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Hall of Fame Award
recipients for 1982.

I8 i Top picture: Lyle Erickson, left, receiv-
——— A ing award from Dean Fleming.

Center: Elias H. Frey, left, receiving from
Ralph Horst.

Below: Hall of Fame Award plaque for
John Rhodes.
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Presented to

JOHN RHODES

In Recognition and Appreciation
Of His Outstanding Contribution to the
Profession of Auctioneering and the
NATIONAL AUCTIONEERS ASSOCIATION
As the 1982 Hall of Fame Award Recipient

The NAA
Southern Fair
Convention




ATTENTION ALL NEW AND OLD MEMBERS OF NAA

Stetson ‘“‘Wisp”’

It has been fifteen years since we had the idea that NAA
members should have something evident that would make them
stand out in a crowd so that no one would wonder “Who is in
charge of the sale?” We started at the top and designed a hat,
pictured above, that comes in beautiful “silver belly” felt in three
brim sizes: 2V&"- 234" and 2%". Silver belly is light grey and it
comes with a red satin lining and the NAA emblem is embossed
in gold on the inside crown. This design and shape went over so
well that we soon added the Milan straw in the same brim widths.
The summer Milan straws come in light tan and can be worn with
about any color clothing.

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

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

Auctioneer Hat

““AUCTIONEER’S
GAVEL”

TIE TACK

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

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

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

NOW, HERE COMES THE BIG ONE!

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

Here is the good part and why we bought the factory. Costa
Rica is the only democratically controlled country in Central or
Latin America. But, their economy is shot. When | was there two
years ago it took 8 colonies (Costa Rican money) to make one
of our dollars. When | was there this time it took 50 colonies to
make a dollar. What this means is that the colonies have dropped
from 12'2¢ to 2¢. Workmen in Costa Rica earn an average of
$500.00 per year or 25¢ per hour. These boots | am offering
today would have cost $175.00 to $200.00 in American money
two years ago. If the colonies come back in value we will not be
able to do what we are doing now. | would advise you to get your
order in now while the low, low price is prevailing on these
beautiful, hand-made, easy wearing, bedroom shoe-feeling, multi-
colored boots. Remember, you must be satisfied or 'ole Craig will
make it right.

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

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

Felt Silver Belly Auctioneer Hats $45.00
Wisp 4X Beaver (Western Style) 55.00
White Panama (22" brim only) 25.00
Milan Straw (3 brim sizes) 22.00
London Fog type jacket w/emblem 30.00

NAA Emblem - 4-color Embroidered 3.00
Hand-made Boots (styles 1 & 2) 75.00
Hand-made Boots (styles 3, 4 & 4A) 80.00
Tie Tacks (18K gold, sterling silver, gold plated
w/ or w/o diamonds and man-made diamonds) from $50.00
— Write for prices.
Deer and Pig Skin Gloves $18.00 - 20.00
PLUS 4% SALES TAX

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

5521 Belhaven Blvd. — Charlotte, N.C. 28208

Telephone: Area Code 704/ Office 399-6372
Home 399-3260
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Letters to
THE AUCTIONEER

In appreciation

To the National Auctioneers Association direc-
tors, officers and anyone else involved in the pres-
tigious Hall of Fame Award given to me at the Atlanta
Convention, | sincerely want to thank all of you from
the depth of my heart. This is a great honor that |
will remember and cherish for years to come.

The auction profession has been a great asset
to me and my family in many ways. It has provided
a very good livelihood, for which we are very thank-
ful. But | think more than that, it has built character,
respect and friendship with thousands of people in
the farm and construction equipment businesses, as
well as hundreds of fine auctioneers that are, at
times, competitors in this great profession.

The National Auctioneers Association is a great
organization and it has helped me in many ways for
which | am thankful. The spirit of friendship and
friendly competition is evident in our conventions,
and | certainly hope it continues to be that way, in-
creasing each year. | think that anyone who makes
a living, or even partially makes a living in the auc-
tion industry should belong to their state and National
Auctioneers Association. It’s an asset that pays back
much more than the small amount it costs. | urge
others who do not belong to join now and receive
the many benefits offered to them.

Again, my wife, my family and myself take this
means of conveying to all NAA members, officers,
directors, and Hall of Fame Committee members our
sincere gratitude for this great honor bestowed upon
me. May God’s richest blessings be yours throughout
life.

Elias H. Frey
1982 Hall of Fame Award recipient
Archbold, Ohio

—

AUCTIONEERING, INC.
Box 189
| Decatur, Indiana 46733

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

Next 2 Terms:
November 29-December 17, 1982
July 25-August 12, 1983

Founded in 1921

Write or call for more information
219-724-3804 AC 0033
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Southern Fair first convention

As a ‘‘first timer” at an NAA convention. | am
writing to express some positive feelings about our
week in Atlanta.

My membership in the NAA is only one year old,
so | must classify myself a “‘rookie”’. Since graduat-
ing from Missouri Auction School a year ago, we've
held about a dozen auctions, of rare coins, antiques,
charity, and household sales. We’re learning how
long it takes to get started and operating in the black;
but so far, so good!

A lifelong ambition fulfilled is what auctioneer-
ing is to me. Having just turned 40 last month, I've
got that old time feeling we’re right on track. And
by belonging to the NAA and taking advantage of
all its benefits, my job of selling becomes more of a
‘“piece of cake’” with every auction.

My position has always been that | would spend
my last dollar to learn more about how to do some-
thing better. That is why we chose to attend the
convention in Atlanta — to learn more so we could
offer more. As one workshop instructor said it, “out-
work and out-promote the competition”, and have
fun with family and friends at the same time.

For this auctioneer, ATLANTA, GEORGIA, was
terrific! The NAA convention was a great stepping
stone for me towards becoming a professional auc-
tioneer. As | see it, every step is in that word BE-
COMING. I'm sure some of the older auctioneers
learned as much and maybe more at convention than
the younger auctioneers. Whatever age, five days
with over 1000 auction people is a time to remember.

We always try to mix business with pleasure in
our family and the NAA convention certainly accom-
moderated our wishes. My sons Ben and Josh — 10
and 8 — will always remember the Atlanta Braves,
Fernando Valenzuela of the Dodgers, and the Water-
slide at Stone Mountain. My wife, Bev, enjoyed shop-
ping Lenox Square Mall for a “‘bargain”. | personally
enjoyed a visit to the State Capitol and to Sacred
Heart Church in downtown Atlanta, a historical land-
mark restored for future generations.

As outgoing NAA president Howard Buckles ad-
vised me, “don’t stop with this one, Bob, continue
to attend’”. | must say we are already planning on
how we’ll get to the NAA convention in Houston next
summer.

All auctioneers should take the plunge as we
did. The Atlanta convention was money well spent.
As they say in the movies, “go for it!”

Robert L. “Bob’’ Potvin
NAA member auctioneer
West Brookfield, Massachusetts

100 AUCTION
and AUCTION RELATED BOOKS

For Auctioneers - Collectors - Auction Goers -Antique Buffs.
Thousands already sold. Popular Titles. Beautifully illustrated.
Free Catalog - Today!

For prompt return send SASE
WATTS BOOK SALES
P.O. Box 80034, Indianapolis, IN 46280, Phone: 317/875-7063
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eers Association and is published month-
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THE AUCTIONEER magazine is published
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serve to promote the auctioneer and the
auction method of selling.
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reject any material submitted for publi-
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“We are the pricesetters,
talk to us first.”

The acceptance address of

NAA President Newcom

(The following article is transcribed from the accept-
ance address of 1982-83 NAA president, Rex B. New-
com, CAl. The speech was presented at the Satur-

day night President’s Banquet, July 31, during the
NAA Atlanta convention.)

Thank you, Howard, and thank you, thank you,
and thank you. | really don’t what to say. | would
like to say so many things, but we would be here until
breakfast, and we don’t have that kind of time.

What is one of the things | would like to*see

happen is for each of you to get to know me better,
because | certainly want to know you better. | want
to be able to truly serve you. | love everyone of you,
and | want to be able to help you in many different
ways. To help you know me better, | would like you

to meet a few people who are very dear to me, both
family and friends.

The lady who brought me into this world is here
tonight. My mother has come from Colorado Springs,
she is 80 years young, and she is a doll. Sitting
around the table with her are two of my children and
their families — my son Bob, my daughter Geneva,
Bob’s wife Jeanie, and Geneva’s husband Jim. They
all live in Nashville, Tennessee, and with them is my
only granddaughter and two of my seven grandsons.

| have two other sons back in Kansas, and they have
four sons.

And of course, many of you already know this
beautiful lady over here. For 31 years my wife Naomi

has put up with me. | just hope she’ll do the same
for another seventy.

| tell you the auction life has been wonderful.
And there is a gentleman with us this evenhing who
talked me into going to my first NAA convention. We
also learned from the same auctioneer. | would like
to thank Dick Brewer who used to work with my
uncle. Boyd Newcom, a great man.

| have never had .a business partner, but here is
a man | work with constantly. His wife clerks with
us quite often, but we are not really partners. We are
just great, great friends, and we do a lot of auctions
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together. Bing Carter and Maxine. Would all the
Kansas auctioneers stand up? Thank you.

Ladies and gentlemen, this is the year of the
auctioneer. | want you to remember this all year
long. This the year we can come into our own.
For years, auctioneers have been thought of every-
thing except professional. Now is the time, and this
Is the place for it to begin. The world is crying for
auction services, and it is up to NAA members to
answer the call. This country needs us worse than
It has ever needed the auction method before.

The public has to find out what the real market-
place is. Only you can tell them what someone is
willing to pay for cash, and what someone is willing
to take. Competitive bidding is the only answer, and
It is up to us to see that it is done right. You know,
when | was a young boy, | went to school in the little
Kansas town of Whitewater. | am still there, | have
never gone very far. But when | went to Whitewater
in the eighth grade, | found out that those town kids
had money. We lived out in the country, | mean way
out in the country. We got to town once in a while.
Mama was real good about it though, because after
we sold a few eggs, sold a little butter, a little cream,
she would send us to the ten-cent movie, and we
were uptown.

In Whitewater school, | had never seen so many
kids, and there were girls, too. | had never had a
girl in my class before, and there | was in the eighth
grade. | had pimples on my face, girls in my classes,
but taking a girl out cost money.

There was a sign down at the lumberyard and
coal house for someone to shovel coal. | thought
| could make a buck or two, and maybe take one of
those girls to a movie.

| rushed down right after school, but when | got
to the coal shed, there was a very long line. | guess
some other fellows wanted to take a girl out, too.
Some of the big town boys were there. Men who
were out of work were in line. Those were hard
times, and | looked at that long line and thought,

Continued page 6
5



“boy, how am | ever going to get in there and get
that job?”’

Well, | watched that line move kind of slowly, and
| got nervous. But | remembered one of the things
that | had learned at home. | got out my little “note-
book™ — they always tell you to carry a notebook —
but | just had a wad of paper stuck in my pocket,
borrowed a pencil, and wrote a note. | went up the
line, walked in, went up to the desk where the boss
was working, laid the note down on his table, and
walked out. | didn’t want to get in front of anybody,
but | at least wanted to get my message across.

The line walked right on through, started moving
a little bit faster, and it finally became my turn to
talk to the proprietor of the lumberyard.

Now he looked at me and | looked at him. | was
a long, lean, lanky kid who stood about 6’ tall and
didn’t weigh very much. He looked at that note,
looked up at me, and said ‘““‘can you shovel coal?”
| said, | have pitched bundles and scooped grain.
| know | can shovel coal.” He said, “I| am going to
hire you.” .You know what | had written on that note?
“Don’t do anything until you have talked to me.”

That is the message we have to carry to the
buying public today — “don’t do anything until you
talk to me”. The private treaty people are the com-
petition, not our fellow auctioneers. Competition
comes from the people who sell in ways that involve
taking orders, not those who set prices. That is our
job. The private order takers call us everyday, want-
ing to know what something brought at auction. We
are the pricesetters. Talk to us first. This is the year
of the auctioneer, and let’s take advantage of it. Let’s
meet the challenge and get the job done.

| know that there are many NAA members who
are not here tonight, and there are people who have
come to an NAA convention for the first time this year.
Some of you have never been to any of the NAA
seminars, some of you have never been to the CAI
program. But for all of you, | offer this true story
that reflects the philosophy of my life.

When | was a very young boy, | had polio. The
doctors said | would never walk. Well, | assure you
that | can stand before you today and tell you that
they were wrong. But there has been a lot of things
happen since that time which has established my
strong life philosophy. | only remember the high-
lights because | was only four years old.

But | do remember two things — polio hurts,
and | wanted to do things that | couldn’t do. | also
know that | had a mother who wouldn’t give up, and
a father who was willing to try anything. We had
an old country doctor who said, ‘| want to make this
boy walk if | can. They said he can’'t do it, but we
will try.”

He had gone to a meeting in New York and had
heard about a little lady named Kinney. She had a

program that used hot and cold water to make
muscles reflex, then maybe someday walk. Make

muscles work that wouldn’t work. To make a long

story short, my daddy hauled ice and my mama hot
water. They put those tubs in and dunked me one
side and then the other.

Now just how long that went on, | don’t know.
But | do remember that it hurts a little when it is too
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hot, and hurts when it is too cold. But that treatment
didn’t do all the work. My parents bought me a tri-
cycle and made me pedal. We had to stretch the
muscles and make them work. While the doctor con-
tacted Kinney to find out what to do next, | wore out
the rubber tires of the tricycle, and wore out the floor
boards of the porch. | wore out the patience of a
father and almost ruined the love of a mother. But
they wouldn’t give up, and neither would the doctor.

After many months | could run and fall down.
And that’s an accomplishment. | could walk and fall
down, and | could run and fall down. | am not telling
you this story for sympathy or anything else. | am
telling you this story because it actually happened.
We all have stories of achievement to tell. But after
finding out about shoveling coal, going on to high
school, and playing basketball, accomplishments
have been made. My senior year | had the honor of
being chosen the outstanding basketball player of
the state. We won the state championship. The doc-
tor was there, my parents were there along with many
other friends, to see the boy who “would never walk™.

Ladies and gentlemen, this is the year of the
auctioneer. There was a doctor in a little Kansas
town who cared enough to take time out of his busy
schedule, to listen to ideas that no one else believed
in, to do something that somebody said you can’t do.
He took those ideas, put them to work, and made a
boy walk who couldn’t.

Don’t tell me you can’t sell it at auction, don’t
tell me you haven’t got time for an NAA seminar.
Don’t tell me you haven’t got time for CAIl. | can’t
believe it because | know a man who cared enough
to make me do what people said wouldn’t happen.

This world is full of clients who are asking you
and me for “help”. Itis up to us — NAA members —
and no one else, to find out how to best help them.
We must, it is our challenge. Yes, ladies and gentle-
men, this is the year of the auctioneer.

Need License
Law Information?

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

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

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

Advertisement
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Letters to THE AUCTIONEER continued

Auction computer solves problems

| am writing THE AUCTIONEER as a result of
my attending the NAA Convention in Atlanta. Much
has been written by others in the field regarding
benefits enjoyed from computerizing, but | would like
to add my comments — as an industrial auctioneer
— which | hope other NAA members will find inter-
esting and beneficial.

At the Atlanta convention | was especially im-
pressed with the number of computer programs dis-
played, and presently available to auctioneers. With-
out doubt, the need to computerize has now been
recognized as being a necessity.

My own auction business, which primarily deals
with industrial equipment sales, requiring detailed
reports to banks, attorneys and courts, was being
buried in repetitive paper work. The necessity of
repeat material mailings of approximately 5000 flyers
each week to potential buyers also added to this
constant retyping problem.

Two years ago | decided that a computer pro-
gram for auction sales and mailing lists was my only
hope to relieve me of these burdensome tasks. After
researching the computer market with a list of needs,
which included portability (as | travel from city to
city), capacity and speed, | found the Apple Il Plus
computer ideal for my purposes.

A program was designed for me which now

handles all of the functions of an auction sale, from
entering a catalogue, registering buyers, consign-
ments, and printing summaries.

This has greatly reduced the tedious task of
clerking services and recapping sale information,
saving me time and lowering my secretarial costs.
In addition, a mailing list program was developed to
organize the various trade catagories | use, with
the ability to add to, delete, and merge listings from
various sales.

In looking for further uses for my computer, |
found that inexpensive, packaged programs for pay-
roll and accounting were available. | now enjoy these
benefits, also. .

Without question, the employment of a com-
puter has allowed me to expand my auction capabili-
ties, better serving my clients and saving me time
and money. It has proven to be one of the wisest
investments that | have made in my 34 years of auc-
tioneering.

Joseph Finn
NAA member auctioneer
Boston, Massachusetts

You may be selling more at auction in the future
— motorcycles sales to reach $6 billion by 1995,
bicycle sales to $3 billion.

AMERICAN BUSINESS

The Auctioneer’'s ‘‘Auctioneer’’

HEN YOU HAVE AN AUCTION THAT
REQUIRES THE FACILITIES THAT
ONLY A NATION-WIDE ORGANIZATION CAN
OFFER, HUDSON AND MARSHALL, INC. IS
READY TO WORK FORYOU. IN ADDITION TO
THE SERVICES AND EQUIPMENT LISTED HERE, A
LARGE STAFF OF HUDSON AND MARSHALL
SALES ASSOCIATES IS AVAILABLE FOR CON-

SULTATION IN PRACTICALLY EVERY CATAGORY
OF REAL OR PERSONAL PROPERTY.

® COLORFUL TENTS (For Outside Sales)

®@ ALL ASSOCIATED EQUIPMENT (P.A.
Systems, Chairs, Organs, Sound Trucks,
Cattle Pens, Portable Generators, Etc.)

® NATIONWIDE ADVERTISING (In House
Agency)

® NATIONWIDE MAILING LISTS

® FINANCING AVAILABLE (On Most All
Properties)

® NATIONWIDE TOLL FREE TELEPHONE

CALL THE AUCTIONEER’'S AUCTIONEER",
HUDSON AND MARSHALL, INC. . ..
WE’'RE READY TO WORK FOR YOU!!!

BROKER PARTICIPATION INVITED.

Call Toll Free

In Georgia Call
800/342-2666

Elsewhere Call
800/841-9400
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Beat Inflation @ Buy Direct From England

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

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

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

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

Rolls Royce Vintage Cars available by order

Roll Top Desks Bow! & Pitchers Windsor Chairs Biscuit Barrels =]
Organs | Whicker Furniture Draw Leaf Tables Dressing Tables
Parlour Set 3} Smokers Stands Cast Iron Items Inlaid Furniture
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Carriage Clocks Paintings Captains Chairs ] Tapestries
Curio Cabinet id Sets of Chairs Bookcases | High Boys ]
Player Pianos H Brassware Pub Furniture Oriental Items
Sideboards Mantle Clocks Wardrobes Music Boxes
Secretarys Cut Glass Bronze Figures Carvings
Rocking Chairs Wedgewood Chest of Drawers Architecture

Spode | Card Tables )

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

What is the population of your area? ...

Do you sell Retail/Wholesale/AUCtiON? .....oo oo

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

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

% Fine Quality Graded Shipment $20,000

Stwainbank Antiques Exporters Ltd.
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Please write for a catalogue or telephone for immediate delivery: 22 days door to door service.

THE AUCTIONEER



Auctioneers needed, |
contact prospect Jazst calll ! |

&

5 18° (\Dhain forGents 50
: = \\;\ ' $
Occasionally the NAA office receives inquiries JEWELRV ] "-’;;'l\.,l\\,\n\M.n.u
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the inquiry was directed to the auction section of =)= Ac-r_s|ZE
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quiries about specific auction services will be pub-
lished in THE AUCTIONEER magazine.

buy from...

_AnneLynn Gross
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The LSlﬂﬂ"w Auctioneer

Below is a letter received at the NAA office ask-
ing for auctioneers or auction services. The person
in the letter has been informed that the letter will
appear in THE AUCTIONEER; and that he can expect

|

to be contacted by NAA members. PLEASE CT-IECK"‘» ]

STERLING SILVER O EFCKIE{ACE % ngog/‘ui%e"g
Needs restaurant equipment 14K YeLLow GoLD %NE?ZP?LA&E 176.00/1°018°0
PIN OR TIE TACK $132.00 O
| would like to be placed on the mailing list of MAIL TO; ANNE LYNN GROSS | PLEASE NOTE
any of Minnesota auctioneers involved in the sale of | P.O. Box 1412 MAILING € | |
restaurant equipment. Thank you. Frederick, Maryland 21701 | {NQURANCE
NAME - ADD $5.00
John W. McElhatton ADORESS ] ALLOW 4-6
1607 Mt. Curve Ave. So. || AMOUNT ENCLOSED WEEKS FOR
Minneapolis, Minnesota 55403 I 5% TAX FOR MD. RESIDENTS ONLY DELIVERY |
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Gordon E. Taylor
President

St. Paul Union
Stockyards
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SOUTH ST. PAUL LIVESTOCK AUCTIONEERING SEMINAR

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

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

A specialized course in Livestock Auctioneering and Sale pavillion operation and management.

You will be selling in the world’s largest, near-new, air-conditioned cattle and hog pavillions at
l the South St. Paul Stockyards.

Seminar is held the 1st week in February.

For catalog and enroliment information Send to:

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

P.O. Box 949 — Phone 515-423-5242 or 6396
Mason City, lowa 50401
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Board of Directors,
three meetings held

By Harvey L. McCray
NAA executive vice president

Three meetings were held by the NAA Board of
Directors recently, and the decisions of the Board
which are important to the membership will be sum-
marized in this report.

The first meeting, a ‘‘special”’ meeting, was held
for the primary purpose of determining the status of
the Headquarters Relocation project and the building
of the proposed headquarters office building in Over-
land Park, Kansas. That meeting was held June 29,
1982 in Overland Park.

The second and third meetings were held dur-
ing the 1982 NAA Convention in Atlanta, Georgia.
The second of the two meetings was considered the
organizational meeting of the newly elected members
of the Board of Directors. The first meeting was held
on Tuesday night and all day Wednesday, July 27-28,
at the Atlanta Hilton Hotel. The second meeting was
held on July 31.

A summary of the important decisions and is-
sues of all three meetings follows.

June 29, 1982, meeting

At the special meeting, the Board:

® Heard a report by James Balderson, Lund &
Balderson, Architects, Overland Park, Kansas, of-
fering information about the design and costs to
construct the new building.

®* Heard a report by Martin E. Higgenbotham, chair-
man, Headquarters Relocation Committee, in re-
gards to the manner in which the new headquarters
building can be financed, due to the fund raising
support of the NAA membership.

* Accepted the basic building design as presented
to the Board by Lund & Balderson, Architects.

* Determined that the real property in Lincoln, Ne-
braska (current NAA office) be sold to the highest
bidder without reserve at public auction.

® Decided that the NAA Board of Directors establish
a ground breaking target date of September, 1982,
provided that the fund raising efforts during the
1982 Atlanta Convention produce a minimum of
$100,000 in cash on hand, with a minimum of

Closeout JEWELRY 55¢ doz.
Catalog — 25¢
Roussel’s 107-190 Dow Ave.
Arlington, Massachusetts 02174
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Decisions of the NAA

$100,000 new pledges, and provided that an ac-
ceptable new construction contract is available.

July 27-28, 1982, meeting

At the July 27-28 meeting, the Board:
Approved president Buckles’ appointment of the
following to the FmMHA Committee: Hugh B. Miller,
chairman, Rex B. Newcom, Haskel Ayers, Sammy
L. Ford and Richard T. Kiko.
Accepted president Buckles’ appointment of
Wayne Ediger to serve on the Nominating Commit-
tee, replacing Ernest Freund who was unable to
serve.
Heard and accepted the treasurer’s report, as
submitted by Dean Fleming, NAA treasurer.
Decided to trade the NAA van for a 1983 model,
a van which is comparable in price to the one cur-
rently owned.
Accepted the Hyatt Regency Hotel, Louisville, Ken-
tucky, and the Hyatt Regency Hotel, New Orleans,
Louisiana, as the headquarters hotels for the Jan-
uarly and February, 1983 NAA Seminars respect-
ively.
Accepted the Hilton Plaza Inn Hotel, Kansas City,
Missouri, as the hotel in which to hold the January,
1985, NAA Real Estate Seminar.
Allowed the executive vice president to select the
hotel for the February, 1985 NAA Seminar in Will-
lamsburg, Virginia. (NOTE: the hotel chosen is
the Motor House in Colonial Williamsburg.)

WORLD’S MOST MODERN AND
EFFICIENT AUCTIONEERING SYSTEMS

o e

. g s e

R oy o o R T R S i
R 3 - R D0 ety

Auction Top
Fits on Standard
2 or ¥ Ton Truck

Clerkmobile T.M.
Patented Clerking
System Installed

Used auction tops and Clerkmobiles for sale.

For Free Literature and Additional information —

Auctioneering Systems
Art Feller-Box 267
Cissna Park, Ill. 60924

Yes . . . Send me Free Literature.

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

Ph. 815-457-2202

Name
Address
City
State Zip
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Went on record in favor of the amendment to the
By-Laws of the NAA, as requested by the Auxiliary
to the NAA, in regards to adding Auxiliary member-
ship to the membership classification.

Approved the program to investigate and study
involuntary auctions now being conducted federal-
ly and statewide, and to determine if future recom-
mendations, Iin regards to involuntary auctions,
are to be made to the Board of Directors.

Accepted president Buckles’ appointment to the
Involuntary Auctions Committee as follows: Hugh
B. Miller, chairman, Harry Anderson, and Louis B.
“Benny” Fisher, Jr.

Requested from each state, requiring auction li-
censes, to send to the NAA office a list of licensed
members which will be used to promote member-
ship in the NAA.

Approved a motion that the president write a per-
sonal letter to every member of the NAA, request-
ing that each member secure one new member
during the 1982-83 NAA Year (July 1, 1982 through
June 30, 1983); and that a new membership appli-
cation form be included with each letter.

Approved a membership campaign nationwide with
winners to be named in each of the five regions
currently used in the NAA Convention Site Selec-
tion process. A prize of $50 will be awarded to
each regional winner and $150 to the national win-
ner. It also was determined that a separate cate-
gory be established for auction schools’ manage-
ment and staff entering the membership contest.

MINN.

®* That the NAA membership kit, now being used, in-

clude two forms to use in soliciting two new mem-
bers rather than one. |

That the Laws & Regulations Committee study,
with legal counsel, the wording to support an
amendment at the January, 1983, meeting which
will provide for associate membership in the NAA
for clerks, cashiers, auction market owners, auto
auction facility owners, etc. It was further clarified
that the Committee discuss the need to restrict as-
sociate memberships ONLY to non-auctioneers
and those who serve with or service the auction-
eers; and that privilege of associate membership
will not permit voting rights, etc.

Reviewed several grievances, which were sub-
mitted against NAA members, but learned that
none of the grievances necessitated taking action
or possible suspension of membership for any
NAA member.

Received enthusiastically a report from W. Angus
Davis of South Carolina in regards to his proposed
“Buy America Back’’ campaign (re: the U.S. Gov-
ernment using NAA members to sell surplus items
at auction); and determined that the membership
be offered information about the program in hopes
of having each member correspond with their con-
gressional representatives showing support for the
Buy America Back auctions. (NOTE: The editorial
staff will feature W. Angus Davis’ idea in a future
issue of THE AUCTIONEER magazine.)
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Auction Franchise

Available
In Selected Areas

Thinking Auction???
. . .. Think UNITED!

This is what your customers will be thinking as our network of offices grow.

We have franchised the name UNITED AUCTIONEERS and will soon be, to the auc-
tion profession, the same as CENTURY 21 is to the real estate business.

Market identity is the key. And, UNITED AUTIONEERS is the answer to a more
profitable and successful business.
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Protected territory

Access to extensive mailing list
Professional advertising advice
Registered name and trademark

Leads from national and local advertising

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

*

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

8990 W. Dodge Rd.. Suite 315

Omaha, Nebraska 68114
Phone: 402-397-9959
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®* Approved a program to have a cost analysis pre-
pared in regards to NAA conventions, to determine
how the membership can afford attending the NAA
conventions more easily (re: hotel room rates, reg-
Istration costs, etc.). Further, that a survey be pre-
pared and distributed to the membership, via the
magazine, to determine why the membership is not
attending conventions and educational programs’
events.

®* Defeated a motion, which was proposed to instruct
the Nominating Committee to nominate not less
than two candidates for the office of vice president
If qualified candidates are available.

®* Selected the Diplomat Hotel in Hollywood-by-the-
Sea, Florida, as the site of the 1987 NAA conven-
tion.

®* Allowed the NAA office to provide computer in-
voicing for the Certified Auctioneers Institute,
which will provide the NAA with a method of veri-
fying that each CAl member is a member of the
NAA; said proposal is subject to the approval of
the CAl Board of Governors if and when proper
procedures are successfully initiated.

®* Expressed gratitude to president Howard Buckles
for a “job well done’ as president of the National
¢uctioneers Association during the 1981-82 NAA

ear.

July 31, 1982, meeting

During the first, organizational meeting of the
Board of Directors for the 1982-83 NAA year, the
Board:

* Welcomed the newly elected officers and directors
to the Board of Directors.

* Approved the appointments of committees as
recommended by president Rex B. Newcom
(NOTE: the list of committees was published in
the September, 1982, issue of THE AUCTIONEER
magazine).

® Approved president Newcom’s recommendation
that Charles E. Cumberlin be appointed to serve
on the Board of Governors of the Certified Auction-
eers Institute as the NAA’s official representative.
NOTE: Two representatives of the NAA Board of
Directors are appointed, each for a two-year term.
Charles Cumberlin was appointed to serve begin-
ning January 1, 1983 through December 31, 1985.
Rex B. Newcom’s term will expire on December
31, 1983. Executive vice president Harvey L.
McCray is a permanent member of the CAl Board
of Governors, and serves as a non-voting secre-
tary-treasurer.

®* Rejected a proposal at the current meeting to pur-
chase a conference table and 18 chairs with which
to use in the Board Room of the soon-to-be con-
structed NAA office (NOTE: the table and chairs
are available now from a private individual in the
United Kingdom).

® Tabled a motion to have the NAA office personnel
distribute, weekly, to auction schools, the names
and addresses of those persons requesting a list
of auction schools which advertise in THE AUC-
TIONEER magazine.

* Accepted the Budget for the 1982-83 NAA year.

* Authorized the Archives Committee to determine

October, 1982

the necessity of contacting more than the one in-
terior design specialist, who already has been
assisting the committee to determine how the
Archives Room of the new NAA office is to be de-
signed.

The actions and decisions as summarized above
from the minutes of the three meetings of the Board
of Directors represent only a portion of the time spent
by the Board reviewing items, which were submitted
to the Board and to the Committees. The summary
offers information which is of primary interest to the
entire NAA membership and which does not affect
any one member as an individual. Response to any
individual member’'s request will be made to that
member by the executive vice president.

estern
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Headquarters

Relocation
Fund Report

New fund raising
effort at 1982 NAA
Convention; pledges
closer to goal!

By Martin E. Higgenbotham, chairman
Headquarters Relocation Fund Committee
Lakeland, Florida

813-688-6094

If you were unable to attend the 1982 NAA Con-
vention in Atlanta, Georgia, you missed the excite-
ment, which was generated by the membership who
participated in the Headquarters Relocation Fund
fund-raising auction. Proposed areas of the new
headquarters office building were sold at auction so
that the membership can identify their contributions
In specially designated areas.

Last year at the 1981 Las Vegas convention, sev-
eral areas were sold at auction and contributors
made pledges in excess of $400,000. Then, in At-
lanta, over $100,000 was pledged to add to the origi-
nal funding to help the Headquarters Relocation Fund
Committee realize its goal of having $600,000
pledged.

The 1982 fund raising event was kicked off when
the first item was sold at auction. The Texas firm of
Miller and Miller Auction Company bought, for $8,500,
the picture window to be installed in the Board Room.
That was the beginning of the very successful auc-
tion!

The landscaping was then sold for the com-
bined amount of $10,000 and the successful bidding
was shared by the Yoder & Frey Auction Company of
Ohio and the Henderson Brothers Auction Company
of Louisiana.

The next item to be auctioned was the outside
identification sign for $5,000 to Gary Fingleman of
Texas. Then, the flagpole was sold for $10,000 to
another Texan, Pete Bond of Bond & Bond Auction-
eers. Dean H. Parker of Utah and Harrison J. ‘“‘Bus”
Retmier of Indiana shared the cost of the patio area
by being the combined high bidders in the amount
of $7,500.

When the Headquarters Relocation Fund auc-
tion was over, an additional amount of $106,000 was
raised. All of the successful bidders will receive
appropriate recognition in the areas on which they
bid during the 1882, and 1981, NAA Conventions.

| have been overwhelmed when | read the list of
contributors to our Headquarters Relocation Fund

THE AUCTIONEER



ARCHITECT'S MODEL of new NAA headquarters
building in Overland Park, Kansas.

program! Pledges and contributions have been re-
ceived from not only members, but friends, relatives
and just plain supporters of the auction method of
selling real and personal property!

Midway through the Headquarters Relocation
Fund Raising Auction, during tht 1982 Convention, a
young lady stood up and said, ‘| have been saving
my eggs and milk money and am so very excited
about this new office and what the auctioneers are
attempting to do here tonight, that I’'m going to give
$1,000 to the Building Fund!” She promptly stood up,
pulled out a check and wrote it for the $1,000 amount.

That $1,000 check was written by our new
President’s mother, Mrs. Viola Newcom Wilson, who
attended the 1982 Convention to honor Rex Newcom
as the incoming NAA President. The presentation of
the check by Mrs. Wilson was the highlight of the
evening for many, especially me!

Mrs. Wilson is retired; has absolutely nothing to
gain, monetarilly or otherwise, by her donation to the
NAA Building Fund. She realized and understood
what the auction profession is and what the NAA is
attempting to do for its members and auctioneers
everywhere.

NAA members are supporting our Headquarters
Relocation Fund program — not only those who have
been members and supporters of our programs for

years, but those who have just joined the NAA or
are very new in the profession. Many contributors in
Atlanta have just graduated from an auction school
and their support is not only welcomed, but needed!

Some of the new auctioneers — new NAA mem-
bers — made pledges of $1,000; others $2,500 and
some, $5,000! These new members were inspired by
the actions of NAA members who have supported
the NAA from the day of its inception to the present
and these active auctioneers and families continue
to give of their time, energy and money for the bene-
fit of the auction profession!

The 1982 Headquarters Relocation Fund pro-
gram was very successful just as the 1981 program
was! We needed the support we received in Atlanta!

We are approximately at 84% of our fund raising
goal in pledges to construct our new building. Our
greatest need to date, however, is to obtain from our
contributors enough cash in hand as we possibly
can so that the Board of Directors will give us the
okay to dig the footers for the new building.

In order to commense construction, the NAA
Board of Directors insists on having at least $100,000
in the Headquarters Relocation Fund bank account
and another $100,000 readily available. We are near
those goals, but have a little ways to go. Hopefully,
this goal will be reached by November 1 so that
construction can begin, but nothing will be done or
can be done until we do have enough cash to initiate
construction!

| extend a personal invitation to those of you who
have yet to participate in this great effort to complete
the pledge card, which is printed with this Head-
quarters Fund program report, and return it with
your pledge and contribution immediately to the NAA
office. We need the support of the entire member-
ship.

Remember, the pledges can be paid over a five-
year period, if needbe, but obviously we need as
much cash up front as we can possibly obtain. The

Continued page 17, column 2

Headquarters Relocation Fund, National Auctioneers Association

In consideration of the gifts of others, the undersigned pledges the sum of

Card No

Pledge Amount

Amount Paid Now

dollars ($ ). Payment to be made as follows:
Balance
O Entire amount now, or: O § now and balance in full on or before .19
Payment Period
in payments of: $ O annually 0O semi-annually 0O quarterly [0 monthly; or as follows:
Division
First payment due: (Date) , 19 Signed
Business Address
City State Zip
Residence Address
City State Zip
Phone: (Bus.) (Res.)

Checks payable to: NATIONAL AUCTIONEERS ASSOCIATION

October, 1982

Indicate preferred mailing address: [ Business [J Residence
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Auctions to help fund
U.S. Olympic athletes

The United States, for the second and possibly
last time in this century, will host the Summer Olym-
pic Games in 1984. The United States Olympic ath-
letes are able to compete in the Games only because
they are supported by various fund raising activities
throughout the country, one of which is auctions.

The revenue generated from these auctions
helps to send American teams to national and inter-
national competitions; to provide economic assist-
ance to promsing athletes; to fund a unique sports
medicine program; to support and maintain the
Olympic Training Center in Colorado Springs, Colo-
rado.

The United States Olympic Committee has indi-
cated that they will enjoy the opportunity of working
on a cooperative basis, with clients of National Auc-
tioneers Association members, to conduct auctions
In various parts of the United States to benefit Ameri-
can amateur athletes. Auction goers will be partici-
pating in a once-in-a-lifetime experience — an eve-
ning filled with national pride and excitement, and
an opportunity to “‘jump on board” with all the ener-
gy and inspiration that is the Olympics — but most
significantly, to help our national Olympic hopefuls.

To learn more about this opportunity to help
the United States Olympic Committee’s fund raising

MR., MISS, or MRS. AUCTIONEER!

ADVERTISE YOUR ANTIQUES OR COLLECTIBLES
AUCTION IN AMERICA'S LARGESTAND WIDEST
READ PUBLICATION ON ANTIQUES
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auction activities, please contact: Betty Polston,
United States Olympic Committe (Entertainment-
Special Events), 2001 Wilshire Blvd., Suite 301, Santa
Monica, California 90403, phone 213-829-9902.

Continued from page 15

Headquarters Relocation Fund Committee; the Board
of Directors; and those who already are supporting
this worthwhile program will appreciate your contri-
bution and pledge very much!

Building the new NAA Headquarters Office is a
challenge, in which many of us will never have an
opportunity to participate again. This new office is
to be built with a future in mind and will take care of
the needs of the National Auctioneers Association
for many years to come. Consequently, if you want
to be a part of this campaign, it is imperative that
you act now!

If any member of the NAA has any thoughts,
ideas, comments, questions or anything whatsoever,
concerning this fund raising endeavor, please feel
free to call me, Marty Higgenbotham, 813-688-6094,
and/or Harvey McCray of the NAA office for your
answers.

Again, | thank you for your participation and
your check. You will be participating in a very im-
portant and worthwhile program of the National Auc-
tioneers Association!

WEEKLY

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

we can bring a good crowd to your antiques auction. Our national readership is in direct proportion to

the population of the USA.

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

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

PO BOX 1050-A

October, 1982

THE ANTIQUE TRADER WEEKLY

Phone (319) 588-2073

DUBUQUE, IOWA 52001
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If you have an on-

concern about the cost of auction control

up, your worries may be

The cost of operating an auction goes up every year. And in an effort to control
these costs, RSI-Computer Group has developed a computerized auction control system.
Based on the belief that time is money, this software and hardware system enables

===\t Yyou to serve your clients and bidders with speed and accuracy by
4 performing these functions: —Sale Inventory Input, —Sale Catalogue,

J‘, —Auction Sheets, —Buyer Registration Input,
—Buyer Registration Printout, —Sale Input, —Sale
Control and Reconciliation,—Invoicing, —Buyer
Status Inquiry, —Inventory Inquiry, —Sale Recapit-

- ulation, —Report of Sale.

Additional software handles payroll, accounts
recelvable, accounts payable, and a general ledger.
Under development is a comprehensive mailing label system.

Currently used by Norman Levy and Associates, Ralph Rosen Associates,
S. Hochman & Co.,Rabin Bros. Auctioneers and Jim

@
Davis Auctioneers, this minicomputer weighs only FeSelle Complﬂel‘ gr OUP

65 Ibs. and costs under $10,000. 2520 W. Mockingbird, Dallas, Texas 75235

an : For more information, write or call 350.2:
s . nJ.\ \'e ¢ - Telephone 214-350-2381.
‘! ‘l\')“) Car]a Murray Or Jacqlne Stephens_ Outside Texas call toll-free 800-527-5134

b &
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The NAA Group
Insurance Program

By Harvey L. McCray
Executive Vice President

For years many of our members have taken ad-
vantage of the Group Health and Accident Insurance
program offered to NAA members by Mutual of
Omaha. During the years that the Mutual of Omaha
program was being sold to the NAA membership, the
NAA office was fielding complaints that the program
was eligible only to the members and their families,
but not to the employees of the members.

The NAA Board of Directors, in an effort to pro-
vide a broader insurance program for the member-
ship for health and accident protection, endorsed, as
the new insurance company, Alexander & Alexander,
Inc., an insurance brokerage firm. Alexander &
Alexander, with the help of Paul Burke and Associ-
ates, Inc., put together a program for the members
of the National Auctioneers Association, their families
and employees, which is available in all states at a
very competitive pricing.

As with any group insurance program, the mem-
bers of the group being offered insurance coverage
have to participate in the program to continue having
group coverage. The initial costs to establish our
Associdtion group program are extremely high. It
may mean, also, discontinuance of any other group
program in order to maintain the newer group pro-

Where to get Information
on the NAA Approved
Insurance Programs

Application forms and literature offering
Information about the two new insurance pro-
grams, which have been prepared for NAA
members by the Alexander & Alexander, Inc.,
insurance brokerage firm (Group Health and
Accident and Errors & Omissions have been
distributed to the membership periodically from
the NAA office. Some confusion has been indi-
cated about which insurance specialist is the
official program as endorsed by the NAA Board
of Directors.

Officially, Alexander & Alexander, Inc. is
the company providing the Group Health and
Accident insurance program with the help of
the Paul Burke and Associates, Inc., a Minne-
apolis based firm. And, Alexander & Alexander,
Inc., has provided for the NAA membership an
Errors & Omissions protection program.

If information is needed or wanted about
either or both of the programs, write to or call
the NAA office and application forms FOR EACH
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gram.

Many NAA members are still covered under the
old Mutual of Omaha program. The NAA Insurance
Committee is suggesting that you seriously consider
switching to the new Alexander & Alexander, Inc.,
group insurance program to allow us to continue
offering a program, which will provide Health and
Accident Insurance coverage to the individual NAA
member; his or her family and dependents; and to
the employees of the NAA member’s auction firm.

Many phone calls have been made to the NAA
office by members seeking information about the
Group Health & Accident Insurance program of the
National Auctioneers Association. Too often mem-
bers want to know rates before they complete the ap-
plication for coverage. You must provide information
before rates can be determined and you cannot and
will not be covered in the new program until you are
billed for and pay your first premium.

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

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

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

~ huJick hlzrh

Box 147 Northfield, Mn. 55057

INSURANCE PROGRAM will be sent to you in
return mail. All members then are to complete
the Application Form and return it to the proper
address, which will be shown on the application
forms. The application forms must be com-
pleted for each program, before information on
rates can be offered. Even though the appli-
cation form is submitted, coverage will not be-
gin until the NAA member submits his or her
premium for the coverage.

The Mutual of Omaha Insurance Company,
one time, was the sole and official insurance
company to provide Health and Accident in-
surance coverage to the NAA members. How-
ever, the NAA Board of Directors, in 1979, re-
viewed the programs of Mutual of Omaha and
other insurance carriers and determined that
from that date on Alexander & Alexander will
serve as the “‘official’”’ insurance specialist for
NAA members.

The difference in the coverage offered to
NAA members by Mutual of Omaha and Alexan-
der & Alexander, Inc., is that A&A provides pro-
tection for the NAA member, his or her family,
AND his or her employees. The Mutual of Oma-
ha program offered protection only to the NAA
member and his or her family — no employee
protection was provided at group rates.
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BIG EXTRA
PROFITS

Chicago, IL 60607
By i R, | Area Code 312-421-5140

o5 Or Visit our Giant Showrooms

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

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

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

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

*Catalogs without our name available for your use

To: Cook Bros., Inc., Dept. A976
MAIL 113 N. May St., Chicago IL 60607
THIS Yes, | want to make more money! RUSH my copy of your big, new wholesale cata-
NO-RISK BAY TSI et sosmstneem oo T
(OUPON AdAress. e
Gy e
State. .. LVP
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A general liability
iInsurance policy is
not Auctioneers’
Errors & Omissions

By Rennie Walt
Vice President
Alexander & Alexander, Inc.

| want to thank all of the members of the NAA
who stopped by the Alexander & Alexander display
at the NAA Atlanta Convention. A great deal of in-
terest was shown, and many questions were asked,
about the NAA endorsed insurance programs.

After visiting with NAA members, it became ob-
vious that there is some confusion about Errors and
Omissions insurance and its coordination with Com-
prehensive General Liability. In several instances,
auctioneers indicated that their insurance agents had
said that Errors and Omissions exposures were cov-
ered under the Comprehensive General Liability
policy of the auctioneer. At the time, | felt this was
incorrect, and after doing some research, | find it is
extremely unlikely that a NAA member has Auction-
eers’ Errors and Omissions coverage included in his
General Liability policy.

A Comprehensive General Liability policy pro-
vides protection to the auctioneer for bodily injury
and property damage. An Errors and Omissions
policy provides protection to the auctioneer for fi-
nancial loss resulting from an act, error, or omission
committed by the auctioneer.

If your agent indicates that both exposures are
covered under the same contract, | suggest you in-
vestigate further.

During the Atlanta Convention one member in-
dicated both general liabilities and E&O were covered
under the same policy, and he said he even had the
policy with him at the convention. After reviewing
the form, we found that it was a well written package
policy protecting the general liability exposures of
the auctioneer, his office contents, and a few other
incidentals; however, no protection was offered for
errors and omission exposures.

If you have trouble interpreting your insurance,
contact your agent, or ask your legal counsel to re-
view it for you. If you need additional information
about the Errors & Omissions insurance available to
you thru the NAA’s approved program, contact:

Rennie Walt, Alexander & Alexander
Suite 400, The Atrium, Lincoln, NE 68508
Phone: 402-475-5671

There have been many inquiries during the past
few years, about where NAA members can buy Auc-
tioneers’ Errors and Omissions insurance. Because
the inquiries were so numerous and from all over
the country, the NAA Board of Directors felt a pro-
gram should be developed for the membership.

During the fall of 1981 an Errors and Omissions
program was finalized with a policy, application, and
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rating structure developed specifically for the NAA
membership. During the last ten to twelve months
many of our members have taken advantage of the
protection and are covered under the program.

The majority of the membership, however, has
not taken advantage of their Association’s insurance
program. Unless the number of members partici-
pating increases substantially in the near future, it
is quite possible that the coverage will have to be
offered to auctioneers outside the membership of
NAA.

There have already been claims under the NAA
Errors and Omissions program. To offset those
claims, premium dollars need to be generated to
make the program successful.

A comparison of Auctioneers’ E&O
Insurance with Real Estate
Agents’ E&O Insurance

There are several states where the auctioneer-
ing of real property is not included under the Real
Estate Agents’ Errors and Omission insurance policy.
The ability to get this exposure covered will vary from
state to state and from insurance company to insur-
ance company; however, there are very good insur-
ance companies writing Real Estate Agents’ Errors
and Omissions insurance with absolutely no exclu-
sion for real estate sold at auction.

If you fall into the category of a real estate
agent, selling real estate at auction and other than
at auction; an appraiser of both real property and
personal property; and/or an auctioneer of real and
personal property, to protect yourself in all of these
areas, two insurance contracts are needed. First, the
Auctioneers’ Errors and Omissions policy will provide
protection for the auctioneering of personal property,
the appraisal of personal property, the appraisal of
real property, and the auctioneering of real property.
The Real Estate Agent’s Errors and Omissions policy
will provide protection for the conventional sale of
real property, and depending upon the insuring
carrier, may extend to provide coverage for the auc-
tioneering of real property and the appraisal of real
property.

The appraisal and auctioneering can be covered
under the Real Estate Agents’ Errors and Omissions
policy, and it probably will be more economical to
cover the exposure there than under the Auctioneers’
Errors and Omissions policy. With both contracts,
the Real Estate Agents’ and the Auctioneers’, the pre-
miums are going to be based upon four things: the
limit of liability desired; the deductible desired; the
number of people to be covered under the policy;
and, in certain instances, annual receipts. There are
other things that will also have an impact on the an-
nual premium, such as specialization in certain fields,
and prior losses. If your current insurance agent
cannot properly protect you at what you feel is a
fair price, contact your Association insurance repre
sentative, Alexander & Alexander, Inc. (See address
and phone number in preceding article.)

21



Here are the Winners! Sheldon Cord’s

' ;nmwm& AR Sechat Set.
ihsgﬁi*ii SSEaahaed  $3.75 set

3/ 3-way power
110/220 Volts

e ; 5" B&W TV w/AM/FM & Cassstts
Recorder 3140.05 ea.
o ' LCO Ladles i o o
Gradient $17.90 dz. LCD Men’s S5-Func. Twist sl . “Walk-Along”

25.-Pc. S-Func. Twist  band watch

\ AM/FM Radio

%" Drive N _ _ band watch $4.50 ea. 3 | 1w/Headset
Socket Set y $4.50 ea. | | y §519.90 ea.
s iosicalll NP Y - ; i/ Miso available

> with Cassette only.
$31.00 ea.

Musical
Lighter

S0

Asst. Color

I-Shets -
R Cannon Bath tmtfs.::dn[?i;. Set with 2 Decks = B |
2-Ton “Gcnu llong Pulley ;‘;‘;Eg 5 g $22.80 dz. car :nl:l:llﬂl " 'T?;:B:-:':ﬂ
Some places  IN YOUR AUTO
THE TIME IS RIGHT! _ o
Now...keep yourself on time with the“ SR —"""""

Quartz Crystal STICK-ON™
CALENDAR CLOCK

% QUARTZ CRYSTAL ACCURACY.  AUTOMATICALLY ADJUSTS TO % BATTERY INCLUDED—RUNS FOR
% EASY-TO-READ NUMBERS. LONG & SHORT MONTHS. FULL YEAR—EASYTOREPLACE. TAKE IT WITH

% THE CLOCK OF 1001 USES. % IN POPULAR COLORS. Y« TWO FELT ADHESIVE PADS. YOU ANYWHERE!
e e e e e T AN SR TIEITE

AS ADVERTISED ON TV! FOR ORDERS ONLY,
J 2-IN-ONE g CALL TOLL-FREE (800) 621-7999

NE
wm? KLA-CE i Assorted Necklace & Earring
Sets with beautiful variety of Pendants

FLOATING(~
__ 12004z,

HEART &
GENUINE
DIAMOND

THE VERSATILE NECKLACE THAT
CAN BE WORN -

IN A VARIETY OF WAYS! THE AMAZING SHELCO

WONDER PEN

HOTTEST NEW SELLER OF THE YEAR
PENS THAT LIGHT — LIGHTS THAT WRITE

Wonder Pens feature a powerful 2-cell
light which guides a strong beam directly
on the writing area.

AVAILABLE IN
NaRoas GOLD OR SILVER 36g)OZEN

SHELDON CORD PRO DUCTS OPEN MON. THROUGH FRI. 9-6 P M

OPEN SATURDAY 9-4 PM. SUNDAY 10-4 PM

The Hi-Low The Festoon
Necklace Necklace

DEPT. ST-5, 2201 W. DEVON - CHICAGO, IL 60659 PHONES: (312) 973-7070 973-7071
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Top Sellers for Spring/Summer 1982

ORDER FROM THIS AD NOW!

THE BEST IN AUCTION & FLEA MARKET MERCHANDISE

SHELDON CORD’S

MILLION DOLLAR
JEWELRY SALE

NOBODY BEATS OUR PRIGES!

THE BEST IN AUCTION & FLEA MARKET MERCHANDISE

TOOLS-ELECTRONICS—-HOUSEWARES-JEWELRY

HELDON CORD’S
MILLION DOLLAR SALE

FOR ORDERS ONLY

CALL TOLL FREE (800) 621-7993

FOR ORDERS ONLY

CALL TOLL FREE (800) 621-7999

“BLINKS AS YOU| 18" SUPER MINI AM-FM-MPX BATTERY 2. TON 17 PC.
GO” LIGHTED |  DELUXE oy, ohiD | wALKING STEREQ |  OPERATED COME  |%” DR. SOCKET
VISOR HAT | BACKGAMMON IW/CASE & AuTo|  RADIO PORTABLE ALONG SET
W/BATTERIES SET SHUT-OFF W/HEADPHONE FAN PULLEY $3.00
$3.00 EA. | §8.50 EA. - $5.90 EA. | S19.95EA. | S2.50 EA. | $8.00EA. |  ser
LCD STICK-ON I 7PC. 10 PC. 11 PC. 7 PC.
MUSICAL WO0O0D HANDLE |SCREWDRIVER| WOOD HANDLE | NUT DRIVER FOOT
CLOWN SCREWDRIVER SET SCREWDRIVER SET PUMP
CLOCK SET | $12.00 SET $2.50 $4.00
$6.75 EA. $2.00 sev | DZ. SETS | $3.50 sev SET EA.
LCD ULTRATHIN chiorens | [ qpc. 11 PC. BOX & arc. | sec | 40 PC.
MEN'S OR LADIES’ 9-FUNCTION ADJ. OPEN END PIPE PLIER 6 POINT
WATCH — DIGITAL WRENCH WRENCH WRENCH SET SOCKET
DELUXE BAND WATCH SET 5T SET $8.50 SET
$8.90 EA. $5.00 EA. $7.00 seT | $7.00 SET | $9.90 ser SET $3.50 SET
i = _ .t
NEW CAR SPOT- - - " aorc AM-EM 14 PC BOX 6 HEAVY
LIGHT PLUGS INTO TAP & DIE POCKET & OPEN END MECHANIC'S GUAGE 19”
CAR CIGARETTE | W/WUNT SCENE SET RADIO WRENCH SET VISE TOOL BOX
LIGHTER CAsE : $9.50 $6.50 EA $14.90 $30.00 $5.90
$24.00 DOZ. | $18.95m . SET ‘ ' SET EA. EA.
— JET SPEED 3 LITTLE 2-BLADE
o HAMBURGER | PULL-BACK DUKE AMER. MADE
il RADIO ACTION LOCK BLADE BARLOW
$6.90 EA $5.50 EA. | RACER CAR KNIFE KNIFE
' ; $12.00 DOZ.| $10.00pz. | $18.00 pz.
|° e . i -
MUSICAL ASST. COPPER | |5” LOCK BLADE '7PC MEN'S RAY-0-VAC | DISPOSABLE
REVOLVING MUSICAL KNIFE/LEATHER | CORONATION | PROMOTIONAL LANTERN GAS
SEA GULL su';:'ﬁ‘;';";?“ SHEATH REGALWARE WALLET W/B VOLT LIGHTER
W/MIRROR TENNIS, ETC. $27.00 TEFLON SET $10.80 BATTERY $45.00
$4.50 EA. $4.50 EA. DOZ. $15.95 SET Doz '$30.00 DOZ. |  gROSS
"——'"'——F'—-—'_'_—__—‘—_ -
ﬁ-‘:’,‘: 4PC 7PC LARGE AIRPOT P, SANYO
DIGITAL GROOVE JOINT COPPER CLAD 1.9 LITER TELEVISION MICROWAVE
ALARM PLIER SET COOKWARE HOT OR COLD SET RADAR
CLOCK $8.90 SET 6TOA ca:e - $65.00 EA. RANGE
$19.90 EA. | SET | $11.90 SET _1 $24.00 CAS 4_31_.?“'00 EA.
WINDPROOF 10 x50 ANTIQUE AM/FM AM/FM 100W ROLLS AM POCKET
UGHTER BINOCULARS D;ié :Am?.T IN-DASH IN-DASH  |[CAR BOOSTER/|  ROYCE RADIO -
CARDED W/CASE 8-TRK. CASSETTE EQUALIZER RADIO ASST.
$29.95 s::mggn PLAYER PLAYER | 7 C:‘azﬂshs $5.75 COLORS
PAIR $8.90 0. | | $30.00¢€a |$30.00¢ea | $35-00EA. A $2.50 €A,

DELUXE

IMPORTED LADIES’ FULLY MEN'S FULLY 8 PC.

HAND-HELD

TIM" IVEIIIL 2 PC. PEN/PENCIL AUTOMATIC AUTOMATIC LEATHER POOL TABLE 3-CHANNEL ::gg H;I:LE:
CLOCK "lf;‘ﬂs':f Glnfoxm PUSH-BUTTON | PUSH-BUTTON TRUCKER'S | COASTER SET 2 WATT C.B. 1500
$10.80 DOZ. UMBRELLAS UMBRELLAS WALLETS | AL wo0D | TAwE SET | vRanscever | 319
$30.00 poz. | $28.00 DOZ. | $28.00 DOZ. | | $36.00 DZ. | $6.90'ea. | $18.90 SET| $75.00 Pr. DOZ.

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

$2.000.000 INVENTORY ON HAND AT ALL TIMES. BEST IN PRICES. SERVICE. QUALITY. SEND $1.00 FOR BRAND NEW 1982-83 CATALOG.
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NAA seminars to
150 in 1983

Only 150 registrants will be accepted for each
NAA seminar in 1983. Therefore, early registration
and hotel accommodations are even more important,
as you make plans to attend seminars next year.
After that 150 limit is reached, a waiting list will be
formed to fill in after cancellations.

If you are unable to attend a seminar, refunds
will be made for cancelled registrations. However,
the NAA office must be notified of the cancellation
well in advance of the particular seminar week.

To reserve hotel lodging at either seminar, the
special hotel reservation form for each seminar hotel
will be sent to the registrant only upon receipt of the
completed seminar registration at right.

For example, the special form that you’ll use to
make your Louisville hotel reservation must be at the
Hyatt Regency-Louisville by January 2, 1983. The
only way you can obtain your Hyatt Regency-Louis-
ville reservation form is to register for the Louisville
seminar as soon as possible. Likewise for New Or-
leans. Registrations received by the NAA office will
be processed in the order of earliest postmarked
date, so prompt registration is most important.

Seminar topics announced

The three-day NAA seminars will include the fol-
lowing topics.

Louisville/Real Estate at Auction

Listing and Advertising The Real Estate Auction
Appraising Real Estate For Sale at Auction

Real Estate Law As It Affects Real Estate Auctions
Real Estate Auction Demonstration

Clerking and Cashiering The Real Estate Auction
General Concerns About Real Estate Auctions

(A special spouse orientation will be held on
Monday morning, sponsored by the Louisville Con-
vention and Tourist Bureau. Information will be pre-
sented on shopping, tours, attractions, etc.)

New Orleans/Antiques and
Collectibles at Auction

Music Boxes

Clocks

Dolls

Tour of Historic New Orleans
American Glass

Period Furniture

Each day at both seminars will include lunch for
all registrants. Also, the last session of the day ends
at 4:30 pm, giving everyone time to relax and enjoy
the seminar cities.
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The following room rates will be in effect for the
1983 NAA seminars.

Real Estate at Auction Seminar
January 24-26, 1983
Hyatt Regency-Louisville, Kentucky

Single (s) (1 person) ... $ 47.00

Double (s) (2 persons-1 bed) ...................... $ 57.00

Double (s) (2 persons-2 beds) ._...................... $ 57.00
plus 9.2% tax

Additional person in room ... $ 15.00

Antiques and Collectibles at Auction Seminar
February 21-23, 1983
Hyatt Regency-New Orleans, Louisiana

Single (s) (1 person) ... $ 72.00
Double (s) (2 persons) ..o $ 87.00
Suites:
1 bedroom-small .. ... .. ... ... $210.00
1 bedroom-large ... .. $310.00
2 bedrooms ... $385.00

Plus 10% tax

The hotel reservation card that you receive upon
payment of your seminar registration will be the only
means of assuring your hotel accommodations at
either 1983 NAA seminar. Those reservations must
be received by the respective hotels: January 2, 1983
for the Louisville seminar; January 20, 1983 for the
New Orleans seminar.

NAA seminars —
who may attend

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

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

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

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

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

Because of the 150 limit in seminar registrations,

Continued page 26
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New Orleans
Feb.

1983 NAA Seminar Registration

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

SUBJECT: SELLING ANTIQUES AND
COLLECTIBLES AT AUCTION

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

HOTEL RESERVATIONS

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

REGISTRATION FEES

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

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

$150 Three-day Seminar registration

$ 75 Spouse/guest three-day Seminar
registration

$ TOTAL NEW ORLEANS SEMINAR FEES

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

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

Address
City
State

Phone

Zp —

Send completed form and Seminar registration fee to:

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

October, 1982
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Louisville
Jan.

1983 NAA Seminar Registration

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

SUBJECT: SELLING REAL ESTATE
AT AUCTION

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

HOTEL RESERVATIONS

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

REGISTRATION FEES

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

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

$150 Three-day Seminar registration

$ 75 Spouse/guest three day Seminar
registration

$ TOTAL LOUISVILLE SEMINAR FEES

Enclosed is my check in the amount of $_............... "
made payable to the National Auctioneers Associa-
tion, for my 1983 NAA Louisville Seminar Regis-
tration.

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

Address
City_ Phone ____
State ZIp .

Send completed form and Seminar registration fee to:

NATIONAL AUCTIONEERS ASSOCIATION
135 Lakewood Drive, Lincoln, NE 68510-2487
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NOW is the time to assure your seminar attendance
for the 1983 NAA seminars in Louisville and New
Orleans.

Any questions about the upcoming seminars and
your hotel lodging should be directed to the NAA
office as soon as possible.

More than forty large mines in South Africa pro-
duce about three-quarters of the Western World’s an-
nual gold supply, or approximately 700 metric tons.
Some African mines are so large, they produce in-
dividually more gold than the entire gold mining in-
dustry of the United States.

SIGNS

Professional looking 11 X 17 signs help end
confusion on auction day. They are laminated
with our medium heavy 5 mill laminate so you can
use and reuse them. Order a set today.

MERC?-::ALNDISE PURRSES FLi
MUST BE PAID PR

£$12.50 FOR TODAY!

ARE YOU
PER SET THINKING
OF FOUR ALL PEOPLE OF SELLING.
ADD $2.00 ENTERING IF SO. TALK TO

- MUST REGISTER. -

N F THE

SHIPPING | pLeaSE HAVE DRIVERS | | “xiarion

LICENSE READY. STAFF TODAY.

ALL SIGNS 11 X 17"

KIEFER AUCTION SUPPLY

P.O. Box 2141
Ft. Lauderdale, FL 33303

Send For Our Free Brochure

D IRE CTI O N 23:1:::??:?58?:23

% 8 5 SR—— $12.00
2 $25.00

500........... $45.00
Help your customers get to your sale
with these direction signs. Bright red ink on ADY 3200
o . , SHIPPING
brilliont white stock, makes these signs
visable for quite o distance. They are ORDER
printed on index, so they wil hold up NUMBER
outside. Order by number. KAS 21....Left

KAS 22.... Forward

KAS 23......Right
KAS 24 .. Mixture

Size 75 X 9% s of each

AUCTION [RAUCTION

Win $50, $150 in
NAA membership
contest

At the Houston convention next July, you can
be $50, even $150 richer when the NAA Board of
Directors announces the winners of its 1982-83 mem-
bership contest. The money awards will be pre-
sented to individual NAA members for sponsoring
the most new members in a given region, a special
auction school category, plus one overall winner for
the entire nation.

Now is the time to get started. The May, 1983,
AUCTIONEER will contain a form that you’ll use to
list the members you’ve sponsored between October
1, 1982, and June 30, 1983. As a doublecheck, the
NAA office will keep a record of all sponsors between
October 1 and June 30. After that deadline, the
members’ entry form and the office list will be com-
pared to verify the seven membership award winners.

Only those NAA members who complete and
submit the contest form to the NAA office, post-
marked on or before June 30, 1983, will be con-

sidered for the awards.
Only applications signed by current NAA mem-

bers in good standing will be counted as acceptable
entries for tabulation. Furthermore, a new member
will only be credited to the NAA sponsor if and when
that new member pays all dues, both NAA and reci-
procal state dues when applicable, and submits an

official sponsored NAA application.
Below are the awards and regions for the mem-

bership contest.

$50 each to winners in five regions

One winner from each region will be named as
the NAA member sponsoring the most new members
within the respective region. Cash award is $50 each
regional winner.

SOUTH — Alabama, Florida, Georgia, Kentucky, Mis-
sissippi, North Carolina, South Carolina and
Tennessee.

SOUTHWEST — Arkansas, Arizona, Colorado, Kan-
sas, Louisiana, Missouri, New Mexico, Oklahoma,

and Texas.

NORTH CENTRAL — lllinois, Indiana, lowa, Michigan,
Minnesota, Ohio, Wisconsin, and the Canadian

province of Ontario.

EAST — Connecticut, Delaware, District of Colum-
bia, Maine, Maryland, Massachusetts, New
Hampshire, New Jersey, New York, Pennsyl-
vania, Rhode Island, Vermont, Virginia, West
Virginia, and the Canadian provinces of Quebec,
Newfoundland, New Brunswick, Prince Edward
Island, and Nova Scotia.

WEST/NORTHWEST — Alaska, California, Hawaii,
Idaho, Montana, Nebraska, Nevada, North Da-
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kota, Oregon, South Dakofa, Utah, Washington,
Wyoming, and the Canadian provinces of British
Columbia, Alberta, Saskatchewan, and Manitoba.

$50 to winner in auction
school staff category

Because instructors and staff members of auc-
tion schools are directly involved with a great num-
ber of prospective NAA members, a separate auction

school category winner will be named and awarded
$50.

Only NAA members who are instructors or staff
members at an auction school are eligible to partici-
pate through this special category. Conversely, auc-
tion school instructors and staff members are not
eligible to participate in the regional competitions.
The official entry form in the May AUCTIONEER will
allow you to indicate that you are employed by an
auction school.

$150 to overall winner

A grand prize of $150 will be awarded to the
NAA member who sponsors the most new members
between October 1, 1982 and June 1, 1983. The
overall winner cannot also be named as a winner in
his or her region, and cannot be an instructor or
staff member at an auction school.

You can start right now

Begin your contest winning program to recruit
the most new NAA members, and win a cash award
at the Houston convention. Sponsor eligible, pro-
spective NAA members, and keep a record. You will
have to list all members that you have sponsored,
from October 1, 1982 to June 30, 1983, on the mem-
bership contest form appearing in the May, 1983
iIssue of THE AUCTIONEER.

Also, you are not limited to sponsoring new
members from just your region. You can sponsor a
new member regardless of where that prospective
member lives.

Any questions? Contact the NAA office directly
for additional information regarding the 1982-83 NAA
membership contest and how you can participate.

Railroad buff? Or know that one of your clients
or customers is? You can join the Railroadiana Col-
lectors Association by sending $10 to Beverly Birk
at P.O. Box 1107, Wheaton, IL 60187. She has the
most complete collection of railroad china ever
assembled; and her association’s membership num-
bers 800 collectors of all manner of railroad items.

THE PHILADELPHIA INQUIRER

Col. JOE REISCH
Author & Publisher

(Photo taken Nov. 1978)

Address All Mail To —

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

THE AUCTIONEER’S LIBRARY & REFERENCE BOOKS

Latest Advanced Methods For the Professional Auctioneer
The Most Comprehensive Information Ever Published on Auctioneering

TELLS YOU HOW TO KEEP THE BUSINESS YOU HAVE AND HOW TO
GET THE SALES YOU HAVE NOT BEEN GETTING.

Nothing Is Left Out

[Aovance]
| |MCTIOREERIRG

10 Books — First edition now off the press

WRITE FOR FREE BROCHURE

October, 1982




“Don’t run out
of soap”

By Bus Retmier, CAI
NAA member auctioneer
Indianapolis, Indiana

Having graduated from one of the better auction
schools in the 1950’s, | had the opportunity to work
with one of the instructors at the school. Without a
doubt, this gentleman had a great influence on my
auction life, and it seems so many of his stories re-
main in my mind.

In my early years as an auctioneer | would be
rattling along about 80 miles an hour on the auction
block and literally spinning my wheels. He would
come up to the block, pull on my pant leg and say,
“isn’t it disgusting, and doesn’t it get your goat, to
get up on the auction block and run out of soap?”
My question was, “Guy, what do you mean when you
say I've run out of soap?”’ His reply, “Bus, man’s
greatest fear is dying, and man’s second greatest fear
iIs to stand up and be able to address his public in
an interesting and professional manner. If you
possess this attribute, you have a moral obligation to
fulfill this unusual gift to your best ability. And if
you fail, you’'ve just literally run out of soap.”

My response was, ‘‘your right. My next question
iIs where do | get this stuff called soap?” In his
Scottish-lowa drawl he would say, ‘“boy, soap is
knowledge — you must be well informed on just
about everything you do and especially what you say.
The better informed you are, the better your presen-
tation will be, because your thought pattern will give
you more confidence in yourself. You see, know-
ledge is power and power makes you go. That’s
what it’s all about, and don’t forget it.”

Keeping this in mind, | realizd that as | matured
and started down my own road in the auction pro-
fession that knowledge really did come with growth
and experience. Knowledge needed to be nurtured
with education, to have any meaning and show any
progress whatsoever.

Being a member of my State and the National
Auctioneers Association, it seemed the information
| needed was being made available. And all | had to
do was to be smart enough to take advantage of it.
| started to realize that there was a vast amount of
people who were ready, willing and able to pass on to
me all this experience, which immediately helped me.
| went to every seminar | could, and took in as much
knowledge as was made available.

Then low and behold, something great happened
to me. | read in THE AUCTIONEER magazine about
a program called The Certified Auctioneers Institute.
| enrolled in the 1976 Course |, and graduated in
1979, from the CAIl program in Bloomington, Indiana,
at Indiana University.

After graduation, CAl proved to be the answer
to many of my dreams. It especially produced great
amounts of that so called “soap’” | had been looking
for all those years. This program changed a lot of
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SOAPSUDS — Auctioneer Bus Retmier, CAl, on the
job. Knowledge is ““soap” according to Bus’ auction
mentor.

my thinking, and made it so much easier for me to
conduct my sales in a professional manner. Just the
fact of spending many rewarding hours with fellow
auctioneers was truly worth the program to me. |
found | had made contact with people | would have
never even known existed within my own profession.

Since my involvement in CAl as a member, and
presently as a Governor on the governing board, |
have had the opportunity to discuss the program with
many people. | continue to be amazed by the pro-
gress they tell me about and their belief in what CAI
has done for them. Many is the time | have heard
CAl candidates and members indicate that just one
class of one particular course either saved or made
enough money to cover their expenses attending
CAl, also any income they might have lost due to
their attendance. I've also seen a change in the way
people who attend CAIl change their business and
life because of the people they have met in CAI
classes. It’s a truly enriching experience.

It is my belief that a program of this type truly
brings to its parent — the National Auctioneers As-
sociation — a completely additional opportunity for
development of its auctioneer members. To my way
of thinking, CAIl is providing NAA members with
another brand of “soap”.

Today, my only regret is that my auction school
instructor friend was never able to be a part of this
great program. | am sure he would have put his
stamp of approval on it, and he would have been a
great booster of CAl as | am. In fact, in my mind,
| have dedicated many happy hours to learning, and
helping my fellow auctioneers with my friend’s ever
;;resent influence to remind me. “See You At The

Op.”

How does it affect your potential market? Ameri-
can family size has shrunk from 3.1 persons per
household to 2.8, while number of households has
jumped from 65.6 million to 80.9 million.

FIVE-STAR REPORT
THE AUCTIONEER
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April 10-15, 1983

CERTIFIED
AUCTIONEERS
INSTITUTE
1983 Courses

Indiana University
Bloomington, Ind.

For application and information, contact: Certified Auctioneers
Education Institute, 4211 East Third Street, Bloomington, IN

47401, phone 812-333-0077

CAl designations

NAA members receiving the professional desig-
nation, “Certified Auctioneers Institute’” (CAl) totaled
93 in 1982, raising the Institute’s membership to 3938.

The following is a list of this year’s CAl designa-
tion recipients, inducted at the NAA convention in
Atlanta.

Nelson E. Aumann, Nokomis, lllinois
John D. Autotore, Bloomsburg, Pennsylvania

Charles D. Baker, Oil City, Pennsylvania
Jeff Bannon, Wichita, Kansas

Pete Bond, McAllen, Texas

N. Keith Bradley, Bowling Green, Ohio
B. Randall Burnett, Houston, Texas

Harry ‘‘Jake’” Campbell, Liberty, Indiana
John M. Campbell, Higginsville, Missouri
David Christian, Rogers, Minnesota

M. B. Cline, Statesville, North Carolina
Phillip A. Cole, Findlay, Ohio

George A. Daniel, Blackstone, Virginia

G. Robert Deiro, Las Vegas, Nevada

Cathy Jo Dice, Dayton, Ohio

Gaines W. Dickenson, Castlewood, Virginia
Mark E. Donner, Coldwater, Michigan
Roger Ernst, Sonora, California

Ronald W. Faison, Raleigh, North Carolina
Joseph A. Felosa, Haywood, West Virginia

October, 1982

Michael J. Ferrara, Jr., Portland, Connecticut
Charles J. Fischer, Long Lake, South Dakota
Randy Fleming, Lincoln, Nebraska

Dennis F. Fowlkes, Newman Grove, Nebraska
John L. Frame, Frederick, Oklahoma
Edward G. Friedman, Copake, New York

E. M. “Mars” Garey, Grand Island, Nebraska
Larry W. Garner, Carrollton, Ohio

Thomas L. Garner, Lakeland, Florida

Carlus D. Gay, Jr., Americus, Georgia
Reggie Geno, Houston, Texas

Steve Halchishak, Manchester, Michigan
Neil Hale, Columbus, Kansas

Robert Dean Haley, Anna, lllinois

Paul D. Hancock, Strong City, Kansas
Harold H. Helm, Il, Louisville, Kentucky
Homer Henke, Moro, lllinois

Richard H. Herring, Dyke, Virginia

Randall Horn, Lamar, Colorado

Earl Johnson, Chicago Heights, lllinois
Harry E. Johnson, Bangor, Michigan

Mason Johnson, Rockland, Maine

Perry E. Keller, Sandusky, Ohio

Eugene F. Kiko, Canton, Ohio

Lawrence J. Kiko, Canton, Ohio

Dorothy Knapp, West Nyack, New York
Wayne L. Kohr, York Haven, Pennsylvania
H. John Kramer, Eaton, Ohio

H. Layton Laws, Jr., Manassas, Virginia
Thomas J. Lindsay, DeSota, Kansas

Continued page 31
29
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IMPORTING COMPANY, INC.

4244-48 OLIVE ST., ST. LOUIS, MO 63108 U.S.A. *« PHONE 314-533-3477

47 YEARS OF SERVICE  FINE CLASSICAL REPRODUCTIONS

FURNITURE

BRASS AND COPPER
ART GLASS

DOLLS

PORCELAIN

BISQUE FIGURES
FINE HARDWARE
IRON TOYS

DECOYS
DEPRESSION GLASS
SPITTOONS
PAPERWEIGHTS
STEINS

CRYSTAL

TEA SETS
WEATHER VANES
TAXI HORNS

...........

AS DIRECT IMPORTERS, WE ARE
ABLE TO OFFER GOODS AT VERY
FAVORABLE PRICES.

WHOLESALERS TO DEALERS ONLY

Dealers providing identification on card or
letterhead to: Dept. AM, A.A. Importing Co,,
Inc. will receive our 120 pages, full color
catalogue of over 700 Antique Reproductions.
Please enclose $3.00. This amount will be
credited against your first order.

. -

TRAVELING ROAD SHOW SCHEDULE: FALL, 1982

OUR MERCHANDISE IS
IDEAL FOR AUCTION

* We feature authentic reproductions
e Most are designed by us in
classical style ¢ Many unusual items
not elsewhere available e
suitale for fine collections.

Items

SPECIAL SALES VALUES ARE OFFERED TO DEALERS ATTENDING ANY SHOW.

Dallas, TX
Houston , TX
New Orleans, LA
Denver, CO
Ft. Lauderdale, FL
Minneapolis, MN
Salt Lake, UT
Tampa, FL
Jacksonville, FL
Kansas City, KS
Roanoke, VA
Portland, OR
San Diego, CA
Wash./Balt.
Milwaukee, WI
Seattle, WA
Boston, MA
Des Moines, |A
Hartford, CT
Spokane, WA
Syracuse, NY
Pittsburgh, PA
Cleveland, OH
Phoenix, AZ
Columbia, OH
Detroit, M|
*San Francisco, CA

The headquarters of A.A. Importing Co.,

Holiday Inn—Market Center
Quality Inn—University
Holiday Inn—East Highrise
Holiday Inn—East

Holiday Inn—West

Airport Inn

Howard Johnson

Holiday Inn—Downtown
Ramada Inn—South
Holiday Inn—Misson

Best Western Coachman Inn
Holiday Inn—Coliseum
Rodeway Inn-North Harbor
Holiday Inn—Laurel
Ramada Inn—Downtown
Holiday Inn—Boeing Field
Holiday Inn-Newton
Holiday Inn-North

Ramada Inn

Ramada Inn

Syracuse Airport Inn
Holiday Inn—Airport
Howard Johnson—North
Best Western—Central Plaza
Howard Johnson—North
Ramada Inn—Metro Airport

I-35 & 1955 N. Industrial Blvd.
3815 Gulf Freeway

6324 Chef Menteur Hwy.

13800 Colfax

5100 North St.

7800 34th Ave. South

122 W.S. Temple

111 W. Fortune St.

1-95 S. and University Blvd. West
7240 W. 63rd St.

220 North

10 N. Weidler, 1-5 and Coliseum EXxit
2901 Nimitz Blvd.

Exit Wash./Balt. Pkwy, and 198 West
633 W. Michigan

11244 Pacific Hwy. South

399 Grove St.

3501 E. 14th St.

1330 Silas Deane Hwy.
International Airport

Hancock International Airport
1406 Beers School Rd.

4751 Northfield Rd.

4321 N. Central Ave.

999 E. Granville Rd.

8270 Wickham Rd.

August 22, 23, 24
August 27, 28, 29
September 2, 3, 4
September 5, 6, 7
September 8, 9, 10
September 12, 13, 14
September 12, 13, 14
September 13, 14, 15
September 18, 19, 20
September 20, 21, 22
September 25, 26, 27
September 26, 27, 28
September 26, 27, 28
September 30, October 1 and 2
October 3, 4, 5
October 3, 4, 5
October 6, 7, 8
October 10, 11, 12
October 11, 12, 13
October 17, 18, 19
October 17, 18, 19
October 23, 24, 25
October 29, 30, 31
October 31, November 1 and 2
November 4, 5, 6
November 9, 10, 11

Location and dates will be announced at a later date, announcing of our new warehouse.

Inc. is in St. Louis, MO. Direct all
mail orders and phone orders to:

4244 Olive St.

St. Louis, MO 63108

For immediate pick-up purchases, you may come
to our St. Louis headquarters, to our branch
showroom warehouse at 17015 Kingsview Ave.,

Carson,

CA 90746, or to our
showroom warehouse at 106 Sylvester Rd., South
San Francisco, CA 94080.

new branch
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Larry D. Martin, Clinton, lllinois

Jonathan A. Melnick, Baltimore, Maryland

Arvil W. Miller, College Park, Georgia

Dean Mulberry, Lamar, Colorado

John Neiswander, Greenville, Ohio

Kurt J. Ness, Huntington, Indiana

Stephen A. Ness, Huntington, Indiana

Robert F. Pangle, Jr., Woodstock, Virginia

Ralph F. Passonno, Jr., Albany, New York

Jim Payne, Yankton, South Dakota

Chris D. Pell, Brazil, Indiana

Fred A. Peters, Brownsville, Pennsylvania

Gerald A. Petro, Port Henry, New York

Wayne Pike, Princeton, Minnesota

Douglas H. Reno, Locust Fork, Alabama

Kenneth Roebuck, North Platte, Nebraska

Richard L. Russakoff, Nags Head, North Carolina

|zetta R. Rutledge, Santa Clara, California

Gary Ryther, Excelsior Springs, Missouri

Jack Salisbury, Timnath, Colorado

Richard A. Sanders, Bargersville, Indiana

John Schowalter, Richland, Michigan

Stephen G. Sheets, Roanoke, Virginia

Larry M. Sims, Murfreesboro, Tennessee

Randell N. Smith, New Castle, Colorado

Dale E. Standley, Omaha, Nebraska

Terry Standen, Elyria, Ohio

Dennis N. Storey, London, Ontario, Canada

J. H. “Swanie’”’ Swanson, Sandwich, lllinois

Jeff D. Thomas, Lebanon, Virginia

Bruce D. Thomason, Shepherdsville, Kentucky

Albert L. Thompson, Barboursville, West Virginia

Lonnie Troutman, Statesville, North Carolina

Joel Delmont Utley, Owensboro, Kentucky

Brent Voorheis, Harrisburg, Missouri

R. M. “Bobby’” Weatherly, Timmonsville, South Caro-
lina

Wib Weatherly, Timmonsville, South Carolina

Albert W. Wells, Jr., Ft. Wayne, Indiana

Brent A. Wilber, Bronson, Michigan

Garth H. Wilber, Bronson, Michigan

Dale Wilson, Danville, Kentucky

Maurice G. Wittkamper, Elwood, Indiana

Jerry Wohler, Sigourney, lowa

The average Southerner has higher blood pres-
sure than the average Yankee or Westerner.

Nashville Auction School

Nashville, Tennessee

THE NATION’S FINEST SCHOOL
¢ School is held in Music City USA, Nashville,

Tennessee . . . home of the Grand Ole Opry
s+ FREE CATALOG — LEARN AUCTIONEER-
ING

Full and partial scholarships available.

NASHVILLE AUCTION SCHOOL

Box 190, Department 5
Lawrenceburg, Tennessee 38464

LEARN TO BE
AN
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

October, 1982

e

R

AR R Xy

1979 evrolet, 350 V-8, four wheel drive,
Silverado package, auto. P.S., P.B. air, dual gas |
tanks, in A-1 CONDITION.

Auction unit also, 1979 model has heater,
sliding windows, Bogen P.A. system, and 30"

door.
Contact or
Howard Buckles John Swartzendruber
Keosauqua, lowa Wayland, lowa
Phone: Phone 319-256-5772

business 319-293-3012
home 319-293-3305
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Business name on the cover

Pamphlet sample

free for the askin Auct Calins
uction olins
g Company Auctioneer
We're We're
If you missed the sample NAA *‘auction The The
customer pamphlet” in the April, 1982 AUC- Professionals Professionals

TIONEER, the NAA office will send you a free
copy upon request. The pamphlets you order
will be the same colors as in the sample, and  ABC Auction Company

contain personalized auction business infor- |1_'215 '\t"a'" Sé;ef‘ -

mation. Designed for distribution to your ool 905 486.03c0

auction customers and clients, the NAA pam-

phlet can be an excellent addition to your  siogans and street directions will not be accepted.
promotional efforts.

Business name and address inside

ABC Auction Company
Customer pamphlet 1215 Main St.

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

Hometown, State Zi
Auction buyers, clients, and prospects need all P

the important information about your auction service.
To assure that your pamphlet will be produced as
promptly as possible, please follow the ordering
procedure closely.

Multiple business phone numbers can also appear
below your address.

Phone 402-489-9356 or 9357 Phone 402-489-9356

® To begin, read this entire article before completing 402-476-9211
the order form.
* Photocopy or remove the pamphlet order form. If you have more than one office, the additional

® Provide the address and service information as office information will be included as space allows.
requested on the form. Enclose a black and white,
head and shoulders photograph of yourself in Continued page 35
business attire; and photos of other personnel in
your company, if they are to be pictured in the
pamphlet.

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

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

Name and address

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

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

. All of your business address information will be
iIncluded, but slogans and other extra items will not
be accepted. Also, you may include both your post

office box and street address if you wish. Please @ AUCTION CUSTOMER PAMPHLET to promote your
refer to the following examples. business.
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National Auctioneers Association
‘““Auction Customer Pamphlet” Order Form

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

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

2) Name of auction company, or auction service_________

Street address __ _ _ _City______ State. _2Zip

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

mation on a separate sheet of paper.) State Auctioneers Association member? ____Yes ___ No
3) Write 7-10 brief statements detailing the auction services you provide. Use separate sheet if neces-

sary.

® e ® _

° ] ———————————————————————

e S S S S
U ® _ -
B @

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

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

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

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

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

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

Name of NAA member placing the order _

Signhature R _ _ Date your NAA membership expires

A rough layout of your pamphlet will be sent to you for approval/correction.
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YOU CAN LEARN TO AUCTION REAL
ESTATE SUCCESSFULLY...AND

BECOME A QUALIFIED AUCTIONEER

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

BROKERS/AGENTS:
= Offer this additional successful marketing technique to your clients. = There are many advantages to a

public sale (Auction). = Learn what they are and offer this alternative to your clients. = Give yourself and
your company this important edge. = Auctions can produce sales where all other marketing techniques
fail.

For many of you this could mean the beginning of a whole new career in real estate; for others it will mean many extra dollars in
income. This detailed course, authored by one of America’s foremost real estate auctioneers, will teach you all you need to
know...There is no other course offered anywhere quite like this one.

A comprehensive marketing education by an instructor who combines his knowledge as a highly successful practicing
auctioneer, together with the teaching techniques from his seminars that have been so widely acclaimed by graduate students.

About the Author: Melvin A. (Mel) Giller. Realtor — Auctioneer. Thirty years’ background in sales, sales management and
marketing and is a nationally recognized author, lecturer and instructor on the Marketing of Real Estate by Public Sale. He
entered the real estate profession in the early 1960’s. He has been involved as a Real Estate Developer, and at one time in his
career, operated a company that was comprised of 87 sales people. Several years ago, he recognized the enormous potential of

the Public Sales as a marketing tool for the sale of real property, and he has dedicated himself to this profession. He is the Presi-
dent of Nationwide Auction Company, with offices in Newport Beach, California, Tucson, Arizona and Minneapolis, Minnesota.

GRADUATES WRITE:

Thank you for introducing me to a new Real Estate phenomena... Auction-
eering.

My first auction was a tremendous success thanks to your training and
support. By using your workbook as a guide, | was able to coordinate the
entire auction step by step and everything fell into place.

J. Johnson, Real Estate Broker, Los Angeles, California

The most exciting thing to happen to me in the 10 years that | have held a real
estate license, was to attend your course on how to auction real estate. The
Instruction was fast-moving yet complete in every detall.

You have introduced me to an exciting profession, and with all due
respect to your excellent teaching, | am now conducting my own successful
real estate auctions.

I heartily recommend your course to anyone interested in learming how to
auction real estate.

J. Platt, Real Estate Broker, Anchorage, Alaska

Your course has changed my entire career. At my first auction sale, we offered
21 apartment houses and sold 19 of the 21 properties, with total sales in excess
of $4,000,000.

| was simply amazed as | watched the auction magic unfold. | followed the
contents of your course to the letter, and they became words of gold, now
proven again.

As a real estate broker, this marketing method Is quite rewarding. Your
experience and advice made the difference between mediocrity and the sen-
sational success of our auction. | am deeply Indebted to you.

C. Ormbrek, Real Estate Broker, Santa Fe, New Mexico

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

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

COMPLETE COURSE
ONLY

$395

B send me my course on HOW TO BECOME A SUCCESSFUL REAL I
l ESTATE AUCTIONEER. (Please Print) (California Residents add 6% .
sales tax.)
FOR THE YEAR 198] I Name _ = —_— .
NATIONWIDE AUCTION COMPANY AUCTIONED ALMOST il LA == — — — B
500 PROPERTIES FOR A GROSS VOLUME EXCEEDING 70 [ e : - = S - B
MILLION DOLLARS. THELIST OF PROPERTIES AUCTIONED . O ::heckencloud. Make payable to Natl. Inst. of Real Estate Auctioneers .
INCLUDED SINGLE FAMILY HOMES. CONDOMINIUMS. 5 Mestor Card 0 VISA  Card Ne
COMMERGIAL PROPERTIES AND FULLY IMPROVED. [ ikl - — . b
HOMESITES. . xp. Date RIS - = l
Mail to: National Institute of Real Estate Auctioneers, Inc., 3961 MacArthur
B Bivd, Sultes 210 & 212, Newport Beach, CA 92660 « (714) 752-2298 [
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John A. Collins

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

Hometown, State Zip  Othertown, State Zip

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

Auction service information

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

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

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

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

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

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

Satisfaction guaranteed

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

4 CALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT b

(507) 645-4407

Personalized Bidder Numbers
A Kwick Klerk Innovation!!
Get a free business card* for each bidder number
you buy.

*We print your name, address & logo on a detachable card - you give them to
\ your clients & prospects. /4

meh ﬁlﬁl@m

Box 147 Northfield, Mn. 55057

October, 1982

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

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

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

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

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

Be An Auctioneer

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

FREE CATALOG!

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

AIITION CEMS |

““Auction Sayings'' = _*®

“Bid Getters'"

and the booklet
52 BASIC
AUCTION
| CHANTS

bY  Eorl D Wisord i
uuuuu s L]
R 1 Dundee Ohio

r | -

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

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

ing a 53 year period.

Here is what auction schools and auctioneers say:

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

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

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

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

| ‘'‘Nothing less than a masterplece
eers, Canton, Ohio

“Priceless.” — Edward Esber, Canton, Ohio

“Much of what is in AUCTION GEMS will be used by auc-
tioneers as long as there are auctions and auction-

* eers.”” — John Loomis, Bend, Oregon

Only $12.50 for both, postage paid

— Whipple Auction-
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A 200 page book loaded with auction sayings, quips, |

Earl D. Wisard, Auctioneer, Dundee, Ohio 44624 I




The 1982 NAA
Convention

Southern Fair theme . . . A pictorial review

“WELCOME TO THE NAA CONVENTION” greeted everyone
as they arrived at the Atlanta Hilton Hotel. The sign was dis-
played in the multi-storied lobby in the hotel during the week
of the 1982 Convention. |

PRE-CONVENTION TOURS by the Georgia
Auctioneers Association. Barbara and John
Suarez (center couple) assisted tour regis-
trants at the registration desk.

ALL ABOARD for the ‘“Presenting Atlanta
Tours” during the 1982 NAA Convention!
Registrants toured Atlanta on Tuesday and
Wednesday of the Convention week.

THE OPENING
NIGHT FUN EVENT
offered auctioneers,
and families the op-
portunity to meet
friends and ac-
quaintances. Geor-
gia’s Hudson and
Marshall Inc. pro-
vided a dessert buf-
fet and coffee.

THE 1982 SOUTHERN FAIR CONVENTION officially began
with the Southern Fair event. NAA families and guests lis-
tened to the music of the Ruby Red Dixieland Band, watched
and enjoyed clogging by the Sundance Cloggers and com-
peted for prizes at the Fair Booths, sponsored by the five

tate Auctioneers Associations, of North and South Carolina,
Florida, Alabama and Georgia.
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THE SHOOTING GALLERY (top photo), spon-
sored by the Alabama Auctioneers Associa-
tion, and the MILK CAN PITCH, sponsored by
the South Carolina Auctioneers Association,
kept the “kids”, young and old alike, enter-
tained during the Southern Fair event.

October, 1982

PRESIDENT HOWARD BUCKLES
emphasized the importance of the
support given to the NAA by the
State Associations during the 1982
State Officers’ Workshop, held on
Thursday morning of the conven-
tion.

THE SOUTHERN FAIR CONVENTION LUNCHEON
offered the membership the chance to hear President
Buckles give the president’s report of the 1981-82
year. President-elect Rex Newcom presided at the

luncheon.

WORKSHOPS WERE WELL ATTENDED during the con-
vention and the members took advantage of the oppor-
tunities to learn from the exverts. The workshops were
moderated by members of the NAA Board of Directors
and presented by well-known and leading auctioneers.
J. L. Todd made his presentation with the assistance of
his associate Mike Loftin (left) while moderator Richard

T. Kiko looks on.

WORLD TOBACCO AUCTIONEER Mac Burnette
(standing) described the tobacco auctions and dem-
onstrated his tobacco auction chant as part of the
presentation. Archie D. Moody, NAA Director and
Past President, moderated the session.
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An ounce of Freedomike..
is worth a pound of RA.

Freedomike Wireless Microphones From Lectrosonics

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

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

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

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

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

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

3({;‘3

Voice Projector 18
Ultra Portable P.A.

For years the Voice Projector 18 has been the
benchmark by which auctioneers measured
quality in self-contained P.A. equipment. Now
meet the all-new VP18R. The VP18R has

all the features of the older model,

Plus Power 48R
plus high-level input and
- output for connecting

Amplifier/Speaker
to other audio

_ ¥ | If you and your Freedomike
devices. Its | system travel to places with no
rechargeable house P.A. system, Lectrosonics
power pack has the Plus Power 48R. With
lasts 50% longer its own powerful 16 watt rms
than the old VP18. amplifier, 8" speaker and
rechargeable batteries, the PP48R
enables you to use your
Freedomike system anywhere...
even if miles from the nearest
AC power source.

L eChroOSoNICO. ING

ALBUQUERQUE. NEW MEXICO, US A

Lectrosonics products for auctioneers are available from:

DUANE GANSZ R. J. “BOB” THOMAS FORREST MENDENHALL KEN McCORMACK
Duane E. Gansz Auction & Realty = Western College of Auctioneering Mendenhall School of Auctioneering McCormack Auction Co.
14 William Street Box 21116 U.S. Highway 29 & 70 8229 Golden Avenue
Lyons, NY 14489 Billings, MT 59104 High Point, NC 27263 Lemon Grove, CA 92045
315-946-6241 406-252-7066 919-887-1165 714-697-1778
COL. G(_)RDON TAYLOR _ HUGH MILLER ROWLAND HUEY DAVE KESSLER
Reisch World Wide College of Auctioneering Curran Miller Auction John Huey & Sons The Auction Marketing Network
Box 949 13020 N. Street, Highway 57 11660 Parkway Drive | 122 West Main
Mason City, Iowa 50401 Evansville, IN 47711 North Huntington, PA 15642 New Paris, Ohio 45347
515-423-5242 812-867-2486 412-863-4961 513-437-0263
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TOO MUCH INFORMATION to cover and not enough time
was available to registrants at the workshops, but the NAA
membership continues to realize the value and benefit of-
fered when leading auctioneers volunteer their time to des-
cribe their techniques and methods. Instructor Mike Gordon
continued his discussion in the hall with members following
the Big Business Liquidations workshop.

AUCTIONEER H. C. THOMAS was the
1982 Fun Auction Chairman and due
to efforts of his committee, and the
generous spending of the NAA Con-
vention registrants, over $12,600 was
raised at the Fun Auction.

1982 CONVENTIONEERS reviewed
the items to be sold at the Fun Auc-

tion.

THE OFFICIAL AUXILIARY
QUILT, designed by the mem-
bers of the Tennessee Auc-
tioneers Association Auxiliary,
was sold during the 1982 Fun
Auction and the proceeds
were used by the NAA Auxil-
jary to support the Headquart-
ers Relocation Fund. Nearly
$1,000 was paid for the quilt!

LILA MOODY (center) was the 1982
Ladies Auxiliary Convention chair-
woman and she was assisted by her
daughter, Bonnie Richardson (right)
and Judy Godley (Mrs. Johnnie).

THE VAGABOND MARIONNETTES
presented the play, Hansel and
Gretel, during the Ladies Luncheon.
The ladies invited the youth, attend-
ing the convention, to enjoy the
production and learn how the
marionettes were operated.

“BUY YOUR COOKBOOK HERE’’ was the call of the Auxiliary
to the NAA. The cookbook, prepared by the Tennessee Aux-
iliary, include recipes of Auxiliary Past Presidents and many
other ladies who are active in the NAA and Tennessee
Auxiliaries.
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‘ ' AUCTIONEERING

in Beautiful

FLORIDA

Col. s NEXT CLASS — Enjoy the Ocean and the Palm Beaches while you learn —
CCIM, CRB, AFLB OCTOBER 25

Become a Professional Auctioneer in 1 Week

e Learn the Professional chant o
S JIM GRAHAM training makes you STRONG . . as an

e Every type auction is covered Auctioneer; Businessman: Speaker. Men or women.

e | atest video training equipment

. . lets you view your progress REAL ESTATE auctions . . our specialty
. MONEY
e Every student personally trained You'll like our FAST START system BACK
by Col. Jim Graham GUARANTEE
e Highly professional Instructors Graduates from other schools are welcome

FREE BROCHURE
JIM GRAHAM SCHOOL OF AUCTIONEERING

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

Teamwork

The execution of the right play creates the winning effort.
Teamwork is what makes it all happen and can put dollars in
your pocket. You may not always have the knowledge or ex-
perience to tackle every sale or lead. Michael Fox Auctioneers
can be the part of your team that can make the difference
between a touchdown and a field goal. In fact, Michael Fox
Auctioneers can handle the entire job for you, at auction, or
by outright cash purchase from the seller! We're specialists in
the field of commercial and industrial auctions and liquidations
and one of the country’s largest. Our size, experience, financial
strength and liquidation know-how can make Michael Fox Auc-
tioneers and you an unbeatable team. Call us collect whenever
you have a sale or a lead where teamwork can help.

Michael Fox Auctioneers, inc.

EXECUTIVE OFFICES

SUITE 1915 ¢ CHARLES CENTER SOUTH ¢ 36 S. CHARLES STREET
® BALTIMORE, MARYLAND 21201
(301) 332-1333 Baltimore ® (301) 621-4321 Washington ® (215) 564-1175 Philadelphia
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VICE PRESIDENT BILL GAULE presided at the Awards Festival, Friday
night. During the Festival, awards were presented to the 1982 NAA Conven-
tion Chairman, Ronald C. Harris; the NAA members whose advertising was
judged best for he 1981-82 NAA year; and those NAA members who have
earned the CAl member designation.

THE HEADQUARTERS RELOCATION
FUND became “healthier’” when Fund
Chairman Martin E. Higgenbotham sold
designated areas in the new building dur-
ing the Awards Festival. New pledges and
cash payments amounting to well over
$100,000 were received at the 1982 Con-
vention.

THE CAl MEMBERSHIP installation and presentation
of membership pins was conducted, at the Awards
Festival, by CAl Chairman of the Board, William Z.
Fox. Over 90 CAl members of the 1982 graduating
class received the membership designation.

CAl PRESIDENT Lanny G. Thomas presented member-
ship pins and welcomed new members to the Certified
Auctioneers Institute growing list of CAl members.
Pictured receiving their pins and congratulations from
Lanny were Cathy Jo Dice (left) and Carlus Gay.

“THANKS FOR A JOB WELL DONE” were the
words expressed by President Howard Buckles to
1982 NAA Convention Chairman Ronald C. Harris

(right).

R o L .

JUDGING THE ADVERTISING CONTEST in 1982 was a tough
chore by a panel of non-NAA affiliated judges and as soon
as the winners were announced, the Convention registrants
eagerly reviewed the advertising entries on display.
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Riv;; Basin
Auction School

Learn to be an Auctioneer and
Rodeo Announcer

'|

w Two Week Course.

% Terms in December, March, June, and Sep-
tember.

% Branch school in Salem, Oregon, with terms
in September, January, and May.

% We’'ll teach you the chant and all the basics
of auctioneering. Some of the most success-
ful auctioneers in the business will be your
instructors. Courses in Farm sales, Real
Estate, all types of sales and rodeo announc-

Ing.

% Specializing in Livestock selling.
% School is run by Truman (T.P.) Kongslie who
has been an auctioneer and Rodeo Announ-
I cer for 22 years, named Rodeo Announcer of
the Year for 7 years, State Champion Auc-
tioneer 3 times, and has been an instructor
in an auction college for 6 years.

WRITE: RIVER BASIN

AUCTION SCHOOL
Route #2 Bismarck, North Dakota 58501
, OR CALL 701-258-1920

N, IR —
Nox:

joe small

auctioneers, inc.

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

ATTENTION

AUCTIONEERS
ANTIQUE SHOPS
WHOLESALE OUTLETS

WE CAN SUPPLY YOU WITH

40 FT. CONTAINERS

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

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

Excellent "Mix " Of Items

All Customs, Duties, Fees, and Freight Paid

Guaranteed Delivery To Your Door

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

\ member national auctioneers association andtexas auctioneers association

'r: e \ Joe Semall, CAl TXE-012-0252
_’J-"‘
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NAA auctioneers
remembered

At the memorial service conducted by the Auxi-
liary, during the Saturday annual meeting at the At-
lanta convention, the following deceased NAA auc-
tioneers were honored.

George Bennett, Los Angeles, California
Lee A. Brown, Elkin, North Carolina
James Maude Burnett, Greer, South Carolina
Oliver G. Chase, Westfield, Massachusetts
Ray Clark, Dyer, Indiana

H. D. Clements, Warren, Indiana

Hubert B. Daniel, Metairie, Louisiana
Steve Dorfman, Cotati, California

Darryl W. Dornink, Normal, lllinois

Alfred O. Drury, Louisville, Kentucky

W. V. “Bus” Emrich, Norfolk, Nebraska

G. G. “derry” Finnell, Orlando, Florida
Walter J. Fritts, Mount Sterling, Kentucky
John Geiger, Gwynedd, Pennsylvania

Nat A. Gingerelli, Kenosha, Wisconsin

F. B. Gorrell, Hicksville, Ohio

Kenneth G. Gravlin, Melvin, lllinois

Oakley Greenhaw, Athens, Alabama
Marvin Grubaugh, David City, Nebraska
Emmet Guy, Jackson, Tennessee

Fred Hicks, Jr., Fairview, Tennessee

Fred Hiett, Rogers, Arkansas

Ernie T. Kallenberger, Rapid City, South Dakota
Dan E. Kerbel, Cocoa Beach, Florida
Gerald F. Lambright, Goshen, Indiana
John S. Lang, Milwaukie, Oregon

Ernest O. Maine, Ashaway, Rhode Island
M. M. Malinowski, Thorp, Wisconsin
Edward W. Maupin, New Haven, Kentucky
Stephen J. Murawski, Sr., Hadley, Massachusetts
Harold Rawhouser, Ft. Madison, lowa
Robert H. Reed, Burwell, Nebraska

Dr. Roland L. Reppert, Weirsdale, Florida
Carl F. Ronnow, Pontiac, Michigan

Robert L. Sackin, Beverly Hills, California
V. R. Shimerka, Prague, Nebraska

William C. Shine, Kensington, Connecticut
Elwood B. Stagen, Paxton, lllinois

Wayne Storm, Canon City, Colorado
James C. Tracy, Smithland, Kentucky

Hoyt T. Walker, Nashville, Tennessee
Webb Young, Point Pleasant Beach, New Jersey
William Rex Young, Plattsmouth, Nebraska

BRITTEN AUCTION ACADEMY

P.O. Drawer B, Bryan, Tex. 77801
Approved by Texas Education Agency

The School of Distinction
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NAA PRESIDENT HOWARD BUCKLES installed the
officers and directors of the Auxiliary to the NAA dur-
Ing the Ladies Luncheon. The Auxiliary leaders in- | ,
clude, left to right, Mrs. Harvey C. (Pat) Lambright, =~ ALL ABOARD for Six Flags Over Georgia, the Toy
director; Mrs. Hugh B. (Judy) Miller, historian; Mrs. =~ Museum, roller skating, Stone Moutain, and other
C. P. (Pat) Dunning, president-elect: Mrs. Rex B. mterestmg_places during the 1982 _Com{entlon Youth
(Naomi) Newcom, president; Mrs. Edward (Betty) Tours. Ohu_:) NAA member G'ept_e Simpkins organized
Short, vice president; Mrs. Haskel (Tomi) Ayers, sec-  and supervised the youth activities program.
retary-treasurer; Mrs. William (Marge) Gaule, direc-
tor; Mrs. Herbert A. (Carole) Bambeck, director; and
Mrs. Earl (Mary) Witzel, director.

“GET YOUR BALLOTS HERE” if you want to
vote on the officers and directors of the NAA.
This year’s elections were exciting and sev-
eral candidates were voted on for the offices
of Vice President and Director.

s O st

THE CONVENTION ENDED on Saturday night, July 31,
and a highlight of the convention, and the 1981-82 NAA
year, was the announcement of the three NAA members
who were presented Hall of Fame Awards at the Presi-
dent’'s Banquet. Two of the three surprised recipients
were present at the convention: Elias Frey (left in top
panel) received his award from Hall of Fame member
Ralph Horst; Lyle Erickson (left, middel panel) received
his award from Hall of Fame member Dean Fleming;
and Hall of Fame member Wendell Ritchie (right, bot-
tom photo) received the award for John Rhodes from
B. G. Coats, a 1981 Hall of Fame Award recipient.
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You Will Soon Learn The Auctioneer'’s Chant & m
How To Successfully Conduct Auctions -

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

YOUR CASSETTE COURSE COVERS SUCH IMPORTANT TOPICS AS:

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

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

Eiller Words — Learn how they link numbers and add continuity to your chant.
- % 9 Oopening Chants — Choose from many and create your own Individual style.

victor J. McDonald, Master Auctioneer, Real __

Bty Beckenr s scnasit) Boaladiri, s History of Auctions — Know about your profession.

conducted many, many auctions. (Even one Oopening Presentations — Set the pace for the auction and establish your
that was spotlighted on CBS' 60 MINUT authority. |

conditions of Sale — The finer points of a smoothly conducted auction.
salesmanship — An auctioneer Is a super salesman.
Buying and Selling — The true art of negotiation.
 ;'_.} <« § contracts — Essential In any profession.
Banking — The right banker can be your best friend.
. Ethics — The foundation of any successful business.
Practice Cassette — Use dally,

sample materials Include brochures, tags, buyer cards, contract, actual
years of preparat] newspaper ads, opening presentations, solicitation letters and over
Into this 8 cassette auctioneering course and 100 one-liner jokes.

study guide textbook. The steps you must |

follow to reach your goal are set out In an

easy and practical plan designed to be Money Back Cuarantee: if you are not completely satisfled with this
followed at your own rate of progress. course at the end of 3 days, return it to us for a full refund. (You pay postage.)

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

MAIL TO: AUCTIONEERING COMPLETE COURSE

P.O. BOX 1968 VICTORIA, TX. 77902 $99.00

Victor McDonald Company, Auctionaire ® Division
CHECK ENCLOSED (Texas Residents add 5 %) C.0.D. (Call 512-578-9811 P.O. Box 1805 wcfm.y“m 77901

44 THE AUCTIONEER



THE NAA CONVENTION is a time to recognize the leaders and workers of the Association and during the
President’s Banquet, President Howard Buckles presented the retiring directors their recognition plaques. In-
cluded in the presentations, from left to right (President Buckles made the presentations), are retiring Direc-
tors: Norman Aldinger, Haskel Ayers, John A. Horton, Sammy L. Ford and Harvey C. Lambright. Sammy
Ford was elected Vice President and Harvey Lambright’'s plaque recognized him for nine continuous years
of service as director, then officer, including president during the 1978-79 NAA year, and then director for
three more years.

THE AUXILIARY PRESIDENT'S gavel was pre-
sented to the new president, Naomi (Mrs. Rex)
Newcom (right) by outgoing president Pat (Mrs.
Harvey) Lambright during the President’s banquet.

REX B. NEWCOM, the 1982-
83 NAA President, told the
1982 Convention registrants
that the 1982-83 year will be
the Year of the Auctioneer
during his acceptance speech
at the President’s Banquet.

“LAUGHTER — SHORTEST DISTANCE between
two people’” was the title of the 1982 President’s
Banquet speaker, Keith Barrett of Lincoln, Nebras-
ka. Speaker Barrett proved his point and left
everyone feeling good before departing from the
convention!
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Jonathan Melnick
Auctioneers
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NAA Atlanta
Convention
1982 advertising
contest winners

The 1982 advertising contest was conducted
under the supervision of Haskel Ayers, chairman of
the Public Relations and Publicity Committee of the
NAA Board of Directors. He also presented the ad-
vertising awards at the Friday night Awards Festival.
Contest judges were a local advertising agency art
director, a representative from the advertising de-
partment of the ATLANTA JOURNAL, and the public
relations director for the Atlanta Hilton.-

BEST OF SHOW
Jonathan A. Melnick, Baltimore, Maryland

HONORABLE MENTION, BEST OF SHOW
Jerome J. Manning, Boston, Massachusetts

COMMERCIAL AND INDUSTRIAL

Multi-color: Jim Calloway, Portland, Tennessee

Single color: Wally Laumeyer, Inver Grove Heights,
Minnesota

FARM (an operating farm liquidation)

Multi-color: Gerald A. Bowie. LaGrange, Georgia

Single color: Jasper Jones and Raymond Taggart,
Memphis, Tennessee

REAL ESTATE
Multi-color: Hugh B. Miller, Evansville, Indiana

Single color: Joel D. Utley, Owensboro, Kentucky

ANTIQUES

Multi-color: Jasper Jones and Raymond Taggart,
Memphis, Tennessee

Single color: Jim Calloway, Portland, Tennessee

SPECIALTY (catalogued sale)
Multi-color: Tom Keilman, Austin, Texas
Single color: Peter and Paul Weiss, North Leverett,

Massachusetts

CONSIGNMENT SALE with GENERAL
HOUSEHOLD and ESTATE LIQUIDATION
Multi-color: Marvin E. Alexander, Martin, Tennessee
Single color: Peter and Paul Weiss, North Leverett,

Massachusetts

BEST OF SHOW

Jonathan Melnick Auctioneers Inc., Baltimore, Mary-
land. Full color, eight page, 82 x 11 brochure. This
is the company’s promotional booklet, informing new
and present clients about the advantages of the
auction method, and doing business with the Melnick
firm. About 2000 of the original 5000 have been dis-

tributed.
THE AUCTIONEER



INSTITUTION (auction firm promotion)

Multi-color: Jim Odle and Chuck Cumberiin, Brush,
Colorado An mvntatlon to conswen

Single color: Thomas Rowell, Moultrie, Georgia ,_ T.he meOItennanee

AUCTION BUSINESS STATIONERY _

(letterhead, envelope, business card) : ewho love what rhey are domg
Multi-color: Jim Altfeld, Studio City, California - A el
Single color: Gary Ekdahl, Alexandria, Minnesota - e SN s

¥

HONORABLE MENTION, BEST OF SHOW

Jerome J. Manning & Co., Inc., Boston, Massachu-
setts. Two color, black and green on ivory stock, 8
X 11 folding out to 24. The auction was a liquidation
of a gourmet restaurant, and the brochure was styled
like a gourmet restaurant menu.

Sat., 26 June, 10 AM. .
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Portland, Tennessee

August6th IOSOAM COMMERCIAL AND INDUSTRIAL

Multi-color: Calloway Auction & Realty, Portland,
Tennessee. Two color, rust and black, eight pages,
82 x 11. Distribution was 1500, to liquidate a tool
and die company for a local bank. (Left)

Single color: Wally Laumeyer Auction Co., Inver
Grove Heights, Minnesota. Black on ivory stock 11
X 17 sale bill. Nearly 500 were mailed, auctioning the
rustic contents of a northern Minnesota resort.
(Above)

October, 1982 47
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Ranch

JANUARY 8 AND 9, 1982
 Commirce. GEORGIA
CompLete Farm DispersalL

= 220 Acres
* Three Homes

REAL ESTATE

Multi-color: Curran Miller Auction/Realty, Inc.,
Evansville, Indiana. Full color, 8% x 11, coated
stock, with die cut textured cover. Nearly 2000 were
dlstr:buted with the paper colors and inks chosen to
coordinate with the interior of the home. (Below)

v]oudm/i' ealty, inc.

H R. 3, BOX 457 - EUAHE\'ILLE mmm {E'IZ}‘ EET 2486

FARM

Multi-color: The Auction Way Company, LaGrange,
Georgia. Full color, 8%2 x 11 mailer, unfolding to
17 x 22. The two- day auction was a complete farm
dispersal, with 6000 of the brochures mailed. (Left)

Single color: Delta Auction & Real Estate Co., Inc.,
Memphis, Tennessee. Rust color on coated stock,
8% x 114, unfolding to 153% x 21V%2. The mail-

er/handout went to 3500, auctioning the real estate
and farm equipment. (Below)

SELLING TO HIGHEST AND BEST BIDDERS

To Be Offered in 5§ ACRE to 90 ACRE TRACTS and as a WHOLE

This valuable development property FOR DETAILS CONTACT
is only 30 miles from Nashviile, 4  Rutledge Realty & Auction
miles from 1-24, and 8 miles from 1313 Memorial Blvd., Murfressbore, Tn.
downtown Murfreesboro, Take Hwy Phone 815-893.3741

96 Wast from Murfreesboro to
Kingwood Road.

oy ESTATE AUCTION

Road frontape. O3
far away.

20——0O0Cr> m=->-H0m

Selling To High&st & Best Bidders

ApPROX  SATURDAY, MARCH 6, 10 A.M.
! 552 ACRES IN 40 THA CTS
- A#me $200,000 FARM MACHINERY
J i‘-l ami Lumtta Huti&ﬂq& Farm 45
e Kingwnad Road :
. Murfreesboro, Tennessee

Barbeqe For All At oon TO NISS#

APPROX. $200,000 FARM MAC

Z0—=-0O0Cr m-HP>—-H0m

Free Barbeque For AM At Noon
Real Estate to Sell at 1 P.M. EA@

RUTLEDGE REALTY & AUCTION W Wi W W P

135, Msnsarint M, BN Saeions, TH. " ol Pias o bk ai-n s Tateait o B
Phoon &15-803- 3741 e a8 S T e ] mem

Equipment to Bell ai 1E AM.

Single color: Marksberry Holbrook Utley Realty &
Auction Co., Owensboro, Kentucky. Black on text-
ured white stock, 72 x 8 unfolding to 13%. The
pamphlet was distributed to 500 potential buyers.

4 FREDERICA

Seldom do you have the opportunity to purchase such an
outstanding property and now is your chance. Review the
features of this property and visit us at our Open House;

we think you'll be impressed by the beauty and quality of
this LANDMARK structure.

FRIDAY
JUNE 25
10 AM.

" MARKSBERRY
| HOLBROOK
J UTLEY Dhrdd andl b eedorie s SO

JOEL D U‘FLET BILL MARKSBERRY, ALPCTH}HERS
m-mmum ETEVE MARKEEEARY. KETH TAVLOR GENF NEVNOUDS APPY!
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Ad judges discuss
the contest

It may become a tradition —the NAA advertising
contest judges discussing the contest for THE AUC-
TIONEER. This year’s third judge was Barkley Rus-
sel, public relations director for the Atlanta Hilton.

Entries portrayed
“excellent salesmanship”

By Forrest Clark
Art Director
Locherer and Associates, Advertising

| was honored to have been one of the judges in
the advertising contest at the 1982 National Auction-
eers Convention at the Atlanta Hilton. It was a very
enjoyable and enlightening experience.

| was most impressed with the full color printing
used by some of the auction companies, plus the
wide variety of items successfully advertised and
sold at auction. We judged brochures on everything
from bulldozers and backhoes, to antique furniture
and fine china. As | recall, most of the entries per-
tained to real estate, and this area was well repre-
sented by some fine full color, in addition to black
and white printing.

The selection of the winning pieces from so
many entries was a difficult task, but | believe that
the winners are fine examples of good layout, gra-
phics, copywriting, photography and printing.

| was extremely impressed with the excellent
salesmanship portrayed in the entries, and the fact
that the auction companies are educating the public
through their brochures, advertisements and sales,
that the auction method of selling is the best and
fastest method of getting top dollar for your property.

Profit from “hard
working”’ advertising

By Lynn Durant
THE ATLANTA JOURNAL and CONSTITUTION

Judging the National Auctioneers Association’s
print advertising competition was an interesting eye
opening experience. The investment and commit-
ment to print advertising is very impressive. As a
judge, | was most impressed by the wide variety of
knowledge and sophistication that some of these
advertising pieces projected. | am pleased that |
have been given the opportunity to share my obser-
vations with you. However, it's important to stress
that the award winning pieces speak for themselves.
The competition was very difficult and hard choices
had to be made. There were many impressive pieces,

October, 1982

and it is about those collectively that | wish to com-
ment.

From category to category, some auctioneering
companies maintained dynamic, well organized, easy
to read formats that projected a company’s image
so consistently that it wasn’t necessary to read the
company name after the third category or so. This
kind of advertising insures company recognition
and targets the reader’s interest at a glance.

There were some very good advertising pieces
printed in two ink colors on colored paper. In some
cases, this is a good, cost effective way to advertise.
A third or fourth ink color may not be affordable, or
necessary to create a dramatic printed piece of ad-
vertising.

Some auction advertising was deceptively simple
in appearance, so much so that at first glance, it
might seem that it’'s nuts and bolts appearance had
little to offer, unless readers were interested in those
particular items. That is precisely what makes this
type of advertising good. It is geared to a specific
audience. It tells the reader what kind of auction it
Is, and when/where it is to take place. The reader
can easily locate the items he or she is interested in,
by the well organized listing of items — numbered
and listed in bold print with smaller descriptive copy
underneath. There was always some unprinted
space to separate one item from another, and sharp,
clear pictures were sometimes included. Generally,
good organization and easy readability made these
printed pieces, if not award winning, then hard work-
ing and most probably very successful advertising
material.

Successful advertising occurs when you’ve made
a profit on your advertising investment. That's the
true test of print advertising, whether it’'s award win-
ning or not. When you’ve profited from your adver-
tising dollar, only then can you be assured that the
rilght people are getting the right message loud and
clear.

MOVE MERCHANDISE
IN DALLAS, TEXAS

When you advertise in the Sunday, Dallas
Times Herald, you reach more than 672,000
readers in the Dallas area.

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

Now featuring ‘“The Auctioneer’’ every Sunday
in the Classified section.

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

Source: Dallas Times Herald Continuing Market Survey,
1981, 4,000 Telephone interviews.

Dallas,Iimes Herald
The best newspaper in the Southwest




ANTIQUES

Multi-color: Delta Auction & Real Estate Co., Inc.,
Memphis. Tennessee. Two color, black and brown
on coated stock, 84 x 1138, unfolding to 1572 x 2172.
Mailer/handout went to 2500, with the real estate
auctioned as well as the antique collection. (Right)

Single color: Calloway Auction & Realty, Portland,
Tennessee. Dark brown on light brown textured
stock, 8%2 x 11, unfolding to 24. The auction “guide”
was distributed to 1500 antique dealers and custo-
mers; several asked for the brochure just as a souve-
nir of the auction. (Below)
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ANTIQUE BASKETS

We have been commissioned to sell o
basket collection fram Connecticut, with
additional boskets from other owners.

WEDNESDAY, AUGUST 26
7:00 PM ¢ PREVIEW 5:00 PM
MOTEL SIX ar exim 24 rom 191
SOUTH DEERFIELD, MA

Several aarly chesse haskels m warious sizes;
ats more than a dozen swing handie baskets tn dif-
P bl farant sizes and forms including single and dou-
; e handie sxamples; Lo valy laige aarly winnow:
Ing baskets; painted and atamp ¢ecorated indan
splint baskets including several with very strong
entore; rare large Indlan witiow fsh weir covered
solint eel baske!; two large covered aphint faather
baskets: good seiaction of melon shaped baskets
In varied sizes and materials. soveral miniature
basksts: loom beaksts including a large and &
tremaly Oinate exampls; amd many othe in-
teresting baskets,

TERMS: CASH, TRAVELER'S CHECKS. DR NEW
ENGLAND CHECKS iF CREDIT ESTABLISHED
PRIOR TO AUCTION. A 10% BUYER'S PREMILM
WILL BE APRLIED TO ALL PROPERTY SOLD

AUCTIONEER'S NOTE: This suctlion presenis @
amall collectlon of good guality Amercon
baskets, with material to interest both advanced
and beginning collectors, Regulor customers
plesse note 5:00 PM preview and 7:00 PM auction
starting time.

LIRSS jucriontzrs & epraisers

NORTH LEVERETT, MA 01054  413-367-9952

LAR §En
#w b

ENGLISH PERIOD FURNITURE
FRENCH — VICTORIAN AND ANTIQUE

ESTATE AUCTION

French Farlor Set w
wprn Mol runasr

English  Mabs  Sorssut,  Ssendt
oo the Rosal Conrrr of Sases
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"fctorian Paclor Set o Genoing Mahogar

b= Owsental Rug — Deawtiful deaign

Williwen G Mary dining fooem wi

Contact Jesper Jones ol Delta Auchion
conceming detalis of this properly.

ESTATE AUCTION

Meridion, Mississippi

To Settle The Estate of the late . CLiff Watts
ardered Sold by Mr. Thomas Ward, Executor

All Bids Being Final At This Sale

mbject onby 10 courd appeoval

YO U eI OB (U TV IR (8] SATURDAY, SEPTEMBER 9, 10 AM.
2405 Poplar Springs Road, Meridian, Miss.

— ALHIVHYN & ABAL EETATE CO . W

E4ECLTIVE FFILEY
500 POPLAR AT MEMDENMALL + FIFET TENWESSEE BAMK BUSLDING » SUT
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CONTACT DELTA PERSONNEL ON THE PROPERTY
SEPTEMBER 5th UNTIL SALE DATE

Mississippi Partclpating Broker
m. ity W b
i B AbAL ﬂf!il&l!

#. A SXARCOM K SETRNT

Foplar ut B nriienhak]
P e e i i M st Tennesses Bark . Sutte 351 Memphis, TH 38147
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SPECIALTY

Multi-color: Tom Keilman-Auctioneer, Austin, Texas.
Cover of the 246 page, 8%2 x 11, catalog is full
color, with the 1227 auction items in black and white.
To advertise the international firearm auction, 2000
of the books were distributed by mail order. Inside
each catalog were advance hotel reservation cards
for three Waco, Texas, motor inns. Bidders could
reserve hotel rooms at special auction rates. (Below)

Single color: Weiss Auctioneers & Appraisers, North
Leverett, Massachusetts. Black on white, twice
folded mailer opens to 11 x 17. The special collec-
tion of 112 baskets sold for $14,000, with 900 of the
pamphlets mailed to collectors and dealers. (Left)




CONSIGNMENT SALE with GENERAL
HOUSEHOLD and ESTATE LIQUIDATION

Multi-color: Alexander Real Estate & Auction Sales,
Martin, Tennessee. Red-brown and black on white
coated stock, twice folded, 82 x 14 opening to 17.
Of the 3000 prlnted, 2000 were mailed and 750 hand
delivered. (Right)

Single color: Weiss Auctioneers & Appraisers, North
Leverett, Massachusetts. Black on white coated
stock, folded three times, opens to 11 x 24. The con-
signment sale included items from one estate, plus
collectors and private owners; 900 pamphlets were
mailed. (Below)

mEISSAuE*f’ii'JﬁmEnsmFﬂi?Ens

NORTH LEVERETT, MA 01054 = 413-367-9952

INSTITUTION

Multi-color: Odle Cumberlin Auctioneers, Brush,
Colorado. Three color, 812 x 11, eight page booklet
uses brown-tone photographs, embossed orange cov-
er stock and foldout picture to represent the auction
firm. Of the 6000 printed, 2500 have been distributed
to introduce the company to business prospects.
(Below)

S e:Whv snk on yaur 1ar1c! f@r up to ﬁ mtha whﬂe.a--_
_ broker looks for buyers. Rowell can sell your land
- inB30days for atop price ~d ﬁraﬁe rhat cau%d we
o "!'-;bP more than you ex pect

Profitable to the Seller

hers is something magic about auction
Belling: Large numbers of people travel
jong dislances to find a bargain-- 1o find
hat special item —and they requently
do. But head for head, acrs for acra, ilem
lor iterm, dottar for dollar, 3 greater overall
pverage relurn s achieved for the seller

rough auction seiling.

_ gage mterest - up to 5 montha worth
~ compared to se!lmg through a broker
Yau can ac;tt..ally get ﬂmre mc}ne}f fﬂ
L Iess trme* o

Experience in
All Kinds of Auction Selling

An average of more than live auctions
evary week keeps Odie Cumberlin at the
teading sdge of auchion expenience.
Krnowing how 1o belp the saller presant

by impeoving Appearances. or using the
proper display, or selecting the best date
or focation for tha sale comes from day-
to-day knowledge of market conditions.

' --*' mrnyourd;rt rntﬂ
. oy gold in 30days. -
+  Guaranteed!
s Rowell Realty & AuctionCo.
: :'::-',-l._.f'.f*' 419 South Main. Moulirie Gmri}laﬁ 5’55
e EHH C{}ilﬁﬂ EIE? 985—8383 -'

Single color: Rowell Realty & Auction Co.,
Moultrie, Georgia. Black and white newspaper
advertisement, 6%4 x 7V4, appearing in 10 pub-
lications over a three month period. (Above)
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\ F, Finally
3 An Affordable*

SN That Makes Sense
for the
Auctioneer!

™

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

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

Multi-color: Altfeld & Associates Auctioneers, Studio
City, California. Black and red on textured cream
colored stock. (Right)

Single color: Gary Ekdah! Auctioneer, Alexandria,
Minnesota. Color is brown on ivory textured stock.
(Below)

NATIONAL AUCTIONEERS ASSOCIATION
135 Lakewood Dr.

Lincoln, NE 68510-2487

Most 1982 farm machinery sales will be replace-
ments, says the USDA’s Economic Research Service.
Replacements rather than expansion will account for
most farm machinery sales this year.

HIGH PLAINS JOURNAL

Take a chance! All life is chance. The man who
goes furthest is generally the one who is willing to
do and dare. The ‘“‘sure thing” boat never gets far
from shore.

DALE CARNEGIE
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College near you may be a potential buying mar-
ket. Our country’s 11.5 million college students have
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Absolute auction
creates buyer
confidence

By Richard T. Kiko
NAA director

Doing your homework and covering all the bases
is more than writing and sending out the ads, putting
up signs, tents, arranging a lunch stand, parking, etc.
Especially at an auction — that is, an absolute auc-
tion — you must have all the bases covered. You
cannot afford to have a misfire sale, and there is no
better feeling than having a completed sale that
was a bona fide success.

You must know throughout the auction planning
process that you have not left one stone unturned.
That begins with generating interest. Here are some
ideas we have used to create buyers on real property.

1. Help form real estate investment groups or
clubs. Often times there are properties that
would qualify, but people cannot always at-
tend. You can have the property reviewed
ahead of time and at least have a wholesale
bid in your pocket.

2. Some auctions are division of interest sales
—such as divorce, closing out partnerships
or corporations, estates, heirs, or companies
— which means there is more than one party
owning the same real estate or chattels. If
the auction price is too reasonable, one part-
ner can buy out the other, or part of the
group, which would rather have property than
money, can buy out the other members of the
group, as long as it is bona fide. If the prop-
erty goes well, then divide the money.

3. Sometimes you can, in a very limited way,
be a partner at helping a purchaser. You can
offer a short term loan, maybe until you liqui-
date the property for the owner — then get
your bridge money back, plus create another
sale.

4. Work out delayed closings, owner finance,
etc. Sometimes this step can only happen
sale day, when the seller is under a little
more pressure.

These are some of the tools of the trade you
should keep sharp, just in case you need them. Re-
tail buyers are available about 75% of the time, but
you must be prepared 100% of the time. Some of
the above ideas may help you with the other 25%.

Most sellers who really want to sell will be well satis-
fied.

Especially in slow times, we feel “absolute auc-
tion is the only way’’. Just two evenings ago, one of
our people had a real estate auction scheduled and
upon arriving on the scene, | was informed that this
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NAA director Dick Kiko
was elected to the Board
of Directors in 1980. He
is the president of Rich-
ard T. Kiko Agency, Inc.,
Canton, Ohio, and is ac-
tive in the Ohio Auction-
eers Association. An
auctioneer for over 23
years, Mr. Kiko and his
firm conduct real estate,
antiques, farm, and
equipment auctions. He
is also a private pilot and
farmer.
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particular property had been up for auction before,
within the past year, with a reserve. They did not
get one bid; in fact, no one even showed up. But at
absolute auction, we sold the property for $34,000,
with five different bidders participating. This proves
that the purchasers are sometimes smarter than us,
the auctioneers.

P

Creating buyer confidence throughout the years

has made sales like this one a reality.

Dealer Auction

1st & 3rd Tuesday 11 a.m.

Selling Overstock — Bankrupt Stock —
Salvage — Unclaimed Freight

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

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

WISHING ROCK AUCTION

46 Wishing Rock Rd. |
Pasadena, Maryland

(301) 647-9769 (301) 551-4371
Vic Mattucci-Auctioneer
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Manage time,
get more done

By Hugh B. Miller, CAl
NAA director

In this ‘““new economy’ we are experiencing,
some auctioneers are incumbered with an unprece-
dented work load. How can we find the time to get
everything accomplished in a professional manner?

It is in times like these that we all must be care-
ful not to accept more business than we can properly
handle. Don’t be afraid to turn down an auction if
you and your staff cannot fit it into your schedule.
We have all seen people we highly suspect who have
devised a way to get a couple extra hours out of every
day. Of course, they really haven’t, but they know the
secret of time management. | am certainly not an
expert on time management, but | have definitely
suffered from not having enough time to go around.

| would like to share some time management
ideas | have acquired through the years. Also, |
would like to ask that each of you share your ideas
with other NAA members by jotting down the busi-
ness habits that have helped you manage your time
more efficiently. Send your ideas to THE AUCTION-
EER magazine.

| think the most important thing is to “‘plan your
work and work your plan”. We have all heard that
familiar saying, but do we always follow the good
advice? | have found that if | jot down my next day’s
appointments and telephone calls the evening before,
my day just simply goes more smoothly, and | accom-
plish more. It is also a good idea to number the
things to get done in order of importance. In addi-
tion, if there is a particular task that you are dreading
to do, tackle it in the morning, first while fresh.

These strategies require some self-discipline
and practice; however, they will certainly create a
better organized day.

When you arrange your work, you need an order-
ly planning system. | personally use a yearly diary to
keep track of my long term appointments and auc-
tion dates. | also carry a monthly planner, with room
for outlining a daily schedule. The name of the
monthly planner | use is the “Pocket Day Timer,
Senior Size”’. This book fits nicely into your shirt or
coat pocket and has two pages for each day. The
Day Timer Products are available from Day-Timer,
Allentown, Pennsylvania 18001.

Recently, our minister referred to the fact that
“mankind was created to work and that mankind is
charged to be skillfull at that work”. Let us not for-
get to allow time for professional education in your
busy schedule. Probably the most important goal
in your time management plan is to devote quality
time to your family. Service to your church or syna-
gogue and community is also very worthwhile.

In summary, plan how you will spend those valu-
able business minutes. “Taking” some time to man-
age your schedule will help you be as productive and
skillful as possible during your working hours.

October, 1982

NAA director Hugh Miller
was elected to the NAA
Board in 1980. He is an
auctioneer, Realtor®, and
appraiser for the firm of
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NEEDS TO KNOW
BY RUSSELL KRUSE

beginning auctioneer.

CHAPTER HEADINGS

and auctioneer hability

Russell Kruse.

THE PROFESSIONAL
AUCTIONEER AND WHAT HE

A book every auctioneer should have in his possession.
Prepared for practicing auctioneer and the student or

1. Bid Calling 10. License Law - Bonds
2. Conducting the auction 11. Fees — Commission
3 Contracts 12. Appraising

4 Sale Summary 13. Land description and
5. Uniform commercial code surveys

14. Working together

and words every auct-

6. Reserve bidding 15. Definition of 276 terms
7. Advertising

8. Ringman ioneer should know or
9. Insurance have available.

AUBURN, INDIANA ($300)

or
HOME STUDY COURSE

at above address.

ALSO AUCTIONEER TRAINING AT
KRUSE AUCTION INSTITUTE

Plus LIVE KRUSE TAPE ON BID CALLING ($50.00)
Phone 219-925-4604 or Write Russell Kruse

Price of book $10.00 (Volume discount available). WRITE:
Kruse Office, Auburn, Indiana 46706. ATTENTION —

I SALE CLERKING SHEETS

and other Auction forms
Write for Samples and Prices

BURTON PRINTING CO.
l P.O. Box 597

Hastings, Nebr. 68901
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Use trends in today's
livestock marketing

By Dean H. Parker
NAA director

We are living in a time when new innovations,
new ideas, accelerated livestock marketing princi-
ples, and economy in marketing are becoming very
prevelant, and, in most cases, very necessary.

Any of us who in the past couple of years has
had to do any livestock marketing have found that
the cost of marketing livestock nowadays is extreme-
ly high. Not that the commission is any higher than
it has ever been, but just the cost of going up and
down the road, telephone calls, motels and meals,
and transportation costs are so much higher than
they used to be. If any auctioneer is going to make
any money at all in the livestock industry (that means
cattle and horses, as well as hogs and sheep), you
have got to look at every angle you possibly can, to
keep from spending an extra nickel.

Along with that, we have got to be ready in the
auction profession to make our industry the most
progressive and profitable that it has ever been.

Fortunately in the livestock industry, our com-
petition is not each other, and | mean that very seri-

NAA director Dean Park-
er was elected to the
NAA Board at the Nash-
ville Convention in 1980.
His auction firm, Dean H.
Parker & Associates, Lo-
gan, Utah, is one of the
largest Quarter Horse
auction sales manage-
ment companies in the
world. Mr. Parker con-
ducts over 200 sales a
year, piloting his own
twin-engine Cessna 310
to a yearly average of 43
states, and Canada.

ously. Sure, it is true that down the road a few miles
there is another livestock market, or there is another
auctioneer who is in the business the same as we
are. But while we are competitive with each other,
the fact that we are is actually helping us. Auction-
eers down the road are out drumming up business,
but they aren’t going to get all of the business. Some
of it is going to come back to you. Likewise, some of
the business that you uncover is going to go to some-

Our Auction Mart is an action mart.

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

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

Why to the Sunday and Wednesday Tribunes?

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

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

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

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

And that's the first step to getting in on the action.

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

New York: James Dietz
(212) 682-3033.

Miami: Barry
(305) 989-8833.

(Chicago Jribune

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

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

Detroit: Vincent Walker
(313) 569-0464.

Dallas: Thomas Stansfield
(214) 363-5044.

Werblow
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one else. The very fact that you and | and many,
many others are out drumming up business simply
means there is going to be lots of auction business.
We are all trying to accomplish the same thing
through the same means, and that is sell livestock
through the auction method. Everytime one of us
comes up with a better idea, it helps all of us.

Again, our real competition is not each other.
It is the seller out there trying to market livestock
through private treaty. That is our competition. |If
we could once and for all convince all livestock pro-
ducers that the only way to market their livestock is
through the auction method, we would all be sharing
in much greater volumes, and consequently, much
greater income.

| do think, however, that it is a necessary ingre-
dient in our business to eliminate the idea that the
other auctioneer, or the other livestock market is our
competitor. What we need to do is figure out more
effective ways of meeting the competition of private
treaty sales.

Auction markets the last few years have certain-
ly taken a big portion of the livestock marketed an-
nually, but there is still a great number of livestock
marketed through private treaty. The country buyer,
the commission merchant, the order buyer, they are
all out there trying to keep these cattle from coming
to the livestock market. As long as they can do so,
their profits are going to be higher.

There are several new methods being experi-
mented with, many of them very successfully. One
that we have all heard quite a bit about lately is video
marketing — the use of television cameras to video-
tape the cattle, then sell them via the tape’s play-
back rather than actually being out in the auction
market.

Another method that looks like it might have a
very good possibility (I have seen it tried several
times lately very successfully) is going right to the
ranch and having an auction sale right there on site.
It really doesn’t take very many cattle to make a sale,
especially if they are all one class of livestock, or
not more than two or three classes. It is not a real
big job to set up an auction and sell livestock right
there on the ranch. It just takes a good bit of ad-
vertising, very effective merchandising, some good
auctioneering ability, and you can have a very suc-
cessful sale.

The purebred livestock industry has been auc-
tioning this way for many years, and one of the great
advantages of marketing purebred livestock is the pri-
vate production sale right at home on the ranch.
Why not try this with commercial cattle? Well, some
auctioneers are trying it, and it is working well. | have
a couple of these kinds of commercial auctions my-
self this fall.

Another method that | think is going to become
very popular is the use of videotapes to sell purebred
livestock. | am thinking primarily along my personal
emphasis of horses. | can’t think of a much better
way to market a horse than to have a videotape of
that horse’s performance. Allow the auction crowd
to view while the horse is being sold. So far, we
have used this only in selling performance horses,
but | think that it could well be done in viewing race
horse prospects, broodmares, etc.
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| believe that one thing we all need to learn is
that when one of our ““cooperators’” (used in defer-
ence to “‘competitor’’) comes up with a new idea that
works, let’'s get on the bandwagon and use it. None
of us has any patents on good ideas. They are great
new strategies and give great assistance to effective
marketing. Auctioneers are in the most effective
marketing business in the world, and there are many
things at our disposal that we are not using.

Let’'s quit wasting time worrying about com-
petitors, and spend more time worrying about better
means of marketing, more effective auction sales,
and then we will have plenty of business. Right now,
there is no shortage of business. There is just a
shortage of effective ways of servicing the business.

FORT SMITH

AUCTION SCHOOL
Ft. Smith, Ark. 72903 — (AC) 50‘-646—1“1
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Many sizes, styles and prices in stock now and
available for immediate delivery!

VALDOSTA
Tent and Awning
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Auxiliary to the
National

Auctioneers

Association

Dear Auxiliary members,

When circumstances are good, we wish for time
to stand still. When circumstances are not so good,
we are happy that times does not stand still. So goes
life. As | enter my last year as a director of the
Auxiliary, | think back over the immediate past years
and remember how good life has been to me. The
privilege to serve on the Auxiliary Board, and the
privilege to have served as the Auxiliary Chairper-
son for the NAA Convention in Atlanta, these oppor-
tunities have allowed new friendships to come into
my life, as well as given me the opportunity to be
with friends of many years.

Through the years of being a member of the
Auxiliary, | have tried to meet members from all areas
of our great country. Many times these new found
friends have blessed my life more than | could possi-
bly influence their lives. As | come to the end of
this service, | strongly encourage individuals with
auctioneering affiliations, to become involved (if you
are not already involved) in this organization, to sup-
port the leadership and the membership. Venture
out and make yourselves known. The NAA and its
Auxiliary need you.

May | say once again, thank you to the many
people who offered their talents and abilities to the
many areas of need, in preparing for the Auxiliary’s
responsibilities at the NAA convention in Atlanta.
This, of course, is indicative of auctioneer families.

| wish you all a beautiful autumn season where-
ever you might be, and may the coming year bring
peace and prosperity to us all.

Looking forward to seeing you next year in
Houston, Texas, at the NAA annual convention.

Lila Moody, director
Auxiliary to the NAA

Darlington, South Carolina

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

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

Rwick Rlerk

Box 147 Northfield, Mn. 55057
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EDUCATION CHAIRWOMAN, Barbara Suarez was the
moderator for the NAA Auxiliary’s panel discussion
at the Atlanta convention on loss prevention. From
left, Richard M. Dixon, Pinkerton’s, Michael O. Har-
rell, Brink’s, moderator Suarez, Ronald Mazurek,
Rollins Protective Services, and Brian F. Mathews,
Reliance Insurance Company.

What is the value
of one member?

Ten involved members standing in line,
One became inactive, then there were nine.
Nine ambitious members offered to work late.
One forgot her promise, then there were eight.
Eight creative members, had ideas good as heaven.
One lost enthusiasm, then there were seven.
Seven loyal members got into a fix.
They quarreled over programs, and there were
SiX.
Six members remained with spirit and drive.
One moved away, then there were five.
Five steadfast members wished there were more.
One became indifferent, then there were four.
Four cheerful members who never disagree —
'til one complained of meetings; then there were
three. ‘
Three eager members! What do they do?
One got discouraged, then there were two.
Two lonely members; our rhyme is nearly done.
One joined a bridge club, and then there was
one.
One faithful member was feeling rather blue —
met with her neighbor, and then there were two.
Two earnest members each enrolled one more —
doubling their number, and then there were four.
Four determined members just couldn’t wait —
'til each won another, and then there were eight!
Eight excited members signed up 16 more. In another
six verses, there’ll be a thousand twenty-four!

(This poem was submitted by Auxiliary director Lila
Moody, from the ‘““Footnote” column by Helen Jenkins
in the Mississippi Farm Bureau’s publication. Adap-
tation by THE AUCTIONEER appears in italic.)

8.4% of women-owned businesses were cor-
porations which accounted for 46%, or $19 billion,
of all gross annual receipts generated by women-
owned businesses.
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“Security: Loss
Prevention”

A report on the NAA
Auxiliary’s panel discussion
at the Atlanta convention

(Mrs. Suraez has dedicated this article to Ann
Williams, 1981-82 Auxiliary president-elect who died
June 20, 1982.)

By Barbara Suarez
Atlanta, Georgia

With the advent of more professionalism in the
auction industry through NAA sponsored seminars
and workshops, it has become necessary for the NAA
Auxiliary, to keep pace. Because of the uniqueness
of the auction business as ‘“the American way’ —
with a high percentage of companies still operating
as a family business — it should not be surprising
that at our conventions, different members of the fam-
Ily attend simultaneous workshops, taping the speak-
ers and later comparing notes.

Keeping this in mind, the Auxiliary has ex-
panded its educational programs. At the 1982 NAA
Atlanta Convention, our Auxiliary presented a panel
discussion at the Ladies Luncheon, on “Security:
Loss Prevention”. The four dynamic panehsts repre-
senting top U.S. companies in the field of security
and loss prevention, were extremely informative, en-
tertaining, but most of all, thought provoking.

Richard M. Dixon, a former counter intelligence
officer for 21 years, now retired from the federal
government, is presently the Atlanta regional man-
ager for Pinkerton’s Inc. Dick was personally re-
sponsible for coordinating the security at the Chrysler
estate auction conducted by Sotheby’s. As many of
you already know, this auction grossed in the mil-
lions; and until Pinkerton’s was brought in, the trus-
tees had hired one off-duty policeman sitting in the
kitchen with a shotgun.

Obviously, this was totally inadequate. An ex-
cellent security plan was devised to safeguard the
multitude of items, for several months during inven-
tory and cataloging, auctioning, overseeing their dis-
persal to the buyers, while constantly being alert
for any problems. including crowd control.

Founded in 1850, Pinkerton’s is the oldest private
security and investigation firm in the world. To help
promote the firm’s services, Pinkerton devised the
familiar trademark of an open eye, with the slogan
“We Never Sleep,” from which the term “‘private eye”
originated. The founder, Alan Pinkerton, served as
head of the federal intelligence organization (later
to be know as the U. S. Secret Service.) Jesse James
once threatened to kill Alan Pinkerton. Also, Pinker-
ton’s relentlessly pursued the notorious “Wild
Bunch”, including Butch Cassidy and the Sundance
Kid.

Pinkerton’s was responsible for recovering a
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Gainesborough painting stolen from a London art
gallery, and established a rogue’s gallery of known
jewel thieves. They also solved the $1.5 million
robbery of a Northhampton, Massachusetts bank,
and recovered all the financial assets of the famed
Smith College. Winston Churchill personally re-
quested that Pinkerton’s assist Scotland Yard to pro-
tect King George V during his coronation in 1911.

Since the post-war era, Pinkerton’s services to
clients have expanded and diversified extensively —
especially uniformed guard operations in the indus-
trial, institutional, public events, commercial and

Continued page 61
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The Reisch Auctioneer's Speaker

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

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

THE JR-2 “Reisch Special” is a powerful little set. Operates on two 6
volt lantern batteries and has a battery powered mike. Only weighs 6

Ibs. Complete with neck support to hold mike, shoulder strap and 15 ft.
cord.

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

5 REISCH SPECIAL
It is a voice saver. Select the set that “LITTLE BIG VOICE" — JR-2

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

THESE SPEAKERS CAN ONLY BE PURCHASED FROM:

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

e — e ———————————— i ———

WATCHES BELOW WHOLESALE B ad

Try our special $4.00 Ladies’ Assortment —
Dealers’ Inquiries Welcome.

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

Have Latest Space Games,
Pen & Musical Alarm Watches

-—---—-__ﬁ

Name
Add } —
Wagner Watch Co., Dept. A ress
8 West 37th St, N.Y., N.Y. 10018 - _ - |
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residential markets. There are now over 35,000
trained employees operating from 122 offices in the
U.S. and Canada. Their clients include more than
95% of the FORTUNE 500 businesses, and yet they
are equipped to handle small firms economically by
obtaining security on a share-the-cost basis.

~ Michael O. Harrell, a graduate of the University
of North Carolina with a degree in criminology, has
been in the security industry for the past 13 years.
He is currently the Southeast regional sales manager
for Brink’s. As Mike pointed out, the most publicity
that the company receives is when there has been a
Brink’s armored truck robbery. But he told the audi-
ence something of importance that many are not
aware of — since 1859, no one has ever lost a penny
entrusting their valuables to Brink’s.

Brink’s is one of the oldest and largest money
transporters in the world. Perry Brink started his
business with nothing more than a $200 horse and
wagon — and a determination to succeed. As times
changed, Brink’s changed. Today, the company has
grown into an international security transportation
giant, with 160 branches in the U.S. and Canada,
plus over 100 locations in 20 countries.

Over the years, Brink’s has transported more
than money. If it’s valuable it probably has been
transported by Brink’s, including Lincoln’s Gettys-
burg Address, the Magna Carta (both times it visited
the U.S.), and the first television set ever built. They
even transported the original moon rock to the Mu-
seum of Fine Arts in Houston. This 120 year old
company provides service, security and insurance
with no exclusions. Their customers feel comfort-
able knowing that any item entrusted to them is pro-
tected not only by Brink’s, but also several insurance
companies including Lloyd’s of London.

Brink’s representative Harrell said that he is con-
stantly amazed at how many businesses pay to have
their garbage removed, yet risk losing their cash
sales receipts — and possibly their lives — by mak-
ing their own bank deposits. With so many Brink’s
branches avaliable, it isn’t necessary to take that
chance.

Ronald Mazurek, director of sales and market-
ing for Rollins Protective Services, with 12 years ex-
perience in the electronic security industry, pointed
out that while the entire family is out attending to
business, who or what is protecting the home?

The following are quotes from Ron’s presenta-
tion.

“Burglary is Big Business. Nearly 3 million
home burglaries take place each year according to
a National Crime Survey sponsored by the U.S. Jus-
tice Department.

“Burglars attack unprotected homes five to six
times more than electronically secured homes. It is
a mistake to assume that most burglaries are com-
mitted by professionals belonging to an organized
ring.

“On the contrary, the majority of residential
burglaries — about 85% — are carried out by youth-
ful amateurs, mostly white males under 25 years of
age and of normal intelligence.

“Victims suffered losses estimated at 3.3 billion.”

To locate a reputable alarm company, contact
your local police department, the Better Business

October, 1982

Bureau, and most importantly, your insurance agent.
The insurance agent has a stake in recommending
the best alarm company. If the company does not
do its utmost to reduce payouts due to burglary, then
your premium costs will continue to increase. The
most reputable companies should use equipment ap-
proved by the Underwriters’ Laboratory and provide
twenty-four hour service following the installation.

~U.L. approval means that the products are safe from

causing false alarms — or even worse — fires.

The servicing availability on a twenty-four hour
basis is of utmost importance because many law en-
forcement agencies are assessing fines for false
alarms. After selecting the alarm company, set an
appointment and discuss a system that meets your
needs.

The “best” system is one that will protect the
entire perimeter of your home, informing you that
someone is attempting to enter. A particularly sensi-
tive room, one with a safe or coin collection, could
be protected with special space or motion detectors.
But protect the perimeter first. Special space or
motion detectors are designed to provide the highest
level of protection for high risk areas. Pressure mats,
photoelectronic beams, ultrasonic detection and pas-
sive infrared systems are examples of high risk area
protection.

With alarm systems, as any other purchases, you
generally get what you pay for. Remember that your
property and your personal safety are at stake.
Therefore, contract with companies that are national
iIn scope and using Underwriters Laboratory ap-
proved equipment.

In summary, investigate the benefits of home
and family protection. The insurance industry recog-
nizes the benefit by offering premium reductions.
Even the Internal Revenue Service recently an-
nounced allowable deductions for systems installed
In the home, protecting items that are stored for
later resale. Check with your accountant and insur-
ance agent for these benefits, explains Rollins Pro-
tective Services, a pioneer with 12 years of speciali-
zation in the home protection market, considered an
Innovative leader in the protection industry.

Brian F. Mathews, manager, Atlanta Loss Control
Services for Reliance Insurance Co. is a graduate
of Temple University. Although he was a research
chemist for nine years, Brian moved into the insur-
ance field over ten years ago and has been in charge
of all loss prevention programs for Alabama, Georgia,
Mississippi, and South Carolina. Reliance Insurance
Co. is the largest, privately held insurance company
which has a team of professional loss control con-
sultants, providing timely assistance to help solve
specific problems in controlling losses before they
happen. They serve you directly through your local
Independent agent.

To reduce your losses, Reliance recommends a
four step plan of action.

1.) First identify all potential areas where you
are subject to loss, such as crowded conditions,
counterfeit funds, fire hazards, burglaries or robb-
eries, liability, goods under consignment.

2.) The best possible solution may include no
smoking in your auction house, hiring guards for

Continued page 62
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Route 5 - South Deerfield, Massachusetts
413-665-2877
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NOW, EVEN GREATER RESULTSINA
FARM AUCTION

Inits
28th year of
publication

(formerly Eastern Indiana Farmer)

i Auction deadline noon Tuesday. Late ads until 8:30 a.m. Wednesday CST.

Try it for your next farm
auction! Results guaran-
teed in area shown or no
pay! |

As a trial guarantee if you
feel the results did not merit
the cost, tell us and we’ll
not charge you for the ad-

vertisement (exceptionally
bad weather excepted). But
you must ask for a show of
hands of who read it In

Farmweek!

Farmweek

Phone (317) 345-5133 (or)
Indianapolis (Greenfield)
Phone 326-2235
Call Toll Free
Indiana: 1-800-382-1050
Other states: 1-800-428-4156
To Reserve Your

~Next Auction

Or Write

Over 20,000
Paid
ubscribers

Paid Circulation
Now

Over 20,000
and growing!

FarmWweek

P.O. Box 90, Knightstown, Ind. 46148

crowd control, identifying all equipment in two loca-
tions (one obvious and one hidden), proper illumina-
tion in perimeter areas, security of these same areas
by using electronic devices.

3.) Implement these programs.
4.) Monitor the effects.

Brian Mathews went on to say, ‘‘any recommen-
dations for correction of observed deficiencies must
be reasonable in cost. Each recommendation must
be carefully weighed to insure that the additional
security obtained is worth the expense involved.

“In laying out long-range security programs in-
volving extensive construction, hiring of additional
guards, installation of illumination and other protec-
tive devices, as well as specifying immediate reme-
dial actions, primary consideration must be given
to dollar value received versus dollar value spent.

“Whenever possible, maximum use should be
made of existing facilities, supplies and equipment
by renovation in order to reduce expenditures. It is
also possible to improve security by improving disci-
pline in administrative procedures. This step is prob-
ably quickest to produce results, and the most cost
effective.”

Several, pertinent questions were asked of the
four panelists by people attending the Ladies Lunch-
eon. As time was running short, it was suggested by
the panel moderator that the four companies be con-
tacted directly to answer specific needs, or to re-
ceive a general information kit for future reference.
NAA and Auxiliary members are invited to contact
the nearest branch offices of the participating se-
curity firms.

Richard M. Dixon
Atlanta Regional
Manager
Pinkerton’s Inc.
3355 Lenox Road
Atlanta, GA 30326

Michael O. Harrell
Regional Sales Manager
Brink’s Inc.

1093 Hemphill Ave.
Atlanta, GA 30318

Ron Mazurek

Director Sales &
Marketing

Rollins Protective
Services Company

P.O. Box 2862

Atlanta, GA 30371-3001

Brian Mathews

Manager of Loss Control

Reliance Insurance
Companies

P.O. Box 105070

Atlanta, GA 30348

The general consensus of the Auxiliary’s “Se-
curity: Loss Prevention’” panel was clear. In essence,
it doesn’t cost anything to look into various security
and protective measures; and after weighing all the
facts, choosing the best loss prevention plan for you.

They are already down on the farm — computer-
ized feeding systems. Each cow is equipped with an
ID tag that emits a radio signal. When the cow ap-
proaches the feeder, the signal is read by the com-
puter and the cow is given its allotment of feed. The
system also keeps track of daily and monthly feed
consumption for each animal.

HIGH PLAINS JOURNAL
THE AUCTIONEER



Real Estate
at Auction

Properties auctioned
“back then”

NAA member J. C. “Jake” Horney, Jr., Wythe-
ville, Virginia, provided THE AUCTIONEER with these
pictures of real estate auctions from a bygone era.
The auctioneers were J. T. and J. C. Horney, Sr.,
Virginia brothers renowned for their ability to cry
the same bid at the same time, in exactly the same
chant.

The two brothers founded their auction company
iIn 1917, with the business slogan ‘“Wytheville our
home — the world our territory’”. That tradition is
continued by Jake Horney, Jr., still advertising in the
same local newspapers as his father and uncle, but
also using television, radio, and outdoor advertising.

LAKELAND, FLORIDA — The Horney Brothers Land
Auction Company, Inc. was selling in 12 states when
this photo was taken, and was considered to be the
““largest auction organization on a full time salary in

the United States”. During the “Florida Boom Days”
the auctioneer brothers worked out of Asheville,
North Carolina, transporting thousands of people by
bus, hoping to strike it rich in Florida land deals.
Free dinners were also part of the trip.

You may have to sell one at auction someday —
an electronic bug Killer, five-feet tall. Mounted on a
center pivot irrigation rig, the glowing device Kkills
thousands of insects without pesticides.

HIGH PLAINS JOURNAL

October, 1982

FORT MEADE, FLORIDA — Four auctions in this
city alone totaled $80,000, supporting a branch of-
fice also handling private real estate sales. In those
days, auctions were part of a week’s entertainment
for a given vicinity. The Horney auction staff was
often accompanied by a balloonist, or a small circus,
and as one newspaper described them, “a troupe of
Hawaiian Entertainers”.

COMPLETE AUCTION TEAM which traveled with J. C.
and J. T. Horney included “‘their own contract men,
advertising men, engineers, ground workers . . . a
bookkeeper and a full office force, all on a full time

salary’”’. The location of the above photograph iIs
not known.

ASSOCIATED AUCTION SCHOOL
Since 1970
6349 Grapevine Hwy.
Fort Worth, Texas 76118
Phone 817-284-6416
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The running of yvour auctions will be as

“SIMPLE AS ABCs”

With a proven, fast and easy to use computer system —
designed for you the auctioneer and developed in the
field by people who understand your needs.
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® Consignors Summaries oSatyt e,

® Mailing Labels e%e®e’ e s
Designed to run on the Apple Il Plus** completely port- :_::::::::::::-:
able computer etetale e’
Heavy Duty Carrying Cases with Wheels for Air Shipping '::::::::::
and for Local Travel. aatetate"
Software available for Payroll, General Ledger, Mailing :::':

Lists, Etc.
*Copyright “*Trademark Apple Computer Co., Inc.
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COMPUTER ASSISTED BUSINESS SERVICES
=225 Worcester Road
Framingham, MA O1 701
(617)527-5563 (617)875-1 305
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Muctions chce/z
PLEASE STATE SIZE OF
FILE YOU WISH TO ORDER

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

$169.95

100 Slot File
(Slots — 312" deep - 212"’ wide)

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

$59.95
50 Slot File
(Slots — 312" deep - 22" wide)

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

$39.95

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

We have the clerking sheets that come in
triplicate, with three sides glued together.
There are 21 items per sheet. These are
made for the 2 file. We do not make a

NEW 400 SLOT FILE, 30” WIDE, 212 HIGH.

[ Ttem

clerking sheet for the 312" by 212" file.
Package of 200 Sheets (4,200 Items)

Package of 600 Sheets (12,600 Items)

Telephones — Office (308) 995-8614

We pay shipping charges on all items

No.

Purchaser

$40.00

$1 1 5-00 Price

Home (308) 995-5098

Send check or C.0.D.
LUNDEEN SALES FORMS

This 1s for the 2" file

423 East Avenue

)))))))))))))))))))))))‘

Holdrege, Nebraska 68949

RECEIVE PRECIOUS GEMSTONES ON CONSIGNMENT

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

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

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

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

Please call or write our office as soon as possible.

Thank you very much.

Consolidated Equity Associates

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

October, 1982
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Booster Club

The NAA members and friends whose
names appear within their respective
states have each contributed $10 to have
their names appear four times annually
(January, April, July and October) in sup-

port of THE AUCTIONEER magazine.

ALABAMA
John A. Gonder—Birmingham
John P. Horton—Huntsville
Kenneth R. Jones—Birmingham
J. Craig King—Gadsden
Kenneth Terrell—Boaz
Ray Webster—Guin
ALASKA
Homer R. Beedle—Juneau
J. H. Bolt—Anchorage
Andrew S. Hess—Anchorage
ARIZONA
Robert R. Boone—Glendale
W. R. Brown, Jr.—Sun City
James E. Connolly—Sun City
Charles W. Copus—Wickenburg
Okey Probasco—Oracle
Pete Schultz—Scottsdale
Edward Short—Phoenix
John W. Whisenant—Phoenix
Earl Windle—Sierra Vista
ARKANSAS
Dalton Dailey—Little Rock
J. C. Dyer—Nashville

C. J. Henson—Rogers

James E. Mason—Springdale

W. K. Murdoch—Van Buren
CALIFORNIA

James P. Byrd—Delmar

Edward A. Cannell—Oakland

Milton Costa—Hanford

John P. Coxford—LaHabra

Dean Cullum—Chino

Keith Cullum—Pomona

Marsh Dozar—Beverly Hills

John Eubanks, Sr.—Port Hueneme

Anthony Fratantoni—Chatsworth

Klavs H. Gade—Solvang

Nelson A. Geiger—S. Sacramento

Don Johnson—Arcata

Robert W. Kolak—Roseville

Robert L. Laws—Saratoga

B. C. Mitchell—Los Angeles

Michael J. Odell—Hayward

Ray L. Patterson—Denair

L. D. Pollom—Hemet

Morris Schwartz—Hollywood

Dell Shuffield—Yuba City

Stamper Skeeters—Santa Margarita

R. E. Stanley—Cornoa

Steve Van Gordon—Campbell

Bob Young—San Jacinto
COLORADO

Don Haswell—Brighton

K. W. Kerbs, Sr.—Colorado Springs

Donald D. Kottwitz—Wiggins

Donald L. Krieger—Greeley

August Pacific—Niwot

Rodger Wooten—Westminister

CONNECTICUT
R. J. Cameron—S. Windsor
Roland Grenier—Meriden
Phil Jacquier—Norfolk
David A. Josko—Fairfield
William J. Josko—Southport
John F. McKale—Wilton
Seymour Manheimer—New London
Richard Mather—Granby
Dean A. Moore—OId Lyne
Joseph Pari—Hamden
Frank Perry, Jr—Hartford
A. C. Richard Pinto—Trumbull
Wesley Sager—Trumbull
Al Tirella—E. Hartford
Arthur Zetomer—Bridgeport
DELAWARE
Crawford Carroll—Dover
Riley Jefferson—Lincoln
DISTRICT OF COLUMBIA
Irving Kamins—Washington
Benjamin E. Weschler—Washington
Michael Weschler—Washington
William P. Weschler—Washington
FLORIDA
Kale Albritton—Lakeland
Louis Boyleston—Pensacola
Robert E. Boyleston—Pensacola
W. P. Drake—Port Charlotte
L. B. “Benny”’ Fisher—Pompano Beach
James K. Hartle—N. Fort Myers
Neal Herman Levine—S. Miami
Lester Martin—Sarasota
A. R. McGowen—Mt. Dora
Jeffery D. Sacks—Miami

AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

“The Professional Auctioneers’ Choice’”’

HALF-MILE HAILER SOUND CRUISER
MODEL S-610 MOBILE P.A. MODEL S-310
List: $257.00 List: $440.00
Auctioneers Cost: $205.00 Auctioneers Cost: $374.00

SOUND CRUISER MOBILE P.A. MODEL S-310 — Make any car a sound truck in 45 seconds. |
Ideal for cars, trucks, buses, boats. AMPLIFIER: Model S-302: 32 watts: all transistor. Con-
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: 83% " wide x 3% ' high x 83" deep. Mounting:
Handle supplied for easy carrying or ready mounting under dash. SPEAKERS: Model
S-1210: Two weatherproof horn speakers that swivel and lock in any direction, can handle
full amplifier output, mounted on car-top carrier ready to clamp to car. MICROPHONE:
Model S-2080: cardioid probe-type, noise-cancelling hand-held microphone, supplied with
8" coil cord, on-off switch, mounting clip. WEIGHT: Complete system, 25 Ibs. Order Model
$-310

Order by mail — payment with order — we pay postage . . . C.0.D., you pay postage.
North Carolina residents add 4% sales tax. '

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
i 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

Col. Forrest Mendenhall,

______ If you need good quality equipment, e
Member e

this is your opportunity.
Write for Equipment Brochure today.

®

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

Cliff Shuler—Titusville
Charles Smith—Mary Esther
Richard H. Thomas—Miami
Wilma Wilkins—New Smyrna Beach
GEORGIA
O. H. Adamson—Ellenwood
Red Fleming—Hartwell
Henry D. Goforth—Louisville
Ron Harris—Atlanta
Wayne Stowe—Canon
Barbara Suarez—Atlanta
John Suarez—Atlanta
HAWAII
Steve Rosen—Honolulu
IDAHO
Irvin Eilers—Kimberly
Rick Musick—Grangeville
Gerald Pearson—Salmon River
Fred Wood—Fenn
ILLINOIS
Dennis Ahrens—Staunton
Nelson E. Aumann—Nokomis
Edward Barauskas—EImhurst
Willard Bockhorn—Sparta
Nevyin Christeon—Berwyn
Gail Cowser—Glasford
Don Culbertson—Pontiac
Carl Dabbs—Putnam
Mahlon R. David—Kawanee
Art Feller—Cissna Park
William L. Gaule—Chatham
Eldon Gilliland—Oak Lawn
Michael Gordon—Chicago
Flint Grinnell, Ill—Skokie
Henry Hachmeister—Pecatonic

October, 1982

531 Broad Street
LICENSED

(Established 1917)

& BONDED 5

GA. AUCTIONEERSLIC.NO. 137
Atlanta Telephone 577-2634

Invites Participation

By Auctioneers & Real Estate Brokers, Nationwide

We will be pleased to cooperate in turning your listings into immediate cash.

Call Toll-Free Ga. 1-800-282-2662/U.S.A. 1-800-241-7591

Don Hall—Rochelle

Homer Henke—Moro

John S. Kasten—Virden

Wm. Keeton—Glenwood

George R. Laipple—Park Forest

Doyne Lenhart—Georgetown

John F. Miller—Rockford

Thomas Panouses—Lincolnwood

Tony Porterfield—QOak Brook

Dick Powell—Rushville

Richard L. Samples—Jacksonville

Tom Sapp—Springfield

Paul E. Simmons—Jacksonville

Kenneth Surdell—EImhurst

Stephen L. Winternitz—Northfield
INDIANA

Kirby L. Bollinger—Howe

Liston L. Brown—LaPorte

Charles W. Chaudion—Cicero

Floyd Fletcher, Jr.—Salem

Harvey C. Lambright—LaGrange

Larry W. Maikranz—Evansville

C. Eugene Phillips—Indianapolis

Melvin Powers—Poseyville

Noble Ratts—Whitestown

Kenneth |. Red Elk—Camden

Bus Retmier, CAl—Indianapolis

Meredith Richwine—Brownsburg

Roxanne Sayre—Franklin

David D. Taylor—Indianapolis

Lee James Wainscott—LaPorte

John E. Yager—Spurgeon

IOWA
Paul J. Bader—LaPorte City
Don Bielenberg—Schleswig

O\dest AUCinn (Om

Rome,Ga (404)291-7007
INSURED
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Melvin R. Boyer—Dewitt
Paul Callahan—Crescent
Shan Campbell—Fairfield
Steven Greenfield—Des Moines
Vernon Kahl—Sioux City
Larry Kruse—Marengo
Dilman Stock—Hampton
Larry Woods—Blue Grass
KANSAS
Greg Bashaw—Overland Park
Ronald C. Browne—Lawrence
Hugh D. Campbell—Prescott
John P. Deverey—Shawnee Mission
Dwight Flowers—Wichita
Dwight M. Gaston—M ission
Francis L. Johnson—Toronto
Homer Kruckenberg—Great Bend
Don Legere—Hays
E. L. “Jack’ Lindsey—LaCygne
Jack D. Sheets—Wellington
Carl L. South—Arkansas City
Milton J. Woody—Douglas
KENTUCKY
Adrian Atherton—Hodgenville
John R. Darlin—Lexington
James D. Lynch—Jeffersontown
Joseph Satterfield—Owingsville
David Thomason—Shepherdsville
Rudolph W. Yates—Maud
LOUISIANA
Robert Danzy, Jr.—Alexandria
John G. Mailhes—Metairie
Dave “Doc” Smith—Metairie

Continued page 68
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Valery Watts—Livingston
Lawson K. Woods—Marksville
MAINE
Neil F. Coulter—Oxford
Mason Johnson—Rockland
George Martin—E. Lebanon
William F. McKinnon—Cornish
George R. Morrill—Harrison
Richard W Ward—Limestone
Morgan Willis—Eliot
MARYLAND
Austin Bohn—Union Bridge
Philip Bond—Oxon Hill
R. C. Burkheimer—Elkton
Michael A. Conover—Westminster
Charles W. Foxwell, Jr—Easton
Eston H. Hoffman—Frederick
George C. Hunt—Gaithersburg
Robert Meunier—Thurmont
Thomas O’Farrell, Jr.—Westminster
Neal N. Owings—Hampstead
Lawrence Plant—Clinton
Jack Reedy—Hampstead
Raymond L. Smallwood—Potomac
Homer W. Snyder—Hampstead
Stuart P. Stein—Monrovia
Edward M. Sweetman, Jr.—Keymar
James Trout—Frederick
G. Michael Whitson—Westminister
MASSACHUSETTS
Philip Cohen—Chestnut Hill
Jack A. Hilditch—Hopedale
James R. Lamb—Needham
William F. Moon—N. Attleboro
Robert L. Potvin—West Brookfield

Clifton Rockwell—Newbury Port

Henry E. Sheppard—Lowell

Leroy N. Valyou, Jr.—W. Newbury
MICHIGAN

Edward L. Belcher—Marshall

George Blackford—Flint

A. Howard Bloch—Ortonville

Richard Brodie—Westland

Neil Coulter—Oxford

Russell B. Dawson—Lapeer

Ernest J. DuMouchelle—Detroit

Benjamin Joseph Glardon—Corunna

Benjamin Phillip Glardon—Corunna

Eldon Hallmark—Grand Junction

Gerald Hecht—Frankenmuth

D. A. Horst—Traverse City

Harry E. Johnson—Bangor

Ben Kleinman—Grand Rapids

Charles H. LeFevre—Troy

David Matchett—Charlevoix

Robert Mcintyre—Niles

David A. Norton—Coldwater

James Lewis Ockerman, Sr—Sylvan Lake

Robert O. Van Sickle—Deerborn

Brent Wiber—Bronson
MINNESOTA

Larry Born—Waseca

Marvin F. Burman—Minneapolis

Kelly Conger—Inver Grove Hgts.

Ron Eldred—Long Prairie

Don Fitzner—Olivia

Lowell Gilbertson—Hayfield

Emery Henn—Zumbro Falls

Gerald H. Kaufhold—Roseville

Wally Laumeyer—Inver Grove Heights

REISCH

Col. Gordon E. Taylor

Mason City, lowa 50401
NAME
ADDRESS
OBTAIN OUR MODERN AUCTION LIBRARY WITH | city
YOUR CHOICE OF TRAINING RECORD OR CAS- STATE
SETTE TAPE. FREE WHEN YOU ENROLL IN THE |
TERM OF YOUR CHOICE. I
Gordon E. Taylor, Member |
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Since 1933 Largest in the World
Approved for VA

YOU can be an AUCTIONEER!

START YOUR NEW CAREER NOW b

AND MAKE BIG MONEY

Attend 2 weeks intensive training in all

Owner and President phases of this respected and highly profit-

Full-time Auctioneer  able profession, taught by 25 of the na-
tion’s leading professional auctioneers.

FOR THE
PROFESSIONAL
AUCTIONEER
Clerking Supplies
Sound Systems
WRITE FOR
INFORMATION

GRADUATES RECEIVE LIFETIME SC

Ervin Lohse—Wendell
Wayne Wagner—Blue Earth
MISSISSIPPI
Gary E. Dillard—Carriere
Kline Ozborn, Jr—Canton
James A. Petty—Wayside
MISSOURI
Jerry Burson—Hallsville
A. W. Cooper—Sullivan
James A. Cornell—Columbia
Larry Cornell—Columbia
Howard Dick—Springfield
Jim Earnest—Nevada
George H. Fulks—Bate City
Sammie Hamilton—Ozark
Cecil Hillis—Poplar Bluffs
Cloyace Johnson—Trenton
James E. Ketcherside—Poplar Bluff
Billy Long—Springfield
Garry L. Lunsford—Poplar Bluff
Cordelia L. Mitchell—Parkville
James A. Pratt—Springfield
James Rutlader—Kansas City
Truman Schweihauser—Mt. View
Tom Shook—Springfield
Abie Showalter—Craig
Gary Thomas—Carthage
Brent Voorheis—Harrisburg
R. E. Voorheis—Harrisburg
John Wagster—Broseley
Gerard Weisbrod—St. Louis
MONTANA
Earl W. Kinney—Billings
NEBRASKA
Clyde Beall, Jr—Holdrege

WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

B e i

.';gﬂﬂ' Lok _';"

PLOMA & POST-GRADUATE ASSISTANCE. OUR “ON

TRAINING.

..~ THE CAMPUS” HOUSING & DINING FACILITIES, CON-
~, . TRIBUTE GREATLY TO ENHANCE YOUR PROFESSIONAL

Please send me your FREE CATALOG.

Col. Gordon E. Taylor

Reisch World Wide College of Auctioneering, Inc.

I
! P.O. Box 949

Ph. (515) 423-5242 or 6396

ZIP

NA
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D-VOX COMPLETE --- $285.00

FIBERGLASS CASE — 25 WATT MODULE — TWIN SPEAKERS

INCLUDES: Rechargeable Ni-Cad Battery Pack— Charger — Carrying Strap — Shure Unidyne

Microphone — Complete unit weighs approx. 5 Ibs.
SATISFACTION GUARANTEED

*

* *

Order by mail: Payment with order — we pay shipping . . . C.0.D. — you pay shipping. Kansas

residents add 3v72% sales tax.

Jack Bernard—Omaha
A. Clay Craichy—Burwell
Jacob Hostetler—Shelton
Wendell Konken—Niobrara
Marlon K. Kunneman—Imperial
Grove Lacy—Omaha
Gerald E. Miller—Hartington
Kenneth R. Polenz—Papillion
Allen K. Samuelson—Loomis
Ervin F. Smith—OQOakland
Dale E. Standley—Omaha
Frank R. Thimm—Beatrice
NEVADA
Don P. Britt—Sparks
Carl F. Hammond—Golconda
Daniel C. Watson—Las Vegas
J. M. “Bill” Watson—Las Vegas
NEW HAMPSHIRE
George F. Clement—Lisbon
George S. Foster, IIl—Epsom
Theodore R. Langdell—Milford
Edward G. Stevens—Rindge
NEW JERSEY
Edward F. Barber—Williamstown
David W. Dubin—Newfield
Donn Fagans—Cherry Hill
James E. Fawcett—Dumont
Ralph Hughes—Glassboro
John R. Potts—P.0O. Neshanic Station
W. M. “Bill” Rose—Tuckerton
J. Edward Scott—Williamstown
Edward Walsh—Ocean .
NEW YORK
Raymond W. Allen, Jr.—Niverville
Raymond Austin—Oneonta

October, 1982

1016 W. 6th Street

DODGE MANUFACTURING CO.
P.O. Box 156513 ® Topeka, Kansas 66601

Lewis Bronstein—E. Amherst
John Cura—Ballmore
Lewis A. DeLuke—Schenectady
Pamela Epstein—Liberty
K. R. French—Armonk
Richard C. Gilbert-—Garrison
Barbara Jones—Orchard Park
Dorothy Knapp—W. Nyack
Jerry Krawitz—Goshen
Henry A. Leonard—New York City
George Lusk—Rochester
William C. Markey—Lake Grove
Robert W. Matson—Randolph
Cindy Morrison—Ticonderoga
Glenn H. Munson—McLean
Henry Ott—Middleport
Herbert Punchard—EImira
Kenneth M. Rice—Hamburg
Elinor Schlossman—Tuxedo Park
Carmen Serianni—Utica
Marianne D. Slough—Brentwood
Marvin L. Smith—Silver Creek
John R. Tuck—EIma
Carelton Wilcox—Dansville
Craig Wilcox—Bergen

NORTH CAROLINA
Craig Delane Bennett—Statesville
Donald Byers—Jacksonville
James Carpenter—Claremont
Bobby Cheek—Winston-Salem
Larry S. Hedrick—Statesville
Billy S. Hinton—Zebulon
Ben G. Hoffmeyer—Charlotte
David B. Hudson—Goldsboro
Edmund P. Huntley—Wadesboro

DWIGHT V. DODGE, Owner

(913) 234-6677

William Terry Ireland—Olin
Wm. B. Langley, Sr.—Greensboro
William R. Lutz, Jr.—Newton
C. D. Maxwell—Fayetteville
Bernard Routh—Bennett
Bill Sheffield—Wilmington
Tony R. Stone—Bailey

NORTH DAKOTA
Norman Aldinger—Cleveland
Jim Davis—Ypsilanti
Phil Ell—Killdeer
James Smykowski—Cayuga

OHIO
Emerson W. Arnett—Greenville
David E. Blankenship—Creston
Dennis Clark Eberhart—Kent
Robert L. Fetters—Lima
Donald R. Florea—Bainbridge
Ford Good—Wadsworth
James E. Hill—Strasburg
David L. Jones—Flushing
Charles E. Kuch—Germantown
John Reithoffer—Burton
Daniel D. Troyer—Berlin
Art Ulrich, Jr.—Miamisburg
Merlin D. Woodruff—Urbana
OKLAHOMA

Jay Blodgett—Duncan
J. O. Braswell—Tulsa
Terry Brink—Frederick
Leo F. Brown, Sr.—Clinton
Dwight L. Bullock—Newalla
Frank Childers—Ponca City
Robert J. Goss—Carmen
B. L. “Lee” Hickman—Oklahoma City



Want Professional Assistance?

\ 4

e

We
MAFLE Cooperate
EE To Help You!

Jim Graham

NEW AUCTIONEERS - If you'd like professional assistance . . or if you've got a seller and are “just getting started” in

business, call us. We’ll handle the auction for you . . and jointly advertise your name . . to help you get es-
tablished.

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

Yim

CALL AND TALK IT OVER!

QW inc. AUCTIONEERS - REALTORS

.. and School of Auctioneering
204 US 1, North Palm Beach, FL 33408 (305) 844-1723

Newell C. Marsh—Anadarko
Keith Olinger—Oklahoma City
Paul Spitler—Prague

Ben D. Steen—Ada

H. M. Stidham—Sterling
Walter W. Voss—Stillwater

W. W. Wilkinson—Tulsa

OREGON
Sanford J. Blau—Salem
Omer F. Bonney—Hermiston
Robert A. Ginsberg—Portland
Dick Haning—Tigard
John A. Kupsick—Cottage Grove
James M. Murphy—Aurora
Dennis Turmon—Redmond
B. E. Weiler—Portland
Lowell Wilhite—Grants Pass
PENNSYLVANIA
Dale Cunningham—Ellward
SOUTH CAROLINA
Jimmy Blocker—Walterboro
James J. Heinz—Greenville
Ladies Auxiliary—SC
J. Linehan Pinckney—Orangeburg
Jack E. Richardson—Darlington
Frank O. Smith, Jr—Anderson
W. C. Smith—Columbia
C. W. Worrell—W. Columbia
William M. Yonce—Florence
SOUTH DAKOTA
Donald C. Fuerst—Scotland
Paul Hickok—Hot Springs
Gary McCloud—Lebanon
S. G. Meyer—Mobridge
Jim Payne—Yankton
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Vernell Qualm—Academy
Willis J. Shockley—Lemmon
Dave Stulken—Redfield

TENNESSEE
Ed H. Bogard—Dover
Bob Greene—Coalmont
Tom Harrison—Murfreesboro
Billy B. Hobbs—Lebanon
George C. Orr—Tullahoma
S. L. Satterfield—Madisonville
A. Virgil Wilder—Knoxville
TEXAS
Stafford Bertrand—Orange
Tom Cooper—Portland
Donald Cook Devine—LaPorte
Floyd R. Drake—Houston
Jack E. Dulin—Hale Center
E. Robert Emley—Willow City
Kathryn Fain—Rosenberg
Michael A. Gulla—Houston
Ronald R. Hanway—Odessa
Bill R. Jordan—Hempstead
James M. Long—Plainview
William M. Long—Kaufman
Grady W. Morris—Colorado City
Wesley D. Rogers, Jr.—Lubbock
John E. Sisk—George West
Joe E. Small—Dallas
Carl Strothoff—Tyler
R. C. Wiley—Rockdale
UTAH
John M. Owada—Salt Lake City
Glenn I. Short—Midvale
VERMONT
Raymond Poncho Camire—Burlington

Walter Flatow—Waterbury Center
Terry Lawton—Brattleboro
Tom P. Whittaker—Brandon

VIRGINIA
Herb Bluestone—Hampton
George A. Daniel—Blackstone
Haywood Darnell—Barboursville
H. Layton Laws, Jr.—Manassas
Shirley Mullins—Clintwood
Charles Nicholls—Fredericksburg
Jack Peoples—Chesapeake
Ronald L. Rasmus—Alexandria
WASHINGTON
C. Lester Alexander—Renton
Ray Brock—Pasco
Bud Chapman—Seattie
George Coulter—Seattle
Al Gay—Seattle
Bill Jones—Moses Lake
Robert F. Losey, Sr.—Renton
Ronald Mariotti—Enumclaw
J. Preston McFann—Yakima
James G. Murphy—Edmunds
C. Ben Myers—Oak Harbor
Gene Schobinger—Port Townsend
R. M. Williams—Arlington
Earl Witzel—Oak Harbor
WEST VIRGINIA
Robert Busick—New Cumberland
John S. Tabor—Princeton
WISCONSIN
James G. Adams—West Allis
Donald C. Backhaus—Cudahy

Continued page 73
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You're
NAA and
professional.

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

Your name, or auction Auction title also en-

staff member, goes graved — auctioneer,
Certificate Holder. For 872" x 11’ NAA member- here. ringman, clerk, etc.

ship certificate. Walnut with plexiglass cover.

New NAA name badge
now available

Quality, engraved name badges with full
color NAA logo are now available from the NAA
office. At a cost of $5.50 each (includes limit

— of two lines of copy), your name and title will be
National Auctioneers Association S engraved on this sturdy plastic badge. (Price
for three lines of copy is $6.00.)

This Certificate of Mempsirshig Cortifiog That

o v = Also, you can order name badges for mem-
i e et - bers of your auction staff — clerk, cashier, ring-
e st Yl Pt et man, etc. However, if an auctioneer on your
b Ak . T staff is not an NAA member, that auctioneer
cannot wear an NAA name badge, being repre-

sented as an NAA member.

Colors are white with green trim, full color
logo, and red ‘“National Auctioneers Associa-

tion”.

E_mbroi;lered Emblem. Red, black and gold em- Order from the NAA office. Send full pay-
blem is available in two sizes for display on blazers, ment for all badges @ $5.50 each; plus exact
coats, dresses, etc. copy for name(s) and title(s) to appear on

badge.

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

Emblem Reproduction Sheet. A full sheet of
black on white reproductions of the NAA emblem in
various sizes. For use by individual NAA member on
sale bills, newspaper and magazine advertisements.

: Bumper Signs. Promotes the NAA auctioneer
... with the words, “HIRE NAA AUCTIONEERS”. Ident-
Ifies National Auctioneers Association and the NAA
| emblem. Red bumper sign with white and black copy.
Emblem Decals. Shows the red, black and gold
emblem in two sizes. Large size adheres only to sur-
face; two kinds available in smaller size. MORE! . . .
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New Style Belt Buckle. In pewter finish and THE AUCTIONEER Magazine Binder. Preserves
brass finish. your permanent copies of THE AUCTIONEER maga-
zine. Binder is bone color with red NAA emblem

and holds the 11 annual magazines (plus NAA Direc-
tory). Designed to hold current 8%2 x 11-inch size

magazine.

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

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

Pad Holders. Red vinyl with full color NAA em-
blem. Holds papers, business card, and legal pad.

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

NAA Promotional Items Order Form (Indicate quantity on line.)

NAA Emblem Decals NAA Embroidered Emblems NAA Name Badge
8" Pressure-sensitive 8"” @ $7.50 each two lines, $5.50
@ $1.50 each 3" @ $1.50 each three lines, $6.00
4" Pressure-sensitive NAA (gm$b5|%|g ;-aag:l Button NAA Code of Ethics
@ 3 for $1.00 ' @ $1.00 each

(adheres on top of surface)
NAA Emblem Reproduction Sheet

4"’ Pressure-sensitive @ $1.00 each NAA Pad Holders
@ 3 for $1.00 @ $4.50 each
(shows through glass) THE AUCTIONEER Magazine Binder
NAA Bumper Signs @ $6.25 each NAA Belt Buckles
@ 2 for $1.00 @ $4.50 each
_ _ NAA Certificate Holder (pewter finish)
Single Deck Playing Cards @ $25.00 each @ $4.50 each
@ 75¢ each (walnut with plexiglass cover) (brass finish)
Name ____ _ i = i
Address e . R — = —— _
City State _ T Zip e

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

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

the amount of § ... _for the above marked NAA promotional items. (NOTE: NAA
Board of Directors’ policy prohibits orders shipped on a ‘“‘charge” basis. Check or money order
must accompany all orders.)
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Jeff Bahrke—Gillett

Rodney E. Behnke—Collins

Gary Bell—Platteville

William K. Bodell—Hazel Green
Robert Brandau—Wilton

Earl F. Clauer—Mineral Point
Paul Conrad—Westby

Earl Culp—Madison

Anita B. Dahlke—Oshkosh
William M. Doughtery—Oshkosh
David K. Eggert—Appleton
Thad Elsmo—Racine

James Esch—Shawano
George H. Felten—Madison
Dean Ferris—Lancaster
Robert Freund—Oshkosh
Dean George—Evansville

Paul George—Brooklyn

Fred C. Gerlach—Brookfield
Henry Goebel—Horicon
Donald G. Hanson—Strum
Daniel Heike—Mondovi

James W. Heike—Mondovi
Herbert R. Heritage—Appleton
Chet Hollenbeck—Rhinelander
Wenzel Humpal—Boyceville
Wayne Huntzicker—Cashton
William Ise—Hartford

Leroy Jones—Watertown
William Jones—Pickett

Mary J. Kerkman—Burlington
Jerome Liebe—Ilola

Steve Liebe—Ilola

FSC’S SECRET!

We have over 33 years
of proven auction
advertising results

in all forms of local,
-regional and international
auction advertising.

October, 1982

Don Lloyd—Oshkosh
Richard Lust—Verona

Robert Massart—Green Bay
Douglas McDermott—Green Bay
Robert Mullikin—Janesville

Neil E. Nelson—Westby
Albert Noble—Mineral Point

James O’Brien—Eden
Pat O’'Brien—Eden
Bea Olson—Footville

Lloyd Riek—Woodville
Thomas Rusch—Oshkosh

Gene W. Schmit—Grofton
Eldon Schraepfer—Hollandale
Gino Sclavi—Superior

M. T. Szatalowicz—Stanley

Julius Temkin—Beaver Dam
LeRoy Teske—Berlin

Allen R. Thoms—Unity
Dean Travis—Brookfield

Mike Umland—Rhinelander
Victor V. Voigt—Reedsville

Chris Walker—Potosi

Darrel R. Weber—Milton
Robert Wedel—Columbus
Donald L. Wood, Sr.—Oshkosh

Michael Zingler—Shawano

WYOMING
David Briscoe—Dayton

FSC’S SECRET!

We are as close as
your phone. We deliver
as quickly as your need
specifies. Just tell
us the date of your sale,

where, what and when--

We do the rest and
deliver the crowds you
need! Call us now!

CANADA )
Patrick Coughlin—Winnipeg, Manitoba

John J. Fitzpatrick—St. John’s, New
Foundland

R. W. Foston—Scarboro, Ontario
Neil Hovmand—Winnipeg, Manitoba

Victor W. S. Vokes—Victoria, British
Columbia

ADDITIONAL CONTRIBUTORS
Auxiliary to the NAA

Garage can be someone’s cas-
tle. A San Francisco architect will
soon offer tiny condominiums the
size of a two-car garage for
$50,000. Designed for first-time
home buyers, each unit has a liv-
ing room, sleeping alcove, small
kitchen, tiny bath, sun-deck and
carport. Says the builder, “there’s
no sacrifice of quality, just
space’’.

AMERICAN BUSINESS

FSC’S SECRET!

Now, more than
ever it’'s necessary
for you to have

- the best advertising
at the bottom line
prices for your
budget.
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YOU — when you buy The

Philadelphia Inquirer to
announce your auction

values in America’s fourth
market. Every Saturday, our
AUCTION PAGE offers the
biggest, and most diversified
listing of advertised auction

sales to be found in this area. ..
in an informative, expertly presen-
ted editorial environment with our

own auction pro, DAVID IAMS.

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

Los Angeles Times — 25.1 %;

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

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

FRANK RUGGERI,
(215)854-2418

24-hour Telecopier Service,
(215) 563-8928

Deadline: Thursday; 5 P.M.

The
Philadelphia
Anquirer

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

consistently find Inquirer and
quick results to be synonymous.

YOU — when you take advantage
of an outstanding daily Inquirer
household penetration. Our

27.6 % coverage in the
Philadelphia metro area 1s greater

than these leading papers:
Chicago Tribune — 26.2 %;

PORTA-BLOCK

NOW AVAILABLE — A FACTORY DESIGNED
AND BUILT FOLDING AUCTION BLOCK

FEATURES

e Light weight, sturdy, easy to
transport. Will fit in the trunk
of most compact automobiles.

e Can be set-up or folded in
30 sec.

SPECIFICATIONS

e Welded aluminum construction
e Panel frames 3716 x 2" x 2"
| aluminum angle

¢ Deck 3/16" diamond aluminum @
tread plate
e Hinges & brackets 5/16" w
| aluminum s
e Legs 12" diameter, .065 wall
thickness

PRObucTivity CORP.

| contract manufacturers

425 N.W K. ST.-RICHMOND, IN. 47374
317-966-2896

Carrying handle
Wide stance legs
Built for rugged use

Adequate room for
two adults

Upright supports & leg braces,
heavy duty Stanley hardware,
zinc plated
Panels 3/16"
white

Top, 1" solid maple, varnished
Weight 60 Ibs.

Duron, finished

PRICE $349.%

Indiana residents add 4% sales
tax. Satisfaction guaranteed.

Order direct from the factory. Make checks payable
to Productivity Corp.
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State association
reports

South Dakota

The South Dakota Auctioneers Association met
for its annual convention, June 11-12, in Mitchell.
Activities began the Friday night with a box social.

Saturday’s convention program included regis-
tration, business meetings, election of officers, and
in the evening, a banquet, fun auction, and dance.
Main topic of the business meeting was a license law
which the SDAA had written. The membership voted
in favor of the law, and it will be introduced in the
present term of the South Dakota legislature. The
SDAA also voted to donate $2500 to the NAA head-

quarters relocation fund.
The 1983 SDAA meeting will be held June 10-11, HEADQUARTERS FUND CHECK donated by SDAA.

: | : From left, then NAA president-elect Rex Newcom, re-
L AARRETSGE L S SENTIERn i, ceives $2500 from SDAA immediate past president
Vernell Qualm.

T

FREE CATALOG

Learn Auctioneering
Complete cassette home study.

e 5 full hours of chant secrets,
training exercises and all phases |

You may have to sell one at ayction someday —
Toyota has introduced an automobile with a com-
puterized automatic transmission. The Electronic

of auctioneering. Controlled Transmission improves fuel economy and

Americaﬂ Academy of AUCIioneers E COMPLET g , st
: 1222 No. Kenwood, Broken Arrow, OK 74012 [ ~OURSE $49.95 drlvmg performance.

-
E¥ s LT AT AT R s Tisxssiaaanna Rl A ERLEL S Sl

AMERICAN BUSINESS

State Association Conventions — Dates and Locations

Convention chairman or

Convention Dates State association Hotel/motel and city state association secretary
October 25-26 lowa Holiday Inn, Cedar Rapids Margaret Bloomer
November 7-8 New York Holiday Inn-Arena, Binghamton R. Thomas Jones
November 7-8 lllinois Ramada Inn, Champaign Harlan Henderson
November 14 Alabama Huntsville Pete Horton
November 14-15 Indiana Marriott Inn, Indianapolis Harry E. Buckles
November 19-20 California Harrah’s Tahoe Roy Blum
December 11-12 Florida Pompano Beach Billy Wells
January 13-15, 1983 Pennsylvania Host Inn, Harrisburg Blaine C. Brown
January 15-17 Minnesota Holiday Inn, New Ulm Eileen Reisch
January 15-16 North Carolina Kinston of Goldsboro Johnson B. Gilbert
January 24-26 NAA Seminar Hyatt Regency, Louisville, Kentucky

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

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

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

However, all requests for an NAA officer or director to speak at a state association convention
should be coordinated through the NAA office.
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LEARN AUCTIONEERING AT THE
MASON CITY COLLEGE
OF AUCTIONEERING

Col. Don Wendel William Meeker
President Vice president

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

ot

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

just one week.

FIVE TERMS EACH YEAR

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

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

R

Going, Going,

Gone! When you advertise in the newspaper with the largest Sunday circulation in
New England: 751,000. And no Boston paper has more auction ads. For more intor-

mation, call: JoAnne McCoy (617) 929-2169 or Arthur Shachat (617) 929-2160.

Uhe Boston Globe

BOSTON, MASSACHUSETTS 02107
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State association reports continued

1982-83 SDAA OFFICERS, from left, vice president
Chuck Sutton, president Richard Penrod, secretary
Ken Jark, and director Jerry Green.

lowa

k{| officers updated

State association

information

As it is received at the NAA office, THE AUC-
TIONEER magazine will publish the most current
officer information from the state auctioneers as-
sociations. The last complete directory of state as-

sociation presidents and secretaries was in the
September issue of THE AUCTIONEER.

President: Joe Wilson,

2917 Marion Anderson Road, Hot Springs 71901. Secretary:

Jayne Lowery, P.O. Box 34, Dennard 72629, phone 501-

745-4261.

California Auctioneers Association — President: Grant Theodore,
4037 North Washington Blvd., P.O. Box 196, Livingston
95334. Secretary: Milton Costa, 11125 Tenth Avenue, Han-
ford 93230.

Oklahoma State Auctioneers Association — President: Perry
Wiggins, 2109 W. Garriott Road, Enid 73768, phone 405-
233-3066. Secretary: Ray Patterson, 113 N. 9th, Frederick
73543, phone 405-335-2320.

Tennessee Auctioneers Association — President: Jasper E.

" Jones, 4990 Poplar at Mendenhall, Memphis 38117. Secre-
tary-treasurer: Edwin B. Fulkerson, Rt. 14, Box 182, John-
son City 37615, phone 615-282-1236.

Arkansas Auctioneers Association —

*

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

NATIONAL AUCTIONEERS WEEK proclamation sign-
ing in lowa. Standing behind Governor Ray, from left:
Ed Malmanger, Norm Busselot, Don Vander Schaaf,
Dale Keller, Wayne Stewart, EImer Gronewald, Jerry
Tubaugh, Howard Buckles, and Dean Leonard. An
NAA honorary membership certificate was presented
to Governor Ray for his support of National Auction-
eers Week.

400 Slot File (Slots—3” deep - 2'4” wide) FoOr Large Tickets

wel

36" Wide — 21'2" High — Weight 32 lbs.

400 SlOt File (Slots—2" deep - 12" wide) FOr Smaller Tickets

30" Wide — 21'2” High — Weight 23 lbs.
Please State Size of File You Wish to Order.

We pay shipping charges on all items

Ship C.0.D. or Send Check to:

LUNDEEN SALES FORMS

423 East Avenue

Telephones—Office (308) 995-8614
Home (308) 995-5098

Holdrege, Nebraska 68949

October, 1982
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Final Bid

‘“Your methods of cultivation are a century be-

hind the times,” said the government expert to the

veteran farmer.

“I'd be surprised if you got five

bushels of corn to the acre from that field.”

ton.

“So would |, replied the farmer. “That’s cot-

You may have to sell one at auction someday —

the family helicopter. A large helicopter manufac-
turer now offers a helicopter priced on a par with

the average luxury car.

The uses are almost un-

limited, everything from checking the north forty to
commuting to work eveiy day.

HIGH PLAINS JOURNAL

—

1.

Advertising Rate Schedule — THE AUCTIONEER MAGAZINE

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

ADVERTISING RATES: One (1) time Six (6) times Eleven (11) times
Fill pags ... $160.00 $155.00 $150.00
[ [ 1) I + T To [ —— 80.00 77.50 75.00
Quarter page ......cccccceemeeeeee 40.00 38.75 37.50

Column inch: $8.75 per column inch — column is 21 picas wide (3%2 inches).

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

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

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

NEW ADVERTISERS: All new advertisers are required to submit credit account in-
formation, an insertion order, and payment in advance (with copy), before advertising
will be accepted. If applicable to the new advertiser, advance payment for the first
three months is required. Submission deadline for new advertisers is the first of the
month.

4.

AGENCY COMMISSION: Agencies must add amount of commission to stated rates
above and collect from advertiser.

COPY AND CONTRACT REGULATIONS: The editor reserves the right to reject
any advertisement. No cancellations accepted after closing date (see item 7.4
If advertising is discontinued before completion of contract, short rates for space
will apply.

MECHANICAL REQUIREMENTS: Printed offset. Trim size: 8% by 11 inches.
Number of columns: two (21 picas wide columns). Binding method saddle
stitched. Colors available: black on white and upon consulation with editor,
second, or issue color.

Dimensions for ad space: Full page — 7%a by 9% inches: Half page — 7Ya by
45 inches: Quarter page — 3V2 by 4% inches or 7%a by 2%4 inches.

CAMERA READY ART ONLY. All advertising submitted to the NAA office for pub-
lication in THE AUCTIONEER must be fully composed, “camera ready” artwork.
The NAA office will not prepare or make changes in your advertising. Changes
received as camera ready art will be prompty incorporated in your advertising in
the next available issue. Any questions about this NAA publication policy should
be directed to the NAA office before submitting your advertising.

ISSUE AND CLOSING DATES: Published monthly (11 times annually) with the ex-
ception that an August issue is not published. Issued on the first of the publica-
tion month. Deadline for ad copy is the first of the month preceding publication
date.

SUBSCRIPTION AND SINGLE COPY: One year’s subscription to THE AUCTIONEER
is $18, and only open to non-auctioneers. Single AUCTIONEER copy is $1.75.
Subscriptions and issues available only from the NAA office.

ADVERTISING DISCLAIMER: Products or services advertised in THE AUCTIONEER
are in now no way endorsed by the National Auctioneers Association. Simply be-
cause a product or service appears in the NAA’s official publication, that appear-
ance does not imply an NAA recommendation of the product or service over any
other. Problems encountered with an AUCTIONEER advertiser should first be di-
rected to the advertiser for satisfaction. If the problem remains,- then the NAA

office should be notified.

Submit all advertising to: The National Auctioneers Association, 135 Lakewood Urive,
Lincoln, NE 68510-2487. Phone: 402 4838-9356.

T e S S RS S T e S U R R R T
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CLERK-SAVER® — World's No. 1 Clerking System

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

I Buyer's Name I THE CLERK SAVER® Is:
Eom T ' ® Fast — check out in minutes.
Lot Number - - | - ® Accurate — Clerk writes buyer, item &
el 4 = price. Cashier writes nothing.
Fh o ST 3 TBLEIORIR O, TS0, SR P ETVRTStR ® Less expensive than any known system.
L S s W 5., e s ® Keeps a running total of the sale.

® ‘CLERK-SAVER” CLERKING TICKETS—Form No. CT-12 '

Original and 2 copies on NCR paper (makes its own carbon copies) 8%2x11" sheets
perforated to make 12 tickets 13 x4%2"". This is an extremely fast, easy, and ac-
curate combination clerking and cashiering form. This one form replaces both
the standard clerking sheets and cashiers statement. You'll like these.

9,000 Tickets (1-3 White, Canary & Card) ... S $27.50
18,000 Tickets (1-3 White, Canary & Card) ... 52.50
36,000 Tickets (1-3 White, Canary & Card) ... 98.50

® ALUMINUM WRITING TRAY

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

Allinum: WHLAG: Tria¥ uespmmamsmmmmmumismmesmmssmmmmssmm i $14.95

® 100 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

Overall size 23”"x16’’x4"’. Slots are 238 " x 78" x 3% ''. Handle
for easy carrying or nail to a wall for permanent installation.

Slots numbered 1 to 100 plus Ato Z ... ... ... . ONLY $59.95
Iw LOT #
|
I 8 ..”.:...:::
¢ GUMMED BACK TAGS — Form No. PST-82 =2 |
e M el o R | ® BUYER CARDS ... Form No. BC-70
quantity and buyer number. 1%2x2%2". | %% For buyer's number and purchase notes. 3vax7%2"" (fits
Roll of 1,000 tags—$14.50 5,000—$57.50 z in buyer's shirt pocket). |
e EQUIPMENT LOT TAGS — Form RHT-83 = QUANTITY—— TR WS FONEN
Card stock tags with reinforced hole. z3 1,000 Cards....$9.50 2.500....$22.75 5,000....$44.75
11%2x3"”. Space for lot number, quantity gg
db ber.
Toooﬂ;g.ggl esr,oou—$6?.50 %‘5 ® BUYER’S REGISTRATION FORM . .. Form No. BR-69
e WIRES FOR EQUIPMENT TAGS, 12” LONG o8 BUYER #
1,000—$10.00 5,000—$47.50 g 812x11"", 50 sheets per pad. Space for buyer's num-
'gg ber, name, address, phone and other information.
R
o $2.00 per pad, 10 pads at $1.50 ea., 20 or more at
$1.25 ea.
i — = = T =
SPECIAL CLERK SAVER STARTER KiIT
THE SPECIAL KIT INCLUDES:
® Aluminum Writing Tray ® 1,000 BC-70 Buyer Cards SAVE
® 9,000 CT-12 Clerking Tickets ® 3 Pads BR-69 Buyer Registration

—

® 1 Pad FS-69 Final Settlement Forms Forms $27 00
||

All of the above plus:
One 100 Slot Clerking Ticket File (a $117.90 Value) Only ......... el ...$89.95

| - B e

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

_' ! Missouri Auction School
| | Top Floor Livestock Exchange Building

1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117




NOW. m s COLONEL® . . . The Sound That Selis”

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

COLONEL® 1

® Astatic Model 957L Anti-Feedback professional ball type
dynamic cardiod microphone with on-off switch, detach-
able 10 foot coiled cord, and built in windscreen.
® Deluxe padded shoulder strap.
® Full range six inch baffled speaker.
® Tough, attractive reinforced vinyl “Mule Hide"” covering
with metal corner protectors.
® Space age solid state amplifier.
¢ SPECIFICATIONS: Batteries: Eight ‘D" size flashlight bat- COLONEL® 3

teries (not included) (Alkaline batteries will give many
hours of extra servicel). | The COLONEL 3 has the same
® DIMENSIONS: 73"’ High x 6 Wide x 74"’ Deep. features as the COLONEL 2 plus:

e WEIGHT 4 LBS., 14 OZ.

® There is a two year repair or replace warranty on every-
thing except batteries.

List Price: $395.00 Auctioneers Cost: $237.00

® Storage Compartment in back to
carry recharger, microphone and
cord.

® Slightly larger speaker baffle area
with port hole.

® DIMENSIONS: 93" High x 6"
Wide x 74"’ Deep.

¢ WEIGHT: 7 LBS., 6 OZ.

List Price: $595.00
Auctioneers Cost: $357.00

COLONEL® 2

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

¢ RECHARGEABLE BATTERY: Extra capacity battery will
last all day long. Fully rechargeable overnight.

® AUTOMATIC “Full Charge’ indicator light shows when bat-
tery is fully charged.

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

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

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

® QUTPUTS: One extension speaker, one tape recorder.

® WEIGHT: 6 LBS., 12 OZ.

WE STOCK A COMPLETE LINE OF
P.A. EQUIPMENT. WRITE FOR FREE
LITERATURE AND PRICES.

List Price: $570.00 Auctioneers Cost: $342.00
Payment with Order — We Pay Postage . .. —_! Missouri A‘uction SChOOI
C.0.D. Orders — You Pay Postage Top Floor Livestock Exchange Building
Order by Mail . . . l > 1600 GENESEE / KANSAS CITY, MO. 64102
Send Check or Money Order To:

PHONE: 816-421-7117

THE AUCTIONEER

NATIONAL AUCTIONEERS ASSOCIATION BULK RATE
135 Lakewood Drive, Lincoln, NE 68510-2487 U. S. POSTAGE

Paid
Lincoln, Nebraska
Permit No. 9

ADDRESS CORRECTION REQUESTED
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