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“The Week’’ Goes On

Recognizing NAA Members During National Auctioneers Week



Auctioneer Hat
Stetson ‘“Wisp”’

Demand for Stetson Hats Good!

We have a complete line of sizes and brim widths
on the Silver Belly Felt “Auctioneer” hats — 218", 23"
and 2°%’’, as well as the summer Milan straw hats. We
will also have the white Panama by spring — in plenty of
time for summer wear.

Our London Fog-type jackets with emblems are still
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
l man-made stones made in the form of an auctioneers
gavel makes a good birthday or anniversary gift. Listed
below is what we now have in stock, ready to ship.

Felt Sllver Belly Hals ... onivnnpmmpmmyessanss $27.50

White Panama ... ... e 19.95
Milan Straw (light tan) ... ... ...l 16.95
London Fog-type Jackets with

NAA Emblem (assorted colors) ............................ 21.00
WISP (Western Hat) ... 37.00
4-Color NAA Emblem ... e, TR 3.00
S. S. Gold Plated Tie Tack

with .50 man-made diamond ... .. ... 50.00
S. S. Gold Plated Tie Tack

without man-made diamond .. ... .. .. .. ... 30.00

T-shirts with your name & NAA emblem
$45 Doz.; 2-Doz. minimum

Deer and Pig Skin Gloves .................... $16.00 and $18.00

Plus — 4% Sales Tax

Col. W. Craig Lawing
Tel.: Office: 704 399-6372; Home: 704 399-3260
5521 Belhaven Bivd., Charlotte, NC 28216

Auctioneers:

Now—
more than ever—

The Auction Page
in the popular Sunday financial and
iInvestment 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.

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

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-Iimes

Source: Carl J. Nelson Research, Inc., 1979




Letters To
THE AUCTIONEER

Auctioneer Asks for Questions

| recently conducted a classroom presentation
of our auction profession to a group of high school
juniors and seniors at the Middleton Senior School
here in Middleton, Wisconsin. | was invited to speak
to the class entitled “You and Your Money’’ and was
met by a group of approximately 100 very excited
students!

As part of the presentation, | was asked to
answer questions that these students and their par-
ents had prepared for me in advance. | am provid-
ing a sampling of these questions to offer some in-
sight into how many of our customers — and future
customers — regard the business and profession of
auctioneering.

| was quite concerned with the large number of
questions regarding the idea of a “plant” in the buy-
Ing crowd. For some reason it appears that there is
a widely held, mistaken belief that auctions are
“fixed”.

This was the first chance that | had in my six
years in the profession to get from the general public
their thoughts regarding the auction method of sell-
Ing and the auction profession in general.

| intend to repeat this classroom presentation
In the future. In fact, this is a one semester course
with a new group of 100 students each semester. |
will again ask for questions to gain a better know-
ledge of the attitudes of these students, and, more
Importantly, of their parents.

Here is a sampling of the questions | received:
what happens if a non-bidder accidently bids; do you
have someone planted in the crowd; do you do this
for a full-time job; how do you get paid; is it hard to
learn to talk so fast; how does auctioning an item
compare with selling it myself?

TAKE NOTE

NALLOA needs information from license
law states. Any and all correspondence with
the National Auctioneers License Laws Officials
Association should be sent to the following ad-

dress.
NALLOA
P.O. Box 30042
Lincoln, Nebraska 68510

Advertisement

Learn Auctioneering

February, 1980

Stolen!

The Federal Bureau of Investigation (FBI)
has notified THE AUCTIONEER that the rug
pictured here was stolen from a Chicago, llli-
nois church in September, 1979. The Persian
wool rug, also known as a Kerman rug, is cream
color with dark figures, 20’ x 30’ , 350 Ibs., and
s valued at $150,000. A $10,000 reward was
offered on December 6, 1979 for recovery of the
rug.

Any AUCTIONEER reader who has informa-
tion to contribute concerning the stolen rug,
please call: FBI Special Agent Robert E. Spiel,
Jr., (312) 431-1333, refer to FBl case #CG 87-
47796: or call the Chicago police and refer to
case #RD-A 348 646.

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 | %gggg%Ts‘m'gs
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This Spring Season Holds Promise

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

On this cold winter’s day as | complete my letter
for THE AUCTIONEER, these words come to mind —
“if Winter comes, can Spring be far behind?”’ | have
long forgotten where | first saw these words, but
Spring carries with it a sense of promise and new
beginnings. The Spring weather in Colorado only
adds to the new feeling — bright, warm days, cold
nights, flash snows like glistening white powder,
chirping birds, crocus peeking through the snow,
the Lenten Season — all bringing with it new hope
and promise after the long hard winter.

To Officers and Directors in both the NAA and
each state association, Spring means the culmination
of well laid plans for the current year. It's a happy,
busy time, with much left to do and questions to be
answered. Are we going forward? Have our hori-
zons been broadened? Are we accomplishing the
goals we set in the past? These and many other con-
siderations were before us at the NAA Winter Board
Meeting last month in Williamsburg, Virginia.

We must now ask ourselves — at this time of
new year, new decade, and new season of Spring
sales — what does this year hold for each of us?
For us as a national association? For us as a state
association? How will we spend the time alloted to
us, and are we using our God-given talents to help
others, as well as ourselves?

Part of our professional ‘‘self help’ is attendance
at the educational events available to NAA members.
As of this writing, those opportunities in 1980 are the
Certified Auctioneers Institute (CAl), March 30-April
S, and the NAA Nashville Convention, July 30-August
2. We can all begin the new decade with a feeling of
promise and professional growth by taking advant-

SALE CLERKING SHEETS

and other Auction forms
Write for Samples and Prices

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

—y
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age of every opportunity to improve our auctioneer-
Ing skills.

During my year as your NAA president, | have
always been concerned with the development and
promotion of a strong presence of high ideals and
professionalism among all NAA members. Today,
our knowledge and skills must be sharper and keener
to compete in our complex world. In order to keep
pace with the present and live in harmony with the
future, techniques must change to meet the chal-
lenges which we encounter daily. Nothing is so con-
stant yet demanding as change; and our NAA pro-
grams are meeting the challenges of today’s market
atmosphere. We should know the issues of the day,
taking time to read and think. We should always con-
tinue training, therefore equipping ourselves to work
effectively. Tasks done at a high standard pave the
way to greater things.

Ahead of us now are months of work and prepa-
ration, for both successful sales and a successful
NAA convention. For me personally, the following
poem serves as an inspiration for work and goals.
The verses also remind me to avoid a very danger-
ous word in the business world — procrastinate.

Yesterday’s sun went down last night,

And the sun of tomorrow is yet to rise;

Only the sky of today is bright,

Over the path where our journey lies.

We that would come to the goal at last

Must wait to dream beside the way.

There is hope in the future and help from the
past,

But for work — there is only today.

Yesterday’s thread was used at eve;

And the thread of tomorrow is not yet spun;

Only today may our shuttle weave

Strands of gold in the web begun.

Heed we this lesson and hold it fast,

Hold it and heed it long life’s way,

There is hope in the future and help from the
past,

But for work, there is only today.

Author Unknown



APPRAISAL GUIDES

“You can’t tell the names of the players, without a program.” We have the
tools for the auctioneer, appraiser, banker, finance company, car salesman,

etc.

RED BOOK OFFICIAL USED CAR VALUATIONS ... $24.00

Complete Regional Edition issued 8 times
yearly . . . Retail, finance & wholesale values
for all U.S. cars, popular import cars, light
duty trucks, past 6 years. Insurance sym-
bols, front end views, vehicle number, etc.
(Mr. Auctioneer: worth the price for you per-
sonally to trade automobiies with!)
NATIONAL FARM TRACTOR & IMPLEMENT

BLUE BOOK ... $25.00

Valuations, Nebraska tests, major acces-
sories — past 10 years. Published yearly.
BLUE BOOK OFFICIAL USED TRUCK

VALUATIONS .. e e T S B R s e $40.00
Issued twice yearly Lists all trucks, past 7
years . . . Gives values of trucks and major
optional equipment.
OUTBOARD MOTOR GUIDE ... .o $ 6.95
Over 35 major manufacturers of outboard boat motors
OUTBOARD BOAT GUIDE ... B B T A S =% 595
More than 185 manufacturers, 15,000 models Iusted
INBOARD & OUTDRIVE BOAT GUIDE ... $ 6.95
Does not include inboard boats
INBOARD BOAT GUIDE ... . B R— $ 595
Does not include | O or stern drive boats
BOAT TRAILER GUIDE ... ... .. R R e e e e $ 5.95
Over 5,000 different trailers listed
CAMPING TRAILER & TRAVEL TRAILER GUIDE ... . . .. $ 6.95
More than 200 different lines included
TRUCK CAMPER GUIDE ... $ 595

Over 177 manufacturers listed
MOTOR HOME GUIDE $ 595

More than 167 different manufacturers shown

SAILBOAT GUIDE o .....% 595
Over 116 different manufacturers listed
PONTOON HOUSEBOAT GUIDE ... .. . $ 5.95

Now shows over 80 different manufacturers
CHAIN SAW GUIDE ... $ 5.95
More than 900 different models listed

SNOWMOBILE & ATV GUIDE cvveeniene o0 o $ 595
There are over 200 different manufacturers listed

MOTORCYCLE & MINI-BIKE GUIDE ............... . . $ 595
Over 120 different listings — plus trailers

LAWN EQUIPMENT GUIDE $ 6.95
Includes walking and riding mowers, snow biowers elc.

COMPACT TRACTOR GUIDE ... .. $ 5.95
All the major manufacturers are listed in this book

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

POCKET KNIVES GUIDE .............................. e $ 595
Complete descriptions and illustrations — years made —

variations — stampings and mint prices, etc.

Bus Retmier, CAl, is a 1951 graduate of the Reppert School of Auctioneering
and has successfully completed the NAA CAIl (Certified Auctioneers Insti-
tute). He has sold the above appraisal books to the auction profession for
the past 40 years on a moneyback guarantee.

N Y

BUS RETMIER'S | B\ ||

Phone: 317 849-3304

Please enclose $1.50 handling & mailing

charge per order for UPS charges.

Dear Bus: _
Please send me the items circled above for which | am enclosing

(——check) (——money order) in the amount of $

VALUATION GUIDE SERVICE

P.O. Box 50248 - 8481 Bast St., Indianapolis, Indiana 46250

Name

Address

City State Zip

The Legal Aspects

Of Auctions . . .

Theft In Livestock Marketing
— Something Is Being Done

In the chain of marketing events that brings
livestock from the pasture to the butcher, to the din-
ner table, an auctioneer by profession is part of the
link between buyer and seller. However, when a
criminal act involving livestock is commited some-
where along the line, the entire livestock marketing
procedure is adversely affected. That includes the
auctioneer, especially when the auctioneer is also
a livestock marketer, producer, or livestock buyer.

The following article is a news release that
Livestock Marketing Association distributed to the
livestock industry. In a future ‘““Legal Aspects of
Auctions’ the livestock auctioneer’s position con-
cerning marketing crime will be further explored.

The Senate Judiciary Committee has approved
an amendment to the Criminal Code Reform Act of
1979, endorsed by Livestock Marketing Association
(LMA), which makes theft committed in connection
with interstate livestock marketing a federal crime.

The amendment, introduced by Sen. Max S.
Baucus of Montana was adopted as a part of the
Reform Act, a massive reformation and restructur-
ing of federal criminal laws. The House is presently
considering in committee Criminal Code revisions
similar to the Senate action, and LMA officials are
hopeful the House will adopt a similar amendment.

CONTAINER BUYERS

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

8. . to your door. $150 to $300 full

1 R o B & " price for packing and paperwork
r JEE AN L% =~ on 20 and 40 ft. containers.

s = Py g Supp'ylng Us and canadian
R A - East and West Coast wholesal-
By L | ers. Write or call collect to Lynn
__ Walters. Annual volume over
i s fM-. | $1 [II] MJ

ONE OF OUR ANTWERP WAREHOUSES

LYNN WALTERS
Clackamas. Ore. 97015 [503] 654-3000

13011 S.E. 84th
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The Senate amendment, noted C. T. (Tad) Sand-
ers, LMA general manager, makes it a federal crime
for a person to obtain or use ‘““‘the property of another
with the intent to deprive the other of a right to the
property or a benefit of the property, or to.appropri-
ate the property to his own use or the use of another,
iIf the property has a value of $10,000 or more, and
the offense is committed in connection with livestock
marketing in interstate or foreign commerce.”

Sanders also praised the amendment’s stiff pen-
alties, saying they should provide “a practical deter-
rent to the minority of crooks who threaten the order-
ly flow of livestock and money in an industry which

handled nearly $50 billion worth of commerce in
1978.”

The penalties include up to 10 years in prison if
the property has a value of more than $100,000, and
up to five years in prison if the property is valued
between $10,000 and $100,000, or an authorized fine
for defendants who are individuals, of up to $250,000.

The amendment is the result of LMA’s ongoing
drive against white-collar criminal activities in the
livestock industry. These crimes, Sanders said in-
clude numerous types of fraudulent schemes, wrong-
ful non-payment for livestock, criminal conversion of
of livestock, money, or both, embezzlements, and
counterfeiting.

(Reprinted with permission from HIGH PLAINS JOUR-
NAL.)

Auctions & Answers

THE AUCTIONEER’S question and
answer column

Question. Each year | do quite a few charity auc-
tions. Is there any way that | can get my charity auc-
tions on a “paying basis?”

Answer. Sources contacted by THE AUCTIONEER
suggested three possibilities for charity auctions
being handled on a “paying basis”.

For the auctioneer who conducts charity auc-
tions on a very regular basis, perhaps that auction-
eer should consider specializing in charity auctions,
similar to a professional fund raiser. The auctioneer
sets up the sale from the beginning — advertising,
budget, guiding the organization through the sale,
and therefore providing a valid and valuable service.
The fee would be in line with the cost and type of
service rendered; or a percentage of the money
raised, just like a professional fund raiser.

However, considering charity auctions from the
perspective of the auctioneer who does not do them
for a living, charity auctions are handled on a time
availability basis only. Your pay? The chance to
reach people who might never attend auctions. The
referral possibilities can be worth their weight in
percentages. Even though charity auctions might be
the hardest to sell, you may very likely end up doing
business with a charity auction bidder, or one of

February, 1980

their referrals.

Lastly, your charity auctions will pay for their
time and effort only if the audience leaves the auc-
tion knowing exactly who you are, and that you did
an excellent job of handling the auction. If an auc-
tion is worth doing, it's worth doing well. Bidders
need to know that a good auctioneer — you — is
available when they need an auctioneer. And where
did they get the message? At one of your charity
auctions that they attended.

Question. | am interested in knowing how to get
licensed, perhaps through a reciprocal agreement,
to auction real estate in the following states: Indiana,
Pennsylvania, West Virginia, and Michigan. | am a
licensed auctioneer and realtor from Ohio.

Answer. According to sources contacted by THE
AUCTIONEER, the following conditions apply:

Michigan — The State has no license laws
governing auctioneers at this time. Presently, an
auctioneer may offer real estate at auction in Michi-
gan without a real estate or broker’s license, but is
limited to simply establishing the price. An Ohio
broker would be subject to Michigan real estate laws
and can get further information by contacting: De-
partment of Licensing and Regulation, State of Michi-
gan, Lansing, Michigan 48909.

Indiana — The State has reciprocity with Ohio
as well as several other states with similar licensing
laws. Write to the Indiana Auctioneers Commission,
Room 1025, State Office Bldg., Indianapolis, Indiana
46204, for the proper papers to be filed.. A licensed
Ohio auctioneer for at least one year may file for
reciprocity and not have to take the Indiana exam.

West Virginia — To sell real estate in West
Virginia, you must have both an auctioneer and a
real estate sales license. For the auctioneer’s license
contact: Hon. Gus R. Douglas, Commissioner of
Agriculture, West Virginia Department of Agriculture,
State Capitol, Charleston, WV 25405.

Pennsylvania — Because of reciprocal licensing
agreements, a licensed auctioneer in Ohio is also
licensed to sell real estate in Pennsylvania. Even
though the state does issue real estate licenses for
salesmen and brokers, a licensed auctioneer does
not need a real estate sales license to auction real
estate in Pennsylvania.

Reppert School of Auctioneering, Inc.

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

Founded in 1921

Decatur, Indiana

Box 189 46733 AC 0033




A. MARCUS CO.

Hillside, Illinois

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 cadlling 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

—
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Nashville Here We Come

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

Even though it’'s February, 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 p.m. 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
Manager

ADDRESS

CITY

SHARING ROOM WITH

Special Requests:

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 - (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.

February, 1980 9

Reservations received
after cutoff date above
will be confirmed on a

space available basis
at regular rates.




Try This News Release Format

Keep a positive attitude when you issue a news
release; expect that it is going to be used by the
publications and read by potential auction custo-
mers. And, the actual format of the news release
can be just as important as what you have to say.
Consider the suggested format below, put in your
information, and have your printer make five hundred.
You'll be able to use them throughout the year,
because good public relations is really a job of sell-
Ing yourself. Whether you’re an individual auction-
eer, auction company, or state association, when you
successfully represent yourself, you are advertising
your auction business, and your auction profession-
alism.

| The following news release format, even though
It is prepared for a ficticious “Our State Auctioneers
Association,” can be adapted to meet the needs of
your individual service, or a larger auction company.

The following news release copy can be adapted
for use by the individual auctioneer, company, or
state association. Revise, retype, and send to all
local newspaper editors and broadcast news direc-
tors.

NEWS RELEASE
0S
For Immediate Release AA
Contact: Facts You Should Know
' | About Our State Auc-
Summary: ... tioneers Association.
"""""""""""""""""""""""""""""""" Headquarters
! | oo
"""""""""""""""""""""""" Founded
Membership
____________________________________________ | Purpose
e e ¢ Publications
Meetings
OUR STATE e

\ AUCTIONEERS ASSOCIATION

10

FOR IMMEDIATE RELEASE

SUMMARY: National Auctioneers Association

Commemorates National Auctioneers
Week, April 6-12

Auctioneers throughout the United States will observe Na-
tional Auctioneers Week, April 6-12, 1980. The National Auc-
tioneers Association (NAA) and its 6,000 members will commem-
orate “The Week” along with local state auctioneer associa-
tions, state governors, and city officials. |

During National Auctioneers Week, NAA members will call
attention to their auction professionalism, and service to com-
munity and client. (Here insert your name and auction company
to identify your NAA affiliation. Example: Locally, Joe Smith
and Mary Brown of Hometown Auction Service are members of
the National Auctioneers Association.)

Today the auction method of selling real estate, personal,
and commercial property continues to grow in popularity, due
to the favorable results obtained at auction. However, both the
buying and selling public benefit from an auctioneer’s member-
ship in professional organizations like the NAA.

National Auctioneers Week is a reminder that NAA mem-
bers continually work to improve their services to auction clients,
through nationwide elucational programs.

One of these programs is the Certified Auctioneers Institute
(CAIl) where the experienced NAA member can earn professional
certification.

Especially during National Auctioneers Week, the public is
invited to contact the local auctioneer who displays the NAA
emblem. Membership in the National Auctioneers Association
shows that the auctioneer subscribes to the NAA Code of
Ethics which protects the public, clients, and fellow auctioneers.

National Auctioneers Week, April 6-12, is an opportunity
for the American public to become better acquainted with the
successful auction method of selling, and their local NAA pro-
fessional auctioneer.

Suggested News Release Format

This news release format is an effective
means of reminding editors, and broadcast
news directors exactly what your organization
Is all about. It also quickly conveys your news
to the reader.

The summary is just that, a brief statement
of the news event — like a headline. Make sure
the Contact will be available for further informa-
tion. The right hand margin information is a
quick overview of your auction service, com-
pany, or state association.

THE AUCTIONEER



National Auctioneers Week, April 6-12, is only
two months away, and now is the time to continue
planning and preparation. As promised in the Jan-
uary AUCTIONEER, here is Part Il of a continuing
National Auctioneers Week promotion campaign.
First, however, take a look at a brief recap of Jan-
uary’s ‘““National Auctioneers Week . . . Promote,
Promote, Promote”.

Get the public into your office with an open
house. Use the guest list for a followup contact or
direct mailing.

National Auctioneers Week is a good reason to
hold a promotional luncheon meeting for The Week
and your auction business.

Your State Association and “The Week”
As an association, organize an information

During “The Week” — Communicate

With the Buying/Selling Public

Individual Auctioneer Sells “The Week”

During April 6-12, get on television, the radio,
and in the newspaper and promote National Auction-
eers Week and your auction business.

Talk to local civic groups during The Week —
any audience that will have you as a representative
of the auction profession.

Make sure your auction customers know you're
honoring National Auctioneers Week.

Organize your own special promotion. When
you make people aware of National Auctioneers
Week, you're making people more positively aware
of you and your business.

Auction Company Sells “The Week”

Get all the employees involved in promoting
National Auctioneers Week.

Decide a particular group of prospects that
needs an all important “one more contact,” especial-
ly during The Week.

booth, one each in three influential cities.

What other state associations — bankers, law-
yers, communities — need to hear the auction suc-
cess story?

When state association members go to the
capitol for signing of the governor’s proclamation of
The Week, go in an auto caravan and talk to the
broadcast media along the way.

Spending Auctioneers Week advertising money?
Consider a unique promotion that will motivate the
public to contact their local state auctioneer associa-
tion member.

Part |, as summarized above, kicked-off the
planning for a successful, effective, National Auc-
tioneers Week. This Part I AUCTIONEER article
gives you some things to work with — a news re-
lease format, public service radio commercials, and
The Proclamation.

Especially if you are planning a promotional
event involving a civic official, contact the appropri-
ate offices well in advance of National Auctioneers
Week. As an example of the final proclamation to
be signed by local civic leaders, this AUCTIONEER
?Arfticle presents a draft of the proclamation for The

eek.

Contact Civic Officials
Well in Advance

NATIONAL AUCTIONEERS WEEK
April 6-12, 1980

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

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

Therefore, as (name of State Governor, Mayor, City Manager, Selectman, City or County
Commissioner, etc.) | hereby proclaim the week of April 6-12, 1980 as National Auctioneers
Week in (name of state, city, town, etc.).

| urge all citizens to recognize and honor the many noteworthy contributions that auction-
eers are making to our society and economy.

(Seal)

------------------------------------------------------------------------

(Signature)

February, 1980 11
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PORTABLE SOUND SYSTEM MODEL TA2 IF you have a deluxe auction gallery
Over 200 yards coverage

”: it is in a 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

Complete portable sound system for indoor or outdoor : :
applications. Ideally suited for guided tours, school field I you want to INCrease your profits by our
providing the inventory and expert

trips, information to visitors product demonstrations, pas-
sengers’ traffic control, auctioneers, etc. Complete with :

microphone and shoulder strap. Volume and Tone con- art auctioneers
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. 3%2" D. — Finish: Light grey. Call John Suarez, Director; ARTauction

associates™ at 404-428-5760 or at our 24hr

The price is $149.00 postage paid. Send payment

with order, we pay charges, on COD you pay message center 800-824-7888 ext. A3207; in
charges. | Calif. 800-852-7777; in Hawaii & Alaska 800-
NASHVILLE AUCTION SCHOOL 824-7919; Int’l| 1-916-929-9091; Telex: 542198
191; g- '-BOO‘;":;:W- Cables: Suarez, Atlanta. Member: National

Lawrenceburg, Tennessee 38464 Auctioneers Association.

|
" Pound
Your Gavel.

In the newspaper with the largest Sunday circulation in New England: 680,000. And no Boston
paper has more classified ads. (Our share in 1978: 83%!)* For more information call:
Barbara Carroll (617)929-2161 or Arthur Shachat (617)929-2160.

SN |

he Boston Globe

BOSTON, MASSACHUSETTS 02107

ALl 1978
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Get On the Radio With
Public Service Commercials

When you contact local radio stations to pro-
mote National Auctioneers Week, suggest the follow-
ing 30 second radio commercials as public service
messages. Also suggest that local NAA members be
guests on local radio talk shows to explain the auc-
tion method and NAA affiliation. These commercials
can, of course, be revised to accomodate any radio
station format.

NATIONAL AUCTIONEERS WEEK, PROMOTIONAL
RADIO COMMERCIALS 30 SECOND
WEEK OF APRIL 6-12

#1 |
THIS IS NATIONAL AUCTIONEERS WEEK ACROSS
AMERICA AND WE WOULD LIKE TO TALK A MO-
MENT ABOUT THE SERVICES PROVIDED BY THE
AUCTIONEER. AUCTIONEERS SELL ALL MANNER
OF REAL ESTATE AND PERSONAL PROPERTY.
THEY ALSO PROVIDE COMPLETE APPRAISAL SER-
VICE AND, OF COURSE, HOLD AUCTION SALES.
IF YOU HAVE QUESTIONS ABOUT AUCTION SER-
VICES CONTACT YOUR LOCAL MEMBER(S) OF
THE NATIONAL AUCTIONEERS ASSOCIATION:
(Here insert your company name and other local
NAA members.)

#2

HERE ARE SEVERAL REASONS WHY YOU SHOULD
CONSIDER HAVING AN AUCTION. EVERYTHING IS
SOLD FOR CASH, YOU SELL ONLY WHEN YOU
ARE READY, PRICES ARE DETERMINED BY COM-
PETITIVE BIDDING, AND YOUR COMPLETE SALE
IS OVER IN A MATTER OF HOURS. IF YOU WANT
TO SELL SOMETHING, DEFINITELY CONSIDER AN
AUCTION. IF YOU HAVE QUESTIONS, CONTACT
YOUR LOCAL MEMBER(S) OF THE NATIONAL AUC-
TIONEERS ASSOCIATION: (Here insert your com-
pany name and other local NAA members.)

Promote ‘“The Week’” — It’s Good For Business

The interest generated by National Auctioneers
Week can lead to the phone ringing and prospective
clients walking through the door. Successful Auc-
tioneers Week public relations can be very effective.
Again, it's a matter of selling yourself, your profes-
sion, and your affiliation with the National Auction-
eers Association.

Part Il of THE AUCTIONEER magazine's promo-
tion of National Auctioneers Week gives you the
publicity tools to communicate with the buying and
selling public. The March issue of THE AUCTION-
EER will summarize all promoticnal efforts — in
other words, America, The Week Goes On.

Winter gives you a ‘‘bare-bones’ view of real estate
composition, unlike summer when vegetation can be
distracting. In winter, any fundamental landscape
problems should be readily visible.

FARM & DAIRY

February, 1980

ON
THE MOVE
IN EVERY WAY

ATTENTION

AUCTIONEERS

MEDE SALES
CAN SHARPEN YOUR
PROFITS WITH

EXTRAORDINARY
SAVINGS ON
QUALITY TOOLS

AIR . .. HAND . . . POWER

IMPORTERS . . . DISTRIBUTORS
. . . MANUFACTURERS

FEATURING:

MILWAUKEE * FLORIDA PNEU-
MATIC * CHICAGO PNEU-
MATIC * NATIONAL DETROIT *
LE ROI-AIR COMPRESSORS *
VISE GRIP * WATERLOO TOOL
BOX * NORTON ABRASIVES

*** FULL WARRANTY
ON ALL TOOLS ***

$ $ $ TURN YOUR
SAVINGS INTO
DOLLARS $ $ $

WE ARE AS CLOSE
AS YOUR PHONE
(215) 674-9988

MEDE SALES, INC.
TUDOR SQUARE
1475 WEST STREET ROAD
WARMINSTER, PA 18974
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EVERY
WEDNESDAY
10 A.M.

““ Truckloads New Merchandise’’

At

DOUGLAS COUNTY AUCTION BLDG.

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

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

Also Cars — Saturday Night

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

DOUGLASVILLE VARIETY STORE
6648 Broad St. - Douglasville, Ga.
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An ounce of Freedomike.
is worth a pound of RA.

Freedomike Wireless Microphones From Lectrosonics

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

That “something” is the P.A. system. Maybe it gets in the way when you
have to stop your bid calling and lug it to another table. Maybe the
bidders watch you drag your mike cord around instead of listening to
your bid calls. Maybe you need three hands to hold up both the e
merchandise and your microphone. ey

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

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

of any P.A. system. The Freedomike system uses special
Unichannel ), circuitry to eleminate unwanted inter-
terence. A protective carrying case is also provided.

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

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

Freedomike SYSI‘.Em TWO e —————— T
(with hand-held mike)-$685

(with both mikes)-$750

e

Voice Projector 18
Ultra Portable P.A.

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

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

all the features of the older model, | Plus Power 48R
l plus high-level input and e Amplifier/Speaker

output for connecting

to other audio If you and your Freedomike

devices. Its system travel to places with no

rechargeable house P.A. system, Lectrosonics

power pack has the Plus Power 48R. With

lasts 50% longer its own powerful 16 watt rms

than the old VP18. amplifier, 8" speaker and

VP18R -$295 rechargeable batteries, the PP48R
enables you to use your

Freedomike system anywhere...
even if miles from the nearest
AC power source.

PP48R-$165

L &CUrOSONICS. ING

ALBUQUERQUE. NEW MEXICO., US A

.'
.:'
2
:'
-
2 --__'\'n'.-.- R
.
o
= e "

Lectrosonics products for auctioneers are available from:

Duane Gansz Forrest Mendenhall Bill Hagen Bob Miller
Duane E. Gansz Auction & Realty =~ Mendenhall College of Auctioneering ~ Western College of Auctioneering Indiana College of Auctioneering
14 William Street Route 5 Box 1458 8846 Holliday Drive
Lyons, NY 14489 High Point, NC 27263 Billings, MT 59103 Indianapolis, IN 46260
315-946-6241 919-887-1165 406-252-2565 317-873-4601
Rowland Huey Hugh Miller Col. Gordon Taylor
John Huey & Sons Curran Miller Auction Reisch World Wide College of Auctioneering
11660 Parkway Drive Route 3, Box 457 Box 949
North Huntington, PA 15642  Evansville, IN 47711 Mason City, lowa 50401
412-863-4961 812-867-2486 515-423-5242

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

February, 1980 15



The First 20 Minutes

By James W. Heike
NAA Director

It is only natural, and it makes good sense, for
an auctioneer to concentrate the most effort on the
preparation and sale of items likely to bring the most
money — livestock and big machinery at a farm
auction, for example. Few auctioneers would dis-
agree with this philosophy. Selling items of little
value, particularly those on the ‘‘junk’” wagon, is
often considered a ‘‘necessary evil’.

However, many people attending an auction de-
termine its success by how well the small, as well as
the more valuable, items are sold. Generally, it is
easier for buyers to relate to the price of small items
because they are more familiar with their value. The
successful auctioneer realizes this and, therefore,
concentrates on getting a good price within the time
alloted for each sale.

All of us have seen both extremes of this situa-
tion — first, selling everything, item by item, and
"begging’ for another quarter while valuable time is
slipping by. The other extreme is selling too fast,
and in such large lots that many buyers feel they
are intentionally being eliminated from the bidding.

Your opening remarks, the pace you set, and
the way you handle the crowd during the first 20 min-
utes could well determine how successful the entire
auction will be.

Your opening remarks are important because
this is an excellent opportunity for you to develop a
rapport with the buyers. Many of the people hearing
you for the first time will form a strong opinion of
you by the time you finish your opening remarks. It
IS important to be warm and friendly. For example,
let them know that you are well organized by ex-
plaining the terms and conditions of the sale in a way
that everyone realizes that the auction is going to
be conducted in a professional manner.

The pace you set in the first 20 minutes is of
great significance. Stand and beg the first 20 min-
utes, and you will still be begging when you sell the
last item. Remember the three S's — move the sale
along at a Smooth, Steady, Snappy pace. Preferably,
locate the wagon or platform next to a building so
that none of the bidders can stand behind you. You
will be able to sell faster and with far less confusion.

16

Avoid handling any of the small items yourself.
Personally, | like to have two individuals, one on each
side of me, alternately holding up the item being
sold. One of the instructions | give them is to always
have something in the air. Spend your valuable time
SELLING, not holding up and passing around mer-
chandise. You will hold the crowd’s attention and
find yourself getting top dollar in @a minimum amount
of time.

The way you handle the crowd is always im-
portant, but the first 20 minutes establishes a prece-
dent, not only for the remainder of the sale, but for
future auctions. Be courteous, and do not belittle
the buyers by projecting yourself as “big me and
little you’. Inject a little humor, because a crowd
In a good mood is a better bidding crowd. Be care-
ful though, not to ridicule the item being sold.

Remember, everyone at your sale is a possible
auction prospect. Those potential bhuyers will be
asking themselves, “is this how | would like to have
my property sold?” How you conduct yourself and
your auctions — especially during the first 20 min-
utes — could determine whether or not one of your
bidders will later become one of your clients.

NORTON of Michigan.

IS SYNONYMOUS WITH SUCCESSFUL

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 CORPORA TION

_— AUCTIONEERS ¢« LIQUIDATORS « APPRAISERS
273 MARSHALL AT NORTON COLDWATER. MICHIGAN 49036
PH 517-279-9063 OR MOBILE 517-368-5581

NATIONALLY RECOGNIZED AWARD WINNING AUCTIONEERS

You might have to sell one at auction someday. A
Provo, Utah, company is marketing Dodge Omni cars
that run on water — more accurately, the hydrogen
gas that is taken from water.

FARM AND DAIRY

THE AUCTIONEER



“Sounding Off”

By Dean Fleming
NAA Treasurer

As we experience the beginning of the 1980’s,
It's good time to recycle the advancements of the
'70’s. Let's look ahead to those new objectives which
we intend to implement in our activities for the com-
ing year. It’s also time to review where we stand in
relationship to our goals of attaining professionalism
In our auction businesses.

Memories of drill instructors who shouted

March 30-April 5, 1980

For application and information, contact: Certified Auctioneers
Education Institute, Indiana Memorial Union, Suite 555, Bloom-

ington, Ind. 47405; (812) 337-0706.

“Sound Off” return to make us ‘‘listen for our own
sound” with a critical ear. The top drill teams who
were recognized and chosen for special duty were
finely tuned, dedicated and disciplined people. The
drill team Leader set the example for excellence and
Insisted on excellent performance by the entire team,
every time they were on review.

Auctioneers need many of the qualities of a
successful drill team. We need to “look sharp — be
sharp’ and sound sharp everytime we start an auc-
tion sale. We have to display confidence, backed
up by accurate commentary relevent to the sale at
hand. The right information can instill in bidders a
desire to bid, own that which is being offered.

Excellence means presenting an image of
“class”, not “show’”. You must appear real, not
fake. Above all, what you say must sound true and
ring clear. You must cause people to listen. Your
auctions deserve to have the best sound a message
can have, for today might be the last time you can
display for your seller the merits of the seller’s
property. Think about that for a minute. Someone
hired you and your staff to reduce to dollars in a few
minutes, perhaps a lifetime of effort. Are you really
ready? Are you adequately prepared? Can every
bidder hear you? Will all bidders listen?

Let’s put it another way. When a leader dog in a
sled team barks, the whole team hears and responds.
When E. F. Hutton speaks, ‘“‘people listen’'.

This reminder, as we begin in the 80’s, is in-
tended to make you answer a question — how do

Continued on page 18

CERTIFIED
AUCTIONEERS
INSTITUTE
1980 Courses

Indiana University
Bloomington, Ind.

February, 1980
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etalworking Machinery

get mere LGCUION |
vor yeur AUGUION

Cover any or all of more than

185,000 Western Hemisphere
metalworking plants with

SIELL=[ECUIVE
mailing

liisiis

IMNC’s metalworking market mailing lists are l

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 l

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.I.C. numbers) — by
in-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

NDUSTRIAL

MACHINERY
VEWS CORER

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

you “sound off” when you open and conduct your
auctions? Tape your auction sales and listen for
yourself, to see if you really sound the way you want
to sound. If you don’t, do something about it.

“DO IT, DO IT RIGHT, and DO IT RIGHT NOW,”
Is a slogan for personal excellence and a clean desk.
For more ideas about what you can do to attain
excellence in your auction business, attend your state
and National Auctioneers Association meetings. Be;
gin your CAl training this year and attend NAA semi-
nars. With professionalism and excellence a part of
your auctioneering, the 1980’s can have the look and
“'sound” of both success and service.

Honest Estimate Is
Part of Our Obligation

By Norman Aldinger
NAA Director

It is becoming increasingly more important that
a budget be set up and presented to a client prior to
the sale, so that the client has a clear picture of
what the charges will be when settlement time
comes. Recently | have heard several complaints
about auctioneers who give a ballpark figure for
advertising, then present actual costs from 50 to
300% over estimate. | am sure that if you had your
car serviced or any other services performed, you
would question seriously a bill three times the
amount estimated; and we have every reason to ex-
pect an explanation.

Each of us in our own business has an obliga-
tion to our clients to make sure they receive an
honest estimate — or budget — so that they can
make decisions on good business advice. Some-
times, however, | think we become so anxious to
book a sale that we fail to realize our obligation to
the client.

In essence we are spending someone else’s
money. When we do that, it's most important that
we always use common sense. We must consider
“how much advertising would | do if | were paying
the bill?”’ We, as auctioneers, have a unique chance
to take a free ride when it comes to advertising.

Consider, if you will, that not only are we ad-
vertising the time, place, and what’'s for sale, but a

THE AUCTIONEER



Now — The 18-R Voice Projector

This is America’s top quality portable p.a. system. Lightweight
for all-day use, the 18-R has a heavy duty rechargeable power
pack that provides 50% more life than most other units selling
for much more. This is the proven unit for auctioneers all over
America. Unit has SHURE high quality microphone, and your
buyers will understand you clearly with plenty of power.

American Made — Finest Quality — Order yours today!

Order by mail — payment with order — we pay
North Carolina residents add 4% sales tax.

Col. Forrest Mendenhall,
Member

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

=

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

HIGH POINT, NORTH CAROLINA 27263

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

o uctionee’iin

PHONE (919) 887-1165

large part of the advertising space is donated to the
auction company — its logo and other company In-
formation. It therefore becomes very important that
we not put more effort into advertising our company
than advertising the products of our client.

Each of us should feel very comfortable with
ourselves when the job is done. A good business
life certainly is important, and good commissions
sure help that process along. But, equally important
Is the good feeling we get when a successful sale is
closed. We have not only earned our commission,
but we have a satisfied auction customer who will
be advertising for us. That customer will spread the
word, and we will continue to benefit from success-
ful sales long after the last bid.

A Colorado man has devised a system that he claims
will cut down on horse rustling by individually identi-
fying every horse. He claims that horses have a
“fingerprint” just like humans, but the horse’s ver-
sion is the “‘chestnut’” on the inner side of the horse’s
forelegs. He also claims that no two chestnuts are
exactly the same, and uses electronic instruments to

record a horse’s chestnut, and keep the record on
permanent file.

FARM & DAIRY
February, 1980

PUT US ON YOUR
MAILING LIST

We buy doors, windows and related
items. Any location. Please contact:

J. Robert Walker |

. WALKER DOOR LTD.

1366 S.W. Marine Dr.
Vancouver, British Columbia
Canada

{ Please Phone: 604-226-7211 |

You might have to sell one at auction someday. A
new, energy saving, wind power system will soon be
manufactured and marketed from the Minneapo-
lis/St. Paul area.

HIGH PLAINS JOURNAL
19
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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,
BEISMAKX, TEABERRBY, ROYCE, COLT,
REGENT, PROCTOR SILEX, MCGRAW-
EDISON, plus many others.

We 1mport 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
1mporting enables us to offer
the lowest prices possible.
Visit our showrooms and 1nspect
our quality merchandise ready
in our 48,000 sg. ft. warehouse
for fast pickup or delivery.
Serving the Auctioneer Trade
for 31 years.

|||||[]|H WW”'””“‘”“\H\Mumnmuwmn
.l Htm

FRIEDER, INC. wHoLEsALE

2553 Superior Avenue ONLY
Cleveland, Ohio 44114

||i|l|il|l
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THE AUCTIONEER’S LIBRARY & REFERENCE BOOKS

Latest Advanced Methods
For The Professional Auctioneer

The Most Comprehensive Information Ever
Published On Auctioneering

TELLS YOU HOW TO KEEP THE BUSI-

NESS YOU HAVE AND HOW TO GET THE

SALES YOU HAVE NOT BEEN GETTING.

Col. JOE REISCH {
Author & Publisher Nothing Is Left Out —
(Photo taken Nov. 1978) ey
10 Books — First edition now off the press ] o
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Address All Mail To —

Col. Joe Reisch’s Auction Library
Box 850, Dept. NA
Mason City, lowa 50401
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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
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ity of genuine gemstones. They are available to you
to be sold at your auctions regardless of price and
without minimum bid.

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

variety to your sales. They are guaranteed genuine
and have been weighed on a jeweler's scale to
1/100 of a carat accuracy. All are cut and facted.

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

Please call or write our office as soon as possible.

Thank you very much.

Consolidated Equity Associates

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

February, 1980
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“Crimes against business are usually
crimes of opportunity. If you make it easy for
someone to steal from you, chances are some-
one will. So don’t make it easy!

“TRAINING IS THE ANSWER. (My informa-
tion) is designed for thorough and accurate
training of anyone who accepts checks for pay-
ment of goods or services. It is being used by

In the October 1979 issue of THE AUCTIONEER
magazine, the National Auctioneers Association pre-
sented its members with information to help counter-
act the increasing occurence of bad checks and bad
credit. As a followup to that eight page information
Insert, NAA staff attended a presentation by Frank
L. Abagnale, a retired master forger and con artist,
Who is now a business crime consultant. This AUC-
TIONEER article is a summary of the Abagnale pre-
sentation, “You Catch A Thief’.

The following set of bad money statistics are
equally as frightening as the data you encountered
last October. Implied in the fraudulent payment fig-
ures is a hard lesson to be learned, and one that
can be avoided: business people who are unprepared
are more likely to get stung in the marketplace by
the increasing number of bad money criminals.

® Four hundred thousand bad checks are writ-
ten each day. Of that 400,000, 62% are written by

people who do not plan to pay back the money.
Losses to bad checks? 1.2 million dollars a day.

® Check forgeries are up 328% from 1975, up
150% since 1978. And, only 8% of all check forgers
are arrested and charged. Of the forgers caught,
only 2 out of 10 can be prosecuted because the per-

son who took the check was not trained to take the
right information.

® Even when useable ID information is proper-
ly recorded, but on the back of the check, 7 out of
10 checks written on the back are totally unreadable.
Reason? Every time a check goes through a bank
or clearinghouse, machines print on the back of the

check, therefore covering the handwritten informa-
tion.

A practical solution to lessening your exposure
to bad checks? Train yourself and your auction staff
to recognize a forgery, and record ID information
that can be used in court. The adjoining page gives
you the methods you’ll need. However, the Frank
Abag_nale presentation emphasized other items to
consider as you conduct business by personal check.

Let’s face it, neither you nor your auction staff
are really going to look at a check unless you know
what you’re looking for. Don’t be impressed with the
person; don’t be impressed with the company behind
the check. Direct your attention to analyzing only
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major retailers, including Sears Roebuck &
Company, J. C. Penney Company, and Mont-
gomery Ward & Company; small retailers;
banks; savings and loan associations; and
credit unions; as well as law enforcement
agencies and educational facilities throughout
the United States.”

Frank W. Abagnale

Followup: The Auctioneer vs

Bad Money

the information on the check, and the accompanying
personal identification.

Record every digit of the license number. If
you leave off a digit, you may have written down
someone else’s license number.

Checks that are forged using a color copying
machine can be detected if you know what to look
for: the paper is shiny; the magnetic numbers in the
left bottom corner are also shiny and raised, there-
fore you can feel them; the check isn’t perforated on
any edge; the ink smears.

Lastly, never accept partial payment. In many
states, you lose all rights to claim the full payment
If you've once accepted partial.

Remove Page 23 and Use It!

Frank W. Abagnale & Associates has granted
THE AUCTIONEER magazine reprint. permission of
Its page size, plastic laminated card, “How to Spot
Forged Checks’”’ and “Steps to Follow when Accept-
iIng Checks’”. Additional laminated cards and/or the
slide/tape program, “YOU CATCH A THIEF”, can
be purchased from Frank W. Abagnale by writing to
the company address at the bottom of page 24.

Right now, however, please remove page 23
from THE AUCTIONEER. Take it to every auction,
make sure all of your staff reads it, keep it on the
cashier’'s table and generally, PUT IT TO USE WITH
EVERY CHECK.

The National Auctioneers Association, through
THE AUCTIONEER magazine, will continue to keep
its members informed of fraudulent payment crime,
and how the auctioneer can prevent losses. How-
ever, it is up to the NAA membership to use THE
AUCTIONTER magazine as a forum to exchange in-
formation about bad money, and its prevention in the
auction industry. Practical effective information is
one way that auction professionals can defend them-
selves from some other professionals — the people
who make a living at trying to steal your money via
the bad check.

(Article by Gary Carmichael, NAA Director of Associ-
ation Services)

THE AUCTIONEER



How to Spot Forged Checks

Check for Perforations

You'll be able to feel perforations on at least one edge of
all legitimate checks except for government checks print-
ed on computer card stock. Perforation equipment is ex-
pensive and bulky, so most forgers use a regular paper
cutter—leaving all four sides smooth.

Watch for Clues Revealing Color Copied Checks

Magnetic routing numbers at the bottom of a check will be raised off the surface— almost
like braille—because of the dull ink’s effect on the reflective light duplicating process. The
numbers on the copy will be shiny instead of dull. Also, because the color is created by a
chemical process rather than by ink, the moisture from your fingers will often cause them to
smear an opposite color.

| ABIG CORPORATION
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Verify Federal Reserve District Numbers

The nine place number between the brackets is the routing code for the bank
the check is drawn on. The first two indicate which of the 12 Federal Reserve
Districts the bank is located in. Refer to the codes below. It is important that
you compare this to the location of the bank since a forger will sometimes
change these in order to buy more float time while the check is routed to a
distant, incorrect Reserve Bank. It should also agree with the routing fraction
printed in the upper right hand corner.

Federal Reserve Bank Codes

Check Magnetic Numbers for Dull Finish

The special magnetic ink required for automated check sorting is extremely
flat and dull. If you spot shine, or reflected light, off these numbers when
you tilt the check under normal lighting, it is probably a forgery. This ink is
expensive, and restricted, so the forger will usually not go to the trouble to
obtain it. Being aware of the short cuts taken by forgers due to expense and
unavailability of certain papers and inks, will help you to quickly and easily
spot forged checks.

Other Negotiable Instrument Codes

01 —Massachusetts, Maine, New Hampshire,
Connecticut, Vermont, Rhode Islan

02 —New York, New Jersey, Connecticut
03 — Pennsylvania, Delaware, New Jersey
04 —Ohio, Pennsylvania, Kentucky, West
Virginia

05 —Virginia, Maryland, North Carolina,
Washington, D.C., South Carolina, West

Virginia

06 —Ceorgia, Alabama, Florida, Tennessee,
Louisiana, Mississippi

07 —lllinois, Michigan, Indiana, lowa, Wis-
consin

08 —Missouri, Arkansas, Kentucky, Tennes-
see, Indiana, lllinois, Mississippi

09 —Minnesota, Montana, North Dakota,

© 1979 by Frank W. Abagnale & Associates

Not to he reproduced under penalty of Federal law

South Dakota, Wisconsin, Michigan

10 — Missouri, Colorado, Oklahoma, Ne-
braska, lowa, Wyoming, Kansas, New
Mexico

11— Texas, Arizona, New Mexico, Louisi-
ana, Oklahoma

12 —California, Oregon, Washington, Utah,
Hawaii, Alaska, Idaho, Nevada, Arizona

On drafts issued by savings and loan institutions
and mutual savings banks, magnetic bank rout-
ing numbers may start with the digits 2 or 3. Credit
union drafts are honored by the bank on which
they are drawn. International traveler’s checks
have routing numbers starting with 8000. U.S.
Government checks contain the routing number
0000-0051.
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Dear Ladies:

| wonder where the time has gone since we were
all gathered in Denver in July 1979. | thoroughly en-
joyed the convention, and hopefully, those of you
that were not there can attend the 1980 Nashville
convention. Especially if you're part of an auction
business, convention time is informative and enjoy-
able.

We were busy with auctions during the fall,
especially November and December. It looks like
1980 will be a good auction year as we are already
booking a number of sales for late winter and early
spring. Ours is a family-type business with my hus-
band and three sons as auctioneers. On auction days
our daughter, daughter-in law, my mother, and my-
self all manage to stay very busy.

Here in California we had the most beautiful fall
weather we've had for several years. The farmers
were happy to get their crops harvested without rain
and are still able to be working in the fields. At this
writing the temperature is still 60-70 degrees during
the day and 40-50 degrees at night.

| appreciate being asked to serve as a Ladies
Auxiliary director for this year, and we are all looking
forward to attending the 1980 Nashville convention
in July. See you there.

Mrs. Jeri Huisman, Director
Ladies Auxiliary to the NAA
Galt, California

Dear Ladies:

A new decade begins, and at the top of my list
of things to do is writing this letter for Ladies Auxil-
lary page.

Here in North Dakota we are enjoying a warmer
than average winter, with very little snow — much
deserved after the past two winters. Have you seen
the winter wonderland paintings of the frosted trees
and grasses? Well that is what we have been ex-
periencing. No picture has ever portrayed the real
beauty, though. Harvey McCray would never believe
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If you are

a form to join the NAA Ladi hary.
North Dakota could be so pretty after the snow and i3t el adies Auxiliary

Ice he encountered when he visited our state con-
vention two years ago.

This year’s state convention is February 8-9-10.
As Secretary-Treasurer of the North Dakota Auction-
eers Association, | am busy typing membership cer-
tificates, filling registration packets, getting pro-
grams printed, and other things that have to be done
to assure a successful convention.

Last year Norm and | visited Nashville, Tennes-
see in January. We attended the Grand Ole Opry,
stayed at the Opryland Hotel, and toured the Country : 1

Music Hall of Fame. We also drove to several antique Y Auction Supplies ) ¢

stores in the surrounding towns. We enjoyed our | _
Write for Samples and Prices

stay very much, and you'll enjoy Nashville when you
attend the 1980 National Auctioneers Association Superior Printing 334 Riverside Blvd.
Loves Park, lllinois 61111

not as yet a member, | hope you will join the National
Ladies Auxiliary, and come along with us to Nash-

ville. | and the rest of the officers and directors_ of
the Ladies Auxiliary are looking forward to meeting
you.

Mrs. Kay Aldinger, Director
Ladies Auxiliary to the NAA
Cleveland, North Dakota
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