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ATTENTION ALL NEW AND OLD MEMBERS OF NAA

“ Stetson “Wisp”

Warmer climate is upon us once again and it is time to
shift gears and go for something cooler. We have the “Auction-
eer” hat in Tan Milan Straw in all three brim widths (218", 23"
and 2%’') and also the White Panama hat in a 2%2"" brim. They
will be ready to ship by the time you read this ad. We, of
course, have the beautiful Silver Belly “Auctioneer” felt hat in
all three brim widths and can ship any time of the year. The

Stetson “Wisp” hat in 4X quality is also available the year
around.

Our windbreaker (London Fog) type jackets become very
popular this time of the year especially with our four color NAA
embroidered emblem sewn on the left breast. We have them in

several different colors. When ordering please specify first and
second choice of colors.

Ladies, please remember the tie tacs make an outstanding

birthday or anniversary gift for your favorite auctioneer. We
have them to fit any budget.

You will note we have discontinued our ad on the custom
handmade boots. While we have many satisfied customers now
wearing our boots we find it very difficult to fit folks by mail,
this being particularly true with a handmade product. We are

Auctioneer Hat

by "‘AUCTIONEER’S
> X GAVEL”

TIE TACK

extremely happy with our boots but find it too much of a bur-
den-when we have to ship several pairs before finding the right
fit. We still have several hundred pair on hand, however, and if
you would like to try a pair we will be happy to work with you.

Silver Belly Felt ‘““Auctioneer” Hat $48.00
Wisp 4X Beaver Felt Hat 59.00
White Panama Hat (22" brim) 27.50
Milan Straw Hat (2", 23%" and 25’ brims) 25.00
London Fog Type Jackets w/Emblem 30.00
NAA Emblem — 4 color embroidered 3.00

Tie Tacs (18K gold, sterling silver, gold plated

w/ or w/o diamonds and man-made diamonds) from $50.00
— Write for prices

Deer and Pigskin Gloves
PLUS 4% SALES TAX

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

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

18.00 and 20.00

Chicago Tribune Auction Mart...

If you haven't discovered the Chicago market .
you're missing out on one of the best auction
advertising opportunities in America:

e Chicago outranks both New York and Los Angeles
in median buying income . . . over $26,000
annually per household.

e Chicago’s suburbs are America’s wealthiest, with a
suburban household median EBI* of $30,658 a year.

*EBI is disposable income available after taxes.

Sunday and Wednesday Auction Mart

When it comes to reaching Chicagoland spenders, no
one beats the Chicago Tribune. We carry over 90% of
all auction ads running in Chicago papers. The
reason? Our impressive readership. By advertising
regularly in our Auction Mart you'll reach 69% of the
total adult population in the Chicago ADI, including
83% of those who enjoy household incomes of
$35,000 or more.

So it's no wonder that auction ads come to us from
all over the world. Auctioneers know the Tribune
Is their best link to the Chicago area market.

If you'd like to know more about our re-
sponsive auction audience, call the
Tribune representative nearest you.

because Chlcagoland responds to the gavel.

Chicago: Sally McKoane (312) 222-4042
Julie Rzadzki (312) 222-4088

New York: Bob Kahn (212) 682-3033
Los Angeles: Don Sharkey (213) 933-8437
Detroit: Vincent Walker (313) 569-0464
Dallas: Jesse Reif (214) 363-5044
(

San Francisco: James Stanley (415) 421-7946
Miami: Barry Werblow (305) 989-8833

Source: Scarborough Report, daily/ Sunday 4-
issue cume, Chicago; Sales and Marketing
Management Survey of Buying Power.
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UNITY AND PROGRESS . ..
The NAA is on the Move!

By William L. “Bill”’ Gaule, CAl
President, 1983-84 NAA Year

Our heartfelt sympathies are extended to the
family of Gary Carmichael, our Director of Associa-
tion Services, who recently passed away. Gary will
be missed by all who knew him.

The NAA office in Lincoln, Nebraska, was sold
at absolute auction on Thursday, September 15, 1983,
for a total of $154,000. This money will be used to
build the new office building in Overland Park, Kan-
sas. Completion date of the new building is projected
for late November with total occupancy by the NAA
on or before December 15, 1983. When we arrived
at the Lincoln, Nebraska, home office, Rex Newcom
and several other auctioneers were making last-

minute preparations for the sale. Rex was washing

a window and remarked to Harvey McCray that “in
one year, he had gone from President to Janitor”.

Much credit for this successful auction goes to
Dean Fleming who not only prepared the promotion,
but also served as the auctioneer in a very profes-
sional manner. He was assisted by Rex Newcom,
and newly elected Director Jack Nitz; Howard
Buckles, Director and past President; Terry Dunning,
past President; Hugh Miller, Vice President; Harvey
McCray, Executive Vice President and Bing Carter,
NAA member. Assisting Dean in the advertising pro-
gram was NAA member Randy Fleming.

Wally Laumeyer, Harvey McCray and | recently
met in Minneapolis to start preparations on the 1984
National Convention to be held at the Hyatt Regency
Minneapolis Hotel. After this two-day meeting, |
came away very impressed by the excellent facilities
and courteous personnel. The hotel is very well-
located with beautiful shopping areas within walking
distance. The city offers many exciting sights to see.
Overflow Hotel accommodations will be available in
the Holiday Inn Minneapolis across the street from
the Hyatt Regency. | know you will be pleased with
all of the tours that Wally Laumeyer, Convention
Chairman, and the Minnesota Auctioneers Associa-
tion have planned for you.

This’s year convention will be planned somewhat
differently. There will be changes that we hope you
will really find both enjoyable, educational, and we
promise, entertaining. Wally remarked several times
how excited he was with all that this convention will
offer our members and their families. This will be a
family convention that | hope you will plan to attend.
Circle your calender NOW for July 17-21, 1984. Talk
to your NAA friends about attending the convention.
You are the NAA representative in your area!

The directors recently met in Oveland Park,
Kansas, for the fall Board of Directors’ meeeting.
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Many items of interest and concern for the NAA were
discussed and acted on. Remember, we always wel-
come your ideas and comments. The NAA is on the
move.

President-elect Sammy Ford, CAl, has organized
two very fine seminars for 1984. The first, to be held
in San Diego, California, on January 23-24-25 at the
beautiful San Diego Hilton on East Mission Bay
Drive, will offer new ideas, techniques and methods
of selling real estate at auction. And the second, to
be held at the Peabody Hotel in Memphis, Tennessee,
on February 13-14-15, will offer methods, techniques
and ideas on building an auction business.

Continuing education is vital to the growth and
service of our business. NAA members, who have
been successful in their auction business and who
are recognized for their successes, have been se-
lected by Sammy to serve in instructor capacity to
provide you, the member, with good, sound informa-
tion. Take the opportunity to learn from some of the
finest auctioneers in the business at the 1984 NAA
Seminars — January in San Diego and February in
Memphis.

Today, as | was driving home, a beautiful cock
pheasant rose from this lllinois prairie in flight over
a freshly harvested field of corn. It reminded me how
soon hunting season and the winter season would
be here. | am hopeful that you have many auctions
planned and will have a very successful business
this year. Marge and | are really looking forward to
being with you at your State Association Convention
this year!

Closeout JEWELRY 55¢ doz.
Catalog — 25¢
Roussel’s 107-190 Dow Ave.
Arlington, Massachusetts 02174-7199
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THE AUCTIONEER magazine is the of-
T ficial publication of the National Auction-
;‘jéf_;,;i;i'.: B3 6is | eers Association and is published month-
s ly with the exception that an August is-
. 5'?"""‘*5 Eﬂmnna *f:_ sue is not published (11 issues annually).

~ Movedwosyew | THE AUCTIONEER magazine is published

payment in advance (with copy) before
advertising can be accepted. See rate
schedule on last page.

Single copies: $1.75 each. Annual sub-
scription rate $18.00.

’-"ﬂiﬂulnn sr; ﬁsaa urss .

P.O.Box 795 -- . .

as a means of exchanging ideas that will
serve to promote the auctioneer and the
auction method of selling.

The editor reserves the right to accept or
reject any material submitted for publi-
cation. Subscriptions are available to
non-auctioneers only. Auctioneers, who

Editorial and Executive Offices of the
National Auctioneers Association are at
135 Lakewood Drive, Lincoln, Nebraska
(NE) 68510-2487. Phone: 402-489-9356.

Harvey L. McCray, Editor and Executive
Vice President. Member: American So-
ciety of Association Executives, Lincoln
Chamber of Commerce.

- e . are not members of the National Auction-
m’:‘gg‘g;‘.ﬁ:m eers Association, may not subscribe to Miss Michele L. Martz, Director of Publi-
-'-_;f'-{-._é-;;:_;_”;;f_%,o,;.a,“ﬁm L‘:;T“’ m o THE AUCTIONEER magazine. cations
e Editorial and Advertising copy must be Mrs. Sandy Chapin, Secretary

- ::__.'_lrl'llr Graw Heights, MN - -
.. e received in the NAA office on or before ~ Ms. Marge Houser, Secretary

o the first day of the month preceding date

of issue. New Advertisers must submit

Mrs. Karen Van Dyke, Secretary
Mrs. Sharon Whisenhunt, Secretary
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Progress Report . . .

On the construction of the NAA
Headquarters building in Overland

Park, Kansas

GROUND BREAKING CEREMONIES were held at the building site
of the NAA headquarters office building of the National Auction-
eers Association, 8880 Ballentine, Overland Park, Kansas. Over
75 persons were present when NAA President Rex B. Newcom
turned the first shovel of dirt, initiating the construction project.
Everyone left the ceremonies feeling optimistic that the building
would be ready for occupancy in September, 1983. That optimism
was ‘‘dampened” by rain in the Overland Park area until June.
The following photographs will provide a pictorial progress report
up through October 17, 1983.

March 15, 1983

And then the rains came!
April 10, 1983

Full Speed Ahead!
July 5, 1983

November, 1983 |



MICHIGAN

WEST

M VIRGINIA

P.O. Box 90TA, Knightstown, Ind. 46148
FOR A CROWD OF AFFLUENT BUYERS
WHO FLY AND DRIVE LONG DISTANCES
Circulated primarily in Illinois, Indiana, Kentucky, Michigan,
Missouri, Ohio, Tennessee, West Virginia, Wisconsin, Western
New York, Western Pennsylvania, Eastern Iowa. IN OUR 16TH

YEAR.

The Tri-State Trader has more antique auctions in the Mid-Cen-
tral states than any other publication in the world! Results guaran-
teed or no pay! (Inclement weather excepted). Ask for a show of

hands. Yes, we'’re that sure!

Free Samples Sent to Auctioneers on Request
Auctioneers receive commission on subscriptions — Call or write.
40% off on regular rate to auctioneers. You may call TOLL-FREE

to subscribe.

Farmweek.

ads in the entire issue.

must ask for a show of hands of who

and selling very old equipment.

PENNSYLVANIA

In 1955, the Eastern Indiana Farmer
began to make thousands of farm auc-
tions a success throughout Eastern In-
diana. Since 1976, many counties in
Western Indiana and Western Ohio
have been added under a new title,

We offer two zoned editions for auc-
tions and ads, but for only a little more
cost, more benefit comes from auction

Try it for your next farm auction!
Results guaranteed 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 one dime for the advertisement (exceptionally bad weather excepted). But you

For That ntic, Estate

= or Collector's Auction

Be Sure

VIRGINIA

TE

to Use

The Weekly

TRADER

Call TOLL FREE TO RESERVE ADS OR FOR INFO
ALARDEGAIAILKY MDMIMN MSMO
NCNYOHPA SCTN VA WV WI DC 1-800-428-4156

Indianapolis & NE suburbs 326-2235
Rest of Indiana 1-800-382-1050
Other States (not toll-free). Phone 317-345-5800 or 317-345-5133

TOLL FREE HOURS: 7 am-5 pm Mon. thru Fri. and Sat. 8 am-12 noon.

(Evenings after 5 and Sat. pm & Sundays BY CHANCE).

®

1 Edition or Both Editions

Full coverage or 1 edition only.
Auction ads may go in both edi-
tions or for one zone edition only
-(slightly less cost) - The best buy
on an auction, however is full
coverage.

read it in Farmweek! In 29 years, only one

auctioneer has ever claimed the response was poor and that was in a distant area

PHONE TOLL-FREE

regular mail subscription price
Farmweek.

scription offer or free sample copy.

ing subscriptions directly.

Write or call toll free and mention you are Free sample copies to auctioneers
an auctioneer for a 40% discount sub-

Nice commissions to auctioneers for sell-

To Reserve Your Next Auction

AUCTIONEER or for Advertising Info
.SUBSC-RIPTION SPECIAL outside Indiana 1-800-428-4156
Auctioneers are entitled to 40% OFF on Indiana 1-800-382-1050 or

of Indianapolis North/East 326-2235
or Phone 345-5133

Delivered every Monday in most states.

Normal Ad Deadline: 9 am every Wednesday. Ads taken
until 8:30 am Friday, but please call in reservation early.
(Small surcharge for late ads after 9 am Wednesday.)
Gelco or other Courier service recommended for late ads.
Special delivery is good insurance.

¢

Deadline: Monday at 3:00 pm for Thursday
delivery. Ads accepted to 8:30 am Wednes-
day at small overtime surcharge.

20,349 (Audited?*)
Paid Subscribers

Total mailed 22,713

(*) ABC Audited 6 mo. ave.
o July-Dec. 1982

THE AUCTIONEER




September 1, 1983

OCCUPANCY OF THE NAA OFFICE is expected on
December 1, 1983. Five months of rain delayed con-
struction, and construction workers could not see
much progress until July, 1983, when the ‘“‘ground

work” was completed and the structure began to
take shape.

It’s an Inside Job Now!

November, 1983
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National Auction Promotion Service for

T~ ol

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

VALDOSTA
Tent and Awning

106 N. Forrest/P. 0. Box 3178/Valdosta, Ga. 31601
GORDON L. SHAW BUS. (912) 247-9843

Commercial and Industrial Auctions.
Media planning & execution
Auction Brochures
Corporate Brochures
Target Direct Mail Service

National Classified Advertising
Placement

Radio and Television Production

If you need professional help marketing
your auction or your business, call J C. Etzler,
219/424/1298, or drop us a line at
327 E. Wayne Street, Fort Wayne, IN 46802

RES. (912) 247-5209
Manufacturers of Quality Tents for 25 Years!

BT The AUCTIONEER’S
“REAL ESTATE AUCTIONEER”

How many times have you lost the opportunity to share the com-
mission of a Real Estate Auction because of licensing problems?

| am a professional Real Estate Auctioneer, and | am also licensed
» as a Real Estate Broker in 21 States. Real Estate Auctions are
~ our only business!

S f you have an opportunity to conduct a real estate auction and you
W , AFLM, CAI, CRA are not licensed to do so, just call us COLLECT at 619-“AUCTION."”

We will be glad to cooperate with you and we will make an appointment to visit the prospective
client immediately upon receipt of your phone call.

CA Auctioneer License No. 161 — CA Real Estate Broker License No. 490999
e LICENSED

e BONDED

Free Consultation
without any obligation.

Broker & Auctioneer
Participation Invited.

SAN DIEGO, CA

“AUCTION”
R TMeyor REALTY & AUCTION CO. "-?E"‘“
11192 Vivaracho Way, San Diego, CA 92124 bid

8 THE AUCTIONEER



1984 NAA Seminars Limited
To 150 Paid Registrants

The first 150 NAA members who register, and
pay the Seminar registration fee of $150 each ($75 for
spouse and non-auctioneer associate when attending
with NAA member), will be eligible to attend either or
both the San Diego or Memphis Seminar. Early
registration and hotel reservations are important if
you plan on attending either, or both, of the 1984
Seminars.

Hotel reservations must be made at least 30
days prior to the NAA Seminar opening day. To re-
serve hotel lodging at either seminar, the special ho-
tel reservation form for each seminar hotel will be
sent to the registrant only upon receipt of the com-
pleted seminar registration form.

A wait list will be prepared for each seminar
after the limited number of 150 registrants has been
obtained. Cancellations will be acepted and the
registration fee refunded if ample notification is sub-
mitted to the NAA office. Refunds cannot be made
if a registrant does not show for the seminar and
fails to notify the NAA office.

Advance registrations are necessary to attend
either or both of the 1984 NAA Seminars. Registra-
tions will not be accepted at the seminar, unless prior
notification has been given to the NAA office and
space is available for the late registration.

N 7,
, \
joe small

| N auctioneers, inc.

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

ATTENTION

AUCTIONEERS
ANTIQUE SHOPS
WHOLESALE OUTLETS

WE CAN SUPPLY YOU WITH

40 FT. CONTAINERS

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

* 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

e o o o

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

\ member national auctioneers association and texas auctioneers association

November, 1983

Limited Edition
Ground Breaking Plaques

Two hundred and fifty “Dirt Plaques’ — the
plaque which commemorates the ground break-
ing of the construction of the NAA office build-
ing in Overland Park, Kansas, are available —
250 only! These limited edition plaques are
available on a first-come, first-serve, basis until
the 250 are sold.

Each plaque includes the dirt which was
dug during the ground breaking ceremony. Pro-
ceeds from the sale of the Ground Breaking
“Dirt Plaques’ go entirely to the construction of
the NAA office in Overland Park, Kansas.

To: National Auctioneers Association
135 Lakewood Drive
Lincoln, NE 68510

Send me Ground Breaking Ceremony
“Dirt Plaques’ at $100.00 each.

Total Amount Enclosed $

Name
Please print name as will appear on Building Fund
Reg. list.
Address — =
City___ State Zip _
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The running of vour auctions will be as
SSIMPLE AS ABCs”
With a proven, fast and easy to use computer system —
designed for you the auctioneer and developed in the

field by people who understand your needs.
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egistration Throughout Sale

® Sales Entry

uyer

® Nlumerical Catalog of Lots
® Sale Tally and Summaries
® Consignors Summaries

® Automatic Calculation
® Mailing Labels

Designed to run on the Apple Il Plus’ completely port-

able computer

Heavy Duty Carrying Cases with Wheels for Air Shipping
and for'Local Travel.
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AUCTIONEERS BUSINESS COMPUTER SYSTEM

62 Seviand Road
Newton, MA 02159

Harriet M. Finn
(617)527-5563
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Antique and Firearms
Auctions to be Conducted
In New Facility

A new 12,000 square-foot auction gallery has
been built by NAA member Tom Keilman of Austin,
Texas, in which to hold, every six months, antique
and modern firearms’ auctions. The first auction was
scheduled for November 5-6-7 and includes, in addi-
tion to the firearms, art, western and indian relics.

A feature of the new gallery is a concrete lined
vault, which is 15 by 25 by 14 feet in dimension.

Tom Keilman won the advertising contest of the
NAA in past years for his catalogs, advertising his
antique and modern firearms’ auctions.

A CONCRETE LINED VAULT was built by NAA mem-
ber Tom Keilman in which to store his antique and
modern firearms, (Top photo.)

THIS 12,000 SQUARE-FOOT auction gallery was built
by NAA member Tom Keilman of Austin, Texas, in
which to conduct antique and modern firearms auc-
tions every six months. (Left photo.)

One of the chief objects of education should be
to widen the windows through which we view the

world.
Arnold Glasow

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 I-iAVE AND HOW TO
GET THE SALES YOU HAVE NOT BEEN GETTING. -

Nothing Is Left Out

Col. JOE REISCH
Author & Publisher

(Photo taken Nov. 1978)

e mee e RS

Address All Mail To — ) —

Col. Joe Reisch’s Auction Librar , :
Box 850, Dept. NA y 10 Books — First edition now off the press

Mason City, lowa 50401 WRITE FOR FREE BROCHURE

November, 1983 11
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AUCTION FEVER: SALES ARE HOT WITH HOUSES ON INDIO CONDOMINIUMS, LAND BRING $7 MILLION—
THE BLOCK—OAKLAND TRIBUNE THE DESERT SUN (PALM SPRINGS, CA)

REAL ESTATE GOING...GOING...GOING...UP FOR $4 MILLION IN HOMES GOING, GOING-GONE—
BID—DAILY PILOT (NEWPORT BEACH, CA) THE BAKERSFIELD CALIFORNIAN

GETTING BARGAIN HOUSES ON THE AUCTION BLOCK— AREA MAY SEE INCREASE IN REAL ESTATE AUCTION
MONEY MAGAZINE SALES—SEATTLE TIMES

AUCTIONS GIVE HOUSING A SHOT OF LIFE—  AUCTION SELLS HOME EVERY 3%z MINUTES—
~ SAN FRANCISCO EXAMINER MINNEAPOLIS STAR AND TRIBUNE S CATIONWIDE AUCTION COMPANY)

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:
B Offer this additional successful marketing technique to your clients. B There are many advantages to a
public sale (Auction). H Learn what they are and offer this alternative to your clients. B Give yourself and your
company this important edge. B 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. Over 20 years background in real estate sales, sales
management and marketing. A nationally recognized author, lecturer and instructor on the Marketing of Real Estate by
Public Sale. He is the founder and President of Nationwide Auction Company, with offices in Newport Beach, California,
Tucson, Arizona and Chicago, lllinois.

FROM MID YEAR 1981 THROUGH MID YEAR 1983 NATIONWIDE AUCTION COMPANY AUC-
TIONED OVER ONE THOUSAND PROPERTIES FOR A GROSS VOLUME EXCEEDING 145 MILLION
DOLLARS. THE LIST OF PROPERTIES AUCTIONED INCLUDED SINGLE FAMILY HOMES, CONDO-
MINIUMS, COMMERCIAL PROPERTIES AND FULLY IMPROVED HOMESITES. THESE IMPRESSIVE

STATISTICS BECOME EVEN MORE MEANINGFUL WHEN YOU TAKE INTO CONSIDERATION THAT
THESE SALES WERE ACCOMPLISHED DURING THE WORST REAL ESTATE MARKET SINCE 1938.
AN INCREDIBLE ENDORSEMENT ON THE MARKETING STRENGTH OF A PROFESSIONALLY
MANAGED AUCTION SALE.

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

e $8 QS0

Send me my course on HOW TO BECOME A SUCCESSFUL REAL
ESTATE AUCTIONEER. (Please Print) (California Residents add 6%
sales tax.)

Name
Address
City State Zip —

O Check enclosed. Make payable to Natl. Inst. of Real Estate Auctioneers
Inc.

0O MasterCard O VISA Card No.
Exp. Date Signature

Mail to: National Institute of Real Estate Auctioneers, Inc., 3961 MacArthur
Bivd., Suite 212, Newport Beach, CA 92660 « (714) 752-2298
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Twelve Auctions; Seven
Cities; Two Months!

This vast undertaking was accomplished by Joy-
ner Auctions, Inc., Macon, Georgia, under the field
management of NAA members Clifford Joyner, Mike
Jackson, and Dean Allgood — all graduates of the
Missouri Auction School. According to the opera-
tions manager of bankrupt Gordons Transports, Inc.,
Al Shultz of Joyner Auctions contributed greatly to
one of the quickest liquidations for a company of
Gordons’ size ever achieved. Gordons Transports
had been in business for 53 years and operated in 48
states from 59 terminals.

Joyner Auctions managed phases of the per-
sonal property liquidation from the administration of
a $100,000 advertising budget to the physical clean-
up of equipment. This involved a field crew of twelve
personnel, home office staff of five, and an auction
day labor force of eighteen. The computerized field
accounting system used by Joyner Auctions enabled
the accurate accounting of and collection for 2,252
major pieces of rolling stock and over 10,300 miscel-
laneous lots sold at auction.

The auctions were held in Dallas, St. Louis, Chi-
cago, Cincinnati, Atlanta, New Orleans, and Memphis.
The Memphis auction was the culmination of liquida-
tion. It consisted of four days of auctioning and was

WORLD’S MOST MODERN AND

EFFICIENT AUCTIONEERING SYSTEMS
Registered U.S. Patent Office

e

o

Auction Tops
Fits on Standard
12 or 3% Ton Truck

Clerkmobile T.M.
Patented Clerking
System Installed

Used auction tops and Clerkmobiles for sale.

For Free Literature and Additional information —

— e —

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

November, 1983

AUCTIONEERS + DEE SIGNS

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

QUALITY SIGNS AT
FRIENDLY PRICES.

DEE SIGN CO

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

SAT. 10AM

featured on news telecasts each day by three TV
stations. On the fourth day of auctioning Joyner
Auctions split into two auction teams of two auc-
tioneers and three ringmen each. This enabled the
two teams to sell approximately 1,500 lots of items
In less than six hours. In Memphis alone, there were
over 1,200 registered buyers from 38 states and Can-
ada. Included in the auction were the computer, tele-
phone system, standby electric system, and operating
authority used in Gordons’ operation.

Jeff Joyner, President of Joyner Auctions, Inc.,
saild “The final dollar amount auctioned,
$11,463,524.50, was some 83% over the court’s esti-
mated value of the assets. This liquidation substan-
tiates the fact that public auctions are by far the best

~method for realizing the true fair market value for

assets and that a professional auction company can
adapt to just about any time frame for an orderly
liquidation.”

Editor’s note: Joyner’s Auctions won an adver-
tising contest award at the 1983 NAA Houston con-
vention for the company’s multi-color advertising in
the Institution (auction firm) category.

America’s Newest Auction School
Bismarck, North Dakota and Salem, Oregon

RIVER BASIN AUCTION SCHOOL

Provisionally approved by the
Vocational Education Department of Oregon and North Dakota

Learn to be an Auctioneer and
Rodeo Announcer in 2 short weeks!

River Basin Auction School has been in operation making. We teach attitude, confidence and en-
since September, 1981 in Bismarck, North Dakota and  thusiasm. We guarantee our school will change your
Salem, Oregon. In that short time, we have trained auc-  outlook on life, even if you never sell a sale. We teach
tioneers and rodeo announcers from 13 states and all phases of auctioneering — farm sales, real estate,
Canada — Florida , lllinois, Ohio, Kansas, Minnesota, livestock, antiques, household, machinery, tobacco.
Kentucky, Washington, Oregon, California, |daho, We teach you how to get these sales. We also teach
North and South Dakota and Colorado. We consider  clerking and horse show and rodeo announcing. We
our school as equal to a Dale Carnegie Course in self- have not had one dissatisfied student yet. Let us do
improvement. We instruct you in the art of speech the same for you.

We specialize in livestock selling and real estate. We have
graduates selling in auction markets upon graduation. We will
. teach you the chant the easy way. We have helped train some
. of the world champion auctioneers.

The School Terms in Bismarck, ND are:

N _ . September, December, March and June

The Schoal Terms in Salem, Oregon are:
September, January and May

IF YOU WISH TO CALL IN YOUR REGISTRATION

PHONE 701-258-1920
N, e R it OR WRITE:
e ot s RIVER BASIN AUCTION SCHOOL
g:::“*::e:nf;::l";if"ﬂ h:: RR 2, Bismarck, North Dakota, 58501
“Bound For New Horizons”

The School |s Run By
Truman (7.P.) Kongsie who has
been an auctioneer and

auctioneer college for 8
years.
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s  Or Visit our Giant Sh owrooms
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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

- OEe NS dSEme G GRS R SR SN SN GRS SIS G D R Sy JERN s e ROl AN Ty AR ST SNES eSS GETRS SR -_-----------l
To: Cook Bros., Inc., Dept. A976 =
113 N. May St., Chicago IL 60607 \
Yes, | want to make more money! RUSH my copy of your big, new wholesale cata- :
log.
J |
MY MM, e :
AAAress. . :
RO cretore i smeersei it it Bintenar it et sorhe e el et i :
State .. .. B B :
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Makin’ It in the
Auction Business

By Ed Short, CAl
NAA Director

“Makin’ it” in the business world these days
usually takes all you’ve got. This is certainly true in
the competitive auction business.

Reflecting back to my earlier days in the auction
profession, providing a needed service for your po-
tential client was the one element which led to suc-
cessful and growth-oriented business. I’d like to call
our type of business a contract auction service. For
example, we sign contracts with our clients that pro-
vide them with services for an agreed period of time.
Some are annual, others are contracts for two to
three years. These agreements specify the entire
scope of our auction service as well as the necessary
input from the client.

Key elements necessary to succeed in this par-
ticular type of business auction are:

a. Find a good permanent location in an area you
feel comfortable in, and obtain a sound lease or
option on this location.

b. Determine who the businesses or clients are in
your area, who can use your services and, the
person to contact in these companies.

c. Outline your entire operation in detail and sell the
auction concept to this client.

d. Follow up with a written proposal listing each
service you will perform and outline your fee
structure for each of these services.

e. Be willing to negotiate this proposal and then
sign a workable contract with the client.

Plan on much hard work and plenty of extra
effort to get a successful auction business started.
Make sure your first auctions are well advertised,
properly set up and conducted in a business-like
manner. This will instill confidence in your clients
and buyers and bring you future business.

Having established yourself as a viable auction-
eer, continue looking for new clients who have items
to sell, which fit into the class or type of auction that
you are doing. Don’t be afraid to turn down mer-
chandise that doesn’t lend itself to the auction meth-
od of selling. Attempting to sell items that are not
saleable, produces negative results that can haunt
you for a long, long time.

Be creative. Use your imagination. To copy
another auctioneer’s methods of selling, seldom
creates success.

Many years ago, a noted French naturalist ex-
perimented with a species of caterpillars, that at-
tached themselves to the caterpillars in front of
them and traveled great distances in this chain-like
manner. As an experiment, the naturalist guided the
leader into a circle and observed. The leader at-
tached itself to the last worm; round-and-round they
traveled, for days. Eventually the caterpillars starved
to death, even though there was plenty of good food
inside and outside of the moving circle.

November, 1983
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NAA director Edward A.
Short was elected to the
NAA Board of Directors
in 1983 at the Houston
Convention. At the 1981
Las Vegas convention, he
was elected for a two-
year term on the CAI
Board of Governors. He
is the owner of the West-
ern Sales Management,
Inc., located in Phoenix,
Arizona, which special-
izes in the sale of surplus
and retired utility com-
pany equipment. His wife
Betty, was elected Presi-
dent-Elect of the Auxil-
lary to the NAA at the
1983 Houston convention.

| have observed this same attitude and method
of operation in many good auctioneers, who are
seeking success. Call it “the established practice
within the profession’ or “acceptable methods in the
community”. Call it anything you like, but the bottom
line is that they are truly going around in circles.
They have mistaken activity for accomplishment.

A very successful auctioneer in western Penn-
sylvania described our contract auction services as
a "‘perpetual auction business where the clients con-
sign equipment for the next auction, while we're still
working on the current scheduled one.” This is cer-
tainly a fact in our business, and we take great pride
in continuing to provide a good service for our
clients, as well as watching our following of good
auction-buyers grow.

After your first successful auction, commit your-
self to plowing some of your gains back into your
system. Continue to upgrade your methods and try
new ideas and concepts. Take every opportunity to
learn more about auctions. Attend as many work-
shops and seminars as possible. Most importantly,
always be willing to give a little something back to
the profession, which has the ability to give so much
to you and your business.

A BREAK-THRU IN NUMBERING
— SAVE TIME — SAVE MONEY —

PRINTED NUMBERS — STOPS ERRORS
EASY TO READ — EASY TO APPLY
Put away your numbering machine and marking
pens. Number as you progress in a sale.
Number your tags and buyer cards from No.
1 to as high as needed. Number your Clerking
and Buyer Registration Sheets to match the

tags and buyer cards, No. 1 upr, 20 to each page.
— WRITE FOR FREE SAMPLES TO —

- STOCK YARDS PRINTING CO.

1613-A Genesee, Kansas City, Mo. 64102

F—
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Hear the 1983 World Livestock ENJOY

Auctioneer Championship, ON SITE
as it happened, recorded live K

at Dickson Livestock Center, Inc., COVERRGE
Dickson, Tenn., and view the OF THE
fifteen finalists as they compete

for the World Champion Title. 1983
If you're in the business of WORLD
buying or selling livestock, LIVESTOCK
auctioneering, mstructing,

or just enjoy the chant of the RUCTIONEBR

world's best livestock CHAMPIONSHIP

auctioneers, this offer 1s
for you.

Coverage of the entire
Championship 1s now
available in two, 90-minute
audio cassettes or 1n a one-
hour video tape of the 15
A finalists in either “"VHS"
aahh By’ - . or "BETA" formats—

All the contestants 1n a One hour video tape of 15

B
j set of two, 90-minute finalists available in either |
| high-quality audio cassettes— “VHS"” or "BETA"” formats — |
| Price: $19.95 per set Price: $49.95 per video tape |
| Send check or money order payable to LIVESTOCK MARKETING I
| ASSOCIATION |
I 301 East Armour Blvd. |
| Please allow three weeks for delivery. Kansas City, Missour1 64111 |
Two 90-Minute Cassettes One Hour Video |
I Number of Sets Number:
|  Total Amt. $ Check One: OJ VHS 0O BETA |
I Total Amt. $ |
| NAME |
| ADDRESS |
| CITY STATE ZIP |
| PHONE |
L AM1 l
- ———
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Cashiering — An Important
Part of the Auction

Booking an auction, advertising it properly, ar-
ranging everything in the most attractive way and
offering each item for sale is all part of having a
successful auction. The sale is never final, though,
until you have collected all the money.

The most important quality a cashier can have
is an aptitude for figures, the ability to know how to
count money. You need to understand finances. Visit
your local bank and let them help you. Get ac-
quainted with the manager and the tellers, and ask
questions. Check into different methods of payments,
such as cash, cashier’s checks, certified funds and
money that is directly wired into your account.

Be sure to check for the difference between real
cash and counterfeit bills. Counterfeit bills have red
fibers in them. When the bill is rubbed on a piece of
white paper, does it leave a smudge, does the texture
feel thin? You do not have to accept a bill if you are
not sure that it is good.

When | have a customer who pays in cash with
large bills, | count it, then it is put into a sealed en-
velope with the customer’s bid number and the
amount on the outside. This is done in front of the
customer. The envelope is sent to the bank. The
bank opens the sealed enevlope, verifies the amount,
and then checks for counterfeit bills before deposit-
ing the money into our account.

Having the bidder’'s number on the outside will
help the Treasury Department trace a counterfeit bill
to the passer and might help you to recover your
loss.

Cashier’s check: Can a customer stop payment
on a cashier’s check? Yes, talk to your bank.

Letter of Credit: If possible, ask that the letter
of credit be mailed to you a few days before the sale
SO you may verify its worth with the customer’s bank.
Check the directory of the banks for address, phone
numbers, manager’'s name and make sure they are
the same as in the letter. Request that the customer’s
account number is included.

If a buyer brings the letter of credit with him to
the sale, it is not a problem if it is a week day. Dur-
Ing a Saturday sale though, most banks are closed,
and this usually results in an irrate customer. | ex-
plain that | will accept his check and will gladly con-
tact his bank on Monday, but the merchandise can
not be released.

At a recent auction, an out-of-state buyer
brought a copy of a letter of credit, dated two years
ago, made out to an auction company located in

I SALE CLERKING SHEETS

and other Auction forms
Write for Samples and Prices

BURTON PRINTING CO. ,
J
l P.O. Box 597 Hastings, Nebr. 68901
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The Auxmary to the
Natlonal Auctloneers Assoclatlon

o 1933—34 OFFlCERS
--_'_PRESIDENT . .
. Mrs Pat Dunmng, F’O Box 866 Elgm Nlmms 67154 .'
- Phone: 312 ?41-3433 |

. _PRESIDENT-—ELECT

zona 85020 Phone 602 944-5626
__VICE PHESIDENT . S
| Mrs Virginia Dilgard 135 Umon St Ashland Ohto-.- -
. - 44805. Phone: 41_9 325 2122 ar 419 325—1337
. SECRETARY-TREAS;*;'__;REH """ .
- Mrs. Tomi Ayers 2233 Jacksboro Park LaFolletta,
Tennessee Phone 61_51’%5'46-’-2296 or 615 562-7810 -

- HISTORIAN o
| Mrs Alice Brandau, Ftoute 1, Bm: 265 Waltan, Wlscon-_j .

| sm 54676’ ' ...

Mrs. Na'm ne’v;cam, P. o
sas 67154. Phone: 3

d:ana 46761
. Mrs Mary w:tzel

Sawerwlle

Tennessei 3?’

___ Mrs Fran Sm:th Angau?ﬂ
- 141 35 Phane 716 93“‘

Canada. He wanted me to accept his check for a
line truck. His check was not accepted, but he did
return on Monday with the cash.

Do you have good security? We hire a com-
missioned police officer who stays in the office dur-
ing the sale and provides security transporting the
deposits to the bank. This is an added expense, but
our clients appreciate that we are protecting their
money, and it certainly makes me feel more secure.

For the past thirteen years, | have been office
manager and cashier for our company. | find that if
| can stay cool, be courteous but firm, this helps me
over some difficult situations.

Betty L. Short, President-Elect
Auxiliary to the NAA
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PRECEDENCE 1. the act, right, privilege, or fact of preceding in time,
e e e Dplace, order, orimportance. 2. superiority in rank.

ATTACHE AUCTION SYSTEM SETS A PRECEDENCE

e LIGHT @ This rugged little auction computer weighs ONLY 18 POUNDS. It is light and compact to go
anywhere easily.

e POWERFUL ¢ Attaches HIGH SPEED DUAL PROCESSORS keep up with the fast paced AUCTION
ACTION, and the optional 16 BIT CARD puts Attache out front as the most powerful auction
portable available. More powerful than IBM’s PC.

e COMPLETE* THE ATTACHE AUCTION
SYSTEM comes complete, ready to handle your
auction needs.

e Sale Catalogue Entry

e Auction Sale Sheet Printing

e Buyer Registration

e Quick & Easy Sale Input

¢ |Instant Buyer Total Inquiry

e Buyer Invoicing (on screen & printed)

e Accurate Sale Reports, including:
¢ Total Sale Recap by Lot #
e Buyer Analysis Report G i
e Consignor Report & Statements

Your ATTACHE AUCTION SYSTEM also in-
cludes the easy to use MAILLIST PROGRAM for

mail list maintenance, customized mailing selec-
$ 3 99500 tion, and label printing. CHARTON for Business
4 Graphics Generation and MULTIPLAN SPREAD
ATTACHE AUCTION SYSTEM includes: SHEET for Financial “What If”’ Analysis.
WATTACHE AUCTION COMPUTER SYSTEM
(18 Ibs.) e EXCLUSIVE e The ATTACHE AUCTION-
B SYSTEM SOFTWARE including: EERING SYSTEM is the ONLY system to offer
e AUCTION CONTROL automatic sale entry. This eliminates the need to
e WORDSTAR-PLUS key in sale data manually and sets your clerk
e MAILLIST free for checkout and other sale functions.
e CHARTON (graphics)
e VALET R ot
e MULTI- PLAN FINANCIAL SPREADSHEET T—
e NATIONWIDE SERVICE
AVAILABLE OPTIONS include:

-----------

* ONSITE TRAINING - VIDEO TAPE | SPECIAL
* OCR CARD READING SYSTEM oo |

.........................
......
R A S s i e

B, '-‘-'-'-‘-",".'.'a‘-'-_-_‘.".’."‘.‘;‘H'q:-:.;-'."_"‘:':' IIIII

Order before November 15th &
get full accounting Software

......................
______________________

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

including G/L,A/R,A/P&P/R
absolutely FREE

to order, call or write to:

310 South Nina e Suite5 ¢ Mesa, Arizona 85202 ¢ 602-964-0152
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CALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT
(507) 645-4407

Sale of the Year — To Date
At C. P. Terry Dunnings

Clerking Sheets
A Kwick Klerk Exclusive!!
Individual, snap-out slips
The fO”OWlng articles: “Sale of the Year — To The fastest system gOing
Date at C. P. Terry Dunnings’” and ‘“Real Estate at
Auction’, were reprinted from Dunning’s Auction
Service, Inc., Newsletter, a publication published by
C. P. “Terry” Dunning, NAA President during the”
1975-76 year, and Mrs. Pat Dunning, who currently

serves as President of the Auxiliary to the NAA.

Some say the time saved pays for them

- hWick hlerk

Dunning’s Auction Service is in Elgin, lllinois.

At a recent two-day auction of Dunning’s Auc-
tion Service, Inc., the pre-auction estimates were ex-
ceeded Iin almost all categories. There were more
than 700 lots offered to more than 500 registered

bidders.

The sale focused on furniture, art, silver, china,
glass and rugs: a large girandole surrounded by
superbly carved scrolling and topped with an eagle
brought $1,540; a 40-piece set of unsigned Steuben
stem ware was sold for $660 while four signed jade
glass plates by the same maker made $176. A wood
bride’s chest with wrought iron hardware, deco-
rated and dated ‘1851 — $319; two Japanese cloi-
sonne plaques, 187 — $1072.50; a fine Victorian
silverplate epergne with four hanging baskets sold
for $742.50 and an Old Sheffield tea urn with ivory
handles brought $440.

The second day of the presentation included
Lladro pieces, Lalique and Tiffany, but the sale was
dominated by more than a hundred fine timepieces
as well as superb jewelry. The remarkable Howard
Clock Co. item, made for the Philadelphia Exhibition
of 1876 went for $18,700; an ornate French bracket
clock, with bracket for $1,705; and a Howard & Davis
‘banjo clock sold for $3,575.

A Cartier Art Deco Platinum bracelet, set with
Diamonds totaling ten carats, sold for $8,250. Steu-
ben did well also; a blue, ten-inch Aurene vase sold
for $577.50 and a Favrile Floral form compote, six
inches high, went for $605.

—

Call, write or wire for
complete information
on the most up-to-date,
most productive,
metalworking lists

Buswmess Media
Corporation

available.

METALWORKING
MACHINERY @

We have the mailing lists that you need to
get ACTION at your next AUCTION!

& (
| w:ulcr FROM OVER 200,000 METALWORKING PLANTS

® BY GEOGRAPHIC AREA @ BY PLANT SIZE @ BY S.I.C. NUMBERS
® BY TYPE OF EQUIPMENT IN USE @ BY NUMBER OF EMPLOYEES

All of these mailing lists have been compiled from
INDUSTRIAL MACHINERY NEWS’ Magazine circulation lists.

We can also produce your printing, from concept to finished brochure, on short notice — Call Today!

Hearst HEARST BUSINESS MEDIA CORP., IMN DIVISION

29516 SOUTHFIELD ROAD — P.O. BOX 5002 — SOUTHFIELD, MICHIGAN 48086
TELEPHONE: (313) 557-0100 — TELEX: 231237

Box 147 Northfield, Mn. 55057

Real Estate at Auction

The sale of real estate at auction, while not a
new concept, has increased markedly during the
past four years. Even homebuilders have moved
from their-long established techniques of marketing
through model homes and realtor sales forces to
direct sale at auction. At a time of exhorbitant
mortgage rates and repressed demand, the lower
prices are attractive to many would-be homeowners.

It Is too soon to say whether or not this approach
will increase as we return to economic normalcy, but
historically every kind of property has crossed the
auction block at prices satisfactory to both seller
and buyer — resort properties, farms, raw land, apart-
ment buildings, condominiums, commercial struc-
tures and office complexes.

Obviously, attractive properties draw the most
attention and thus the most competitive bidding,
with estates usually at the top of the list, but even
“white elephants’ can bring acceptable figures.

Essential to the success of this selling procedure
is the ability of the auction house to bring together
as many potential buyers as possible, so ensuring
that interested parties compete with one another
rather than one-to-one with a real estate agent.

Another strong argument for the sale of real
estate at auction is the immediate result obtained,
Important for many who wish to liquidate but have
been frustrated by the slow economy.

AUCTIONEERS

EQUIP

November, 1983
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Home of

CHAMPION QUALITY TOOLS

‘DEALERS THIS COULD BE THE MOST IMPORTANT AD YOU WILL READ.
CALL US FOR MONEY SAVING PRICES. FAST SERVICE - LOW PRICES.

HUGE INVENTORIES: LOW, LOW PRICES. WHOLESALE ONLY. IMPROVE
YOUR PROFIT PICTURE AND SALES VOLUME. BE ABLE TO MEET
COMPETITION AT A PROFIT.

CHAMPION QUALITY TOOLS -- IMPORTED & DISTRIBUTED ONLY AT
FRIEDER, INC. ONE OF THE LARGEST IMPORTERS IN THE MID-WEST.

IN BUSINESS SINCE 1952.

9 Piece MECHANICS
PLIERS SET

2" dr.

Vs 315

3/4" x 60ft
PVC Electrical

Lines We Carrz:

ATARI
ACTIVISION

FUZZBUSTER

WHISTLER

INTELLIVISION

MAXELL

IMAGIC

PAZKER BROTHERS

GAMES BY APOLLO

SANYO

TDK

PANASONIC

SONY

EXTEND-A-PHONE

SHARP

ALADDIN KEROSENE HEATERS

FRIEDER, INC.
2553 SUPERIOR AVE. / P.0. BOX 03109

CLEVELAND / OHIO / 44103

YOUR ONE STOP WAREHOUSE FOR TOOLS, GENERAL MERCHANDISE AND
CONSUMER ELECTRONICS. FAST & FRIENDLY SERVICE.
CONTACT US FOR THE MOST CURRENT LOW PRICES.

Come in or Call 1In State:(216)781-6477
Out of State Watts: 1-800-321-8192

HOURS 8:30AM to 5 Daily
8:30AM to 2 Sat.
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The Biggest
Bankruptcy Auction
in Tennessee

NBC National News called it “‘the biggest bank-
ruptcy auction ever held in Tennessee.”

A seven-part auction series for United American
Financial Corporation in Knoxville, Tennessee, a
bankrupt leasing company tied to flamboyant finan-
cier Jake Butcher, proved unique in many regards.

The auctions, conducted by Alfred A. Robinson
Company of Knoxville, drew great interest on the part
of the public, as well as local, regional and national
media. Alfred Robinson is an NAA member.

Not only the extensive publicity, but the success
of the sales — which raised nearly $3 million for
creditors — ‘‘sold’” the public on auctioning as a
legitimate and valuable method of selling.

The auctions, held in July and August, were the
first phase in liquidating the major assets of UAFC.
A broad spectrum of merchandise, including aircraft,
condominiums, luxury office furnishings and 74
houseboats used as a floating motel during Knox-
ville’s 1982 World’s Fair, added to the intrigue.

‘“We had a lot of spectators who’d never been
to a sale before. The aura of the Butcher name, the
variety of assets and good advertising brought them
in,”’ said NAA member Robinson. “It was like a car-
nival atmosphere. | think the crowd found it to be
good entertainment!”

ALFRED A. ROBINSON
at the mike during the
“Biggest bankruptcy auc-
tion in Tennessee.”

In fact, one problem the auction company fore-
saw was that of crowd control. Robinson rented land
adjoining the sales sites to provide additional park-
ing space, and hired six off-duty policemen to con-
trol traffic. Advance planning paid off: roughly 3,000
people, from all parts of the United States and Can-
ada, attended the houseboat sale. Other sales in the
series were well-attended too.

Even with throngs of people crowding around
them on the ground and perching atop the house-
boats, the auctioneers and ringmen found bidding
to be basically the same as at a normal sale. “There
were a lot more people, but the ones who wanted to
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A BEECHCRAFT KING-AIR and Bell helicopter were

bid made sure they were seen,” said Robinson, add-
ing with a chuckle, “With our old trained eyes, we
could spot them anywhere.”

Extreme organization was vital, since seven
sales in Knoxville, Atlanta and Lexington, were set
for a two-week time span in order to keep UAFC’s
asset-storage and rental costs at a minimum.

A thorough sales plan covered: advertising and
publicity; leasing sales locations; merchandising the
assets; inspections, and conducting of sales.

Robinson advertised in the Wall Street Journal
and major newspapers throughout the Southeast.
He also used direct-mail campaigns, sending color
brochures, promoting the airplane and helicopter
sale, for instance, to all aircraft dealers in the coun-
try. The office staff sent piles of brochures daily to
thosde inquiring about the sales they had seen adver-
tised.

Personal press contacts also played a key role
in gaining publicity. Press releases were sent to lo-
cal, regional and national print and broadcast media.

It pays to share information about sales, espe-
cially those involving unique merchandise or prom-
inent people. In talking with reporters, keep in mind
that they are working under deadlines and need co-
operation in getting the information on time. An
understanding of their requirements is more apt to
result in free publicity.

After coordinating advertising, the next impor-
tant step in the UAFC auctions was merchandising.
Robinson stresses the importance of cleaning and
grouping merchandise to make it appealing to the
eye and pocketbook.

In readying vehicles for sale day, his crew made
sure they were in working order by replacing bat-
teries and doing mechanical work, if necessary. A
Knoxville aircraft servicer was hired for minor re-
pairs on the helicopter, assuring that is was flight-
ready before the auction.

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

sold at auction by the Alfred A. Robinson company
during one of the United American Financial Corpora-
tion’s auctions. Seven auctions were conducted to
liquidate the corporation’s assets.
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Learn Auctioneering

Complete cassette home study.
® 5 full hours of chant secrets,
training exercises and all phases =
of auctioneering.
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400 Slot File (Slots—3” deep - 214" wide)
36" Wide — 212" High — Weight 32 Ibs.
400 S I Ot Fi Ie (Slots—2" deep - 1'/2” wide)
30" Wide — 21'2” High — Weight 23 Ibs.
1 00 S l Ot F i Ie (Slots—3'2" deep - 212" wide)
100 Slot File (Slots—2” deep - 2” wide)
50 S I Ot Fi Ie (Slots—3'2" deep - 212" wide)
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b et

Please State SIZE OF F”_E You wish to order
$169.95

$169.95

$59.95
$59.95
$39.95

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

PLEASE STATE THE SIZE OF FILE YOU WISH TO ORDER.

Sales Forms, in triplicate
4200
200 sheets ( Items ) $40.00 We have the clerking sheets that come in triplicate, with three
g i s sides glued together. There are 21 items per sheet. These are
o made for the 2" file. We do not make a clerking sheet for the
32" by 2%2" file.

Purchaser Package of 200 Sheets (4200 nems)y $40.00
Price Package of 600 ShGEfS (12,600 Items) $1 15-00
We pay shipping charges on all items Telephones—Office (308) 995-8614
Home (308) 995-5098
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Ship C.0.D. or Send Check to:

LUNDEEN SALES FORMS

Holdrege, Nebraska 68949
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When the assets were cleaned, the crew
grouped them by category: office furniture and ma-
chines; trucks and automobiles; heavy-construction
equipment, and golf carts and greens equipment.

During inspections, Robinson bent the rules a
little to accommodate prospective bidders on tight
schedules, those from out-of-state who flew in to
view the merchandise before the designated day.

The UAFC sales were an education for the auc-
tion staff and for the public. Because many prospec-
tive buyers were rookies who had never attended an
auction, the auctioneers found themselves in the role
of teachers. Patience and the willingness to explain
procedures resulted in satisfied clients — and has
led to further business.

To provide for the comfort of bidders at the
lengthier summer sales, the auction firm hired cater-
ers, who were on hand all day.
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HOUSEBOATS, once used as a floating motel during
the 1982 World’s Fair in Knoxville, Tennessee, were
sold at auction by the Alfred A. Robinson company.
The auction was one in a series of seven conducted
for the United American Dinancial Lorporation.

The auction results were highly rewarding: All
assets were sold. Some, including Jake Butcher’s
Lincoln Mark VI and assorted office furnishings,
brought even higher than market value.

William G. Hays, an independent financial con-
sultant from Atlanta who, as chief operating officer,
in settling the affairs of UAFC, was more than pleased
with the auction results.

“I'm thrilled that we got such good prices. We
got fair market value on all items,” said Hays. “The
auctions were well-attended and met our highest
expectations.”

4

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

hwick hlerk

Box 147 Northfield, Mn. 55057
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“Although it may seem simplistic,” Robinson
said, “The keys to success were careful planning
and organization. It was undoubtedly the most ex-
citing auction I’ve been involved in, because of the
results we were able to achieve.”

“I think the people who attended, whether they
bought or not, gained respect for auctioning as a
method of selling. We not only sold the assets, we
sold the public on the auction profession!”

Editor's note: Alfred A. Robinson has been in
the auction business for 21 years. He specializes in
business-liquidation auctions, as well as real estate.
He is a past president of the Tennessee Auctioneers
Association and past chairman of the Tennessee
Auctioneer Commission.

In Hlemoriam. ..

DONALD V. CADY
The headquarters office was notified of the

‘September 16, 1983, death of NAA member Donald

V. Cady at the age of 76. He lived in Louisville, Ken-
tucky, and had been a member of the NAA and KAA
for many years. He was the owner and operator of
Cady Auction Co., and had been an auctioneer for
38 years.

Do You Know
These Auctioneers?

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

Kathy D. Elston, P.O. 97223, Portland, OR 97223
Tom Harrison, 216 West Burton St., P.O. Box 1253,

Murfreesboro, TN 37130
Norine Mary Hooffstetter, 2133 Post St. N. Chas., N.

Charleston, SC 29405
Charles Willard Huggins, 12000 Berryessa Road, San

Jose, CA 95133
John A. Josko, 70 Sanford Street, Fairfield, CT 06430
Aberham W. Kennedy, 1702 Oak Street, Omaha, NE

68108
Robert W. Kolak, P.O. Box 957, Roseville, CA 95678
Steven Laubly, 1104 Grimley Lane, San Jose, CA

95120
Francis D. Roberts, P.O. Box 759, Kearney, NE 68847
Harold E. Walsh, 240 Wellesley East, #101, Toronto,

Ontario, Canada M4X 165
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[f an under-powered or cumbersome P.A. system has been
hindering the action at your auction, check out the features
of the Voice Projector® VP300W Wireless Microphone

Sound System.

R :.:.:.:.::'.-.-:-:-:-:-'... e

® Powerful — 30 watt, rms amplifier reaches large audi-
ences up to a distance of 700 yards.

e

@lcamm
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® Wireless — no microphone cords to restrict your mobility. o 7?
Up to 100 yard transmission range. Also operatesasa § il
conventional P. A. system with a hard-wired microphone.

® Convenient — operates on either AC power or built-in
rechargeable battery pack. Less than 16 inches high and
weighs less than 17 pounds. 4

® Versatile — inputs for two hard-wired microphonesand .
an auxiliary input for a tape recorder. Outputs for two % ——
o spea D plus - auxiliary output fOI' P - s
or amplifier. Ll

® Designed for Outdoor Use — anodized aluminum con- | W rmana
struction with high-impact Cycolac horn. Controls and | i at

jacks are mounted to minimize entry of dust and moisture. g 0 ” - VP3OOW

The VP300W comes complete with a charger, wireless trans-
mitter, a microphone with accessories, and a shoulder strap.

(available without wireless as Model VIP300)

Freedomike® FM-AV4 Ultra Portable Voice Projector 18R

Wireless Microphone Sound System Full featured “‘over-the-shoulder” P.A. unit with
For smaller audiences, consider the FM-AV4 —a complete | microphone, charger and shoulder strap.
wireless microphone sound system in a 13" X 18" X 6°

carrying case. ® 10.5 watt rms amplifier

® Built-in rechargeable battery pack

® AC orrechargeable battery ® On-Off switch and volume control with o
operation. LED “power on” indicator. g
® Auxiliary microphone and ® High level input and output jacks for

High-level inputs. connection to auxiliary audio
equipment.

® Weighs less than 6 pounds
® 10%" high x 7" wide
X 7" deep

® High-level and microphone
level outputs.

System includes microphone, trans-
mitter, receiver/sound system, charger r
and carrying case. __ o .

@ lectrosonico INnc <~

P.O. Box 12617 ® Albuquerque, New Mexico 87195 @ (505) 831-1010

Lectrosonics products for auctioneers are available from:

COL. GORDON TAYLOR HUGH MILLER DAVID A. KESSLER ROWLAND HUEY
Reisch World Wide College of Auctioneering Curran Miller Auction The Auction Marketing Network John Huey & Sons
Box 949 13020 N. Street, Highway 57 122 W. Main 11660 Parkway Drive
Mason City, lowa 50401 Evansville, IN 47711 New Paris, Ohio 45347 North Huntingdon, PA 15642
515-423-5242 812-867-2486 513-437-0263 412-863-4961
RED WALLACE FORREST MENDENHALL BOB MILLER BUFORD EVANS
Earl “Red” Wallace & Associates Mendenhall School of Auctioneering  Indiana College of Auctioneering Nashville Auction School
1040 South West St. U.S. Highway 29 & 70 (1-85) 8846 Holliday Drive 233 East Gaines Street
Wichita, Kansas 67213 High Point, NC 27263 Indianapolis, IN 46260 Lawrenceburg, TN 39464
316-943-0217 919-887-1165 317-844-1088 615-762-5534
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Professional Courtesy
Is Important

By Glenn H. Binger, NAA Member
Blue Springs, Missouri

When | am not having an auction myself, | often
take a ""businessman’s holiday” and attend another
auctioneer’s auction. What really irritates me is
when that auctioneer acts as though he doesn’t even
know me. | presume that he is afraid of losing some
of his business to me. | started a policy over ten
years ago when | was an instructor at the old Central
States Auction School, and have made it a policy at
every auction that | have conducted since, which is
to introduce any known auctioneer present, and in-
vite them to put any of their auction bills on our dis-
play table, on which we announce our own future
auctions. | especially try to give them recognition
and, if possible, allow them to sell a few items to give
them experience and exposure.

| remember one experience vividly. | had at-
tended a few auctions of a local established auc-
tioneer and he never seemed to recognize me. One
day, he attended one of our auctions and | made a
special point to introduce him and gave him an in-
vitation to sell a few items. | also expounded on the
fact that we, as auctioneers, are like a fraternity and
shouldn’t have any jealousy and should always make
it a point to recognize each other.

The next time that | attended one of his auctions,
he introduced me and invited me to sell for a while.

One week after | had put up sale bills at a store
| noticed that my sale bills were gone and another
auctioneer’s bills were in their place. The manager
of the store came over while | was replacing my bills
and realized what had happened. He started to pull
the competitor’s bills down, but | said, ‘“Don’t do
that . . . that puts us on the same level with him.”
We ended up leaving his bills up and putting mine
down below.

We have had the same thing happen with our
directional signs. As NAA President Bill Gaule sug-
gested, “If you see a competitor’s sign blown down,
don't just smile; stop and set it back up.” A little
professional courtesy always pays off.

Before | took my partners into the business, |
was setting sales alone. One Saturday morning, | got
up early and was sick .The auction was to start at
10:30 a.m. At 9:30 | decided that | had to go to the
doctor. He determined that | must have immediate
surgery.

| made a few phone calls, which resulted in three
auctioneers conducting the sale for me, while | was
undergoing surgery. That evening they brought me
the proceeds of the sale and would not take one cent
for this service. This is true fraternal brotherhood
and professional courtesy.

| have also had a lot of help from my fellow auc-
tioneers in campaigning for re-election to the Mis-
souri House of Representatives. In my opinion, pro-
fessional courtesy is a very important part of the
greatest profession in the world.

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

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

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
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Bid Calling Techniques

By Paul Behr, CAI
St. Paul, Minnesota

Paul Behr, CAl, served as instructor of the Bid
Calling Workshop at the 1983 NAA Houston Conven-
tion. The following article is an excerpt of his pres-
entation.

| live and work in the state of Minnesota. We
sell mostly livestock, automobiles and farm auctions.
Our livestock auctions are at the South St. Paul
Stockyards, where we employ three auctioneers and
have 15 auctions each week.

| have an opportunity to auction a dealer auc-
tion at Minneapolis Northstar Auto Auction in Shak-
opee, where | work with three other auctioneers seli-
ing between 500-700 automobiles weekly. We also
sell farm and real estate auctions, as well as, other
general type sales.

Before we can get into bid calling and ways to
help an auctioneer be a better bid caller, we must
examine the reasons why we would want to become
more proficient at calling bids.

The chant is an important part of a good auc-
tioneer. However, | do not believe it is the most im-
portant part. Other ingredients which are just as im-
portant are: integrity, knowledge, salesmanship and
appearance. We have all known auctioneers that

Jim Graham

To Help You!

couldn’t say ““‘one go two”, yet had many auctions
because they possessed the basic ingredients of a
good auctioneer.

| like to stop at other auctioneers’ auctions to
visit and say hello, and of course, see how “they”
do it. | have come to the conclusion that there are
one heck of a lot of good auctioneers as my com-
petitors. Seldom do | leave an auction without learn-
ing a helpful tip or procedure. (The auctions are
varied such as farm, real or personal property and,
of course, sale barns, or livestock pavilions now.)

Those of us who sell at a livestock market seem
to have an advantage of becoming more proficient
at calling bids. One of my fellow Minnesota auction-
eers once said to me, “I'd like to sell at a livestock
auction because there you don’t have to think.”
Well, let met tell you, I've had to think real hard
sometimes! Selling basically the same commodity
to the same buyers every day requires the auction-
eer’'s chant to be smooth, orderly and easy to listen
too. It must be a chant that the buyers don’t have a
problem listening too.

Here are some steps that | have taken to help
my chant:

1. Get your voice set. Try to set your voice where
you want to sell, that is, where you feel most
comfortable. Also, try not to skip up and down
in a higher or lower octave. | can recall seeing
one auctioneer who used the whole octave range
and had all of us worn out by the time his four
drafts were through.

2. Get your rhythm set. Keep the same rhythm and

Want Professional Assistance?
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Accredited
AFLB

We
Cooperate

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

CALL AND TALK IT OVER!

&
g 2 giﬂéa/ln inc. AUCTIONEERS - REALTORS

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

THE AUCTIONEER



stay with it. Don’t change up with diferent ca-
dences during the auction. It is important to pick
up what you like in other auctioneers’ chants and
incorporate it into yours. When you develop your
own style, stay with it unless minor changes are
needed. | remember my Marine Corps drill in-
structor using basically the same rhythm and
cadence, whether it was marching, double time
or so on.

. Use as few filler words as possible. Something
that detracts from a good chant is to use a lot of
filler words. | feel that the best filler words are
the numbers themselves, and then short fillers
like “now” or “bid”, where numbers are not
being used.

. Use numbers in order. | have a friend who shifts
around, such as: 15-18-20-23-30, etc. He says
that he does it to keep the crowd off guard. |
don’t want them off guard. | want them to know
what to expect next; it's easier to do business
that way. Also it is really tough to work the ring
in front of a chant such as that. | know the real
reason he does it, and if you think about it, you
do too.

. Breathing. It is important to have as much air
in your lungs as is comfortably possible. This
gives you more volume and strength, plus it
adds an evenness to your chant. Of course, too
much excitement or nervousness can drain oxy-
gen and leave you breathless.

. Clarity. This is one of the most important com-
ponents in bid calling. People want to know
three basic things:

a. What are you selling?

b. What the bid is?

c. What the bid you want is?

estern

10

17

. Sales Talks.

Of course, they need some urging, but basically
they make up their own mind.

. Speed. This is a small part of auctioneering. It

seems to be more important in livestock or auto
auctions than in other sales. A slower, evenly-
paced chant that people feel at ease listening to,
makes a large difference in your degree of suc-
cess as an auctioneer.

Just repeating or rolling can sometimes be harm-
ful if done too fast.

Sales talks can be incorporated
into your chant. An example: 450-475 solid oak
now, not veneer 500.

This gives the bidder important time to recon-
sider one more time. It gives the auctioneer
time to instill that positive point about the mer-
chandise.

Body movements. A very important area is the
coordination of your body and hand movements
with your chant. When collecting bids, we
should draw the bids to us and make a positive
step to let them know that we are also involved
in the process. It shows that we are concerned
and working and helping them get the item they
are bidding for.

It is important that we establish that we are
mentally in time with the auction, mentally and
physically.

Concentration. We must keep our mind on what
we are doing in order to develop the chant we
want. Often, we are distracted by something, but
it Is important to concentrate on what we are
selling at the moment and then the chant will
follow.

Relax and let it flow!

Helpful Hints
Tape record your auction. Play the tapes back

to see if you actually sound like you want to.

Video tape your auction.
Keep a permanent record of all transactions,

plus a picture of almost everyone at the auction. It
can be used as a reference to a disputed price and
how it was conducted.

Give a copy of the recorded auction to the own-
er. We video tape large or unique auctions, and tape
record all others.

Use a PA system. They allow maximum utility of
your voice, without wearing it out.

college of auctioneering

1948-1983 — 35 Years

1983 Term Dates
Billings, Montana: November 28-December 9

1984 Term Dates
Billings, Montana: March 5-16, June 4-15
September 10-21, November 26-
December 7

Fargo, North Dakota: May 7-18, October 1-12
Merced, California: January 30-February 10,
August 20-30

/// estern

college of auctioneering

Box 21116, Dept. NAA
Billings, MT 59104

AUCTIONEERS + DEE SIGNS -

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

QUALITY SIGNS AT

898-7284

SAT. 10AM

FRIENDLY PRICES.

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

Phone: 406-252-7066
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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 ot
every disipline and design who

SOLD.
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Los Angeles Times — 25.1 %;

San Francisco Chronicle — 24.8 %;
Dallas Times Herald — 21.0 %;
New York Times — 12. %.

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

" FRANK RUGGERL

> (215)854-2418

24-hour Telecopier Service,
(215) 563-8928

Deadline: Thursday, 5 P.M.

Cle
Philadelphia
Anquirer

400 North Broad Street
P.O. Box 8263 .
Philadelphia, PA 1910
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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 %;
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BUYER NO.

ST\I’LE 1

Quality self stick labels keep things movin’ on auction
day. Printed on yellow gloss stock with a flame red ink.

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

1,000......$14.25
2,000.....$27.50
5,000...... $65.50

paid by us.

Find out how smoothly your
auctions can run with our labels.
Try a sample roll of 200 Style 1
labels for ONLY $4.00 postage

REGISTER

Professional looking signs
help end confusion on
auction day. These signs
are 11 X 17 inches

1% x 3%

HERE

ALL
MERCHANDISE
MUST BE PAID
FOR TODAY!

LAMINATED

Med. Heavy 5 Mill Laminate

$3.50 Each
All Four..$12.50

2 signs shown
plus 2 others

SIGN PACKAGE
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Nearly 10,000 Jam
Benefit Auction

Reprinted with permission by The Randolph
Register newspaper, Randolph, New York. Article
was published in the September 28, 1983, edition.

Saturday, September 24th was a beautiful au-
tumn day that couldn’t have been any better, even if
it had been ‘‘specially-ordered” by the sponsors
of the Raber benefit auction. Eight to ten thousand
people found their way to the auction site in Ran-
dolph, New York. Many people donated their time
and services to this cause, and two National Auction-
eers Association members, Bob Matson and Marvin
Smith, were vital to its success. NAA member Matson
described it as ‘‘the largest auction that | have ever
conducted, and | can’t imagine anything as large in
the future.” NAA member Matson estimated that
$40,000 had been raised, but said that donations were
still coming in.

This money-raising event was held to help Abe
and Martha Raber pay medical bills that have ac-
cumulated to over $70,000 since their premature
twins, Clara and Crist, were born prematurely in June.
Crist is now home and thriving, but Clara remains in
Buffalo Children’s Hospital where she will soon
undego surgery. Hundreds of items were donated
and brought in for consignment, with a percentage
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of the selling price going to the hospital fund. The
most popular items seemed to be the beautiful hand-
made quilts made by the Amish women. These
brought a lot of spirited bidding, and prices as high
as $500. An estimated 40 quilts raised about $10,000.

Other items included farm machinery, dairy and
beef cattle, driving and draft horses, pigs, chickens,
goats, sheep, household goods, antiques, and scores
of other items.
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Donations came from three states: New York,
Pennsylvania and Ohio, with buyers coming from dif-
ferent states. Also for sale were Amish baked goods.
A metal tool storage building was converted into a

“restaurant’” with oil and propane gas cooking

stoves in operation. L EA R N T O E
Tempting aromas of chicken, meat loaf, scal-

loped potatoes, hamburgers, hot dogs, chili, home-

made pies and more, wafted across the farmyard lur- A N

ing hundreds of people inside through the lunch
hours.

One lady said, ‘| have never seen such an effici- A U CT I O N E E R
ent operation with so many people being fed.” A

great deal of money was brought in from the food
building as well as from the two donation boxes, one
at the lunch site and the other where the auction con-

tinue_lc_:lhallF;:Iats)/. T t AUCTION SCHOOL. WRITE OR
e Rabers were overwhelmed by the outpour- CALL FOR FREE CATALOG. AP-

ing of generosity and concern from their Amish
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neighbors, non-Amish friends and even total PROVED FOR V. A. TRAINING.
strangers. Mrs. Raber’s father said, “You don’t
realize how many good people there are until some- — SINCE 1962 —
thing like this happens.”

Local and state police were called in to bring MENDENHALL SCHOOL OF
order to the traffic which was backed up for miles.

John Pearson of Jamestown first learned of the AUCT|0N EERI NG
plight of the Raber family last summer when mem- _
bers of the Amish community planned to conduct a P. 0. BOX 7344
benefit within their own community. Mr. Pearson and HIGH POINT, N. C. 27264
Mr. Matson then set forth to organize something
bigger and more extensive, but what actually took (919) 887-1165

place far exceeded their wildest expectations.
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Real Estate and
Building An Auction
Business Are 1984
Seminar Subjects

The topics and instructors have been selected
for the 1984 NAA Seminars by Chairman Sammy L.
Ford, CAIl. Registrations are being accepted by the
first 150 Seminars’ registrants for each seminar on a
first-come, first-served basis.

Real Estate Seminar in San Diego

The Real Estate at Auction Seminar will be held
at The San Diego Hilton Hotel on January 23-24-25.
B. G. Dunnington, CAI, of Monticello, Kentucky, will
lead off the Seminar on Monday morning at 9:00 a.m.
with a presentation on “Preparing the Real Estate
Auction”.

The Monday afternoon session’s topic is “Real
Estate Ground Personnel, Showmanship, etc.” and
the two NAA members who will combine their talents
to make the presentation are Chuck Layne, CAl, and
Ronald ‘“Ron” Kirby, both of Franklin, Kentucky.

NAA President William L. “Bill” Gaule, CAl,
Chatham, lllinois, will lead off the second day, Tues-
day, with a presentation on “Farm and Estate Real
Estate Auctions’. Bill has been a popular instructor
at several meetings, offering his auction expertise.

Sheldon Good of the well-known and highly
publicized real estate auction firm in Chicago, llli-
nois, Sheldon F. Good and Company, real estate auc-
tioneers, has been asked to conduct the Tuesday
afternoon session on ‘“Commercial Real Estate &
New Homes’ Auctions”™.

The final day’s presentations will begin with a
session on ‘‘Industrial Real Estate Auctions’ by Will-
jam Z. “Bill” Fox, CAl, of Baltimore, Maryland. Bill
is a newly-elected director of the NAA and his pre-
vious presentations on advertising the industrial auc-
tions have been highly popular by the NAA members
attending the seminars at which he has instructed.
New ideas and techniques will be included in his
1984 presentation.

The final session of the 1984 Real Estate at Auc-
tion Seminar will include a panel discussion of NAA
members, selected from the registrants attending the
conference. Chairman Ford will chose those NAA
members, who sell real estate at auction, and divide
the final session into several presentations on each
one’s specialty. The purpose of the final session is
to allow for registrant’s participation and to recap the
three-day seminar with involvement by registrants.

The Real Estate at Auction Seminar was planned
for the beginning and experienced auctioneer alike.
The instruction will include the basics of selling real
estate at auction as well as some information from
experts on the highly specialized and technical as-
pects of selling real estate at auction.

San Diego was selected due to the many re-
quests from the many NAA members who reside in
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the western states and who want more information
on selling real estate at auction.

Registration for the San Diego Seminar will be
limited to the first 150 paid registrants — those NAA
members (Active, Associate or Affiliate) who submit
their completed Seminar Registration form and $150
registration fee — to the NAA office on a first-come,
first-served basis. Postmarked envelopes determine
the ““first-come, first served” registrants.

Memphis Seminar Instructors Selected

The February, 1984 NAA Seminar in Memphis,
Tennessee, will be held at the famous, but com-
pletely remodeled, Peabody Hotel (famous for the
“walk of the ducks” each morning and night in the
lobby) and the subject of the Seminar is ‘“‘Building
an Auction Business’”. All phases of an auction
operation will be discussed by the instructors.

The first session will begin on Monday morning
at 8:30 a.m., February 13 when Ken McCormack of
Lemon Grove, California, will register each registrant
on his computer which is programmed for use by
auctioneers and for auctions. Even though each
registrant to the Seminar must register for the Semi-
nar in advance (first-come, first-served basis), Ken
and NAA Executive Vice President Harvey McCray
will “‘check each registrant in” as Ken does at each
of his auctions. The registrants will get their bidder
numbers and following on-site registration, Ken then
will offer information on ‘““Registering, Bidding and
Buying at an Auction” and demonstrate to the regis-
trants his method of having each bidder pay for the
items purchased. A mock demonstration of the auc-
tion is planned, which will serve as a good educa-
tional session in “Registering, Clerking and Cashier-
Ing”’ at an auction.

On Monday afternoon two Memphis auctioneers,
Jasper Jones and Raymond Taggart, CAl, will com-
bine their talents to make the presentation, “Auction
Office Management”. Both Raymond and Jasper will
serve as hosts to the Memphis Seminar and offer in-
formation about their very successful “Delta Auction
Service” operation.

NAA Director Ronald C. ‘“Ron” Harris, CAl, At-
lanta, Georgia, will lead off the Tuesday sessions
with his presentation, ‘“Business Promotion-Obtain-
ing New Business’’. Ron has been quite successful
In his business promotion and will share his opera-
tion’s activities with the registrants.

Wayne Stewart, CAl, from Audubon, lowa, won
the 1983 ““‘Best of Show’ Advertising Award at the

Be An Auctioneer

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

FREE CATALOG!

1600 GENESEE / KANSAS CITY, MO. 64102
PHONE (816) 421-7117
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Houston Convention and his award was for the ex-
cellent slide presention on his auction firm. Wayne
will make the Wednesday afternoon presentation en-
titled, “Building an Auction Business with Audio
Visuals”. The need for each auctioneer and each
auction business firm to have good promotional ma-
terials will be stressed during Wayne’s presentation.

An expert at ‘“Organizing an Auction and Pre-
paring a Prospective Client and Buyer Listing,” Dave
Kessler of New Paris, Ohio, will conduct the session
of the same name. Dave’s session will begin at 9:00
a.m. on Wednesday and during his nearly three hour
presentation, registrants can learn new ideas, which
will be helpful to all.

The final session of the 1983 Memphis Seminar
will include a panel discussion of registrants, attend-
ing the Seminar, who have experience and good
techniques when “Building an Auction Business”.
When the instructors combine their talents with some
of the registrants, selected by Chairman Sammy Ford,
everyone should benefit in the long run.

Two outstanding seminars have been organized
for the NAA membership and its time now to organize
your travels either to San Diego or Memphis, or both,
but it is important that registrations to the 1984 Semi-
nars are made in advance. It will be impossible to
register at the door during the 1984 Seminars and a
wait list will be formed if more than 150 registrations
are received in the NAA office.

The key to attending the 1984 Seminars is ““Com-
plete the Seminars Registration form, and submit it
and your check in the amount of $150 for each Semi-
nar to the NAA office immediately!”

As soon as the registration is accepted at the
NAA office, the registrant will receive the hotel reser-
vation form (reservations at the hotels must be made
by using the form, which will be mailed to the ac-
cepted registrant — space has been blocked at each

hotel for only those who register in advance through
the NAA office).

I Need License

" Law Information?

For current license law informatio_n, con-
sult the “License law update” in the April, 1983,

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

1984 Seminars’
Hotels’ Information

The January, 1984, ‘“Real Estate at Auction”
Seminar will be held at the San Diego Hilton Hotel,
which is located on 1775 East Mission Bay Drive —
right on Mission Bay. The Hilton is a resort, where
registrants can be as active as they'd like — or as
lazy. The Hilton is noted for its fine food, most com-
fortable facilities and a style of service that is as
warm as the San Diego sunshine. Room rates for the
January 23-24-25 NAA Seminar are: Single, $68,
Double, $84.

The February, 1984. “Building an Auction Busi-
ness’’ Seminar will be held at the beautifully refur-
bished Peabody Hotel, located in downtown Mem-
phis at 149 Union Avenue. Listed on the National
Register of Historic Places, the Peabody first opened
in 1869 and was rebuilt on the current site in 1925.
It was completely refurbished and opened under new
ownership in the early 1980s.

Because of the hotel’s heritage, the Mississippi
Delta has been said to begin in the lobby of The Pea-
body, two blocks from the birthplace of The Blues
and three blocks from the most-storied river in the
world.

A legend was initiated at The Peabody in the
early 1930’s following a fairly uneventful hunt, the
General Manager of The Peabody and his hunting
companion returned to the hotel and placed their
live decoys in the classic lobby fountain. Originally
a temporary amusement, The Peabody Ducks have
become permanent entertainment in the South’s
most famous lobby to the delight of several genera-
tions.

Today, under the watchful eyes of Edward D.
Pembroke, the Ducks leave their penthouse home on
the roof for an elevator descent to the lobby early
each morning and return each afternoon across a
red carpet to the elevator accompanied by the music
of John Philip Sousa.

The room rates for NAA Seminar registrants at
The Peabody for the February 13-14-15 Seminar are:
Single, $60, $75 and $90; Double, $75, $90 and $105.
Reservations must be made from the hotel reserva-
tion form, which is submitted to the accepted NAA
Seminar Registrant from the NAA office.

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

<~ FREE CATALOG — LEARN AUCTIONEER-
ING
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' Memphis Seminar
February 1984

1984 NAA Seminar Registration

Memphis, Tennessee, February 13-14-15
Peabody Hotel

SUBJECT: BUILDING AN
AUCTION BUSINESS

(The above general topic will be covered IN
DETAIL by non-auctioneer experts as well as pro-
fessionals in the auction business.)

HOTEL RESERVATIONS

Seminar registrants must make their own ho-
tel reservations for each of the 1984 Seminars.
The hotel reservation form for the February, Mem-
phis Seminar will be mailed to the registrant upon

receipt of seminar registration. Hotel reservations

for the Memphis, Building an Auction Business
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 1984 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 1984 MEMPHIS SEMINAR REGISTRATION.

$150 Three-day Seminar registration

$ 75 Spouse/guest three-day Seminar
registration

$ TOTAL MEMPHIS SEMINAR FEES

Enclosed is my check in the amount of §................ ,
made payable to the National Auctioneers Associa-
tion, for my 1984 NAA Memphis 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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San Diego Seminar
January 1984

1984 NAA Seminar Registration

San Diego, California, January 23-24-25
Hilton Hotel

SUBJECT: 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 1984 Seminars.
The hotel reservation form for the January San
Diego Seminar will be mailed to the registrant
upon receipt of seminar registration. Hotel reser-
vations for the San Diego Real Estate Seminar
must be made by January 2, 1984.

REGISTRATION FEES

Only three-day registrations will be accepted.
One or two day registrations will not be accepted
for either 1984 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 1984 SAN DIEGO SEMINAR REGISTRATION.

$150 Three-day Seminar registration

$ 75 Spouse/guest three day Seminar
registration

$ TOTAL SAN DIEGO SEMINAR FEES

Enclosed is my check in the amount of $................ ;
made payable to the National Auctioneers Associa-
tion, for my 1984 NAA San Diego Seminar Regis-
tration.

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

Address _

e s e e i o

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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NO JUNK
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Auctioneers Respond to
Legal Questions Posed
In June, 1983 AUCTIONEER

The following response, (re: Article by Virginia
Lucas, June, 1983, issue of THE AUCTIONEER maga-
zine), reflects my opinion, an opinion formed from my
days in auction school, honest dealings, years of
auction experience, and common sense.

First of all, auctioneer Brown should never have
said “you have fifteen minutes to return any pur-
chase if, for any reason you do not want them.” One
could have a great number of psople changing their
minds in a fifteen minute period. This could cause
mass confusion and place the crowd in charge of
the auction. | was taught in auction school that when
the hammer falls the sale/contract, as if it were
written and binding, is consummated. | have prac-
ticed this for years without problems.

Here are some questions and answers:

1. Is either party solely in the right?

Answer: Yes, the buyer is right. The man said
“here is a fine brass bed”. Here | would like to
mention that the things mentioned in this respect
in regards to merchandise, at my auctions, are re-
garded by me as written contract wording and are
considered as such.

2. Are auctions nowadays strictly, “buyer beware?”
Answer: Disregarding junk boxes (such boxes are
referred to as goodie boxes at my sales) todays’
auctions are far from buyer beware. If no one has
inspected the merchandise it should go on the
block as simply a table, bed, chair or whatever it
might be. If someone in the crowd asks about it
they are told exactly what is known. If someone
asks, “ will it work”, tell them if you saw it work
or if the seller said it would work etc. When | do
this | sleep good at night and | have never had
any merchandise returned.

3. Is auctioneer Brown guilty of fraud by deception?
Answer: He is either guilty of fraud by deception
or he did not look closely at the merchandise.
This could be another case of the auctioneer
opening his mouth without knowing what he was
talking about or puffing the goods to the point of

FORT SMITH
AUGTION SCHOOL
Fi. Smith, Ark. 12903 — (A6) S01-646. 1161

e S T e e )
QUALITY TRAINING SINCE 1947

VETERAN
APPROVED
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blow-out, either way he is responsible.

4. |s Brown or Green the responsible party?

Answer: Auctioneer Brown is responsible. Brown
is the principal auctioneer and he made the state-
ment. We do have a Code of Ethics!

5. Should Mrs. Smith sue Auctioneer Brown, or for-
get it and consider it an expensive lesson?
Answer: She should take action of some kind, if
Brown does not return her money. | know it would
be hard for Brown to give up the $100 but most
of the time we pay hard cash for lies whether they
are intention or not.

6. If the consignor has actually been paid, should

Brown offer to reauction the bed for Mrs. Smith,
taking commission on any monies over one hun-
dred dollars, or should he offer it back and give
her one hundred dollars credit at the auction
house?
Answer: Brown should return Mrs. Smith’s money.
When he reauctions the bed it probably will not
bring one hundred dollars and he should be the
loser. As for giving her a $100 credit at his auc-
tion house, this is just another way to hold on to
the $100 for a while. This would be nice for Brown
because he would be assured that Mrs. Smith
would have to buy that much merchandise. Brown
should give her money back and she should give
him the bed.

7. Should Brown just refund the $100 rather than
have an irate customer?

Answer: Yes. Return the money regardless.

8. Is auctioneer Brown responsible for his secretary’s

guarantee to Mrs. Smith of a refund?
Answer: The secretary should, and would have
had she been an efficient secretary, said, “You
will need to talk with Mr. Brown.” It looks as if
the secretary had not been instructed properly
and thought she was working for an honest man.

9. Is there another solution other than those men-

tioned above?
Answer: He could offer Mrs. Smith fifty dollars
and let her keep the bed. But in my opinion, this
would not clear the air between them. Consider-
ing the trouble he has caused Mrs. Smith, | think
he has hurt his auct.on business to some degree.

| must go to dinner, then hold an auction that
involves a brass plated bed! No kidding!

Bob Green, Auctioneer
Bob Greene Realty and Auction Company

CALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT e

(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 hlerk

Box 147 Northfield, Mn. 55057
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The Sellers Rights —
What Are They?

| am writing in answer to the legal case in the
June, 1983 issue of the magazine. In the case the
lady bought a brass bed that turned out to be brass
plated. She wanted her money back from the auc-
tioneer on the grounds that she was misinformed by
a statement the gallery owner made.

My answer s this: If she had taken the bed home
and, while unloading it, discovered it had $10,000 in
gold coins inside would she be legally obligated to
return the coins? After all, the auctioneer said she
was buying a bed not gold coins. Suppose she re-
sold the bed for $500 making a $400 profit after dis-
covering the bed was a rare item. What rights do the
seller have in this profit? These examples are based
on the same principles of law as the case in point:
The lady thought she was buying a brass bed; the
seller thought he was selling a brass bed. “What's
good for the gander is good for the goose.”

All choices we make in the real world are not
between one right and one wrong answer. Most
choices are between not what is right or wrong but
what is the lesser of two evils. When the legal pro-
fession learns to look at an issue from both sides
it will be a happy day.

Austin E. Jones, Jr., Auctioneer

KRUSE INSTITUTE

AUCTIONEER TRAINING - TWO DAYS
HARD WORK JAM SESSION

Personalized training with Kruse Book Study, bid calling
and written test to help prepare student for auction
business or state test. Fee of $100. If you can only be away
from home a short time, are not afraid to work and want the
best training possible for auctioneering, contact us at once.
Classes are held in March, July and November.

THE PROFESSIONAL AUCTIONEER AND
WHAT HE NEEDS TO KNOW

BY RUSSELL KRUSE

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

CHAPTER HEADINGS

1. Bid Calling 10. License Law - Bonds
2. Conducting the auction 11. Fees - Commission
3. Contracts 12. Appraising
4. Sale Summary 13. Land description and
5. Uniform commercial code surveys
and auctioneer liability 14. Working together
6. Reserve bidding 15. Definition of 276 terms
7. Advertising and words every auc-
8. Ringman tioneer should know or
9. Insurance have available.

Price of book $15.00 (Volume discount available). WRITE:
Kruse Office, Auburn, Indiana 46706. ATTENTION —
Russell Kruse.

also

HOME STUDY COURSE ($35.00)

Includes Book and Tape
LIVE KRUSE TAPE ON BID CALLING ONLY ($15.00)
‘L Ph. 219-925-5401 or write Russell Kruse at above address.

-
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~ Sign Lettering Kit

L
pr

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

Dewey-Carter Co.
P.O. BOX 822

228 WOOD ST., DOYLESTOWN, PA. 18901
Phone 215/348-8880

Lori Kiko Represents The
Third Generation of
Auctioneers 'in Her Family

Three generations of auctioneers in a family is
not unusual, but in this family the third generation is
represented by a 20-year old, auburn-haired female.

Lori Kiko, daughter of Richard and Patty Kiko
and granddaughter of Russ Kiko, founder of Russ
Kiko Associates, is the first of her Kiko generation
to be associated with the firm as-an auctioneer and
Realtor.

Lori is a recent graduate of Missouri Auction
School in Kansas City, where she was named one of
the top students in a class of over 150. She has been
selected to appear in a taped segment of TV's PM
MAGAZINE, and has also completed requirements
at Stark Technical College for a real estate license.

Lori stated: “When you grow up in the Kiko
family, auctioneering becomes a way of life. In fact,
you learn the auctioneering chant along with learn-
ing to talk. When surrounded by a grandfather, father
and five uncles, all auctioneers, you learn the chant
in order to defend yourself at family get-togethers!”

The family tradition of auctioneering will con-
tinue to grow, as five more of Russ’s 55 grandchil-
dren have indicated an interest in becoming auc-
tioneers.
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In this complex world, we are inun-
dated with constant messages. As
businessmen, we employ marketing
techniques to reach new prospects
and keep in touch with our existing
clients.: Positioning is the ultimate

ositioning ‘

marketing goal ... it establishes you
(or your company) in the mind of your
customer. Who do you think of for
car rentals? copy machines? auction
brochure printing? Who do you want
them to think of for auction service?

Industrial Publishing

For Specific Program Information or Sample Literature, Write or Call:
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The Importance
of Organization

By Paul Behr, CAI
St. Paul, Minnesota

During the 1983 Minnesota State Auctioneers
Convention, held at New Ulm in January, 1983, | was
particularly proud of our State Association and would
like to share some thoughts with you.

In five years since | have been a member of the
Minnesota State Auctioneers Association, this year
made me particularly grateful to be a part of these
people who take extra effort and time to give some
of each back to the profession in which they are
presently or formerly making their living. As | ob-
served the assembly hall full of auctioneers, wives,
husbands, etc., | realized that more than ever, the
time of a strong and unified State organization is
here.

While talking to members who have been in this
organization for many years, and through my own
observation, | think it is especially important to have
new ideas combined with known experience come
together for the greater good, not only of members
of this organization, but non-auctioneers also.

The auction profession is, | believe, on the
threshold of a new era in the 80’s. We have already
seen the emergence of many new and varied types
of auctions which were unheard of just a decade ago

(video auctions to name one). Auction schools, not
only in our area, but all over the country are full to
capacity of people wanting to enter the auction busi-
ness.

This leads me to the point which | feel most im-
portant to this article. That point is “organization”.
In the following years, each year is going to bring
more changes, not only within the Association but
also in the auction profession itself. The reality of
this fact was clear as unprecedented numbers of
auctioneers gathered at New Ulm this January. Many
had heard talk of changes in the wind. | feel if
changes, or lack of them, are going to occur with
regards to our livelihood, it is important for us and
for every auctioneer to have their voice heard in
those proceedings.

Many things were discussed, many thoughts ex-
changed, many ideas aired and all was done, | am
proud to say, in the light of “How can we as auction-
eers be better auctioneers in serving the public and
how is the future going to affect us as individuals
and as a group in the auction business?”

A famous statesman once said that there is
“Strength in members and power in unity.” | feel this
statement is especially true with us as auctioneers
here in Minnesota now.

As | have said, | am proud to be a member of
this fine organization and would like to suggest we
members invite new and/or established auctioneers
to join the Association. Through combining every-
one’s knowledge and experience together, we will
remain and continue to be strong and unified in Min-
nesota.

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 FOR YOU. 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 YOuU!!

'BROKER PARTICIPATION INVITED.

HUDSON AND MARSHALL [ INC.

Call Toll Free

In Georgia Call
800/342-2666

Elsewhere Call
800/841-9400
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REALTORS AND AUCTIONEERS

ONE BACONSFIELD PARK . MACON, GEORGIA 31211 )
TELEPHONE (912) 743-1511 -

Home Offices
Macon, Georgia

Atlanta Offices
Suite 109
333 Sandy Spr. Cir.

404/256-5450
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State Association Conventions — Dates and Locations

State Association contact

Convention Dates State association Hotel/motel and city

November 6 Alabama John P. Horton
November 6 Vermont Burlington Thomas Hirchak, Jr.
November 6-7 Illinois Holiday Inn, East Peoria Harlan Henderson
November 6-7 New York Syracuse Marriott Inn, Syracuse Duane E. Gansz
November 10-13 California Capitol Plaze, Holiday Inn, Sacramento Elizabeth Blades
November 12-14 Indiana Airport Inn, Indianapolis Harry E Buckles
November 12-13 lowa Red Fox Inn, Waverly Margaret Bloomer
December 4-5 Tennessee Holiday Inn-Briley Parkway, Nashville =~ Danny MacDonald
December 10-11 Florida Miami Beach Jim Gall

January 6-8, 1984 Virginia Sheraon Inn-Military Cr., Norfolk Barry Cole
January 12-13 Pennsylvania Harrisburg Kerry Pae

January 13-14 Michigan
January 14-16 Ohio
January 21-22
January 21-23
February 4
February 10-11-12

Minnesota
New Jersey

North Carolina

North Dakota

Long’s Convention Center, Lansing
Stouffer’'s Dublin Inn, Columbus

Burlington

Holiday Inn Downtown, Mankato

Richard Brodie
Thomas A. Baier
Harvey L. Tate
Patrick Ediger

Marriott Hotel, Somerset

Holiday Inn, Jamestown

Marion Schmidt

February 16-18 Montana Robert McDowell
March 9 Kansas Holiday Inn, Hutchinson Rex B. Newcom
April 29-30 Kentucky Lexington Danny R. Ford
June 6-7 Wisconsin Rober J. Massart
June 8-9 Texas Marriott, 6121 | 35 N at US 90, Austin K. L. Espensen

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.

Reppert School of Auctioneering’s Class of August 12, 1983

NEARLY 60 STUDENTS graduated
from the Reppert School of Auc-
tioneering during the August 12,
1983, ceremony. Instructors pic-
tured, seated on the front row, in-
clude (left to right) DuWayne Her-
man, attorney; Daniel Burry, at-
torney,; Henry Darnell, Phil Neuen-
schwander, president; Q. R. Chatf-
fee; Ron Chaffee; Ed Sprunger,
and Gene Slagle. Instructors not
pictured: John Almburg, Paul Mar-
tin, H. B. Sager, Hobart Farthing,
Kirby Bollinger and Paul Faulkner.
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AUCTIONS & AUCTIONEERING

Informative — Attractive — Hardback Book

An Everlasting Gift For The Auctioneer In Your Life.
5 “Order Today and Be Assured Of Delivery Before Christmas™
QIFTS | WATTS BOOK SALES, P.O. Box 80034, Dept. A, Indianapolis, IN 46280

4, [0z B Please send me books @ *27.50 each, my check or money
_order is enclosed. Satisfaction guaranteed or full refund on request!!
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L) Dear Auctioneer,

We have been instructed to dispose of a vast quan-
. tity of genuine gems. They are to be sold in your
™» auction regardless of price and with no minimum
or_reservation.

Y They are beautifully hand-cut, polished, and ready
M for mounting by your customers. Magnificent Ruby,
Emerald, Sapphire, Opal, Amethyst, Blue Topaz,

Y Garnet, etc.
b
A Our company has, for many years, specialized in
the mining, cutting, polishing and distribution of
L] fine gems.
Recent economic developments have allowed us
J toacquire great reserves of these fine gems, which
3 we, in turn, now offer to you for auction.
W They are easy to sell and produce spirited bidding.
¢

’ These fine gems are handsomely packaged and

come with accompanying documentation. We pro-
Y vide a 30 day "no questions asked’ money-back
") guarantee of satisfaction to your customers.

All you have to do is sell them, take your normal
.J commission, and send us the proceeds.

Each shipment will contain (15) lots with each lot
o being (1) gem, which normally sell for between
. $30 and $300 each, depending on size, etc.

o

" ".-"'" -}\ N T .

! V3 X, Consolidated Equity
h \/ ASSOCIates

: \’.. 'o‘,’ P.O. DRAWER 801216

" ‘_:}))‘(Ld_f DALLAS, TEXAS 75380-1216

\P > SOl Ol IOl PG O O O DN =
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RECEIVE COLORED GEMS ON CONSIGNMENT!

Each gem is guaranteed to be genuine and has
been weighed on a laboratory jeweler’s balance to
1/100 of a carat accuracy.

You do not need prior experience in selling jewelry
to assist us. Simply add them into an upcoming
sale and sell them.

These fine gems will be sent to you at no cost or
obligation. They will arrive by first-class mail, in-
sured. They will be listed on (1) page of easy to
read paper with a place to post the selling price.
An easy to use postage-free return envelope will
be provided for your convenience.

To get a quick answer to any question you may
have, before or after the sale, simply call our of-
fice collect.

Many auctioneers who have sold these fine gems
In their sales tell us that thex make enough com-
mission in the 10 minutes it takes to sell them to
pay for all of their labor costs for the entire sale!

These fine gems will provide interest, color, and
variety to your sales. Plus a good commission to
you -- Nothing to buy! No obligation! No Risk!

Please write today or, better yet, CALL COLLECT
for full details.

Thank you and good selling!

Bob Rountree, General Manager

CALL COLLECT
(214) 462-1707

Lol el pedle afef Pmge el Pedie ool el el eedn sl P
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History of
Auctioneering

The following article is a reprint of the article,
which appeared in the October, 1970, issue of THE
AUCTIONEER magazine. The writer was 1970 Con-
vention speaker Charles W. Higgins, Jr., of Newport
News, Virginia. At the conclusion of his speech, Mr.
Higgins recommended that auctioneers obtain the
book, Auctions and Auctioneering, by Ralph Cassady,
Jr. In a |etter to THE EDITOR of the National Auc-
tioneers Association, dated August 5, 1980, the Uni-
versity of California Press, Berkeley-Los Angeles-
New York announced the re-issue of AUCTIONS AND
AUCTIONEERING by Cassady in their California Li-
brary Reprint Series. Information about the book can
be obtained by writing to: University of California
Press, Sales and Promotion Department, 2223 Fulton
Street, Berkeley, California 94720.

Charles W. Higgins, Jr.
Newport News, Virginia

| guess the question in everyones mind is how
did a staid banker become involved in auctioneering?
If | told you | became interested in auctions at the age
of five, while attending an auction with my grand-
mother, I'd be lying. It was a brilliant suggestion
born out of dire necessity. In order to graduate from
the National Trust School at Northwestern University,
sponsored by the American Bankers Association, a
theses must be written. | couldn’t get terribly en-
thralled with the usual subjects such as ‘“Managing
an Investment Portfolio in a Medium-Size Trust De-
partment”. While discussing my problem with Mr.
G. C. Duffy, Trust Officer, The American National
Bank, Roanoke, Virginia, Duffy mentioned the interest
he had in the great possibilities of estate disposal
through the auctioneering method. The more |
thought about it, the more intrigued | became with
the idea.

Thus fascination with auctions eventually re-
sulted in a theses: “Sale by Auction: A Useful Tool
for the Executor in Disposal of Tangible Personal
Property”. As a result, | am convinced that auctions
are extremely valuable to modern day business. How-
ever, auctions are not the product of modern day
business by any means. It is a method of sale used,
developed and perfected throughout the ages. There-
fore,let us concentrate on the rich and fascinating
historical antecedents of the auction method of sale.

| was quite amazed by the fact that auctioneer-
ing has a long and colorful history. In every culture
when man eventually became established and civi-
lized enough to attempt some means of exchange of
goods and services, he has turned to the auction
method of sale. Granted, the barter system was em-
ployed to a great extent in many early cultures, but
nevertheless, one finds that man employed the auc-
tion method very early to sell merchandise which, if
sold by the barter system, would prove less lucrative.

Some of the earliest records of auctions are to
be found in the written records of Babylon around
500 B.C. In the writings of Herodotus there is a dis-
cussion of the yearly marriage auction. Beautiful
girls of marriageable age were offered for sale to the
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town’s eligible bachelors. Sale was made to the
highest bidder. Less attractive girls secured hus-
bands through payment of dowries to the men. The
men made successive rounds of bids until they
reached the minimum amount of dowry they would
accept for their marriage to the less attractive girl.

Auctions were also an effective method of sale
in the Roman world. The auction took place in the
atrium auctionarium. It is thought that the goods
were placed on display for examination prior to the
sale. There were four distinct parties to the Roman
auction: The dominus whose goods were being sold:
the argentarius who was the administrator of the auc-
tion. He organized, laid the ground rules for, and
might even have financed the sale. The praeco was
an employee who handled the advertisement, pro-
motion, and as the auctioneer, handled the bidding
of the sale. The emptor was the highest bidder and
the buyer of the goods. It is not definitely known
what bidding procedure was followed. It seems logi-
cal, however, to presume that the bids followed an
ascending order because the word auction is a de-
rivative of the latin root word auctus meaning an in-
crease. The praeco advertised the sale through town
cryers and through written notices called proscriptio.
The praeco handled the bidding, knocking down the
goods to the highest bidder. Bids are thought to have
been made by a wink or a nor rather than by verbal
outcry.

Romans utilized the auction method of sale to
handle numerous business situations. For example,

THE SCHOOL OF
THE PROFESSIONALS

Professional

Auctioneer

INTERNATIONAL AUCTION SCHOOL

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

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

THE AUCTIONEER



liquidation of debt by the Romans was handled by
auction sale. In addition, excess Roman Booty was
also disposed of through auctions. On the battefield,
the soldier with an excess of goods would sell that
which he could not use right on the battlefield, sub
hasta or “under the spear’”. Indeed, the word sub
hastation a derivative of the latin ““sub hasta’, rarely
used now, came to mean a public sale or auction.
Business agents followed the legions to bid on the
war booty for eventual resale. Believe it or not, at
one point in Roman history, the empire itself was
placed on the block by the Praetorian Guard. In 193
A.D. the Guard killed the existing emperor. The final
bid was 6250 drachmas per man for which the Guard
declared the successful bidder emperor of the Ro-
man Empire.

Very little is known about auctions in other an-
cient civilizations. It is known, however, that auc-
tions were utilized in China to obtain money for
Buddhist temples and monasteries. The properties
of deceased monk’s were auctioned off. A monk
acted as the auctioneer and he was required to know
the average price of the article based on its condi-
tion and the possible market demand. Interestingly
enough, if the bidding went higher than the article
was worth the monk warned his bidders to use good
judgment and not overbid. There is a definite scar-
city of authenticated material to be found concerning
the historical origin of auctions. However, what is
available is sufficient to indicate how far back in time
are the antecendents of the modern auction.

Turning to Europe, we find that the auction was
an extremely important method of speeding the dis-
persal of raw materials and finished products. Large
auction trade fairs were held in early centuries. Dur-
iIng the Industrial Revolution, auction sales of raw
processed material played a very important part in
the establishment and development of the mercantile
system. London, Amsterdam and Hamburg de-
veloped as centers of the auction business.

The American auction method of selling which
Is prevalent today is an outgrowth of early-day auc-
tioning in England. It is not known precisely when
the auction method of selling was first employed in
England, however, the earliest reference to the term
in the Oxford English Dictionary is dated 1595. His-
tory does reveal that toward the end of the seven-
teenth century sellers of pictures often congregated
in coffeehouses and taverns to auction their articles.
A 1682 edition of the London Gazette made reference
to the “‘daily attendance,” at the ‘“Auction-house,”
which clearly suggests an auction procedure. Cata-
logs were often made available prior to the sale
which would include the date, time and place of the
sale.

There is very little historical reference to meth-
ods of sale in early day England, but from available
iInformation one finds that the terms of sale were
very similar to those terms used today. Early English
terms of sale were the following:

1) The highest bid gets the goods and, if there is
any doubt as to which bid is the highest, the
goods will be placed up for sale again.

2) Bids must be advanced by no less than a
stated amount.

3) The merchandise for sale is guaranteed as to
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DO YOU AGREE?

WITH THE BASIC CONCEPT OF AUCTION GEMS

““The right thing said at the right time in the right way makes

people bid.’’ — Col. Fred Andrews, Baltic, Ohio,
a multi-state great for 65 years.

““There is no place in the auction business for anyone too lazy to
commit to memory that which will get more bids or hold an

audience.’’ — Col. Fred Carpenter, 25 years President of
American Auction College.

““Inject a little humor because a crowd in a good mood is a better

bidding crowd.’’ — James W. Heike, NAA Director,
“‘Auctioneer’’, Feb. 1980

AUCTION
GEMS

and the booklet
52 BASIC
AUCTION
CHANTS

A 200-page book loaded
with auction sayings, quips, laughs, bits, facts, etc., mostly one-liners,
gathered from 100’s of auctioneers throughout the U.S. and Canada dur-
ing a 53-year period. ONLY $12.50 for both, postage paid.

| Earl D. Wisard, Auctioneer, Box 91, Dundee, Ohio 44624 _I

condition, and any buyer has the option to
accept or reject prior to removing the goods
from the premises.

4) Each buyer must furnish his name and a
stated minimum deposit; cannot be taken
away before the end of the sale.

5) Transportation of the merchandise is at the
expense of the buyer, and the total purchase
price must be paid within a stated length of
time after the purchase.

6) Any potential buyer may have a substitute
from the staff of the auction firm represent
him if he is unable to attend the sale.

To insure honesty at the auction sale many auc-
tion houses put restrictions on those who could bid.
For example, from an early catalog we find the follow-
ing: “So that | may remove the Prejudices of some
and the Misapprehensions of others, as to the sin-
cerity of the management, | have printed the Condi-
tions of Sale with an additional one, that no Person
or Persons shall be admitted to bid for his, or their
own Pictures.”

The second rule above concerning the bidding
advances would indicate that the ascending bid auc-
tion was employed in eighteenth century England,
however, the ascending bid was not exclusively em-
ployed. As an example: “candlestick bidding”, was
prescribed by William |ll to be used when disposing
of products imported from the East Indies. An auc-
tion governed by candlestick bidding provided that
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HERE ARE THE MONEY MAKERS! SHELDON CORD BRINGS
YOU THE BEST IN AUCTION & FLEA MARKET MERCHANDISE!

$1 MILLION DOLLARS OF NAME BRAND TOYS IN STOCK NOW!
ORDER FROM THIS AD NOW! NOBODY BEATS OUR PRICES

FOR ORDERS ONLY CALL TOLL FREE 1-800-621-7999 @ FOR CUSTOMER SERVICE CALL (312) 973-6495

ELECTRONICS & NOVELTIES LATE
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an inch of lighted candle was allowed to burn. The
person making the last bid before the wick died out
was the new owner of the merchandise. The “candle-
stick bidding” provided for the completion of trans-
actions within a stated period of time. The bidder
had the opportunity to give consideration to his maxi-
mum bid throughout this entire time period without
losing the sale to someone else. The article could
not be ‘“‘knocked down’’ until the candle burned com-
pletely out.

“Dumb bidding”’ was another bidding practice
employed in eighteenth century England in which the
owner placed a reserve price on the lot. No bid at
auction would buy the merchandise unless it equaled
or surpassed this reserve or minimum bid.

Still another type of auction mentioned In a
seventeenth century catalog is referred to as “‘Mine-
ing”’. In this type of auction, the auctioneer would
place a high price on each lot and then proceeded
to reduce the price consecutively until a bidder
called ‘“Mine”! It is interesting to note that the
English utilized a combination of both systems. As
in the Dutch system the goods were offered by the
auctioneer at a high price followed by descending
bids, however, another bidder could interject an ad-
vance on the bid, so that a combination of the Dutch
(descending) system with the English (ascending)
system resulted.

Between 1660 and 1740 the ‘“‘peremptory sale”
due to bankruptcy greatly increased sale by auction.
Competitive bidding by an assembled group of in-
terested buyers tended to maximize prices paid for
the merchandise. Even though the merchandise had
to be sold immediately and could not wait for a better
market, the competition maximized the purchase
price. These peremptory sales were most often held
because of an order by the court and on occasions
included real estate as well as chattels.

In regard to auction fees, what available evi-
dence there is suggests that fees were charged on a
percentage basis, and that they were upward of five
per cent graduated down with the increase in sales
prices.

There is historical evidence that auctioneers had
to be licensed in early England. Henry VII and
Charles | made it illegal for anyone but a duly li-
censed ‘“‘outroper’ or auctioneer to sell goods by
the auction method.

With the tremendous upsurge of the auction
business, it was only natural that firms were created
to specialize in conducting this type of business. The
world famous auctioneer firm of Sotheby’'s was
founded in 1774, followed by similarly renowned
Christie’s that dates back to 1766.

The English traditions concerning auctions were
brought to America with the establishment of the
colonies. The colonists used this method of selling
to dispose of property under the judicial process or
to close out stocks of merchandise.

In America, the earliest recorded auction was
held in New Amsterdam in 1662. One of the first auc-
tion catalogs still in existence is one designed to
publicize the sale of books of Ebenezer Pemberton.
The sale was to be held at the Brown Coffee House
in Boston on July 2, 1717.

In the colonies, development of commercial life
was aided by the auction. Furs, land, farm produce,
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furniture, slaves, tobacco, and cotton, among other
things, were sold by auction. Early colonial develop-
ment, especially in New England and Virginia was
expedited by the sale of public land by auction.
Whole towns would move and re-establish by secur-
ing a royal grant of land. Then it was parcelled out
to individual buyers via an auction.

The American tobacco aristocracy was built with
the aid of auctions. First, land forming the tobacco
estates was auctioned from the Crown to individual
buyers. Slaves to work the land were bought and
sold by auction. The product itself, tobacco, was
sold at auction. The great profits reaped in the to-
bacco industry were disposed in part by the planters
purchasing silver, furniture, and other appointments
of gracious living imported from Europe and sold at
auction.

The auctioning of slaves was of prime import-
ance to the tobacco industry. Without the slave la-
bor, the industry could not have thrived and de-
veloped; and thus, slaves brought in quantity from
Africa were expeditiously sold via the auction meth-
od. Slaves were considered chattels and, therefore,
were sold at auction using the ascending-bid or Eng-
lish method. Slaves were very often sold individually.
Young strong men, and men who had a craft or trade,
were most sought after. Children were purchased
as an investment proposition.

When the slaves were sold as a family group,
the bidding very often was based on the average
price per person. Selling in groups based on an
average bid per person emphasized the smaller
amount paid per head. The total larger figure for
all the individuals never was mentioned in the auc-
tion spiel. The buyer was acquainted with this figure
after the sale was made. There is no definite proof
of the use of a reserve bid in slave auctioneering,
but there are many references of lots being with-
drawn from sale when the bids were remaining too
low.

America experienced a great surge of auctions
in the early eighteenth century. English manufactur-
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ers brought boat loads of manufactured goods to the
Colonies. The manufacturer consigned his goods to
an agent in some American port. The agent was re-
sponsible for bonding goods, landing the goods in
an American port, and selling them at auction. His
payment was usually made in promissory notes
which, he in turn discounted at the bank. The agent
deducted his commission and then sent the balance
to the exporter.

The sales usually included an exhibition of the
merchandise for several days during which time the
potential buyers could inspect the goods. The buyers
could browse using a brochure provided by the agent
to note items they found interesting. Firms of some
size held sales several times a week.

However, the American ports were closed to di-
rect importations from Europe during the War of
1812. British exporters set up large caches of sup-
plies in Bermuda and Canada. When the war was
over the goods flooded into the country. The auction
method of sale was used to sell this flood of mer-
chandise because it was most profitable and speedy.

The market was soon glutted with goods sold
by auctioneers who had little talent and fewer scru-
ples. Importers and established merchants felt the
pinch and demanded restrictive legislation. The
massive dumping of English goods, which was aided
by auction sale, produced great public anger at auc-
tion sales in general. Many people were of the
opinion that auction sales of any kind should be
banned. The dumping of manufactured goods ta-
pered off, however, and gradually the existence of

e Member

 Florida State

AUCTIONEER

T.M.

National Auctioneer’s Association

Champion Auctioneer
Gainesville, Florida Dec. 1980

 Florida State Fair

Tampa, Florida Jan. 1982

the auctioneer was again acceptable to the business
community.

The auction sale did aid early business develop-
ment in Colonial America. It allowed for the intro-
duction of new foreign and domestic products.
Goods were sold and circulated by the price cutting
mechanism. Small domestic producers were given
an outlet for their products and imported goods found
markets in the interior of the United States rather
than merely in the port cities.

Contemporary popularity of auction sale in
America has been greatly helped by the penchant of
people for antique collecting. According to Bellamy
Partridge in his book, “Going, going, gone” — “The
harmless mania collecting of antiques has done
more to elevate the occupation of auctioneering than
any other development of the past hundred years.”
The first recognized collector of antiques was Irving
W. Lyon, a New England doctor who began collecting
oaken furniture and chests in Hartford about 1877.
The year 1860 had seen the Centennial Exhibition in
Philadelphia. The Exhibition had included displays
of old Americana and really started an ‘‘antique”
fever in America. Old furniture, etc., which had been
stuck away in the attic for years, was dragged down,
polished up, and proudly displayed. Those not own-
Ing any antiques sought them avidly. The auction be-
came an event of great importance. A real trend
toward appreciation of older things developed, in-
dicated by the sixty-one year popularity of a little
book, ATTIC TREASURES, published in 1881, and
written by Mary D. Brine. This book contained thirty-
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eight woodcuts and extolled the virtues of older fur-
niture.

People who developed an interest in antiques
educated themselves and became as well versed In
the quality and periods of antiques as the dealers
themselves. Reflecting this interest, in 1924 the
American wing of the Metropolitan was opened with
a group of American period rooms. The first antique
show was in 1928. The depression caught many
dealers and forced their closing. Some, however,
mortgaged themselves and purchased antiques from
the wealthy who needed ready cash. With the return
of economic health, these dealers were able to sell
at a huge profit.

The interest and status found in collecting an-
tiques, art, etc., has continued to grow up to the
present time. Contemporary sale by auction, how-
ever has been extended to include a wide spectrum
of saleable items. This spectrum can be divided into
four areas: the galleried sale, country auction, in-
dustrial auction, and produce auction.

The galleried sale is an apparatus to satisfy the
desire for, and status acquired by, collecting an-
tiques and art. It is an auction sale conducted by a
firm or auction company in a showroom. The patrons
are given the opportunity to view the merchandise
at a carefully staged display. At the sale they are
seated and the lots are placed on the block by an
experienced auctioneer. Many larger towns have
galleried auction houses or firms. They are all pat-
terned after two of the most famous — Sotheby’s in
London, England, and Parke-Bernet in New York.

Parke-Bernet was founded in 1935 by a group
of six. It has strived for excellence in its method of
sale, advertisement and authenticity of its cataloging.
It has a reputation for efficiency, capability and hon-
esty. In 1964 its total sales reached $10,820,242. In
1965 its total rose to $13,471, 835, thus reflecting the
continuous upward market for the diminishing supply
of rare works.

In 1964, Parke-Bernet was bought by the other
giant in the galleried auction field — Sotheby’s.
Sotheby’s had helped make London the art market
center. Being in business since 1744, it had 220 years
of increasingly successful seasons behind it. It thus
brought expertise and a 33.6 million dollar per year
sale record to its American partner.

On May 14, 1970, the Dow Jones industrial aver-
age dropped 16.7 points to its lowest level since
April, 1963. The very evening, at Parke-Bernet Gal-
leries, $60,000 was paid for a painting titled “Camp-
bell Soup Can With Peeling Label”. The artist was
Pop-Art king Andy Warhol. This was the highest
price paid at auction for a painting by a living Ameri-
can artist. Thus, we can see that the auction field
continues to prosper even in a troubled economy.

The second area of the contemporary auction
sale is the country auction. It sells all kinds of mer-
chandise from furniture to machinery to Black Angus
cattle. It is usually an on-premise sale rather than a
sale in an auction room or gallery. To give you an
idea of the volume of business in country auction-
eering, Mr. O. Rundle Gilbert is a recognized expert
in the country auction field. He sells each year more
than two million dollars worth of property. In the
past thirty-four years, he has sold more than fifty mil-
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lion dollars worth of sundry merchandise.

The third area of contemporary auction sale is
the industrial auction. This is a public sale by suc-
cessive bid for industrial property. It takes a specially
trained auctioneer to handle this type sale. In our
present complex society an auction is often the most
perfectly tailored method of sale for tangible prop-
erty peculiar to industry. For example, on January 20,
1968, at an auction disposing of the Seitz Machinery
Company, $10,600 was realized over an offer made
by a private buyer.

The fourth and final area of modern auctioneer-
ing is the produce auction. Produce auctions can
either sell merchandise physically at a market center
or it can accomplish a sale by FOB auction. In an
FOB auction, the seller holds his merchandise and
forwards its description and asking bid by wire to an
auction center. Bids are received and sales made.
The sale price is relayed to the seller by wire with
instructions for delivery. This is particularly effective
in the sale of perishable fresh fruits and vegetables.

Internationally, sale of produce by auction is
only 80 years old in the Netherlands. Sale of fish by
auction in Germany was also a development of the
19th century. Auction of fish, grain, fruit and farm
production in general, both in the U.S. and abroad,
has freed many small producers from discriminatory
middle-man pricing. It allows for competitive bidding
and the maximum price available for an extremely
perishable item.

| believe of considerable interest to you would
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be the various types of auction systems, of which
three are the most important.

Undoubtedly the most familiar type of auction,
and the most commonly used in English-speaking
countries, is the ascending-bid auction. Basically
the selling scheme is very elementary: the auctioneer
invites an initial bid from one of the prospective buy-
ers in the group with the expectation that several in-
terested buyers will bid against one another until all
but the highest bidder are eliminated. If the highest
bid received exceeds the established reserve price,
the item or lot is knocked down to the highest bidder.

Although the English auction system is basically
simple, in practice it is somewhat more complex and
demanding on the auctioneer. The bidders compete
with one another in ever ascending rounds of bids.
At lower price levels, there may be numerous bids,
however, as the price level increases the bidders be-
come fewer. The auctioneer has the difficult task of
recognizing the one bidder at each level, and to an-
nounce the amount of the bid before allowing the
advancement to increased bids. As the auction pro-
gresses toward the highest possible bid, all but one
would-be buyer fall by the wayside, and the highest
bidder will then acquire title to the property.

The second most familiar type of auction is the
Dutch or descending-price system. Rather than start-
ing at a relatively low price level and ascending by
degree until one bidder remains, the Dutch system
follows a descending-price pattern. The auctioneer
determines the starting figure and announces suc-
cessive descending prices until someone bids in on
an item. The prices announced by the auctioneer are,
therefore, simply invitations to buyers to bid in, and
the first bidder is declared the high, or the success-
ful bidder. In this system, would-be buyers compete
with one another as they do in the English system.
The bidder having an intensive desire for a particulai
item must interject his bid before other interested
bidders have a chance to do so. Each bidder is
faced with the problem of measuring the competitive
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structure confronting him at the exact moment of
each bid.

- The third most familiar type of auction is the
Japanese or simultaneous-bidding system, which is
quite prevalent in the sale of fish in Japan. The most
distinctive aspect of this system is that all bids are
made by prospective buyers at the same time, or ap-
proximately the same time, by using hand signs for
each monetary unit. Supposedly, all bids are made
simultaneously, but practically speaking it takes
several seconds for the bidders to throw their hands
in the air, and for the auctioneer to read the signs.
Bidding commences as soon as the auctioneer rend-
ers a signal, and the highest bidder, as determined
by the auctioneer, wins the lot. Simultaneous bidding
is undoubtedly one of the fastest auction systems.

Evidence reveals that the English system is far
and away the most popular of the three principal
types of auctions. It is estimated that 75%, or better,
of all the auctions in the world are conducted on the
ascending-bid basis. The second most popular is
the Dutch auction, followed by the Japanese auction
which is a very poor third.

There are a number of other less popular auc-
tion systems which time will not allow me to elaborate
on, however, they are worthy of at least being men-
tioned by name. They are as follows:

1) Written-bid auction.

2) Handshake auction.

3) Whispered-bid auction.

4) Time-interval auction.

5) Combination English-Dutch auction.
6) Audible-bid rotation auction.

7) Preauction qualification sales, and
8) Silent auction.

In conclusion we have seen, | believe, that his-
tory itself has shown auctions to be an often used,
effective and continuously refined method of sale.
Modern times have increased its use as an excellent
and profitable method for disposal of the goods pro-
duced by our complex business world. Furthermore,
the auction method of sale has become an increas-
ingly useful tool in market reform. As the history of
auctioneering has revealed, the element of competi-
tion forces the highest price possible from the as-
sembled bidders. It does not force the seller to dis-
pose of his merchandise at a price dictated by an in-
dividual, non-competitive buyer.

| must say that | have thoroughly enjoyed this
opportunity to come to your convention and talk to
you about a fascinating subject — auctions. | hope
that our discussion this morning has focused some
of your attention on the rich and absorbing historical
background of your profession. It is not only fasci-
nating, but it is a heritage which spans the centuries
and the cultures and is something to take pride in.

Finally, | wish to recommend a marvelous book
to you. It is entitled AUCTIONS AND AUCTIONEER-
ING and was written by Ralph Cassady, Jr., Professor
of Marketing and Director of the Bureau of Business
and Economic Research, University of California.
The book has to be the most definite work on the
auction method of sale. | am indebted to Mr. Cassa-
dy for added historical reference material, since my
theses concentrated on the application of the auc-
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tion method to my particular field — trust and estate
settlement. Copies of Mr. Cassady’s book may be
obtained from the University of California Press, Los
Angeles, California 90024.

Thank you

On Friendship

By B. G. Coats

The National Auctioneers Association is friend-
ship with all the members. It is an organization with
a philosopy that encourages all members to learn to
be good friends. The NAA can serve as the ultimate
vehicle for instilling friendship in the hearts and
minds of all members.

Admiration and devotion are always found with-
in the ranks of the NAA. It is an organization where
member meets member as man to man without pre-
tense. Security is one of the ever present needs for
members. The NAA provides a forum of security for
its initiates that is second to none. When we joined
the NAA, we developed a sense of belonging. It im-
mediately became a place for us to share life’s joys
as well as its frustrations. Some auctioneers by mere
stupidity erect walls that serve as a barrier to other
auctioneers of different beliefs. These are the walls
of vanities and egos that destroy friendships. No
such walls or barriers should exist in the National
Auctioneers Association.

It is important that we all achieve some degree
of social status in order for us to keep and protect
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our dignity. Unfortunately some strive for social
status at the expense of others. The NAA allows us
as a group to advance up the social ladder at the ex-
pense of no one. Being a member of the NAA gives
us a social recognition by others at large that hasn'’t
been, nor ever will be, matched by any other group
or organization.

Independence is a trait that is accepted and en-
couraged within the NAA. Iindependent thought and
expression is necessary for the success of any or-
ganization. Show me an organization that has no
critics within its ranks and I'll show you an organiza-
tion that is about to die on the vine.

We all need to excel in something, whether it be
In our profession or otherwise. The opportunities to
excel in the NAA are unlimited. The very nature of
the organization creates an atmosphere and sub-
scribes to excellence. What better place is there to
excel than in the NAA made up of good friends.

Money is necessary for us to survive in this crazy
mixed up world we live in. If such were not the case,
a barter system would be the only substitute and a
poor one at that. Joining the NAA won’t make us
rich but neither will it make us poor. No one in-
quires about our financial status as that is left to
those of integrity that we elected to govern us.

To be heard and listened to by others is neces-
sary if friendships are to be made. Where better can
your voice be heard than among the members? This
IS true because of the bond of friendship that exists
among the members. When one speaks, another one
listens.

REISCH SPECIAL
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November, 1983

Alabama Auctioneers Association — President: Flora Parker,
Rt. 3, Killen 35645. Secretary: John P. “Pete” Horton, 609
Hillmont St., Huntsville 35805, phone 205-536-7497.

Auctioneers Association of Arizona, Inc. — President: John Cad-
" zow, Box 330, Goodyear, phone 602-932-2029. Secretary:

Bernard D. “Bernie” Harms, 4527 E. Devonshire, Phoenix
85018.
Arkansas Auctioneers Association — President: Wayne Ball,

* 5800 Baucum Pike, North Little Rock 72117. Secretary:

Louise Appling, 4833 Leonard Drive, Memphis, Tennessee
381009.

California Auctioneers Association — President: Milton Costa,
P.O. Box 1815, Paso Robles 93446, phone 805-238-1060.
Secretary: Grant Theodore, P.O. Box 196, Livingston 95334,
phone 209-394-2355.

Colorado Auctioneers Association — President: Cookie Lockhart,

* PO. Box 305, Steamboat Springs 80477. Secretary-treas-

urer: Steve L. McCrea, 7340 So. Costilla St., Littleton 80120,
phone 303-795-5721, office 303-592-1840.

Florida Auctioneers Association, Inc. — President: Louis B.
* Fisher, Jr., 437 East Atlantic Blvd., Pompano Beach 33060,
phone 305-942-0917. Secretary-treasurer: Billy H. Wells,

W\\\\ \‘\‘%\

MONEY BACK GUARANTEE

If you are not completely satisfied with this course at the end of
15 days, return it to us for your full $99°°refund.

121 Aldean Dr.,
305-323-8142.

Georgia Auctioneers Association — President: John Suarez,

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

Idaho Association of Professional Auctioneers — President:
Darrel Jensen, Rt. 2, Box 342, Blackfoot 83221. Secretary-
treasurer: Michael Hunter, P.O. Box 755, Middleton 83644.

lllinois Auctioneers Association — President: Nelson Aumann,
603 Bottomley St., Nokomis 62075. Secretary: Harlan Hen-
derson, RR 1, Box 1833, Tuscola 61953, phone 217-253-3796.

Indiana Auctioneers Association — President: Virgil Butts, 204
N. Murhpy Ave., Brazil 47834, phone 812-448-1124. Secre-
tary-treasurer Harry E. Buckles, RR 1 Box 262, Anderson
46011, phone 317-378-7924.

lowa Auctioneers Association — President: Dean Leonard, Box

" 583, Elkader 52043, phone 319-245-2520. Secretary-treas-

urer: Margaret H. Bloomer, Rt. #3 Box 43, Glenwood 51534,
phone 712-527-3615.

Kansas Auctioneers Association — President: Floyd Gehring,
" Rt. 1, Moundridge 67107. Secretary: Rex B. Newcom, 215
S. Main, Whitewater 67154, phone 316-799-2278.

Kentucky Auctioneers Association — President: Steve D. Lewis,
* 129 East Main Street, Morehead 40351. Secretary: Phyllis
Jett, 16 South Walnut, Cynthiana 41031. Executive director:
Wilma Atherton, Box 148, Hodgenville 42748, phone 502-
358-3852, bus. phone 502-358-3812.

Louisiana Auctioneers Association — President: Larry Nobles,
2902 Carol Jack Drive, Baton Rouge 70816, phone 504-
292-0576. Secretary: Keith Babb, P.O. Box 4222, Monroe
71211

Maine Auctioneers Association — President:

Sanford 32771, phone 305-323-2820, office

Pamela Brooks.

YOU CAN BE A PROFESSIONAL AUCTIONEER
And Profit From The Crisis Of The 80's g

e AUCTIONEERS CHANT e SALESMANSHIP
. WUt e HISTORY OF AUCTIONS e BUYING & SELLING
SR . W e NUMBER BRACKETS e CONTRACTS
I\VAICT?R J.AMC?ONALD, e FILLER WORDS e BANKING Years of prepora’rioﬂ:ongj researgh
aster Auciioneer, o have gone into this cassette
Real Estate Broker & o S ouc’riogeering course and study
successful business-

man, has conducted
many, many auctions.
(Even one that was
spotlighted on CBS’ 60

Sample Materials include brochures, tags, buyer cards, con-
tract, actual newspaper ads, opening presentations, solicita-
tion letters and over 100 one-liner jokes.

guide textbook. The steps you
must follow to reach your goal are
set out in an easy and practical
plan designed to be followed at
your own rate of progress.

MINUTES.)

MAIL TO: AUCTIONEERING COURSE

P.O.BOX 1968 VICTORIA, TX. 77902

COMPLETE COURSE
$99.00

NAME = 000 g e —__ADDRESS - - e - - o
City e e = I | | | - S ;| R o PHONENO.
MASTERCARD VISA CARDNO. " - . SIGNATURE I L .
7{1‘/@3 Mec Donatd € : rﬂltw/mmﬂ&ény Deveseore
CHECK ENCLOSED (Texas Residents add 5%) C.O.D. (Call 512-578-9811)
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P.O.Box 1805 ¢ Victoria, Texas 77902
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Burnham 04922. Secretary: George A. Martin, New Road,
East Lebanon 04027, phone 207-457-1237.

Auctioneers Association of Maryland, Inc. — President: Ray-
mond C. Nichols, 701 North Paca Place, Baltimore 21201,
phone 301-523-7400. Secretary: Ed Sweetman, 11805 Key-
mar Road, Keymar 21757, phone 301-756-4110.

Massachusetts State Auctioneers Association — President: Ron-
ald V. Maynard, Groton Road, Dunstable 01827, phone 617-
649-9197. Secretary: David R. Brown, 34 Main Street, P.O.
Box 9, Ayer, phone 617-772-4934.

Michigan State Auctioneers Association — President: Wendell
Buehrer, 1449 E. Chicago Rd., Cement City 49233. Secre-
try-treasurer: Robert E. Howe, Jr., 1830 W. Barnes Road,
Lesie 49251, phone 517-676-3030.

Minnesota State Auctioneers Association — President: Pat Edi-
ger, 218 West Main, Belle Plaine 56011. Secretary: Eileen
Reisch, 838 W. Main, Luverne 56156, phone 507-283-8445.

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

Missouri State Auctioneers Association — President: Larry G.
* Fosnow, 36 Circle Drive, Windsor 65360. Secretary: Doran
H. Livingston, Rt. 1 Box 21-A, Willard 65781, phone 417-

742-2568.
Montana Auctioneers Association — President: Robert McDow-
ell, 1ll, Box 3, Cardwell 59721, phone 406-287-3729. Secre-

tary-treasurer: Carol Gordon, Box 923, Colstrip 59323, phone
406-748-2655.

Nebraska Auctioneers Association — President: Marvin Caspers,

* Rt. 1, Box 104, Auburn 68305, phone 402-274-5660. Secre-
tary: Miles Marshall, Marshall Land Broker & Auctioneers,
P.O. Box 145, Kearney 68847, phone 308-234-6266. Execu-
tive secretary: Larry Hammer, 2501 S. 74th Lincoln 68506,
phone 402-483-7333.

I.isf‘ Your
Property with Us

_531 Broad Street -_

g\dest Auctiop Com

Nevada State Auctioneers Association — President: James M.

*  “Bill” Watson, 734 N. Nellis, Las Vegas 89110, phone 702-
452-6699, 453-1018. Secretary-treasurer: Stanley M. Zuraw-
ski, Jr., 1920 Bannies Lane, Las Vegas 89102, phone 702-
369-0500.

New Hampshire Auctioneers Association — President: Ron
Rosenbleeth. Secretary: Stephen Shoefield, South Effing-
ham 03882, phone 603-539-6619.

New Jersey State Society of Auctioneers, Inc. — President:

* Malcolm Spaulding, Box 423A, Branchville 07826. Secre-
tary: Margaret H. Combs, P.O. Box 277, Whitehouse Station
08889, phone 201-534-9441.

New Mexico Auctioneers Association — President: Jacquelyn
Russell, 3636 Meraul Blvd. NE, Albuquerque 87110, phone
505-888-3300. Secretary: Bob Dienst, 4321 Montgomery
NE, Apt. 238, Albuquerque 87109.

New York State Auctioneers Association — President: Rex
Accurso, Route 23 South, Oneonta 13820. Secretary-treas-
urer: Duane E. Gansz, 14 William Street, Lyons 14489,
phone 315-946-6241.

Auctioneers Association of North Carolina, Inc. — President:
Harvey L. Tate, Route 2, Box 208, Burlington 27215. Secre-
ary-treasurer: Johnston B. Gilbert, Route 1 Box 349K, Lin-
colnton 28092, phone 704-732-0177.

North Dakota Auctioneers Association, Inc. — President: Den-
nis Bengtson, Lansford 58750. Secretary-treasurer: Jean
Helgaas, 614 15th St. SE, Jamestown 58401, phone 701-
324-2995. Executive secretary-treasurer: Kay Aldinger,
Cleveland 58424, phone 701-763-6262.

Ohio Auctioneers Association — President: Robert Frey, RR 3,
Box 478, Archbold 43502, phone 419-445-0015. Secretary:
Byron Dilgard, 135 Union, Ashland 44805, phone 419-325-
2122.

(Established 1917) po”y z

LI'CENSED o BONDED o INSURED

’l GA- AUCTIONEERS LIC.NO. 137

; Atlanta Telephone 577-2634

‘ Invites Participation g"

‘ By Auctioneers & Real Estate Brokers, Nationwide .Smo...-.m
\ﬂcl;:j

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

\

Call Toll-Free Ga. 1-800-282-2662/U .S.A. 1-800-241-759]
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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.

Oregon Auctioneers Association — President: Len Zakula, 2010
N.E. 201st, Troutdale 97060, phone 503-667-2628. Secre-
tary-treasurer: Paul Spence 20051 S.E. Bornstedt Road,
Sandy 97055.

Pennsylvania Auctioneers Association — President: Paul Ranck,

* 88 King St., Turbotville 17772. Secretary: Kerry A. Pae, CAl,

Box 339 L.A. Carr Lane, R.D. #1, Dauphin 17018, phone
717-921-8181.

Rhode Island Auctioneers Association — President: Jack Mar-
tone, 64 Spencer St., West Warwick 02893, 401-826-1564.
Secretary: Richard Martone, 72 Calderwood Dr., Warwick
02886, phone 401-739-8698.

South Carolina Auctioneers Association — President: Larry J.
Meares, P.O. Box 57, Pelzer 29669, phone 803-947-9460.
Secretary-treasurer: Warren Wilson, Rt. 2, Box 20, Greer
29651.

South Dakota Auctioneers Association — President: Rich Pen-
rod, Gettysburg 57442, phone 605-765-9221. Secretary:
Kenneth R. Jark, RR 1, Box 66, Stratford 57474, phone
605-225-1828. Executive Secretary: Lucy Fischer, Long
Lake 57457.

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

Tennessee Auctioneers Association — President: Bruce F. Har-
* rell, P.O. Box 1235, Morristown 37814. Secretary-treasurer:
Danny D. McDonald, 101 Stark, Greenbrier 37073.

Texas Auctioneers Association — President. K. L. Espensen, 614
No. 10th Street, McAllen 78501, phone 512-687-5117. Sec-

AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

“The Professional Auctioneers’ Choice’”

HALF-MILE HAILER
| MODEL S-610
List: $257.00
| Auctioneers Cost: $205.00

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

MOBILE P.A. MODEL S-310

Auctioneers Cost: $385.00

retary-treasurer: Paul Henry, 7173 Lehman, Houston 77018,
phone 713-688-6688.

Utah Auctioneers Association — President: Dean Parker, P.O.
Box 3266, Logan 84321. Secretary: Jan Tiedemann.

Vermont Auctioneers Association — President: Thomas Hirchak,
Jr., RD 3, Cadys Falls, Morrisville 05661, phone 802-888-
4662. Secretary: Charles M. Barsalow, 175 Main Street,
Milton 05468.

Virginia Auctioneers Association — President: Gaines Dicken-
son, Route 3, Box 83, Castlewood 24224, phone 703-738-
9230. Secretary: Barry Cole, Route 2, Box 218, Hardy 24101.

Washington State Auctioneers Association — President: Ed Will-
iams, Box 35, Sunnyside 98944, phone 206-837-6502.
Executive secretary: Ken Maurer, P.O. Box 2662, Pasco
99302, phone 509-547-5538.

West Virginia Auctioneers Association — President: Roy Clark.

Secretary: Bob Mills, P.O. Box 3261, Morgantown 26505,
phone 304-292-7286.

Wisconsin Auctioneers Association — President: Robert Mulli-

* kin, Route 1, Highway 14, Janesville 53545, phone 608-754-
9232. Secretary: Robert Massart, 2545 Finger Road, Green
Bay 54301, phone 414-468-1113.

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

Auctioneers Association of Canada — President: Karl S. Zajes,
Box 157, Warburg, Alberta TOC 2TO, phone 403-848-2508.
Secretary: Ken Knight, Winnipeg, Manitoba.

Auctioneers’ Association of Alberta — President: Jim Schlenker,
68 Craven PI., S.E., Medicine Hat TIA 7TI, phone 403-427-
2414. Secretary: Nora M. Schmidt, 1104 Ranchlands Bivd.,
Calgary T3G 1G5, phone 403-239-0801.

SOUND CRUISER

List: $440.00

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: 8%’ wide x 3% " high x 8% " deep. Mounting:
Handle supplied for easy carrying or ready mounting under dash. SPEAKERS: Model
S-1210: Two weatherproof horn speakers that swivel and lock in any direction, can handle
full amplifier output, mounted on car-top carrier ready to clamp to car. MICROPHONE:
Model S-2080: cardioid probe-type, noise-cancelling hand-held microphone, supplied with
8" coil cord, on-off switch, mounting clip. WEIGHT: Complete system, 25 Ibs. Order Model

S-310

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

North Carolina residents add 4% sales tax.

Col. Forrest Mendenhall, 9

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

P.O. BOX 7344 — U.S. HWY. 29 & 70 (185) HIGH POINT, NORTH CAROLINA 27263 PHONE (919) 887-1165
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Reorder, quantity
prices now available
for pamphlet

Because of the continued membership support
of the NAA auction customer pamphlet, special
prices are now available for quantities above 2000,
and for pamphlet reorders. The form on the opposite
page contains initial order, added quantity, and re-
order information for your convenience.

Here’s a valuable sales tool, helping you ‘“‘sell’”’
your auction services. Thousands of copies of the
NAA sponsored pamphlet have been distributed
across the country, with each edition personalized
for the individual NAA member. Your free sample is
in the April, 1982 AUCTIONEER, or available upon
request to the NAA office.

Customer pamphlet
highlights information

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

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

®* Photocopy or remove the pamphlet order form.

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

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

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

Name and address

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

John A. Collins, CAI, GRI
John A. “dack” Collins
John A. “Big Jack’ Collins

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

Jack A. Collins
Jack Collins

o4

refer to the following examples.
Business name on the cover

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

Professionals Professionals

Business name and address inside

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

Slogans and street directions will not be accepted.

ABC Auction Company

1215 Main St.

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

Hometown, State Zip

Multiple business phone numbers can also appear
below your address.

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

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

Continued page 56

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

% Only NAA members are permitted to order the auction customer pamphlet y Please print clearly
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 |

Business phone/area code ___

(If additional office location addresses are to appear in the pamphlet, provide the address informa-
tion on a separate sheet of paper.) State Auctioneers Association member? Yes No

3) On a separate sheet of paper, compose 7-10 brief statements detailing the auction services you pro-
vide. |

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 CAlI,
GRI and other similar 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 Association.
Please note the charge for each additional photograph.

500 pamphlets, $165.00 1000 pamphlets, $230.00
plus shippingg $ 3.00 plus shipping, $ 4.50

Add $12.00 for each additional photograph to be included.
Order quantities more than 2000 at $18.75 per additional 1000.

2000 pamphlets, $250.00
plus shipping, $ 7.50

7) Pamphlet reorders available at the following prices.

500 pamphlets, $ 70.00 1000 pamphlets, $ 91.00 2000 pamphlets, $119.00
plus shipping, $ 3.00 plus shipping, $ 4.50 plus shipping, $ 7.50

Reorder quantities more than 2000 at $18.75 per additional 1000.
___TOTAL AMOUNT ENCLOSED $___ s

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

Name of NAA member placing the order __ )
_ Date your NAA membership expires

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

November, 1983



John A. Collins

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

Hometown, State Zip  Othertown, State Zip

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

Auction service information

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

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

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

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

® You can promote your membership in state auc-
tioneer associations, and other professional or-
ganizations that relate to your auction business.
Membership information for social or fraternal or-

Col. Don Wendel
President

LEARN AUCTIONEERING AT THE [i-~%
MASON CITY COLLEGE 49
OF AUCTIONEERING = X

ganizations will not be accepted.

® [ ogos 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.

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 be‘ore your pamphlet is taken
to the printer. Therefore. all pamphlet orders will be
produced according to the following procedure.

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

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

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

* Your pamphlet order will be printed, folded, and
shipped to you, but allow three weeks for delivery
following the date your ordet 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.

William Meeker
Vice president

No other school has the instructors that can give you the world’s most advanced methods of

auction training. Most of our instructors were trained by Col. Joe Reisch, and all are endorsed by
Col. Reisch who has trained over 15,000 auctioneers.

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

just one week.

FIVE TERMS EACH YEAR

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

ing free.

MASON CITY COLLEGE OF AUCTIONEERING, INC.

P.O. Box 1463

Mason City, lowa 50401

Phone: 515-423-7200

THE AUCTIONEER



The Certified Auctioneers Institute . . .

Who Needs I1t?

By Ray Patterson, CAI

There are many successful auctioneers in the
country that are not members of the Certified Auc-
tioneers Institute, just as there are many business-
men who prepare tax returns that are not CPAs.

| am very proud to be a member of the Institute.
The time and money spent to acquire the designation
was a real bargain in several ways. Firstly, my con-
fidence increased, knowing that | had been exposed
to the knowledge that Professional Auctioneers
should acquire. My memory was also refreshed on
many subjects and gave me the opportunity to imple-
ment new and forgotten ideas into my business.

Secondly, the respect that we receive from other
professionals when presenting an Auction Proposal,
even when they have not heard of our company prior
to our contact, is a definite benefit. There seems to
be a major trend in the public’s purchasing habits.
They prefer specialists who take the initiative and
time to study and train to acquire the most knowledge
In their field of specialization.

As a general auctioneer, | worried about being
willing to specialize in one category of auctioneering
until | recalled our most important subjects; Market-
ing, Promoting Product Knowledge, Defining the Mar-
ket, Targeting Effective Advertising, Creating a Busi-

ASSOCIATED AUCTION SCHOOL
Since 1970
6349 Grapevine Hwy.
Fort Worth, Texas 76118
Phone 817-284-6416

ness Image and Establishing a Professional Sales
Team in order to meet the modern trend of specializa-
tion. We realized we are ‘“Specialists in the auction
method of marketing.” It is working for me and |
think it would work for you also.

Thirdly, and most importantly many auctioneers
that | have met over the years are now my personal
friends and business analysts. | can honestly say
that | know a Specialist for almost any type of auc-
tion, with whom | can consult when | am in need of
advice.

Knowledge and experience in the field of auc-
tioneering are our greatest assets. The Certified
Auctioneers Institute was created to help build a pro-
fessional image for qualified auctioneers, and as our -
institution membership grows so will our objectives.

What have | spent obtaining my designation?
Several dollars and many days, but when | consider
the commissions earned with the knowledge, it is a
healthy return on my investment. Honestly, within
one week of Course |, | had the opportunity to use
one idea that earned five thousand dollars in com-
missions.

MR., MISS, or MRS. AUCTIONEER!

ADVERTISE YOURANTIQUES OR COLLECTIBLES
AUCTION IN AMERICA'S LARGEST AND WIDEST
READ PUBLICATION ON ANTIQUES

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

the population of the USA.

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

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

THE ANTIQUE TRADER WEEKLY

Phone (319) 588-2073

PO BOX 1050-A

November, 1983
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A Prayer For Football

Now that the football season is upon us, it is

appropriate to heed the following prayer offered be-
fore a game last season by a man of the cloth: “In
Thy presence we know that no issues of great im-
portance are going to be settled here this afternoon.
No souls are going to be lost or saved by the official
figures on the scoreboard. No great cause is at stake.
It is one of those pleasu.es which Thou has meant
for Thy children to enjoy. Do not let us spoil it by
forgetting that it is just a game to be enjoyed today,
talked about tomorrow and forgotten the day after-
ward. AMEN.!”

Tauber Talks

A N S T R T P S S R o T P e A R LA SR

1.

2. ADVERTISING RATES:

Advertising Rate Schedule — THE AUCTIONEER MAGAZINE

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

Six (6) times Eleven (11) times

Full page ..eeieececeaeene $160.00 $155.00 $150.00
Hall page ... caicsasamis 80.00 77.50 75.00
QUANEr PEQD ..vcuisccvmicassasis 40.00 -38.75 37.50

Column inch: $8.75 per column inch — column is 21 picas wide (32 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.

3.

4.

AGENCY COMMISSION: Agencies must add amount of commission to stated rates
above and collect from advertiser.

COPY AND CONTRACT REGULATIONS: The editor reserves the right to reject
any advertisement. No cancellations accepted after closing date (see item 7).
If advertising is discontinued before completion of contract, short rates for space
will apply.

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%4 by 9% inches: Half page — 7%4 by
45 inches: Quarter page — 3%z by 4% inches or 7%4 by 2% 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 vrive,
Lincoln, NE 68510-2487. Phone: 402 489-9356.

THE AUCTIONEER



CLERK-SAVER®

_ World's - No. 1 Clerking System

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

Buyer's Name
Or Number = __

THE CLERK SAVER® IS:

——— e _— —

ltem or
Lot Number F W e

® Fast — check out in minutes.
® Accurate — Clerk writes buyer, item &

hovwe . Selier retains ownership
k. O, 1 SAley 1.'“".”

price. Cashier writes nothing.
® Less expensive than any known system.
® Keeps a running total of the sale.

Thank yuou

@ ALUMINUM WRITING TRAY

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

Aluminum Writing Tray .

® 100 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

Slots are 23s
for easy carrying or nail to a wall for permanent installation.

Slots numbered 1 to 100 plus A to Z

Overall size 23"x16"x4".

“CLERK-SAVER"” CLERKING TICKETS—Form No. CT-12

Original and 2 copies on NCR paper (makes its own carbon copies) 872x11"" sheets
perforated to make 12 tickets 134 x4%2"". This is an extremely fast, easy, and ac-
curate combination clerking and cashiering form. This one form replaces both
the standard clerking sheets and cashiers statement. You'll like these.

9,000 Tickets (1-3 White, Canary & Card) ... $27.50
18,000 Tickets (1-3 White, Canary & Card) .......coooimiimiiiiee e 52.50
36000 Tickels (1=3 White; Canary & Card] s 98.50

" x %" x 3%". Handle [N e U e |

® GUMMED BACK TAGS — Form No. PST-82
Sticky back pressure sensitive auction
equipment tags with space for lot number,
quantity and buyer number. 1%2x2%2".
Roll of 1,000 tags—$14.50 5,000—$57.50

¢ EQUIPMENT LOT TAGS — Form RHT-83
Card stock tags with reinforced hole.
11/2x3". Space for lot number, quantity

and buyer number.
1,000—$16.50 5,000—%$67.50

¢ WIRES FOR EtIPMENT TAGS, 12” LONG

“0') J00HIS NOLLONY IENOSSIN E
0SPL$ SOV 0001 ® 28-1Sd ‘ON WHO4

1,000—$10.00 @B,000—$47.50

c0i¥9 ONW
05°26$ @ 0005

THE SPECIAL KIT INCLUDES:
® Aluminum Writing Tray
® 9,000 CT-12 Clerking Tickets

All of the above plus:

(72
U
m

® 1 Pad FS-69 Final Settlement Forms

One 100 Slot Clerking Ticket File (a $117.90 Value) Only

........................ ONLY $59.95
LOT #
® BUYER CARDS ... Form No. BC-70
For buyer's number and purchase notes. 3Vax7v2" (fits
QUANTITY In buyer’'s shirt pocket).
1,000 Cards....$9.50 2,500....$22.75 5,000....$44.75
® BUYER’'S REGISTRATION FORM . .. Form No. BR-69
BUYER # |
812x11", 50 sheets per pad. Space for buyers num-
ber, name, address, phone and other information.
$2.00 per pad, 10 pads at $1.50 ea., 20 or more at
$1.25 ea.
-
CIAL CLERK SAVER STARTER KiIT

® 1,000 BC-70 Buyer Cards
® 3 Pads BR-69 Buyer Registration
Forms

SAVE
$27.00

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

S\

Missouri Auction School
Top Floor Livestock Exchange Building

1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117




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

The all new COLONEL Series of Portable Heavy Duty P.A. _.

s
s

Systems Designed Exclusively for Auctioneers
COLONEL® 1

® Astatic Model 957L Anti-Feedback professional ball type
dynamic cardiod microphone with on-off switch, detach- By Bugm 8
able 10 foot coiled cord, and built in windscreen. it

® 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.

Q) ® 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: 7% " High x 6” Wide x 7%"" Deep. features as the COLONEL 2 plus:

" o WEIGHT 4 LBS., 14 OZ.

. .
® There is a two year repair or replace warranty on every- 2;?:agfec(3t‘1c;mpartmgnt mh back tg
thing except batteries. y rger, micropnone an

List Price: $395.00 ...  Auctioneers Cost: $237.00 SOYG,
® 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.

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

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

® OQUTPUTS: 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 . .. __' Miﬂsouri Auction School
C.0.D. Orders — You Pay Postage Top Floor Livestock Exchange Building
Order by Mail . .. | > 1600 GENESEE / KANSAS CITY, MO. 64102
Send Check or Money Order To:

PHONE: 816-421-7117

THE AUCTIONEER e 1

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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