very care-
fully run by a fair minded person who is truly bidding
for the absentee bidder. Handling absentee bids this
way has produced enormous confidence among our
buyers. It is a great tool if used properly and not
abused. If absentee bidding is abused, the buyers
will soon realize it, and that will be a negative instead
of a positive for your auction business.

Be consistent in setting
commissions and policies

We Dbelieve it is extremely important to estab-
lish credibility and to be truly business like. You must
be consistent in certain business matters, specifical-
ly in the setting of policies and commissions.

Our commissions are the same to everybody. If
It iIs a 40’ container or more, our commission is 20%
of what it brings. If it is less than that in volume, it
Is 22% . The only exception we make is an item of
iImmense value, and that would be negotiated. In the
area of our business policies, such as business
hours, we try to establish fair procedures and stick
with them. We do not change from day to day.

For example, our business hours are from 9:00
to 6:00, six days a week. We are closed Sundays and
do not open for any reason. The order of our sale
IS consistent, our storage policies are fair and the
same for all. We give the buyer not only the night of
the auction, but two free days to claim merchan-
dise. On the morning of the third day storage
charges begin at the rate of $3.50 a piece for furni-
ture, and $2.50 a piece per day on small items. We
emphasize that buying something at our auction does
not involve a free storage program, nor does it in-
volve a free insurance policy. The method of pay-
ment is always the same — cash, check with proper
ID, Visa or Mastercharge.

We try to give no special favors to friends or
special customers, but treat everyone alike and in a
fair, businesslike manner. We ask that smokers sit
on one side of our gallery, non smokers the other.
Two small signs explain that alcoholic beverages are
not permitted in our gallery. We just feel that alco-
holic beverages in the gallery will lead to problems
later on. We ask also that small children be kept
by the hand because of the danger of being bumped
or knocked over by people in a hurry moving furni-
ture.

Special gallery features

We want to be berceived by our community,
shippers, buyers and friends as being special or
unique, so that we will be set apart from the other
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auctioneers in our area. (Indeed, we are not really
iIn competition with anybody but ourselves when you
get right down to it.) The challenge is to do the very
best you can do. We have rated the following special
features of our auction gallery as important — color,
personality, character, humor, comfort, cleanliness
and class, ‘“fun at the auction’”. Here is what we have
done to the gallery itself.

It is a large clean, rectangular area with high
ceilings and no pillars of any kind to obstruct the
view. We have divided it into two sections by a par-
tition wall that goes from floor to ceiling, but leaves
a 15 space on either side for merchandise. Just
ahead of this lovely wall made of natural redwood
planks is our restored 1914 Model T Ford truck that
Is placed just ahead of the wall in front of our seated
area. The truck is dark green in color, black fenders
and our logo on the door in gold leaf. A wooden
sign on the truck portion carries our name, address
and phone number on a heavy oak, antique style sign.
Up in the truck box is the auctioneer with a great
vantage point, and the clerk sitting at a small oak
desk.

The truck is under spotlights and surrounded
by a small white picket fence with bouquets of flow-
ers. The wall itself incorporates our gavel logo in
a stained glass window with brilliant colors. At each
end of the wall, are two compartments holding two
antique gas pumps. They lend to the antique motiff

Continued page 64
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River Basin
Auction School

Learn to be an Auctioneer and
Rodeo Announcer

+ Two Week Course.

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

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

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

) ¢ Sp?ecializing in Livestock selling. |

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

WRITE: RIVER BASIN

AUCTION SCHOOL
Route #2 Bismarck, North Dakota 58501
OR CALL 701-258-1920
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and are beautifully restored, having lights that blink
on and off.

The gallery portion is carpeted in a dark green,
while the walls are soft yellow to set off the antique
furniture. The chairs are heavily padded and very
comfortable. We have a number of ceiling fans that
stir the air, plus central air conditioning and heating.
We also have hanging baskets of artificial flowers
placed strategically throughout the gallery to add
color and softness.

Another, very inexpensive feature that adds a
great deal of color and interest is to display a num-
ber of flags of foreign nations. We have also
placed ‘‘smoke-eaters’ in our gallery — electronic
devices that filter smoke from the air and keep the
gallery free of the smoky haze. Even the smokers
appreciate this feature.

In our travels, we found that most auction facili-
ties had very poor sound systems. We made it a
point to put in a fine system with four speakers. It is
extremely clear and audible at all times, and one
can hear from any point in the gallery without strain.
The buyers seem to appreciate this very much.
(Along with our sound system we have installed a
paging system so that the receptionist need not get
up each time an employee gets a telephone call.)

Others features of our gallery are antique store
fixture showcases that .add interest and fit into the
antique motiff. These are lockable, and enable us
to store valuable items. We also have a light box to
show stained glass. We find that the stained glass
sells much better if it is displayed in front of a light
source. It makes a beautiful display and generally
brings far better prices.

Because utilities are so high, whether it is air
conditioning or the heating season, we found it useful
to install a weather barrier at our big truck door at
the rear of the gallery. Whenever we had to open
the truck door to load somebody out, we immediately
chilled the place down, or let out air conditioning.

We have attempted to make our concession
stand interesting as well — a gazebo type stand of
rough sawn redwood. It is elevated on a deck
making it easy to see, easy to serve from, well
lighted and attractive.

Another idea that has proved useful is a reserved
seating system, enabling prospective bidders to call
in during the week and reserve a seat. This works
out well only if they understand that the reservation
is good until the auction begins at 7:00 pm. After the
opening remarks are made, we announce that the
reserved seats are open and anyone may then sit
where they wish. Another idea is that of a “preview
run’. The front half of our center section is desig-
nated to display the merchandise for our upcoming
auction. It seems that many people who come to
the auction the night of the sale look in the next room
to see what is coming up at the next sale. This helps
us build our crowd for the next auction.

We are always looking to cut costs and improve
efficiency. and one of things we look forward to in
the coming year is a full service computer. We
think that a computer can definitely be an important
asset to an auction business, and most assuredly an
auction gallery. We will use our computer for clerk-
ing, check-out, usual financial reporting, inventory
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control, etc. The primary reason we have been wait-
ing is to observe the ever-changing computer tech-
nology, to make sure that our system would have
simultaneous input from the clerk, as well as output
at the cashier’'s area. Computerization is an exciting
concept and that the capabilities are increasing
while the costs are coming steadily down.

Other future improvements will include wider
aisles. | believe that 225 seats are adequate, but
wider aisles will enable our crowds to move about
more. A certain segment of any auction sale wishes
to stand and stroll. We don’t want so many chairs
that even a good crowd shows a third of the seating
empty. It is much better to be a full crowd in a
smaller room, than to have a great many vacant
chairs.

We would also wish our facility to have larger
restrooms, a loading dock, and a conference room.
In the upcoming years we plan to acquire our own
building, and are presently making notations of
features we would like it to have.

My wife, Jo Ann, and | would like to extend a
standing invitation to any NAA member to visit our
gallery. Also, please feel free to ask, by letter, tele-
phone, or in person, any questions that could prove
helpful to you in your auction business. We would
be only too delighted to answer them and give what
help we can.

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

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

CHAPTER HEADINGS

1 Bid Calling 10. License Law - Bonds
2. Conducting the auction 11. Fees — Commission
3 Conlracts 12. Appraising

4 Sale Summary 13. Land description and
5. Uniform commercial code surveys

and auctioneer liability
Reserve bidding
Advertising

Ringman

Insurance

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

Kruse Office, Auburn, Indiana 46706. ATTENTION —
Russell Kruse.

14. Working together

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

© N

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

or

HOME STUDY COURSE
Plus LIVE KRUSE TAPE ON BID CALLING ($50.00)
Phone 219-925-4004 or Write Russell Kruse
at above address.
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Where does your money go?

The Federal Government will spend more than
$695 billion in fiscal year 1982. Tax Foundation, Inc.,
a tax watchdog organization, has computed what
one worker’s share of that tax spending would be,
and how the tax burden would be distributed among
the various functions of the Federal budget.

For the purposes of the study, the “average”
worker supports a spouse and two children and earns
$22,000 a year. The family’s total tax bill for 1981
was $6,3309.

Social Security ... $2,127
National defense ... . i 1,501
Interest on national debt ... ... 716
Health .. e 618
Education and social services .................... 232
Transportation ... 222
Veterans Benefits ... ... . .. 207

I 1
SALE CLERKING SHEETS
and other Auction forms
Write for Samples and Prices
BURTON PRINTING CO.
P.O. Box 597 Hastings, Nebr. 68901 J

Environment 127
Foreign Aid ......... e it R 105
Revenue sharing ... . 95
ENergy oo 86
Science and space ... 58
General government ... R 47
Administration of justice ... ... ... 44
HoUSING oo 30
Agriculture ... 11
Misc./other .. 63

Total ... . $6,339

Napa Valley, California, saw high prices paid
for its wines at a June charity auction for two local
hospitals. Raising more than $240,000, wine en-
thusiasts paid the record $5,400 for a case of 1978
‘““Lake’” cabernet from a tiny vineyard named Diamond
Creek; and $3,300 for a jereboam (the equivalent of
six bottles) of 1970 Chappellet Cabernet Sauvignon.
The auctioneer from Christie’s also donated his time
to the charity.

NEW YORK DAILY NEWS

= — = =

Housing costs are driving buyers to mobile
homes, says the Merrill Lynch Market Letter. Mobile-
home stocks were the top performers among 115 in-
dustry groups last year.

AMERICAN BUSINESS

The Auctioneer’'s ‘‘Auctioneer’’

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

SULTATION IN PRACTICALLY EVERY CATAGORY
OF REAL OR PERSONAL PROPERTY.

® COLORFUL TENTS (For Outside Sales)

® ALL ASSOCIATED EQUIPMENT (P.A.
Systems, Chairs, Organs, Sound Trucks,
Cattle Pens, Portable Generators, Etc.)

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

®@ FINANCING AVAILABLE (On Most All
Properties)

® NATIONWIDE TOLL FREE TELEPHONE

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

BROKER PARTICIPATION INVITED.

Call Toll Free

In Georgia Call
800/342-2666

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

800/841-9400

September, 1982

HUDSON AND MARSHALL } INC.
REALTORS AND AUCTIONEERS

m - Home Offices
\ Macon, Georgia

Atlanta Offices
Suite 109
333 Sandy Spr. Cir.

404/256-5450

J
!
|
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the Whitewater Chamber of Commerce, and the
Wichita Moose Lodge. He is Chairman of the Board
in development of the Wheatstate Nursing Home,
and has served 20 years on the Board of Education in
Whitewater.

Business expansion summarizes the future for

Rex and Naomi Newcom, to include greater emphasis
on larger auctions, more participation with other
auctioneers, and increased auctioning of develop-
ment real estate, ranches, and large commercial
properties. Newcom Real Estate and Auction Service
will remain where it is, with auctioneer son Jack
Newcom handling the estate sales.

d

The small Kansas town of Whitewater has been
lifelong ‘““base of operations’ for auctioneer Rex

Newcom, and will continue to be, especially his busy
year as president of the National Auctioneers As-
sociation.
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. ADVERTISING RATES:

Advertising Rate Schedule — THE AUCTIONEER MAGAZINE

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

Six (6) times Eleven (11) times

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

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

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

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

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

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

3-

4.

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

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

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

Dimensions for ad space: Full page — 7% by 9% inches: Half page — 72 by
458 inches; Quarter page — 32 by 4% inches or 7%a by 2V4 inches.

. CAMERA READY ART ONLY. All advertising submitted to the NAA office for pub-

lication in THE AUCTIONEER must be fully composed, “camera ready” artwork.
The NAA office will not prepare or make changes in your advertising. Changes
received as camera ready art will be prompty incorporated in your advertising in
the next available issue. Any questions about this NAA publication policy should
be directed to the NAA office before submitting your advertising.

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

SUBSCRIPTION AND SINGLE COPY: One year’s subscription to THE AUCTIONEER
is $18, and only open to non-auctioneers. Single AUCTIONEER copy is $1.75.
Subscriptions and issues available only from the NAA office.

ADVERTISING DISCLAIMER: Products or services advertised in THE AUCTIONEER
are in now no way endorsed by the National Auctioneers Association. Simply be-
cause a product or service appears in the NAA's official publication, that appear-
ance does not imply an NAA recommendation of the product or service over any
other. Problems encountered with an AUCTIONEER advertiser should first be di-
rected to the advertiser for satisfaction. I|f the problem remains, then the NAA

office should be notified.

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

THE AUCTIONEER



. CLERK-SAVER®

— World's No. 1 (ﬁ;rking_Sysiem

More Professional Auctioneers Use the Clerk-Saver® System Than Any Other Method.

| THE CLERK SAVERP IS:

® Fast — check out in minutes.
® Accurate — Clerk writes buyer, item &

r Buyer's Name
Or Number . ___ R
Item or
Lot Number I _
S e ((:I.' s e $
e W4 AFiw §
This recept verifies payment and delvery of the above.
unti payment check 1s honored Saold as s, where 5. Al
5 5.3 .0 & T resE SO ey

price. Cashier writes nothing.
® Less expensive than any known system.
® Keeps a running total of the sale.

Seller retains ownership
Fosdles bingl Thank you

Lo ':._ r'\--'1'_-\' t'l'dll .-'J:'

® ALUMINUM WRITING TRAY

Aluminum Writing Tray

Overall size 23"'x16"'x4"’.
for easy carrying or nail to

The aluminum writing tray is a lightweight, spring-loaded tray which
is designed to hold ample forms for continuous operation throughout
the sale. A storage compartment, a special feature of the tray, holds
additional forms and completed auction item sheets.

® 100 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE
Slots are 23

Slots numbered 1 to 100 plus A to Z

“CLERK-SAVER"” CLERKING TICKETS—Form No. CT-12

Original and 2 copies on NCR paper (makes its own carbon copies) 8v2x11"" sheets
perforated to make 12 tickets 13 x4%2"". This is an extremely fast, easy, and ac-
curate combination clerking and cashiering form. This one form replaces both
the standard clerking sheets and cashiers statement. You'll like these.

9,000 Tickets (1-3 White, Canary & Card) ... $27.50
18.000 Tickets (1-3 White; Canary & CarQ) .. cisssasissermssssmmmssmsam 52.50
86,000 Tickels (1=3: White, Canary & Cald) .uussssmmmmnmsnsmpesmmsmapases 98.50

" x 78" x 3V2". Handle
a wall for permanent installation.

........................ ONLY $59.95

Dlj LOT #
S
| * GUMMED BACK TAGS — Form No. PST-82 z 2
Stic'ky back pressure sensitive auction 2 E ® BUYER CARDS ... Form No. BC-70
equipment tags with space for lot number, §FB |
quantity and buyer number. 1%2x2%". -:l.=»E For buyer's number and purchase notes. 3Vax7Vv2"" (fits
| Roll of 1,000 tags—$14.50 5,000—$57.50 = in buver's shirt pocket).
e EQUIPMENT LOT TAGS — Form RHT-83 Z QUANTITY—— v g )
Card stock tags with reinforced hole. =§ 1,000 Cards....$9.50 2,500.._.$22.75 5,000-.-.$44.75
1172x3"”. Space for lot number, quantity E@;
and buyer number. é%
1,000—$16.50 5,000—$67.50 .- ® BUYER'S REGISTRATION FORM . . . Form No. BR-69
* WIRES FOR EQUIPMENT TAGS, 12” LONG o8 BUYER #—— |
1,000—$10.00 5,000—$47.50 =z 8v2x11", 50 sheets per pad. Space for buyer's num-
S8 : ;
2c ber, name, address, phone and other information.
R
4 $2.00 per pad, 10 pads at $1.50 ea., 20 or more at
g
| $1.25 ea.
SPECIAL CLERK SAVER STARTER KIT

THE SPECIAL KIT INCLUDES:
® Aluminum Writing Tray

® 9,000 CT-12 Clerking Tickets
® 1 Pad FS-69 Final Settlement

All of the above plus:

P——

One 100 Slot Clerking Ticket File (a $117.90 Value) Only ....coveemnvenen..... $89.95

® 1,000 BC-70 Buyer Cards
® 3 Pads BR-69 Buyer Registration
Forms

SAVE
$27.00

Forms

N\
—3

-

Payment with Order—We Pay Postage . .. C.0.D. Orders—You Pay Postage
| Order by Mail . .. Send Check or Money Order To:

Missouri Auction School

Top Floor Livestock Exchange Building
1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117




NOWI " B B B©

COLONEL®,!'The Sound That Sells”
The all new COLONEL Series of
Portable Heavy Duty P.A. Systems

Designed Exclusively for Auctioneers

LIGHTWEIGHT

COLONEL 6 ®

Payment with Order—We Pay Postage ... C.0.D. Orders—You Pay Postage

@ Astatic Model 957L Anti-Feedback
low impedence professional ball
type dynamic cardiod microphone,
on-off switch, detachable 10 foot
coiled cord, and built in wind-
screen.

® SPECIFICATIONS: Batteries
Eight “D” size flashlight batteries
(not included) (Alkaline batteries
will give many hours of extra ser-
vice).

® Rugged metal re-entrant 9’ weath-
er resistant 8 ohm horn speaker.

® DIMENSIONS: 113" High x 8"
Wide x 9% "' long.
WEIGHT: 7 Ib., 12 oz.

There is a two year repair or re-
place warranty on everything ex-
cept batteries.

List Price $495.00
Auctioneers Cost $297.00

Order by Mail . . . Send Check or Money Order To:

S\
—3

)

Missouri Auction School

Top Floor Livestock Exchange Building
1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117

& LIGHTWEIGHT

COLONEL 7 ®

The COLONEL 7 has the same fea-
tures as the COLONEL 6 plus:

® RECHARGEABLE BATTERY: Extra
capacity battery will last all day
long. Fully rechargeable over-
night.

® Complete with recharger. Charger
rater 120 VAC, 8 Watt, 300 MA.

® SPECIFICATIONS: Battery: Gel

Type (2) #626 2.6 AH rating re-
chargeable.

@ INPUTS: One microphone; one

tape recorder, one battery charg-
er.

® OUTPUTS: One extension speak-
er, one tape recorder. With in-
dependent controls.

® DIMENSIONS: 113" high x 8”
Wide x 9V4’’ Lonag.

® WEIGHT: 8 Ib., 13 oz.

List Price $645.00
Auctioneers Cost $387.00

THE AUCTIONEER

NATIONAL AUCTIONEERS ASSOCIATION
135 Lakewood Drive, Lincoln, NE 68510-2487
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