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ATTENTION ALL NEW AND OLD MEMBERS OF NAA

T R e
1Y .-:-

Stetson ‘“Wisp”’ Auctioneer Hat

We have been privileged in the past to supply a few items that have been beneficial
to the well being of many old as well as new auctioneers throughout the country. Back
in the 60's we contracted with a major hat manufacturing concern to make the
" Auctioneer” hat which comes in both "Felt” and "Straw" and in three different brim
widths (2 1/8", 2 3/8" and 2 6/8"), the felt in silver belly (light grey) color and the straw,
rice color. Down through the years we have sold thousands of these hats to auctioneers
in every state. Eighty percent of our business is "repeat” in that those who wear them
like them. Several years later we added the Stetson 4X silver belly "Wisp” hat—this is
the hat you see advertised and worn by the "Marlboro Man". The two pictures above
depict both the "Auctioneer™ and the ever popular "Wisp".

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

| have heard, "What do you give an auctioneer who has everything”, many times and
the best answer | know is an auctioneer’s Gavel Tie Tac. They are an attention getter
and will provide many a conversation. | have booked several sales because of the one
| wear—| never go anywhere without mine and would feel naked without it. Sterling
Silver or Gold Plated tac with or without man-made diamond start at $60.00. Solid 14k
Gold Tacs start at $320.00. To add a diamond additional prices are $120.00 up
according to the size diamond you wish mounted thereon. Call for prices. They make
great Christmas, anniversary, birthday or just because you love ‘em presents.

' «AUCTIONEER’S
GAVEL”

TIE TACK

Silver Belly Felt “Auctioneer’’ hat

(21/8",23/8",25/8" brims) $57.50
Wisp 4X Beaver Stetson Hat $80.00
White Panama Hat (2 1/2"" brim) $32.00
Milan Straw Hat (2 1/8’’, 2 3/8"" and 2 5/8"’ brim) $30.00
London Fog Jackets w/emblem $32.00
NAA Emblems (4 color embroidered) $3.50
Tie Tacs (14k gold, sterling silver, gold plated with or

without diamonds or man-made diamonds from $50.00

Call for prices.
(All items plus 5% sales tax)

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

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

Colonel W. Craig Lawing

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

AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

= = HALF-MILE HAILER
' MODEL S-610

List: $349.00
Auctioneers Cost: $279.50

MOBILE PA. MODEL S-310

Auctioneers Cost: $479.50

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

“The Professional Auctioneers’ Choice”

SOUND CRUISER

List: $599.00

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

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

North Carolina residents add 5% sales tax.

Col. Forrest Mendenhall, S

2/November 1990/THE AUCTIONEER

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

Lﬂ uctionee-’z I.ﬂ

P.O. BOX 7344 — U.S. HWY. 29 & 70 (185) HIGH POINT, NORTH CAROLINA 27263 PHONE (919) 887-1165



ATTENTION: INDUSTRIAL/COMMERCIAL
AUCTIONEERS!

DO YOU NEED MORE AUCTIONS

TO CONDUCT?
INTRODUCING:

———————————————————

PLANT CLOSING HOTLINE!!!
\C—ee—e—e—e|e | """ 4
This Bi-Weekly Newsletter is available to inform you of manufacturing plant closings through-
out North America! Each listing describes manufacturer or company name, address, telephone
number, contact name, details of plant closing, and type of product manufactured or services
provided. Also enclosed will be plants that will relocate and also have surplus items for sale.

FINALLY! One complete source to contact sellers of surplus equipment and materials. Nearly

all companies, when closing a plant or relocating, have many items unwanted, or not cost-effec-
tive to transport. THIS IS YOUR OPPORTUNITY TO OFFER THE ADVANTAGES OF THE

AUCTION METHOD OF SELLING TO THESE SELLERS. THEY HAVE THE NEED AND YOU
HAVE THE KNOW-HOW! Now, you will know who they are, where they are, and when they
are closing or relocating. Published the 1st & 15th of each month, and sent to you FIRST CLASS

MAIL! Monthly Fee includes postage.

The PLANT CLOSING HOTLINE is available for only $50.00 per month, with two issues per
month, and minimum of 30 plant listings per issue. That's LESS THAN $1.00 PER LISTING! Each

listing could mean THOUSANDS OF DOLLARS of new AUCTIONS for you!

To Order Plant Closing Hotline, a minimum order of two (2) months payment is required. This
payment covers the first and last month that you subscribe. (This additional $50.00 is on deposit in
your account, and should you no longer wish to receive HOTLINE, this amount will pay for the
last month subscribed) Each additional month of service will be billed monthly. We know that
you will benefit from this valuable service, and we are sure that you will be pleased with the
contents!

ALSO AVAILABLE! You may have HOTLINE sent to you on your FAX MACHINE,
or on IBM Compatible Computer Disk! (Inquire for pricing of FAX or Computer
Disk)

This HOTLINE will save you time and energy finding NEW AUCTION OPPORTUNITIES!

DON'T MISS OUT! CALL TODAY TO RECEIVE A FREE SAMPLE
OF PLANT LISTINGS TO SEE THIS GREAT VALUE!

| California 94546
INC. el (415) 582-3861

Fax: (415) 895-8650
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of the work for an auction is
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Auction Support Network

Convention, Seminar Dates

Very Important!!!
Read over the information
relating to specializations on
pages 46 and 47. After reading,
please fill out and mail the post-
| age paid postcard.

| Look for the Legislative
Alert in the center of the _

| magazine

Volume XXXI, Number 10

An exciting seminar schedule
has been developed for San
Antonio. The seminar registration
form is on page 62 of this maga-
zine. Speakers' biographies will be
in the December issue of The
Auctioneer. This photo, courtesy of
the San Antonio Convention and
Visitors Bureau, shows some of
the many attractions available
along the famed Riverwalk.

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

Editorial and Advertising mustbe re-
ceived at the NAA Headquarters on or
before the first day of the month pre-
ceding date of is-
sue. Additional ad-
vertising informa-
tion on facing page
to back cover.




President Notes NAA Role
In Auction Industry

Dear Fellow NAA Members,

S ince our NAA Baltimore Convention I have begun to realize the re-
sponsibilities and challenges of the Presidency. Many things are happen-
ing that influence the auction business and we are acting to meet these
challenges.

1. Joe Keefhaver as your new Executive Vice President and a complete
new staff are doing a greatjobin handling the many everyday duties that
are required at the Overland Park office.

2. The NAA and CAI are working together with greater harmony with
the same objectives in promoting the auction business for you and I.

3. The Executive Boards of the NAA and CAI were invited to the
National Association of REALTORS to discuss the forming of a Real
Estate Auction Committee. This auction committee has been formed and
will meet in New Orleans at the National Association of REALTORS
National Convention on November 8-9. The NAA members that are
serving on that steering committee are as follows:

Sheldon F. Good, Chairman, Chicago, Ill.

Robert C. Burkheimer, CREA, IREA, North East, Md.

Eddie Case, GRI, CAI, Mauldin, S.C.
Richard W. Dewees, Kansas City, Mo.
Sammy L. Ford, GRI, CAI, Mt. Vernon, Ky.
Owen V. Hall, ALC, GRI, Celina, Ohio
Martin E. Higgenbotham, CAI, Lakeland, Fla.
Kelly R. Keenan, Wichita, Kan.

J. Craig King, CAI, Gadsden, Ala.

Dean Kruse, Auburn, Ind.

Delbert D. Ludlow, CRB, Indianapolis, Ind.
Hugh B. Miller, GRI, CAI, Evansville, Ind.
Bob Penfield, ALC, Bowman, N.D.

Ronald L. Sabata, GRI, Columbus, Neb.
William R. Stevenson, Santa Monica, Calif.
Wayne Stewart, GRI, CAI, Audubon, Iowa

(Continued on page 21)

Sincerely,

N

Wayne Stewart, NAA/CAI Auctioneer
NAA President

President's Message

National Auctioneers
Association

1990-91
Board of Directors

Officers

President

Wayne Stewart, CAI, P.O. Box 265, 417 S.
Park, Audubon, IA 50025, (712) 563-4288, FAX

(712) 563-2111.

President-Elect

Robert Steffes, CAI, 827 28th Street South,
Suite D, Fargo, ND 58103,(701)237-9173, FAX

(701) 237-0976.

Vice President

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

(405) 942-7657.

Chairman of the Board

Ronald W. Faison, CAI, 215 N. Arendell
Ave., Zebulon, NC 27597, (919) 269-6700, FAX

(919) 269-4536.

Treasurer

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

265-2607.

Executive Vice President
Joseph G. Keefhaver, 8880 Ballentine,
Overland Park, KS 66214, (913)541-8084, FAX
(913) 894-5281.

Directors

Terms Expiring 1991

Stephen E. Comly, CAI, 1825 E. Boston
Ave., Philadelphia, PA 19125, (215) 634-2500,
FAX (215) 634-0496.

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

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

C. Dean Howard, CAIL, Rt. 1, Box 236, Deca-
tur, TN 37322, (615) 334-3335.

James G. Murphy, P. O. Box 82160,
Kenmore, WA 98028, (206) 486-1246, FAX

(206) 483-8247.

Terms Expiring 1992

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

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

Stephen H. Schofield, CAI, Route 1, Box

| 178, Concord Hill Road, South Effingham, NH

03882, (603) 539-6619, FAX (603) 539-6619.
Joe Tarpley, CAI, P.O. Box 553, Rome, GA

30163, (404) 291-7007, FAX (404) 291-0335.
R.C. (Ronnie) Wiley, CAI, 305 Bowser,

Rockdale, TX 76567, (512) 446-3197.

Terms Expiring 1993

Bernard J. Brzostek, CAI, 2052 Lamson
Road, Phoenix, NY 13135, (800) 562-0660,
(315) 678-2542, FAX (315) 678-2579.

Thomas R. Hunt, CAI, 601-A, US 31-W
Bypass, Bowling Green, KY 42101, (502) 782-
2200. FAX (502) 843-8780.

Kurt Kiefer, 119 East Lincoln Ave., Fergus
Falls, MN 56537, (218) 739-4408.

Robin Marshall, Route 1, Box 26, Elm
Creek, NE 68836, (308) 856-4102.
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There Are Plenty Of Auction Opportunities

There are many ways new auc-
tioneers can search for auction as-
signments when they are just start-
ing out. This was one of the many
points Richard Lust, CAI, of Ver-
ona, Wis., made while giving a pres-
entation at the NAA 1990 Personal
Property Seminar in Orlando.

“You get out of auction school, and
you are all ready to go but what are
you going to do for business?” Lust
said. “Where do you look after you've
sold all of your own things and all of
your grandmother’s things?”

Starting out in the auction busi-
ness is a lot like starting out in the
insurance business, Lust said.

In the life insurance business, the
first thing you are taught to do is
write down the names of every friend,
relative, neighbor, acquaintance —
anyone you are on a first-name basis
with — and then you call on those
people.

Lust said this tactic will allow
beginners to make some contacts that
will lead to auctions, but to get an
auction career off the ground a more
aggressive tactic is required.

“You've got to buy newspaper ads,”
Lust said. “You've got to make it
known that you are in the auction
business. It's going to take some time,
money and a lot of hard work, but
you can do it.”

After publicizing your name, new
auctioneers need to try and contact
potential clients directly, Lust said.

Lust said auctioneers should be
reading all the classified advertise-
ments in their local papers.

“If you don’t you’re missing some
wonderful opportunities.”

There is usually a lot of property
for sale listed in the classifieds —
anything from business equipment
to antiques.

When you see a potential auction
client, you've got to try and contact
that client.

“For example, if you see an entire
restaurant for sale listed in the clas-
sifieds, call the phone number listed
with the advertisement and find out
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Some Basic Ideas
For New Auctioneers

| all of the particulars — why, who,

where and when,” Lust said. “After
finding out the details, visit the seller
in person and tell them you are there
to help them liquidate their prop-
erty. This will work many times.”

In many of these advertisements,
the advertisement does not list an
address, but a phone number is listed.

Lust is ready for this potential
stumbling block.

He purchases a cross-reference
telephone book. This telephone book
lists people by their phone number.

If all you have is the phone number

of a potential customer, you can still
get their address by using this “back-
ward” directory.

“If nothing else, send him your
flier and put him on your mailing
list,” Lust said. “I can’t tell you how
many auctions we’ve got from this
simple method.”

Lust recounted one of the times
when he used this tactic success-
fully.

As Lust recalled, a bike shop owner
had placed a blind advertisement in
the classifieds, attempting to sell out
his merchandise.

“The ad didn’t have his name or
the name of the business. It just had
a phone number.”

Lust attempted to call the owner of
the bike shop but was not able to
convince him to even listen to an

auction proposal.

“But I got his address from the
cross-reference book and sent him a
nice letter,” Lust said. “The letter
told the bike shop owner what we
were proposing.”

Lust received a call from the bike
shop owner two or three weeks later.
The bike shop owner wondered how
Lust could have found out he was
going out of business (apparently not

| connecting Lust to the first phone

call). Now Lust had his foot in the
door. He was eventually asked to
conduct an auction to liquidate the
bike shop.

“It was a wonderful auction, and I
got it strictly because the bike shop
owner had a blind advertisement in
the newspaper,” Lust said.

State-by-state listings of businesses
are available. Within the state list-
ings, individual business types are
listed. For example, you can find a
list of all the restaurants in a par-
ticular state. The lists are also bro-
ken down by cities. Used in combina-
tion with the cross-reference direc-
tory, you can begin with a phone
number of a business and you can
track it to a name and address —
even if that business is 200 miles
away.

Legal notices can also be avenues
of opportunities for auctioneers, Lust

(Continued on page 7)



Lust

from page 6

said. Sometimes auctioneers will
count on being notified by their local
municipality when an auction con-
tract is going to be up for bid. Bid
specs may not be sent to you every
time, Lust said. The announcement
of an auction contract will be in a
legal notice, Lust noted.

“Any municipality that is going to
need to hire auctioneers should tech-
nically be advertising in the legal
notices,” Lust said.

The next method of prospecting for
new clients takes a great deal of
delicacy and discretion, Lust said.

Even though it may appear thought-
less, there is nothing wrong with
using the obituaries as a client source
as long as you keep your sense of
perspective, according to Lust.

“While reading the obituaries, keep
your eye out for names that are
familiar,” Lust said. “You might not
know the deceased but your might
know a family member.

“John Doe may be stranger to you,
but his daughter could be a regular
at your auctions.. The next time you
see her, make sure and offer condo-
lences at the passing of her father.
She’s going to be appreciative that
you even recognized that her father
had died. She’s going to know that
you cared and might think of hiring
you for her dad’s auction.”

There are some wrong things to
say 1n a situation like this.

“You don’t go up to her and say, ‘I
saw where you father has died, you
will need an auction and here I am.
Use some finesse.

“Don’t be a grave chaser.”

According to Lust, courthouse
records can help you find business,
also. |

“If you are not keeping tabs of
what’s happening at your local court-
house, you are losing business,” Lust
said.

Lust said one of the most impor-
tant areas at the local courthouse is
the probate office. Most estates have
to go through probate court.

All the assets of an estate are listed.
The executor of the estate is named,
also the attorney.

“Everything you need to know is
listed in the probate files,” Lust said.

“If a person dies with a lot of assets,
you know an auction may be held in
the future to dispose of the assets.
Conversely, it shows if a person died
without any assets.”

Courthouse records are helpful in
other ways. Anytime there is a fore-
closure judgement a record is kept
by either the clerk of the court or the
register of deeds. A lot of local news-
papers will list all real estate trans-
actions that have gone through the
register of deeds office. The owner of
the property might be in the market
for an auction.

Working with Realtors is another
way to increase business, Lust said.

“In some areas of the country, there
is a feeling that Realtors are anti-
auction, but that is not always the
case,” Lust said.

“If you're planning on entering the
real estate field or to increase your
real estate auction business, find out
who the active brokers are in your
area. Take them to lunch and get to
know them. Try to educate them to
the Auction Method of Marketing.”

One way to begin a working rela-
tionship with a broker is to start
with personal property, Lust said. A
house for sale often means a change
in life conditions — move to Florida
to retire, death, move to a smaller or
larger house.

Many times there will be some
personal property that needs to be
liquidated.

“Pay the broker a finder’s fee for
mentioning your name to one of his
clients,”Lust said. “There’s nothing
wrong withit, and it helps to develop
a working relationship with the
broker.”

Lust went on to say that it is very
important to pay a finder’s fee when
it 1s appropriate.

After years of working all these
angles, many auctioneers will find
that all they have to do to book auc-
tions is to answer the phone, Lust
said.

“Probably 75 percent of my auc-
tions come from people calling me
that want us to conduct their auc-
tion,” Lust said. “But there’s still 25
percent out there I'm going after.
However, if ] went out there and put

out twice as much effort,I could have
75 percent more business and do
even better.”

After you have reached an agree-
ment with a client to conduct an
auction, the next important stepisto
get the contract signed., Lust said.

Lust has developed his contract by
comparing approximately 10 auction
contracts that he was able to get
from NAA members at seminars and
conventions.

“I’'ve taken the good points from
people’s contracts that I've seen and
put them together in my own con-
tract,” Lust said.

Lust has used the same one-page
contract for several years. He thinks
it is very important to review the
contract with the prospective client
before it is signed.

“If you aren’t going to go through
the contract line by line with clients
at least point out some of the main
areas,” Lust said. “I underline and
boldface those areasin my contract.”

The areas Lust referred to were
clauses like:

e No item shall be sold or with-
drawn for sale prior to the auc-
tion except by the mutual con-
sent of the seller and auctioneer,
and in no case, shall anything be
withdrawn after 10 days prior to
the date of the auction.

e It is mutually agreed that all
goods are to be auctioned, and
sold to the highest bidder with-
out reserve prices with the ex-
ception of any items so specified
in writing by the seller might
dictate or price protect.

“I think you’ve got to point those
things out,” Lust said. “We don’t dwell
on them.”

Lust specializes in commercial
inventories and equipment with an
emphasis on restaurant liquidation
and real estate. Since establishing
his auction company in 1975, Lust
has conducted 1,250 auctions, aver-
aging 60 auctions a year.

THE AUCTIONEER/November 1990/7




ldeas, Advice Extracted From Lust Seminar Presentation

Timing — You have to stay consistent with the order
of your auctions. If you have a set pattern of selling less
desirable items first and the better items later, you can’t
change and sell the good items first without some prob-
lems.

Identity — If your competition has developed a pat-
tern of selling less desirable items first and good items
later, has all his or her auctions at the same time on
Saturdays, wears cowboy hats and boots, drives a pickup
truck, don’t think that you have to do the same to
compete. Don’t mimic your competition. Create your own
identity. Every auctioneer brings something different to
their auctions.

Advertising Cost — Give your seller a .true idea of
how much the advertising will cost (Lust charges adver-
tising costs on top of commission). If you know it will cost
$1,000 to properly promote an auction, you better be
telling your seller up front that is what it will cost. Your
client has every right in the world to have anidea of what
the advertising will cost. It’s not right to estimate a lower
advertising cost than what you know will be the eventual
total, and then wait until the day of the auction to present
the seller with the higher advertising bills when it comes
time to settle. Even if you are going into an unfamiliar
area you can estimate the cost. Most states have a
newspaper association that has a rate book for all the
papers in the state. Use that rate book to estimate your
advertising costs.

Don’t Skimp —There are only two reasons an auction
1s not successful. You are either trying to auction some-
thing that you really shouldn’t be selling, or you didn’t
advertise it enough. Don’t let your client convince you to
spend less on advertising than what you know you need
to spend for a successful auction. A hospital patient
wouldn’t ask his doctor to put in the budget heart valve
to save a few hundred dollars. So, why let your customers
tell you how much to spend on advertising?

Politicians — We have a great deal of influence as
auctioneers. If you have a crowd of 300 people or so, that
is to politicians what bright light is to a moth. If it
happens to be a politician who you think should be
elected, and he’s been good to you, welcome him up to the
- podium for introductions. I’ve done that for some of the
elected officials who have helped us on our license law in
Wisconsin. There are some politicians whom you may not
care for, and they may attempt to hand out literature at
your auctions. Without condemning them, say, “sir, you
are not allowed to leave that stuff here.” Without saying
too much (which can reflect poorly upon you) you can
knock that politician down a peg or two.

Image — When you’re done with your auction, pick up
the mess. Don’t leave your auction signs and arrows up
there for three or four months on the public corner or
telephone pole. Think of the poor guy who follows a bunch
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of auction signs to an empty field in the wilderness when
the auction was held there a month ago.

Striking a Bargain — If you think you should get 10
percent commission, ask for 15 percent. If your think you
should get 15 percent ask for 20 percent. I don’t think any
of us get enough money for what we do. I don’t think we
ask enough or get paid enough.

Star Items —Ifyou have an auction that contains only
one extremely desirable item, announce when it will be
auctioned and stick to that time. Many of the people will
have come to the auction for that one item only, and it
would not be fair to auction it while they are parking
their cars.

Double Ring —Wedo alot of auctions where there are
two auctioneers selling at once. It works great — as long
as people know you are planning to use two auctioneers.
You can’t decide to use two auctioneers just because the
auction is going slower than you like. If you let people
know in advance that there will be two auctioneers
working, they can make arrangements to partner up
with someone.

Bidder Numbers — We start with high numbers and
work backwards. Since there are usually a lot of onlook-
ers who are not registered to bid, this tactic will not let the
bidders know how many other people have registered,
which will enhance your auction as bidders will believe
there are more bidders than there actually are!

Labor Costs — We do not include heavy labor costs in
our bids. We will make arrangements to have some
laborers at the auction site, and we pay them. We charge
the seller a flat fee on a per-day basis. The fee is designed
so that we break even on the labor cost. Ifthe seller wants
our people to carry out and get ready for the auction, we
charge for that. I just do it as a service.

Names — Always write first names on bidder cards. It
makes a big difference if the auctioneer can call a bidder
by his or her first name. Those bidders are much more
likely to come back to your auctions.

Mailing Lists — We do not put everyone who has ever
attended an auction on our mailing list. Everyone that
has paid more than $50 at one of restaurant equipment
auctions is put on the mailing list. Anybody that has
driven more than 50 miles to attend one of our auctions
goes on the mailing list. I've got a restaurant mailing list
made up of people who have spent money at my auctions.
We know it is an active list. That is a lot more important
than having a 4,000-name mailing list of which 2,500 are
deadbeats and people who have just wandered in to an
auction because they were bored.

Credit Cards — Accept them. You are losing a lot of
potential business if you do not accept credit cards. If you
don’t want to absorb the credit card fee, charge a buyer’s
premium for credit card users — the same way many
gasoline stations do.



Importance Of A Credible Image Is

Underestimated By Many Auctioneers

Thank you, NAA members for elect-
ingmetothe NAA Board of Directors
in Baltimore. I will do my best to be
worthy of the support and confidence
shown by your vote. My niche in the
auction business is very representa-
. tive of a large
8 faction of the
NAA member-
ship, and I will
do my best to
represent this
membership.
The auction pro-
fession 1s very
dear to my heart
and I believe the
NAA will play an
important role in maintaining a cred-
ible image for the auction profession
in the future.

Have you ever wondered why a
certain capable, experienced, well-
established auctioneer is not that
busy? There could be a number of
reasons, one being the loss of some-
thing called credibility. I'll grant you
ability, experience and business
knowledge are necessary for success
but equally important is keeping a
credible image.

Keeping the right image in the
auction business is something that
can be earned by setting certain rules
and operating within those perime-
ters. Keeping a credible image in the
auction business is one of the best
kept secrets to success and it shouldn’t
be.

Auctioneers are known to be ag-
gressive and when striving to build
their business they attempt to please
everyone. Inthe process of acquiring
business we can let ourselves be
prostituted. |

When dealing with a prospect it is
not easy to inform him or her of
certain rules and standards main-
tained in your company without it

by Robin Marshall
NAA Director
Elm Creek, Neb.

becoming a possible deterrent.

Young and experienced auction-
eers alike many times underestimate
the importance of maintaining a
credible image. It is a narrow road to
travel in maintaining standards
necessary for a credible image and
being successful in booking certain
auctions. If you have the respect and
trust of a prospective client, he will
have the confidence to book that
important auction.

You may miss an occasional auc-
tion when a prospective client is not
willing to comply with your stan-
dards but in the long run you will be
better off. By studying auctioneers
you will find the ones that continu-
ally conduct successful auctions are
the auctioneers known for honesty,
integrity and have the respect of the
public.

The following are potential prob-
lem areas I have identified when
dealing with sellers and buyers:

1. Communicate with the seller
from the start. This can be done for
the most part through a contract.
Communicate whether the auction
is absolute or with reserve. If it is
with reserve, this should be stated in
the advertising. Avoid surprises at
the auction. Communicate with the
seller about the value of property
being sold. It could make the differ-
ence whether a seller is satisfied in
the end.

2. Never allow clients to convince
you to bend or break the law, such as
state sales tax laws or license laws,
etc.

3. Do not book auctions with too
high a minimum bid. If you believe
the minimum is too high and you are
not 90 percent sure of a successful
auction, don’t book the auction.

4. Disclose to the buyers any prob-
lems or defects that have been dis-
closed to you by the seller. Occasion-

ally a seller may tell you not to dis-
close a problem with a piece of equip-
ment. For example he may tell you
his tractor slips out of fourth gear
but not to tell the buyers. Never
allow this to happen.

5. Never allow the seller to ar-
range buy bidders on his or her
auction. Buy bidders do a lot of talk-
ing which will result in hurting you
and the auction profession.

6. Beinvolved in organizing the set
up and work out details of auction
site. Be sure all paper work is in
order. Familiarize yourself with every
aspect of the auction before sale day.
It will have a favorable reaction on
you and contribute to your image.

7. Check security interest filings
on property to be sold. Sellers some-
times fail to disclose all security fil-
ings. Communication with creditors
builds confidence.

8. Settle up with sellers on time. If
your agreement states you settle in
14 days, do it on time. Your seller
may have been satisfied after the
auction but if you settle late he may,
in the end, be an unsatisfied client.

9. Don’t get in over your head. If
you are contacted to sell property
you have no or little knowledge of,
refer the seller to an auctioneer with
expertise in that field. If you decide
to conduct the auction, employ a
consultant.

10. Consignments are for consign-
ment auctions! If you allow a con-
signment on a one-party auction, be
careful, especially if it is an absolute
no minimum auction. Insist on an
auction contract for consignment
items that statesitems positively sell
to the highest bidder, items will be
advertised and will in fact be at the
auction.

In maintaining a credible image
we can reap many benefits. As auc-

(Continued on page 12)
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RENEWED EFFORT IN WASHINGTON

NEEDS YOUR SUPPORT
What will the lobbyist do for me?

Many members may be asking themselves that question. After all, how many auctions have
you obtained where your client said, “I've decided to use the Auction Method of Marketing be-
cause of your lobbying efforts in Washington, D.C.”

No auctioneer will ever hear a client utter those words. Again, we return to the central ques-
tion — What will the lobbyist effort do for me and why should I contribute to the National Auc-
tion Marketing Coalition (NAMCO) in order to support it?

The answer is very simple. Government lobbying could open up liquidation opportunities
for auctioneers in innumerable federal, state and local agencies. There is no one field
being emphasized over another. NAA's goal is to make the Auction Method of Marketing an
accepted method in the disposal of all government assets.

Success in this effort would have a two-fold effect. First, there would be a much greater op-
portunity for auctioneers all over the country to obtain government contracts. Remember, many
of these contracts will be let by local offices to small and medium sized auction firms.

The second major plus of a successful lobbying effort would be the increased acceptance of
the Auction Method of Marketing that would surely follow widespread use of auctions by the
federal government.

The above scenario will not happen tomorrow. Other groups have had lobbyists on Capitol
Hill for years, and we have had to play catch-up. The self-evident value of the Auction Method of
Marketing has allowed us to gain a lot of ground, quickly. We have achieved much, but we still
have much to do. Contribute to NAMCO. Help push forward the Auction Method of Marketing.
Your money will be used to lobby the following government agencies:

1. RTC (including personal property)

2. U.S. Marshals Service

3. Farmers Home Administration (FHA)

4. Department of Housing and Urban Development (HUD)

5. Veterans Administration (VA)

6. Federal Deposit Insurance Corporation (FDIC)
7
8
9
1

. General Services Administration (GSA) (encouraging the use of private-sector auctioneers)
. Small Business Adminstration (SBA)

. Internal Revenue Service (IRS)

0. Farm Credit.

Yes, I want to contribute
to the NAMCO Fund!

Enclosed is a check, made payable to NAMCO Fund, for:
$20 $50

$10 $100  Other

Mail to; NAMCO Fund, c/o
National Auctioneers Association
8880 Ballentine
Overland Park, KS 66214-1985

(Donations are tax deductible under Section 162 (E) of the IRS Code,
and no NAMCO monies will be contributed to political campaigns.)

10/November 1990/THE AUCTIONEER



Increase In Real Estate Auctions
Aided By Education Opportunties

by Bracky Rogers, CAI
CAI Governor
Mount Airy, N.C.

Aﬂ;er years of thinking auction | cies, mortgage companies and other

sales were the means of last resort to
sell real estate, this “misconception”
is being proved wrong with success-
ful real estate auctions being con-
ducted all across America.
Successful marketing of real es-

tate using the auction method is |

- rapidly changing
- the myth that

means of last
. resort” as billions
P of dollars worth
S R of real property
| from Maine to
m e 7 - Florida and from
. the Carolinas to
| California is being
sold almost daily.
Auction market-
ing is rapidly being accepted as the
primary means to sell real estate.

Why this sudden acceptance of
reality? There are several reasons.
Auctioneering is fast becoming a
specialized marketing concept whose
time has come. Real estate auctions
are still in their infancy in some
parts of the country, but educational
programs have helped auctioneers
promote and conduct real estate
auctions.

Auction schools teach the basics of
auctioneering, but the Certified Auc-
tioneers Institute has helped me learn
how to “market using the auction
method.” CAI, nowonly 14 years old,
is taught at the University of Indi-
ana at Bloomington, Ind. CAI taught
me the business of running an auc-
tion company.

Since 1976 the Certified Auction-
eers Institute has been turning out
an annual graduating class. Gradu-
ates have put together marketing
programs that are being utilized
successfully from coast to coast by
attorneys, banks, governmental agen-

auctions “are a |

institutions who have real property
to market.

Major national real estate networks,
who historically sell by private treaty,
are now turning to the auction method
of sale. Still only a limited number of
licensed auctioneers sell real estate
at auction because 1n most states to
do so requires a real estate brokers
license or an association by the auc-
tioneer with a licensed broker.

What advantage does selling real
estate at auction have over a private
treaty sale? The advantages far out-
weigh the disadvantages. The auc-
tion method sets no upper limit, it
allows the seller to set a saledate and
time and a closing date.

With auctions, all offers are brought
at one time, you can save holding
time because your property is not on
the market as long; time is money.
You eliminate much of the problem
of vandalism, insurance and mainte-
nance costs as well as functional
depreciation. Another distinct ad-
vantage is that you sell the property
for market value.

Market value is defined to mean
the most probable price which a
property should bring in a competi-
tive and open market if all condi-
tions requisite to a fair sale are pres-
ent; the buyer and seller are acting

prudently and are knowledgeable and |

the price is not affected by undue
stimulus. Auctions are public, not
private, and give all interested par-
ties the opportunity to bid for a cer-
tain property.

The expertise of trained auction-

eers and auction marketers can trans-
fer millions of dollars worth of real
property into cash; or its equivalent,
if open-minded attorneys are really
working in the best interest of their
clients, and governmental officials
want to dispose of unwanted real
estate such as that now held by the
RTC (Resolution Trust Corporation),
HUD, VA, FMHA, FDIC and banks
with foreclosed properties in their
portfolios.

There are numerous examples of
bank-held and government-owned
real estate that has been on the market
from one to three years and that has
depreciated by as much as half its
original value and sometimes more.

Lots of these properties are over-
priced and over appraised to begin
with and should not be allowed to
remain on the market for sale any
more than one year.

If those entrusted with the sale
and marketing of real property on
behalf of estates or banks and gov-
ernmental agencies with unwanted
property would use the expertise of
auctioneers who specialize in the sale
of real estate at auction many
nonearning assets could be more bene-
ficial to their owners by converting
them to cash or some type of earning
asset.

This writer’s experience has been
that properties offered at public
auction for sale using correct mar-
keting and advertising will bring
their market value and sometimes
more. More educational opportuni-
ties have helped auctioneers con-
duct these auctions successfully.

Auction Marketing is rapidly being accepted
as the primary means to sell real estate
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Play it at the right place!

/

experience in Auction

Brochure Printing

INDUSTRIAL PUBLISHING
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Id

ion Brochure Spec

The Auct
(503) 342-

FAX (503) 342-3307
Eugene, Oregon 97401

(800) 677
2985 Chad Dr

1201
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Box 70208 e
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Linda Kau Steve Holden
Eastern Region

Jerry Bridges
Western Region
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The BESTeets BETTER

FREEDOMIKE® wireless systems and VOICE PROJECTOR® sound systems

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

R

i

HM142V Headset
Microphone

® Volume control
controls feedback

® Lightweight - less
than 3 ounces

® Can be worn under
your hat or collar

® Available in 40 or 72
inch cord lengths

14/November 1990/THE AUCTIONEER

THE LONG RANGER

® Compact, portable PA system covers
an entire football field

® Built-in wireless microphone allows
complete freedom of movement

® Removable, rechargeable battery pack

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

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

® Sets up fast in only a few seconds

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

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

M33 Transmitter

Plugs on to any
professional mic

® Available as a separate
accessory item

® Works with almost any
microphone

® Available with or
without belt clip -
specify when ordering

THE SIDEKICK

® The newest model in the
Voice Projector lineup

¢ High powered horn speaker
and powerful amplifier for
effective outdoor use

® Built-in rechargeable
battery

® Ruggedly constructed of
an aluminum extrusion _
and weatherproof <
Cycolac horn 22
® 14” dynamic mic input;
“mini” electret micinput;
RCA jacks for recording
tape recorder

THE VP18R A

¢ Excellent tone quality both
indoors and outdoors

® Uses 61%” cone type speaker
for superb voice
reproduction

® Full circle coverage due to
unique cabinet design

eBuilt-in rechargeable
battery

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

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

DEALERS NATIONWIDE

Call (505) 892-4501 for nearest location

LECTROSONICS, INC.

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




R R
Printer Defines Strange Terms

Screens, chokes, spreads, bleeds
(full and gutter), strip-ins, score, perfs,
#10 letterfold, one-color, two-color,
three-color, four-color, mechanical,
four-color process, preprint, overprint,
70-pound gloss coated two sides, 80-
pound text, 60-pound cover, seven
point, 10 point ... and it goes on and
on.

Are you confused yet? The above
words and terms are used every day
inthe printingindustry. As with any
industry, including the auction in-
dustry, there are words, terms and
phrases used exclusively within those
groups.

In recent years, auctioneers have
been buying more and more print-
ing, and it is becoming more sophis-
ticated and technical in content. The
auctioneer must now be able to talk
in terms that your printer will under-
stand, and likewise you must be able
to understand what your printer is
saying.

I recall a recent incident where a
customer called his printer and asked
for a four-page, two-color brochure
and specified the two colors that he
wanted. The brochure was produced
per his instructions and immediately
shipped. When the customer received
his brochures he immediately called
his printer and started complaining,
“My photos are black and white. I
wanted full-color treatment on my
photos.”

What was the printer’s reply? “Sir,
you asked for a two-color brochure,
and I have supplied just that. If you
wanted your photos in full color, you
should have told me you wanted a
four-color process brochure.”

The following text will define and
explain words, terms and phrases
that are commonplace with auction
printing. ,

Author’s Alterations — Often
called “AA’s.” After the text that you
have supplied to your printer has
been typeset, and you make changes
or additions to that copy, you are

by Art Wilson
Minneapolis, Minn.

subject to “AA” charges. You are not
charged for typographical errors or
printer errors made by your printer
during the typesetting stage. One
thing to keep in mind: If you supply
hand-written copy, you may be
charged for all errors if the typeset-
ter has difficulty in reading your
handwriting.

Black and White — Originals or
reproductions in single color as dis-
tinguished from multi-color.

Bleed — An extra amount of
printed image that extends beyond
the trim edge of the sheet or page.

Boldface Type — A name given
to type that is heavier than the text
type with which it is used.

Camera Ready — Mechanicals
or keylines that are ready for photo-
graphing.

Color Separation — The process
of separating color originals into the
primary process colors, which are
yellow, magenta (red), cyan (blue)
and black.

Commercial Registration —
Color printing on which the misreg-
ister allowable is within one row of
dots.

Condensed Type — A narrow or
slender type face.

Copy — Any furnished material
(typewritten manuscript, pictures,
artwork, etc.) to be used in the pro-
duction of printing.

Crop — To eliminate portions of
the copy, usually on a photograph.

Die Cutting — The process of us-
ing sharp steel rules to cut special
shapes for labels, boxes and contain-
ers from printed sheets.

Die Stamping — A process for
the production of letterheads, cards
etc., printing from lettering or other
designs engraved on copper or steel.

Dummy — A preliminary layout
showing the position of illustrations
and text as they appear in the final
reproduction. A set of blank pages
made up in advance to show the size,
shape, form and general style of a

piece of printing.

Duotone — A term for a two-color
halftone reproduction from a one-
color photograph.

Font — A complete assortment of
letters, numbers, punctuation marks,
etc. of a given size and design.

Format — The size, style. type
page, margins, printing requirements
etc. of a printed piece.

Galley Proof— A proof of typeset
copy before being made into pages.

Gutter — The blank space or inner
margin, from printing area to bind-
ing.

Halftone — The reproduction of
continuous-tone artwork, such as a
photograph, through a crossline or
contact screen, which converts the
image into dots of various sizes.

Hard Copy — The permanent
visual record of the output of com-
puter or printer. Also, the material
sent to a typesetter in typed form for
conversion into typeset material.

Keyline — The final assembly proc-
ess of all page components including
type, photographs, logos (art ele-
ments) and indications of color for
page elements.

Layout — The drawing or sketch
of a proposed printed piece.

M — Abbrewviation for a quantity of
1,000 sheets of paper.

Make Ready — All work done on
the press prior to actual running of
the job.

Matte Finish — Dull paper finish
without gloss or luster.

Montage — Several photographs
pasted on an artboard in a pleasing
manner.

Overprinting — Double print-
1ng; printing over an area that al-
ready has been printed.

Pica — Printer’s unit of measure-
ment, used primarily in typesetting.
One pica equals approximately 1/6 of
an inch, or six picas to an inch.

Score — To impress or ident a

(Continued on page 16)
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Terms

from page 15

mark with a string or rule in the
paper to make folding easier.

Stripping — The positioning of
negatives on a flat prior to making
the plate.

Text — The body matter of a page
or book as distinguished from the
headings.

Varnish — A thin, protective coat-
ing applied to a printed sheet for pro-
tection or appearance.

Tt e s =
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What you have just read is merely
an overview of the most common
words, terms and phrases that are
used everyday in the printing indus-
try.

igs an auctioneer, it is your chal-
lenge to learn these words and know
how to use them. The next time you
talk with your printer you can feel
confident in knowing that the two of
you are talking about the same thing.

THE C-LUS
SYSTEM:

215T CENTURY TECHNOLOGY
FOR YOUR BUSINESS.

Welcome to the 21st Century
and to C-U-S’ Auction System
software program that can handle

auctions of any size,
quickly and easily. -
From consignment
to last transaction, =
| our program provides
' every sale and re-
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cord form speedily and accurately.
Go with the finest program
available today--the C-U-S
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.| long list of satisfied
clients!

Auction System
--offering maximum
flexibility for every
auction need-- and
backed by support
and service, 24 hours
a day. Just ask our

For rﬁoré information on the C-U-S

systems, call today.

~ CUS
BLSINESS SYSTEMS 555

“OUR CLIENTS SPEAK LOUDER THAN WORDS.”

1061 West Oakland Park Blvd., Suite 123,Ft. Lauderdale, FL 33311

(305) 565-5600
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Nominations Sought
For Hall of Fame

by Ralph W. Horst, Chairman
Hall of Fame Committee

In this issue of The Auctioneer,
you will find a copy of the form to be
submitted for nominations to the NAA
Hall of Fame.

A point system has been devised
to select some nominees.

In election to the Hall of Fame,
first to be considered is the nomi-
nee's service to the National Auc-
tioneers Association. Second is a
successful auction business, present
or past. Third is service to a state as-
sociation, if the nominee's state has
an association. Fourth is involve-
ment in community affairs, and fifth
is family.

We welcome nominations submit-
ted by individuals or state associa-
tions. However,bear in mind that we
select only three recipients each year.
This is done at our annual meeting
at the NAA Convention, and selec-
tions are made one year in advance.
Selections were made at the 1990
Baltimore Convention for the 1991
Omaha Convention.

We realize the importance of our
selections and also realize that, due
to the limitation to three recipients
each year, we have to turn down
some good auctioneers who qualify.

Please complete the form in this
magazine and send it to NAA Head-
quarters. Copies are, in turn, sent to
the Hall of Fame Committee mem-
bers for consideration at our next
meeting.

The nominationforms are held for
a period of five years and are re-
viewed and voted on each year. If
you have someone in mind, do not
hesitate to submit an application.




NAA Hall of Fame Award |
Nomination Form

Nominations must be postmarked no later than June 1, 1991. Mail nomination to: NAA Hall of Fame
Award Committee, ¢/o National Auctioneers Association, 8880 Ballentine, Overland Park, KS 66214.

Name of Nominee |

Residence Address Phone ( )

City, State, Zip Code

State Association of which nominee 1s a member

Business Information

Name of Firm Position in Firm ;

Number of Associates or Partners in Business

Business Address Phone ( )

City, State, Zip Code

Personal and Family Information

Spouse’s Name

Does spouse participate in the auction profession? YES NO
If YES, explain:

If spouse wife, does she participate in NAA Auxiliary? YES NO

Is she a member of a state auxiliary? YES NO
Children (gives names and ages): |

Age Age Age

Age Age Age
General Profession Information

How long has the nominee been associated in the auction business?

What percentage of the nominee’s time is actively spent in the auction business? %

How long has the nominee been a member of the NAA?

Has the nominee specialized in any particular field of auctioneering? YES NO

If YES, name:

THE AUCTIONEER/November 1990/17




_H_all of Fam_q Nomination_ Form

List educational background of the nominee, including offices held, current, past:

List regular auctions conducted, if any, and/or any special individual auctions conducted, which have brought

attention and credit to the profession of auctioneering:

List at least three individuals, who have worked with the nominee or who have knowledge of the nominee’s
worthiness in being considered for this award, whom the Hall of Fame Award Committee may contact:

Name Address
Name Address
Name Address

Previous recipients of the NAA Hall of Fame Award have established some general qualifications, which they feel
each nominee should possess or have shown. Please reflect your personal assessment of the nominee with respect to:
HONESTY, HIGH ETHICAL STANDARDS, WILLINGNESS TO SHARE WITH OTHERS, STANDING IN HIS
OR HER COMMUNITY, STATE AND NATIONAL ASSOCIATIONS, CONTRIBUTIONS TO THE NAA AND
THE AUCTION PROFESSION.

Narration:

Submitted by (please print) Name:

Address

City, State, Zip Code

Date Phone Number (for contact) ( )

Nomination recommended by (state association)

Send completed form before June 1, 1991, to: NAA Hall of Fame Award Committee, c/o National
Auctioneers Association, 8880 Ballentine, Overland Park, KS 66214.
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Send Your Great Ideas To NAA Headquarters

David Welton
Lakewood, Colo.

One of the areas of our auction
business that's worked very well for
us is auctioning tax certificates for
counties.

I think every county in the United
States has a tax certificate sale. It is
usually overseen by the county treas-
urer.

We asked this one particular county
if our firm could oversee the tax sale.
We were given the job, and we auc-
tioned all of the tax certificates val-
ued over $5,000.

This county had been taking two
days to conduct its tax certificate
sale. We cut it
back to one day
s the first year,

~ sold over $9 mil-
lion in tax cer-
tificates and pro-
duced $100,000
more than nor-
mal, which made

7 the officials very
happy.

A secondary
advantage to this auction was that
the bidders on the tax certificates
were wealthy and became aware of
us. That was a new market that
opened up for us.

These tax certificates are made
available by counties when someone
neglects topay taxes. If youdon’t pay
your taxes by a certain day, your tax
certificate goes up for sale.

It only takes a few seconds to auc-
tion them off. They're attractive
because investors can make 16 per-
cent interest on them. The longer a
property holder takes to pay off the
tax certificate, the more money an
investor makes. The extra $100,000
werealized for the county came from
investors paying more than face dollar
value for the certificate.

Most of the property owners usu-
allyredeem the tax certificates even-
tually. Some people buy a $400 tax
certificate in the hopes of owning
that cabin in the mountains that
they always wanted. That's what
they hope, but it rarely happens.

Thousands of tax certificates are
auctioned at a time. Because of the

amount of money changing hands,
the bidders deposit funds before the
auction with the treasurer.

If a bidder purchases some tax
certificates, but does not have enough
deposited to cover the cost of those
certificates, the certificates are put
back on the auction block.

I conducted the auction for a flat
fee, and the opportunity it offered
me to obtain some exposure. I now
conduct all the secured property
auctions for this county, also.

Donald Castner, CAI
Branchville, N.J.

A special knowledge of a particu-
lar topic can be of great help to auc-
tioneers. ’'m going to give you a
quick example of specialization.

One day, when I was still running
an auction school on the east coast, I
had a discussion with one of our
students at the school.

I asked this student what he
planned to do after graduating from
auction school.
The student said
he didn’t know
what he would
do.

I asked him &
what he had done =
before enrolling *
in auction school.

“I've been at
Rutgers Univer-
sity for 12 years
studying the diseases of pigeons,”
the student told me. At first I was
just as hard put to come up with a di-
rection for someone who had worked
with pigeons the last 12 years.

The student had been working
with the benefit of a government
grant, which had been cancelled. He
felt he had just wasted the last 12
years of his life.

Suddenly, I realized what direc-
tion this student should take with
his auction career. I encouraged him
to work with what he knew.

That student’s name is Charles
Barbiere, CAlL and he is now known
as the pigeon auctioneer. He travels
all around the world selling pigeons,
and now he’s selling pigeon eggs.

Roger Miller
Columbus, Ohio

I have a developed a way to lessen
the auctioneer’s liability at an on-
site auction. I use thistechnique asa
sales tool, also. -

At our on-site auction we use farm
wagons. Sometimes we use two but
we always have at least one.

The persons coming on site to bid
are, in legal terms, business invit-
ees.

One of the dangers with using farm
wagons is the tongues (hitches). The
tongues stick out quite a ways past
the end of the wagon. As the auction-
eer, I would be held liable if some
little old lady tripped over that wagon’s
tongue and broke her arm.

What I do is modify the tongues. I
remove the existing tongues, and
replace them with a narrower tongue.
This tongue is then fitted into the
groove of the old tongue underneath
the wagon. It is bolted into place to
hold it there when the wagon is being
moved.

After the
wagon has been
positioned, the
tongue 1s un-
bolted and slid
back into the part
of the old tongue
(underneath the
wagon) that was
not taken off the
wagon.

The possibility
of someone tripping over that tongue
is now removed.

This procedure helps me obtain
more business by proving how care-
ful I am. In my sales pitch to a
potential seller, I tell him or her that
I have liability insurance, advise of
the possible risks and at the same
time tell them they are covered,
explaining how I take extra precau-
tions with items like the farms wag-
ons.

As an additional precaution, we
cover all of our tent stakes with plas-
tic milk jugs. If someone should
happen to trip in the vicinity of the
tent stakes, the plastic milk jugs
should prevent them from getting
seriously hurt.
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Two custom homes and a building
lot, all in the Phoenix area, were
auctioned by Eric Nelson Auction-
eering on Sept. 15 bringing a total of
$829,000. The auction was conducted
for the Resolution Trust Corporation
by the Las Vegas-based auction
company.

A total of 35 bidders each pre-

sented a $25,000 cashier’s check to
register for the 20-minute auction.

Las Vegas Auction Firm Conduc
Auction In Phoenix For RTC

the auctions site to watch the spir-
ited bidding. The terms of the sale
required the high bidders on each
property to deposit $25,000 in certi-
fied funds on the day of the auction.

The high bidders were then re-
quired to increase the amount of the
earnest money deposit to an amount
equal to 10 percent of the purchase
price within five working days of the
auction.

tion. Saddled with a sizable real estate
portfolio, the Phoenix RTC office has
used the Auction Method of Market-
ing to liquidate a total of five Arizona
residential propertiesinthelast four
weeks.

“Auctions continue to serve finan-
cial institutions well,” said Aleda
Nelson, Auction Marketing Director
for Eric Nelson Auctioneering.

“You're going to see more and more

First to be auctioned, and bring- These additional funds were also  auctions,” auctioneer Eric Nelson
ing a high bid of $235,000, was a  in cash or certified funds. said. “Remember, some countries.

3,893 square-foot custom home. Next
on the auction block was the 6,985
square-foot, which doubled as the
auction site. It realized $380,000.
When the gavel came down for the
third time, a 1.06 acre residential lot
auctioned for $214,000.

A crowd of 150 people gathered at

YOUR AUCTION TEAM

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

e All Long Rangers sold by us include “Red
Special” carrying case and head set.

e We sell the famous Wrangler Monitor.
Clerk and cashier can monitor auction

from office.
¢ 24 hour repair service
e Dealer nationwide

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

channel.

Earl “Red” Wallace and Associates, Inc.

WATS 1-800-359-7015
or 1-316-722-0505 day or night

7324 Maple
Wichita, KS 67209
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Money to close will be due by cash
or certified funds no later than 30
days after the auction date. Buyers
were responsible for arranging their
own financing for the transaction.

The custom homes each drew a
total of approximately 300 people to
open houses held prior to the auc-

like Australia, use auctions for 90
percent of their home sales.”

Eric Nelson Auctioneering was
selected recently by the RTC to hold
another auction of residential prop-
erties. These properties are located
in Tuscon, Anz.

The auction was held Nov. 3.




Stewart

from page 5

Errold K. Sutter, CAI, GRI

Lynnwood, Wash.
Ronald I. Tull, CAI
Annandale, Va.
Joseph M. Zidek

Augusta, N.J.

Our association with 800,000 RE-
ALTORS and associates can be a
win-win situation for both organiza-
tions.

5. On Sept. 19, the RTC, the Sav-
ings & Loan bail-out agency with
over $18 billion in assets, canceled a
$300 million real estate auction set

for Nov. 15 in Dallas. The contract
was awarded to Jim Gall, CAI, past
director of the NAA and President of
Auction Company of America. Please
see the news story in this publica-
tion (below) about the auction can-
cellation.

With all the media coverage on
this upcoming auction, it certainly
got the attention of many prospec-
tive buyers/investors, and as aresult
the RTC has received offers on over
$39 million of properties scheduled
for the auction! Could this be the
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reason for the cancellation?!

It also seems more feasible to have
smaller auctions across the nation.
There are certainly many qualified
auctioneers that can handle the
auctions on a local basis. I feel sorry
that this has happened to Jim and
hope that he can recover his out-of-
pocket expenses and that the RTC
will give the auctioneers an opportu-
nity to prove their abilities in liqui-
dating their inventory at market value
in a timely manner by competitive
bidding. All of this can be accom-
plished at public auction.

S&L Bailout Agency Cancels TV Auction

Of Certain Real Estate Assets Set Nov. 15

The following article appeared
in The Wall Street Journal issue
of Sept. 19, 1990.

WASHINGTON - The savings and
loan bailout agency, in a blow to its
efforts to stir up publicity for its real
estate sales, canceled its highly pro-
moted November auction and said
it’s unlikely another auction could
be mounted before year end.

Cancellation of the November 15
auction was the latest of a number of
setbacks forthe beleaguered agency.
Though only about $300 million of
the Resolution Trust Corp.’s $18 bil-
lion in real estate assets were to be
offered, the RTC hoped the high profile
of the event, with satellite connec-
tions to nine U.S. cities and London
and Tokyo, would draw hundreds of
bidders and stimulate interest in other
properties.

Instead, officials said a dispute
with the auctioneer has caused them
to cancel the event, and a new auc-
tion would have tobe planned almost
from scratch, with a different bag of
properties. “It’s probable an interna-
tional auction won’t be how we will
sell these properties,” said David
Cooke, the RTC’s executive director.

The properties, which include
about 70 office buildings, hotels, and
shopping centers, probably will be
sold individually using sealed bids
rather than auctions. He added that
another big auctionintended to whip

up investor interest almost surely
couldn’t be held “before the end of
the year.”

William Seidman, chairman of the
RTC, said: “This does not mean we
are not going to proceed with auc-
tions.” But he indicated that the
agency would move carefully in set-
ting up another one. “It says that
unfortunately we didn’t do the job
we should have done,” Mr. Seidman
said. “We got a contractor who couldn’t
perform and that’s our fault,” he
added.

The RTC said the auctioneer it
hired, Auction Company of America,
failed in the past few days to put up
$2 million earmarked for marketing
costs, as required under the contract
for the auction. The $2 million was
supposed to be part of a $2,850,000
fund, with the rest contributed by
the RTC.

Jim Gall, president of Auction
Company of America, accused the
RTC of handling the planned auc-
tionincompetently. He said the RTC
had scared away investors by failing
to set minimum prices and by pull-
ing properties from the initial list
released in early August.

Indeed, Mr. Seidman said the RTC
already had received offers on four
properties for a total of $39 million.

Mr. Gall contended that the RTC
had removed the four properties from
the auction. The RTC is “bragging

that (the offers are) a good point and
I find it very upsetting.” Mr. Gall
said. For an auction to work, Mr.
Gall asserted, bidders must know
“the property will be there on auc-
tion day.” Otherwise, he said, they
won’t spend the money necessary to
research the properties. For the same
reason, he said, bidders were fright-
ened because the minimum prices
hadn’t yet been set.

Mr. Gall acknowledged that he
didn’t put up the $2 million as was
required once the RTC and the com-
pany agreed on a budget for the auc-
tion. But Mr. Gall said the negotia-
tions on the budget ended only two
weeks ago, and that he already has
spent “just under” $2 million on
accountants, public relations and
other costs.

Mr. Gall said he tried to submit
the expensesin lieu of the $2 million,
but the RTC asked for cash. He said
the RTC’s actions in handling the
auction scared away investors from
whom he tried to raise the money to
meet the RTC’s demands.

The RTC’s Mr. Cooke strongly dis-
puted Mr. Gall’s assertions. “He ain’t
sunk $2 million into it,” Mr. Cooke
contended, adding: “We deny that
it’s our fault he didn’t come up with
the $2 million.”

Reprinted by permission of The Wall

Street Journal, © 1990, Dow Jones &
Company, Inc. All Rights Reserved.

THE AUCTIONEER/November 1990/21




— WE'RE BACK... — o

in full force offering top notch voice systems by AN € Ho ® . These
quality products are American Made and are far superior than any

system in the industry today! Choose the system that fits your
application. ALL BATTERY POWERED!

— MINIVOX —

Lightest over the shoulder unit on the
market with a rich, full sound comparable
to NONE. This can be purchased with
optional rechargeable kit. $249.00

— PORTAVOX —

Offers so much more than ANY
outdoor unit. Tone control, built-in
wireless, handheld mic and built in
case, just to name a few! This
system is crystal clear, and will
tackle any size crowd! Prices start at
$879.00 without wireless,

— |IBERTY — $1,199.00 with w1reless

| Our BEST SELLING unit with sound
quality surpassed by none. Up to 2 built in
wireless and 2 balanced mic inputs for a
I total of 4 personnel at one time. Seperate
bass and treble controls offer perfect sound
every time. If you can only buy ONE
| system, this is the one to have. Prices start
at $775.00 without wireless,

| $1,125.00 with wireless.

[F,YOU NEED AUDIO SUPPLIES OF ANY KIND
| 4 WE HAVE IT! CALL TODAY!
(216) 757-1169

C ____Hr \
h e | J
udio Systems

7039 Bishop Rd. ® Poland, Ohio 44514 “Serving Auctioneers Nationwide”
o s s s 1
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The Public Is Interested In The Environment;

Auctioneers Should Be, Too

The newspapers and magazines
are full of it. Television and radio
stations are devoting more and more
of their time to it. Local groups are
organizing and it is the issue of the
1990’s. It is the environment.

What does all of this new attitude
about the environment mean for
auctioneers? It means possible lia-
bility for environmental problems
with real or personal property that
you offer for auction.

It means that if we fail to prepare
property for the new trends in trans-
ferring real and personal property
we may find our profession taking it

$32500

* * * Satisfaction Guaranteed * * *

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

1016 W. 6TH
P.O. BOX 1513

913-233-9399

25 WATT AMP
TWIN SPEAKERS

Rechargable Ni-Cad Battery Pack
Charger - Carrying Strap

Dodge EV Cardiod Microphone
Weight Approx. 6 Lbs.

TOPEKA, KANSAS 66601-1513

by Terry Evans, PREA
Columbia, Tenn.

on the chin.

At a time when the auction profes-
sion is beginning to gain respect all
over the country, we can’t afford to
become careless and lose the respect
it has taken us decades to earn.

Below is a list of the areas that
might cause the most problems for
auctioneers offering property at
auction.

1. RADON —Radonis beingrated
as the second most common cause of
lung cancer behind smoking. Radon
is found almost everywhere. It is an
odorless, colorless radioactive gas. If
trapped in the home environment it

best.

California
Auctioneer’s

can be a serious environmental prob-
lem. There are tests for radon that
are inexpensive and easy to obtain.
Check with your local health depart-
ment for information concerning the
seriousness of the radon problem in
your area.

2. Formaldehyde (UREA) —
Formaldehyde is a colorless gaseous
chemical compound with a distinct
odor. UREA can cause cancer in
humans, rashes, burning eyes and
asthma attacks. UREA-Formalde-
hyde foam insulation was used in
buildings in the 1970’s. It was popu-

(Continued on page 25)

Learn the
Basics in
ONE Week!

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

Be a professional! Be a member of one of the top paying

professions in the country.

¢ 100% Pass Rate On State Exam

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

DODGE MANUFACTURING CO.

MAKE RESERVATIONS NOW!

(Class size is limited)

Call or write today for class dates.

Call: 1-800-347-6129

WRITE: CAC.

925 41st Ave,, Santa Cruz, CA 95062
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WE ARE MANUFACTURERS TO THE TRADE

Farsi Jewelry Co., is a manufacturer of Fine Jewelry, such as rings, bracelets,
necklaces and earrings, consisting of 14K gold, precious stones (ruby, sapphire,
emerald) and semi-precious stones (amethyst, blue topaz, tanzanite, pink tourma-

line) and pearl jewelry.
We are the main suppliers to the auction houses. The auctioneers call our

jewelry, "lots of flash for a little cash."
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Our 20-page brochure is full of items like the ones pictured above. For a free
brochure or more information call: 800-87-FARSI. Or Write: FARSI JEWELRY

MEFG. CO., 629 South Hill Street, #806, Los Angeles, CA 90014.
Attention: Masoud Es-Hagh-Zadeh.

& Jewelers

FARSI JEWELRY MANUFACTURING CO., INC.

MANUFACTURING JEWELERS TO THE TRADE

Manufacturers
epel| eyl oL

i
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Evans

lar in insulating existing structures
since it could be pumped into the
walls and it would harden.

3. LEAD — Lead was a common
material used in paints. Lead can be
inhaled ifforced into the air or can be
ingested by children. Lead is becom-
ingmore of anissue as informationis
made available to the public.

4. ASBESTOS — Asbestos has
been used in construction materials
for along time. Typically you find as-
bestos in the form of (a) insulation on
pipes, boilers and ductwork, (b)
sprayed on surfaces, (¢) used in ceil-
ing tiles, floor tiles and wallboard.
Many thousands of dollars have been
spent to remove asbestos from public
buildings. Some studies have recently
concluded that it might have been
better to seal the material in place
than remove it.

5. PESTICIDES — The use of

pesticides on farms has become the
issue of this decade. Farmers have
become dependent on pesticides to

from page 23

ensure that crops will not be de-
stroyed by pests and weeds. Now the
move is toward natural farming. One
of the major issues is the storage,
handling, and disposal of pesticides
and pesticide containers. Farmers
and others using pesticides on a
regular basis will have to be licensed
as regulations are completed.

6. UNDERGROUND STORAGE
TANKS — Recent regulations from
the Environmental Protection Agency
have targeted underground storage
tanks as a source of ground water
pollution. Tanks that have been in
the ground for twenty years or more
are required to be replaced. Other
tanks require inspection and instal-
lation of monitoring equipment. Dis-
posing of old underground storage
tanks can cost as much as $15,000 to
$25,000. Many farms and commer-
cial properties have old underground
storage tanks that probably need

replacing now.
Ts POLYCHLORINATED

FLORIDA AUCTIONEER ACADEMY

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

Learn auetioneering in one week with master
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BIPHENYLS (PCB’s) — PCB'’s were
used in electrical transformers and
other types of equipment. Much of
the material wasillegally disposed of
in the 1960’s and 1970’s. Be careful
with transformers at auction.

8. SEWAGE DISPOSAL — Many
small towns still do not have public
sewage systems. Sub-surface sew-
age systems are causing problemsin
many areas. Overloaded public sew-
age systems are causing problems in
other areas. Recent cases have seen
the sale of homes in areas where
public sewers overflow and cause
health problems.

As you can see by the information
discussed in this article the environ-
mental issues seem to be a real threat
to the auction industry.

One major legal case resulting from
an auction can do serious damage.
Auctioneers need to be educated about
the problems and solutions.

Ask questions and have property
owners provide affidavits if they insist
that no problems exist and are will-
ing to take total responsibility.

BE A PROFESSIONAL
RingMaster
Reserve your place now for
our one day RingMaster
seminar - 8 hours of power
packed professional ring
training. Save $20and make

sure you have a seat - only
$75 ifyou register early. $95
at the door. Lunch and all
materials included in this low
price. EarnyourRingMaster
certificate and be the selling
edge at your next auction.

800) 422-9155
407) 896-9797
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Auxiliary Compiles Convention Dates

The National Auctioneers Associa-  "Within the Sound of the Gavel," the
tion Auxiliary compiled this list of  history of the Auxiliary of the Na-
convention sites as part of its book, tional Auctioneers Association.

NAA CONVENTIONS

1953 Columbus, Ohio Heil House
1954 Omaha, Nebraska Fontencelle Hotel
1955 Indianapolis, Indiana Claypool Hotel
1956 Kansas City, Missouri Hotel President
1957 Lansing, Michigan Hotel Olds
1958 Buffalo, New York Hotel Statler
1959 Denver, Colorado Shirley-Savoy Hotel
1960 Louisville, Kentucky Sheraton Hotel
1961 Houston, Texas Shamrock-Hilton
1962 Lincoln, Nebraska Cornhusker Hotel
1963 Cincinnati, Ohio Netherland Hilton
""" 1964 Des Moines, Iowa Hotel Fort Des Moines
Y TR R TR 1965 Spokane, Washington Davenport Hotel
RTC Auctions Start 1966 Philadelphia, Pennsylvania  Bellevue Stratford
These four luxury homes were auc- 1967 Chicago, Illinois Park Congress
tioned Nov. 3 by Eric Nelson Auc- 1968 Oklahoma City, Oklahoma  Sheraton Oklahoma
tioneering in Phoenix. For more de- e
tails, see the story on page 20. 1969 Roanoke, Virginia Hotel Roanoke
1970 Milwaukee, Wisconsin Pfister Hotel & Tower
1971 Lincoln, Nebraska Hotel Lincoln
New Feature Idea For 1972 Dallas, Texas Fairmont Hotel
Magazine Announced 1973 St. Petersburg, Florida Hilton Hotel
_ 1974 Medora, North Dakota Rough Rider
e aEI:;V;iIc.lyr?:;lz o},lj?f:.sthrai(gih?lY?)ltllitfl'glrf 1975 Louisville, Kentucky Galt House
low auctioneers can learn from 1976 St. Louis, Missouri Stouffer’s Towers
these “imperfect” auctions. If an 1977 Seattle, Washington Olympic Hotel
auction does not reach what was
expected of it, there has to be a 1978 Boston, Massachusetts Sheraton-Boston
reason. Whatever the reason for 1979 Denver, Colorado Denver-Hilton
the lack of success, share what 1980 Nashville, Tennessee Opryland Hotel
you have learned. ;

Just @& nembers Tiow send 4n 1981 Las Vegas, Nevada Las Vegas Hilton
their successes, we want you to 1982 Atlanta, Georgia Atlanta Hilton
:ﬁgge?slfgf ;adi:iggosr-n your not so 1983 Houston, Texas Shamrock-Hilton

We will publish those stories 1984 Minneapolis, Minnesota Hyatt Regency/Holiday Inn
Just as we now publish Auction 1985 Philadelphia, Pennsylvania  Franklin Plaza
Success Storles — withone excep- | | 1985 Anaheim, California Anaheim Hilton
onymous if they like. 1987 Hollywood, Florida Diplomat Hotel

Make sure and indicate whether 1988 Kansas City, Missouri Hyatt Regency Crown Center
ﬁ;ﬁ?&you WBN JIRET DRI fexk. 1989 Cincinnati, Ohio Clarion Hotel

1990 Baltimore, Maryland Hyatt Regency Baltimore
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Auxiliary

Success Can Be Realized

By Thinking Big

by Marge Gaule
Auxiliary Director
Chatham, Ill.

Think ahead — think intelligently
— and think BIG! This should be
what we all should be striving for in
the auction business, as well as our
lives. We only have so much time to
accomplish what we want to, in both
areas, so the word “procrastination”
should not be in our vocabulary.

First of all — set goals —know
exactly where you want to end up.
Don’t be timid and think, oh, that’s
too much to even “wish” for. Think
BIG — make the sky your limit! You
can do almost anything you set your
mind to. Learn from others, study
others, at least the successful ones.

Learn from other’s mistakes, so
that you don’t make the same ones.
Build your goals — one step at a
time. Auctioneers don’t have to be
second-class citizens, as some might
want to make us. We can be leaders
in our communities and looked upon
with respect. In every professional
field there are ones that give the rest
a “bad name.” If our morality, ethics
and goals are high, we can lift the
auction profession to the top.

How to accomplish this dependson

many things. Education comes very
close to the top, if not the top. There
are so many things offered where we
can expand our knowledge. First of
all, attend your state and national
conventions.

Plan for them — well in advance.
Incorporate them, possibly, into
family outings. Learn and live at the
same time. There is an abundance of
knowledge to be gained from them —
not only from the workshops, etc.,
but, just from the association with
your fellow auctioneers. This goes
for the national seminars, too. If you
are involved in certain types of auc-
tions, pick that seminar to be the one
you attend. Or, if you want to ex-
pand, pick something you are not
quite as familiar with. When local
self-help programs are presented in
your area, attend. They might help
you present yourself better to your
community. Perhaps, your local col-
lege offers some classes that would
be beneficial.

Look around — open up your eyes
— see what you can do to grow. Once

(Continued on page 28)

Discover Auction Marketing!

REAL ESTATE AUCTIONEER
CAREERS BEGIN HERE!

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

Resl Estate Auctioneer Careers Begin Hare

We can help
make your
business better.

For information and catalog, —.
write us or call:

507-625-5595

AUCTION SCHOOL
OF

REAL ESTATE
P.O. Box 3486
Mankato, MN 56002
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America’s #1 Auction Supplier

A,

The leading supplier for
auctioneers and clerks in America.
We offer more than 400 ptoducts
from PA systems, to forms, to
equipment of all kinds. Signs,
banners and pennants too.

Auxtliary

from page 27

you think you know it all — that’s
when you’re in trouble.

Make your business as honest and
ethical as it can be. Through this,
you will gain so much more respect
in your community. Rise to your tallest
height. Work with your community

and churches. Be there when they
need you.

Last, but not least — THINK BIG!
Tell yourselfyou candoit. Nothingis
too great, if you really want it. Set
your goals — make a plan to attain
them — and then, just DO IT!

FREE CATALOG on request

merican
Isirochure

[@ompany

Printer of two color auc-
tion brochure on quality glossy
paper. Prices start at just $125. for
500 one page brochures. Call or |
write for free Idea Kit.

AYSTION

The only independent
magazine for auctioneers in Amer-
ica. Each monthly issue is packed
with information and stories about
the auction industry. Regular col-
umnists and features too. Subscrip-

tion rate is just $25.00 per year.
Free sample issue available.

AUCTION

Newsletter service for
auctioneers. We send you the
newsletters ready for mailing to
your prospects, such as bankers

or attorneys. Printed 6 times per
year. Prices from $125. and includes

your imprint on two sides. Call or
write for free sample.

THE
KIEFER
COMPANIES

USA TOLL FREE

(800) 435-2726

24 HOUR FAX

218 736-7474

417 West Stanton Ave.
Fergus Falls, MN 56537

J.K. Reed is proud to offer the finest handcratted antique
reproductions available. These investment-quality pieces are
meticulously patterned after originals now selling for thousands of dollars.

TRICYCLE HORSE QUEEN’S SLEIGH

A timeless classic featuring Over six feet of wrought iron, wood
detailed carving, hand-tooled and leather make this the ultimate
leather saddle Victorian statement!

and iron
fretwork.
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CHURCH
BIRDCAGE

Antiqued iron,
hand-drawn and
tied around a
hardwood

frame creates
this masterpiece.

CAROUSEL HORSE

As was true with the originals,

our carousel horses and
other figures each
N, display their own
| individual
character.
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PRINCESS CRADLE
Crafted from solid hard-

woods, this large, sturdy
~ cradle shows
exquisite detail
from its base

to its bonnet.

2e

Wt W

Vi

FOR INFORMATION ON THE OVER FIFTY PIECES
IN THIS COLLECTION, CALL OR WRITE:

J.K. REED

1805 S.E. UNION AVE. PORTLAND, OR 97214
1-800-537-7305  FAX (503) 231-2530

Limited territories available for assignment

V)
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Estate Auction

Exceeds Expectations

Kurtz Auction and Realty Co. of
Owensboro, Ky., conducted a very
successful estate sale Aug. 31, auc-
tioning both real and personal prop-
erty.

The house contained four bedrooms,
three baths and was located on a
three-acre tract overlooking a lake.
Over 300 people viewed the property
during two open houses.

The property realized $265,000,
which exceeded the appraised price
by $107,000.

Over 600 bidders attended the
auction. The auction was conducted
by Bill Kurtz, CAI, and Jim Knott
of Kurtz Auction and Realty Co. Other
auctioneers assisting were Mike
Melloan, Karlin Daniel, Si Deane
and Bob Grimsley.

Some of the other items auctioned

were:
© 1986 Mercedes, $31,500.

eJohn Deere F-935 riding mower,
$11,000.

COMPU-AUCTION

8L THE
— AUCTIONTELA —

Of THE PUTURE

___—€FFICIENT
BE——

COMPU—AUCTION HANDLES:
— MAILING

BIDDER

REGISTRATION LISTS

ACCOUNTING — LABELS

REMEMBER: YOU DON'T HAVE TO BE A
rROGRAMMER TC
REAP THE BENEFTTS OF THE
PERSONAL COMPUTER AQE!

COMPUTE:S

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

COMPETITIVE
— PROFESSIONAL

Richard Hodges

309 North Waverly
Springfield, MO 65802

Auction Success Stories

* Browning 12-ga. shotgun for $2,650.

eWinchester model 92, $1,650.

eKentucky Long Rifle reproduction,
$1,800.

Toy Bus Brings
Record Price

Last year, Sotheby’s in London
auctioned a Lehmann toy Autobus
for $2,500. On Aug. 18, Roger Por-
ter, owner of Porter of Pennsylva-
nia, auctioned a mint condition 1907
Lehmann Autobus for $9,250 in only
about 30 seconds.

The Autobus was one of the fea-
tured items that drew a crowd of
over 500 to rural Crosby, Pa., in the
northwestern part of the state. Bid-
ders from 13 states gathered for the
opportunity to bid on items at an
estate sale. The estate included items
that had been collected by the family
for over 160 years. Tucked through-
out the house were many other mint
condition toys and games as well as
historical collectibles and antiques.

The Autobus was discovered in a
hat box on the second floor of the
house. Stored next to the Autobus
was a perfect Ferdinand Strauss
“Jenny the Balking Mule,” a litho tin
windup, which auctioned for $1,250.

Some other items auctioned were:
eoriginal Humpty Dumpty the Laugh-
ing Clown mechanical bank, $850.

Top Toy
This 1907 Lehmann toy Autobus
brought $9,250 at a recent Roger

Porter auction.

BUY THE BESTI

8ALE

Operates on IBM PC and all compatibles.

NEW!!

from COMPU-AUCTION

MAGIC GAVEL

CASHIERINMNG : cpg® .
el menTs  cATALOGUES — conrracTs | P €rmanent Bidder/Maillist Option*

(417) B65-4840

«Remote Clerking Terminal Option*
You Won't Believe The Power!
You Won’'t Beiieve The Price!

Call or Write TODAY

Phone Toll Free 1-800-331-5016
FAX (417) 83&__60_3_7_
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Auction Success Stories

from page 29

; *McLaughlin’s game “What D’ye Buy,”
90.
*1963 Ford Galaxie 500, $3,200.
*glass marble with a bear inside, $195.
*set of American Boy magazines, $245.
*J.W. Harmon Boston Mahogany 28"
level in wood case, $100.

. *Bavaria Lithograph tinrailhandcar,
450.

*GNK tin litho wind-up pheasant, $85.

*hand-carved wooden dancing man,
$300.

* Bestmaid mechanical litho wind-up
tin scooter in original box, $430.

*Gunthermann’s Salto the Dog toy
(damaged), $190.

*two Marx toy gravel trucks, $190.

*three Japanese dolls, $375.

*Battles Seed Grower salesman case,
$400.

* 1881 Eagle gold piece, $210.

*glass rabbit candy bottle, $110.

Daydreams Come True
For Doll Collectors

Top prices were realized during
the McMasters’ Summer of 90 Day-

dreams catalogued doll auction, held
Aug. 25 in Pittsburgh. Doll collectors
from around the country attended
the auction.

One of the most sought-after dolls
was a 25" Portrait Jumeau fashion
on a Lacmann body, which auctioned
for $4,900.

To better serve their clients, the
McMasters Worldwide Productions,
located in Cambridge, Ohio, expanded
their auction facility by adding a
2,400 square foot gallery, a computer
system, a climate controlled storage
area and a new security system.

James E. McMasters is the auc-
tioneer, and Shari McMasters super-
vises the auction staff and coordi-

nates the cataloging.

Other prices realized at the Daydreams
auction were:

erare early, carved wooden lady on
peg wooden body, $1,200.

*16" Belton, $1,600.

*23" Belton, $2,300.

(Continued on page 31)

For Sale

Serene Doll

e
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]

The serenity of this doll was one of
its main attractions. It realized $4,900

at a James E. McMasters' auction.

Cattle Auction Facility

Located: 10 miles south of Clinton, Mo.,on U.S. Highway 13; or 80 miles north of Springfield, Mo.; or 90 miles southeast

of Kansas City, Mo.
Land: 20 acres m/l

Utilities: Three-phase electricity within 200 yards, four-acre lagoon, 550' well with two-inch pump. Rural water meter
at front on road.

Main Building: (outside measurements) 93' x 50', approximately 24' to gable with 20 Eves. Inside includes sale ring
and seating for 430. Cafe and offices located under seating. Heat is total electric.

Pen Building: Approximately 84' x 135 (OS), with equal amount of concrete outside with footing for supports in place
with reinforced pads to extend building over both sections. Owner states floor is 6" reinforced concrete in both buildings.
Approximately 5' extends past outer end for dock area. Low point approximately 7 1/2' next to walls with center
approximately 12' clearance. Includes cardinal 20,000 scales in 14' x 24' pen. Total pen capacity 750 head with
additional pen space for 250 in auxiliary pen.

Operating Status: Closed. Owner had bad health and died this spring. Widow must sell. Asking $118,000 for all. Will
consider all offers.

For more information, contact listing agent.

Larry Shanks, Pitts Realty, (816) 885-8100
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Auction Success Stories from page 30
eHertel, Schwab $ Co. 11 1/2" Googly,  then to be a “typical household sale.”
$2,200. After digging through the attic and

erare 9" AM 323 Googly, $500.

* 18" composition Shirley Temple with
tagged Molly coat and hat, $1,100.

¢17" Kathe Kruse IH in mint condi-
tion with original tags, $2,050.

*12" early white Steiff bear, $1,300.

erare 8" Alexander Little Lady with
Maggie Mixup face with original acces-
sories, $750.

*Poodle-Cut Ginny, $300.

*Terri Lee with eight extra tagged
outfits, $350.

¢21" Kestner 241 Character Girl,
$2,000.

*14" closed-mouth Kestner, $1,700.

28" solid dome Kestner baby, $1,200.

* Bruno Schmidt Wonderful Toddler,
mold number 2097, $900.

*29" Florodora, $500.

Large Government

Auctions Continue

JBS & Associates will have auc-
tioned about $50 million in multi-
family housing properties by Nov.
12. The properties were under the
control of the Federal Deposit Insur-
ance Corporation (FDIC). The gov-
ernment agency acquired the prop-
erties after closing a Dallas bank.

Five sites were selected for the
auction. Auction sites were: Nov. 5,
Houston; Nov. 7, Austin; Nov. 8,
Dallas; Nov. 9, Tulsa; and Nov. 12,
Tulsa.

Joel D. Zegart, president of JBS
& Associates, said a combination of
factors were causing increased inter-
est in multi-family housing units in
formerly distressed areas of the
country.

JBS & Associates was selected from
among 16 firms bidding to conduct
the auction. As a way of encouraging
local broker participation, JBS &
Associates will provide a 1 percent
commission to participating brokers
who bring successful bidders to the
auctions.

Big Surprises
Found In Home

Jeff Lentz of Lentz Auction Serv-
ice 1n Botkins, Ohio, was recently
pleasantly surprised by what he found
during a pre-auction inspection of
goods for what had appeared until

several closets, Lentz was able to
dust the cobwebs off several rare

items, and he auctioned them Sept.
29.

Some of the items auctioned were:

esix hand-made quilts, all over 100

years old, $2,655.
eStradivarius violin, $1,050.
ecopper wash boiler with lid, $185.
*two bed comforters, $105 and $87.
*horse buggy lantern, $55.
*Daisy butter churn, $60.

Kaufman Selected

For RTC Auction

David Kaufman and Co. has been
selected by the Resolution Trust
Corporation (RTC) to hold an auc-
tion of residential properties in
Phoenix. Over 45 homes in the Phoe-
nix area will be auctioned Nov. 17.

David Kaufman and Co., a Chi-

cago-based firm, has conducted real
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estate auctions throughout the United
States for the last 12 years.

According to David Kaufman, the
properties, which range in value from
$75,000to over $350,000, will be sold
using the “scattered site” method of
auctions. “We call this a scattered
site auction because the houses are
located in nine communities in the
Phoenix area.

“Once the auction homes have been
sold, private sellers will have an easier
time selling their properties. This
auction will also reduce government
carrying costs, and in turn, reduce
taxes.”

Kaufman said a $2,500 cashier’s
check would be required to bid and
used as an initial deposit for each
property purchased.

In order to participate, brokers
should register their clients with the
Kaufman firm. A 2 percent commis-
sion will be paid to all cooperating
brokers. Kaufman hopes to have the
highest broker participation possible.

(Continued on page 32)

Mfg. by
Truk-Mate Inc.
20 yrs. in
topper
business

Custom Built

For Topper - Trailer - Port-A-Biff Information

LAMPI AUCTION EQUIPMENT

Col. Tom Lampi

Route 1, Box 76 % Annandale, MN 55302

PH. (612) 274-5393
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Auction Success Stories

from page 31

History Comes Alive
At Estate Auction

Historical memorabilia were the
focus of a three-day auction held at
Gunther’s International Auction
Gallery Oct. 6-8. Stanley Gunther
of Brunswick, Md., is owner and
operator of the auction gallery.

Included in the auction were items

like tie clasps worn by crew mem-
bers of PT-109, the torpedo boat
commanded by President John F.
Kennedy in World War II. Other
items associated with the presidency
were also auctioned, such as cuff
links and ties clasps with the Pre-
sidential Seal of the United States,
assorted Christmas cards with signed
or printed autographs of several

The Ultimate Marketing Tool
For Real Estate and Personal
Property Auction Companies

# Real Estate Holding Cost Analysis

Shows how the value o[ property declines over time. Allows you to prove in presenta-
tion format why it makes sense to sell Real Estate at Auction. Displays cumulative
decline in value for each additional month the property is held.

# Auction Timetables

Enter all of the tasks that it takes to complete an Auction once and this handy tool

will instantly print a chronological sche
potential or current seller how prepared you are to do their Auction.

managing your day to day tasks.

£1k for the Auction showing Xour

Iso great for

¥ Advertising Scheduler

You put in the name of the publication and dates of the ads and our system does
the rest. Print reports on a calendar showing when your current or potential

Auction ads are going to run.

&
.

¥ Auction Inquiry Reports

Enter the sources of inquiries and the amount of calls from each and we'll print
you a weekly report showing where your calls came from and the percentage share

that th

represent. Shows your clients how well you manage their advertisin

dollar, how quickly you can kill an ad and how you manage their Auction calls.

# Auction Profit/Loss Analysis

Tell the system the estimated selling price, commission earned, participating
broker percentage, sales person percentage, co-op Auctioneer percentage, out of
pocket Auction expenses and the system will print a froﬁt and loss anazysis
showing whether or not it makes sense to do the deal.

¥ Auction Budget Preparation

Sets up and organizes your marketing budget and allows you to store the costs of
brochures, ad space, signs, etc. for easy access when doing your future budgets.

¥ Color Graphs

Flow charts, bar, pte and
line graphs

# System Features
Dot matrix and laser printer compatability,
full color, on-line help, 24 hour support.

Call For Information and Sample Reports
(305) 565-5600

CUS

-
/ BLSIVESS SYSTE

FORMLRLY
COMP-U-SOLVE

“OUR CLIENTS SPEAK LOUDER THAN WORDS."”

1061 West Qakland Park Bivd., Suite 123,Ft. Lauderdale, FL 33311

(305) 565-5600
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presidents, gift cards and other types
of presidential stationery.

The items were being auctioned
from the estate of a retired White
House Secret Service agent. The
Hitler photo (see below price) was
left to the agent by his father, who
was among the detail that first en-
tered one of Hitler’s headquarters at
the end of World War I1.

Other items auctioned included:

*funeral announcement and photo of
President Kennedy, $50.

eHallmark Christmas card signed by
Jacqueline Kennedy, $70.

esigned library card of President
Kennedy’s, $95.

esterling silver cup awarded to the
White House photographer, $280.

*a photo of President Kennedy’s Lin-
coln automobile and the key to that car,
$1,325.

*dried rose found in rear of limousine
where President Kennedy was
assassinated, $2,550.

*signed photo of Adolf Hitler in ster-
ling silver frame, $3,600.

Prussia China Brings
Woody Large Crowd

The Woody Auction Co. drew a
large crowd for an auction in Lenexa,
Kan., that featured fine china with
the R.S. Prussia label.

The auction company is operated
by John and LaVeta Woody of
Douglass, Kan.

Some of the items auctioned were:

*Wheelock Prussia 10-inch cobalt bowl
with Iris, $900.

*10-inch Melon Eaters cake plate, $375.

*R.S. Prussia schooner bowl, $525.

*Lebrun Hairpin Girl Prussia bowl
with Tiffany border, $424.

*Victorian Lady and Dog bowl with
Tiffany border, $1,200.

*Victorian Lady Watering Flowers bowl
with Tiffany border, $1,300.

*R.S. Prussia Diana the Huntress bowl,
$1,200.

*R.S. Prussia Peacock bowl with forest
setting, $1,700.

*R.S. Prussia Mill Scene cake plate,
$650.

*R.S. Prussia Sheepherder bowl with
gold trim, $600.

*R.S. Prussia Mill Scene tankard, $650.

*R.S. Prussia Lebrun plate, $475.
. *R.S. Prussia floral tankard with roses,

650.

*R.S. Prussia Spring Season vase, $700.

*R.S. Prussia Stag bowl, $1,375.

*R.S. Prussia Castle Scene tankard,
$2.300.

(Continued on page 41)



Kansas

State News

Floyd and Jane Gehring of Moundridge, Kan., celebrated their 40th
wedding anniversary, and 40 years in the auction business together, with

the help of over 7560 guests on Sept. 2.

Temperatures soared outside but the party was |,
held inside an air-conditioned church, The guests en- _
joyed ameal prepared by the Gehring’s son, Dick,and ;
other members of the Gehring family.

One of the attractions was a large table holding
highlights from the Gehring’s life together and their

years in the auction business.

The Gehrings returned to business as usual the
next morning, holding an auction at 9 a.m.

Kentucky

A major change has taken place in
the Kentucky Auctioneer License Law.
All auction house operators will be
required to obtain a license.

All operators of a fixed-base auc-
tion house, with the exception of
tobacco and fixed-base livestock
markets, will need an Auction House
Operator License.

Until Feb. 1, 1991, operators of

auction houses can supply proof that

18’ Tandem - $2 850.00

18’ Tandem
2 5/16 Coupler

Cashier Offices

they have run an auction house for
two years prior to Jan. 1, 1991, at
which at least 20 auction sales were
conducted during that period.

Persons who cannot furnish this
proof will have to take an examina-
tion administered by the Kentucky
Board of Auctioneers. However, li-
censed auctioneers will not be re-
quired to take the test. The test will
cost $100.

The license, which auctioneers are

required to buy in addition to their
regular auction license, will cost $50.

Persons with questions about this
new law should call (602) 5688-4453.

South Carolina

The South Carolina Auctioneers
Association is fighting to maintain a
separate identity for auctioneers in
that state as an effort is being made
to merge the South Carolina Auc-
tioneers Commission with the South
Carolina Real Estate Commaission.

The South Carolina Legislative
Audit Council recommend this course
of action to the South Carolina Gen-
eral Assembly recently.

The recommendation would place
auctioneers, auction firms and ap-
prentice auctioneers underthe juris-
diction of the Real Estate Commis-
sion.

The South Carolina Auctioneers
Commission was formed in 1977 and
now controls the direct licensing of
over 1,000 auction licensees. The
South Carolina Auctioneers Asso-

(Continued on page 34)

We Make The Cadillac Of
&

Auctlon Tops

" Basic Shell — "s'1 375.00

Sliding Tempered Safety Glass Windows s Rain Guards
Front Window Ventilation

3 Plywood Floor
3/8 Plywood Sidewall

Exterior - Colonial White Mesa Deluxe, Tow Chains, Clearance Lights
Jacks And Undercoating

Optional Equipment Available
Made To Your Specifications

For Brochure or Information Contact:
Auctioneering Systems, Inc.

c/o Art Feller, President
P.O. Box 267

Cissna Park; Ill. 60924

Factory Located:

100 Miles South of Chicago, Ill. on Rt. 49

Office Hours: 8:00 A.M.—4:30 P.M. (Monday-Friday)
Ph. 815-457-2175 — (Res.) 815-457-2202

Windows In The Door And In The Back Of The Top, For A Clear View

Extra Lower Window In The Front For The Auctioneer To Com-
municate With The Truck Driver

Clearance Lights In The Front And Back

Extra Features For A Prestigious Look
6’ 10” High, Weighs Approximately 700 Lbs.

Also On Our Lots The Cadillac Of Auction Tops

Extremely Clear Amplifier, Microphone And 4 Sound Speaker System

Tested For 20 Years By Leading Auctioneers

High Quality Executive Panelling, Storage Space And Finished Work
On The Inside

Electrical Hook-up To Switch Speakers

Many Extra Features For A Prestigious Look For Professional Auctioneers

Delivery Service Available — New & Demonstrators
Licensed & Bonded To Sell In 48 States & Canada

DLT Number 1487
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State News from page 33

ciation has a strong working rela- This article is reprinted from that

tionship with the Auctioneers Com-  newsletter.

mission in addressing problems Probably every auctioneer hashad
shared by auctioneers, according to  the experience, while selling at auc-
South Carolina Auctioneers Asso-  tion, of wondering, “What in the heck
ciation President Rodney Lee, CAI.  isinthatbox,that people arebidding

He said that the Commission has  that fast and that high?”

worked closely with both the Asso- Be careful that it doesn’t happen
ciationand individual auctioneersto  too often, however, because it just
might mean that you haven’t done

Lee has urged all members of the  the necessary pre-sale work, or taken
South Carolina Auctioneers Asso- the time to check value onitems you

correct problems.

ciation to contact their individual had questions about.

representatives to fight the change. We all know that there are those
who like to “load” boxes. You can see
those individuals, taking an item
from one box or area, and putting it
in a box with other items that they
She has been the editor of The Mon- ~ D°Pe to eventually purchase. There’s

a certain “fun” in this activity . . . as
well as a requirement for a certain
amount of “sneakiness.” When ques-

43 _ tioned, many would-be buyers will
R o . honestly point out, “I didn’t want all

Montana

The following story was written by
Carol Gordon of Colstrip, Mont.

tana Auctioneer, the Montana Auc-
tioneers Association’s newsletter, ever
since its inception.

tanaAuctioneer, Carolannounced

. . '”
that her tenure as newsletter editor of that other junk!

will come to an end Dec. 31, 1990. One recently recommended

a

AUCTION EDUCATION

Learn Auctioneering and Modern
Auction Methods

7OUR SILVER ANNIVERSARY YEAR”

- SINCE 1964 -
6 Terms a Year ¢ FREE CATALOG
CALL US TOLL FREE

1-800-543-7061

OR WRITE

NASHVILLE

Home Study Course ¢

P. O. Box 2026
Columbia, TN 38402

AUCTION SCHOOL

| TR -
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“preventative” measure is to cover
boxes with a tough plastic wrap. When
this is done, all items must be clearly
visible. Of course, this also takes the
“fun” out of handling, touching, and
checking for defects and condition.
(The auctioneer must be doubly care-
ful to know the merchandise.)

Personally, I prefer to sort and
arrange all box-lots myself, down to
the smallest and seemingly most
insignificant items. All of us have
probably attended an auction where
someone in the crowd shouts; “The
cover to that Tupperware bowl is in
another box, and the person that
bought the bowl should have it.” (That
person is right, even though such
sortingtakes time.) Auctioneers who
rely on sellers to set up and box-lot
their own auctions (as a cost-saving
and time-saving measure for the
auctioneer) are apt to hear many
such remarks. I personally feel they
have done an injustice to the seller.

More critical, however, are the times
where an auctioneer did not take
time to study, observe, and evaluate
articles to be offered for sale. He or
she may indeed have “missed” a
valuable article that should have been
clearly described in advertising and
offered as an “individual” item.

I have been criticized for being a
“seller’s auctioneer.” I have also
reminded buyers at auction that, “If
this was your property, you’d want
the same care and handling.” (And I
tellthen why.) I never mix box-lots of
“junk” with one or two “good” items
in order to sell the “junk.” Over the
years, I've observed that there are
buyers for good items and buyers for
items of less value. Both will sell.

Take time with small items at
auction, know what is there, the
condition, and the value. If you are
too busy for set-up work, don’t rely
on the sellers to know the business
and to do it themselves. Every auc-
tioneer will “miss” an item of value
from time to time. . . but it shouldn’t
happen often. Too often a “lazy” auc-
tioneer will be heard to say, “The
buyers will establish a value at the
auction.” Up to a point, this is true,
but the opportunities lost through
failure to advertise and attract the
“right” buyers also ultimately adds
up to dollars lost, and a failure to
professionally represent the seller.
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Hall of History

Prove Invaluable To Historians

Records of auctions can serve a
multitude of purposes to the histo-
rian. It is truly an historical record.
Not only do they tell the prices of
items purchased, but can be an
important document listing names
of purchasers, addresses, and pro-
fessions.

They tell an economic story of the
area and times. The type or style of
handwriting is a clue to personal
histories. I often wonder if we are
losing part of the historical value of
auctions with the emergence of the
computer.

Housed in the Archives is a publi-
cation by the “Historical Society of
Schuylkill County” describing the
early history of this Pennsylvania
county, published in 1908.

In this publication, there is a de-
scription of two early auctions that
played important roles in the devel-
opment of this county. The title of
the chapter is “Account of Sales at
the Public Venues of Henry Boyer’s
Personal Property, held in
Tulpehocken, April 13 and 14,1757.”

The introduction reads, “It is be-
lieved that in publishing this auction
record, areal contributionis madeto
local Pennsylvania history, especially
to the history of the early German
settlers. From it the farm of a Ger-
man pioneer could be completely
restocked and his house refurnished.
It is also valuable for the number of
names given of early settlers in the
Tulpehocken region, as it antedates
by two years the earliest list of tax-
ables published in Rupp’s and Mon-
gomer’'s histories of Berks County,

by Anita Faddis
Curator
NAA Foundation

and contains a number of names not
included in those lists.

“When it is recalled that this sale
was held only thirty-four years after
the first settlers came to that region,
this document is an interesting
commentary on the industry and thrift
of Pennsylvania’s German farmers.
It will be noticed that no item of the
sale of a grain cradle appears, indi-
cating that all the grain had to be
reaped with sickles. Some of the
articles could not be identified, and
so the names are printed as they
appear in the German. The original
document consists of twelve pages of
foolscap written in a plain German
hand, though the paper of course is
yellow and faded.”

The Conditions of the sale read as
follows: “The condition of this public
sale which will be held the 13th day
of April, 1715, on the plantation of
the deceased, Henry Boyer, by me
Benjamin Spyker as Executor of the
advertised goods, is on this wise:
Each personis free to bid and to buy,
the highest bidder shall be the pur-
chaser, and each one who buys shall
have credit until the first of March,
1758. Those of whom it is asked or
desired must give security or bonds-
men, the bought goods shall again be
placed on sale, and what it brings
less the transgressor shall refund in
cash. And whoever shall buy over
five pounds’ worth shall give a bond
to me for one month time from date.”

The conditions are then followed
by an accounting of each item sold
and the amount of pounds that it
brought. Women’s names were listed

For Auctions or Auction Help in FLORIDA!

AUCTION ASSOCIATES, INC. #AB46

4823 Silver Star Rd., #160, Orlando, FL 32808 Telephone: 407-297-7695
* Lic. Auctioneer #AU105 « Professional Ringman * Lic. FL Real Estate Broker *

Call: Gary C. New

only if they were widowed and then
so noted.

It was noted by these auction rec-
ords that there were a number of
skilled mechanics and learned men
among the earlier settlers in the
interior of the state of Pennsylvania.
Books were a common item in many
of the local auctions.

As you file records away from that
auction that you conducted last week,
just think how much history that
you may be leaving for the researcher
10-20-50 or even 100 years from now.

Attention
Auctioneers

For those of you who want to
import your own shipment of an-
tiques directly from Britain. Ameri-
can auctioneer with 17 years of
experience. (I have shipped 300
containers to North America). Now
resident in Britain buying, packing,
shipping containers for you. My
American customers are my refer-
ences for your assurance of my
dependability and trust. No agents.
Door to door guaranteed lowest-
freight rates. Completely insured.
Minimum 300 lots of ready-to-auc-
tion antiques. Also more expensive
connoisseur containers, and yes,
even a low, low priced super value
1920's-40's container selection of
pre-war home furnishings, Artdeco
and designers collectibles for only
$6,800. Or plan to visit me.

Write:
Goodfellows Shipping
73 The Meadows
Prestatyn, North Wales, G.B.
LL198EU
Phone: 011-44-745-571120
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THE NATION’S NO. 1 AUCTION TEAM

HUDSON &
0 MARSHALL. INC.
AUCTIONEERS

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

CALL TOLL FREE 1-800-841-9400

Offices across America ® Home offices - Macon, Ga.

AUCTIONEERS MAKE GOOD
APPRAISERS

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

* Our course lasts one week.

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

* We tell you where and how to get appraisal business.
* You can recover the cost of our course on your first project.

* We have students that have mace over $60,000 their first year in business.
Dr. Terry Evans, PREA, CIMA

President * Class held six times each year in Music City USA, Nashville, Tennessee

INTERNATIONAL COLLEGE OF

FOR A FREE CATALOG, REAL ESTATE APPRAISAL

WRITE OR CALL P. O. Box 1535, 107 West Seventh Street
Columbia, TN 38401
Call Toll Free 1-800-543-7061

L---------------------------------------
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Tucker China

Though there had been some manu-
facture of porcelains in the 18th
Century, none of the ventures could
be considered successful with any
type of output that can be collected
today. It was not until 1825 that a
fine pottery was established in Phila-
delphia, that created by William Ellis
Tucker.

Under various partnerships it
continued in business until 1838
turning out a fine quality porcelain
which rivaled that from Europe. Until
an exhibition staged on Sept. 9, 1957
at the Philadelphia Museum of Art,
it had not received much national
attention.

In 1827, the Franklin Institute held
its fourth annual exhibition of “ex-
amples of American ingenuity and

industry.” At this time, the fledgling
pottery earned an award.

Tucker is known to have imported
workers from the famed Sevres pot-
tery in France, hence the similarity
to that of French design and decora-
tion. Bodies are mostly white and
floral motifs plus gilding were most
popular.

Also polychromed were buildings
and scenes in the area. Very little of
the production was marked so one
must learn the rules in identifica-
tion. Philip Hammerslough, a long-
time collector who sold the bulk of
his collection to the William Penn
Museum in Harrisburg taught me
several simple points. If one has a
vase with square pedestal base, the
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by George Michael
Merrimack, N.H.

top of the base cannot be colored —it
must be white — maybe with gilt or
flowers for decoration, but no back-
ground color.

The porcelain is not pure white in
the manner of the Sevres work, but
rather has a blue/green tint when
held to the light. No Sevres pieces
have commemorative dates gilded
on them. You may see fine Tucker at
the above mentioned museums as
well as the Brooklyn Museum.

Kitchen Utensils

We picture a group of kitchen uten-
sils that date back almost to 1920.
They are making a rapid comeback
as collectibles, but more to be used
than to be looked at.

Few featured wooden handles until
after World War 1. If they made
them, few have survived as most
kitchen items were thrown away once
they wore out.

We know that all wood utensils,
such as stirring spoons, paddles,
spatulas and salad fork and spoon
were in use for hundreds of years.
They were joined by the wrought
iron implements which were still in
vogue until the turn into this cen-
tury. I recall kitchens in the 1930’s
still using nothing but iron utensils.

They never seemed to wear out, so
owners saw little need for replace-
ment. However, the gaily-colored,
wood-handled spoons, pancake turn-
ers and the like came along in the
1920’s, eventually replacing the iron
and tin.

Many colors were prevalent as one
would match them to the kitchen.

Most of these tools are found at
country auctions and those which
involve summer homes as many pieces
found their way there to live out
their usefulness. They are still less
expensive than the new and will
serve you just as well.

Special Event Insurance.

Insure the success of any event by bringing it outdoors—under
a Eureka! Party Tent.

These brightly colored tents add life and excitement, plus
heavy-duty protection from sun or rain. And they can be tailored

to fit all sizes of gatherings.

Auctioneers don’t miss out on additional income from tent

rentals—call or write for price list.

Cliff Shuler Auctioneers

(407) 267-8563

422 Julia Street
Titusville, Florida 32796

Fla. Auction Business Lic. #9
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Learn Auctioneering
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Scofield Auctions Inc.
Colcord Hill Road

603-539-6619

AUCTIONEERS!

Make Big Money $$$
Selling Bronze Sculptures!

THIS IS

A HIGH
DEMAND,
LUCRATIVE
MARKET!

*ART DECO
oEAGLES
*OWLS
*ANIMALS

*EQUESTRIAN
eWESTERN
*CLASSICAL
*EUROPEAN

NEW

Four Color Catalog
Beautifully Depicting

200 plus Bronze Statues.
$10.%.. . REFUND ON FIRST ORDER

(818) 841-7979
-800-367-3479 g

SUN FOUNDRY =550,

GENUINE BRONZE SCULPTURES

299 SOUTH LAKE ST.
BURBANK, CA 91502
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Knotts tape recorded seminar
P.O. Box 786, Gallipolis, Ohio 45631

BONDS
BONDS

‘Auctioneer’
‘Notary’

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

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

")
!
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FIFE REAL ESTATE & AUCTION SERVICE
JACK FIFE, C.A.l.

6414 Ferguson Street

Indianapolis, IN 46220

PH. (317) 251-8402 for additional information

REPPERT SCHOOL OF
AUCTIONEERING, INC.

Box 189
Decatur, Indiana 46733

TUITION $400
ALSO HOME STUDY

Next Terms:
2-WEEK TERMS:

NOVEMBER 26 — DECEMBER 8, 1990

FOUNDED IN 1921

Write or call for more information

219-724-3804

G. I. APPROVED A.C. 0033




MASON GITY GOLLEGE THE PROFESSIONALS
01 AUGTIONEERING

Become a Professional Auctioneer
Learn from Mason City’s Bestl

e Become a professional auctioneer in just one week
with our intensive 7-day seminar. Qur qualified
instructors are trained, practicing, competent and
successful in their chosen areas of auctioneering.

® Our one week training will give you a wide range PrOfeSSional
of expertise to enable you to learn all areas of auc-
=5
Auctioneer

tioneering so you can enter this high pay, prestigious
profession.

Write for free catalog
or call:

(515) 423-7200
(701) 746-1378 Nov. 11-17, 1990

MASON GITY GOLLEGE
OF AUCTIONEERING

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

SRS INTERNATIONAL AUCTION SCHOOL

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

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

"WE SELL THE WORLD"™

Our company motto since cstablishment in 10717.

Selling at AUCTION is an exact science. The J. L. Todd Auction Company \wﬁ.
method is based on an impressive track record for 70 years. Our expert staff

is committed 100% to a successful auction. Why not let our team go to work

for you?

“The South’s Ol dest <::4u.c££orz Com/zarzy

Georgia Auctioneers License No. 137
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e Registered U.S. Trademark
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REALTOR

BROAD ST. at 6TH AVE. L ROME, GEORGIA 30161 (@&
GA. TOLL-FREE 1-800-282-2662 ATLANTA 404-577-2634 A
U.S.A. TOLL-FREE 1-800-241-7591 ROME 404-291-7007 A

FAX (404) 291-0335
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“Early American Pattern
Glass,” by William Jenks and Jerry
Luna (Chilton Book Co. of Radnor,
Pa., $29.95).

This book is designed to provide
all the information needed to date
and accurately price all American

pattern glassware created from 1850
through 1910.

Following an encyclopedic ap-
proach, a comprehensive listing of
all known forms of pattern glass,
both real and reproductions, for over
300 major patterns. All of the pieces
have been measured and, except for
the few pieces that have not sold in
the last 10 years, priced. Photographs
of actual pieces help in pattern iden-
tification.

William J. Jenks, who began col-
lecting pattern glass at the age of 12,
is a principal in Golden Webb An-
tiques, a firm specializing in early
American pattern glass. Jerry Luna
is an avid pattern glass collector and
has been working with Jenks for the
past five years on assembling pat-
tern glass data.

“Collector’s Guide To Comic
Books,” by John Hegenberger
(Chilton Book Co., $16.95)

Almost everyone has a favorite
comic book character from childhood.
New comic characters are attracting
the attention of the young and the
older characters are featured in
movies.

The interest in comic book charac-
ters has created a revival in buying
and collecting comic books. The Col-
lector’s Guide To Comic Books dis-
cusses how to collect both vintage
comic and their contemporary
counterparts.

John Hegenberger begins with a
history of comic books and discusses
manufacturing giants, Marvel, Dell,
DC and Archie. He explains how
collectors can get started by giving
tips on where to find and buy old or
new comic books, how to assess the
quality and value of a book, and how
to build and care for a collection.

The guide is advertised to include
information for both enthusiasts and
investors.

Hegenberger is a writer whose

40/November 1990/ THE AUCTIONEER

credits include articles in Mystery
Scene, Film Fax, Galaxy and Amaz-
ing Stories.

“Hake’s Guide To TV Collect-
ibles,” by Ted Hake (Chilton Book
Co. of Radnor, Pa., $14.95).

This book is a pictorial price guide
to over 1,500 collectibles related to
nearly 200 of America’s favorite tele-
vision shows. The publisher says the
price guide helps the novice and
seasoned collectors alike locate and
assess the value of their childhood
treasures.

The price guide features popular
children’s shows such as “Howdy
Doody” and “Captain Kangaroo,”
comedies such as “Leave it to Beaver”
and “Happy Days,” adventure series
such as “Battle Star Gallactica” and
“Dragnet,” and variety shows like
“The Ed Sullivan Show.”

The publishers say that the price
guide pictures and describes each
item listed. Each TV show is listed in
alphabetical order, the names of
characters and celebrities are indexed,
and there are explanations on what
to look for when assessing condition
and retail value.

An eight-page color section fea-
tures some of the most sought-after
TV collectibles such as games, lamps
and coloring books.

“Buy Art Smart,” by Alan Bam-
berger (Chilean Book Co. of Radon,
Pa., $12.95).

Bamberger starts with two basic
assumptions i1n this book: People
prefer to buy good quality art; and
people prefer to pay fair prices for
the art they buy.

He discusses at length the four
steps to his “buy art smart” method
of how to identify, select, research
and buy art. The publisher says a
knowledge of art is not necessary to
use this book. The “buy art smart”
system was designed to apply to all
types of art, from paintings to sculp-
tures to mobiles, in every price range.

Bamberger takes the reader from
initial interest to final purchase and
discusses all aspects of the art busi-
ness, including his views on how to
buy at auction.
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“Buy Art Smart puts prospective
buyers on the right track and helps
them prepare,” Bamberger said.

“Jigsaw Puzzles: An Illustrated
History And Price Guide,” by Anne
D. Williams (Chilton Book Co. of
Radnor, Pa., $24.95).

This price guide documents the
evolution of the jigsaw puzzle, from
the hand-cut children’s maps of the
1760’s to today’s striking custom-
crafted puzzles for adults. Included
are detailed histories of the over 30
manufacturers in the United States
and the most comprehensive listing
available of the more than 1,200 other
firms in the puzzle industry. Chap-
ters on how to collect and value puzzle,
along with a price guide, contain a
wealth of new information for both
novice and advanced collectors, ac-
cording to the publisher.

The book also offers descriptions
of puzzle types, over 700 photographs,
and three indexes that allow quick
location and easy identification.

Topical chapters range from ad-
vertising to entertainment person-
alities to scenic subjects.

“Business Profitability Data,”
(Weybridge Publishing Co. of Dal-
las, $35).

This is a straightforward book that
evaluates the profitability of 300
common service, retail, wholesale and
manufacturing businesses.

The 1990 edition marks the 10th
year of this book’s publication. To
note the anniversary, this year’s
edition reviews many of the trends of
the past decade.

The publishers say the book can
be used by individuals concerned
with making comparisons of the fi-
nancial statements of various firms.
Figures on sales, profits and total
income versus asset size are avail-
able in the book.

The publishers state: “Thus, indi-
viduals can judge for themselves,
when looking at the financial state-
ments of a particular company,
whether or not the sales and profit
figures indicated are in line with the
figure for total assets.”
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Success from page 32

Dunning Auctions

Estate Collectibles

Antiques and collectibles from
various Midwest estates were auc-

tioned by Dunning’s Auction Service
of Elgin, Ill., on Sept. 29-30.

Some of the items auctioned were:

*Georgian mahogany chest of draw-
ers on bracket feet, $2,420.

¢19th Century mahogany gateleg
harvest table, $3,630.

*19th Centuryrosewood tip-up break-
fast table, $3,190.

*Georgian-style mahogany three-

estal dining table with leaves, $2,860.
oVictorian walnut clerk’s desk, $1,430.

*Persian 4' x 8 oriental rug, $6,600.

*Chinese rug, 8' x 9', $5,775.

*Sarouk rug, 9' x 12', $3,080.

*19th Century ivory and metal micro-
mosaic jewelry casket, $1,045.

*19th Century standing jewel casket,
surface covered in mother of pearl and
tortoise shell inlay, $1,705.

’Lion and Monkeys” cast iron
mechanical bank, $465.

*”Creedmore” cast iron mechanical
bank, $250.

‘ *”Trick Dog” cast iron mechanical bank,
220.

*36-piece set of Capo Di Monte
porcelain, $1,265.

oTiffany gold favrile footed vase, 9"
and signed, $770.

* Lalique scent bottle, “Anemone Blos-
soms,” signed and chipped, $690.

: *Wedgwood black basalt footed 7" bowl,
660.

*Carved and painted wood carousel
pig, $1,705.

eart deco style bronze serpent floor
lamp with jeweled glass shade, $2,640.

epapier mache inkwell set with mother
of pearl inlaid decoration, $300.

*early carved mother of pearl fan with
religious scene, $330.

* 10-piece cut glass and guilloche and
enamel dresser set with sterling mounts,
$465.

e]large Chinese blue and white porcelain
bowl, $357.

eContinental silver master salt, in
form of cart pulled by goat and driven by
Pan with Troy ounces of silver, $550.

e Hamilton nautical chronometer, $575.

Share Your Experiences

Send Your Auction Stories
To NAA Headquarters
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WE SAY ...

( ( We do what we do
best . . . s0 you can do what

you do best! 99

Art Wilson, Direct Mail
Media & Marketing
Coordinator

Auction X-Press.

YOU SAY ...

( (Your professional,
attention-getting brochures
have attracted many buyers to
our auctions, and have played
an important role in future
clients choosing our auction
service. It is both a relief and a
satisfaction to have discovered

Auction X-Press! ))

Kenneth A. Geyer,
President
Kenneth A. Geyer
Auction Co., Inc.

( ( The advertising workshop
you conducted was well
received, and contained a

wealth of usable information.
Thank you Mr. Wilson. ))

Robert J. Massart, CAl
Wisconsin Auctioneers
Association, Inc.

( ( Absolutely incredible! As a
new auctioneering company, |
had the unique good fortune of
discovering Auction X-Press.
My gratitude to you and your
organized staff for creating,
preparing, producing and, most
importantly, delivering the
product within our limited time
frame. From a most satisfied

new customer . . ))

C.R. Kip Kane, President
Southwest Real Estate
Auctioneers, Inc.
Phoenix, AZ

( ( We appreciate your

courteous and prompt response

to our time limitations. What a
relief to know that you are out
there and can respond to our

hectic schedules.))

Roger S. Berg, C.A.l
Great Lakes Liquidators
Edwardsburg, Ml

Expect the best from
Auction X-Press.

You want more time to focus your energies on the auction. You want more time to
generate more auction business. You want Award Winning Brochures that deliver buyers.

We hear you. That's why the professional team at Auction X-Pressw
designed a Concept-to-Completion, High-Tech for High Impact Marketing Support System
designed exclusively for the auction industry.

Quality design that sells
Fast Turnaround

Our full service in-house facilities mean we'll meet your deadlines. We deliver on-time
promotions for your auction.

# Competitive Pricing
We offer a variety of services for your convenience. But you pay only for the services
you need.

£ Complete Direct Mail Services

Market Research, Mailing Lists and In-House Mailing Services.

£ Marketing Consultation

Strategic Planning, Pre- and Post-Auction Marketing Analysis and Support Services.

Media Support

Newspaper and Magazine Advertising, Radio, Television, Video.

Public Relations & Publicity

News Releases, Feature Articles and Interviews.

Public Presentations & Seminars

“We're MORE than just your printer!”

THE AUCTIONEERS SOURCE FOR

HIGH IMPACT DIRECT MAIL AUCTION MEDIA
3301 COMO AVENUE SOUTHEAST e MINNEAPOLIS, MN 55414 « (612) 645-6311

Marih i B8 1-(800) 999-6311 24 HOUR FAX (612) 645-1750
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Enroliment Period Underway
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For New Insurance Program

A Charter Enrollment Period is
underway for the National Auction-
eers Association Catastrophe Major
Medical Insurance Plan. From now
until December 15, 1990 all NAA
members are eligible to apply for this
important coverage.

The NAA Catastrophe Plan has
been designed to help pay those cata-
strophic bills associated with a seri-
ous illness or accident. These costs
are often far beyond the benefits
provided by the average hospitaliza-
tion or major medical insurance pol-
icy. Rising hospital and nursing home
costs, escalating doctor’s fees, ex-
pensive medicine, home health care
costs, specialized surgical procedures
and new equipment can push ex-
penses far over the limit basic insur-
ance was ever designed to handle.

Basic health insurance policies may
have a large lifetime maximum bene-
fit, but chances are that benefits are
restricted per year as to what will
and won’t be covered. With restricted
coverage a sudden long-term illness
or serious accident requiring major
surgery or even an extensive recu-
peration period could be financially
devastating.

The new NAA $1,000,000 Catas-
trophe Major Medical Insurance Plan
takes over when your basic health
insurance (especially Medicare) runs
short, as supplemental coverage.

Forthisreasonthe Planincludes a
$35,000 deductible (or the amount
paid by your basic health insurance
if higher) for each covered illness or
accident. This is important in keep-
ing costs as economical as possible.
When a covered illness or accident
strikes, members have two full years
to satisfy the deductible.

Once this deductible is reached,
the Catastrophe Major Medical In-
surance Plan takes over and covers
up to 100% of the Plan’s eligible
expenses up to a maximum of
$1,000,000 in benefits for up to three
full years from the date the first
expense is incurred.

If you are covered by Medicare,
you know that when Congress voted

to repeal the catastrophic-illness
insurance program, the need for a
personal Catastrophe Major Medi-
cal Insurance Plan became quite clear.
Medicare now provides nothing for
long-term care or doctor bills that
exceed Medicare’s limited benefits.
The new Catastrophe Major Medi-
cal Insurance Plan provides a num-
ber of important benefits each de-
signed to provide coverage for the
extraordinary expenses not covered
by your present hospitalization, major
medical insurance, Blue Cross/Blue
Shield or even Medicare. These
benefits include Nursing Home and
Home Health Care Benefits.
Long-term convalescent or custo-
dial care in a nursing home is not
something that is restricted to the
elderly. Anyone at any age may
require such care. Most health in-
surance Plans do not provide a nurs-
ing home benefit. Should any in-

sured member be confined in a nurs-
ing home for custodial or convales-
cent care, this Plan will pay expenses
for room and board, general nursing
services and supplies up to $300 per
week — up to three full years.

This plan also pays the reasonable
and customary charges for covered
home health care treatment up to
100 visits in any one calendar year.

The new NAA Catastrophe Major
Medical Insurance Plan provides a
number of other important benefits
including a Recurrent Illness Bene-
fit and a Common Disaster Provi-
sion.

For more complete information on
the NAA Catastrophe Major Medical
Insurance Plan please complete the
coupon below and return it to: Albert
H. Wohlers & Co., Administrator,
NAA GROUP INSURANCE PLANS,
1440 N. Northwest Highway, Park
Ridge, Illinois 60068-1400.

Please send me complete information on the new NAA Catastrophe |
] Major Medical Insurance Plan. I understand that there is no obligation on

| ™Y part. ;
: Name: :
| Address: _ ]
- :
i City: State: ZIP i
: Mail to: Albert H. Wohlers & Co., Administrator :
NAA GROUP INSURANCE PLANS
i 1440 N. Northwest Highway i
: Park Ridge, Illinois 60068-1400 i
L--------------------------‘

AUCTIONEERING BOOKS

"Commit to memory that which will get more bids or hold
an audience.” - Col. Carpenter Auction Gems - 4800
auction sayings. 60 years of compilation from 100's of

auctioneers. Recommended by 12 auction schools. 65

Basic Auctlon Chants. Both for only $15.00.

Wizard Auction, Dundee, Ohlo 44624

TALK LIKE AN AUCTIONEER

ideo Tape Lessons Teach You Ho
FREE Info ¢ Call 216-825-9129
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Omaha Sites

Boys Town is one of the more widely known of the many attractions that
await NAA members in Omaha next summer. This statue, the famous “He
Ain't Heavy, Father. .. He's My Brother,” adorns the Boys Town Campus in
Omaha. Boys Town was founded on the principle that “There is no such thing
as a bad boy” by Father Edward Flanagan almost 70 years ago. Flanagan
borrowed $90 and began to offer care and education to homeless boys. In 1937,
Hollywood focused national attention on Omaha when the popular movie
“Boys Town” was released, starring Spencer Tracy and Mickey Rooney. The
“Oscar” Tracy won for his performance rests for all to see in the Hall of History
Museum on the Boys Town Campus. Through the years, Boys Town has
expanded to include more than 400 boys and girls. Boys Town is almost
completely self-supported, with its own post office, police and fire protection,
bakery, dairy and produce farms and maintenance departments. Boys Town
will be one of several tours conducted by the NAA during the convention.
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Omaha Convention
Plans Advancing An
Will Be Finalized Soon

What will NAA members find in
Omaha during the week of July 16-
20, 1991?

They will find a city that is proud
of its Pioneer heritage but ready to
face the future.

NAA members will find a metro-
politan area of 621,000, and all the
services and attractions needed to
satisfy that large of a population.

In Omaha and the surrounding
area, there are a surprising number
of tourist attractions — guaranteed
to enthrall even the most jaded trav-
eler.

Here are just a few of the attrac-
tions:

e Boys Town. If you visit this
world-renowned facility, be prepared
to be moved by its majesty and his-
tory of self sacrifice.

e Strategic Air Command. Lo-
cated just south of Omaha, thisis the
headquarters of United States de-
fense system. From here flies the
“Looking Glass” aircraft, from which
SAC commanders and the President
would lead the nation in the event of
an emergency. More than 30 vintage
and modern planes are on display
and the SAC Museum chronicles the
history of the U.S. Air Force with
indoor and outdoor exhibits. (Special
note: some lucky NAA members will
be able to tour “The Hole” — the
below-ground nerve center of SAC.
This tour will be severely limited in
size because of Air Force regula-
tions.)

Other attractions include the Old
Market, Ak-Sar-Ben Racetrack, the
highly-regarded Henry Doorly Zoo,
Peony Park (an amusement fun
center), Union Pacific Railroad
Museum, Omaha Childrens Museum,
dinner theatres, baseball, and sev-
eral large shopping malls.

When you come to Omaha, bring
your appetite, for besides the legen-

ary steak dinners of the Midwest,
Omaha has a plethora of fine dining
establishments. Plans are well under-
way to add a barbecue to the conven-
tion activities.

And for those of us on tight budg-
ets, hotel room rates will be signifi-
cantly lower this year.



SOLD 11 User of the Month

CURT D. JOHNSON AUCTION COMPANY

They found SOLD II, and decided on
SOLD II's portable wireless system.
According to the Merfelds clerk, Cindy

You may know the secret to success is
service. Asking, "How can | increase
my service today?" is daily advice from
Earl Nightingale, success expert. Dahl, "...t was scary because we planned
Tracy and Doug Merfeld, owners of . to use the new system at an auction the
Curt D. Johnson Auction Co. prove -~ 44 | day after we got it.
that service leads to success. Inbusiness - . "But SOLD was great! Our first auction
since 1969, the Merfeld's emphasize with SOLD II, | was comfortable. Today,
services, "We believe we were the first | save alot of time using SOLD II; our
auction company in the area to have an customers have been very enthusiastic
auction topper, cashiers office, portable with the results.
restroom.....and on-site clean up.” 1 I | "| thought our old paper system was
Proof of success for the Grand Forks, & | very efficient, but now | appreciate not
North Dakota couple has come inmany @& Sl having to tear apart tickets, and being
forms; as guests on CBS Night Watch, able to register and cashier for customers
for a segment on auctions; as owners of much more quickly, | don't need runners
Mason City College of Auctioneering, any more. | get to be more social with
(where Doug attended auctioneering P  OUr customers, yet thereis neveraline."
school himself); as winners of NAA adver- Doug and Tracy at Auction Cindy is able to completely reconcile

tising awards in 1989 and 1990; and as in a town hall. (See, no wires!) an auction, produce reports, and print
auctioneers for a ground breaking aircratt consignor checks within minutes of the
auction at the Center for Aerospace mobile with clerk and cashier on line. lastitemsold, inthe field, using SOLDIL.
Sciences. We now send information via SOLD II  "All our customers are happy and

According to Tracy, "Since 1969 our from our mobile auction topper to our surprised and they don't have to wait.
goal has been to be the best that we can  cashiers office where it willbe available ~ We're striving to be aware of our customer
be...to provide the best service that we to buyer and seller.” needs...".
can for our customers.” In keeping with Since the Merfeld's specialities include Auctioneering with their mobile
this goal, the Merfelds researched a system  livestock, farm machinery, real estate, SOLD II system, the Merfelds show
to computerize their auctions."We have antiques, equipment, and airplanes, a  service equals success as their customers
used computers for years, [but] we wanted mobile computerthatcantransmitfrom “"come back talking about SOLD II,
software that allows us to be completely clerk to cashier without wires is essential.  because they're so impressed.”

74 N\
"SOLD II works like MAGIC...I cannot say enough in praise

of the simplicity and ease of operation of the SOLD II System.”
Doris Campbell "weekend" clerk for Robert H. Campbell & Associates

ONSITE REMOTE PORTABLE AUTOMATIC IMMEDIATE CASHIERING AND CLERKING

SOLD I1
The Competitive Edge

CALL 1(800)487-6532

THE MICROTEAM - 505 E FAYETTE ST - SYRACUSE, NY 13202 )
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A New Membership Benefit

How would you like to inform potential customers what your specializations
are without having to spend one dime on advertising? A new emphasis on the
NAA Membership Directory can give you this exposure. Instead of providing
the directory only to members, NAA Headquarters has been sending the
directory tothe general publicin ever-increasing numbers. We expect the NAA
Membership Directory to evolve into a “Bible” that will greatly enhance the
opportunities of our members to obtain work over non-NAA auctioneers. The
general public wants to know the names of auctioneers who specialize in
certain areas.

To make the directory of value, we will need the help of you, the membership
of the NAA. We want to list the specialties of each member in the directory. We
need all NAA members to fill out the adjacent postcard. Don't wait, send this
information as soon as possible. February may seem a long while off, but we
need to get started compiling the information as soon as possible.

A space has been provided for you to write in a suggestion of where the
directory should be sent. The suggestion will be added to the growing list of
possible target markets for the directory.

Remember! This Is For YOUR Benefit

For those of you concerned about losing business because you do not have
a certain specialty listed, we have a special General category. The General
category will indicate that you have/will conduct auctions in all categories
listed. With this understood, we hope that other selections will be based on
actual specialties. When you check the General box it counts as one of your
seven selections.

Your choices will be entered into member records and listed next to your
name in the 1991 Membership Directory. The specializations listed in the
Directory will be invalid if members declare as specialties types of auctions
that they have not conducted in the recent past or have no immediate plans
to conduct.

Members will be limited to seven selections. There are 33 possible special-
ties 1in four general areas. Each of the four general areas will have as its first
possible choice All Selections. If you choose All Selections, you cannot choose
specific entries in that general area. You are also limited to checking two
All Selections boxes. The General selection was designed to allow you to
state your intention to conduct all types of auctions.
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When Completing The Specialization Postcard
Remember These Three Guidelines

Members May Select Seven Specializations — But No More

The General Box Counts As One Of
The Seven Specializations That May Be Selected

Only Two All Selections
Boxes Can Be Selected

GAM SYSTEMS INC.

THE COMPUTER CLERK

THE COMPLETE AUCTION MANAGEMENT SOFTWARE PACKAGE

Which options does your company need?

built-in mail list * built-in inventory » variable tax rates  tenth of a cent
over 65 auction types « adds lots at sale time » adjustable buyer fees « 99,999 quanuty
customer purchases history ¢ worksheets « variable commissions e cash
quick check-1n at sale « tickets  detailed expenses « checks
DL #, D.O.B., Tax ID # * tags - unsold/buyback fees » credit cards
alert code » catalogs  buyer charges  wire transfers
pre-approval, deposits 500 character descriptions * tax on COmmIssSIons » accounts receivable
create a label e COSLOr reserve  adjustable statements
foreign addresses « seller history
e tax history
IBM compatible PC, XT, AT, 386 e income history
single, multi-user DOS system » company lots history
no charge for phone support y i
a price ALL auctioneers can afford Use the ones your company needs . .. you get them all!
The complete system, for all auctioneers, all across the country.
R A
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GAM SYSTEMS INC. COMPUTER CLERK PACKAGE
P.0. BOX 2377 CEDAR PARK, TX 78613 1-800-874-0084 J
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WALTON SCHOOL OF AUCTIONEERING
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85 hr. intensive 2 week course -

* Nationally accredited =

* Professional training staff

* Modern conference facilities

* 1,500+ Auctions conducted by our
Auction Marketing Firm

* Located near Cleveland, Ohio for

easy access

* TERMS START SOON!! FOR
FURTHER INFORMATION DIAL
OUR NATIONAL TOLL FREE |
NUMBER 1-800-369-2818
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e Compact, portable PA system covers
an entire football field

® Built-in wireless microphone allows
complete freedom of movement

e Removable, rechargeable battery pack

e Unique “omni-bus” input/output jack
provides for interconnecting multiple
systems o
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START A NEW CAREER . . .
%Lear
W
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¢
PLAN NOW ‘?i
TO ENROLL FOR
THE NEXT TERM
) 41965 AT THE )

¥ FLORIDA AUCTION SCHOOL ;;

“Where the student is our FIRST concern.

iy

Terms: January @ March @ July @ October ?

) Diploma Granted — Lifetime Scholarship

Col. Max Huebner, Member ‘

LET EXPERIENCE BE YOUR TEACHER

Send For FREE CATALOG TODAY
FLORIDA AUCTION SCHOOL
P.0. BOX 1444 @ OCALA, FL 32678

OR CALL: (904) 732-6991

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

YOU TOO CAN BE A PROFESSIONAL AUCTIONEER!!
INTENSIVE 9 DAY TERM TAUGHT BY 24 OF THE
NATION’S LEADING PROFESSIONAL AUCTIONEERS

WRITE FOR FREE CATAL

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

FOR THE PROFESSIONAL AUCTIONEER
CLERKING SUPPLIES SOUND SYSTEMS WRITE FOR INFORMATION

""" ULTRA
PORTABLE
VOICE
. PROJECTOR 18R
' PLUS MANY OTHER

MORELS LONG RANGER
ALL WIRELESS MICROPHONE
RECHARGEABLE! SOUND SYSTEM
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Comments From The Past Are Still Vivid

Stephen Schofield, CAI, found this commentary in an old
magazine. The commentator, Aukshin-by Hank, reported in his
own unique way on the auction scene in the late 1940's.

Here it is the 25th day uv March
and you have tawked me into setting
down to massage the old riting ma-
chine to do a summer piece for your
magazine, and like I have sed in
previous years, just how can a feller
rite about summer when the puddles
still freeze nights, they is snowin the
fields and the back roads is real
muddy?

This aint August, it is March, and
it is quite a chore to get myself into
an August frame uv mind.

Wun of the grate old New Hamp-
shire institutions is the auction
(pronounced aukshin) and them of
you folks what come up here next
summer will miss part of your liberal
educashun if you don’t go to wun or
two.

Iben to them awl my life and what
I don’t know ‘bout them would fill a
good many volumes. First of awl
theyisthereal old fashioned country
aukshin to settle an estate. This is
held in the back country and before
advertising got so darned good, why
you could go to wun and get a good
trade on an axe or a set uv harnesses
or a pung.

Then they is also the real bona
fide aukshins which is held over until
the summer folks get here and you
will find everybody from the town
drunk to president of sum New York
bank busy bidding. Then they is the
aukshin to settle an estate into which
the anteek dealers and their friends
have rung some of their stock. Also a

few of the natives have rung sum of

the stuff they is tired of seeing set-
ting around.

They have advertised the event
from Colebrook to Seabrook and from
Hanover to Hiram. They aint nobuddy
there except the beach waggin set
from the sea coast and the beach
waggin set from the mowntings and
awl the anteek dealers and also awl
the collectors of old prints, furniture,
glass and pewter.

They aint no holds barred and a
five dollar bill lasts about as long as
a snow flake in Hell when the auksh-
ineer holds up a real old Currier and
Ives print.

Even with awl these smart alecks
bidding, who is supposed to know
what it what, I aint never ben able to
figger out why things go at the price
they do go.

They will hold up a bottle for which
I would not give 5 cents and sum
glass collector will yell “One Dollar”
and the next character yells “Two”
and before you know it the bottle is
up to five bux.

Then sumboddy what dont know
the difference betwixt a bottle and a
boat as fur as value is concerned,
says to theirselves “If it is worth that
to them folks why it is worth that to
me.” So he draws a deep breath and
hollers “Six” and gets it. So he pays
six bux for his bottle and dont know
what to do with it when he gets
same.

Then on the other hand I have
seed the aukshinneer hold up a fur
coat which was in perfect shape and
cost $500 brand new. It being a hot
day the best bid he could get was
$27.50.

Last summer I seed a beat up
pung put up. For my money i1t want
worth nothing. It went for $50 on
acct two stylist stout females got
fighting over same. They wanted it
to peighnt up and put their fambly
name on the back uv the seat and set
it out onto the frunt lawn of their
estate as a marker for their place so
the visitors would know right where
they lived.

I think it is a real nice idea but it
seems to me that a $5 sign would do
as good and be a lot easier to take
care of.

Then on the other hand I see a
cupple of aukshins when cars was
awful scurce. They put a lovely old
Shevoley 1928 which had 50,000 good

miles left into it, if they was a foot;
and it sold for just $75.

A cupple of weeks later I went to
an aukshin where they was a 1938
Shevoley up which hadn’t been used
at awl except 60,000 miles before the
war busted out and it hauled five
men to the shipyard, round trip 100
miles, every day almost during the
war and it did’'nt have enuff com-
preshun left to blow out a birthday
candle and the frunt end was loose as
ashes. Them jug heads bid it up to
$750.

You really cant never tell what
you will find to an aukshin. Wun
time I bot an old chromo of sum-
buddy’s ancester, just to get the frame.
When I removed that walrus mous-
tached old geezer from sed frame I
come to find out it was mounted on
an genuine old Currier and Ives. If
you don’t think I made a good day’s
pay on that you is crazy.

Anuther time I bid 50 cents for a
pitchfork. Come to find out I had
bought a dozen at 50 cents per copy.
When I come home with a dozen
pitchforks I tell you my fambly had
suthing to say over about that deal.

About ten years ago Mrs. Hank
told me to bid on a wash tub at an
aukshin. Come to find out a nabor or
mine had the same orders from his
wife. We got bidding on that beat up
wash tub and finally give enuff for it
to buy four brand new wuns.

When you folks come up here this
summer, after you have looked over
the mowntings and sunned and swum
and played golf and tennis and danced
and dined, you might get a kick out
of taking a day off and a few dollars
and going to an auckshin.

It dont make no difference
wheather you buy suthing or not. Its
more fun than a bunch uv white mice
loose in sewing circle. Likewise you
may be surprised at what a good
trade you can get. I ben there and I
know, for I ben round here a while.
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Florida Auctioneer Academy

Forty students, representing four states, graduated Sept. 16 from Florida Auctioneer Academy in Orlando, Fla.
Front row, from left: Ray Hetzel, Charles Smith, Paul Lanius, Mark Peer, Ray Johnson, Kim Lyons, Marianne
Zamojska, Toni Dean Boyer, William Banks, Allen Sowder, Eric Brent, Charles Morrison and Reginald Reid. Second
row: Ronald Noe, Pete Williams, Kurt Chana, Johann Bendik, W.R. Johnson, Charles Maxwell, Jerry Hetfield, Bill
McGee, Patrick Hendry and Joe Binns. Back row: instructor Gary Smith, Michael Kay, Henry Kulesza, John Mock,
Jon Rice, Jan Thaler, W.M. Norris, Jim Reynolds, Willard Ashburn, Frank Whalen, Don Pravda, Chuck Howard,
Robert Phaneuf, David Ambuehl, Arthur Bursch and Steven Farmer.
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Key To Success Is Preparedness

The preview is over and it’s time
for the auction to begin. The crowd
watches expectantly as the auction-
eer mounts the stand, and the auc-
tion sales crew members take their
places. Probably many of the people
in the audience are wondering what
fabulous bargains will come their
way ... what valuable treasures will
be unearthed at this auction.

And what is the auctioneer won-
dering at this moment? Surely, there
are a lot of things going through his
or her head but foremost in those
thoughts, likely, is the question of
what can he do to perform the best
possible job for his consignor. And
that’s an appropriate thought but if
he’s a good auctioneer, this question
came up and was acted upon a long
time before this moment.

Experienced auctioneers know that
most of the effort to produce a suc-
cessful auction should have come
long before the hour to open the
bidding.

A standard phrase in the real estate
business is that “the three most
important factors in a property’s
salability are location, location and
location.” If this phrase were adapted
to the auction business, I think it
would go: “the three most important
factors in a successful auction are
preparation, preparation, and
preparation.”

Of course, knowledge, skill and
experience are important factors in
any business or profession including
the auction business. But even the
most experienced and skillful auc-
tioneers can stumble if they are ill
prepared for a sale.

It's a shame if this happens be-
cause coupled with the aforemen-
tioned attributes, preparation takes
only work and devotion — some-
thing all of us can achieve.

No one of us knows everything
when it comes to product knowledge.
As an auctioneer, I'll be the first to
get in line to admit there are a lot of
things I don’t know about items I'm

by John E. Schwartz
Prescott, Ariz.

asked to sell. But as the late, great
baseball manager, Casey Stengel, was
fond of saying: “You could look it up.”
And, looking it up is an important
aspect of the auction business.

Here are some simple but some-
times overlooked ideas to share:
During an inventory I make notes
on, and even sometimes take Polar-
oid pictures of, certain items.

Then, before preparing advertis-
ing, I go through my library of refer-
ence books on antiques, glassware,
furniture, clocks, etc. If nothingelse,
I pick up alot of descriptive terms for
style, design, era and the like.

When it comes to tools or contem-
porary items, the Sears catalog is a
good reference guide. I also use the
classified section of our large, metro-
politan newspaper as a value guide
on anything from antiques to appli-
ances, cars, equipment and tools.

It also pays to make phone calls to
dealers or known collectors of spe-
cific items, who usually don’t mind
sharing their knowledge. For ex-
ample, last summer we did an estate
auction in which we had a number of
old Hummel figurines. I’'m not an
expert on these, but I consulted one
and when it came time to sell them I
felt confident that I was knowledge-
able enough to do the job.

Once we were doing an almost
total antique auction and were sup-
plied with a detailed inventory by a
local well-known (and qualified, I
might add) appraiser who had been
hired by the consignor. Still, we went
through the inventory piece-by-piece
ourselves.

One item described on the ap-
praiser’s inventory as a “pine planter
box” caught my attention when I ex-
amined it. Something resting in the
recesses of my mind from my youth
in Pennsylvaniatold meit was some-
thing other than a planter box. Sure
enough, upon investigation

I found that it was a dough box. It
was missing its lid, as many surviv-
ing dough boxes are, so it was easily

mistaken for something else. Imag-
ine my embarrassment though if I
had stood in front of that crowd of
antique buyers and described, as a
planter box, an 1800’s dough box.

We find it helps to contact, in
advance, known buyers of specific
items. Our mailinglistis categorized
by buyers’ interests such as: An-
tiques, tools, heavy equipment, fur-
niture, glassware, etc.

I know that a lot of larger auction
firms are now computerized, so I'm
sure that this procedure is easy for
them, but all of us can do it, even in
a small way.

A few phone calls will often help to
get these special interest people out
and, subsequently, help to get better
prices.

Another important part of the
preparation process is helping the
consignor get ready for the auction.
Virtually all of our consignors are
first timers who need to be instructed,
in a detailed way, how to prepare for
an auction. I think we're failing them
and ourselves if we don’t emphasize
that things should be clean and minor
repairs made in order to realize the
best prices.

Background information and his-
tory of special items should be dis-
cussed so the auctioneer can impart
this information to prospective buy-
ers.

It's also wise to give consignors a
floor plan or map of the layout for
auction day. Not only will this help
the consignor to better visualize how
the sale items will be displayed and
the general order of sale, but it helps
the auctioneer mentally prepare for
the auction.

S0, getting back to where this story
started, here we are opening the
auction by announcing the terms
and conditions and, hopefully, confi-
dent that we have everything under
control because we prepared in ad-
vance, we are ready for the moment
of the familiar cry, “Well, what am I
bid forit...”
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The Nation's Largest Industrial Auctioneers

July 15, 1990

. Ritchie Brothers Brian Wannop
Brighton, CO

: First Team Auction $117 million Grant Stepp Bechtel
Americus, GA - Caterpillar Dealers
Southern Co.

Norman Levy Associates 95 million
Southfield, MI

AR R

. Superior Auctioneers ontinental Illinois Bank
San Antonio, TX . IC
‘irst Interstate Bank of TX
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Max Rouse and Sons $57.4 million Harold Rouse Kaiser Steel
everly Hills, CA Weyerhauser
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_ Blackmon Auctions $42 million Thomas Blackmon Southwestern Bell
Little Rock, AR International Paper Company
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: Albin Auctioneers
Lincoln, NE

. Kaufman-Lasman Associates $35 Freddie Mac
Chicago, IL Trans Ohio S&L
First City Bancorporation of Texas

Y
e
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$21.4 million James Short Chase Manhattan Leasing Company

Dallas, TX Peabody Coal Company
. The CIT Grou ial Financing

R R 5 e
D " Ol
-

_ Rene Bates Auctioneers - Rene Bates ity of Dallas |
McKinney, Susan Bates kansas Power and Light Corp.
ity of Mobile, AL
Copyright 1990 by Beard Group, Inc, Washington, DC WarrenS. X aoko
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Industrial Auctioneers Ranked
By Independent Organization

Note: The story below and the accompanying graph on page 60 were
sent to NAA Headquarters by the BeardGroup. NAA compiles no
auctioneer rankings.

During the past year and a half, the nation’s largest industrial auc-
tioneers have reported unprecedented growth, as measured by their an-
nual sales figures. Turnarounds & Workouts, a Washington, DC, bank-
ruptcy industry newsletter, is the only publication to prepare a ranking
devoted exclusively to the nation’s industrial auctioneers. (See chart on
opposite page).

In Turnarounds & Workouts, 10 industrial firms — more than half of
the 19 that made the survey — reported total sales of $50 million or
more. Five of these firms reported annual sales that exceeded $90 mil-
lion. To be considered for the survey, a firm had to report annual sales
of $20 million or more.

The firm at the top of the survey — Ritchie Brothers of Brighton, Colo.
—reported annual sales of $500 million. The next closest firm — Miller
and Miller of Fort Worth, Texas — reported sales of $125 million. First
Team Auction of Americus, Ga., rounded out the top three, with total
sales of $117 million.

In a November 1988 Turnarounds & Workouts combined ranking of
industrial and real estate auctioneers, the highest sales figure for an
industrial firm was $200 million — for Ritchie Brothers. The 1990 sales
figure for the top industrial firm is nearly 70 percent higher than the
1988 figure.

In the 1988 survey, only one industrial firm reported sales exceeding
$90 million, and only three reported figures of $50 million or more. In
1990, more than twice as many firms fit into the same categories.

Most firms realized an increase in annual sales between the 1988 and
1990 surveys, and in the case of the four firms that didn’t realize such
growth, managerial and/or structural changes within the firm usually
played a role.

Christopher Beard, publisher of Turnarounds & Workouts, com-
mented that “the larger auctioneers are an increasing presence in the
market, and using the auction process to dispose of assets is becoming
more popular.”

Be An Auctioneer

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

FREE CATALOG!

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

Missouri Auction School

ADVERTISING?!

Yes, our subscribers, auction
buyers, pay to know when and where
theauctions are. .. So,we list all know

l auctions at no charge! Send us your

| schedule today!

Subscriptions - $60. per year, 12 issues
Display Rates available upon request.

| Auction Planner
PO Box 50604-A, Albany, GA 31705
| (912) 439-4100

AUCTIONEER CAREERS
BEGIN HERE!

Learn the skills of auction marketing
and auction management
in one week! We realize

your time is valuable.

14 qualified instructors
assure you of the most
complete training anywhere.

Rich Haas, Pres.
Auctioneer
Real Estate Broker

For information and catalog, write us or call:

907-625-5595

Licensed by the State of Minnesota
Auctioneer Careers Begin Here

CONTINENTAL AUCTIONEERS
SCHOOL
OF AUCTIONEERING

PO. Box 346
Mankato, MN 56002

DEE SIGN © OFFERS

QUALITY SIGNS
ATFRIENDLY PRICES.

EASYTOUSE
NOBOLTS!NO SCREWS!

WRITEORCALL
FOR OUR SPECIAL
AUCTIONEER BROCHURE

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

John Schwartz of Prescott,
Ariz., used an unique way to post a
direction sign for a recent antique
auction (left). Keeping with the
theme of the auction, he used a
1948 Jeepster to direct traffic off of
the highway toward the auction
site. Schwartz has been restoring
the Jeepster for the last six years.

Canadian Scenes

Hugh K. Cameron of Taymouth, New Brunswick, conducts a wide range of auctions, including the typical farm
auction in the above left photo and the government equipment auction in the above right photo.

= | Hot Day

T e e e R N Y Don Bates of Cin-
1L e e ————————ee  cinnati was pleased
' ' 2 with the results of the
recent auction of a 14-
acre equipment yard.
The auction was held
under adverse condi-
tions with the tempera-
ture reaching 140 de-
grees in the building.
The generator in the
§ foreground in the pic-
| ture tothe left realized

$125,000 at the auc-
tion.
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Walton School of Auctioneering

Fifteen students, representing four states, graduated from the Walton School of Auctioneering in Medina, Ohio,

during the spring term. While the students were in attendance, several television and newspaper stories were
reported from the school.
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11000'S OF NEW X-MAS ITEMS ARRIVING DAILY — CASH & CARRY — BRING TRUCK — LOAD UP

ATTENTION — ATTENTION — ATTENTION

STOR

MONIQUE DOLL W/3 WIGS........cc..cocorren . $10.80 DZ
RAGDOLL ANIMALS—ASST. .......ccccoovrrrrenrens. $6.90 DZ
SUPERIOR RACING CARS-PULL BACK..........$12.00 DZ
PLUSH MED-SIZE ANIMAL FAMILY .................$18.00 DZ
PLUSH TOY ASSORTMENT........cc.conrrerrrcrrrnenr$9.90 DZ
BG ZAG TRAIN SET ... $14.00 DZ
DIE CAST OLD TIMER CARS....ccc.coerrrvrreenenr$13.80 DZ
SABRINA DOLL W/OUTFIT $18.00 02
BUBBLY CLOWN W/CIRCUS OUTFIT..............$18.00 DZ
B.OJCRYING/LAUGHING DOLL ........................$5.90 EA
MUSICAL JUNE AND JULIE DOLL

5-IN. DIE CAST GOLDEN OLDIES CARS

5-IN. DIE CAST OLD TIMER CARS..................$13.80 DZ
4X4 SUPER FRICTION TRUCKS.....occccoceree $12.00 DZ
B.O. FLIPOVER BUGGY .......oocccoerervesscerrnr. $24.00 DZ
NINJA RIDER MOTORCYCLE-BOXED $18.00 DZ
BABY PUPPIE DRINK/WET DOLL

B.O. SONIC PERCY THE CAT .......o..cvvcrrerre

8-SOUND B.O. SPACE GUN

40 PC. SOCKET SET- METAL BOX ........

19-IN. METAL TOOL BOX ...ooovver oo ecricaneenennee

10 PC. SCREWDRIVER SET......coocc0onceorn...7.80 DZ SETS
4 PC. PIPE WRENCH SET

2-BLADE BARLOW KNIFE-CARDED.................$18.00 DZ
ASST. CARD OF KNIVES- 4 KINDS $15.00 CARD
CARDED KNIFE KEYCHAIN.........c.coourueree...$5.90 CARD
CARDED AFRO COMBS-DOZEN.....................$2.90 CARD
CARDED BULLET KEYCHAIN..........cocverne....$10.80 DZ
CARDED LARGE DICE- 2 DOZ PR $2.90 CARD
NUDE REFILLABLE BUTANE LIGHTERS............$7.90 DZ
ZIPPO-TYPE LIGHTER-CARDED $15.00 DZ
POKER SIZE PLAYING CARDS .$24.00 GROSS
DISP. BUTANE LIGHTERS (150 DISPLAY)......$27.00 DISP.

f—

NW FURNITURE BLOWOUT SALE

2 PC. QUEEN
SIZE DELUXE
MATTRESS SET

3

DESIGNER SOFA-
LOVESEAT-CHAIR
$195 FORALL

EURO-STYLE
SOFA

*499* EA.

SHELDON CORD PRODUCTS

2201 W. DEVON AVE., CHICAGO, IL 60659

BRING YOUR TRUCK & LOAD UP - WE BEAT
ANY PROCE - OPEN 7 DAYS A WEEK

Monday-Friday 8:30 a.m.-7 p.m., Sat. 9 a.m.-6 p.m., Sun 10 a.m.-5 p.m.

312-973-7070
FOR ORDERS ONLY

-800-621-7999

OWNERS - FLEA MARKETERS

MENS TUBE SOX

MENS/LADIES G-SHOCK WATCHES....................$6.00 DZ
DIA. CHIP EARRINGS-ASST STYLES..............$12.00 DZ
MEN'S CALENDAR WATCH W/TWIST BAND ......$5.90 EA.
MEN'S/LADIES LCD WATCH W/BAND $15.00 DZ
LADIES NURSES WATCH........... S— L
MEN'S DELUXE RHINESTONE WATCH

LADIES DELUXE RHINESTONE WATCH............$7.90 EA.
3PR. ZIRCONI EARRINGS SET $12.00 DZ SETS
3PC. NECK & EARRING/BRACELET SET .$8.90 DZ SETS
AM/FM WALK-A-LONG RADIO

AMWFM CASSETTE CAR STEREO....................

6X9 5-WAY SPEAKERS -
PORTABLE CASSETTE AWFM RADIO ............$21.90 EA.
UNICORN QUARTZ CLOCK.........ccorerrrrnnnene..... $6.90 EA.
LAST SUPPER QUARTZ CLOCK.......................$12.00 EA.
BIBLE CLOCK-QUARTZ-CYPRESS..............$1200 EA
LADIES DESIGNER TOPS-FITSALL ...................$9.90 EA.
LADIES 2 PC. JOGGING SUIT..........coooerreerreee, $9.90 EA
BIKER BAGS-ASST. COLORS............................$30.00 DZ
LARGE PLUSH ASST. ANIMAL FAMILY ............$33.00 DZ
12 COLOR EYE SHADOWKIT ............................$7.90 DZ
DELUXE BINOCULARS. ... $18.00 DZ
BOYS TUBE SOX- 1STQUALITY.........................$3.50 DZ
GIRLS FANCY LACE SOX....ccmmimnmmscinna9.90 DL
MUSICAL SAVINGS BANK.................cu.............$18.00 DZ
B OUTLET POWER STRIP. ... S0 EA
LARGE MUSICAL ROSE WBAT........................$12.00 DZ
UMICORN FIGURINES.....ccnnnnis s 31200 DE
DIAMOND PADLOCKS-ASST. CARD-..............$5.90 CARD
WRIST SNAP NOVELTY BRACELET- CARDED $15.00 DZ

SEND OR CALL FOR FREE CATALOG

R R R R R R R R R R R R R R R R R R R R R R R R R R R RN R R R R R R R
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Final Installment
Of Licence Plates
Reaps Crop Of Winners

Jim Byrd
Del Mar, Calif.

Kathleen Gentry, CAI
Lawrence, Kan.

Gerry Miller
Hartington, Neb.

William D. Zantzinger
White Plains, Md.

Hugh K. Cameron
Taymouth, New Brunswick
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Join The Auction
Support Network!

The NAA Support Services Council has initiated an
Auction Support Network for:

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

(2) Auctioneers and others needing a support crew.

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

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

Support Providers
or Employees

(1) Send application with $5 to Auction Support Net-
work, National Auctioneers Association, 8880 Ballentine,
Overland Park, KS 66214. (Please make all checks
payable to Support Services Council.)

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

Support Seekers
or Employers

(1) Send $10 and request available support employees
by state or area to Auction Support Network, National
Auctioneers Association, 8880 Ballentine, Overland Park,
KS 66214. (Please make all checks payable to Support
Services Council.)

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

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

Send Application and Requests To:

Auction Support Network

National Auctioneers Association
8880 Ballentine
Overland Park, KS 66214



Auction Support Network
Employment Application . |

Mail application and $5 to Auction Support Network, National Auctioneers Association, 8880 Ballentine, Overland Park, KS 66214.
(Make checks payable to Support Services Council.)

Name:
Address:
City, State, ZIP Code:

(Answer YES/NO, Giving Length of Experience)

EMPLOYMENT CATEGORY:

Auctioneer Cashier/Registration

Ring Person set-up

Clerk RE Closing/Preview

Other
SPECIAL SKILLS:
computer Audio Visual Other

Passport Current?

Closest Airline Hub

LICENSES:
Auctioneer _ Real Estate Broker / Salesman
MEMBER: |
National Auctioneers Association State Association
conventions/Seminars Attended:

AUCTION CATEGORY:

Real Estate Personal Property
Livestock Heavy Equipment
| Farm Sales Other

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

l Sponsored By
' Support Services Council

I
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Denzil Schrader

Denzil D. Schrader, 72, of Co-
lumbia City, Ind., died Aug, 27. He
was attending a horse show 1n Ten-
nessee with his wife, Betty, when he
was struck with a massive coronary.
He died at a hospital in Shelbyville,
Tenn.

Schrader lived his entire life in the
Columbia City area and was still
active in business affairs when he
died. He was secretary-treasurer of
Schrader Real Estate and Auction,
and he was past owner of Coldwater
Livestock Auction. Schrader was
active outside of the auction busi-
ness, also.

He rode Tennessee Walking Horses
and in 1989, Denzil and Betty were
honored by the President’s Council
at Purdue University as “Distin-
guished Fellows” for loyal and gen-
erous support in the pursuit of excel-
lence.

In Memorium

Gene Lehman
Ekalaka, Mont.

Corrections/

Clarifications

September — Page 72: The name
of Mark Mallette, CAI, of Cin-
cinnati should have been followed
by a CAI designation in the list of
NAA Boosters.

September — Page 72: Phillip
M. Farrell of St. Joseph, Mo.,
should have been listed with the
NAA Boosters.

Wanted

Auctioneers To Sell .925
Sterling Silver Jewelry —
For Another Auctioneer.

For More Information,
Contact:
Richard Keister,
Auctioneer
514 Pottsville St. Box 7
Wiconisco, Pa. 17097
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1991 Directory
Will Have
Classified Section

The 1991 Membership Directory, which will be distrib-
uted in February, will include innovations designed to
improve its usefullness to both members and the general
public.

The Directory will feature two free listings of all members,
as well as a special Classified Section in which all members
may purchase advertising space.

e The first section will be a free
alphabetical listing of all members, along
with their addresses and phone numbers.
It will enable readers of the Directory to
locate a member, even if they are unsure
of the state or foreign country in which he
or she resides.

e The second section — also free — will
list the members alphabetically within the
state or foreign country in which they
reside. Included will be the city in which
you reside and the specializations you
have chosen (see page 42).

e The Classified Section will allow
auctioneers to advertise their services
under one or more specialty headings.
The Classifieds should be particularly
helpful to the non-members who request
copies of the Membership Directory.

All members will be automatically
included in the free sections of the
Membership Directory.

To become a part of the Classified Section, complete
and return the following form no later than Dec. 29, 1990



Advertise Your Specialty

in the

1991 Membership Directory

Deadline: Dec. 29, 1990
Examples of Available Ad Sizes:

Jones Auction Co.
Monthly Farm Equipment
Consignment Auctions

Smith Realty John Jones, Auctioneer
= Real Estate & Asset Recovery Phone (816) 123-0000
Doe Auction Service John Smith, CAI Kansas City, KS Kansas City, MO
Overland Park, KS (913) 123-4567 (913) 123-1234
Number1 Number?2 Number3
S25 Per Insertion S50 Per Insertion S100 Per Insertion

Yes, | want to be a part of the Classified Section of the Membership Directory. Please include the attached
ad:

Ad size: Number1 Number?2 Number3

Classifications: (check as many as you like but each ad is a separate charge)

Aircraft Collectibles Jewelry

Antiques Commercial & Livestock
Appraisals Heavy Equipment Marine

Art Dolls Personal Property
Antique/Collector Estates Real Estate
Automobiles __ Exotic Animals Restaurant
Automobiles Farm Equipment Equipment
BusinessLiquidations Firearms SupportServices
CharityAuctions Galleries Toys

Coins General Other:

(If the Classification you prefer isn’t shown, please list it. However, the NAA reserves the right to determine which Classification headings
will be used.)

Your Name:

Address:

City, State, ZIP Code:

Phone Number: ( )

Total Amount Enclosed: S

Please Make Checks Payable To National Auctioneers Association

Complete & Mail To: National Auctioneers Association Orders Must Be Received
8880 Ballentine
Overland Park, KS 66214 By Dec. 29, 1990
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Mendenhall School of Auctioneering

Seventy students, representing 16 states, graduated Aug. 17 from Mendenhall School of Auctioneering in High
Point, N.C. Pictured in the front row, seated from lefi to right, are: Forrest Mendenhall, CAI, president; Sue Turner,
secrertary; Wayne Mendenhall, CAI, vice president; Betty Jo Mendenhall, secretary; Sara Spurlock, student; and

Mary Clark, student.

Makes lenking ructions Eadier
All New 200 Slot File

Please State SlZE OF F”_E You wish to order

Hp YR VWA KREEIN S Cm FMeOpr >

202"

400 SIOt Fi le (Slots — 2" Deep - 12" Wide) $1 69-95

30" Wide — 21'2" High — Weight 23 Ibs.

200 SlOt F“e (Slots — 3" Deep - 24" Wide) $129-95

30" Wide — 21'2" High — Weight 18 Ibs.

200 SIOt File (Slots — 2" Deep - 112" Wide) $129.95

26" Wide — 20'2" High — Weight 14 Ibs.

1 00 SIOt Fi Ie (Slots — 32" Deep - 2'/2" Wide) $59-95

1 00 S | ot F i Ie (Slots — 2" Deep - 2" Wide) $59. 95 Made of Masonite and White Pine

ﬁI LE-X 4 1 L 5

warer

Sales Forms, in triplicate

PLEASE STATE THE SIZE OF FILE YOU WISH TO ORDER.

Item No.
We have the clerking sheets that come in triplicate, with three
sides glued together. There are 21 items per sheet. These are
Purchaser made for the 2" file. We do not make a clerking sheet for the
312" by 2%2" file.
Price Package of 200 ShEEfS (4.200 Items) $50.00
Package of ©00 Sheets (12,600 1tems) $140.00

We pay shipping charges on all items Telephones—Office (308) 995-8
S TR LUNDEEN SALES FORMS T ome (308) 9955098

423 East Avenue Holdrege, Nebraska 68949
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NAA 1991 WINTER SEMINAR

January 14-16, 1991
Holiday Inn Riverwalk, San Antonio, Texas

PERSONAL PROPERTY, REAL ESTATE & GENERAL TOPICS

The seminar will have real estate, personal Gilbert Hollifield, CAI, Marion, N.C.: “Personal
property and general topics. Property/Antiques at Estate Sales.”
Monday — Real Estate Wednesday — General Topics
Sheldon Good, Chicago, Ill.: “Selling Real Estate = Neal Davis, Beebe, Ark.: “Bid Calling”
at Auction.” Jim Fahey, Hutchinson, Minn. /Joe Fahey,
Jim Smith, CAI, Spartansburg, S.C.: “Presenting  Belle Plaine, Minn.: “Promoting and Performing
Auction Services.” A “how-to” approach to effec- with a Small to Medium Size Auction.”
tively and cohesively present auction services for Arvell Williams, CAI, Amarillo, Texas: “How to
consideration by a potential seller. Book Absolute Auctions.”
Bill Kurtz, CAI, Owensboro, Ky.: “Contracting
Successful Real Estate Auctions.” HOTEL RESERVATIONS
Ray Patterson, CAI, Frederick, Okla.: “Psychol- Seminar registrants must make their own hotel
ogy of Selling Real Estate at Auction.” reservations for the San Antonio Seminar.
Hotel room rates:
$75 single
= $85 double
TueSday Pe“rsonal Property Make Your Reservations Now: Hotel reservation
Bill Milne, Elgin, Ill.: “Selling Jewelry at deadline Dec. 14, 1990. After that date, reserva-
Auction.” tions will be accepted on a space-available basis
Richard Opfer, CAI, Timonium, Md.: only. To receive the special rate, identify yourself as
“Collectibles and Toys.” an NAA Seminar participant.
Rick Hutchinson, CAI, Montgomeryville, Pa.: Holiday Inn Riverwalk Reservations:
“Heavy Equipment at Auction.” (512) 224-2500

NAA WINTER SEMINAR REGISTRATION FORM

The seminar registration fee includes a seminar workbook and luncheons on Monday and Tuesday.

$200 NAA Member Is This Your First NAA Seminar? Yes No

$250 Non-NAA Auctioneer*

$100 Members' Non-Auctioneer Spouse or Non-Auctioneer Guest

$__ Total San Antonio Registration Fee

*Non-members can join NAA by paying an additional $25 when they register for the seminar.

Name: ) PH: = . .

Guest(s): _ _ _ _ _ N -
Company: ] _ FAX: _ I
Address:

Send Completed Form and Check to: NAA, 8880 Ballentine, Overland Park, KS 66214
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AIRLINE AND AurTo RENTAL RESERVATIONS

B0o0OK Now — SAVE MONEY ON AIRFARES TO SAN ANTONIO

The National Auctioneers Association has designated Conventions in America as
the Official Travel Company for the seminar in San Antonio, Texas — Jan. 14-16,
1991.

Beautiful San Antonio-will embrace you with its mild, sunny climate, and it has an endless num-
ber of exciting and interesting sights to see. Numerous shops and restaurants, museums, the
popular River Walk is a must and remember .the Alamo?

Why not extend your stay to include a Saturday night and take advantage of substantially lower
airfares in addition to the special discounted fares.

Call Conventions in America to receive:

— Lowest airfares on any airline guaranteed
— Discounted airfares on official carrier

Travel dates between Jan. 11-19, 1991
7 day advance purchase, some restrictions apply
(Call 1-800-535-1492 for details)

— Car rental discounts
— Free flight insurance of $100,000
. . . and more!

For BOOKING & INFORMATION, CALL 1-800-535-1492 — QUOTE #443
(U.S. & CANADA)

Reservation hours: 7 a.m. to 5 p.m. Pacific Time (24 hour information service)

These rates are not available to the general public.

PLus ... WIN A FREE TrIP! Two free round trip airline tickets will be raffled on
March 1, 1991. Raffle is open to all delegates who purchase their tickets through
Conventions in America. Good for travel to any one of 150 destinations in the
continental U.S. on selected carriers.

Conventions in America
7220 Trade St. #120
San Diego, CA 92121
(619) 566-0800 e FAX (619) 566-7220

THE AUCTIONEER/November 1990/63




NAA/CAI GOVERNMENTAL AFFAIRS SEMINAR

February 4-6, 1991
Hotel Washington, Washington, D.C.

MONDAY

How To WoRrk WitH FEDERAL AGENCIES

Representatives from four or five government
agencies will meet with us to tell how auctioneers
can work with their agencies. Agencies identified
include Resolution Trust Corporation; U.S.
Marshals Service; Farmers Home Administration;
Federal Deposit Insurance Corporation; General
Services Administration; and Internal Revenue
Service.

TUESDAY

INFLUENCING LEGISLATION
Representatives from Fleishman-Hillard will
prepare group to meet with legislators using role
play. Emphasis will be given on the importance
of working with elected representatives on the
state and national level with recommendations
on how to influence legislation. F-H is arranging
for a prominent luncheon speaker. On Tuesday
afternoon, participants will visit Representa-
tives and Senators. F-H will prepare a sug-
gested letter (reverse page) that each

participant can use to write his/her Represen-
tative. Each participant will be responsible for

scheduling visits with their individual
Representatives.

WEDNESDAY

Pro-Active PuBLIC RELATIONS
The “do’s” and “don’ts” of working with the
media; distinguishing between advertising and
PR; the importance of company image; — pre-
sented by F-H public relations.

HOTEL RESERVATIONS
Seminar registrants must make their own hotel
reservations for the Washington, D.C., Seminar.
Hotel room rates: |
$100 single/double
Make Your Reservations Now: Hotel reservation
deadline Jan. 11, 1991. After that date, reserva-
tions will be accepted based on room and rate
availability. To receive the special rate, identify
yourself as an NAA/CAI Seminar participant.
Hotel Washington Reservations:
(800) 424-9540

NAA/CAI GOVERNMENTAL SEMINAR REGISTRATION FORM

The seminar registration fee includes a seminar workbook and luncheons on Monday and Tuesday.

$200 NAA Member
$250 Non-NAA Auctioneer*®

Is This Your First NAA Seminar? Yes No

$100 Members' Non-Auctioneer Spouse or Non-Auctioneer Guest

$. Total Washington Registration Fees Check Enclosed Charge to VISA MC

Card# _ Exp. Date

Name on card

*Non-members can join NAA by paying an additional $25 when they register.

Name: _ PH: _ _

Guest(s): - — _ R :
Company: i ) FAX: s . =
Address: _ _ -

Send Completed Form and Payment to: NAA, 8880 Ballentine, Overland Park, KS 66214
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CAI 1991 WINTER SEMINAR

Open to all NAA members

January 8-11, 1991
Snowbird, Utah

REAL ESTATE AND GENERAL TOPICS

The topics were designed to be of interest to all
auctioneers of all specialties.

Topics and instructors are as follows:

“Real Estate At Auction”:

Douglas Clemens, CAI; President; Traiman
Auction Co., Philadelphia, Pa.

“The Foreclosure Auction”:

Paul Mclnnis, CAI: President: Paul Mclnnis Inc.,

Hampton Falls, N.H.

“Selling Real Estate Time Shares™:

Robert Haley, CAl/Harold Helm, CAI; Partners;
River Realty and Auction, Louisville, Ky.
“Developing A Mailing List”:

George Hatcher, CAI; President; Top Bid, Inc.,
Nashville, Tenn.

“Running An Equipment Yard”:

Tim Murphy, CAI; Vice President; James G.
Murphy Co., Kenmore, Wash.

“Selling Real Estate In A Depressed Econ-
omy”:

David E. Gilmore, CAI; President; Gilmore Auc-
tion & Realty Co., New Orleans, La.

Special Lodging Rates Available Jan. 6-13
RESERVATIONS:

Cliff Lodge — (1-4 people) $108 or $124
Condos: Lodge at Snowbird or The Inn — (1-10)

$215 or $319

Rates are per day. Check-in is at 4 p.m.; Check-out at 11 a.m.
To receive the special discount rate, room reservations should
be made prior to Nov. 12 with Snowbird’'s Central Reservation
Office at: 1-800-453-3000 or 801-742-2222. Two nights lodg-

ing is required within 10 days of booking and full payment is
required 30 days prior to arrival of guaranteed space. Cancel-

lation fees are applicable.

TRANSPORTATION: To Salt Lake City:

Delta Airlines: 40% off domestic coach fares

5 percent off published discount and full first
class.

Call 1-800-221-1212 for Special Meetings Net-
work (CAI # L35086)

To Snowbird from the Salt Lake City Airport:
1. Canyon Transportation (800) 255-1841. Fare is approxi-
mately $15.

2. Utah Transit Bus Lines operates seven daily trips from the
SLC airport to Snowbird. Fare is approximately $9.

3. Limousine/car rental service also available.

4. Taxi Cabs: City Cab; Ute Cab; Yellow Cab. Average Fare
$20.

CAI WINTER SEMINAR REGISTRATION FORM

The seminar registration fee includes a seminar workbook, an opening reception on Tuesday night and

a continental breakfast each morning.

$ Total

Card# Exp. Date

Name:

$200 CAI Member/Candidate — Spouse
$250 Non-CAI Member/Candidate — Spouse

Guest(s):

Company: ___

Address:

Check Enclosed Charge to VISA MC

Name on card

PH:

FAX:

Mail Payment and Form to: CAl, 8880 Ballentine, Overland Park, KS 66214
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i)  John Doe
N\

> Auctioneer

e

NATIONA

e e o T

Your name, or auction Auction title also en-
staff member, goes graved — auctioneer,
here. ringman, clerk, etc.

Quality name badges are available from the NAA
office at a cost of $5.50 each (includes two lines of
copy). Your name and title will be engraved accoraing
to your preference. (Three lines of copy is available at a
cost of $6.00 per badge.)

You can also order name badges for members
of your auction staff if they are also members of the
NAA.

Colors are white with green trim, full color logo
and red “National Auctioneers Association”. Include
full payment for all badges plus exact copy for
name(s) and title(s) to appear on badge.

Other promotional items offered are single deck playing

cards, fine pewter belt buckles, emblem lapel buttons, pad
holders, magazine binders designed to hold 11 annual
magazines plus certificate-style copies of the NAA Code
of Ethics. Remember, when you promote the good image
of the auction profession, you in turn look more profes-
sional!

r---—_--_--------------------—----—---—-_1

I

: Send No Money For Postage :

: Return Postage Paid by NAA |
i

i NAA Emblem Decals NAA Emblem Lapel Button NAA Embroidered Emblems I

I 8" Pressure-sensitive @ $5 each 8" @ $7.50 each :

I @ $1.50 each 3" @ $1.50 each |

l NAA Emblem Reproduction Sheet

| 4" Pressure-sensitive @ $1 each NAA Name Badge :

@ 3 for $1 two lines, $5.50
I (adheres on top of surface) The Auctioneer Magazine Binder three lines, $6 B
@ $6.25 each

I 4 Pressure-sensitive NAA Pad Holders G

: @ 3 for $1 “The Auction: Today's Marketing Letter Size: Blue Grey |

i (shows through glass) Advantage” Brochure @ $6 each ]

I 1-999 @ 15 ¢ each Legal Size: Blue Grey

| NAA Bumper Stickers 1,000 or More @ 12 1/2¢ each @ $6.50 each I

@ 2 for $1

i Single Deck Playing Cards @ $1each @ $10 each i

1 @ 75 0ach Catch Auction Fever Buttons (fine pewter finish)

| @ $25 per 100 :

| Name Address /

: City State Zip :

I Enclosed is a check or money order made payable to the National Auctioneers Association in the amount of $ , for the above I

g marked NAAajplomggnonal items. (NOTE: NAA Board of Directors policy prohibits orders shipped on a charge basis.) Check or money order must l

accompany all orders. -
L--—-—-———-—-————-—-------—-———-—-—-—————‘
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New Member Application

Office Use Only

Date Received

Entered By

I.D.#

: - . 1z New Member Dues:
Applying f'or' Actw.e Assci)aate Aff.111a-te e
Membership in the National Auctioneers Association Associate Members — $37.50

Affiliate Members — $150

Definition of member classifications: ACTIVE: Any auctioneer who is of good moral character shall be eligible for Active Membership. ASSOCIATE:
Individuals who are employees of Active Members, but who are not auctioneers, shall be eligible for Associate Membership in this Association.
AFFILIATE: Individuals who are owners of auction businesses of any type, but who are not auctioneers, or while not engaged in the auction business,
have interest requiring information regarding the auction industry and are in sympathy with the objectives of the Association shall be eligible for

Affiliate Membership in this Association.

PLEASE TYPE OR PRINT ALL INFORMATION. FILL OUT AS COMPLETELY AS POSSIBLE.

This form is designed with two areas for address information, business and residential. Fill out both and then
designate (box, below right) which you want listed as your official NAA address to which all your correspon-
dence will be directed.

Official NAA Address

Name: |

Business Please
(Business) | Check
Address: Residence One
City: State Zip Code
Phone: ( ) FAX ( )
(Residence)
Address:
City: State Zip Code
Phone: ( ) FAX ( )
Your
Nickname:

Complete Both Sides
Spouse's Of This Form And Return To:
Name:

National Auctioneers Association
Are You a Member of a State Association? Yes No 8880 Ballentine

Overland Park, KS 66214

Which Ones?
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Check off seven of the specialties in the list below. The specialties you indicate will be listed in the NAA
Directory. You may choose less than seven specialties, but you cannot choose more. If you are just beginning
your career as an auctioneer, you may want to wait before declaring specialties.

Q General Q 9. Estate/Household Q 18. Farm Liquidations 0 26. Marine

Personal Property Q 10. Firearms Q 19. Livestock Q 27. Restaurant Equipment
Q 1. All Selections (If you checked U 11. Furs _ Commercial/Industrial Real Estate
this box, do not check boxes 2 U 12.Galleries/Consignment O 20. All Selections (If you checked QO 28. All Selections (If you checked
through 14). Q 13. Jewelry this box, do not check boxes 21 this box, do not check boxes 29
0 2. Antiques J14. Toys _ through 27). through 32).
0 3. Art Agri-Business 0 21. Aircraft Q0 29. Commercial
Q 4. Charity Auctions Q 15. All Selections (If you checked [ 22. Automobiles O 30. Residential
Q 5. Coins/Stamps this box, do not check boxes 16 [ 23. Business Liquidations 0 31. Farm
Q 6. Collectibles through 19). 0 24. Commercial and Q 32. Development Properties
Q 7. Collector Automobiles 0 16. Exotic Animals Heavy Equipment
Q 8. Dolls 0 17. Farm Equipment 0O 25. Manufacturers' Inventories

1

Optional Payments
Does your spouse want to join the NAA Auxiliary? Yes No. If yes, include an

additional $5 with dues payment.

Do you want to become a National Auctioneers Association Booster? Yes No. If yes,
include an additional $10 with dues payment.

Do you want to become a member of the NAA Foundation? Yes No. If yes, include an
additional $25 with dues payment.

Do you want to contribute to the National Auction Marketing Coalition (NAMCO)? Yes
No. If yes, include donation of your choice with dues payment.

Figure Your Payment

Auction Experience Information

$75 For Active Member
Work for Others Self Employed Combination $37.50 For Associate Member
Firm $5 For Auxiliary Dues
Address _____ $10 For Booster Contribution
; $25 For Foundation Dues
City
$(Your Choice) For NAMCO
State Zip Code
P $ Total
How Long Have You Been an Auctioneer? Years Dues payments and NAMCO may be de-
ductible as an ordinary and necessary
business expense. Foundation dues and
gifts are also deductible. The booster con-
Refe rences (list three) tribution is considered a gift and is not de-
ductible.
Name Address Phone
Name Address Phone
Name Address Phone

I hereby make application for membership in the National Auctioneers Association. If accepted, I will abide by its By-Laws,
support its objectives, comply with the Code of Ethics of the National Auctioneers Association, and pay the established dues.

Your Signature Date

Your NAA Sponsor's
Signature (optional)
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Welcome New Members

Active Members
California

Batchelor, James L., 2653 North Sun-
nyside #101, Fresno, CA 93727,
(209) 291-5050.

Greenaway, David, Cambridge Auc-
tion House, 2250 Charleston
Road, Mountainview, CA
94043, (415) 940-1664.

Florida

Ambuehl, David, 4412 Caicos Court,
Sarasota, FL. 34233, (813) 377-
6858.

Banks, William S., Banks Auction, 2577
S.E. Madison Street, Stuart,
FL 34997, (407) 287-5334.

Cannon, Katharine A., 4170 NE 11th
Avenue, Pompano Beach, FL
33064, (305) 782-6113.

Coakley, John W., 540 East Compton
Court, Deland, FL 32724, (904)
738-7974.

Gray, Ira, Grays Auction Company,
3495 North Federal Highway,
Fort Lauderdale, FL 33306,
(305) 564-8111.

Hendry, Patrick R., 155 North Lake
Drive, Naples, FL 33940, (813)
434-7070.

Johnson, Edward, 9920 Steven Drive,
Polk City, FL 33868, (813) 984-
3228.

Johnson, William R., 517 East Living-
ston Street, Orlando, F1. 32803,
(407) 843-5078.

Kulesza, Henry, P.O. Box 10367, Clear-
water, FL 34617, (813) 447-
22017.

Maxwell, Charles R., Budget Furni-
ture, 3966 U.S. 41 N., Pal-
motto, FL 34221, (813) 723-
1214.

Moore, Ileane C., 530 Casa Bonitas
Drive, Nokomis, FL 34275,
(813) 966-5732.

Ross, John E., Ross Auction, 526 Sh-
eridan Drive, Venice, FL, 34293,
(813) 493-6292.

Smith, Charles, The Place for Real
Estate, Inc., 2 East Camino
Real, Boca Raton, FL 33432,
(407) 383-6570.

Thaler, Jan S., P.O. Box 3744, Bay
Pines, FL 33504-3744, (813)
443-1125. |

Worcester, Eugene A., 3323 Meadow
Run Circle, Venice, FL 34293,
(813) 497-4060.

Illinois

Smalley, Gregory R., Smalley and As-
sociates Real Estate, 11772
Hayloft Lane, Roscoe, IL 61073,
(815) 623-7771.

Stilley, Roger D., Complete Auction-
eering Service, 110 George
Street, Apt. 111, Bensenville,
IL 60106, (708) 595-4239.

Kentucky
Conder, Jim, P.O. Box 368, Leitch-
field, KY 42755, (502) 259-3114.

Louisiana
Varner, Michael W., 37390 Perkins
Road, Prairieville, LA 70769,
(504) 673-3886.

Massachusetts
Litchfield, Gary J., Gary Litchfield Real
Estate, 19 Grant Avenue, Burl-
ington, MA 01803, (617) 270-
9696.
Russo, George T., 78 Perry Avenue,
Lynnfield, MA 01940, (617)

334-27417.
Michigan
Gumushian, Gary M., Connoisseur Gal-
leries Inc., 1853 East Maple
Road, Troy, MI 48083 (313)
689-7680.
Virzi, Matthew G., Connoisseur Gal-
leries Inc., 1853 East Maple
Road, Troy, MI 48083, (313)
528-8410.
Mississippi
Glidewell, Kevin W., P.O. Box 421,
Senatobia, MS 38668, (601)
562-5338.

Missouri
Holder, Bob, Holder Auction Service,
P.O. Box 39, Kennett, MO
63857, (314) 888-5687.
Holder, Ryan L., P.O. Box 39, Kennett,
MO 63857, (314) 888-4711.

New Hampshire
Borghoff, Maryann P., Star Route 1,
Box 1200, Bristol, NH 03222,
(603) 744-3108.
Starke, James, RFD #1, Mason Road,
Milford, NH 03055, (603) 673-
1503.

New York

Gristwood, Brian J., B.J.G. Auction
Service, P.O. Box 238, Pen-
nellville, NY 13132, (315) 695-
5984.

O’Keefe, Terry, 16 Edwin Lane, Hunt-
ington, NY 11743, (5616) 271-
4650.

Orishak, Bruce A., 17 Foster Avenue,

Valley Stream, NY 11580, (516)
632-5549.

Sarfaty, Robert J., Rochester Auction-
eer, 194 Buffalo Road, Roch-
ester, NY 14611, (716) 436-
8900.
North Carolina

Boyer, James R., Route 1, Box 110,
Sparta, NC 28675, (919) 372-
8888.

North Dakota

Vogel, Steve, SRV Auction Company,
P.O. Box 417, Casselton, ND
58012, (701) 347-5485.

Ohio

Dietrich, George T., 2156 Sunray Circle,
Alliance, OH44601,(216)821-
1912.

Garner, Randall L. Sr., 1 North Main,
N. Fairfield, OH 44855, (419)
744-2743.

Oklahoma

Henderson, Robert A., Henderson and
Company Inc., 6012 South Mar-
ion Avenue, Tulsa, OK 74135,
(918) 749-7254.

Huiatt, Russell D., Huiatt & Kimble
Auctioneers, Route 2, Box 8,
Hydro, OK 73048, (405) 663-
2480.

Kimble, Chad, Huiatt & Kimble, 2122
Dobi, Stillwater, OK 74075,
(405) 743-4826.

Pennsylvania
Adcock, Michael S., 596 Pinkerton Road,
Mount Joy, PA 17552, (717)
653-4346.

Texas
Carpenter, Tom W. Jr., P.O. Box 8164,
Horseshoe Bay, TX 78654, (512)
598-5971.
Chappell, Jerry, 5937 Milton, #211B,
Dallas, TX 75206, (214) 691-

1533.

Vermont
Matteis, Vincent, American Auction
Center, Box 1196 Finney Hill,
Lyndonville, VT 05851, (802)
626-8589.
Virginia
Buchanon, Ronald C. Jr., 401 Bridle
Court, Chesapeake, VA 23323.

Wisconsin
Fraser, Brent, Fraser Auction Serv-
ice, 5419 West Washington
Boulevard, Milwaukee, WI
53208, (404) 771-2483.
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B Headquarters Report IS

The next several months are offer-
ing auctioneers a multitude of educa-
tional opportunities.

The first NAA-sponsored event of
the season is the 1991 Winter Semi-
nar, which is scheduled for Jan. 14-16
at the Holiday Inn Riverwalk in San
Antonio, Texas. This seminar will be
somewhat unique in that the first day
will focus on real estate issues, the
second day on subjects of interest to
personal property auctioneers, and the
third day on general topics.

The Hotel Washingtonin Washing-
ton, D.C., will be the setting for a
Governmental Affairs Seminar Feb.
4-6, 1991. Cosponsored by NAA and
CAI, this seminar will assist auction-
eers in working with federal agencies.
Participants will also learn how they
can influence legislation and be
schooled in the do’s and don’ts of public
relations.

NAA has designated Conventions
in America as the official travel com-
pany for these two seminars. By con-
tacting their toll-free number, partici-
pants may secure guaranteed lowest
airfares, car rental discounts and other

C(LERKING 'I'RAII.ERS

v Two clerklng sta tlons wl th in terlor sliding wlndows

and lift up canoples
v/ Fold down check-writing shelves

advantages.

Complete details on the semi-
nars, as well as the airline and auto
rental reservations, may be found
elsewhere in this magazine.

All NAA members are also en-
titled to attend the two upcoming
CAI seminars. CAI's Fall Seminar,
which concernsitself with the envi-
ronmental responsibilities of auc-
tioneers, is slated for Nov. 5-7, 1990,
in Hilton Head, S.C. The CAI Win-
ter Seminar, setforJan.8-11,1991,
in Snowbird, Utah, features real
estate and general-interest subjects.
Discount airfares are available for
these seminars through Delta.

Three champion auctioneers will
be featured at a bid-calling clinic in
Louisville, Ky., Nov. 15, 1990. Spon-
sored by the Kentucky Auctioneers
Association and the Kentucky CAI
Chapter, details were included in
last month’s issue of The Auction-
eer.

Members of the NAA Board of
Directors are maintaining a busy
schedule as they continue to pres-
ent seminars at the various state

v Full-length interior counter with cash drawer

v 115 volt wiring, fluorescent interior lighting
v White units in stock. Colored and custom-built units

available

Call or write for information

LAMPI AUCTION EQUIPMENT

Col. Tom Lampi

Rt. 1, Box 76, Annandale, MN 55302 ¢ Ph. 612-274-5393
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conventions. In addition, Vice Presi-
dent Eddie Haynes, CAl, conducted
a mini seminar for the New Hamp-

shire Auctioneers Association Oct.
30.

o ok ok ok 3k

As we mentioned last month, a
new prospective member booklet has
been printed and is now being dis-
tributed to auctioneers around the
country. If you know of someone who
should be introduced to NAA, please
send his or her name and address to
Headquarters and we will mail a
copy of our new booklet. Larger
quantities of the booklet are also
available for state and regional asso-
ciations and auction schools.

s o ok ok e

A revised new member kit is also
being distributed. We believe it will
more adequately introduce new
members to the many benefits and
opportunities available to them
through the National Auctioneers
Association.

Joe Keefhaver,
Executive Vice President

AUCTIONEER )—

AMERICA’S TOP QUALITY
AUCTION SCHOOL. WRITE OR
CALL FOR FREE CATALOG. AP-
PROVED FOR V. A. TRAINING.
SINCE 1962 —

MENDENHALL SCHOOL OF

AUCTIONEERING

P. 0. BOX 7344
HIGH POINT, N. C. 27264

(919) 887-1165
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Jan. 5-6: Colorado Auctionjeers Association, Holiday 507) 282-8466. (NAA Rerpresentative: Paul Mcinnis,

Co nve ntion and Inn North, Denver, CO. Contact: Dave Welton, (303) CAl. -

. 985-7221. (NAA Representative: Kurt Kiefer.) Jan. 26: Texas Auctioneers Association Seminar,
Semlnar Date s Jan. 9-12: Pennsylvania Auctioneers Association, Marriott Hotel, Corpus Christie, TX. e
Marriott Hotel, Harrisburg, PA. Contact: Jeanie M Feb. 1-3: West Virginia Auctioneers Association Con

1990 Staley, (717) 921-2800. (NAA Representative: Wayne vention, Hamgcggr?éoséslﬂzcgzgs(ﬁh V;V Contatt.::

-4- i i i Stewart, CAl.) Carlyle Millard, CAl, - : epresen

e T ggﬁgﬁmﬁgt'gﬂ,ﬁj' Jan. 8-11: CAl Winter Seminar, Snowbird, UT.Contact: tive, Wayne Stewart, CAL) gy
Broadwell, ('303) 547-6677. Ann Wood, (913) 541-81 15. o Feb. 1-3: North Dakota Auctioneers Association, Bis

Nov. 3-4: Indiana Auctioneers Association. Radisso Jan. 10-12: Virginia Auctioneers Association Conven- mark, ND. Contact: Kay Aldinger, (701) 763-6262.

i, Evansylle, 1N Gontect: Greg Mlchael,,CAl. (219) tion, Sheraton Inn, Fredericksburg, VA. Contact: Buddy Feb. 4-6: NAA/CAI 1991 Governmental Affairs Semi

-9615. (NAA Representative: Paul Mcinnis, CAl). Updike, (703) 371-5965. o nar, Washington, DC. Contact: NAA Headquarters.
Nov. 3-5: Washington Auctioneers Association, Jan.11-13: Virginia Auctioneers Association, Old Town Feb. 15-17: Kansas Auctioneers Asso_clatlon, Holiday
Ramada Inn, Bothell, WA. Contact: Ken Maurer, (509) Alexandria Holiday Inn, Alexandria, VA. Contact: Chrls Inn Holidome, Hutchinson, KS. Contact: ShpnI_Theurqr-,
547-5538. (h'IAA Re;;resentative' Robert Steffes, CAl.) Rasmus, CAl, (703) 370-2338. (NAA Representative: (316) 326-7315. (NAA Representative: Robin

: i i i Wayne Stewart, CAl.) Marshall.) _ . L
gg:taif Aﬁ: Lvsfonél_ng 1 :‘g i—it;n: TE!' FHllon Hegd st Jan. 12-13: |daho Association of Professional Auction- April 21-22: New Hampshire Auctioneers Association

19- - e eers Convention, Boise, ID, Roadway Inn. Contact: Convention, Wolfeboro, NH. Contact: Stephen Schof-
o B e Pk Mo e Y o Darrel M. Jensen, (208) 684-3900. (NAA Representa-  ield, CAl, (603) 539-6619. |
tact: Robert A. D yle, CAl, (914) 896-9492. (N tive: Dean Howard, CAl.) . May 4-5: Missouri Professional Auctioneers Associa-
Representative: Wayne Stewart, CAl). Jan. 12-13: Georgia Auctioneers Association Educa- tion Spring Convention, Lake of the Ozarks. Contact:
Nov' 11: Alabama Aucnoneers Association Semlna tional Conference, Embassy Suites HOtel, Atlan[a, GA BrUOB MD|EF, (816) 248'2455. s
Guntersville State Park Lodge, Guntersville, AL. Co ’ Contact: Ginger Walker, (404) 948-7805. May 5-6 Georg_la Auctioneers Association Summer
tact: Betsye Fowler, (205) 420-4454. (NAA Represen- Jan. 12-14: Ohio Auctioneers Association. Annual Convention, Holiday Inn Sky Top Center, Rome, GA.
tative: Bob Frey). ' 212¢->1et1ir;%b00lumbus, OH. Contact: Marty Nelson, (614) Eomagt; AGi'nger Aaiégugr, (404):43-7.335_ - .

MGl - ot - : une 2: Arizona Auctioneers Association Convention,
:g;&;; Ir11§ :—‘l’lgg:fasﬁt %ﬁgggt?Ke?mAF?Zﬁ?g? o) AE,E? : Jan. 14-16: NAA Seminar, Holiday Inn Riverwalk, San Phoenix, AZ. Contact: Marc M. Hayes, (602) 242-7121.
2233. (NAA Representative: Wayne Stewart, CAl). Antonio, TX. Contact: NAA Headquarters. : (NAA Representative: T. Eddie Haynes, CAl.)
Nov. 29-Dec. 1: California Auctioneers Associatio Jan. 18-_20: Auctioneers Assoc:s_mon of North Carolina Jun? 7-8: Texas Auctionee‘rsiAssociation Convention,
Convention, Nugget Hotel, Sparks, NV. Contact: Milto Convention, Hilton Inn, Greenville, NC. Contact: Pat Marriott Hotel, Corpus Christie, TX. Contact: Charles
Costa, (800) 238-1060 or (800) 552-0220. (NAA Repre- Worley, (919) 936-8281. | o Connour, (817) 545-9845. (NAA Representative:
sentative: Robert Steffes, CAl). Jan. 24-26: Mlchlg_an State Auctloneefs Association, Wayne Stewart, CAL.) |
Dec. 2-3: Tennessee Auctioneers Association Winter Sheraton Inn, Lansing, Ml. Contact:_ Braln.P.LoveIIette, June 7-9: Auctioneers Association of North Carolina
Meeting, Nashville, TN. Contact: Bobby Colson, (615) (517) 372-7391. (NAA Representative: Wil Hahn, CAL) Convention, Holiday Inn, Cornelius, NC. Contact: Pat

292-6619. (NAA Representative: Wil Hahn, CAL.) Jan. 24-26: Minnesota State Auctioneers Association Worley, (919) 936-8281.

L]
L]

1991 Convention, Minneapolis. Contact: Lowell Gilbertson,
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The Auctioneer

Advertising Information

Terms & Conditions

The Auctioneer is published monthly except August (11 issues each year) by the National
Auctioneers Association as an informational service to its members and to promote the
auction method of marketing.

All advertisers are required to submit credit account information, an advertising agreement,
and payment in advance (for first three months) before advertising will be accepted. Adver-
tising must be camera-ready.

Deadline for January Issue: December 1, 1990

Width X 1-5 6-10 11 Or More
Size: Height Times Times Times
Full Page 7-7116 X 10 270.00 260.00 250.00
2/3 Vert. 4-7/8 X 10 190.00 180.00 170.00
1/2 Vert. 4-7/8 X 7-3/8 140.00 135.00 130.00
1/2 Hor. 7-7/16 X 4-7/8 140.00 135.00 130.00
1/3 Vert. 2-5/16 X 10 100.00 95.00 980.00
1/3 Hor. 4-7/8 X 4-7/8 100.00 95.00 90.00
1/4 Vert. 3-9/16 X 4-7/8 75.00 70.00 65.00
1/6 Vert. 2-5/16 X 4-7/8 50.00 47.50 45.00
1/6 Hor. 4-7/8 X 2-5/16 50.00 47.50 45.00
1/8 Hor. 3-9/16 X 2-1/4 40.00 38.50 37.00
112 2-5/16 X 2-5/16 29.00 28.00 27.00
1/18 3-9/16 X 1 22.00 21.50 21.00
ACCEPTANCE

Publisher will publish advertiser's copy in the authorized issue. All advertisements are
accepted and published by the publisher upon the representation that the agency and/or
advertiser is authorized to publish the entire contents and subject matter thereof. In consid-
eration of the publisher’s acceptance of such advertisement for publication, the agency and/
or advertiser will indemnify and save the publisher harmless from and against any loss or
expense resulting from claims or suits based upon the contents or subject matter of such ad-
vertisements, including, without limitation, claims or suits for libel, violation of right of privacy,
plagiarism and copyright infringement. The publisher reserves the right to refuse any adver-
tising. Ads which do not meet material requirements as described in these terms and
conditions are subject to additional production charges. The publisher is not responsible for
errors in key numbers or other type set by the publisher. Not withstanding anything contained
herein to the contrary, it is expressly agreed between the parties hereto that the advertiser’s
damages in the event of any error in publication by the publisher shall be limited to the cost
charged for by the publisher for said advertisement. Agencies must add the amount of
commission to rates stated above and collect from advertiser. The advertiser will pay each
invoice within 30 days of the date of each invoice and will enter all claims for price adjustments,
missing or inadequate work within 10 days of receipt of invoice. The advertiser is also respon-
sible for all legal fees involved in collecting overdue balances.

MATERIAL REQUIREMENTS:

Black and White: Camera-ready keyline, positive print, right-reading, emulsion-side-down
negatives. Halftones: 133 line screen.

PRODUCTION CHARGES:

If materials do not meet requirements above, additional preparation will be billed at $25.00
minimum.

CANCELLATIONS:

Cancellations must be received by the space reservation deadline. Failure to send
materials does not constitute cancellation; previous advertisement of advertiser will be
inserted if new materials are not received by closing date. If new materials are scheduled and
are not received, the previous advertisement of the advertiser will be inserted. No cancella-
tion of premium positions accepted. Cancellation of a contract space forfeits advertiser’s

rights to benefit of frequency discounts.

DISCLAIMER:

Products or services advertised in THE AUCTIONEER are in no way endorsed by the
National Auctioneers Association. Problems encountered with an advertiser should first be
brought to the attention of the advertiser for satisfaction. If the problem persists, then the NAA
office should be notified.

Submit all advertising and other correspondence to: THE AUCTIONEER, c/o the National
Auctioneers Association, 8880 Ballentine, Overland Park, KS 66214-1985. Phone: (913) 541-
8084. FAX: (913) 894-5281.

- ——

______ ~ Barbara S. Kjergaard................. Secretary
-------- _ Bonnie leathets ..............5eclelaty




TRY ’EM... You'll like 'em

CT-12...America’s #1 Selling
Clerking System

Now..-Business Card Back CT1-12

Your complete business card
on the back of every buyers receipt ticket.

The Original Blank Back CT-12°

d

5

Buyer's Name Buyer's Name
Or Number Or Number
Iltem or Iltem or
Lot Number Lot Number
@ $ = § @ 5——
REMARKS REMARKS

This receipt verifies payment and delivery of the above Seller retans ownership This rece
until payment check i1s honored. Sold as 1s. where 1s. All sales final. Thank you el
® FORM NO CT-12. MISSOuUN AUCTION SCHOOL. KC. MO 64102 >

Blank Back CT-12®

All copies have

Your Business Card printed
blank back — no b P

in black ink on the back of

Iprmtmg. each buyers copy (That’s the
Original and 2 copies of NCR paper. 8'2x11" sheets perforated to make 12 tickets 17ax4'2" This is an extremely card stock third COpY).
fast, easy and accurate combination clerking and cashiering form. This one form replaces both the CLS-2 and
the CAS-1. LV
9,000 (1-3 White, Canary, Card) ... .$ 33.50 FR E E FRE'G HT 9,000 (1-3 White, Canary, Card) $ 53.50 FREE FRE' G HT
18,000 (1-3 White, Canary, Card) .. ... 65.00 ] 18,000 (1-3 White, Canary, Card) ... .. 85.00 i
36,000 (1-3 White, Canary, Card) .. ... 119.50 When Payment With Order 36.000 (1-3 White, Canary, Card) .. 138.50 When Payment With Order

r------------ N W S SRS T R SN NI ) NS SO R NG Y O G D D NN WD T O W N O T TR A TR
e e —g Missouri Auction School
Send Check Or Top Floor Livestock Exchange Building
|——|> 1600 Genesee / Kansas City, MO 64102
PHONE 816-421-7117 « FAX 1-816-421-4444

Money Order To:
YES Il take a FREE order of the New Business Card Back CT-12™
y (I've enclosed 12 of my business cards)

YES Il take a FREE order of the new Business Card Back CT-12"™ N |
y (I've enclosed 12 of my business cards) and I'd also like to order the below additional items.

| don't need CT-12’s. Below is my order for other supplies and or PA. equipment.

CLERKING
TICKETS

Company Name

Owners Name

We'll send you enough Business SUSSIEREESES

f
1
i
i
X
¢
!
1
|
#
|
g
'
¥
I
Card Back CT-12™ to Clerk 480 I City State Zip
i
i
B
§
i
i
i
i
§
l
B
B
b
i
i
i

items absolutely

FREE!

And we'll even
pay the freight.

Quantity Description Amount

|
§
J
i
i
I
i
Send to: Phone No. ( ) Date: =
f
I
!
g
b
i
o
i
b
i

This costs you absolutely nothing.
Just send us 12 of your business
cards. -

Payment with Order — We Pay postage in the U.S. Missouri Residents Add 6.225% Sales Tax

CO.D. Orders—You Pay Postage F R E E F R E I G H T Amount Enclosed $

WHEN PAYMENT WITH ORDER : ,
Order by Mail . . . Send Check or Money Order Prices subject to change without notice

NOTE: No single form or set of forms can fit all situations. Your attorney should advise you in situations not covered

by these forms as we can assume no liability for errors, omissions, or local requirements.
L------—------------------------------------

That’s how sure we are that

you’ll like our New Business
Card Back CT-12°

THE AUCTIONEER/November 1990/75




The Waeless Sound_That Sells..
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RUBBER DUCKY
ANTENNA

Power Plus
The Colonel 500
System uses the
maximum allow-
able RF power as
regulated by the
Federal Com-
munications
Commission.

Free Heavy Duty

WIRELESS RECEIVER Custom Carrying Case

AMPLIFIER, SPEAKER AND v

RECHARGE BATTERY \

SHOULDER BATTERY
STRAP CHARGER

TRANSMITTOR N 6

e - Colonel 177VCM

# » Neckband Microphone Altig
-' (Patent Pending)

Colonel 32VCM

Professional Headset
Microphone

Ionel ' 5 System

Comp

This system includes the Colonel 500 receiver, amplifier,
horn speaker, belt pack transmitter, charger, carrying strap,
heavy duty custom carrying case, 3 year warranty, and
your choice of the Colonel 32VCM headband microphone
or the Colonel 177VCM neckband microphone.

Specify whether you desire the 32VMC headset or the
17VCM neckband microphone. Complete system with 3
year warranty and free heavy duty carrying case.

List Price .. ..ottt $1495.00

Auctioneers’ price $1,085090,

T

Missouri Auction School

Top Floor Livestock Exchange Building
1600 Genessee / Kansas City, MO 64102

PHONE 816-421-7117 ¢ FAX 1-816-421-4444

THE AUCT'ONEER Bulk Rate

NATIONAL AUCTIONEERS ASSOCIATION . Cou

8880 Ballentine, Overland Park, KS 66214-1985 Permit #2121

Louisville, KY
ADDRESS CORRECTION REQUESTED

Time Value: Do Not Delay
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