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Felt Silver Belly Hats ... $27.50 I'

White Panama ............... nemmams RS RS AR R 19.95
Milan Straw (light tan) ... N T ————— 16.95
London Fog-type Jackets with
NAA Emblem (assorted colors) ... 21.00
Auctioneer Hat WISP (Western Hat) ... ... . 37.00
Stetson “Wisp” 4-Color NAA EMDIeM ... 3.00
, S. S. Gold Plated Tie Tack
Demand for Stetson Hats Good! with .50 man-made diamond ... ... 50.00
S. S. Gold Plated Tie Tack
We have a complete line of sizes and brim widths without man-made diamond ... 30.00
on the Silver Belly Felt “Auctioneer” hats — 2%, 23" T-shirts with your name & NAA emblem
and 258", as well as the summer Milan straw hats. We $45 Doz.; 2-Doz. minimum I
will also have the white Panama by spring — in plenty of : : |
time for summer wear. Deer and Pig Skin Gloves ...._.............. $16.00 and $18.00

Plus — 4% Sales Tax

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

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

man-made stones made in the form of an auctioneers ’
gavel makes a good birthday or anniversary gift. Listed Tel.: Office: 704 399-6372; Home: 704 399-3260

below is what we now have in stock, ready to ship. 5521 Belhaven Bivd., Charlotte, NC 28216
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Positioned every week in the first main news
section, The Saturday Inquirer’s Auction Page is a

IN PHILADELPHIA, Phlitli,dtﬂgTiirittrSIC;iéiece}gérious buyers check when they

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

There is only one newspaper angtends

. o And it’s the first place that auction firms tur:n for
for Auction Advertising: ;B;e‘ﬁ;%%?SS%f%‘g?E'Eﬁﬁtiii:ﬁé&EiiiZ"{L;"n’;::‘;f
other newspaper in this market. pnistatistical, first half ‘79

THE SATURDAY INQU|RER For further information and rates, call:

FRANK RUGGERI (215) 854-2418

TELECOPIER (215) 563-8928
turABY Deadline: Thursday, 5 P.M.

o Philadelphia Inquiver

The § No. 1 Auction Advertising newspaper in CH-
America’s fourth largest market. msem
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Letters To
THE AUCTIONEER

Nebraska Senator Asks NAA Help

In this critical time, many Americans are looking
for a way to express concern for our fellow citizens
being held hostage in Iran in a manner which will not
hinder our diplomatic efforts directed at their release.
The American charge d’affaires being held in Iran,
Bruce Laingen, has suggested that church bells be
rung each noon until the hostages are released and
many Americans have already written to the Iranian
Mission at the United Nations urging their release.

| believe that it is highly important for Iranian
authorities to understand that Americans are united
in their determination not to yield to blackmail and
In the demand for the safe return of all 50 hostages.
The Ayatollah Khomeini has suggested that this
unified support of the American people for the Presi-
dent does not exist and has attempted to pit Ameri-
cans against our government. There is something
which all of us can do to show that the Ayatollah’s
attempts to divide the American people are doomed
to failure.

| urge you to encourage each member of your
organization to write or cable the Ayatollah Khomeini
Insisting that the hostages be released and express-
ing support for the President and our national policy
of no submission to blackmail. The President sup-
ports such communications from Americans and pro-
fessional, civic and interfaith organizations as long
as these messages remain within the theme outlined
above. Letters or cables should be sent directly to:
Ayatollah Khomeini, Qom, Iran, or sent in care of the
lranian Embassy. Washington, D.C. 20008.

| hope you will join in this effort to help prevent
any miscalculation of where we Americans stand in
this time of crisis and to appeal directly for the safe
return of our people.

With best wishes.

J. James Exon
United States Senator
Washington, D.C.

Oriental Rugs Dictionary

Oriental rugs can be a very confusing subject in
the collecting of antiques. | know of a rug in my lo-
cality that had been inspected by several “experts”
and their remarks noted on a card and placed under
the rug. After several weeks the owner compared the
remarks and found he had more than seven different
opinions. Now a new book is available, “The Diction-
ary of Oriental Rugs’ by Iven C. Neff, and Carol V.
I%Aaggs, Van Nostrand Reinhold Co., 238 pages,

29.95.
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The book has excellent color illustrations, 42
plates showing rugs, and another 42 plates showing
in full scale the weave on the back of each rug illu-
strated. It is the weave pattern on the reverse side
that must be used to identify a rug’s name and origin.
| always thought | could recognize a Bokhara rug and
no one ever disputed my opinion. Now the authors of
this book contend the identification is incorrect —
that they are Kizil, Ayaks, or Tekkes. The authors live
in Johannesburg, South Africa, and spent more than
five years compiling material for the book.

It is a great feeling of satisfaction to be able to
draw upon your personal library for information about

the value of any auction item, in this case oriental
rugs.

B. G. Coats
NAA member auctioneer
Rumson, New Jersey

Antique Doll Collection Stolen

Possibly you noticed my auction ad in the AN-
TIQUE TRADER about the doll collection. As a re-
sult of this ad, we had a reunion of all our past cus-
tomers and collectors from all parts of the United
States.

About an hour before the sale, however, | re-
ceived news from Helen and John Fletcher, Chatta-
nooga, Tennessee. Their house was vandalized be-
tween 5:00 and 8:00 p.m. on Saturday night, Novem-
ber 10, at 5331 Marion Avenue, East Ridge, Tennes-
see, while they were in Atlanta, Georgia. Stolen from
the residence was one of the largest doll collections
in the south and a number of fine antiques. The
owners have offered a $5,000 and more in reward
money to recover their property.

As an NAA member auctioneer, | take pride in
my profession, and | feel somewhat responsible in
helping these people. | also feel that other NAA auc-
tioneers will be proud to help. The owners estimate
that their collection is worth a quarter of a million
dollars, but through my experience with doll collec-
tions and fine antiques, | would value it substantially
higher.

| am soliciting the support of all the members
of the National Auctioneers Association in hopes
that we can recover the items, and apprehend the
criminals. Please contact the following:

Helen and John Fletcher (615-894-8507)

East Ridge, Tennessee Police Department
(615-867-3717)

Wayne E. Irving (703-445-4362) or (703-445-5233)

Wayne E. Irving
NAA member auctioneer
Rose Hill, Virginia

(Editor’s Note: A complete list of the antique dolls

and other items stolen from the Fletcher home will be
provided upon request to the NAA office.)

Letters to THE AUCTIONEER continued, page 6
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New Decade Ahead,
New Goals To Be Set

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

Happy New Year and Happy New Era. | sincerely
hope that January 1980 is the beginning of an era of
success for each member of the National Auctioneers
Association; and an era of growth for the Associa-
tion in new membership and service to its auction-
eers.

NAA members face a big challenge as we enter
the 80’s. The challenge we face is to create a posi-
tive image of the auction method of selling, which
will show the public that if something is worth selling,
it is worth selling by an NAA auctioneer.

We also need to set goals for ourselves.
“There’s Gold in Goals” and unless we have some-
thing to strive and work for, we will never obtain the
heights in the auction profession that we deserve.
Perhaps we need to establish our goals on three
levels: our personal goals, goals for our state as-
sociation, and goals for the National Auctioneers As-
sociation.

Personal Goals @ Each individual auctioneer
can reach higher professional levels through further
auction education. NAA educational benefits, which
are offered to all members, include the NAA semi-
nars, offered twice annually (the two 1980 NAA Semi-
nars are filled, however); the advance training of the
Certified Auctioneers Institute (CAl) courses at In-
diana University; and the workshops conducted an-
nually at the NAA Convention. We can personally
benefit ourselves and our businesses when we utilize
information we receive at the seminars and work-
shops to update our auction methods.

We need to consider creating a new company
Image with sharper and more creative advertising.
Our advertising reflects our personal (and company)
Image and if we are not producing effective and
creative advertising, we need to set some goals in
this area as well. Perhaps the company logo can be
redesigned as we enter the era of the 80’'s? Many
times progress is communicated by a change in com-
pany/personal image with an updated logo.

State Goals @ The only way we can establish
and reach our state association goals is to participate
in the programs which are offered at state associa-
tion meetings and convention. One of the primary
goals of a state association is the development of a
strong membership program, and each auctioneer

January, 1980

should get involved by obtaining new members.

Too many auctioneers feel as if the ""Associa-
tions’ have nothing to offer the individual. But when-
ever auctioneers combine talents with others — as-
sociates — the end result is the development of a
better image for the profession in general. Business
also improves for all when we combine our skills for
the betterment of the profession, improvement of
business.

We should also participate in our state associa-
tions’ seminars, workshops and educational pro-
grams. The National Auctioneers Association has
offered to help the state associations in planning and
conducting instructional seminars. State association
membership should fully support these educational
programs.

NAA Goals ® In the last year much interest
has been given to the auction method of selling and
to auctioneers in general. Newspaper editors, tele-
vision producers, and book publishers have shown
considerable interest in our profession. But, has the
end result been favorable to the individual auction-
eer? Do the articles which have been written, or the
television programs which have been aired, create a
favorable impression on our profession?

Why is it that too many times when reporters
cover auctions they center their attention on the
emotional side of the auction profession — the
chant, the attire, and the gimmicks? NAA auction-
eers should reread our Code of Ethics (published in
the NAA Directory annually) and begin promoting the
business ethics which make the NAA member differ-
ent from the less professional auctioneer.

Auctioneers make the marketing process more
interesting due to the way we sell our merchandise.
Our method has been proven sound, and when we
continue to improve on our method — by practicing
our bid calling, studying the laws which affect the
auction profession, create new and better advertis-
ing, providing better auction staffs to conduct our
sales, and offering a helpful attitude to seller and
buyer alike — we will know that we are working
toward the goals we set for ourselves as NAA pro-
fessionals.

Continued page 6
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New Decade . . .

We cannot become complacent in our business!
We must continue to establish new goals and then
work until those goals are met. By evaluating our-
selves frequently, we can determine how effective
we have become, and what we are doing for the
auction image.

What are your goals for 1980? And where is the
“Gold in Your Goals?” | hope 1980 will be an era of
progress for the entire membership of the National
Auctioneers Association.

Letters . . .

Advertising West and East

A recent cover photo on THE AUCTIONEER
(July, 1979), showing a California auctioneer and his
license plate, prompted this note. My accompanying
photo shows that Connecticut auctioneers also ad-
vertise effectively, on the move and at home.

M. R. “Milt” Crosby

NAA member auctioneer

Sharon, Connecticut

Auctioneer, it’'s a fact . . .

Getting into stamp collecting via the auction method?
When bidding in stamp auctions by mail, it is best to
have already studied the results of the previous

stamp bidding. The bigger auction houses put out

“prices realized”’ of their previous auctions for the
use of seasoned bidders in stamp auctions.

6

The Legal Aspects

Of Auctions . . .

House Committee on Small Business

Report on Federal Reserve —
Tight Money and Why

The NAA office regularly receives news releases
and reports from the House of Representatives, Com-
mittee on Small Business. The most up-to-date or
influential information is then published in THE AUC-
TIONEER. The following report on the impact of the
Federal Reserve Board’s increase of its interest rates
was prepared by staff economists of the House Com-
mittee on Small Business. Such information can be
valuable to the auctioneer/businessperson as a
means of evaluating the auction market as well as the
availability of business financing.

Impact of Recent Federal Reserve Actions

The Federal Reserve Board’s anti-inflation mone-
tary policy, enacted over the weekend, (October 6-7,
1979), should have the following impacts on small
business:

1. As a result of the Fed’s actions to raise inter-

WORLD’S MOST MODERN AND

EFFICIENT AUCTIONEERING SYSTEMS
Registered U.S. Patent Office

e _.::- i b - . - £ PR L . i ::.'.:.:!!!:”!! I « FR™ .,.l" 5 - F 3
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Auction Tops
Fits on Standard
1 or ¥% Ton Truck

Clerkmobile T.M.
Patented Clerking
System Installed

Used auction tops and Clerkmobiles for sale.

For Free Literature and Additional information —

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
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est rates (prime rate at 14.5% ) banks will pass along
higher rates to customers, money will become tighter
and high interest charges will keep many out of the
loan market. Banks will enact stricter lending poli-
cies and it will be more difficult to qualify for a loan.

Struggling, small businesses may be hardest hit.
Loan money to keep marginal operations afloat will
not be available on the open market. Expect in-
creases in small business failures. The most im-
mediate impact may be on small retailers.

2. Stricter loan qualification requirements will
be imposed on consumer loans and home mortgages.
Expect slow down in consumer demand. Loans for
new construction will be tight. Despite reassurances
to the contrary, the housing industry could be hard
hit, especially small, marginal builders.

3. There has been a strong business inventory
buildup in recent weeks. A large decrease in credit
purchases may severely impact small businesses with
large inventories. Expect the recession to be some-
what deeper than previously predicted.

4. Expect increased lay-off (unemployment) as
small businesses attempt to cut costs wherever pos-
sible.

5. Smaller banks may be squeezed worse than
larger banks if high interest rates on short term in-
struments (e.g. T-bills) drain off savings deposits.
Problems at smaller banks could ripple back to exag-
gerate small business credit problems in general.

6. The initial reaction in futures markets was
lower prices (especially for grains, livestock, copper,
and wood products) reflecting the anti-inflationary
aspects of the Fed’s action.

7. Internationally, the dollar seemed to gain
fundamental strength as short term money moved into
U.S. markets to take advantage of the high interest
rates. A stronger dollar will reduce demand for U.S.
grain and other exports.

In summary, small businesses with limited re-
sources, limited credit alternatives, limited access to
investment capital and with limited flexibility face
more diffciult times and can be expected to face re-
ductions in credit sales leading to reduced produc-
tion levels. There will be a substantial increase in
the demand for government direct and subsidized
loan programs.

House of Representatives
Committe on Small Business

LEARN AUCTIONEERING
IN FLORIDA

JIM GRAHAM

# SCHOOL OF AUCTIONEERING
204 US 1, North Palm Beach, Fl 33408

Col. Jim Graham ““Real Estate auctions our specialty”

CCIM AFLB CRB
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NAA Seminar Update: Full

Both 1980 NAA seminars — Phoenix Real
Estate, Williamsburg/Antiques — have reached the
limit of 100 registrants per seminar. Some late regis-
trations were automatically put on a waiting list, and
If you wish to be put on the same list, please call the
NAA office.

THE AUCTIONEER will continue to publish last
minute seminar details until both seminars are com-
pleted. Williamsburg registrants, please consider the
following note which was mailed along with the NAA
staff’'s room accomodations.

The Corporate Services Division of The
Colonial Willlamsburg Foundation is not af-
filiated with any credit card companies. For
your convenience we will be happy to accept
your personal check for expenses, or assist you
In arranging for your bill to be forwarded to your
home or place of business upon departure.

For more extensive Williamsburg and Phoenix
seminar information, please refer back to the No-
vember and December issues of THE AUCTIONEER.

Waiting Lists Formed

NAA membership interest in both seminars was
high, but too many registrations did not materialize
until late November. It was hoped that registrations
could have been received earlier so that plans could
have been made to provide two sessions of each
Seminar. Many registrations were received too late,
however, to make arrangements for another meeting
place, to secure the instructors and set a date which
would be acceptable to all concerned

The NAA board of directo:s will recognize, from
the registration experience of 1980, that interest is
high in the Seminars program. The NAA member-
ship must help the board of directors determine if
two sessions can be organized in future years, and
In what subjects the szminars should be organized.

Antiques and Real Estate are two very popular
programs, and it is obvious that information is needed
In these two areas. The demand has not been as
great for other subjects, but it is up to the member-
ship to inform the NAA board of directors and its
Education Committee the seminars can be developed,
and how many sessions, per year, should be or-
ganized.

Making a “‘wait-list” for NAA seminar programs
is as frustrating as being “put on hold”, but circum-
stances prevented the NAA board of directors from
doing anything else.

The art market continues to boom. An anonymous
buyer purchased a 19th century American painting
for a record $2.5 million at Sotheby’s. “Icebergs’ by
Frederic E. Church hung in a British boys home until
a social services director called the famous auction
house to arrange the sale. Bidding at the November
sale opened at $500,000 and quickly reached $2 mil-
lion, with two buyers bidding by phone. The auction
took exactly three minutes and 45 seconds.

NEWSWEEK
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BOX 43 312 WEST MAIN 319 382-5952
DECORAH, IOWA 52101

Fellow Auctioneer,

Beginning at 7:00 pm on February 5, and ending at 10:00 pm on February 7,
1980, we will give a school on our unique method of selling real estate at auction
by simultaneous bidding on multiple parcels. The $400.00 tuition will include din-
ner Tuesday evening and lunch on Wednesday and Thursday. A $10.00 deposit
mailed to our office will reserve your seat. We will accept only 30 registrants.

The school will be held at the Best Western Airport Inn, which is adjacent
to the airport in Des Moines, lowa. With your registration, tell us what you need
for motel lodging. We will co-ordinate your accomodations.

Yours,
Ken Erickson
MultiParSell, Inc

Better

SHORTCUT TO BEING A "TOP AUCTIONEER"

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

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

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

FORREST MENDENHALL,
MEMBER

Write or call for
free information
today.

U.S. HWY. 29 & 70 (I-85) @ HIGH POINT, NORTH CAROLINA, 27263 e PHONE (919) 887-1165

THE AUCTIONEER



Nashville Here We Come

You can begin planning now for the
NAA 1980 Convention, at Nashville’s
Opryland Hotel.

Even though it’'s January, it is not too early to
plan for the 1980 NAA Convention in Nashville, Ten-
nessee. Site of this year’s annual gathering is the
Opryland Hotel adjacent to the Grand Ole Opry and
Opryland Park. You can start your convention plan-
ning with early hotel reservations.

The special NAA room rate is $48, single or
double. There will be an additional charge of $7 per
person for the third person to a room; and children
under twelve years of age stay free if occupying the
same room as parents. All reservations must be re-
ceived by July 9, 1980, reservations after that date
will be confirmed on a space availability basis at
regular room rates.

To avoid unnecessary check-in delay, make your
transportation plans to allow for hotel check-in after
2:00 pm. Your accommodations will not be ready
until after that time. Should you have to cancel your
reservation, your advance deposit of $40 will be re-
funded only if the cancellation is received 72 hours
prior to arrival date.

If you have any questions concerning your hotel
accommodations, please call the Opryland Hotel.
Questions about the convention itself should be di-
rected to the NAA office.

RETURN RESERVATION FORM
National Auctioneers Association
Annual Convention

July 30 — August 2, 1980

RESERVATION RECEIVED AFTER 7-9-80 WILL BE CONFIRMED ON A

SPACE AVAILABLE BASIS
PLEASE PRINT OR TYPE

NAME

NAA Meetings Schedule

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

NAA Convention Sites

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

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

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

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

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

2800 OPRYLAND DR.
NASHVILLE, TENN. 37214
615/889-1000

ATTN: Reservations

ADDRESS

Manager

CITY
SHARING ROOM WITH

Special Requests:

o

ARRIVAL DATE DEPARTURE DATE

All Reservations must be accompanied by a $40 deposit.
Refunds of advance deposits will only be made when a
cancellation is received 72 hours prior to arrival date.

PLEASE NOTE DESIRED ACCOMMODATIONS

NAA SPECIAL RATES:
$48 Singles _

Reservations received
after cutoff date above
will be confirmed on a
space available basis
at regular rates.

(number required)
$48 Doubles . (number required)

Parlours and suites  $60. ~ $150.  $200___ $300___
(Contact Opryland Hotel for additional information on suites.)

Check out time is 12 noon. Suggested arrival time is after 2 pm.

January, 1980 9
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.. ' 113 N. May Street,
s B Chicago, IL 60607
Area Code 312-421-5140

Or Visit our Giant Showrooms

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

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

can be profitably and quickly sold.

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

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

*Catalogs without our name available for your use

e cumE (SER Emne SN0 (SENP SR SNE GRS dl IS U NS WSS SR sy MRt REET AN O IRD TSy CERl aEar JEREr TEmr Gopen gamll JpEER JTEE i --——--_---l
To: Cook Bros., Inc., Dept. A976 =
113 N. May St., Chicago IL 60607 '
Yes, | want to make more money! RUSH my copy of your big, new wholesale cata- :
log.
] |
VLT L DR s EER——————————EEE !
YN e Yy SRR :
ol 1 1O U U R S SOOI :
SHAte. .- oo ZIP. oo :
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First Time Available on Cassette Tape.

AUCTION BID CALLING 7 step approach

Analysis of the Auction Chant for the beginning Auctioneer
or anyone who desires to improve his or her bid calling.

1. Counting
2. P iati
ronunclation $24.95 includes postage
3. Rhythm and handling
4. Voice Ft'tCh To: Vince Simmons, Jr.
VINCE SIMMONS, JR. 5. Projection P. O. Box 67
la.
Professional Auctioneer - 11 years 6. Breath Control Lakinng Fin. S
Experienced Auction School Instructor 7. Filler Words
Past President
Florida Auctioners Association
Member
National Auctioners Association Send Money Order or Cashiers Check.

2 Week Delay on Personal Check.

The Auctioneer’'s ‘‘Auctioneer’”’

HEN YOU HAVE AN AUCTION THAT @ COLORFUL TENTS (For Outside Sales)
REQUIRES THE FACILITIES THAT e ALL ASSOCIATED EQUIPMENT (P.A.
ONLY A NATION-WIDE ORGANIZATION CAN Systems, Chairs, Organs, Sound Trucks,
OFFER, HUDSON AND MARSHALL, INC. 1S Cattle Pens, Portable Generators, Etc.)
READY TO WORK FOR YOU. IN ADDITIONTO @® NATIONWIDE ADVERTISING (In House
THE SERVICES AND EQUIPMENT LISTED HERE, A Agency)

| ARGE STAFF OF HUDSON AND MARSHALL @ NATIONWIDE MAILING LISTS

SALES ASSOCIATES IS AVAILABLE FOR CON- @ FINANCING AVAILABLE (On Most All

SULTATION IN PRACTICALLY EVERY CATAGORY Properties)
OF REAL OR PERSONAL PROPERTY. ® 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 . W gggs %’; fgfgfa
In Georgia Call SZERA HUDSON AND MARSHALL T INC. Atlanta Offices
800/342-2666 -gﬁﬁ:c;;; LIQUIDATORS AND AUCTIONEERS t Suite 109
Elsewhere Cazz V{Mﬂ? 3683 HOUSTON AVE., MACON, GA. PH. (912) 781-2601 !.J 333 Sandy Spr Clr

800/841-9400 REALTORL. 404/256-5450
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Auctioneers:

more than ever—

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

The Auction Page

in the popular Sunday financial and
investment news section

delivers high readership

Your Auction ad in The Sunday Sun- Times
will reach a total of 2,171,000 adults
Including over 1,500,000 adults who read
no other Sunday newspaper.

. . . at economical rates.

Reservation deadline
NOON Thursday for Sunday Sun-Times

Call Bill Payne (312) 321-2915
and get action with the
Auction Page every Sunday.

Sunday Sun-fimes

Readership source:
Carl J. Nelson Research, Inc. 1979
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NAA member auctioneers, this opportunity
knocks only once a year — seven days in April to
promote the auction profession, promote member-
ship in the National Auctioneers Association, promote
your auction business. National Auctioneers Week,
April 6-12, is a chance to reach as much of the public
as possible with a twofold message about you as an
auctioneer, you as an NAA professional. First you’re
saying to the buying public that during Auctioneers
Week you are part of an American marketing institu-
tion — the auction method of selling — and that you
are a professional auctioneer. Secondly, you're tell-
ing the buying public that during Auctioneers Week
you're part of a nationwide association of profession-
als; an association with a code of ethics, with on-
going educational programs, with a Board of Direc-
tors that are responsible leaders in the auction field.

To present this twofold message during National
Auctioneers Week, individual auctioneers, auction
companies, and state auctioneers associations must
begin planning now, in January, to insure a success-
ful National Auctioneers Week in their area, April
6-12. This first AUCTIONEER article will help in
planning for the week with ideas that reach the
buying public as well as specific influential groups.
February’s Auctioneer Week article will contain
sample news releases, educational radio com-
mercials, and more promotional items. An Auctioneer
Week article in the March issue will summarize the
possibilities for effective promotion of the auction
method during America’s special week for its auc-
tioneers.

For now, consider the following selection of pro-
motional methods to make National Auctioneers
Week successful in your part of the country. Also,
notice that the headline which began this article
used the word “‘promote” three times. Individual
auctioneers can promote National Auctioneers Week,
auction companies can promote The Week, state as-
sociations can promote The Week.

The Individual Auctioneer
Sells a Week in April

Just as you advertise your auction sales, Nation-
al Auctioneers Week can be promoted in similar
manner. Yes, you're promoting The Week for the
profession and your association with national and
state auctioneers organizations. You'’re also per-
sonally promoting National Auctioneers Week for
another reason — it’s good for your business.

® During April 6-12 get on television, on the
radio, and in the newspaper. You're letting the public
know who you are, that you’re representing your pro-
fession and that you’re reminding them of National
Auctioneers Week. On local talk shows, during pub-
lic service time, in interviews with reporters, sound
professional, look professional, make an effective
business impression. Explain the auction method of
selling and its contribution to client and community.

® Talk to local civic groups during The Week,
literally any audience that will have you as speaker
— the Rotary Club, Lions, Optimist, and Sertoma
Clubs, church groups, professional meetings, indus-
try employee groups, anywhere you can reach a
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National Auctioneers Week . . .
Promote, Promote, Promote

number of people with the auction message, the auc-
tion success story.

® One group especially needs to know your par-
ticipation in National Auctioneers Week — your
auction customers. Have a sign made for The Week
and have it very visible at each of your sales during
April 6-12.

® Think about it, what promotion could you
organize, what special bumper sticker could you
distribute, what will reach the people in your area
during The Week? Next year, when your giveaway

business calendars are printed, clearly show Na-
tional Auctioneers Week.

An Auction Company Sells
“The Week™

Just as the individual auctioneer seeks to reach
as many people as possible, the larger auction com-
pany already is reaching the numbers throughout the
year. During National Auctioneers Week the auction
company could add that one-to-one personal touch
which makes for good business. One top executive
put it this way, “‘if | have $5,000 to spend on adver-
tising, I'll buy $2500 in newspaper space. With the
other $2,500 I'll take the top 100 exec’s in my town to
lunch, over a period of one month. Guess which
method will generate the most sales?”

® Get all your employees involved, from the
cleaning lady to the managing vice president. Have
each employee tell at least three local business peo-
ple that your company is honoring Auctioneers Week.
Coordinate the campaign with a special Auctioneers
Week strip to be put on one of your billboards that
month.

® Decide a particular group of prospects that
needs an all important “one more contact’. The
Week is a good excuse for a /limited direct mail cam-
paign to the group of potential clients who can best
profit from the auction method.

® Get the public into your office with an open
house. This tried and true public relations event only
works if the people who attend (and really make
them feel at home) get the message — everyone in
your office is auction professional, you are part of a
nationwide association of professional auctioneers.
What is the best medium (in addition to usual adver-
tising) for promoting the open house? A personal
invitation from your auction company employees.

® Lastly, take a very important group of people
to lunch. Pinpoint to the person those individuals in
your area who 1) need to be thanked for, but re-
minded of your successful business relationship, 2)
need to be impressed with the auction method’s po-
tential in their market. Take them to a luncheon
event complete with excellent meal and soft sell pro-
gram about your auction business. Make sure the
food is delicious, the service prompt, the program
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short and to the point, and the followup contacts
planned and effective.

“The Week’” Across Your State

During National Auctioneers Week the state auc-
tioneers associations can utilize their most important
asset — organization. The following promotional
ideas require planning and participation, but they
all can succeed in showing the public that your state
auctioneers association is alive and well.

e Set up three information tables (or booths),
one each in three influential cities. Reach people
with the Auctioneers Week message at places where
they shop, bank, congregate, save, buy groceries, or
attend large crowd events. Hand out an information
pamphlet, be available to answer questions, refer
inquiries to individual auctioneers, keep the public
contact positive and friendly.

® As a chartered state association, what other
state associations need to hear the auction success
story? The bankers, the doctors, the lawyers, the
communities all have organizations which could be
addressed by a delegation from your state auction-
eers association. Again, the key word is “followup”,
both at the state level and at the local level by the
individual member auctioneers.

estern

college of auctioneering |
1948-1980 — 32 Years

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

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

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

1]/ estern

college of auctioneering

Box 1458, Billings, MT 59103 Phone: 406 252-2565
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® Going to the state capitol for signing of the
governor’s proclamation of The Week? Organize a
caravan starting from the opposite end of the state.
Call ahead and make arrangements to be met by the
local broadcast media in each town along the way to
the capitol.

® If you're going to spend advertising money
and spend it only once, consider something unique
which will be sure to make it home. Some news-
papers deliver the Sunday newspaper with a light,
wrap around plastic cover; like the plastic cover on
clothes from the dry cleaners. On the Sunday before
National Auctioneers Week have your state associa-
tion/Auctioneers Week message printed on the plas-
tic cover that protects the Sunday paper. Limited
state funds? Do a limited printing, and in only par-
ticular areas of the state. Already being done in the
state’s big cities? Get on the plastic cover anyway.
Your state association may be conspicuous by its
absence already. Possibly the last point in the ad
should be ‘‘contact your local State Auctioneer As-
sociation member for more details . . . ”

Promote, promote, promote. Successful public
relations on the part of individual auctioneers, auc-
tion companies, and state auctioneers association
will produce the kinds of results that every business
person is looking for — positive public image, In-
creased business, expansion of potential auction
clients. In other words, successful promotion of Auc-
tioneers Week pays off.

This AUCTIONEER magazine article, however, is
only a January beginning. The next three issues of
the magazine will continue the nationwide campaign
to promote your professionalism, your successful
auction method, and your Association membership.
It’s all happening during a special week in April 1980,
National Auctioneers Week, USA.

Article by Gary Carmichael, NAA Director of Associa-
tion Services

CONTAINER BUYERS

Pay low prices at Europe’s
largest wholesale source of an-
¥ /AR tiques. Buy F.0.B. England or
ooy IRV B, Antwerp, Belgium with similar
ot ha: . services available from other
| countries, or we’ll select, ship

WOEEnS S kst and pay all charges and finance

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

ONE OF OUR ANTWERP WAREHOUSES
LYNN WALTERS

13011 S.E. 84th

Clackamas. Ore. 97015 [503] 654-3000 l
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Metalworking Machinery

AUCTIONEERS

get mere AGUION]
vor yeur AUCTION

Cover any or all of more than
185,000 Western Hemisphere
metalworking plants with

S ENSEGTIVE

maili
liisjits

IMNC’s metalworking market mailing lists are
the most complete, accurate and productive
lists available for this market today. Hundred’s
of satisfied users — including big-name
customers, such as Dun & Bradstreet, Thomas
Register, McGraw-Hill, and the U.S.
government — attest to that fact..

These mailing lists offer you the widest range of
options. They're available by geographic
location internationally, nationally, regionally —
and by state, by city and/or by zip code. They
can be selected according to products
manufactured — Standard Industrial
Classification coding (S.l.C. numbers) — by
iIn-plant operating machinery and equipment,
and by plant size in terms of number of
employees.

Interested in getting more action for your next
auction — with IMNC’s SELL-Ective
Metalworking Market Mailing Lists?

Write, wire or call today
for complete information and
a free direct mail brochure

INIDUSTIRIAL
WACRIINERY
VEWS CORER

29516 SOUTHFIELD RD. ® C.S. 5002 ® SOUTHFIELD, MI 48037
PHONE (313) 557-0100 ® TELEX 231237
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Directors Discuss Some Possibilities

Holiday Land
Auctions Successful

By Haskel ‘“Hack’ Ayers
NAA Director

For the past 10 years Ayers Auction & Real
Estate has had its three largest sales of the year on
Memorial Day, July 4th, and Labor Day. These are
sales which take a great deal of planning and a |ot of
time to develop. We usually subdivide farms and
recreational property for sales on these dates. The
market for our holiday sales are the many people In
La Follette, Tennessee area who have moved away
years ago and return to visit on these holidays.
Therefore a good many of our buyers are from out of
town. Also, we get a good response from the busi-
ness community since businesses are closed on
these days, and people have a free day.

The following auction procedures support what
we have encountered every year: easy terms, good
holiday, and fine property will make an enjoyable —
and profitable — holiday sale.

In our county and adjoining counties we have
Norris Lake with its 850 mile shoreline. We try to
have our lake property sales in the spring and early
summer. For the past several years we have had our
largest lake auction on Memorial Day, when we
usually sell about 40 lots and tracts. We are now
building our roads and making other preparations
for our upcoming Memorial Day sale. We have found
easy terms or owner financing add a great deal In
making a sale successful.

Many times we buy the property outright with a
small down payment of about 10%, and terms usually
up to 10 years. We pay the seller what the bank
would pay them on a savings account. Next, we work
out a per acre release clause with the owner, and
that amount applies to the annual payment. This
gives us our financing for our property sale day. We
offer our own financing with 10% down and balance
over seven years at a reasonable interest rate. We
sell most of the time with a Land Contract. Under the
new HUD regulation, if you are selling a subdivision
that has to be registered under interstate land sales
act, you have to furnish Warranty Deed and Title In-
surance.

January, 1980

With Memorial Day and Labor Day always falling
on Monday, we now are preparing two sales for these
weekends — sale Saturday and Monday — since we
have many visitors to our county over the holiday
weekends. If we have a lake or recreational property
sale for the Monday holiday, then we will have a
farm or estate sale in another part of our territory on
the preceeding Saturday.

One more incentive to attend our holiday sales?
Sometimes, if we have a large sale of 50 or more lots
and tracts, we will have a give-away. We have given
away new pick-up trucks, automobiles, $1,000 bills,
new boat, etc. We attach a ticket to our hand bills
with a map on the back, and buyers return these
tickets on the day of sale. If we have 50 lots or tracts,
the give-away costs us about $75.00 a tract. How-
ever, the give-away will hold the crowd if you have
this many tracts to sell. We have had up to 2500
people at a lot sale when we have given away a new
car.

Auction Advertising
Photography

By Herbert A. Bambeck
NAA Director

The primary concern of auction advertising is to
achieve impact and create interest. A photograph
has the same objectives. When used together — ef-
fective advertising with interesting photography —
more mileage can be gained from your advertising
dollar. It's important to know what makes a good
picture and equally important to know what doesn't.
The idea is to make the photos work for you, not
against your advertising message. | would like to ex-
plore some aspects of photography that should be
considered whenever a camera is aimed at a subject.

The first consideration is composition. What
“makes up” the picture? Good composition directs
the observer’s attention to and supports the center
of interest in a picture. Here a few composition
guidelines to follow:

1. The center of interest should be the object the
photographer is trying to feature and should
dominate the picture.

2. A feeling of balance should be created within
the frame. This is achieved by arranging the
subject matter in such a way that it's pleasing
to the eye.

3. The picture should be limited to include only
that which reinforces or contributes to the
center of interest.

When lining up the shot, remember people look

Learn Auctioneering g SATANOG

Complete cassette home study.

® 5 full hours of chant secrets,

training exercises and all phases
of auctioneering.

: American Academy of Auctioneers

. 1222 No. Kenwood, Broken Arrow, OK 74012 i %ggzggrg”ﬁg

[
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L eglie Swainbank Antiques Int.

Head Office-
34 Church Rd, Roby, Nr. Liverpool, L36 9TD,
Lancashire, England — Telephone 051-489 1142

Antiques! Antiques! For Sale!
World Bidve Antique Exporters

CALLING ALL AUCTIONEERS

ARE YOU LOOKING FOR FINE AUCTION SALE ANTIQUES?
We Supply 40 Fi. Containers Direct From England

Consisting of 250 to 300 items of furniture, Rolltop Desks, Halltrees, Washstands,
Bedroom Suites, Parlor Sets, Bric-A-Brac etc., etc.

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:

WE OFFER THE FINEST QUALITY AT THE LOWEST PRICE THAT IS WHY, WE
HAVE MANY SATISFIED CUSTOMERS WHO BUY ANTIQUES DIRECT FROM
| US, ON A REGULAR BASIS.

| PLEASE WRITE TODAY FOR AN OFFICIAL CONTAINER ORDER FORM

SHIPMENTS AVAILABLE FROM $5000 TO $50,000.
Container full of LEADED GLASS available by request.
WE HANDLE ALL PAPERWORK DOOR TO DOOR. FULL INSURANCE ALSO.

LESLIE SWAINBANK ANTIQUES LTD.

Worldwide Antique Exporters
Head Office 34 Church Road, Roby, Nr. Liverpool
L36 9TD, Lancashire, England

Call 051-489-1142 or 051-207-4312 or 051-342-2543

WE CAN DELIVER A CONTAINER TO YOUR DOOR!
EXPERTLY PACKED! (At No Cost To You) WITHIN 30 DAYS_
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at pictures the same way they read, from left to right
and the eye will follow points of emphasis. A light or
bright spot in the picture will cause the eye to jump
to that spot and a conscious effort is required to view
the rest of the picture. If the point that commands
attention is the center of interest and occupies the
major portion of the picture, the photographer has
succeeded.

Try these composition-improving measures.

1) Lines extending to the edge of the picture in
the lower half of the left side of the photo provide
a lead-in that guides the viewer’s attention into the
picture. A possible lead-in could be shadows from
the subject or tracks from a vehicle in snow, sand or
dirt.

2) Allow space in front of all live subjects and
movable vehicles to provide apparent space for them
to see and/or move. More space should be in front
of them than behind to avoid the feeling the subject
is moving out of the picture. Fill the entire frame of
the picture. It’s a waste of advertising dollars to have
extensive areas of blank sky or background areas
that add neither atmosphere nor detail. Completely
eliminate the sky unless it is necessary for the picture.

3) With real estate our purpose is to interest the
public in the property we’re offering so they will come
see it and ultimately buy. Keep this in mind when
taking your photos. Look for the angle that shows
the property at its best. Mess and clutter can be
cleaned up if not too extensive, but a change of
camera angle up, down or sideways can sometimes
reduce the effect of clutter.

The above basic principles work with any film
or camera type, but I've found that a particular
Polaroid camera that works best for me. “The Re-
porter’ is a Polaroid camera that takes black and
white rectangular prints, 34 x 4%z, or 3Va x 27. If
you’re not already using a camera, this might be the
one to consider.

The reason I'm emphasizing Polaroid’s “‘Re-
porter’ is because it is the only commercially mar-
keted, instantly developing camera that takes black
and white pictures. Color pictures just cannot be re-
produced in newspaper, magazine, or sale bill adver-
tising with the same good quality that happens with
black and white.

There are more sophisticated cameras on the
market, but | think the thing to remember is, “time
is money”. With an instant developing black and
white camera, the picture is ready to send with my
ad, and | don’t have to work around a professional
developer’s schedule. The picture, however, has to
be sharp, in focus, and have enough contrast (the ex-
tremes of dark and light) to reproduce correctly. A
gray, fuzzy picture will reproduce even grayer and
fuzzier. An instantly developing camera allows you
to see within a minute after taking the picture
whether or not you need to retake the photo. If you
use film that needs developing, it could be a week
before you receive the pictures, and then possibly
another trip to the property to reshoot.

A well composed photograph, however, is only
one element in your advertising. Even before you
load your camera, consider the layout of your ad
and the message you want to convey. The format
(shape) of a picture can help or hinder the message.
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A rectangular, horizontal frame conveys a restful
feeling, a format you might want to consider when
shooting a home. A vertical, rectangular format em-
phasizes dignity and strength — appropriate for tall
buildings. The square format portrays bulk or mass-
iveness. A square is suitable for stocky, sturdy sub-
jects if you want these qualities emphasized. For
most pictures the square format is the least interest-
ing. If your camera takes rectangular pictures, the
camera can be turned to take a vertical format.
Rectangular pictures can be cropped by the printers
to make them square. Effective cropping, however,
would require another article to cover the subject.
Ask your printer for a quick course in photo cropping.

Finally, good photography might only be as good
as the subject. If the property is so run down or over
grown that to use a picture might keep prospective
buyers away, don’t use a photo. Rely on a descrip-
tion alone. Use your better judgement whenever you
plan an ad layout. A picture of a land parcel with-
out buildings usually does not deserve an advertising
photo. A beautiful home and attractive buildings can
only enhance your advertising and catch the eye of
prospective buyers.

In preparing this article | have used real estate
examples because that’s primarily how | use photos
in my advertising. The same photographic principles
of good composition, balance, and center of interest
also apply to any auction area — antiques, farm
equipment, or industrial equipment. Whether you're
using Polaroid cameras or standard development
film, keep your photographs a working feature of your
auction photography.

Nashville Auction School

Nashville, Tennessee

THE NATION’S FINEST SCHOOL

| ¢ Six terms held each year . . . one
just for everyone

| ¢¢ School is held in Music City USA
Nashville, Tennessee . . . home of the

Grand Ole Opry

4 WRITE FOR OUR FREE CATALOG

NASHVILLE AUCTION
SCHOOL

P.O. Box 190
Lawrenceburg, Tennessee 38464
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7. You can rent out your tent for parties, weddings, gradua-
— TENT tions, catered events, baseball tournaments, etc.

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

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

LIGHTWEIGHT: Its aluminum frame makes it so.

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

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

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

Three deluxe models are available, all complete with four
sundecks. One will fill your needs. All canvas is 12.65 0z. wt.
3 x 2 waterproof ARMY DUCK.

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

OFFER GOOD ONLY IN CONTINENTAL UNITED STATES

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

Please send me a tent brochure. Enclosed is check or
How many tent companies can offer the features of the Sterii PROFITABLE? money order. Send to:

Auction Tent: 1. You rent the tent to your clients.

2. You avoid costly cancellations. Name

What every auctioneer needs is a tent that is versatile,

one that can be used for the small sale and the large sale. 3. You are going to get more sales if your competitor doesn't

have one; also you will get sales that you may have lost

when a prospective client asks, “What do we do if it Address
Why wear your nerves to the breaking point with indeci- rains, snows, or the sun is unbearable?”
sion? Why have costly cancellations? If you own a Steril
Auction tent, you can negotiate tent rental with your client as 4. Your commissions will be greater because more people City State Zip
soon as inclement weather is forecast, which may be just will stay and be comfortable — more people, more bidders.

before the sale.

5. More people will attend your sale if your ad reads, '‘Sale

under tent in case of bad weather.” jESIONlS AUCT'ON RVI
Our tent is strong, wind-resistant, portable, lightweight,

multi-use, profitable, and versatile. Why? 6. You can rent out your tent to other auctioneers. P.O. Box 46 e McKeesport, PA 15135
Phone: 412-751-5566

AT THE

WISCONSIN AUCTION SCHOOL

YOU WILL LEARN ABOUT A. E. Pourchot-Pres.
John Miller-V. Pres.

Ethics of the Auctioneering Profession

Voice, Poise, & Public Speaking You will learn from successful

Physical Fitness auctioneers, educators, and

Motivation & Enthusiasm business people.

Advertising & Promotion

Clerking & Cashiering Instant replay video tape system will let you, the
Ring Work student auctioneer, both see and hear yourself
Salesmanship & Sale Management in action. You will also sell at regular auctions.

Promotion of Your Auction Career
Sale Barns & Auction Houses
Antique & Furniture Auctions
Farm Auctions

Bankruptcies

Machinery & Automobile Auctions
Real Estate Auctions

Estate Liquidations

Livestock Auctions

Merchandise Auctions _ _ .
Tool Auctions The Wisconsin  Auction WISCONSIN AUCTION SCHOOL

_ ) School is approved by the _ ¢
Bid Calling Wisconsin Educational Ap- Box 1032 Phone: 815 633-3426

and more. proval Board. Beloit, Wisconsin 53511

You will learn by doing.
- SEND FOR BULLETIN -

Two Week Terms in June &
August

Weekend Sessions Also —
Write for Dates.
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~ A. MARCUS CO.

Hillside, lllinois

ESTABLISHED 1908

TOOL

Wholesaler Distributor of Brand Name
AIR TOOLS — STATIONARY TOOLS
ELECTRIC TOOLS — HAND TOOLS

GENERAL MERCHANDISE — CLOSEOUTS

VISIT OUR SHOWROOM

OR
Write for our FREE monthly catalog

Order NOW by calling us 800 323-0231
lllinois call (312) 544-9510

Our FIVE MILLION DOLLAR INVENTORY means any or-
der is shipped immediately!

All merchandise is fully quaranteed:!

$500.00 MINIMUM ORDER — MERCHANDISE FOR RESALE ONLY

4170 MADISON ST., HILLSIDE, ILL. 60162

== e R
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State Association Conventions — NAA Officer or Director Representative Requests

Convention Chairman NAA Officer
State Hotel or Motel or NAA Officer or Director or Director
Convention Dates Association and City Request Made By Representative
January 13 Colorado Regency Inn no request
Denver ,f
January 17-18 Michigan Long’s Convention Don Diesing no request
Lansing
January 19-20 North Carolina Hickory Request Being
Considered
January 20-21 Minnesota Holiday Inn on Hwy. 15 Duane Benoit C. E. Cumberlin
St. Cloud
January 19-20-21  Ohio The Marriott Inn Byron Dilgard no request
Columbus
January 21-22-23 NAA Seminar The Lodge at Colonial Williamsburg, Virginia — Registrations and Hotel Reserva-
Antiques tions MUST be made in advance (hotel reservation deadline: December 20, 1979 —
Reservation forms will be submitted ONLY to those registering in advance of the
NAA Seminar).
January 25-26 Pennsylvania Host Inn Clay Hess R. E. Musser
Harrisburg
February 1-2 New Jersey Marriott Hotel Don Castner C. E. Cumberlin
Somerset Jack Sartor
February 8-10 North Dakota Kirkwood Motor Inn Norman Aldinger C. E. Cumberlin
Bismarck
February 14-15 California Inn at the Park David Huisman C. E. Cumberlin
Anaheim
February 18-19-20 NAA Seminar Del Webb’s Townehouse, Phoenix, Arizona — Registration and Hotel Reservations
Real Estate MUST be made in advance (hotel reservation deadline: January 10, 1980 — Reser-
vation forms will be submitted ONLY to those registering in advance of the NAA
Seminar.)
March 14-15-16 Kansas Holiday Inn Holidome Rex B. Newcom no request
Hutchinson
April 11-12 Texas San Antonio Gary Fingleman Request Being
El Tropicano Hotel Considered
April 12-14 Kentucky Owensboro C. E. Cumberlin
April 25-26 Arkansas West Memphis A. J. Appling, Sr. Martin Higgenbotham
April 27 lowa Des Moines no request
May 4 Nebraska Holiday Inn Harold Kraupie C. E. Cumberlin
Ogallala
May 3-4 Missouri Osage Beach Doran Livingston Harvey L. McCray
May 3-4 Oklahoma Oklahoma City Paul Wells no request
June 12-13 Wisconsin Victor Voigt Howard Buckles
June 13-14-15 South Dakota Archie D. Moody

July30-August 2 NAA Convention Opryland Hotel, Nashville, Tennessee.

Representatives of State Associations have offered the above dates, places and facilities of
State Association conventions and/or annual meetings. Added to the information is the name of
the NAA officer or director who has been requested by the State Association to attend as the of-
ficial NAA representative. All NAA officer or director requests have been coordinated through the
NAA office and if any of the above information is not correct, please contact Executive Director

Harvey L. McCray at the NAA Office.
If you have any questions about State Association conventions or meetings, contact the State

Association, not the NAA office. All the meeting information submitted to the NAA office is in-
cluded above.

There’s no such thing as a “cheap $addle”” anymore.  prices over 250% from January '78 to March '79.

According to one manufacturer, diminishing supply In saddle making, there’s no substitute for leather.
and heavy export of raw hides have driven up hide LIVESTOCK
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You’re NAA
and Professional

Show clients and associates that you're
part of a PROFESSIONAL nationwide
organization . . . display the NAA em-
blem with these quality promotional
items.

NAA Embroidered Emblem. Emblem for display on
blazers, coats, jackets, dresses, etc. Size of red,
black and gold emblem is approximately 3" wide by
3%2"" high.

Embroidered Emblem @ $1.50 each

NAA Emblem Decals. Shows the red, black and gold
emblem in two sizes: 8’ and 4”’. Large size is pres-
sure sensitive only; smaller size available in pressure
sensitive (add on the surface) and water soluble
(shows thru glass).

8"’ Pressure-sensitive @ $1.50 each
4’ Pressure-sensitive, 3 for $1.00
4’ Water soluble, 4 for $1.00

NAA Bumper Signs. Promotes the NAA Auctioneer
with the words, “HIRE NAA AUCTIONEERS”. I|dent-
ifies National Auctioneers Association and the NAA
emblem. Red bumper sign with white and black copy.

312" by 15” Bumper Sign, 2 for $1.00

NAA Emblem Reproduction Sheet. A full sheet of
black on white reproductions of the NAA emblem In
various sizes. For use by NAA member on sale bilis,
newspaper and magazine advertisements (NAA em-
blem use is a personal privilege of membership in the
NAA and is for individuals only).

NAA Emblem Reproductions per Sheet, $1.00

January, 1980

NAA Emblem Belt Buckle. Specify either brass-finish
or pewter-finish when ordering.

NAA Emblem Belt Buckle, $4.00 each

THE AUCTIONEER Magazine Binder. Preserves your
permanent copy of THE AUCTIONEER magazine.
Binder is bone color with red NAA emblem and holds
the 11 annual magazines (plus NAA Directory). De-
signed to hold current 8%2 by 11-inch magazines, but
will also hold former 6x9-inch size magazine.

Magazine Binder, $3.75 each

NAA Emblem Lapel Button. Show NAA affiliation on
suit coat or blazer lapel. May be worn as tie tac. Red
enamel on 14K gold filled emblem; 2" wide.

NAA Emblem Lapel Button, $7.50 each

(The price of the NAA lapel button may change with-
out notice because of the cost of gold and due to the
occasional increase in price by manufacturer.)

MORE! . ..
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There are many reasons why NAA
auctioneers are chosen over other auc-
tioneers. One reason is the profession-
alism and ethics represented by and pro-
moted through the display of your NAA
emblem.

Put your NAA membership to work
by displaying the NAA emblem with your
name. Let clients, the public, and as-
sociates know that you personally be-
long to a professional team — the Na-
tional Auctioneers Association!

NAA Name Holders. Heavy duty white plastic, em-
bossed NAA logo with distinctive red trim. Attach
your name or badge to this NAA name holder. Avail-
able in either clip-on or sa’ety pin attachment.

NAA Name Holder, $1.00 each

NAA Single Deck Playing Cards. Displays in full color
photo, the NAA headquarters building when dedi-
cated in 1971. Excellent gift for clients.

Single Deck Playing Cards, 75¢ each

NAA Code of Ethics. Red and black on white, frame-
able paper stock. Size 11”7 x 14”.

NAA Code of Ethics, $1.00 each

NAA Promotional ltems Order Form

NAA Emblem Decals: NAA Embroidered Emblem

THE AUCTIONEER Magazine

@ $1.50 each Binder
8" Pressure-sensitive @ $3.75 each
@ $1.50 each NAA Emblem Lapel Button
@ $7.50 each Single Deck Playing Cards

4" Pressure-sensitive @ 75¢ each

@ 3 for $1.00

NAA Emblem Reproduction

dh : ¢ f Sheet NAA Name Holders
{adheres o 10p of SHMAce) @ $1.00 each Clip-on attachment
" 1.00 each

4" Water-soluble NAA Emblem Belt Buckle: @3
@ 4 for $1.00 Brass-finish Safety Pin attachment
(shows through glass) @ $4.00 each @ $1.00 each

NAA Bumper Signs Pewter-finish NAA Code of Ethics
@ 2 for $1.00 @ $4.00 each @ $1.00 each

Please send me the following NAA Promotional Items (indicate quantity ordering on line):

Name

Address

State

City

Zip

Send no money for postage. Return postage paid by National Auctioneers Association.

Enclosed is a check or money order made payable to The National Auctioneers Association, in the

amount of $

policy prohibits any orders shipped on a ‘‘charge’ basis.
all orders for NAA promotion items.)

________________________________________ . for the above marked NAA promotional items. (NOTE: NAA board
Check or money order must accompany
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The Voice Projector 18 is back...

and now its even better than before

For years the Voice Projector 18 was the best portable P.A. System an

auctioneer could own. It had a rugged, lifetime case; it was lightweight
for all-day use; it had a powerful clear-sounding amplifier so you didn't
strain your voice; it had a Shure microphone so your audience not only

Freedomike

L eCrosoNICo. ING

ALBUQUERQUE. NEW MEXICO, US A

Wireless Microphones

heard, but understood your every bid call.

Lectrosonics now introduces two new model 18's that set
a new benchmark in quality. The VP18R has all the
features of the original model, plus hi-level input and output
for connecting to other audio devices such as a tape
recorder. Now you can play music through your
VP18R before the auction begins, without

or questions after the auction. The 18R also
has a heavy-duty, rechargeable power pack
that provides 50% more life than the
original VP18. Simply plug in the charger
and your Voice Projector will charge
overnight. Then use the VP18R with
confidence all day . . . your voice will
probably give out before
your Voice Projector does.

VP18R - $295

The economy model Voice Projector 18D
uses nine “D” cell batteries instead of a
rechargeable power pack, has a
Primo microphone, and does not have
hi-level connections.

VP18D - $195

being embarrassed by the quality of the sound.
In addition, record your bids to settle disputes

Plus Power 48R
Amplifier/Speaker

@
2

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

Duane E. Gansz Auction & Realty

For the auctioneer that wants total freedom,
Lectrosonics offers the Freedomike. Each
system contains either a tie-tack mike or a
hand held microphone. Either mike
connects to a miniature belt-pack
transmitter. The frequency-matched
receiver plugs into your existing sound _
system, or the portable PPP48R.
Protective carrying case provided.

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

Freedomike System Two
(with hand-held mike) - $685

Freedomike System Three
(with both microphones) - $750

A )

For the audience that's even
bigger than your Voice
Projector 18R, Lectrosonics has
the Plus Power 48R. It's not
just an extension speaker. With
its own built-in 16 watt rms
amplifier, the PP48R more than
triples your sound output.
And - like the new VP18R -
it’s rechargeable so you don't
have to worry about replacing
batteries.

PP48R - $165

Lectrosonics products for auctioneers are available trom:

Forrest Mendenhall
Mendenhall College of Auctioneering
Route 5
High Point, NC 27263
919-887-1165

Hugh Miller
Curran Miller Auction
Route 3, Box 457
Evansville, IN 47711
812-867-2486

Duane Gansz

14 William Street
Lyons, NY 14489
315-946-6241

Rowland Huey
John Huey & Sons
11660 Parkway Drive
North Huntington, PA 15642
- 412-863-4961

Western College of Auctioneering

Bob Miller
Indiana College of Auctioneering
8846 Holliday Drive
Indianapolis, IN 46260
317-873-4601

Bill Hagen

Box 1458
Billings, MT 59103
406-252-2565

Col. Gordon Taylor

Reisch World Wide College ot Auctioneering

Box 949
Mason City, Iowa 50401
515-423-5242

For prices and delivery information in Canada contact:
Gene Sworin, Telak Electronics Ltd., 100 Midwest Road, Scarborough, Ontario, M1’ 3B1. Telephone 416-752-8575

January, 1980
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'DEALER'S AUCTION

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

Midway between Guin and Winfield, Ala. .‘
Hwy. 78 in Gu-Win, Ala.
for information

| call 205-468-3556 or -2705 |

ALL DEALERS WELCOME

Come BUY or SELL a load!! All merchandise
' sold — large & small lots.

10% Commission on all sales on premises
cash, certified check or letter of credit from

bank. We act as agents only and make no

guarantees of seller’s merchandise.

NO JUNK

Sale managed and conducted by:

Phone: Webster’s Auction Co. Auctioneer:
205-468-3556 Route 2, Hwy. 78 Col. Ray Webster
205-468-2705 Gu-Win, Ala. 35563 Ala. Lic. #174

We Sell Anything for Anyone, Anywhere

Ray Webster, Member: Alabama and
National Auctioneers Association

THE AUCTIONEER



: The Lad:es Auxmary To The
Nat:onal Auctioneers Assecratfon
;__j:;.' . 79-79-80 OffICEfS
- Mrs Leland (lrene) Dudtey, Reute 4 Hampton, fewa'
 50441. Phone: 515 456-4284 - |

. 1sr VICE PRESIDENT: @ @ @
~ Mrs. Charles (Glenda) Johnson, PO Box 46 Sevier-;--'
vnlle, Tennessee 37362 Phene 615 453 8417 L

112 N. Detroit St .
Phene 219 463-2012

LaGrange Induana 46761
 SECRETARY-TREASURER:
~ Mrs. Ken (Marian) Barmcle, 3555 Blueberry Gr., Lake-;__::-;;__

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

DIRE CTORS

TERMS EXPIRING 1982 |

Mrs. Walter (Ruby) Hartman, 12008 Seuth St. Route 122

- - Camden, Ohio 45311. Phone: 513 w0

Mrs. Norman (Kay) Aldinger, Rt. 1, Cleve!and North Da- o

kota 58424. Phone: 701 763-6351

Mrs. W. F. (Eleanor L.) Moon, 12 Lewis Rd., Nerth Attle-'.- |
boro, Massachusetts 02760. Phene 617 761 8003

TERMS EXPIRING 1981

Mrs. Wylie (Joan) Rittenhouse, 9 Derrick Avenue, Union-

~ town, Pennsylvania 15401. Phone: 412 438-0581

Mrs. Charles (Alice) Connour, 9770 Wieterweod Dallas

~ Texas 76238. Phone: 214 348-2838 -

Mrs. Rex (Naomi) Newcom, P.0. Box 458 wmtewater
Kansas 67154. Phone: 316 799-2278

TERMS EXPIRING 1980
Mrs. Martin (Brenda) nggenbotham, 1702 Edgewood
| Drive, Lakeland, Florida 33803. Phone: 813 688-6094
Mrs. Forrest (Betty Jo) Mendenhall, Route 5, Box 395,
High Point, Nerth Carolina 27263 Phene 919 837-_,
1165 |
Mrs. Bob (Ann) W!lllams, P.O. Bex 133 Arlmgten, Wash-
~ ington 98223. Phone: 206 435-3608
~ Mrs. Ed (Jeri) Huisman, 12890 Alabama Road, Galt Cali- :
. forma 95632. Phone: 209 743—2659 | |

lowa Auxiliary Has Three National Presidents

At the Fall IAA Convention the Auxiliary honored
one of its members, Irene Dudley of Hampton, lowa,
who is now the national President. A tea was given
In her honor, and she was presented with a gift. The
lowa Auxiliary also recognized two past national
presidents who are also |IAA Auxiliary members —
Berniece Ritchie and Irene Erickson.

After the Sunday convention meal and afternoon
speaker, the Auxiliary held its own meeting officiated
by Carol Erickson, President. She introduced Dor-
orthy Starr of the Department of Social Work, Wart-
burg College. Mrs. Starr gave a thought provoking
presentation on women and their personal self-
esteem. She stressed the importance of women in
all areas of life, especially women elected or ap-
pointed to public office. At the business meeting,
Mrs. Fran Donnelly was elected president for the
coming yeatr.

January, 1980

How High Can We Reach

Once there was a housewife, young person and
a businessman who all shared a common goal, but
each had good reason to believe that they could not
make that goal a reality. ‘“Who, me?” asked the
housewife, “‘| have no training. What would | say or
do?”

“Who, me?” asked the youth, “| have no experi-
ence. People would laugh at my efforts.”

“Who, me?”’ asked the businessman, ‘of
course, | am much too busy.”

Without adventure into the unfamiliar, there are
no rewards. Without fresh inquisitive minds, there
are no new discoveries. Without sacrifices, there are
no true pleasures or satisfactions.

Each of the three contributed their own vital in-
gredients and worked together. The housewife’s de-
termination, the youth’s vitality and the business-
man’s stability made the shared dream become a
reality.

The above story can describe many auctioneer
families who have worked hard and succeeded.

Life offers many challenges that we must take up
or let pass untried. We must accept each one and
give it our best effort, or we have failed to reach our
full potential. Each challenge is an opportunity but
we can only reach as high as the goals we set.

How high are your goals as an individual? How
high are your goals for the NAA and our Ladies
Auxiliary?

Mrs. Brenda Higgenbotham, Director
Ladies Auxiliary to the NAA
Lakeland, Florida

THREE PRESIDENTS — Mrs. Leland Dudley, center,
present national Auxiliary President with past nation-
al presidents Mrs. Wendell Ritchie, left, and Mrs.
Lyle Erickson, on the right.
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NESS YOU HAVE AND HOW TO GET THE | [l ]
SALES YOU HAVE NOT BEEN GETTING. | LS B
Col. JOE REISCH f’s“ fw“”* ﬁhﬁ" s
(Photo taken Nov. 1978) seen .
Auctismeccring At

10 Books — First edition now off the press e

WRITE FOR FREE BROCHURE == | —-—

Address All Mail To —

Col. Joe Reisch’s Auction Library
Box 850, Dept. NA
Mason City, lowa 50401

THE AUCTIONEER’S LIBRARY & REFERENCE BOOKS

Latest Advanced Methods
For The Professional Auctioneer

The Most Comprehensive Information Ever
Published On Auctioneering

TELLS YOU HOW TO KEEP THE BUSI-

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

Oak
Washstands

The article “Oak
Washstands’’ was
reprinted with
permission from
Dave Kesslers
book, “Across the

Antiques Auction
Block”.

By Dave Kessler, Member NAA

When antiquers talk about the ones they wish
they’d bought, the conversation almost invariably
comes around to old-fashioned oak washstands.

It was only 10 or 15 years ago that these wash-

26

stanas couia pe purchased for $5 or $10 apiece. Just
five years ago they were selling for $20 to $35 each
and some collectors and dealers passed them up.

Washstands Hot ltems

With so many antiques enthusiasts now attracted
to them, even ordinary oak washstands will bring
substantial prices. Oak washstands were made dur-
ing the 1800s and the early 1900s. At that time they
ranged in price from about $2.50 to $9 with the $3 and
$5 examples being most popular.

They were available as a basic part of a three-
piece bedroom suite when the whole set sold from
$15 to $45. The full three-piece suite included a
washstand, bed and dresser. These oak washstands
usually had a towel bar across the back and some of
the more elaborate ones had a mirror mounted beside
the towel rack.

The case of the washstand generally had one
full width drawer, two half-width drawers on the lower
left and a cabinet door on the lower right. Other
variations had two cabinet doors or three-full width
drawers.

Fronts Differed

They were made with straight fronts, bow fronts
and serpentine fronts to match the styles of bedroom
furniture then in vogue. Some featured pressed or
carved decoration and almost all of them featured
ornate cast brass hardware.

Many of these washstands were made of solid
oak, some were made of quarter-sawed oak and lots
of them were covered with oak veneer. The solid oak

THE AUCTIONEER



National Association of
Realtors Convention,
NAA Members Hold Seminar

At the November 1979, National Association of
Realtors (NAR) Convention in New Orleans, NAA auc-
tioneers served as instructors for a Farm and Land
Institute, real estate auction seminar. Moderating the
auction program at the NAR convention was NAA
past president Lyle Erickson.

Approximately 500-600 realtors attended all or
part of the day long, November 12, seminar on real
estate at auction. NAA auctioneer Roger Poppen,
Osage, lowa, opened the program with “Why con-
sider having an auctioneer in your real estate office?”
Hugh Miller, Evansville, Indiana, completed the morn-
ing seminar session with “Public auctions: a broker's
point of view.”

Opening the afternoon portion of the Farm and
Land Institute auction seminar was NAA president
Chuck Cumberlin. An attentive audience heard
Chuck’s ‘““‘Selling real estate at auction.” Kenneth
Erickson, Decorah, lowa, continued ‘“New innovations
introduced to selling real estate at auction.”

A hour long question and answer period closed
the seminar, and many realtors seemed very inter-
ested in the auction method for selling real estate.
State association and NAA membership were fully
explained to inquiring realtors.

The Farm and Land Institute held a 12 minute

CERTIFIED
AUCTIONEERS
INSTITUTE
1980 Courses

Al

March 30-April 5, 1980

Indiana University
Bloomington, Ind.

For application and information, contact: Certified Auc-
tioneers Education Institute, Indiana Memorial Union, Suite
555, Bloomington, Ind. 47405; (812) 337-0706.

——— =

and the quarter-sawed oak examples seem to sell the
best today, apparently because they’re easiest to re-
finish.

Although they were originally pieces of bedroom
furniture, collectors use these oak washstands in al-
most every room of the home today. Some even dis-
play a washbow!| and pitcher on them in the living
room or dining room because they're considered
such interesting and decorative pieces.

Old hands in the antique business lament the
fact that they didn’t store up a barn full of these when
the price was low. However, many young antiquers
think they’ll keep on going up because they're In
short supply and are enjoying demand.

January, 1980

slide presentation on FLI membership. Also, an
Australian auctioneer gave a 15 minute presentation
about selling real estate at auction in that country.
Approximately 70% of all the land in Australia and
40% of all the homes are sold at auction, and sold for
cash.

Commenting on the seminar, one NAA panelist
observed ‘‘there seems to be a tremendous interest in
the real estate industry about public auction and its
potential. It could be a big opportunity for many of
our NAA member auctioneers.” All of the NAA
speakers on the real estate at auction panel are also
members of the Farm and Land Institute, state and
National Association of Realtors, and active in their
state auctioneers associations.

Additions to Your NAA Member Directory

The following names was mistakenly omitted
from the 1980 NAA Member Directory. Please photo-
copy the list and include in your directory under
the appropriate sections.

NORTH CAROLINA

IWANIEC, JACK, 424X Flowers Rd., Elon College 27244

VERMONT

HIRCHAK, THOMAS J., JR., R.D. #3, Morrisville 05661

T R

KWICK ALE :
LErRk O YsTem Guarantee!

Try Kwick Klerk for THREE sales. If not completely satis-
| fied, return unused portions for complete refund!

COMPLETE AUCTION SALE SYSTEM
' $35.00

This system supplies a receipt, check-out slip
and a complete record of the sale with ONE
WRITING! Allows several clerks to make settle-
ments during the sale. Speedy, accurate and
complete. No posting.

QUANTITY

( sheets) 4-Page Clerking Sheets — 10 tickets
on a sheet $20.00 for 100 sheets.

| ( ) Name Imprint $15.00 for one line each
ticket regardless of number.
( ) Bidder Registration and Buyer Num-

ber Cards — 1000 or more $22.00
per M. includes your imprint. (send
copy) Disc. 5% 2M or more. 11x3% "

( ) Bidder Card Imprinter $125.00
| (Uses plastic, embossed drivers li-
cense.)
Here’'s the new modern way to clerk auction sales. One
clerk or two clerks — Use names or numbers. Provides

fast settlement, check-out, receipt and sales total on ONE
sheet. Used by many successful auctioneers, auction
barns and Bankers.

Box 147, 313 Washington
Northfield, Minnesota 55057
RUSH ORDERS 507 645-4407
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RECEIVE COLORED GEMSTONES ON CONSIGNMENT

We have been instructed to dispose of a vast quant- These gemstones will provide interest, color and
ity of genuine gemstones. They are available to you variety to your sales. They are guaranteed genuine
to be sold at your auctions regardless of price and and have been weighed on a jeweler's scale to
without minimum bid. 1/100 of a carat accuracy. All are cut and facted.
We need your help in liquidating these gemstones We need the assistance of approximately 100 auc-
(emeralds, rubies, sapphires, aquamarines, opals, tioneers who sell general merchandise, household
amethysts, garnets, etc.). They will come to you goods or antiques. You need not have any prior
packaged and ready for sale, with a simple invoice experience in selling jewelry to assist us.

to be returned to us when sold. You will receive a

parcel of (20) lots which normally sell for between Please call or write our office as soon as possible.
$800-$1500. Take your normal commission and re-

mit to us by your check. Thank you very much.

Consolidated Equity Associates

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

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

Makes Clerking ructions Eadien

)))))))))))))))))))))))‘

keccececeeeeeeeeeeeeeeecee«

PLEASE STATE SIZE OF % Filing System
FILE YOU WISH TO ORDER . _
100 Slot File * SI.Ipplles Carrier
(Slots—312" deep - 2%2" wide) * Sale Forms
$59.95
100 Siot Fil
(Slois—g" d;eep - 2" wide) * SPECIAL *

559.95 100 Slot 2" File

. Supply Carrier
(ssohtfl_o;%':'!lgeep - 2% wide) 200 Clerking Sheets

$29.95

$99.95

50 Slot File . _
(Slots—2" deep - 2" wide) Supplies Carrier

Illyﬁ.” x 19” x 3% includes F :
Clip Board for sales forms. Sales orms, in triplicate

$19.95 200 sheets (I,200 ) $32.00

$29.95

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

We have the clerking sheets that come in Item No.

triplicate, with three sides glued together.
There are 21 items per sheet. These are HMRER B .
made for the 2" file. We do not make a LN il rﬁwﬁ . | Purchaser

clerking sheet for the 312" by 22" file. . meﬁﬁ,w .

Package of 200 sheets (4,200 Items) . Price

Package of 600 Sheets (12,600 Items)

$90.00

d Click or Motiey Orider's
Telephones—Office (308) 995-8614 Send Clhieek or Money (Oner 1o

Home (308) 995-5098 L U NDEEN SALES FORMS

We pay shipping charges on all items 423 East Avenue Holdrege, Nebraska 68949

This is for the 2" file
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Its message is clear — the Inter-
nal Revenue Service is more than
willing to help with the forms and
the tax reporting. To help you
ask the right questions, THE AUC-
TIONEER, presents a four page
primer on dealing with the IRS.

Of the two inevitabilities, taxes
and the coming of Spring, the fed-
eral government’s Internal Reve-
nue Service stands more than
ready to help you with the first,
while you enjoy the second. As a
matter of fact, the IRS has com-
piled a “Business Tax Kit” which
brings together many of the
necessary forms and necessary
publications to account for your
income and that of your auction
business. In addition to the free
kit, IRS personnel will actually
help you fill out your income tax
forms, as well as answer your
questions through a nationwide
toll free number system. All of
the taxpayer assistance, however,

The IRS At-A-Glance

does not make paying taxes any
less painful, but the help does
make dealing with the IRS a little
less frustrating.

As an information service to its
member/readers, THE AUCTION-
EER visited a local IRS office to
provide the NAA membership with
a starting point for the 1979 tax
paying process. What occured at
the IRS office was an informative
session that outlined the “Busi-
ness Tax Kit’ and answered all
the questions this writer pre-
sented. No, the IRS representa-
tive could not locate any particular
tax requirement or information
that applies specifically to auc-
tioneers. Like many other busi-

CPAs Cite 17 Tax-saving Opportunities

What tax-planning opportunities
are most widely overlooked or
misunderstood by small business?
An informal survey of CPA tax
practitioners has produced a list
of 17 answers to that question.

David A. Berenson, a member of
AICPA’s federal taxation executive
committee, reported on the survey
at a recent national conference on
federal taxes. The CPA’s sugges-
tions include:

® Select an appropriate tax
year, which doesn’t always
have to conform to the calen-
dar year. Most companies
have a ‘‘natural’” business
year determined by model
changes or seasonal busy
and slack periods.

* Opt for the tax accounting
method — cash or accrued —
that best fits your needs and
is permissable in your circum-
stances. For example, al-
though businesses with in-
ventories must use the ac-
crual method, service or sales
businesses may find that the

cash method brings tax de-
ferrals.

* Protect the advantages of in-
stallment sales by remember-
ing to impute interest where
appropriate so as not to inad-
vertently violate the 30-per-
cent limit on payments in the
year of sale.

* Take advantage of last-in-
first-out (LIFO) inventory val-
uation if that can reduce illus-
ory profits.

LIFO to Save on Taxes?

When inflation rages, unrealistic
inventory valuations can cause a
company to pay more income
taxes than it should. This can
often be corrected by adopting the
last-in-first-out (LIFO) valuation
method.

To make the switch to LIFO, in
addition to meeting certain other
requirements, you have to adjust
inventories to cost as of the end
of the preceding year and pay any
additional income taxes that may
result. You also must use only

nesses across the nation, an auc-
tion business and its employees
have the same reporting require-
ments as other service agencies.

What follows in this AUCTION-
EER insert is a brief look at the
contents of the IRS’s ““Business
Tax Kit,” first from the standpoint
of the auctioneer as an indepen-
dent business person, and then as
an auctioneer/employer.

Of the two inevitabilities, taxes
and the coming of Spring, you
certainly deserve to enjoy the sec-
ond, but with the first, you deserve
all the help you can get. To begin
with, take a look at some tax sav-
ing opportunities that might have
possibilities for your auction busi-
ness.

LIFO in financial statements in the
year of the change and thereatfter.

Although it is not necessary to
get advance |IRS permission to
change to LIFO (simply file appli-
cation form 970), you must get the
IRS’s approval of a subsequent
switch to another inventory valua-
tion method.

* |f on the accrual basis, con-
sider accruing employees’
vested vacation pay. Also
real property taxes related to
a definite period.

e Determine whether it's better
for you to depreciate or ex-
pense small tools and ma-
chine parts.

e Explore whether you qualify
for tax deferment as a Do-
mestic International Sales

Corporation (DISC).

e When redeeming stock, do it
in such a way as to produce
capital gain rather than divi-
dend income for the share-
holders, if that best serves
them.

* Look into the exceptions to
rules governing under-pay-
ment of estimated taxes; you

Continued

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




Self-employed and Paying Taxes 1) This four page pamphlet

gives you the recordkeeping
basics, as well as a listing of just

scHepute ¢ | Profit or (Loss) From Business or Profession about every IRS publication you
a) (Form 1040) (Sole Proprietorship) may need.

epartment of the Treasu Partnerships, Joint Ventures, etc., Must File Form 1065. . ; N

?"‘l:f:ﬂ R:“:utuh Szwir-ﬂ ’ p Attach to Form 1040. P> See Instructions for Schedule C (Form 1040). 2) NOt On'y W'” y0U flnd ex

ample forms filled out for easy
reference, but #587 has a ‘“Work-:
sheet for Computing Deductions

P) scuepuLE se Computation of Social Security Self-Employment Tax for Business Use of a Home,” very
(Farm; ‘1 930) B Esch seif-employed person must file a Schedule SE. | Attach to Form 1040. useful for organizing records and
Interal Revenue Sevics© | o See Instructions for Schedule SE (Form 1040). information.

3) Here again, example forms
are filled out for you following a
C) Department of the Treasury—Iinternal Revenue Service L deta”ed eXp|anat|0n Of What,S de"'

: = eclaration of Estimated Tax for Individuals ductable and what is not.
"'1 040 Es . 4) This booklet, like many other

IRS pubs, is a more detailed dis-
l cussion of information someplace

D o 3468

Department of the Treasury
Internal Revenue Service

Computation of Investment Credit else. If you need more facts after

> Attach to your tax return. you read the ‘“Instructions for

S —— Form 3468 (computation of in-
vestment credit), consult #572.

5) Here’s an excellent source

: - costof theacg.  fOr |[RA information — how to set
ﬂ®78 S TR S KT of the substan  Up an individual retirement ac-
, Internal Revenue Service his o esnyt | COUNE, retirement savings for
a) (1) used mainly ou Marrieds, tax-free transfer of
. (2) Owned by or le: _
Instructions for Form 3463 organization, u  1UNS, and more
(3) qungd by or lea
Computation of Investment Credit ) ;};ﬂﬁm{n;gﬁ“ Reference Publications
(a) The propert
rant, 1S u¢
Forms ) Publication 552 Publication 587
1) 2
a) You're using this form to ar- : .
rive at a net tax on your business Eem:dkeepltrs'g BUS|ness Use
earnings. The 1040 Schedule C uirem
iIs for sole proprietorship busi- eq en Of Your Home
nesses; partnerships, joint ven- and 2 GUIde
tures, and others must use form
1065. to Tax

b) As an independent business
person, you're paying self-employ-
ment tax. Its limits and require-
ments are the same as social T
security. Publication 463 Publication 590

c) In years past, individuals

Publications

depositing their tax (which then .

earned 7-83% % interest) and sub- Travel! Tax Infonnatlon

sequently paying the tax late plus 7 -

6% penalty, thereby making a En;ertalnment’ on |nd|V|dua|

small profit. Use this form each an g

quarter to pay your tax because . Retlrement

the IRS penalty is now 12%. Glﬂ Expenses Arrangements
d, e) Here's your opportunity to

compute a direct credit against o

your tax liability. The instruction 5) Publication 572 Introduction

sheet provides good information It you acquired new or used depreciabl

on making very important decision property for use in your business and placer

the property in service during the tax year, o
made qualified progress expenditures, you ma'
qualify for the investment credit discussed il

— to bu_y something which you Tax Informahon
can sell in two years, or invest in on lnvestment R o EAEa1iE A, SN SRty RO

something which you can claim or constructed after September 1978 may qual

ati " ify f additional investment credit that i
?neopf':CIatlon for th e years or Credlt :yetmnn::separatoly from the regular invest,
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Application for Employer Identification Number

(For use by employsrs and others as axplained In the Instructions)

Form 9S54 (Rev. 3-79)
a Department of the Treasury
Internal Revenue Service

The Auctioneer As Employer

b) s~ W-4 Employee’s WithholdinF Allowance Certificate
a . (Rev. December 1978) _ (Use for Wages Paid After December 31, 1978)
2 CerUIar E ' I E Su Iement This certificate is for income tax withholding purposes only. It will re-
) Ircu a r pp Resstitagh of 1he. Tratsury main in effect until you change it. If you claim exemption from withholding,
you will have to file a new certificate on or before April 30 of next year.

Employer’s Employer’s ol i S
Tax Guide Tax Guide

For "Privacy Act"” notice see back of form.
B e oo gl new rertificate, Check the '
4) Publication 505 Publication 539

Intsoduction d) .. 941

{Rev. July 1979)
This publication discusses the rt Deurlmtnl’rul the Treasury
Intein ue
for withholding income and soci

Employer’s Quarterly Federal Tax Return

al Reven Service

o

-

Tax Information Tax Information

or business or held for the pr

Instructions for

Withholding Withholdi taxes from your empioyees’ wage
holding of income taxes from and t
| i .
and Taxes and soushi ot g e) -~ 941¢ Statement to Correct Information
ments for Federal unempioyment (Rev. July 1978) Previously Reported Under the Federal Insurance Contributions Act Page
D la I- O' R Ii filing In eslpeirdions g ~chadng sl (See the explanation on the back of this form) No.
I ng sons other than employees are COPY A For Social Security Administration
Estimatw Tax R i G length. 17 Employee’s address and IIP code *See Instructions for Forms W-2 and W-2P and back of Copy D
: SR AT R
ﬂu rmen To help the reader to establish f) Faor w_2 Wage and Tax Statement 1979 Department of the Treasury—Interna
Do Mot Cut or Separate ronns op Ty Hags
[ . i i 0157 0" b el G b 0, B % 00-0000). Wh list ber, pl F Identif el
6) Publication 535 ERRNCRMGN Se5 e Ly SR e o Ul S Rl o A i
Depreciation is a means of nternal Revenue Service the kind of number. See Form 3435, Pay- which information document it 1
's R t for Identifying Number, f ol -
investment in property that has 1]@79 Er:r;e Iz?;rf‘f!:latlﬂn:i. e doﬂnﬂcﬁ ieedE;EpS;iE&igté;g:iT
more than a year and that is use Sole proprietors who are payers should  ber s assigned by the State. Cor

show their employer identification number  State for further information on it
on the statements they prepare. But a Box 3.—Show the employer's

come. ) payer who prepares a statement showing
s u o - - . _ dress, and ZIP code. State and
on Business on Depreciation ™o oo 9) TS W2 ang WZF fomt o s someier o ave - gend e i o
rehabilitate low-income rental hc
Ex nd the rules for the Class Life Asse
mm a Range (CLADR) System and (
. System are discussed in this pu
Operatlng It income-producing propert h) Form 940 Employer’s Annual Federal
used in a trade or business has : Department of the Treasury
Losses 96 wihich can be delemvined or B e Unemployment Tax Return

Reference Publications

1, 2) The Employer’s Tax Guide
is especially helpful because it de-
fines who is an employee, what is
a subcontractor, and provides
facts on employing family mem-
bers, non-resident aliens, etc.
Consult the Circular E pubs and
supplements for a basic guide to
being an employer. Also, check
with the IRS every 6-8 months for
Circular E revisions.

3) For both auctioneers as sole
proprietors and auctioneer/em-
ployers, #505 explains self em-
ployment tax and estimated in-
come tax. |

4) Here’'s a condensed version
of the Circular E information.

5) Consult this publication for
an in-depth discussion of special
as well as ordinary business ex-
penses and operating losses.
Booklet contains helpful operating
loss worksheets for organizing in-
formation. ,

6) Discussing all the ways to
claim depreciation, #534 shows
you how to keep the records and

Small Business

timated, you may deduct its cos!

suited to the purpose and nature
ness that will clearly refiect incoms

of your bookkeeping system, you
books of account or records (inc
tory records) must clearly estat
_your gross income, but also_yoL

make the decision that can in-
fluence the amount of tax your
company pays.

7, 8) Both of these booklets are
a good start. For more specific
information, consult other publi-
cations. In #583 you’ll find infor-
mation on how long to keep pur-
chase records and similiar re-
ceipts, also what you need to sub-
stantiate a deduction, and more.

g) Here’s your instructions for
submitting W-2’s. If you have any
questions, don’t call Social Secur-
ity. Call the IRS.

h) You’re filing this information
once a year, and there are deposit
requirements after a certain num-
ber of payrolls. Specific local
State unemployment tax informa-
tion is required to complete this
form.

Name (as ishad from trade nama) Calendar Year B :;
8) Publication 538 Publication 583 Introduction ooy . o 1978 .
Everyone engaged in a busine: necessary i e Employer Mentification number il
to maintain records that will en change TR K
Tax Information Recordkeeping =i e i v 4
on Accounting for a WL R v

Periods and
Methods

Forms

a) In the coming year, if you are
to become an employer, you'll
need to file for an IRS identifica-
tion number. The |IRS answers
back in 3-5 weeks.

b) Given to each employee
when they are hired, the W-4 is
also good employer protection.
You’'ll use it to show that you with-
held the correct amount of tax.
Keep all W-4’s for auditing pur-
poses, and for IRS purposes save
the W-4’s for four years.

c) This form is new as of July
1979. However, this advance pay-
ment of tax certificate must be re-
quested by the employee.

d) Follow the enclosed deposit
instructions for depositing with-
held income tax, plus employer
and employee FICA taxes. There's
a penalty for not depositing each
quarter.

e) Correct your quarterly fed-
eral tax return at any time by using
form 941C.

f) W-2’s are printed three on a
sheet and must be made available
to your employees by January 31.
When submitting a group of W-2’s,
and you have only the top one
filled out on a sheet, don’t tear that
one off. Send in the entire sheet.




Three Most Helpful — IRS Pubs You Can Really Use

Of all the items contained in the 1) Department
IRS’s ‘““‘Business Tax Kit,” these of the

Tax Guide

: Treasury
three might be the most helpful to @
the auctioneer businessperson. E:“:;Ea:'e fOI’ Small BUSIneSS
rvi

1) The “Tax Guide for Small
Business” is a comprehensive
publication that covers taxes from
the prospective of the individual
business. Not only can you use
the 192 page book as a single
source of information, but it's also
a guide to more detailed informa-
tion found in smaller IRS publica-
tions. Whether you are organized
as a sole proprietor, partnership,
corporation, or Subchapter S cor-
poration, IRS pub #334 is your
basic guide to paying taxes.

2) If you ever encounter the
problem of yourself as employee

1979 Edition

Manufacturers, retailers, and iss:
eign insurance policies liable for
$100 of excise taxes for Novembe:
not required to make semi-month
must deposit such taxes with a dep
Form 504.

2) Publication 509 Tax Calendar

You should take the action indicated on or
before the dates listed later. Saturdays, Sun-
days, and legal holidays have been taken into
account, but local banking holidays have not.

Your required deposits of income tax with-
held, social security taxes, Federal unemploy-
ment taxes and excise taxes must be deposited
with an authorized financial institution or a Fed-

ol PMacam = kaxl. M. aal oo o f -

Tax Calendar
and Check List
for 1979

Excise taxes on amounts billed by
viding communication or on tickets
sons providing air transportat
October or such excise taxes colle

Information for Use in Determining Whether a
Worker Is an Employee for Purposes of Federal

3) Form 33'8

(Rev. Sept. 1977)

Department of the Treasury
Internal Revenue Service

or subcontractor, and there is a
dispute, you and the seller must
fill out Form SS-8. The IRS will
then determine whether or not you
are an employee.

3) Getting the right IRS forms
submitted at the right time of the
year, and of course, depositing the
right amount of money, can be an
enormous problem. This simple
12-page booklet is a game plan
for successfully getting through
the year with all your taxes paid.
With #509 on your desk, you know
what’s expected of your auction
business, and when it's expected.

Any questions? The Internal
Revenue Service has a national
network of toll-free telephone
numbers to answer any question
about filing your business or per-
sonal taxes. You can also make
an appointment with IRS person-
nel to help you fill out your respec-
tive IRS forms. The IRS will not
add up your payroll, but it will help
you complete the reporting forms
if you bring the various pieces of
information to your local IRS of-
fice.

CPA Tax Tips . . .

might be able to avoid costly
penalties and increase cash
flow.

®* Choose between carryback
and carryforward treatment of
net operating losses. In car-
rying back, make sure you
don’t include a year in which

Employment Taxes and Income Tax Withholding

capital gains were recognized
If future ordinary income is
anticipated.

® Pay any accrued salaries,

bonuses, business expenses
or interest owed to majority
stockholders within 2V
months of the close of the
corporation’s fiscal year, or
risk losing the deduction per-
manently, even though the re-
cipient remains taxable.

If the corporation has high
costs of sales and other pas-
sive-type income, watch out
In a bad year that it doesn’t
Inadvertently become cate-
gorized as a personal holding
company subject to a penalty
tax. If it does become so
categorized, your CPA may
be able to recommend steps
to avoid imposition of the tax.

On tentative carrybacks,
choose between use of the
‘quick refund claim,” which
IS generally more favorable,
and filing an amended return.

When buying fully taxable
bonds at a premium, decide
at once whether you want to
offset part of the interest In-
come by amortizing the pre-
mium.

Where there is a choice, de-
cide whether to expense or
capitalize research and ex-
periment costs; franchise,

trade-name and organization-
al expenses; and certain car-
rying charges.

® Be prepared to substantiate
inventory markdowns and
prove they are not excessive.

®* Be sure the depreciation you
claim is backed by evidence
supporting the useful life
given.

Your CPA can help you deter-
mine which of these elements may
be appropriate to your business.

(The CPA tax saving measures
were provided by the NAA’'s ac-
countants, Ueberrhein and Yeager,
Lincoln, Nebraska. The tax tips
appeared in monthly AICPA publi-
cation which contains this mes-
sage, ‘““‘the Bulletin does not have
any official authority and the in-
formation contained therein
should not be acted upon without
professional advice.”” Copyright
© 1979, CPA Client Bulletin,
American Institute of Certified
Public Accountants, Inc.)

Article by Gary Carmichael, NAA
Director of Association Services



Here’s the Auction

Unit for the 80’s!

This outstanding auction van is the newest breakthrough in enclosed auction-
eer/clerking mobile units . . . THE BEST ever made available in this country.

COMPLETELY SELF CONTAINED with 5 speaker built-in

sound system, large gas furnace with fan, inside toilet,
large storage cabinets.

CLERK, CASHIER, AND AUCTIONEER are together at all
times . . . easy access cashier counter and window.

y HEAVY ALUMINUM BODY construction, 460 Ford van with heater and air conditioning.
HAVE ONE 1979 DEMO IN STOCK . . . WILL DISCOUNT!!!

Contact: BASS AUCTION CO., :
501, 1st Avenue South
Lewistown, Montana 59457

L R

A

Call:  406-538-8709 days
406-538-1616 nights

January, 1980 29




Successful Auctioneering Across the Nation

Industrial Park Named for Ericksons

Following a ground breaking ceremony for the
first plant to be constructed, a Cresco, lowa, indus-
trial park was officially named for NAA past president
Lyle Erickson and his wife Irene. For their efforts in
helping to create the industrial park, the Ericksons
received a large hand cut glass bowl with engraved
bowl stand. Lyle and Irene had sold the land to the
Cresco Industrial Development Corporation for a low
price, low down payment, and very favorable yearly
payments.

The first manufacturing plant, which wiil pro-
duce aluminum stock trailers for distribution through-
out the Midwest, will initially employ 50 people and
expand up to 150 employees.

(Information and photo courtesy HOWARD COUNTY
TIMES PLAIN DEALER, a Cresco weekly newspaper.)

River Vessels Sold at Auction

In October, World Wide Auctions with NAA auc-
tioneer Chuck Marsh conducted a non-bankruptcy or
non-admiralty sale of two river vessels — towboats
— and announced the sale as a definite success.
Buyers came from as far away as Abu Dauhbi to bid
on vessels and related equipment at the Charleston,
West Virginia auction. The client did not wish to re-
lease the gross amount of the sale, but received
115% of the purchase price for the vessels and equip-
ment.

Sold were the motor vessels ‘“‘Jesse Barr” and
“Port of Brownsville’’. Spare parts valued at over a
million dollars; heavy equipment and one covered
barge converted to a floating workshop were also
auctioned. World Wide is convinced that there is a
market for river vessels and marine equipment and
has signed contracts for future vessel auctions after
the first of the year.

30

DEDICATE PARK — New industrial park for Cresco
was officially dedicated Friday in honor of Mr. and
Mrs. Lyle Erickson, who sold the tract of land to the
Cresco Industrial Development corporation at a “low

price’’. Actual sale took place several years ago
but the first firm to locate in the new park has begun
construction of a plant. Dale Turnmire CIDC presi-
dent, is shown at the left making a presentation gift
to the Ericksons.

Reppert School of Auctioneering, Inc.

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

Founded in 1921

Decatur, Indiana

Box 189 46733 AC 0033

% Auction Supplies %
Write for Samples and Prices

Superior Printing 334 Riverside Blvd.
Loves Park, Illinois 61111
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Benefit Auctions Succeed in High Point

Past NAA Director Forrest Mendenhall and the
Mendenhall Auction Company conducted two benefit
auctions, equally successful but varied in kind. On
behalf of the Piedmont Ducks Unlimited, the Menden-
hall auction staff netted $18,000 for the Piedmont
chapter. The money will be sent on to the national
organization which helps preserve the duck popula-
tion of North America.

For the Rotary Club of High Point, North Caro-
lina, auctioneer Mendenhall was part of an annual
barbeque and auction which grossed well over
$20,000.

Auctioneer, it’'s a fact . . .

Farm size continues to increase, leading to a con-
centration of farm production in the hands of the
larger operators. This group now represents about
2% of all farms but accounts for 40% of all farm
production and 18% of total net farm income.

FARM & DAIRY

According to the Associated Antique Dealers of
America, Inc., the antique business in this country Is
now a four billion dollar a year industry.

ANTIQUE & COLLECTORS MART
r——f — —
inThe NewYorkTimes!
Speak UP weekdays and Sundays and
get in touch with more than half-a-million
adults in the Northeast who participate in

| company purchasing decisions of $1,000
Oor more.

Speak UP and reach more than |
4,200,000 Sunday Times readers...more |
than 2,700,000 weekday readers...coast to
coast.Their median household income is
| well over $25,000.They can afford to buy
for both personal and investment reasons.
Tell them what's going on the block and
they’ll make it their business to bid.

Che New Hork Eimes

TEL. (212) 556-7221 |

win e I T - _—

January, 1980

AUCTION FORMS

IMPRINTED WITH YOUR NAME &
NUMBERED OR NUMBERED ONLY AS LISTED

ALL CLERKING TICKETS - 3 copies 82" x 11 NCR
12 on or 10 on - not numbered - 250 sets $22.50, 500
sets $43.50, 1000 sets $85.00.

CLERKING TICKETS - 10 on or 12 on - Imprinted your

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

CLERKING TICKETS - 10 on only - Numbered 1 to 1000

100 sets $18.00, 200 sets $35.00, 500 set 65. |
1000 sets $100.00. sets  $65.00,

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

ALL FORMS LISTED UNDER THIS HEADING are 84"

x 11 sold in pads of 50 each pad at $1.75 d,
10 pads at $1.40 each, 20 or more pads at $l% E:ch

pad. Not numbered.

CLERKING SHEETS . CASHIER'S STATEMENTS

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

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

CLERKING SHEETS - BUYER’'S REGISTRATION

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

TAGS Cardboard 2'2 x 5V2* - 3 part perforated, hole
;2 Ot%% 1000 tags $9.50. 2000 tags $18.00, 5000 tags

TAGS - Form No. EATN-26 - Cardboard 212" x 51"
numbered 1 to 1000; 1 numbers; 3 part perforated: hole

at top, 1000 tags $18.50; 20G0 tags $36.00; 5000 tags
$85.00.

WIRES FOR TAGS - 12” long -
1000 wires ........ $9.00 5000 wires ........$42.50

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

TAGS - Form No. EATCBN-36 - Sticky Back - 212" x 5”,
no wires needed, peel off and stick on; 1 numbers, 1000
tags $30.00; 2000 tags $55.00; 5000 tags $125.00.

BUYER CARDS - Form BS-20 3%* x 7" - 1000 cards
$7.50, 2000 cards $14.00, 5000 cards $32.50.

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

BUYER CARDS — No. BCND-50, Numbered 1 to 1000
1"’ display numbers; 1000 cards $25.00, 2000 cards $40.00,
5000 carsd $85.00. NO NAMES

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

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

STOCK YARDS PRINTING CO.

1613-A Genesee, Kansas City, Mo. 64102

31




ey Chanbie gayg
DEALER AUCTION ____ DEALER AUCTION
MONDAY 10 AM “::5_ MONDAY 10 AM D

Every MONDAY 10 A.M.

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

PHONE (404) 234-5946 PHONE (404) 2329174

This is an absolute auction and is for the Disposal of Bankrupt Goods - Over-
runs - Dead Stock - Unclaimed Freight - Salvage - Import Goods - etc.

ALL NEW MERCHANDISE SOLD — LARGE AND SMALL LOTS

NO JUNK

NOTICE
We now have a complete stock of 8 TRACK STEREO TAPES For Sale.
Original Artists and Soundalikes - Country Western - Gospel - Pop - Rock
Soul - Bluegrass All Guaranteed - All Legal. $1.25 Each

10 PERCENT COMMISSION CHARGED ON ALL SALES ON PREMISES

Terms of Payment: Cash or Certified Check

We Act As Agents Only and Make No Guarantees Of Seller’'s Merchandise

For More Information Call Charlie Gay (404) 234-5940
GA. AUCTIONEER LICENSE NO. 129

l |
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MISSOURI AUCTION SCHOOL class of November, 1979. Instructors seated front row, starting fifth from
the left: Dean Cates, Bill Morgan, president Dick Dewees, Gary Ryther, registrar Boyd Michael, Bing Car-
ter, and Dale Vaughn. Instructors not present: Chuck Cumberlin, Dave Kessler, Verlin Green, Robert Pur-

inton, Wayne Allen, and John Wood.

Auctioneer, it’s a fact . . . pounds of vegetables other than dry beans and peas,
348 pounds of dairy products, 49 pounds of chicken

According to the USDA, an average American in a and turkey, and 81 pounds of potatoes.

year’s time will eat 155 pounds of red meat, 136
pounds of fruit and juice, 17 pounds of melons, 156 FARM & DAIRY

> TP o~ - - L _\®

q** For That Antique, Estate

=) 2= - or Collector's Auction

Qﬂ C Be Sure to Use
The Weekly

H-STATEXTRADER

! Phone (317) 345-5133
e 100’000 i Weekly. P.O. Box 90T A, Knightstown, Ind. 46148

FOR A CROWD OF GOOD BUYERS
Reasonable rates.

Circulated primarily in Illinois, Indiana, . .
4 4 P Auctioneer Discount plus 5% early payment discount

tucky, Michigan, Missouri, Ohio, Tennessee, West '
Virginia, Wisconsin, Western New York, and Normal Ad Deadline: Every Wednesday, 9:00 a.m.,
for Monday delivery. Ads accepted until 8:30 a.m.

Western Pennsylvania. * :
Since 1968 the Tri-State Trader has had more an- E.S.T. Friday, small surcharge if not reserved by
Wednesday or postmarked by Tuesday.

tique auctions for the East-Central States than any _ il
other publication in the world! Results guaranteed Delivered every Monday in primary states

? or no pay! (Inclement weather excepted). Ask for a

show of hands. Yes, we're that sure! Free Samples Sent to Auctioneers on Request
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State Association Reports
New York State Holds Annual

The 1979 Annual Convention of the New York
State Auctioneers Association, Inc. was held on
November 4th and 5th, in Saratoga Springs, New
York. In attendance were approximately 125 auc-
tioneers and families, who enjoyed a most interesting
convention.

Some of the highlights of the convention were
speeches and seminars conducted by members of
the National Auctioneers Association. Past NAA
president Wylie S. Rittenhouse conducted a seminar
on selling real estate at auction. Another past NAA
president Harvey Lambright greeted the New York
delegation for the National Auctioneers Association.

A major event of the convention was the award-
ing of the coveted NYSSA Auctioneer of the Year
Award. The 1979 recipient was Pete Murray of Ball-
ston Lake, New York. He and his wife Betty own and
operate the Northway Exchange, the largest auto
auction in New York State. Pete Murray has served
as a past president of the NYSAO and a past NAA di-
rector, as well as speaker for the National Auto
Auction Association.

The NYSAA officers for the 1979-80 term are:
president Raymond H. Allen, Sr., first vice president
Robert Mason, second vice president Dorothy Knapp,
and secretary-treasurer Duane E. Gansz. The new
officers were installed by past NAA director Marvin
Smith, with official responsibilities taking effect im-
mediately.

In other business conducted, the convention
mover to enthusically support Duane E. Gansz as a
candidate for NAA director nomination. Col. Gansz
has been active in the auction business for over 24
years, and attended his first NAA convention in Buff-
alo, New York in 1958. He has served as past presi-

NYSAA SECRETARY-TREASURER Duane E. Gansz
with Wylie S. Rittenhouse and wife, Joan. Ritten-
house modeling a valuable seal and leopard skin

coat that was seized from a New York City retail
outlet.
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dent and is secretary-treasurer of NYSAA.

The convention had a most interesting speaker
from the New York State Department of Environment-
al Conservation. Lt. Donald Brewer, Officer in
Charge, spoke to the group in regard to selling Amer-
ica’s wildlife at auction. He brought with him samples
of scrimshaw, tortise shells, furs, stuffed animals and
birds that were being illegally sold throughout New
York State at retail stores and at auction sales. He,
described how to identify controlled items and how’
to obtain permits to legally handle their disposition.

His talk was greatly appreciated by NYSAA members.
At the close of 1979 NYSAA the entire group
was invited to tour Northway Auto Exchange.

1979 NYSAA Auctioneer of the Year Pete Murray and
wife Betty.

NORTON of Michigan.]

IS SYNONYMOUS WITH SUCCESSFUL

AUCTIONS

MAY WE BENEFIT YOU?

We are a full time professional auction organi-
zation of proven professionals specializing in the

nationwide sales, at auction, of museums,
amusement parks, arcade-coin and gaming
device collections, western towns, theme parks,
unusual real estate properties; exotic animals,
horse drawn vehicles and out of the ordinary
commercial & industrial interests. Cooperating
fully on a commission or paid fee basis with
auction firms, trusts, banks, realtors and
principles since 1966. Our services include a
large full time trained staff, national computer-
ized mailing lists, in-house advertising agency,
tents, mobile field offices, set up personnel and
years of invaluable experience. Both you and
your client could well benefit by talking with our
team. Many, many others have. Contact Mr.
David A. Nortorn, President.

The Selected Auction Co.

NORTON AUCTIONEERS INCORPORATED
A FULL TIME PROFESSIONAL AUCTION CORPORATION

—J AUCTIONEERS ¢ LIQUIDATORS ¢ APPRAISERS

273 MARSHALL AT NORTON COLDWATER, MICHIGAN 49036

PH.517-279-9063 OR MOBILE 517-368-558
NATIONALLY RECOGNIZED AWARD WINNING AUCTIONEERS
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NHAA Celebrates 25th Anniversary

Merrimack, New Hampshire — The new Hilton
at Merrimack was the site of the recent 25th anni-
versary meeting of the New Hampshire Auctioneers
Association. Formed in 1954 to promote the auction
profession and the public it serves, the NHAA’s mem-
bership includes almost all the active auctioneers in
the state. The association has been instrumental in
sponsoring legislation for consumer protection and
the regulation of auction licenses.

NAA President Chuck Cumberlin attended the
anniversary meeting as special guest. Speaking on
the selling of real estate at auction was Dave Kessler
of New Paris, Ohio. Also participating in a seminar
type meeting was attorney Gregory Michael, legal
cl$u?sel to the NHAA, who spoke on auctioneers and
the law.

Special guests included members of the New
England Council of Auctioneers whose members are
the presidents and secretaries of the auctioneer as-
sociations in the six New England states. Mutual
problems in the profession were discussed, and all
council members participated in a round table dis-

AUCTIONEERS IN ACTION were Joe Barber at left
who donated the bicentennial quilt which sold for
$100, Wayne Mock anticipating the next bid, and
Larry Gray.

IF you have a deluxe auction gallery
”: it is in @ metropolitan location
I F your gallery is not having a sale every day

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

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

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

Call John Suarez, Director, ARTauction
associates™ at 404-428-5760 or at our 24hr
message center 800-824-7888 ext. A3207/; In
Calif. 800-852-7777; in Hawaii & Alaska 800-
824-7919: Int’| 1-916-929-9091; Telex: 542198
Cables: Suarez, Atlanta. Member: National
Auctioneers Association.

January, 1980

cussion, answering auctioneers’ questions from the
floor.

Monica Skiathitis, Miss New Hampshire, pro-
vided her own special welcome to the auctioneers
and stayed to enjoy the special banquet and dancing.
A fun auction of donated items raised $1,125 for the
National Auctioneers Association to start a national
promotional fund for the NAA. Top price was $200
for an NAA belt buckle auctioned by President Cum-
berlin. .

Emory Sanders of New London was chairman of
the event which was pronounced a great success by
all who attended. It was the first convention to be

held at the Hilton which had opened only three days
before.

NEW LOOK in New Hampshire auctioneers is best
exemplified by Lynne Pattridge of New Hampton at
left, and Bonnie Reamon Geno of Newport.

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

Approved by Texas Education Agency
The School of Distinction
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CELEBRATE SHELDON CORD"S

$2,000,000 SUPER DEALER SALE. OPEN 7 DAYS.

DON'T WASTE TIME! BRING YOUR CAR OR TRUCK AND LOAD-UP. OPEN EVERY SATURDAY & SUNDAY 9 A.M. to 4 P.M.

e UNBEATABLE PRICES < UNBEATABLE VALUES -
CASH & CARRY CASH & CARRY

In-Dash AM/FM

DELUXE Deluxe 8 Track
40-CHANNEL 8-Track o 21-Pe. '
CB UNIT AM/FM Cassette Vo'’ and W’ Deluxe Men's
with Player/ Turntable Car Stereo, Socket Wrench Deluxe 6 Function
LED Readout e Deluxe Model Set in Display 8-Track W l
'A ; '.': NO- mo Ea' saa'gs c." c-r s*.r“ Lm M
H."E , Ea. $79.95 Set $5.90 or Chiiatta Electronic
Sque ontro with Speakers Quartz Watch
Ea. $39.90 Ea. $18.50 Ea. $10.95

LADIES’

BIC Deluxe Adults
Carded LD Novelty
Lighters Quartz Watch 1-1-F Watch Deluxe GUTTER
CB TRUNK sa Ea. $11.95 Ea. $6.23 MOUNT
Gross $54.00 Heavy Duty
and CB ANTENNA
ROOF MOUNT COPPQI' Clad Packed 20
ANTENNA ORDER DIRECT FROM THIS AD — SEND CASHIER’S check, Cookware Set €
Ea. $3.60 money order or certified check for immediate 24-hour service. to Carton
Packed 20 SORRY, NO PERSONAL CHECKS. Best in prices-service-quality. $11.95 Ea. $3.00
‘e a case Minimum order accepted $50. Servicing the wholesale trade for R

over 25 years. All merchandise shipped F.0.B. Chicago. All mer-
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chandise is brand new and comes with a factory guarantee. Men's and Ladies’ Sunglasses .................... Doz.§ 3.90
Large Size Grandh'l::hor Clock .......c.ccoeeeeeeee.. Ea. $ 11.90
. Large Grandfather Clock w/Chime..................... $ 10.90
e e T POOL CUE SPECIALS sabried Cutured Poar Pordants .o.D0z. $ 1200
Ea.$ 4.95 SOLD IN DOZEN LOTS ONLY Beautiful Star Sapphire Pendants................Doz. $ 16.50
Ladies’ Gold Watch with Expansion Band ......Ea. $ 6.50 Beautiful Asst. Cocktall Rings - in Display ...Doz. $ 5.00
Men'’s “‘Skin Diver’’ Watch with Calendar ......Ea. $ 6.50 Disposable Lighters................cc.ccc.evennn. 2Doz.$ 7.50
Ladles’ Nurses Watch with Band.................... Ea.$ 6.50 Ass’t. Rhinestone Earring & Neckiace Set ...Doz. $ 24.00
Ladies’' Fashion Watches.............................. Ea. $ 10.00 Trick Brandy Glass—Hot Seller! .................. Doz. § 4.50
Ladies’ or Men’s Watches .................. Ea.§ 7.95 Ronson C tte/Vanity Case set .............. Doz. $ 19.00
Ladies’ Date-O-Matic D&D Watches .............. Ea. $ 10.00 8-Track & tte Car Player (Combination).Ea. $ 29.95
Men's 17-Jewel Calendar Watch—Swiss ........ Ea.$ 9.50 Beautiful Super Star ‘‘Nothing’’ Necklaces ..Doz. $§ 3.00
Ladies’ SEIKO Look Watch with Calendar......E2. $  9.50 Boor Cue Set...........ccocunrvenencneennnnne Doz. $54.00 Deluxe Phonograph-Radio Comb................... Ea. $ 16.50
Ladies’ BRILLIANT CUT—HAND SET Pool Cue Carrying Case........................ Doz. $24.00 Not NockInewS ..o cumiaunnnaninsnes Doz.$ 1.50
173 STONE WATCH........cocvrrirrnrrrrnnrnenenn. Ea. $ 13.50 Cadillac Eidorado Noveity Radio.................... Ea.$ 7.50
17-Jewel Hunting Case Pocket Watch............ Ea. $ 19.00 17-Pc. Antique Coffee Set - Boxed................ Ea. $ 14.50
Mon's Asat. Stone Watches ... ... Ea.$ 7.50 TOOLS 144-Fe. Indien Jemekry Displey inciudes ‘ sa5s
Ladies’ HEART SHAPED WATCH .................. Ea.$ 8.5 40-PC. COMBO METRIC & REG. eckiace, Bracelets, Earrings & Rings ............ :
Ladies’ Deluxe L.C.D. Watches..................... Ea. $ 15.95 SOCKET SET .......coonsmureunensosnssisissisisisisssiiss Ea.$ 675  Giant Size Electric 3-D Picture...................... Ea.§ 890
Men's Deluxe L.C.D. Watches ...................... Ea. $ 14.95 50 Ft. Drop Cords—Al Copper Wire............. Doz. $ 24.00 Diamond Cut Crosses ................................ Doz. § 3.50
2-pc. Perfume Pen & Pencli Set .................. Doz.$ 9.90 100 Ft. Drop Cords—All Copper Wire ............ Ea$ 300 40 Channel Citizen's Band Receiver with
. French Leather Gift Set ..................... Doz. $ 18.00 7-Pc. 2-Fisted Screwdriver Set................ PerSet$ 2.65 Deluxe AM/FM Radio.................coeunnennnee Ea. $ 10.90
Men's Wallets, BOxed.................cooovvvnnnvee. Doz.§ 6.90  29-Pc. SOCKO SOt ..........ooeooeeeemeeeseeneraenenaes Set$ 690  Men’s Cotion-White Tee-Shirts .................. Doz.§ 9.9
Trucker's Cowhide Wallet A0-PC. TRD & DIO SO ..noveoeeeeeeeeeeeeeeesereesnns Ea.$ 9.75 Men’s Cotton-Colored Tee-Shirts................. Doz. $ 10.90
w/5 Compartments ..................cccceeee. Doz. $ 33.00 4-Pc. Wrench Set, 8”-10"-14"-18" .......... Set $ 10.90 Giant Barlow Knife...............coooceririnnnnnnee. Doz. $ 12.00
21-Jewel Men’s Calendar Watch.................... Ea.$ 11.00 4 pc. Adjustable Wrench .................cc.coeece.. Set$ 1250  Bunny Neckiace with Red Eye..................... Doz. § 6.00
's & Girls’ Asst. Disney 25-Pc. 2" Socket Set w/Metal Box............... Set$ 10.80 Bunny Stick-Pin with Red Eye..................... Doz. $ 6.00
haracters Watch............cccoovvvennniececcnnnes Ea.$ 650  Rosco 7-Pc. Screw Driver Set..........o............ Set$ 175  Beautiful Gold Pipe Neckiace...................... Doz. § 6.00
: Cigarette Pack Size Radio..............ccocvvuneneee. Ea.$ 4.75
APPLlANCES n HOUSEWARES RADIOS'n NOVELTIES Y Racio. Ml PIOBN......ocvinaniissamiveens Ea.$ 5.00
ELEC. CAN OPENER—KNIFE SHARPENER Miracle Painter...........ccoceinciiiiiincinienciecnennns Doz. $ 24.00
BTL. OPENER.........cconsnisssassissisn Ea.s 750  DELUXE CHARGER RADIO—#1 SELLER AM/FM
Steam'n Dry Iron—NAME BRAND .............Ea.§ 9.90 AADIO-CTE el e 4yl DON'T WASTE TIME! VISIT US NOW
N o A Ea-$ 1200 Dotuxe 5-Band—Police—AM/FM Radio........E8.$ 1150  [Raldie SO A L
T Pe Hand TEFLON-II Set—Asat'd colors Set § 10,50 Boor Can RaGHOS ..............crevreernnen. TSI BE TRUCK AND CAR LOAD PRICES. AF-
Musical Beer Stein—Large Size..................... Ea. $ 5.00 "T““::IF" Home Stereo Set with 2 S % TER 30 YEARS IN BUSINESS, MR.
19-pc. Decorated Handle—Shetfield, England Meskaf o B st st - JIl SHELDON WILL PROVE TO YOU THAT
Cutiery Set, 1 yr. quarantee ...............S0§ 800 2G/| G ROYCE CAR RADIO.......occern 0 S 690 [N kel
Do Parealaton e o -D6a § 1250  AM/FM Radio—Medhum Sizs........... PRI HIS PRICES. DON'T MISS OUR MAY
"""""""""""""" : ' Electronic Radar AM/FM Digital Clock Radio .Ea. $ 16.50 AND JUNE WEEKEND SUPER SALES.
7-Pc. Deluxe Stainiess Steel Cookware Set...Set $ 18.00 8x9 Triaxial 20 Pr $ 2190 .
G"PC. m w sm Kli". S"I ......... El. s sw 0. Mm.”.. . ’ a 53"("(’”"
. ltalian Decanter & Wine Set.................. Ea.$ 6.90 -
D e e g LAST MINUTE SPECIALS WHOLESALE ONLY! FOR RESALE ONLY!
6-Pc. Emperor Knife Set..................ccccceeee Set$ 5.75 Automatic Switchblade Comb ..................... Doz. $ 11.00 Send $1.00 for Complete Catslog. Visit our
2-Pc. Deluxe Chef Master Knife Set...............Ea.$ 250  8-Digit Calculator ..............ccccccovveencevnnen....E2. § - 4.00 Giant New 25,000 Ft. Showrooms. Perking
50-Pc. Stainless Steel Flatware..................... Set $ 10.00 Spauiding Golf Balls, Nat'z adv., Pin-Flight .Doz. § 4.25 for over 100 cars. Bring your truck or car and
1500 Watt Dryer & Blower ................c.cceeeeeee. Ea.$ 7.25 Mighty Midget Pistol K a0t $  6.00 load up-—$2,000,000 inventory on hand at all
8 Pc. Chef Master Knife Set ......................... Set$ 550  Cannon Towels—Giant Size...................... Doz.$ 9.90 Hones.
— - - - ; (10x50) Binoculars with Leather
CAITYING CASE........eeeoeoeveeeereeereeresessees Set § 24.50 Open Mon. thru Fri. § to 6
For Orders Only Call COLORED TELEVISION, NAME BRAND, . Oﬂtns FMSLI:& :Esmoui :_" t:( 4”“:“
BRAND NEW—13-nch by Shamp................. Ea. $230.95 ALL U
Toll Free (800) 621-7999 10 Page Photo AIBUM ................coccooeeeene.. Doz. $ 14.00 “WE AIM TO PLEASE"
: = J Mini-Stereo Radio w/Speskers...................... Ea.$ 5.90

SHELDON CORD PROD.

2201 West Devon Ave.. Chicago. IL 60659
PHONES (312) 973-7070

973-7071
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NAA PRESIDENT CUMBERLIN is given the officia

welcome by Miss New Hampshire, Monica Skiathitis,
who attended the evening festivities.

$1,125 RAISED during the fun auction was pre-
sented to President Cumberlin earmarked for a na-
tional publication relations fund. Making the pre-
sentation was Emory Sanders, chairman of the 25th
anniversary NHAA meeting.

/

SALE CLERKING SHEETS

and other Auction forms
Write for Samples and Prices

BURTON PRINTING CO.
P.O. Box 597 Hastings, Nebr. 68901

SUBSCRIBE NOW

Are you interested in equipment,
trucks, auctions, etc? Then sub-
scribe to the TEXAS TRADER, semi-
monthly publication. $10.00 per year.
Box 3945NA, Bryan, Texas 77801

AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

HALF-MILE HAILER
MODEL S-610

List: $207.00
Auctioneers Cost: $185.50

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

Order by mail — payment with order — we pay postage . .

North Carolina residents add 4% sales tax.

Col.

Forrest Mendenhall,
Member

If you

U.S. HWY. 29 & 70 (185)

Write for Equipment Brochure today.

HIGH POINT, NORTH CAROLINA 27263

SOUND CRUISER
MOBILE P.A. MODEL S-310
List: $340.00

Auctioneers Cost: $282.50

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

stz C.0.D., you pay postage.

need good quality equipment,
this is your opportunity.

A uctionee’iin

PHONE (919) 887-1165

January, 1980
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. ATL
AL SCHOOL OF
é \)}Q% AUCTIONEERING

“A Very Select School”
PLAN TO ATTEND THIS TERM!!!!

If you miss this term, it will be SIX MONTHS
before you have another opportunity to attend
SUPERIOR. A term only lasts two (2) weeks.
Your EDUCATION IS FOR A LIFETIME. Doesn’t
it make sense to learn from TODAY'’S auction-
eers? From the people who are selling many
of the Nation’s top sales — not from someone
who is not an auctioneer. He cannot tell YOU
how to be a SUPERIOR auctioneer.

SEND FOR OUR FREE CATALOG. YOU WILL
KNOW US.

SUPERIOR SCHOOL
OF AUCTIONEERING

334 RIVERSIDE BLVD.
LOVES PARK, ILLINOIS 61111

BOOK AUCTIONS
REGULAR AUCTIONS HELD

IN THE SOUTH

® Let us investigate the possibility of an auc-
tion in your location. We are experts in the
antiquarian book world. Over twenty years
background in books.

“Have Gavel — Will Travel”

e We also buy-sell-appraise books if you have
an important library to sell, contact us . . .
we can help.

® Consignments invited for future sales.

SOUTHEAST BOOK
AUCTION SERVICE

254 W. Central Avenue, P.O. Box 184
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WSAA Holds Winter Convention

The following photo sequence summarizes the
1979 Washington State Auctioneers Association
Winter Convention held in Yakima, Washington, No-
vember 10-11,

R

et et~

ADVERTISING WORKSHOP held by NAA executive
director Harvey McCray, here explaining effective
sale bill layout.

BID CALLING CONTEST winners, left to right: cham-
pion Ed Williams, first runner-up Mick Sather, EImer
Burnham second runner-up.

THE AUCTIONEER



In Memoriam . . .

RENE J. MARGUTH

The Minnesota State Auctioneers Association
submitted the following information to the NAA office.
MSAA/NAA member Rene J. Marguth died Novem-
ber 11, 1979 as a result of a car accident. An auc-
tioneer for the past 19 years and active in the MSAA,
Rene Marguth was also a field man for the South St.
Paul Stockyards. He is survived by his wife, two
sons, two daughters and eight grandchildren.

GAVEL PASSED from outgoing WSAA president Bob
Williams to newly elected president Blackie Witzel.

The Basic Concept of Bid Getters . . .
“The right thing said at the right time in the right way

1 makes people bid,”” Col. Fred Andrews, noted Ohio and
Auction Supplies multi-state auctioneer for 65 years.
Paddle Cards e Item Receipt System @ e e _
Clerk Sheets o Direction Signs almost 4,000 proven

Write for Samples and prices

BID GETTERS

SAYINGS, QUIPS, LAUGHS, BITS, Et
SMART ART PAPER PRODUCTS
501 Penna. Ave.

Downingtown, PA 19335

ST
SAI

by  Earl D. Wisard

MOVING?

Don’t miss a single issue of THE AUCTIONEER. L —
If you’re changing your mailing address, fill out BID GETTERS
the information below and send to the NAA (4th Edition) — Revised, Enlarged, Improved

office. is a 160-page book loaded with sayings, quips, laughs,
ribs, banter, bits, etc., mostly one-liners, collected from
NAME 100’s of auctioneers all over the U.S. and Canada during

a 53-year period. BID GETTERS AND AUCTION CHANTS
ARE WRITTEN TO

Get More AIDD: Attention, Interest, Desire, Decision.

Included at no extra charge a 12-page booklet (copy-
right 1976) entitled “"AUCTION CHANTS”. 52 basic chants.

Improve your present chant or develop a new one. The
price of the booklet if ordered separately is $5.00. BID

GETTERS sells at $10.00 postpaid, check, money order or
C.0.D. Order from Earl.

Earl D. Wisard, Auctioneer

R 1, Dundee, Ohio 44624
L

NEW MAILING ADDRESS

CITY STATE ZIP

Mail address corrections to:

National Auctioneers Association
135 Lakewood Drive
Lincoln, NE 68510
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When it comes to Midwest
auction advertising, thereis
no second best.

oine with auction-goers. We
o reach more of them than any
other Chicagoland newspaper.
L o The Tribune’s Wednesday and

Sunday Auction Mart can mean

of all November 1979 advertis- a big crowd of big spenders at
ing in Chicago newspapers ran your next auction. Call Mary

in the Chicago Tribune. That Beth Howard at (312) 222-4493
brings our total share for the or Charles Shanley at (312)
first 11 months of 1979 to a 222-4042 and find out how the
spectacular 86 %! Midwest’s largest Auction Mart

|
Our big numbers can mean big can work for your

crowds for you! Not only are we Turnto the

number one in Midwest auction 3
advertising, we're avlvso numcbler ¢ ltagﬂ Gl'lhlllll’/

REISCH
WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

Since 1933 Largest in the World
V.A. Approved

YOU can be an AUCTIONEER!

START YOUR NEW CAREER NOW
AND MAKE BIG MONEY

Col. Gordon E. Taylor attend 2 weeks intensive training in all

Owner and President ,ha5es of this respected and highly profit-

Full-time Auctioneer  3ple profession, taught by 24 of the na- LB T |
| will Help You tion’s leading professional auctioneers. = GRADUATES 'RECEIVE LIFETIME SCHOLARSHIP, DI-

FOR THE PLOMA & POST-GRADUATE ASSISTANCE. OUR “ON
PROFESSIONAL it e THE CAMPUS” HOUSING & DINING FACILITIES, CON-
“ w TRIBUTE GREATLY TO ENHANCE YOUR PROFESSIONAL
AUCTIONEER TRAINING.
C;e;lll(:‘l:lgssy:?;::s Please send me your FREE CATALOG.
WRITE FOR r e e e
INFORMATION Col. Gordon E. Taylor

I Reisch World Wide College of Auctioneering, Inc.
| P.O. Box 949
| Mason City, lowa 50401 Ph. (515) 423-5242 or 6396

MAIL
COUPON JIRhalds
TODAY! ADDRESS

OBTAIN OUR MODERN AUCTION LIBRARY WITH CITY

YOUR CHOICE OF TRAINING RECORD ON CAS- Gordon E. STATE ZIP

SETTE TAPE. FREE WHEN YOU ENROLL IN THE  Taylor |

TERM OF YOUR CHOICE. Member | NA |
_ - 1 . _ o
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Directory of State Associations’ Presidents and Secretaries — January, 1980

Alabama Auctioneers Association — President: Lanny Thomas,
311 West Grand Ave., Gadsden 35901, Phone: 205 442-8411:

Secretary: Pete Horton, 111 4th St., Huntsville 35805 Phone:
405 536-7497

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

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

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

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

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

Florida Auctioneers Association, Inc. — President: R. E. Russ
Weir, P.O. Box Y, Bushnell 33513; Secretary: Billy H. Wells,
121 Aldean Dr., Sanford 32771 Phone: 305 323-2820

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

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

Indiana Auctioneers Association — President: John E. Ander-
son, 20 Elston Road, Lafayette 47905 Phone: 317 474-6114:
Secretary: Harry E. Buckles, RR 1 Box 262, Anderson 46011
Phone: 317 378-7924

lowa Auctioneers Association — President: Dale Smith, Poca-
hontas 50574; Secretary: Margaret Bloomer, Rt. 3 Box 51,
Glenwood 5134 Phone: 712 527-3615

Kansas Auctioneers Association — President: Ernest Persinger,
Longton 67352 Phone: 316 642-6665; Secretary: Rex B.
Newcom, 215 S. Main, Whitewater 67154 Phone: 316 799-
2485

Kentucky Auctioneers Association — President: Lonnie Napier,
P.O. Box 292, Lancaster 40444; Secretary: Wilma Atherton,
Box 148, Hodgenville 42748 Phone: 502 358-3812

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

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

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

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

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

Minnesota State Auctioneers Association — President: Duane
Benoit, Route 2, South Haven 55382 Phone: 612 252-5997;
Secretary: Sharon K. Henry, Route 2, Long Prairie 56347
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Mississippi Auctioneers Association — President: J. Drue Lundy,
Box 577, Belzoni 39038 Phone: 601 247-3292; Secretary:
Karleen R. Lawrence, 324 |Iberville Drive, Biloxi 39531
Phone: 601 374-8367

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

Montana Auctioneers Association — President: Rick Stahl,
Opheim 59250 Phone: 406 762-3232; Secretary: Steve Her-
manson, 2910 Canyon Ferry Rd., Helena 59601 Phcne: 406
227-5872

Nebraska Auctioneers Association — President: Harold Kraupie,
915 Main Street, Bridgeport 69336 Phone: 308 262-1150:
Secretary: Randy Ruhter, Prosser 68868

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

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

New Jersey State Society of Auctioneers, Inc. — President: Jerry
Krawitz, Rd. 1 Glenmere Rd., Goshen 10924 Phone: 914
469-2351; Secretary: Jack Sartor, 437 W. Clinton St., Dover
07801 Phone: 201 361-6877

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

Real Estate
and
Business
Liquidation
“SPECIALIST”

Fred Mullis, CAl

w A track record for over 18 years
% Selling in 22 states

Mr. Auctioneer, if you need our service . . .

CALL (803) 283-4574
WRITE P.O. Box 727

Lancaster, SC 29720
MULLIS BROS. AUCTION CO.
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Frieder's

2553 Superior Avenue
Cleveland, Ohio 44114

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

IMPORTERS of TOOLS & ELECTRONICS
WATCHES & GENERAL MERCHANDISE

Closeout Merchandise Buyers.
Suppliers to the Auction Trade
of Promotional & Nationally
Advertised Merchandise such as
PANASONIC, MIDLAND, SHARP, SONY,
KRACO, MECCA, SPARKOMATIC,
BETAMAX, TEABERRY, ROYCE, COLT,
REGENT, PROCTOR SILEX, MCGRAW-
EDISON, plus many others.

We import tools directly from our
overseas manufacturers. Items

such as: socket sets, wrench sets,
5 speed drill presses, bench
grinders, mallet sets, screwdriver
sets, heavy duty vises, etc. Direct
importing enables us to offer o
the lowest prices possible. ik
Visit our showrooms and 1nspect
our quality merchandise ready —— ?y
in our 48,000 sg. ft. warehouse By 1%

u*ﬁﬁwmwﬁﬁwmeW““mWW'
TN _...Hliili_d-.'xj':-;!@m:-ﬁ,m.unl|

for fast pickup or delivery. A O e
Serving the Auctioneer Trade
for 31 years.

FRIED E R ’ |N C WHOLESALE =" \r ""“‘““' muml mulnuunmuw _
= MR VYYD \

2553 Superior Avenue ONLY
Cleveland, Ohio 44114
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Auctioneers Association of North Carolina, Inc. — President:
Tony L. Gilbert, Route 2, Vale 28168; Secretary: Johnson B.
Gilbert, Route 1 Box 349K, Lincolnton 28092 Phone: 704
732-0177

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

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

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

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

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

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

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

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

Tennessee Auctioneers Association — President: Raymond Tag-
gart, 5507 Southwood, Memphis 38117; Secretary: Hubert
Songer, 1602 Jones Blvd., Murfreesboro 37130 Phone: 615
896-4067

Texas Auctioneers Association — President: James G. Parks,
1211 Citizens Bank Center, Richardson 75080 Phone: 214
690-3639; Secretary: Joe Small, 8231 Santa Clara Drive,
Dallas 75218 Phone: 214 321-1800

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

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

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

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

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

Wisconsin Auctioneers Association — President: Eldon F.
Schraepfer, Route 1, Hollandale §3544; Secretary: Victor V.
Voigt, Route 2, Reedsville 54230 Phone: 414 772-4235

Be An Auctioneer

Two week term and home study.
Nationally recognized. G.1. approved.

FREE CATALOG!

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

January, 1980

Yes, you can now enjoy the ease and convenience of the all-new Model
18R Voice Projector. This unit succeeds the Model 18, which has given
such dependable service over the years. The Model 18R comes equipped
with a top-quality Shure microphone, 16’ coil microphone cord, shoulder
strap, and in-put and out-put jacks for recording your sale or playing music
through the unit. The heavy-duty rechargeable power pack is good for a
thousand charges so you can forget replacing batteries now. Price: only
$295.

Many top auctioneers across the country believe that Voice Projector
products are the best on the market. They prove their confidence by buying
and using them with pride, pleasure, and profit. The Model 18R will save
you money and make you money.

We also have the new Model 18D, (powered by nine “D' batteries —
not included). Price: only $210. Order your choice today!

COL. ROBERT S. MILLER
MEMBER

E INDIANA COLLEGE

OF AUCTIONEERING

8846 Holliday Drive, Indianapolis, IN 46260
317-844-1088 (Evenings) — 317-873-2500 (Days)

ARE YOU INTERESTED
IN HAVING A
TOOL AUCTION?

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

FOR MORE INFORMATION CALL
(5613) 667-1939

DAYTON INDUSTRIAL
TOOLS INC.
8415 St. Rt. 202
Tipp City, OH 45371

GARY SHROUT — MEL TAYLOR —
DAN FIELY (OWNERS)
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CHOOL of Sl @ W, 5< o
Auctioneering RN A 7. S

 Dhe Wonlels Best Auctioneens

VARIED OCCUPATIONS from twelve states were represented in this November Mendenhall class. Seated
left to right: registrar Billy Ragsdale, secretary Betty Jo Mendenhall, president Forrest Mendenhall, instruc-
tor Morris Fannon, secretary Earlene Riley, instructor George Jones. Instructors not present: Joe Byerly,
Lewis Compton, Harman Crawford, Harold Craven, Louis Fisher, Larry Hedrick, Jake Horney, Jimmy
Jones, Bill Lanier, Archie Moody, Carson Womack, and Jim Owen.

- D-VOX COMPLETE --- $285.00

FIBERGLASS CASE — 25 WATT MODULE — TWIN SPEAKERS

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

* * * GATISFACTION 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

1123 W. 6th Street * P.O.Box 1513 ¢ Topeka, Kansas 66601 (913)234-6677
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Spotlight on NAA Auctioneers

Auctioneer Finds His Place in the Sun

Sherrell Speer is a singer, a poet, a humorist, a
politician, an actor, a salesman, and a carnival barker
all rolled into one. As an auctioneer, he has found
his place in the sun, and rises to each occasion not
only by selling objects hand over fist, but also by
pleasing the crowd with his gentle sense of humor
and delighting the consignor with the prices. Sur-
prisingly, he is a newcomer to the business. His
polish belies the fact that he graduated from auction
school in 1975.

“l worked for the gas company in Wharton for
20 years. When my back was injured, | realized that
my future in the labor field wasn’t bright, so | began
looking for alternatives.”

Graduated, licensed, bonded, and ready to
chant, Speer returned to Wharton where the only
auction game in town took place at the Livestock barn
on Wednesdays. Wondering where and how he
would get his start, he “fell into the largest bowl of
gravy of my life,” the lucky break made him a name
in the business.

While visiting Minnie Mae Hopper, a retired
Wharton school teacher, to look at some tools, Speer
entered a house filled with antiques that she and her
brother had accumulated over 50 years.

“This would make ‘some’ auction,” said Speer,
just back from Nashville. ‘“Absolutely not,” reacted
the surprised Miss Hopper.

A few weeks later, Speer got a message to call
Miss Hopper. She wanted to sell.

Buyers were pleased with the merchandise. Miss
Hopper was pleased with the result. Sherrell and
Sondra Speer were pleased that he had entered the
game and won.

Since that sale, Speer has sold everything from
player pianos to air compressors. He has chanted
about jacks and wrenches at tool auctions, shredders
and hoppers at farm sales, Lalique and Hepplewhite
at antique auctions, about four posters and iron pots
at estate sales.

The Nightingale Hospital dispersal sale in El
Campo was a management challenge. Since not
everybody needs an outdated EKG machine or incu-
bators from a baby nursery, Speer had to research
an audience. He mailed notices to veterinarians, con-
valescent homes, purchasing agents for foreign
health organizations, and wholesalers of hospital
equipment.

When the day came, customers bid freely on
operating room lights, blood bank refrigerators, and
dozens of up-and-down beds. By nightfall Nightin-
gale Hospital was empty, thanks to Speer and his
team.

Sherrell does not work alone, although he is the
star of the act. Wife Sondra helps organize the mer-
chandise, mail out announcements, and clerk the
auction. Son Randy, is the crew boss during big auc-
tions.

Sheila, a 15-year-old sophomore in Wharton,
‘*can do anything at the auction but chant.”

January, 1980

NAA AUCTIONEER Sherrell Speer

....

FURNITURE
AUCTION
BOOK
AVAILABLE

AUCTIONEERS:

| dedicate this booklet to fellow auctioneers, by re-
quest of many, after hearing me talk on new furniture
auctions and how to secure them.

| was speaker on these subjects at the National
Auctioneers Convention in Oklahoma City, also the lllinois
State Auctioneers Convention, and this subject at the Ken-
tucky State Auctioneers Convention. Many times | have
been on a question and answer forum for other states.
| have also spoken at Auction Schools.

Many letters come to my office in regards to getting
new furniture auctions, so | feel compelled to pass what
knowledge | may have on to the ones that have asked
me to do so for them. So as to not show any favors to one
and not the others, | wrote this booklet to let those that
may be interested in working new furniture auctions with
their other lines of auctioneering have what knowledge
| may have. At this time let me say these rules and
methods will work for you if you carry them to the letter.

Be the first in your district to enlarge your commis-
sions by $10,000 for the coming year. | will personally
grant you will be $10,000 ahead for the year, if you carry
this book out to the letter. Remember it tells all how to
secure the sales and how to handle the sale after you

secure it.

Mr. Auctioneer this is 48 years of experience and
know how. So it is up to you — if you would spend $10.00
to make $10,000 you can’t MISS.

During winter months, please send order to my Florida
address

COLONEL L. M. BOATWRIGHT

10401 Snug Harbor Road
L119
St. Petersburg, Florida 33702
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- Finally, daughter Sheryl has been responsible
for many of Speer’s jobs, the free ones.

THE PROFESSIONAL AUCTIONEER Look for, or listen for, auctioneerTShpeer at the
Wharton Youth Rodeo each spring. “They pay me
AND WHAT HE NEEDS TO KNOW about what I’'m worth,” says Speer with a sparkle In
By RUSSELL KRUSE his eye. |
: _ Business is good, but Speer, who has now com-
A book every auctioneer should have in his pos- pleted the building of a bright yellow auction barn
session. Prepared for practicing auctioneer and on Haliford Road, is looking to the future.
the student or beginning auctioneer. | “| especially like antique sales, and hope that
one day | can find a reliable supplier of mkercr'lnzancll_lSﬁ
so we can auction off grandfather clocks, Englis
RESRFIRN RN china, and clawfoot tables once a month.”
1. Bid Calling 9. Insurance
2. Conducting the auction 10. License law — Bonds |  (Reprinted with perngs%c;?n tfromT the WHARTON
| 4 Eontiacts 11 Eees — Gommission JOURNAL-SPECTATOR, Wharton, Texas.)
4. Sale summary 12. Appraising I —
5. Uniform commercial foy
| code and auctioneer 13 ::?Vc;fsescnptlon L I Auctioneer, it’'s a fact . . .
liability ‘ .
6. Resarve biading 14. Working together Over the 1968-78 decade, production expenses oOn

15. Definition of 276 terms American farms rose nearly $60 billion to $98.1

| ¥ Advertising i Wards BVBH JEiic- billion — an increase of 148 percent, reports the US

8. Ringman tioneer should know or Department of Agriculture.
have available FARM AND DA'RY

Price of book $10.00 (Volume discount avail- |
able). Being used by several states — auction- The American family of the 1980’s will have fewer
eer associations and auction schools. WRITE: members, greater mobility, two earners and prob-
Kruse Office: 305 South Union Street, Auburn, ably will place less value on child rearing, so states
Indiana 46706. ATTENTION — Russell Kruse one home economics expert.

HIGH PLAINS JOURNAL

p— = e S i ﬁ

The Reisch Auctioneer's Speaker

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

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

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

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

REISCH SPECIAL
It is a voice saver. Select the set that *LITTLE BIG VOICE" — JA-2 |

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

THESE SPEAKERS CAN ONLY BE PURCHASED FROM:

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

. _ - _
46 THE AUCTIONEER




Georgian Combines Air Force and Auctions

A good auctioneer has to be a psychologist,
salesman, bookkeeper, cashier, clerk and agent for
both buyer and seller. W. M. “Bill”’ Sanders, 52, a
general supply foreman with Det. 8, 2762nd Logistics
Squadron at Robins AFB, Georgia, fills the bill on
each count.

A resident of Warner Robins, Georgia, Bill
Sanders loves people. As a youngster in nearby Ma-
con, he served the public — as a car hop, theater
usher, newspaper carrier and messenger for Western
Union. At age seventeen Bill joined the Marine Corps
and served with the First Marine Division in Korea
from 1951 through 1953. This early background, in
part, led him to enter the auctioneering profession.

“I first thought about being an auctioneer 10
years ago,”’ he recalls. “My wife and | were attend-
‘ing an antique auction in Middle Georgia and after-
wards | felt | could do a better job than the auc-
tioneer.”

Bill promptly entered auction school in Nash-
ville, Tennessee, and after five years had advanced
from a floor man to auctioneer.

How does his job as supply foreman at Robins
relate to his off-duty auctioneering work? | have
so many jobs to get done each day on the base and
such a large area to oversee, | had no trouble
moving into auctioneering,”’ he explained. | have to
sell myself to my on-the-job people, impress them
that | am going to stand up for them in the clutch,
and that | am aware of their needs. It is a continuous
selling job.” This spills over into the auction field.
Bill must show his auction customers that he is com-
pletely professional as an auctioneer.

“They have to know | am going to be fair, that
| am not going to bump a bid or allow any underhand
bidding tactics. Just as | have to keep an inventory
on a wide variety of government property, | also must
inventory material to make sure it gets to the right
people.”

The slightly balding supervisor, a native of Mor-
gan County, Georgia, definitely believes he is better
able to keep an auction organized because of his
training with the Air Force in supervising warehouse
operations.

Bill says he can’t stress too much the importance
of the auction staff — bookkeeper, cashier, clerk and
floor man. In addition to the inventory and mainten-
ance operations, arbitration is, of course, necessary
in case of tie bids or mix-ups at auctions. Bill credits
his arbitration ability to his 15 years’ experience as a
sports official in Middle Georgia. He officiated all
sports prior to retiring seven years ago.

“If a player fouls another in basketball, you must
make a spot call, blow your whistle for the world to
hear. If you call it quickly, decisively, you won’t get
an argument.” This decisiveness was tested several
years ago at an auction.

“We were conducting a sale at the Macon Farm-
er’'s Market, when | felt something cold and clammy
creeping up my arm. People around me jumped back.
A young fella had a snake and wanted me to auction
it off. | agreed to on one condition — he must put
it in a cage. That was the oddest sale and one of the

January, 1980

AUCTIONEER SANDERS conducts a charity auction
for a local Georgia school.

ENROLL NOW
GEORGIA AUCTION SCHOOL

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

Ing.

APPLICATION
| Name —
Street
City._ State. Zip_____

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

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

MAIL TO:

GEORGIA AUCTION SCHOOL

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

Terms: February — May — August — November J

O — o= E —————e
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SUPERVISOR SANDERS points out articles in a sup-
ply warehouse at Robins Air Force Base, Georgia.
He is a general supply foreman for logistics squadron.

m—==

PORTABLE SOUND SYSTEM MODEL TA2
Over 200 yards coverage

Complete portable sound system for indoor or outdoor
applications. ldeally suited for guided tours, school field
trips, information to visitors product demonstrations, pas-
sengers’ traffic control, auctioneers, etc. Complete with
microphone and shoulder strap. Volume and Tone con-
trols, auxiliary input for tape or tuner. Operates on 8
size D batteries. Power output: 15 Watts — Weight: 4 |bs.
— Dimensions: 12” W. 8’ H. 32" D. — Finish: Light grey.

' The price is $149.00 postage paid. Send payment
with order, we pay charges, on COD you pay
charges.
NASHVILLE AUCTION SCHOOL
1917 N. Locust Ave.
P.O. Box 190

Lawrenceburg, Tennessee 38464

48

toughest spot decisions | ever had to make.”

At present, Bill handles an auction a week as a
sideline to his government job. He conducts about
siX charity auctions a year. Retirement may entice
Bill to be a full-time auctioneer, but today his Robins
Air Force Base job, combines his abilities to organize,
make decisions, and succeed with people all quali-
ties of a professional auctioneer. Bill Sanders is a
member of the National Auctioneers Association.

(Story by Joseph A. Molony, Public Affairs Division,
Warner Robins Air Logistics Center, Robins Air Force
Base, Georgia. US Air Force photos by Clarence
Chase.)

FINAL BID

The eight-year-old came up to the teacher: “I
don’t want to scare you, teacher, but my daddy says
if | don’t get better grades, somebody’s gonna get
spanked!”

“What is your name, sir?”’ the bank clerk asked
politely.

“Don’t you see my signature?”

“Yes, sir, that’s what aroused my curiosity.”

A tiny four-year old was spending a night away
from home. At bedtime she knelt at her hostess’ knee
to say her prayers, expecting the usual prompting.
Finding Mrs. B unable to help her, she concluded
thus: “Please, God, 'scuse me. | can’t remember my
prayers, and I'm staying with a lady who doesn’t
know any.”

Sign in a loan company office: “We serve the
man who has everything — but hasn’t paid for it yet.”

“Don’t be so noisy,” said mother to daughter.
“Why can’t you be quiet like Jimmie?”’

“Oh, he’s got to be quiet,” replied Jessie. “You
see, we're playing he’s Daddy coming home from the
club — and I’'m you.”

EE

Did you hear the story of the drunk who fell from
the sixth floor of a building? Immediately after land-
ing, a crowd gathered around him and a cop pushed
his way through. “What happened?’ asked the cop.
“I don’t know,” replied the drunk, “l just got here.”

Teacher: “Why are you writing the letter so slow-
Iy?ll

Joe: “Because it's to my sister, and she can't
read very fast.”

Two mothers were discussing their teenage sons
and the difficulties encountered in keeping them
properly tailored. ‘| used to have trouble with Sam,”
said the one, ‘“trying to get him to keep his shirttails
tucked in. But | finally hit on a way and | cured him
overnight.”

“Do tell,” pleaded the other.

“It was simple,” was the explanation. “| just
sewed an edging of lace around the bottom of his

shirts.”
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The IRS — One More Time

Here’s a very quick glance at the coming year and your business with the Internal Revenue
Photocopy this page of THE AUCTIONEER, and file on time with this handy Tax Calendar.

Tax Calendar

Form Due Dates '

US Individual Income Tax Return 1040 April 15

Declaration of Estimated Tax for 1040-ES April 15

Individuals

Estimated Tax Declaration-Voucher 1040-ES 4th 1st 2d 3d

for Individuals voucher  voucher voucher voucher
Jan. 15 April 15 June 15 Sept. 15

U.S. Corporation Income Tax Return 1120 March 15 for calendar year taxpayers. Return for
fiscal year taxpayers is due on the 15th day of the
third month following the close of the fiscal year.

U.S. Small Business Corporation 1120S March 15 for calendar year-electing small business

Income Tax Return corporations. Fiscal year returns are due on the 15th
day of the third month following the close of the
fiscal year.

U.S. Partnership Return of Income 1065 April 15 for partnerships operating on a calendar
year. Return for fiscal year partnerships is due on
the 15th day of the fourth month following the close
of the fiscal year.

Employer's Annual Federal Unemploy- 940 January 31

ment Tax Return

Federal Tax Deposit, Unemployment 508 4th quarter 1st quarter 2d quarter 3d quarter

Taxes Jan. 31 April 30 July 31 Oct. 31

Employer’s Quarterly Federal Tax Return 941 4th quarter 1st quarter 2d quarter 3d quarter
Jan. 31 April 30 July 31 Oct. 31

Employer’s Quarterly Tax Return for 942 4th quarter 1st quarter 2d quarter 3d quarter

Household Employees Jan. 31 April 30 July 31 Oct. 31

Federal Tax Deposit, Withheld Income 501 If your liability for the quarter is less than $200,2 make

and FICA Taxes your payment with Form 941on the dates shown above.

Quarterly Federal Excise Tax Return 720 4th quarter 1st quarter 2d quarter 3d quarter’
Jan. 31 April 30 July 31 Oct. 31

Federal Tax Deposit, Excise Taxes 504 If you are liable for more than $100 of excise taxes in
any calendar quarter,2you are required to make semi-
monthly, monthly, or quarterly deposits on Form 504
in accordance with instructions in Form 720,Quarterly
Federal Excise Tax Return.

Wage and Tax Statement wW-2 You must complete and give this form to the employee
on or before January 31; or, if his employment ended
before December 31, within 30 days after his last wage
payment.

Statement for Recipients 1099 Generally, these statements should be given to recipi-

of Income (Series)  ents on or before January 31.

' Due dates that fall on a Saturday, Sunday, or legal holiday
are postponed until the next day that is not a Saturday,

Sunday, or legal holiday.

2 For special deposit rules that apply to large liabilities for

employment and excise taxes see Publication 509,

Tax Calendar and Check List for 1974.

* The due dates for filing Form 720 to report excise taxes for

transportation and communications are:

4th quarter ~1st quarter 2d quarter
Feb. 28 May 31 Aug. 31

January, 1980

3d quarter
Nov. 30

Note—This list is not all-inclusive. Due dates for returns
filed less frequently, such as Forms 11, 2290, and 4638, are

covered in Publication 509.

Service.
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BOOSTER CLUB

The NAA members and friends whose
names appear within their respective
states have each contributed $10 to have
their names appear four times annualiy
(January, April, July and October) in sup-
port of THE AUCTIONEER magazine.

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

ALASKA
Charles E. Barnett—Fairbanks
Norm Blakely—Kenai
Sally Blakely—Kenai
E. K. ElImes—Anchorage
Andrew Hess—Anchorage
Charles F. Reed—Eagle River
James B. Taylor—Anchorage
ARIZONA
W. K. Murdoch—Buckeye
Pete Schultz—Scottsdale
Edward Short—Phoenix
ARKANSAS
Rick Ellis—Searcy
Doyle Goodman—Timbo
C. G. Henson—Rogers
CALIFORNIA
Peter Bridgman—Pomona
James P. Byrd—Delmar
Dean Cullum—Chino
Keith Cullum—Pomona
Marsh Dozar—Beverly Hills
John Eubanks—Port Hueneme
Mel Giller—Newport Beach
David Hansen—Porterville
Don Johnson—Eureka
Ken McCormack—Spring Valley
B. C. Mitchell—Los Angeles
Harry Olsen—Marysville
John Reed—Grass Valley
Ray Roberson—Grover City
Gene Schobinger—Los Altos
Morris Schwartz—Hollywood
Bob Young—San Jacinto
COLORADO
David W. Brown—Holyoke
Floyd A. Edmonds—Niwot
Ken Kerbs—Colorado Springs
Cookie Lockhart—Denver
Art Parker—Greeley
Howard Roland—Grand Junction
CONNECTICUT
A. J. Camden—S. Windsor
Francis E. Collette—Stafford Springs
Milton Crosby—Sharon
David A. Josko—~Fairfield
John A. Josko—~Fairfield
William J. Josko—Southport
Seymour Manheimer—New London
Richard Mather—Granby
John McKale—Wilton
Joseph Pari—Hamden
A. C. Richard Pinto—Trumbull
Edward Pinto—Bridgeport
Wesley Sager—Trumbull
DELAWARE
Crawford Carroll—Dover
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Riley Jefferson—Lincoln

DISTRICT OF COLUMBIA
Don “Hap” Davis—Washington
Irving Kamins—Washington

FLORIDA
R. K. Beebe—W. Palm Beach
Henry M. Blaine—Tallahassee
Peggy Bowersox—N. Miami Beach
Robert Boyleston—Pensacola
Ben Campen |lI—Gainesville
Floyd E. Cole—Zolfo Springs
Dennis Donaldson—Palm Springs
W. P. Drake—Pt. Charlotte
Marshal Greene—Palm Beach
James Hartle—N. Ft. Myers
Charles Helfond—N. Miami Beach
Martin Higgenbotham—Lakeland
Jim Hill—New Smyrna Beach
Fred Hullett—Miami
Malcolm McDougall—Jacksonville
R. E. McMath—Plant City
Harold D. Milstead—Titusville
Bill Morgan—Lakeland
G. E. Sapp—Kathleen
Terrie Schofield—Tampa
Cliff Shuler—Titusville
Wilma Wilkins—DelLand

GEORGIA
O. H. Adamson—Ellenwood
Harold Cohn—Columbia
R. J. Flowers—Ringgold
Charles Gay—Rome
Ron Harris—Peachtree City
Charles F. Pope—Harlem
Barbara Suarez—Atlanta
John Suarez—Atlanta

HAWAII
Steve Rosen—Honolulu

IDAHO
Irvin Eilers—Kimberley
Rick Musick—Grangeville
Gerald Pearson—Salmon
Charlie Phelps—Ashton

ILLINOIS

American Auction Associates, Inc.—

Chicago

Eldon Bloemker Livestock & Auction

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

INDIANA

Dan Baker—Lafayette
Kirby L. Bollinger—Howe
Stephen Capper—Indianapolis
Tom M. Dunlevy—Jeffersonville
Stanley A. Evavold—Goshen

Edward Garrett—Pittsboro
Joseph M. Justice—Crown Point
Carl Kaser—N. Liberty

Harvey C. Lambright—LaGrange
Melvin Powers—Poseyville
Noble Ratts—Whitestown
Roland Reppert—Decatur
Meredith Richwine—Brownsburg
H. Harold Smith—Brownsburg
Ed Sprunger—Decatur

C. E. Towner—Elwood

Mary Jane Weddle—Ellettsville
John E. Yager—Spurgeon

IOWA
Don Bielenberg—Schleswig
W. A. Dickenson—Marshalltown

Leon Joy—Ames
Elvin LeRoy Nielsen—Hancock

KANSAS
Robert Staley—Atchison

KENTUCKY
Adrian Atherton—Hodgenville
Bailey & Grissom—Glasgow
Roy Butler, Jr.—Hardinsburg
Carter Realty & Auction—Scottsville
James Cash—Fancy Farm
Frank Crain—Elizabethtown
E. Howard Hunt—Louisville
Thomas R. Hunt—Bowling Green
Edmund P. Huntley—Wadesboro
Bill McConnell—Paris
J. R. McGowan—Russell Springs
James E. Proffitt—Tompkinsville
Rex Proffitt—Tompkinsville
Sharon Proffitt—Tompkinsville
Joseph Satterfield—Owingsville
Wm. S. Stewart—Louisville
Julius Wise—Elizabethtown
LOUISIANA
Robert Danzy, Jr—Alexandria
Valery C. Watts—Livingston
MAINE
Kermit Cole—Presque Isle
Don Hinkley—Farmington
Mason Johnson—Rockland
George Martin—East Lebanon
Gardner R. Morrill—Harrison
George R. Morrill—Harrison
Richard Ward—Limestone
Morgan Willis—N. Berwick
MARYLAND
Lee Roy Baublitz—Hampstead
Austin Bohn—Union Bridge
Emmert Bowlus—Frederick
R. C. Burkheimer—Elkton
Michael Conover—Westminster
Susan Conover—Westminster
Don ‘“Hap’ Davis—New Carrolliton
James R. Edwards—Bel Air
Burton Hoffman—Hagerstown
Robert Jackson—Glen Burnie
C. T. James—Laurel
Harold D. Milstead, Sr.—Waldorf
Thomas O’Farrell, Jr—Westminster
Neal N. Owings—Hampstead
Lawrence Plant—Clinton
Stuart P. Stein—Frederick
James Trout—Frederick
Michael Whitson—Westminster
David Wright—Frostburg
MASSACHUSETTS
Philip J. Cohen—Brookline
Frank Onischuk—Westminster
Clifton D. Rockwell—Newburyport
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® AUCTION SCHOOL e AUCTION SCHOOL e John Shibley—Shelburne

AUCTION SCHOOL

LEARN TO BE AN e et
AUCTIONEER FROM s
PROFESSIONAL
INSTRUCTORS . . .
FORMER REISCH
AUCTION COLLEGE
INSTRUCTORS WILL
TEACH YOU.

John Glassman—Eau Claire
Julius C. “Tex” Haas—Saline
Eldon Hallmark—Grand Junction
Harry Johnson—Bangor

David A. Norton—Coldwater
John Pace—Marquette

Ken Snyder—Dryden

MINNESOTA
Don Babbitt—North Branch
Larry Born—Waseca
Lowell Gilbertson—Hayfield
Marlin Krupp—EImore
Kwick Klerk, Inc.—Northfield
Albert Maas—Millville
MISSISSIPPI
Wm. T. Sellers—Petal
MISSOURI
Quinton Daehler—Mayview
Bill H. Edwards—Salem
Roy Hansen—Lincreek
Robert H. McCann—Harrisonville
Richard Mizer—Lonedell
Ace Modgelin—ElI Dorado Springs

NOILONY @ TTOOHOS NOILLONV

* YOU WILL RECEIVE THE
FINEST AUCTION EDUCATION.

* ALL MODERN CLASSROOMS.

+ NOTHING LEFT OUT TO
GlVE YOU THE BEST TRA'N'NG James Rutlader—Kansas City
Truman Schweishouser—Mountain View
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John Wagster—Broseley
FOR PERSONAL INSTRUCTION Gerard Weisbrod—St. Louis
AND ATTENTION.

A. D. Whitaker—Osage Beach
MONTANA

x EVERY PHASE OF

AUCTIONEERING WILL

Bass Auction Co.—Lewistown
Earl W. Kinney—RBillings
BE TAUGHT.

NEBRASKA
Henry Rasmussen—St. Paul
Frank Rybin—Omaha
Allen Samuelson—West Point
Rex Young—~Plattsmouth
NEVADA
Don P. Britt—Reno
George Chadwick—Carson City
Leo Grindley—Las Vegas
J. M. “Bill” Watson—Las Vegas
NEW HAMPSHIRE
J. W. Barber, Jr.—Lebanon
George Clement—Lisbon
Larry Gray—Lebanon
Lawrence J. Guay—Gorham
Wayne K. Mock—Tamworth
Edward G. Stevens—Rindge
NEW JERSEY
Edward J. Barber—Williamstown
Donn Fagans—Cherry Hill
James E. Fawcett—Dumont
Robert E. Fritzsche—Sewell
John Hedgepeth—Ringoes
Jerome Krawitz—Park
George Puglia—Paterson
J. Edward Scott—Williamstown
Melvin Sickler—Williamstown
Howard E. Wikoff—Saddle River
Walter Wright—Williamstown

WRITE FOR FREE
CATALOG

MASON CITY
COLLEGE OF
AUCTIONEERING

Col. Don Wendel, President
Wm. Meeker, Vice-President
P.O. Box 1463
Mason City, lowa 50401

OOHOS NOILONY © TOOHIS NOILONVY @ TOOHIS NOILLONVY @ TOOHIS NOILONV @ TTOOHOS

- NEW MEXICO
@ AUCT'ON SCHOOL @& AUCT'ON SCHOOL & Richard M. Goree—Roswell
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NEW YORK
Rick Amendola—Highland
Tim Anspach—Albany
Merritte L. Barr—Wilkens Glen
Richard Bronstein—Ambherst
Walter Case—Belmont
Tom Coyne—Genesco
M. Edwards—Patchogue
Donald J. Elliott—BIlue Point
Pamela M. Epstein—Liberty
Wilbur Evans—Patchogue
Clarence Foss—East Aurora
K. R. French—Armonk
Richards Gilbert—Garrison
Leo Goldman—Massepqua
Herb Hensley—APO New York
Ted Kay—Hamburg
Dorothy Knapp—W. Nyack
Henry A. Leonard—New City
David Luther—Amenia
John Lynch—Amityville
Crawford McFetridge—Penn Yan
Wm. C. Markey—Stoney Brook
L. Ward Mason—Ganesvoort
Clifford Newman—QOwego
Henry Ott—Middleport
Paul G. Paige—Norfolk
Will Potter—Springuville
Herbert Punchard—EImira
Kenneth M. Rice—Hamburg
Elinor Schlossman—Tuxedo Park
Marianne D. Slough—Brentwood
Marvin L. Smith—Silver Creek
Robert Thatcher—Hudson
Tor Worsoe—Holtsville

NORTH CAROLINA
Jackie Ball—Marshall
Harvey E. Benson—Salisbury
Wilbur Brell—Smithfield
James Edward Chatmon—Winston-Salem
E. Brooks Harris—Henderson
J. Martin Haywood—Rockingham
Billy S. Hinton—Zebulon
Edmund Huntley—Wadesboro
Wm. B. Langley, Sr.—Greensboro
John Erwin Loy—Greensboro
C. D. Maxwell—Fayetteville
Eugene Poe—W. Jefferson
Paul Taylor Reeves—Sparta
Bernard Routh—Bennett
Hugh Simpson—Rutherfordton
Tony R. Stone—Bailey
Kenneth Teague—Graham

NORTH DAKOTA
Edmer Goetz—Bismarck
James Smykowski—Cayuga
OHIO

John Anglin—Middletown
Herb Bambeck—Dover
Barb Baytos—Poland
Darrell Cummings—Bellevue
Donald R. Florea—Bainbridge
Dick Haverland—Hamilton
Edward King—Washington C. H.
Roy Edward Leach—Cuyahoga Falls
Durward S. Price—Akron
Larry Rainsburg—Kenton
Floyd B. Rhoades—Germantown
Kenneth Rhoades—Mt. Victory
Ralph Rupp—Stryker

OKLAHOMA
Jay Blodgett—Duncan
Orval Free—McAlester
Gary Garrison—Muskogee
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Roy F. Georgia—Dell City

B. L. “Lee” Hickman—Oklahoma City
Paul Spitler—Prague

Ben D. Steen—Ada

V. Paul Wells—Tulsa

W. W. Wilkinson—Tulsa

OREGON
George Coulter—Portland
Warren E. Evans—Roseburg
Richard Hurley—Portland
Claude Kilgore—Salem
Jack McBride—Portland
John J. McBride—Portland
Duane H. McLean—Grants Pass
Lyle Story—Beaverton
Jack L. Wilhite—Grants Pass
Lowell Wilhite—Grants Pass
Joseph Willis—Coburg

PENNSYLVANIA
Margaret Berry—W. Newton
lvan Osgood—Troy
John Welcer—Norristown

SOUTH CAROLINA
Joe Beaver—Sumter
Jimmy Blocker—Walterboro
Ralph D. Brooks—Ft. Mill
John S. Carrol'—Williston
H. L. Dodgen—Greenwood
Lloyd Meekins—Dillon
Richard L. Patterson—Lancaster
J. Linehan Pinckney—OQOrangeburg
W. C. Smith—Columbia
Don Wise—Florence
C. W. Worrell—W. Columbia
William M. Yonce—Florence
SOUTH DAKOTA
Paul Hickok—Hot Springs
Jim Payne—Yankton
TENNESSEE
Richard Bethea—Chattanooga
Harvey Peyton—Murfreesboro
Joe ‘“Pizza’” Plank—Nashville
Statewide Realtors & Auctioneeis—
Nashville
Jim Trusty—Nashville
A. Virgil Wilder—Knoxville
TEXAS
Stafford Bertrand—Orange
Grover Howell—Conroe
Jimmy Joe Mahan—Gilmer
James M. Ross—Dallas
R. C. Wiley—Rockdale
UTAH
T. L. Mann—Salt Lake City
John M. Owada—Salt Lake City
Glenn Short—Salt Lake City
VERMONT
Walter Flatow—Waterbury Center
Terry Lawton—Brattlepboro
VIRGINIA
George A. Daniel—Blackstone
Haywood Darnell—Barboursville
Gaines Dickenson—Castlewood
H. Layton Laws, Jr.—Manassas
Ray D. Miller—Salem
Charles Nicholls—Fredericksburg
Robert Pratt—Bealeton
James W. Renney, Jr.—Wakefield
Maury Riganto—Norfolk
J. E. Sutphin—Newport
Thad Williams—Wytheville
WASHINGTON
C. Lester Alexander—Renton
Ray Brock—Pasco

Juel Burling—Everett

Bud Chapman—Seattle
Al Gay—Seattle

Robert F. Losey, Sr.—Renton
Duane Love—Bellingham
Kenneth Mroczek—Seattle
Larry Mroczek—Seattle

C. A. Porter—Connell
Mick Sather—Mt. Vernon
R. M. Williams—Arlington
Earl Witzel—Oak Harbor
Fred F. Wood—Vancouver

WEST VIRGINIA
Leonard F. Eddy—Middlebourne
B. G. Park—Paden City

WISCONSIN
James Appleman—Cashton
Donald C. Backhaus—Milwaukee
Jack A. Barrett—Wisconsin Rapids
William K. Bodell—Hazel Green
Robert Brandau—Wilton
Lester Bue—Beloit
Earl F. Clauer—Mineral Point
Gordon Clayton—Belmont
Earl Culp—Madison
Anita B. Dahlke—Oshkosh
Wayne Dobberstein—New London
Art Doede—Rosholt
Marlyn Doede—Rosholt
Wm. M. Dougherty—Oshkosh
James Esch—Shawano
Dean Ferris—Lancaster
John Freund—Fond du Lac
Robert J. Freund—Oshkosh
Harold Gavin—Reedsburg
Dean George, Sr.—Evansville
Paul George—Brooklyn
Del Hagen—Colfax
Donald Hansen—Strum
Roland G. Hansen, Sr.—Larsen
James W. Heike— Mondovi
Walter Heise—Oconto
Jack Hines—Ellsworth
Chester G. Hollenbeck—Rhinelander
Wenzel Humpal—Boyceville
Wayne Huntzicker—Cashton
Leroy H. Jones—Watertown
William Jones—Pickett
Ernie Kuefiner, Jr.—Hartford
Ernie Kueffner, Sr.—Hartford
Richard Lust—Verona
Sam Masler—Milwaukee
Neil E. Nelson—Westby
Albert H. Noble—Mineral Point
Walter H. Nowatski—Mukwanago
James O’Brien—Eden
Pat O'Brien—Eden
John H. Paffel—Cumberland
Robert Paffel—Cumberland
Martin Parish—Brooklyn
H. Jim Paul—Kewaskum
A. Eugene Pourchot—Oxford
David Radtke—New London
Lloyd Riek—Woodville
Richard Robertson—Mason
Thomas Rusch—Oshkosh
Eldon Schraepfer—Hollandale
Sam Searcy—Milwaukee
Danny Sheafor—Richland Center
John R. Spies—Waterloo
Clarence M. Sturgul—Shawano
Daniel Szablewski—Athens
M. T. Szatalowicz—Stanley
Julius Temkin—Beaver Dam
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REPPERT DECEMBER CLASS instructors seated left to right: H. D. Darnell, Gene Slagle, Phil Neuen-
schwander, president Roland Reppert, M.D., Q. R. Chaffee, Paul Z. Martin, Ed F. Sprunger. Four other
auctioneer instructors were not present when the picture was taken.

LeRoy Teske—Berlin Auctioneer, it’'s a fact . . .
Victor V. Voigt—Reedsville
Virgil Westphal—Madison

Richard White—Darlington Zimbabwe Rhodesia’s liquor-starved whiskey con-

Cerald \WilKinson noisseurs bid enthusiastically for bottles of prized
Michael Zingler—Shawano : : : :

scotches at a recent open air auction in Salisbury.

WYOMING All bottles offered from a private collection — almost

David “Pete’’ Briscoe—Dayton
Robert E. Musser—Cody

CANADA

British Columbia
Al Leismeister—Summerland

200 were snapped up at more than $30 a bottle.
THE AUCTION NEWS

Manitoba o The U.S. commercial tomato crop is valued annually
Neil Hovmand—Winnipeg at about $25.000,000., Pennsylvania growers produc-
Ontario : ’ - :

Charles Benovoy—Iroquois ing about 125,000 tons. Main enemy? Fruit rot of

ADDITIONAL CONTRIBUTORS tomato;s Wh'ICh takes $800,000 annually from those
Jose Camara—Cape Town, South Africa same rennsylvania growers.

Ladies Auxiliary to the NAA FARM AND DAIRY

January, 1980 03
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Advertising Rate Schedule — THE AUCTIONEER MAGAZINE
1.

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

Six (6) Times Eleven (11) Times

Full Page ...........................$125.00 $120.00 $115.00
Half Page ... 62.50 60.00 57.50
Quarter Page ...................... 31.25 30.00 28.75

Column Inch: $7.00 per column inch — column is 21 picas wide (3%2 inches).

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

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

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

NEW ADVERTISERS: Submit payment in advance (with copy) before advertising
will be accepted. If applicable to new advertisers, advance payment for the first three
months will be required.

3.

4,

6. ISSUE AND CLOSING DATES:

Submit all advertising to:

. MECHANICAL REQUIREMENTS: Printed offset.

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 6.).
If advertising is discontinued before completion of contract, short rates for space
will apply.

Trim size: 82 by 11 inches.
Number of columns: two (21 picas wide columns). Binding method: saddle
stitched. Colors available: black on white and upon consultation with editor,
second, or issue color.

Dimensions for ad space: Full page — 7% by 9%2 inches: Half page — 7% by
45 inches; Quarter page — 3'2 by 438 inches or 7%a by 2%a inches.

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

The National Auctioneers Association, 135 Lakewood

Drive, Lincoln, NE 68510. Phone: 402 489-9356.
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FOR SALE

% 300 blue reclining
theater seats

% Auctioneers stand

CALL:

James Anderson
806-352-9261
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CLERK-SAVER™ — World's No. 1 Clerking System

More Professional Auctioneers Use the Clerk-Saver™ System Than Any Other Method.

[ Buyer's Name - THE CLERK'SAVERTM Is:
o of @ Fast — check out in minutes.
S e | — ® Accurate — Clerk writes buyer, item &
. T = % - price. Cashier writes nothing.
G S e e e e Boprremrsosnendhig ® Less expensive than any known system.
e T i et 10E AEsA0 ® Keeps a running total of the sale.

® ‘“CLERK-SAVER’ CLERKING TICKETS—Form No. CT-12

Original and 2 copies on NCR paper (makes its own carbon copies) 8%2x11" sheets
perforated to make 12 tickets 132 x412". 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.

0,000 Tickets (1-3 White, Canary & Card) ... ... $22.50
18,000 Tickets (1-3 White, Canary & Card) ... 43.50
36.000 Tickets (1-8 White, Canary & Card) ............csmsusnsmasmmmss e 85.00

® ALUMINUM WRITING TRAY

The aluminum writing tray is a lightweight, spring-loaded tray which
is designed to hold ample forms for continuous operation throughout
the sale. A storage compartment, a special feature of the tray, holds
additional forms and completed auction item sheets.

Aluminum Writing Tray $14.95

® 100 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

Overall size 23"x16"’x4"". Slots are 23 "’ x 78" x 3%2". Handle
for easy carrying or nail to a wall for permanent installation.

Slots numbered 1 to 100 plus Ato Z ..........._. — ONLY $59.95

iy
G

® BUYER CARDS ... Form No. BC-70

For buyer's number and purchase notes. 3Vax7%2"" (fits
in buyer’'s shirt pocket).

1,000 Cards....$7.50 2,500....$17.50 5,000....$32.50

® 10 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE
Slots numbered 1-2-3-4-5-6-7-8-9-0. All tickets with buyer @ BUYER'S REGISTRATION FORM . . . Form No. BR-69

number ending in one are filed in the one slot (example: 812 x11"", 50 sheets per pad. Space for buyer’s num-
1-11-21-31-41-51-61-71-81-91-101-111-121, etc.). Likewise all ber, name, address, phone and other information.
tickets for buyers ending in two go in the two slot; all tickets
for three in the three slot, etc. Small, compact, easy to $2.00 per pad, 10 pads at $1.50 ea., 20 or more at
carry. Size: 16" by 4" by 4”. Weight 1 Ib., 8 0z. Only $22.95 $1.25 ea.
S . — = ——
SPECIAL CLERK SAVER STARTER KIT
THE SPECIAL KIT INCLUDES:
® Aluminum Writing Tray ® 1,000 BC-70 Buyer Cards SAVE
® 9,000 CT-12 Clerking Tickets @ 3 Pads BR-69 Buyer Registration
® 1 Pad FS-69 Final Settlement Forms Forms
All of the above plus: 327_00
One 10 Slot Clerking Ticket File (a $75.90 Value) Only ... $48.90
One 100 Slot Clerking Ticket File (a $112.90 Value) Only ........................ $84.95 ~ |

Payment with Order—We Pay Postage . . . C.0.D. Orders—You Pay Postage
Order by Mail . . . Send Check or Money Order To:

_‘ ! Missouri Auction School
Top Floor Livestock Exchange Building
‘ > 1600 GENESEE / KANSAS CITY, MO. 64102 |

PHONE: 816-421-7117 I




NOW. m m COLONEL® . . . The Sound That Sells”

The all new COLONEL Series of Portable Heavy Duty P.A.
Systems Designed Exclusively for Auctioneers

COLONEL 1°

® Electro-Voice Model 671 Anti-Feedback professional ball
type dynamic cardiod microphone with on-off switch, de-
tachable 10 foot coiled cord, and built in windscreen.

® Deluxe padded shoulder strap.

® Full range six inch baffled speaker.

® Tough, attractive reinforced vinyl “Mule Hide” covering
with metal corner protectors.

® Space age solid state amplifier.

® SPECIFICATIONS: Batteries: Eight “D"” size flashlight bat-
teries (not included) (Alkaline batteries will give many
hours of extra service).

® DIMENSIONS: 73" High x 6” Wide x 7Va’ Deep.

® WEIGHT 4 LBS., 14 OZ.

® There is a two year repair or replace warranty on every-
thing except batteries.
List Price: $297.50

Auctioneers Cost: $198.00

COLONEL 2°

The COLONEL 2 has the same features as the COLONEL 1
plus:

¢ RECHARGEABLE BATTERY: Extra capacity battery will
last all day long. Fully rechargeable overnight.
® AUTOMATIC “Full Charge” indicator light shows when bat-

COLONEL 3°

The COLONEL 3 has the same
features as the COLONEL 2 plus:

Storage Compartment in back to

carry recharger, microphone and
cord.

Slightly larger speaker baffle area
with port hole.

DIMENSIONS: 93%” High x 6"
Wide x 7Y’ Deep.

WEIGHT: 7 LBS., 6 OZ.

List Price: $477.50
Auctioneers Cost: $318.00

tery is fully charged.

® Complete with recharger. Charger rated 120 VAC, 8 WATT,
300 MA.

® SPECIFICATIONS: Battery: Gel Type (2) #626 2.6 AH rat-
Ing rechargeable.

® INPUTS: one microphone, one tape recorder, one battery
charger.

® OUTPUTS: One extension speaker, one tape recorder.

® WEIGHT: 6 LBS., 12 OZ.
List Price: $447.50

WE STOCK A COMPLETE LINE OF
P.A. EQUIPMENT. WRITE FOR FREE
LITERATURE AND PRICES.

Auctioneers Cost: $298.00

N\
g

—_—

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

THE AUCTIONEER
NATIONAL AUCTIONEERS ASSOCIATION BULK RATE
135 Lakewood Drive, Lincoln, NE 68510 U. S. POSTAGE
Paid
Lincoln, Nebraska
Permit No. 9

ADDRESS CORRECTION REQUESTED
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