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NATIONAL AUCTIONEERS ASSOCIATION

8880 BALLENTINE
OVERLAND PARK, KS 66214
PHONE: 913 541-8084

. and Best Wishes
for the New Year!



ATTENTION ALL NEW AND OLD MEMBERS OF NAA

&

~ Stetson “Wisp”

The weather has changed back to the cool side and it's time to go
back to the felt. We have the now “Famous” felt “Auctioneer” hat in a
complete range of sizes in all three brim widths (24" - 238" - 2548") and in
the ever popular Silver Belly color. We also have it in a rew color Milan
Straw that | guarantee you will like and enjoy wearing in the same brim
widths. The 4X Silver Belly “Wisp” Stetson (Marlboro Man Type) continues
to be in great demand and we also have a good supply of them. While we
are talking about hats | would be remiss if | did not remind you of our White
Panama Stetsons (as are all our hats) that will tickle the fancy of any
discriminating auctioneer and it only comes in a 22" brim.

We are still getting calls for our London Fog type windbreakers with
our four color NAA embroidered emblem sewn on the left breast. They
feel good around your shoulders this time of the year and in the spring.
When ordering pick your second choice in colors as we may be out of your
first choice when you order.

| have heard, “what do you give an auctioneer that has everything”,
many times and the best answer | know is an auctioneer’s Gavel Tie Tack.
They are an attention getter and will provide many a conversation. | have
booked several sales because of the one | wear — | never go anywhere
without mine and would feel naked without it. Sterling Silver or Gold plated
Tack with or without man-made diamond start at $50.00. Solid 14K Gold
tacks with .20K sparkling diamond from $225.00 up to .50K diamond at a
higher price. Call for prices. They make good Christmas, anniversary,
birthday or just because you love 'em presents.

OLD...

YOU — when you buy The
Philadelphia Inquirer to
announce your auction [
values in America’s fourth g
market. Every Saturday, our
AUCTION PAGE offers the
biggest, and most diversified
listing of advertised auction

sales to be found in this area. ..
in an informative, expertly presen-
ted editorial environment with our

own auction pro, DAVID IAMS.

YOU — when you capture the
tested and proven response of
some 1.3 million daily Inquirer
readers. Join with marketers of
every disipline and design who

Auctioneer Hat

YOU — when you take advantage
of an outstanding daily Inquirer
household penetration. Our

27.6 % coverage in the
Philadelphia metro area is greater
than these leading papers:
Chicago Tribune — 26.2%;
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GAVEL”

TIE TACK
Silver Belly Felt “Auctioneer” Hat $48.00
Wisp 4X Beaver Felt Hat 59.00
White Panama Hat (272" brim) 27.50
Milan Straw Hat (24", 236" and 255" brims) 25.00
London Fog Type Jackets w/Emblem 30.00
NAA Emblem - 4 color embroidered 3.00

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

w/ or w/o diamonds and man-made diamonds) from 50.00

— Write for prices
PLUS 4% SALES TAX

You folks have helped us do so well that we are offering another
convenience for you. You can now call us from anywhere in the United
States except from North Carolina toll-free 1-800-632-3043 so pick up the
phone — give us a call.

COLONEL W. CRAIG LAWING
5521 Belhaven Blvd. — Charlotte, N.C. 28208
Telephone: Area Code 704/ Office 399-6372

Home 704/394-7678

Los Angeles Times — 25.1 %;

San Francisco Chronicle — 24.8 %;
Dallas Times Herald — 21.0 %;
New York Times — 12.5%.

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

FRANK RUGGERI,

(215) 854-5418

24-hour Telecopier Service,
bt (215) 563-8928
Deadline: Thursday, 5 P.M.

The
Philadelphia
Anquirer

400 North Broad Street
P.O. Box 8263
Philadelphia, PA 19101

consistently find Inquirer and
quick results to be synonymous.




Active Membership
is the Key
to Success

As we approach the Christmas season, | am
astonished at how fast the time is flying by. It seems
like only a few weeks ago that we were all in Hous-
ton, Texas, enjoying the Texas hospitality at our
annual convention.

Much has happened since July! The new NAA
Headquarters is nearly finished and already our
office staff has moved into the beautiful new facilities
and are in full operation. Of course, we were all
pleased with the absolute sale of the NAA building
for $154,000.00. The dedication of the new building
will be on Sunday, May 20, 1984 and we hope that
many of you will make plans to attend if it is at all
possible. Hotel accommodations must be made well
in advance and Executive Vice President Harvey
McCray will try to locate rooms for overnight travel-
ers.

| was pleased with the hard work and dedica-
tion of our Board of Directors at the fall board meet-
ing in Overland Park on October 24-25. A great
amount of planning was accomplished by this board,
not only for the coming year, but many long-range
ideas were discussed that will help chart the NAA
course for years to come.

The board spent a considerable time inspecting
the new office. While there, the thought came to me
that this board will change from year to year, as will
our office staff, but 50 years from now, this new
facility should remain to serve the needs of our grow-
iIng association and its members.

If | have one wish for the Association, it will be
that every auctioneer in this great land who desires
to be a true professional, will become an active mem-
ber, and that our present membership will individual-
ly fulfill this dream by signing these new members. If
you haven’t taken the time to get a new member,
why not do it today?

We are in high hopes that we will have a full
registration at our January and February seminars.
President-Elect Sammy Ford has really put together
two great programs. Much work has been done in
organizing these two, truly educational events. It
will be worth your efforts to attend. | will look for-
ward to seeing you there.

December, 1983

At a state convention | recently attended, a
member remarked that he could hardly wait for next
year’s NAA convention in Minnesota. This conven-
tion will be exciting and somewhat different. You
will never find friendlier, more hard working people
than the Minnesota auctioneers and their families.
Mark your calendar now for July 17-21. Don’t sched-
ule anything else and plan to take your entire family.

The Holidays will soon be here; it is a joyous
time of the year. We hope that you will be with your
loved ones and will have the most beautiful Christ-
mas ever.

At Thanksgiving time | reflected back on all of
the wonderful things that we have here in America.
And as we travel across this great nation, | marvel
at the beauty that we see and how we so often take
it for granted. Marge and | spent a week on the
Island of Aruba in October, on a much needed vaca-
tion, and we were very close to Grenada. It doesn’t
seem possible to me that there is so much turbulance
and trouble in the world.

| feel very strongly that we have so much to be
proud of here in this nation. Our people; our land,
our profession; belongs to all of us. We should never
lose sight of the values of our forefathers that have
made us what we are today.

As you enjoy this holiday season, look around
you and maybe you will find some one you know who
can use a special gift this year. On nearly every street
in every town, there will be someone who will be less
fortunate than we are. Maybe an elderly person who
would love to have a box of candy and someone to
care just a little bit, or there may be a young child
who will not have any Christmas at all if someone
doesn’t lend a helping hand. It could be a special
Christmas this year for you; we hope it will be.

Merry Christmas and Happy New Year!

William L. Gaule, President
National Auctioneers Association
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THE AUCTIONEER magazine is the of-
ficial publication of the National Auction-
eers Association and is published month-
ly with the exception that an August is-
sue is not published (11 issues annually).
THE AUCTIONEER magazine is published
as a means of exchanging ideas that will
serve to promote the auctioneer and the
auction method of 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
are not members of the National Auction-
eers Association, may not subscribe to
THE AUCTIONEER magazine.

Editorial and Advertising copy must be
received in the NAA office on or before
the first day of the month preceding date

of issue. New Advertisers must submit
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.

Editorial and Executive Offices of the
National Auctioneers Association are at
8880 Ballentine, Overland Park, Kansas
66214. Phone: 913-541-8084.

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

Miss Michele L. Martz, Director of Publi-
cations

Ms. Marge Houser, Secretary

Mrs. Sharon Whisenhunt, Secretary
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November Proved Busy
Working Toward the
Completion of the
New NAA Office!

December, 1983

November 1, 1983




Looking for the sale of the century?

Advertise in The New York Times.

If you're looking for the biggest audience and  sales: New York. That means 2.4 million poten-
the best selling-power around, you should be tial buyers weekdays, 3.3 million Sundays. And
looking at The New York Times Auction Adver-  more to the point, that means sales.
tising pages. For more information about advertising in

The Times offers you best coverage of the New York’s biggest auction marketplace, call
country’s most lucrative market for auction JoAnn Scebold at (212) 556-1687.

These times demand The Times.
Che New Pork Times

Source: 1982 Scarborough
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Decisions of the
Board of Directors

The NAA Board of Directors met for its first
regularly scheduled meeting of the 1983-84 NAA year
in Overland Park, Kansas, on October 24-25, 1983.
The meeting was held at the Ramada Inn Hotel, Over-
land Park, Kansas, the hotel which is adjacent to the
new NAA office in Overland Park.

A summary of the actions of the Board of Direc-
tors, which affect the entire membership follows. The
meeting began on Monday, October 24, at 1:00 p.m.
and continued on thru Tuesday until 5:00 p.m., Octo-
ber 25. Following the adjournment of the meeting,
the NAA Board of Directors and the CAl Board of
Governors held a combined discussion meeting to
discuss the problems and goals of both organiza-
tions.

All members of the NAA Board of Directors were
in attendance at the meeting and during the two-day
meeting, the NAA Board of Directors:

®* Took a tour of the new NAA office building and re-
ceived an update on the construction progress.

®* Heard a report from the Headquarters Relocation
Committee chairman, Martin E. Higgenbotham,
CAl, and fund raising subcommittee chairman, Joe
E. Small, CAl, in regards to the number of Building
Fund contributors who are current on their pledge
payments and those who are deliquent. The mem-
bers of the NAA Board of Directors were assigned
names of contributors who are delinquent in mak-
ing pledge payments to contact and to determine
the status oi the contributions.

®* Decided to retain ownership of the NAA van, rather
than lease a van for specific events; to order mag-
netic signs to display on the NAA van; and to have
the NAA trailer painted with the name of the Na-
tional Auctioneers Association on each side, which
will include the NAA logo.

® Approved the recommendation that, effective with
the July, 1984, billing quarter, that dues will be
billed in advance of the quarter, rather than during
the first three months after the quarter begins.
Under the new procedure, members will have to
pay before the expiration date of the billing period,
rather than 90-days after the billing period ended.
THE AUCTIONEER magazine will not be sent if the
dues are not paid prior to the end of the billing
period (in the past, the magazine was mailed to the
member 90-days after the billing period).

® Decided to suspend the selling of subscriptions to
THE AUCTIONEER magazine to anyone other than
members of the National Auctioneers Association.
Members can sponsor or have subscriptions or-
dered for non-auctioneer individuals or businesses,
but an individual cannot subscribe unless the sub-
scription comes through the NAA member. (The
reason for the new policy is that too many auc-
tioneers, who are not members, subscribe and
therefore have been receiving the magazine with-
out paying the NAA dues.)

December, 1983

Limited Edition
Ground Breaking Plaques

Two hundred and fifty “Dirt Plaques’ — the
plague 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
8880 Ballentine
Overland Park, KS 66214

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

Total Amount Enclosed $

Name

Please print name as will appear on Building Fund
Recognition List.

Address

City. State Zip _ —




LEARN THE USED CAR BUSINESS

NEW! Available For The First Time

PROVEN TECHNIQUES SPECIALIZED KNOWLEDGE

Step by step instructions that remove the guesswork
and make it much easier to be a successful used car dealer.

TOPICS FEATURED

e History Of The Automobile

e Basic Procedures For Getting Started

e Floor Plan & Envelope Drafts

e Choosing The Right Bank & Right Banker
e HOw And Where To Buy Inventory

Many years of accumulated re-

e R T e  Six Specialized Branches
33?55%-{':.'&2&“?:“‘&2%‘ K e Financing Methods
car dadeaier.

e Specialized Inventory

e Mechanical & Structural Evaluation
e Clean-Up And Make Ready

e Advertising And Display

e Salesmanship

* New Car Dealers Sales Procedures

Victor J. McDonald, Used Car

Dealer, Auctioneer and Real Es- BONUS CASSETTE by Earl Nightingale. This recording teaches that success can be
tate Broker, 19 years automobile predicted with absolute certainty.
experience, from mechanics to
marketing procedures. Author This is your chance to take advantage of the specialized knowled il

ie
of the nationally recognized . R, MRNEY avareD
anctioneering  course  ‘tiied before in one comprehensie study of the used car business.
&T'::st:;:g:g?sg::n?rlhemlll‘l:'lti?e':‘gft? MONEY BACK GUARANTEE: If you're not completely satisfied with
of Houston Victoria Campus. this speclalized information at the end of 15 days return it for your full $79.00

refund. (You pay postage.)

MAIL TO: AUTOMOBILE DIVISION | COMPLETE COURSE
P.O. BOX 1968 $79.00
Victoria, Texas 77902 Orders Processed Immediately
NAME ADDRESS
CITY STATE ZIP PHONE NO.
MASTERCARD [ VISA CARD NO. SIGNATURE
_] CHECK ENCLOSED (Texas Residents add 5%) 512-578 9811 Card Exp. Date

"THE COMPANY THAT GETS RESULTS”
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®* Approved the addition of the NAA Seminars to
four per year, rather than two; and decided to have
two real estate at auction seminars per year and
two additional seminars; the additional two semi-
nars’ subjects to be determined by the Educational
Committee.

®* Approved the appointment by President William L.
Gaule, CAIl, of Sammy L. Ford, CAIl, chairman;
Hugh B. Miller, CAl, and Jack Nitz, CAl, members,
of the newly created committee to work in con-
junction with the Realtors National Marketing In-
stitute in developing auction booklets for educa-
tional purposes.

®* Approved the recommendation that an educational
director be hired.

®* Learned that the sites of the two additional semi-
nars, scheduled for 1985, be held in Reno, Nevada,
in May, 1985; and Lexington, Kentucky, in Sep-
tember, 1985.

®* Approved a policy to schedule an Open Meeting
of the Board of Directors at the annual conventions.

® Accepted the recommendation that a third award
for each Advertising Contest category be initiated
and the third category be a “multi-ink’” category,
to complement the one-color and two-color cate-
gories now being awarded; and to add the third
category for newspaper and magazine advertising
to the already existing ‘“brochure, flyer and sale
bill”’ entries.

®* Determined that no change will be made to the
NAA logo.

* Approved the 1984 NAA Minneapolis convention
budget.

® Decided to hold the 1988 NAA Convention in the
Kansas City area; and that the Kansas Auctioneers
Association will serve as hosts and the Missouri
State Auctioneers Association to serve as co-hosts.

® Decided to include a red-colored notification of
membership expiration, in the final billing notice
to the membership.

® Approved the recommendation that the President
appoint, in each of the states, which do not have
a membership reciprocity with the NAA, a member-
ship chairman to solicit NAA membership to those
gtate Association members who are not NAA mem-
ers.

®* Decided to offer a one-year, complimentary NAA
membership to the World Champion Tobacco Auc-
tioneer in recognition of his efforts to promote the
auction method; the complimentary membership

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

Missouri Auction School

December, 1983

will be presented in the same manner as the mem-
bership to the World Champion Livestock Auction-
eer.

® Scheduled, at each NAA Convention, a time for
new member recruitment.

® Approved the recommendation that THE AUC-
TIONEER magazine (February, 1984 issue) include
a reproduction sheet of information for use by the

\I?IVAA membership to promote National Auctioneers
eek.

®* Recommended that the NAA Executive Vice Presi-
dent pursue with whatever means possible to have
the President of the United States offer proclama-
tion, recognizing National Auctioneers Week.

® Approved President Gaule’s appointment to the
following committees: Insurance: Marvin Alexand-
er, Chairman; Sammy L. Ford, CAl; Dean Fleming,
CAl, and Harvey L. McCray, members; Involuntary
Auctions: William Z. Fox, CAIl, Chairman; Hugh
Parker, CAl, and Ronald C. Harris, CAl, members;
NAA Specializations Sections/Divisions: Jack Nitz,
CAl, Chairman; Sammy L. Ford, CAIl, and Edward
A. Short, CAl, members.

®* Authorized the Executive Committee to use the
general fund reserves to pay interest on the con-
struction financing.

®* Authorized the Executive Committee to use gen-
eral fund reserves for payment of obilgations in-
curred for the construction of the new NAA build-
ing, above the loan commitment, in whatever
amount they deem necessary, providing that the
building fund contributions, which are paid on the
pledges, are transferred to the general fund re-
serve; also that the interest, which comes due on
the financing of the new building, be paid out of
the general fund until such a time that the money
can be repaid to the general fund.

® Decided that the dedication of the new NAA office
building, 8880 Ballentine, Overland Park, Kansas
66214, be held on Sunday, May 20, 1984.

® Accepted the recommendation to reduce the cost
of selling NAA mailing labels from $10 per hundred
names to $4 per hundred names.

NAA Office
At New Address
On December 5

By time this issue of THE AUCTIONEER is re-
ceived by you, the NAA office will be relocated to the
new NAA office in Overland Park, Kansas. The new
address and phone number, with which you can con-
tact the NAA office, on December 5, 1983, and there-
after are:

National Auctioneers Association
8880 Ballentine

Overland Park, KS 66214

Phone: 913 541-8084



“l1 Have a Deep
Pride in Being
an Auctioneer!”

By Sammy D. Ford, NAA President-Elect
Mt. Vernon, Kentucky

Ford, “You must be in the toughest business
going.” | mean, who else would have a disgruntled
heir or divorce party refuse to sign a deed after an
auction even though they had signed an auction con-
tract to sell? Who else, has just conducted his first
GSA auction for the federal government, obtained
a reasonable price for the property, had the auction
price confirmed by local GSA officials then have it
rejected by the final authority in Washington? Who
else, but me, would have an ad fail to appear in a
newspaper when it had been placed well in advance?
These are some of the conversations that I've had
with myself lately. As is evident, I’ve been somewhat
down — depressed.

Sure, | know the power of positive thinking. Yes,
I've read many of the never-think-negative books and
| am familiar with names such as Carnegie, Peale,
Zeigler and others. But, you know, none of these
people were ever in the auction business and they
don’t know all the complexities of this profession.
These positive thinkers don’t have to contend with
cold checks or hot checks (depending on which part
of the country you are from).

It's just not fair that | have so many problems.
In fact, I'm always embarrassed around my col-
leagues because it seems that they always have the
big auctions. No other auction firm handles small
auctions like our firm.

Probably no other auctioneer feels as | do and
suffers from all these undeserved problems. No one
really appreciates my problems.

Occasionally, quite honestly, | begin to think like
this and have this ‘“‘cry-baby” attitude then all of the
sudden it seems that something takes place to make
me stop and really assess my ridiculous and negative
thoughts. This happened to me just recently.

A 79 year-old widow, Mrs. Dellia Osborne,
called me to auction her home and personal belong-
ings. The sale was in the next county over from
which | live. Upon arriving, | found a most pleasant
lady, who though disturbed by having to lose her
iIndependence, had decided to move in with her
nephew since she had no children of her own. When
| sat down in her living room | noticed her right hand
was withered and drawn. She began to relate to me
how difficult it was to maneuver since her stroke.

After some small talk, | asked permission to go
through her house and aquaint myself with her prop-
erty. This immaculately kept, modest home was the
smallest home I've ever been in with only three small
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Sammy D. Ford, CAl, be-
came a member of the
NAA in 1968 and has
been a vital member ever
since. Mr. Ford is Presi-
dent of Ford Realty and
Auction Company in Mt.
Vernon, Kentucky. He
has served as President,
Vice-President and has
twice been elected to the
Board of Directors of the
Kentucky Auctioneers As-
sociation. He is currently
serving as President-
Elect for the NAA and
also served on the Board
of Directors before that.
He is married and has
three children: James,
John and Amy. Judy, his
wife, cashiers at his auc-
tions and is also the sec-
retary for the firm.

rooms — living room — kitchen and bedroom. The
house could not possibly have been larger than a
16 x 24. It did not have a bath or hot water but it did
have running water. Mrs. Osborne, crippled by a
stroke, had to heat water just to wash dishes. It was
a major task for her to make it to her outside privy.

| returned to her living room after examining the
property to discuss the auction with her. After ex-
plaining everything, | asked her what she wanted to
do toward disposing of the property. She quickly re-
torted that the reason she called me was because
she had trust in me and our firm. Just handle it any
way you want to, Mr. Ford.

| had told her in our conversation that | felt her
home would bring about $5,000 on today’s market.
By now she had placed her total confidence in me.
Honestly, | began to think that perhaps the property
might even have trouble reaching that figure. Never-
theless, | wrote an absolute auction agreement with
her to auction her home and personal property.

| went back to my office thinking what a real
opportunity for me to provide a much-needed service
for this dear little lady. Her confidence was the boost
that | needed to lift me from doldrums.

Understand, the auction would certainly not be
a profitable one for our company. In fact, it would
be a financial drain. From a business standpoint we
shouldn’t have listed the auction, but from a per-
sonal standpoint there was no way | could refuse

helping this lady. Gosh, it was great to feel appre-
ciated.

Wanting to do a good job for Mrs. Osborne, we
initiated our advertising. Would you believe the
newspaper inadvertently omitted one of her ads? We
corrected the mistake by running an ad in an addi-

THE AUCTIONEER



tional newspaper that we hadn’t planned on. Not
once did Mrs. Osborne call complaining about the
newspaper’s mistake. How refreshing!

When the auction day finally arrived it was rain- FAB“ Lous
ing a heavy downpour. The crowd was too big for ESTATE ’EWELRY
such a sale. The tiny home was so crowded that
there was hardly space to move. The auction started
with an opening bid of $2,000, then $3,000 — $3,500 ON CONS|GNMENT
— $4,000 — $4,500 — then in smaller increments to
$5,650. The personal property totaled about $930. AT UNBEATABLE
Before dropping the hammer on the real property |

notified Mrs. Osborne what we were about to do. l

In the same sweet, gentle manner, she said, “what- PRICES

ever you think’. ¢

g e na 1A that Ratifuas wirre' ot thagul OUR STAFF OF EXPERT ESTATE BUYERS

for who we are and for what service we provide. We Emmgggummmnwnml

let trivial matters overtake our positive mental atti- S FROM PRIVATE PARTIES

tude, forgetting there are many, many people who AND STORE KEEPERS.

have a great respect for our profession and enor-

mous confidence in us personally. CONTACT US TO DISCUSS A
Upon concluding the auction, as always, my staff CONSIGNMENT SELECTION FOR YOUR

and | went to express our appreciation to Mrs. Os- AUCTION SALES.

borne for her cooperation and the opportunity to
handle her auction. Her words still ring in my \\“""/

N
ear, “Mr. Ford, thank you for what you’ve done for 5@&% @ (7
1 R == J
e YIS SN T werd, 7.

| have a deep pride in being an auctioneer. As llll\\\
we're into the holiday season it's a good time to be T .
thankful for our profession. Oh yes, Mrs. Osborne. . SeybOIdBldg' NEAIL-E18, SOLILN (O] PR
thanks for what you did for me. '

LEARN AUCTIONEERING AT THE
MASON CITY COLLEGE .
OF AUCTIONEERING N

Col. Don Wendel William Meeker
President Vice president

No other school has the instructors that can give you the world’s most advanced methods of
auction training. Most of our instructors were trained by Col. Joe Reisch, and all are endorsed by
Col. Reisch who has trained over 15,000 auctioneers.

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
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RECEIVE COLORED GEMS ON CONSIGNMENT!

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.

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

Our company has, for many years, specialized in
the mining, cutting, polishing and distribution of
fine gems.

Recent economic developments have allowed us
to acquire great reserves of these fine gems, which
we, in turn, now offer to you for auction.

They are easy to sell and produce spirited bidding.

These fine gems are handsomely packaged and
come with accompanying documentation. We pro-
vide a 30 day "'no questions asked’’ money-back
guarantee of satlsfactlon to your customers.

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

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

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 they 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!

Bot- Prundize

Bob Rountree, General Manager

CALL COLLECT

(= =) . .
‘o}' ‘-.‘.‘ Consolidated Equity
\4 /, ASSOCIAlEs
(A ,o‘{ P.O. DRAWER 801216
=\ ¢!~ DALLAS, TEXAS 75380-1216
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Important Details
Make the Difference

By Marvin E. Alexander, NAA Director
Martin, Tennessee

When you’re just starting an auction business
of your own, and you aren’t working with an estab-
lished company, that first auction may lead to a
growing and thriving business.

Let’s assume that Mr. Jones has passed away
and his family has to disperse his equipment. Your
auction company is the one that can convert their
farming equipment to cash. Spell out the terms of
the auction in the contract. Find out who has all the
liens and mortgages and the amount of these, and
verify with the holders of such. It’s better to be safe
than sorry. Be sure whoever is signing the contract
has the legal right to do so. Have a thorough under-
standing who will collect the money and how it will
be handled. Know who will disperse the money,
when settlement will be made and when all liens will
be taken care of. Finally, the commission is agreed
to and the contract is signed. The date is set and the
ball is in your hands. It's your time to produce a suc-
cessful, professional auction; but what about all
those things you were supposed to know about what
to do to set up the sale, and how much time are you
going to need. Maybe these comments can help you
avoid a few traps in order to stay on schedule and
have a successful auction.

Let’'s assume we have three tractors, two com-
bines, two old trucks, twenty pieces of equipment, a
shed full of hand tools, parts, and, of course, all
those great buys Mr. Jones picked up at your com-
petitor’s auction. Set the auction three to four weeks
in advance so you’ll have time to run a detailed in-
ventory.

Start with the tractors and combines: find out
the models; check the serial number to determine
the year, model; list all the implements for the trac-
tors, recording both the brand names and model
numbers. Indicate if they are in excellent condition.
Indicate the size of the field implements such as
John Deere Roller Harrow 14’, International 490 Disc
Hydraulic Fold 21°.

List the main shop equipment, listing the main
items and the usable items. Sort out those old un-
usual items that have a specific value or use. Many
times these items can be unique to a certain indi-
vidual and can double or triple in value if you have
someone at the sale that can actually use them or
that collects them.

During the course of the inventory let's make
some good, clear pictures for the sale brochure. Mr.
Jones didn’t keep his equipment clean so it will pay
to get it washed or steamed. You don’t have to cut
the paint off or repaint, just make it look decent and
clean.
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Marvin E. Alexander, past
president of the Tennes-
see Auctioneers Associa-
tion, has been an auc-
tioneer for 20 years. He
is a partner in the firm
Alexander Real Estate
and Auction Sales in
Martin, Tennessee, that
specializes in the sale of
farming equipment, real
estate, dairy cattle, an-
tiques and personal prop-
erty. Marvin’s recogni-
tion of success in the
auction business was
shown when he became
the winner of the Eastern
Region of World Live-
stock Contest in 1974
and 1976. He is married
and he and his wife, Lu
Ellen, have three children
all of whom participate in
the auction business to
make it a real family af-
fair.

Check the oil in the machines, a quart added
might make the difference between someone making
a purchasing decision or not. After three days, the in-
ventory is completed and we're ready to print our
brochures. In our area, assuming this is a $40,000-
$50,000 sale, we would print about 2,500-3,000 bro-
chures with approximately 2,000 mailed to dealers,
farmers, and businesses, and 1,000 distributed within
a 35 mile radius of the auction. This would be started
ten days before the sale. Nominal size ads would be
run approximately ten days before the sale in the
surrounding local papers. One, two, or three large
newspapers could be used to cover areas up to 100
miles away. The circulation and size of the news-
paper, along with the cost, will determine the num-
ber of papers to use. Set up a budget — don’t budget
too little or too much.

Sort and line equipment in rows the week of the
sale. Finish any last minute cleaning that is needed.
Dine up so that you can sell consistently. Different
areas and different situations may necessitate the
order you want to sell the items in. The less the
crowd is moved, the longer they are likely to stay.
Sort the small items and display them on trailers
where they can be held up for easy observation. Ar-
range for someone to sell lunch and drinks.

Sale day is here, so be sure of the following:

1. Have the available truck titles and bills of sales
signed or ready to be signed by the proper peo-
ple at the sale.

2. Know what you’re selling and the approximate
value of the items.
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3. Have plenty of good help, including people to
help handle the small items.

4. Have someone available to help check out the
equipment and also someone to load the heavy
items. Hire a neighbor with a loader tractor. This
is impressive and will pay dividends especially
if someone comes from several miles away. It
really helps if your competitor does not provide
this service.

5. Have a sharp clerk that is familiar enough with
the items being sold so that the names are ac-
curate.

6. Register the buyers before and during the sale.

7. Obtain proper identification so as to safeguard
against bad checks.

8. When starting the sale, make a forceful opening
speech, giving clear definition of the terms of the
sale and any special details that buyers need to
know. This will help you begin the auction in
full control.

9. When you start, try to set the pace of the sale
and carry it through. Everybody will be watching
If 1t is your first. Anyone can make a mistake,
just be sure you correct it.

10. Have a detailed and accurate cashier.

11. Give a paid receipt to each buyer and a detailed
account of all paid receipts to the seller.

Don’t leave a stone unturned. You very possibly
may have sold several thousand more dollars than
you were expecting. We always balance and give
the owner or his representative a report on the results
before we leave the sale site. This may be different
In some areas, but most owners appreciate it.

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 Dakotaand  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, ldaho, @ 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 instru ou 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:

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
OR WRITE:

The School Is Run By

Truman (T.P.) Kongslie who has
been an auctioneer and
rodeoc announcer for 25
years, named Rodeo An-

roare siate. crampion IRIVEER BASIN AUCTION SCHOOL

Auctioneer 3 times and has
been an instructor in an
auctioneer college for 8

years. ““Bound For New Horizons”

RR 2, Bismarck, North Dakota, 58501

14

AUCTIONEERS

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

CALL OR WRITE FOR
= COMPLETE INFORMATION
—  ON THE.MOST UP-TO-DATE,

PRODUCTIVE METALWORKING
LISTS AVAILABLE.

SELECT FROM OVER
| METALWORKING PLANTS

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

We can also produce your printing from concept
to finished brochure — Call Today For Information!

IMN DIVISION

Hearst 2916 SOUTHFIELD ROAD — P.O. BOX 5002
SOUTHFIELD, MICHIGAN 48086
TELEPHONE: (313) 557-0100 — TELEX: 231237

HEARST BUSINESS MEDIA CORP.,

Corpovation

The Book Corner

Periodically, the NAA office will receive from
publishers books, which relate to the auction profes-
sion and it is hoped by the publisher that a review
can be made and then the book promoted to the
membership. The NAA cannot offer complimentary
advertisements for the publishers, but when and if
the book is contributed to the NAA reference library,
notice of the new book will be made to the member-
ship. This column will offer the NAA information that
the following book(s) are included in the NAA Refer-
ence Library in the NAA Office:

THE LYLE OFFICIAL ANTIQUES REVIEW 1984

Published by Lyle Publications
Distributed by Perigee Books

= -
SALE CLERKING SHEETS
and other Auction forms
Write for Samples and Prices
BURTON PRINTING CO.
l P.O. Box 597 Hastings, Nebr. 68901
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THIS BOOK PRINT dating back to the 1880’s is just one of the articles of

auction-related memorabilia that will be on display in the Archives Gallery
of the new NAA office in Overland Park. The NAA Archival Committee re-

cently toured the Football Hall of Fame in Ohio to get some ideas for the

planning of the NAA archives.

NAA Museum and Archives to be a Reality

By George Michael, Trustee
NAA Foundation

The photographs of our new building in Over-
land Park, Kansas, in THE AUCTIONEER magazine,
show the culmination of many years work and efforts
by so many NAA members. All through the planning
stages, much thought has been given to the reserva-
tion of an area devoted to the exhibition and storage
of auctioneer literature, pictures, books, equipment
and other memoribilia relating to the profession.

Walls do not alone an archives make, so the
members of the NAA archival committee met in Ohio
to view the Football Hall of Fame to see first hand
how our planners have worked in the past for those
interested in the gridiron and its players. We came
away with much.

Exhibits were planned to show the history of
football, many photos of its action and players, plus
mechanical displays which told graphically how all
its activities functioned. Great importance is at-
tached to how material is displayed so it will be in-
teresting and educational not only to auctioneers
and their families but to the public as well. We came
away with many ideas.

My earlier writing for THE AUCTIONEER, telling
December, 1983

of the institution of our foundation and what we
would be interested in acquiring, is just as credible
today as when it was written. There is much in the
way of pictures, photographs, prints, stories, books,
advertising materials, equipment and the like which
must be buried in many homes, just waiting for us to
come along and recommend they be donated to our
archives. It is up to you our members to ferret these
materials out before they are lost through attrition or
disposition.

Donors to our archives will receive an appraisal
of the value of the merchandise so that a tax credit
can be taken, as we are a non-profit foundation (the
NAA Foundation has applied for exempt status with
the IRS). You as an auctioneer can take advantage
of the same credits for your gifts. However, all ma-
terials will not necessarily be accepted for the ar-
hives. The NAA Foundation trustees have instituted
the plan that anyone may offer items in writing and
pictures, for consideration by the trustees, but ac-
ceptance will be voted on by this committee. This
will insure that desirable items of good quality, alone,
will be exhibited, and then, perhaps only on a ro-
tating basis, as space will be limited for storage.

We encourage that you submit your suggestions,
in the manner stated above, so that once our building
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ADD SOMETHING PERMANENT TO YOUR KNOWLEDGE

AUCTIONEERING

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.

é e AUCTIONEERS CHANT e SALESMANSHIP

VICTOR J. MCDONALD e HISTORY OF AUCTIONS e BUYING & SELLING
Master Auctioneer, Real e NUMBER BRACKETS e CONTRACTS
Estate Broker, successful e FILLER WORDS e BANKING Years of preparation and research
businessman and auction- e OPENING CHANTS e ETHICS have gone into this 8 cassette
eering instructor with the auctioneering course and study
University of Houston- — — e = guide textbook. The steps you
Victoria Campus, has con- | gqmple Materials include brochures, tags, buyer cards, con- must follow to reach your goal are
CUBlen. makly, Wiy ahic: tract, actual newspaper ads, opening presentations, solicita- set out in an easy and practical
tions. (Even one that was | . "= q A OREINER IGKSS plan designed to be followed at
spotlighted on CBS’ 60 RN ISHeIS AnaG Over 1Al one JonSn l your own rate of progress.
MINUTES.) T e = -

MAILTO: AUCTIONEER DIVISION COMPLETE COURSE

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

NAME ADDRESS

CITY STATE ZIP _PHONE NO.

(] MASTERCARD ([ VISA  CARDNO. SIGNATURE __

Yictor McDonald Company, Auclioneer Devescon |
(] CHECKENCLOSED  (Texas Residentsadd5%) Exp. Date 512-578-9811

“The Company That Gets Results"’

The Reisch Auctioneer's Speaker

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

THE JR-1 is the most powerful portable speaker made. It is powered by
three 6 volt lantern batleries, giving 18 volts of power. Batteries last
60 hours or more. Set weighs 8 Ibs. Comes with 12 ft. cord and shoulder
strap and mike support holder, which leaves both hands free. Easy to

carry at side, or can be placed on truck top, or used on a ladder. If you
want the best, this is it.

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

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

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

REISCH SPECIAL |

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

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

THESE SPEAKERS CAN ONLY BE PURCHASED FROM:

Col. Joe Reisch, Reisch Sales Company, Box 850, Mason City, la. 50401
Phone: 515 423-1465. Call or write for Special Wholesale Prices.
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is open, we will have a better idea of what space
should be allotted for such gifts. Also, this will in-
fluence our thinking on what graphics may be em-
ployed for best exhibition. We encourage you to write
us now and tell us what you have or may be able to
acquire, so we will not have to open our archives
room, empty, at the time of dedication, scheduled
now for this coming May, 1984.

We discussed one failing in our project, and that
is that we have no history written of the auction pro-
fession in this country. At this moment, it would be
difficult to portray an accurate progression of this
activity since our country was founded. Work is
under way at this time to see if such a history can be
compiled, and the NAA Foundation will keep us up-
dated on progress in this area.

We have also discussed the appointment of vol-
unteers for their help in taping interviews with older
and retired auctioneers or their widows, to recapture
some of the information that will be lost to the future,
unless we capture it now. Perhaps you would like to
be a volunteer in your area. We can furnish the cas-
settes — most have a recorder player at their dis-
posal. An hour or two visit here and there with some
of the old timers will be rewarding to yourself as well
as the Association. We can eventually transcribe
their thoughts and memories to print and make this
available in book form in the future, plus keep the
tapes for historical purposes. Some parts may be

utilized in our archives room in the headphone and
talk-back exhibits.

There will be more information from the NAA
Foundation in the future. We are alerting you now
that we do want you to submit information and pic-
tures on what you will like to donate from our auction
past. We wish to start compiling your suggestions
with a target date for acceptance of those pieces
we want for exhibition and preservations. Please do
it now. Dean Fleming is the President of the NAA
Foundation, you may address your information to
him in care of the NAA office.

What have auctioneers sold over the centuries?
Maybe you can add to this list: livestock, industrial
equipment and factories, machinery, real estate,
farms, fine arts and antiques, autos, farm machinery
and equipment, coins, stamps, firearms and related
war materials, tobacco, slaves, produce, fish, wine,
horses, books, clothing, distressed store merchan-
dise of all kinds, lumber, grains, crafts, militiary sur-
plus, etc.

Closeout JEWELRY 55¢ doz.
Catalog — 25¢
Roussel’s 107-190 Dow Ave.
Arlington, Massachusetts 02174-7199

Teamwork

o _ The execution of the right play creates the winning effort.

HETE

T
I il

Teamwork is what makes it all happen and can put dollars In
your pocket. You may not always have the knowledge or ex-
perience to tackle every sale or lead. Michael Fox Auctioneers
can be the part of your team that can make the difference

N " between a touchdown and a field goal. In fact, Michael Fox

EXECUTIVE OFFICES

Auctioneers can handle the entire job for you, at auction, or
by outright cash purchase from the seller! We’re specialists in
the field of commercial and industrial auctions and liquidations
and one of the country’s largest. Our size, experience, financial
strength and liquidation know-how can make Michael Fox Auc-
tioneers and you an unbeatable team. Call us collect whenever
you have a sale or a lead where teamwork can help.

Michael Fox Auctioneers, inc.

SUITE 1915 ®¢ CHARLES CENTER SOUTH ® 36 S. CHARLES STREET
e BALTIMORE, MARYLAND 21201
(301) 332-1333 Baltimore ® (301) 621-4321 Washington ® (215) 564-1175 Philadelphia

December, 1983
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Correction Corner

In the November, 1983 issue of THE AUCTION-
EER, Betty L. Short was misquoted in her article en-
titled ““Cashiering — An Important Part of the Auc-
tion”.

The third paragraph was telling people to be
sure to check for the difference between real cash
and counterfeit bills. The incorrect statement said,
“Counterfeit bills have red fibers in them.” The
statement should have read, ‘‘Counterfeit bills DO
NOT have red fibers in them.”

| apologize for any confusion that this may have
caused.

Michele L. Martz
Director of Publications

AUCTIONS & AUCTIONEERING

Informative — Attractive — Hardback Book

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

SEND FOR Pleasg send me books @ *27.50 each, my check or money
order is enclosed. Satisfaction guaranteed or full refund on request!!

National Auction Promotion Service for
Commercial and Industrial Auctions.
Media planning & execution
Auction Brochures

Corporate Brochures
Target Direct Mail Service

National Classified Advertising
Placement

Radio and Television Production

[f 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

AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

“The Professional Auctioneers’ Choice’’

e 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: 11%2" high, 11" wide, 9" deep. WEIGHT: 14 Ibs.
(with batteries). Order Model S-610

North Carolina residents add 4% sales tax.

Col. Forrest Mendenhall, o N
Member
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MOBILE P.A. MODEL S-310

Auctioneers Cost: $385.00

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

SOUND CRUISER

List: $440.00

e

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 83" deep. Mounting:
Handle supplied for easy carrying or ready mounting under dash. SPEAKERS: Model
S-1210: Two weatherproof horn speakers that swivel and lock in any direction, can handle
full amplifier output, mounted on car-top carrier ready to clamp to car. MICROPHONE:
Model S-2080: cardioid probe-type, noise-cancelling hand-held microphone, supplied with
8" coil cord, on-off switch, mounting clip. WEIGHT: Complete system, 25 |bs. Order Model
S-310

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

of A uctioneetiin

P.O. BOX 7344 — U.S. HWY. 29 & 70 (185) HIGH POINT, NORTH CAROLINA 27263 PHONE (919) 887-1165
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Selling Tracts of
Land: Highest Bidder
Has Choice

By Lanny Thomas, CAl

As the retiring Chairman of the CAIl Board of
Governors, | want to thank all the CAlI members,
candidates and staff for giving me one of my life’'s
greatest honors. I'll never be able to repay all that
CAl has meant to me and will come to mean in the
future. Because of the CAIl, | am a more professional
auctioneer and a much better person. | am excited
about the things that | know are coming for CAl and
| am honored to have been a part of CAl’'s policy-
making team. Upon leaving the Board, | submit the
following article which reflects some of my ideas
about selling real estate at auction. | sincerely hope
you can find something within it to use.

Through the years, | have observed many df-
ferent methods of selling real estate at auction. But
in terms of selling large tracts of land, | firmly believe
that the best procedure is to divide large tracts into
smaller tracts and allow the highest bidder to choose
a tract or as many tracts as that bidder will purchase
at the same price per tract. This brings to mind many
questions that have to be answered before an auc-
tioneer will feel comfortable with this type of real
estate auction. The following are the most common
questions that | have heard asked by those interested
in selling by choice.

1. Why not just sell one specific tract at a time?

The reason for not selling one tract at a time,
is because of the time involved in selling each tract
on a one at a time basis. While speed is very im-
portant to an auction sale, there are two other major
reasons of equal importance for selling by choice.
The first reason is that if at any point during an auc-
tion you are offering only one tract of land, then the
only bidders involved would just be those bidders
who are interested in that particular tract. However,
if you are selling by choice, everyone assumes that
the tract they like best will be or at least could be
the same tract that the other bidders will choose.

We have found that in actual practice — that
idea of which tract or tracts are best vary a great
deal. This may be because of the many different in-
terests of the bidders. Some bidders may be adjoin-
ing property owners, yet others want a tract because
of its size, landscape, timber, creeks, etc. The as-
sumption that everyone will want the same thing
doesn’t true at a reale state auction.

The other reason for selling by choice is that a
buyer can put together the tracts he desires most by
choosing more than one tract. Dividing into tracts
and allowing high bidders to choose as many tracts
as they desire produces even more bidders.

2. What happens if the first bidder takes all the
tracts?

Occasionally the first high bidder is asked how

December, 1983

Lanny Thomas, CAI, is
President of The Great
American Auction Team
in Alabama. He believes
that an organization is
no better than its leader-
ship. Mr. Thomas was
elected and re-elected
President of the Alabama
Auctioneers Association
in 1977 and 1979. He was
the first person from Ala-
bama to receive a desig-
nation from the CAl and
was elected President in
1980. This past year he
has served as Chairman
of the CAl Board of Gov-
ernors.

many tracts do you want and his answer will be,
“I'll take all of them.” This is an auctioneer’s dream
because he has just sold the entire property at a
price that equals the amount that the best individual
tract would sell for by itself. This means that the
buyer is purchasing all the other tracts that would
normally be considered as of less value at the top
bid price. If the first high bidder only takes one tract
it is usually one of the most desireable tracts and
prices thereafter begin to decline because the re-
maining tracts are of less value to the general public.

3. If there is a house or other improvements on
a large tract when and how do you offer that parcel?

Most often large tracts contain houses or other
improvements and must be treated in a different
manner from the other parcels. An example might be
a large plantation or ranch style home. If you intend
on selling the land by the acre what do you do with
this large house? One solution (there are other op-
tions) is to offer the house on a small tract of land
by the dollar as the first item of the auction. This has
the advantage of allowing the buyer of the house to
then purchase as much of the land as he may desire
to go with the house or whatever improvements may
be involved.

4. How do bidders know which tracts have been
sold?

During the auction we take two steps to help
bidders know which tracts have been sold and which
tracts are still remaining. First we announce the
tracts that have been chosen and second we post a
large plat in front of the audience and rhark the tracts
that have been sold.

5. Where do you conduct the auction?

The more convenient and time-efficient an auc-
tion is, will help to produce more bidders and to keep
their attention during the entire auction. Therefore,
to conduct a large multi-parcel auction, a tent in
most cases provides an excellent atmosphere, main-
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tains crowd control by the use of chairs (breaks up
small groups who get together in an effort to hold
down bidding) and helps speed the auction by not
moving from tract to tract. Also, a tent may be
placed in an area that best shows the assets of the
land that is being sold.

6. How do you make the audience understand
how the procedure works.

At most real estate auctions even in areas
where auctions are frequently conducted there are
some individuals who have never attended an auc-
tion before or at least never attended an auction
where land is being sold by choice. In order to help
these people to understand how it works, spend a
few minutes doing a mock auction using the auction
personnel as bidders. Offer three items having the
first high bidder choose the remaining two tracts.
These tracts are of course imaginary and the price
should in no way reflect the value of the actual prop-
erty being sold.

7. Can you still offer the property in groups of
tracts and/or as an entirety?

In some areas the large tracts themselves might
prove to be of more value than the total of smaller
tracts, or even groups of smaller tracts might prove
to produce a higher price. For this reason the prop-
erty can still be offered in groups of tracts or as an
entirety at the end of an auction or at the beginning
and escape the percentage raise and, also, to make
sure you receive a reasonable amount above what
has already been bid in individual tracts and not al-
lowing a one dollar or equally ridiculous raise.

8. How do you divide the property?

When selling by choice the property can be
divided in as many tracts as the market will stand and
more. Remember the high bidder can take as many
tracts as he may desire. Also, more tracts produce
more possible combinations when you are into the
regrouping portion of the auction. Exactly how to
divide land is a subject that space here will not per-
mit and varies greatly from auction to auction.

MOVE MERCHANDISE
IN DALLAS, TEXAS

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

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

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

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

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

Dallas,limes Herald
The best newspaper in the Southwest

Need License
Law Information?

For current license law informatio_n, con-
I 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

CAl Applications for
1984 Courses Now
Being Accepted

Applications for admission and reservations for
the Institute’s 1984 Courses are now being accepted.

The program for the Courses will begin on Sun-
day, April 1, at the Indiana Memorial Union, on the
Indiana University campus in Bloomington, Indiana.
Registration will be conducted that afternoon, and
the opening reception and banquet will be that eve-
ning.

Classes will meet Monday through Thursday,
April 2-5, from 8-11:30 a.m., 1-4:30 p.m., and 6-8
p.m. The final day of each course — Friday, April 6,
will be devoted to written examinations covering the
course material from the week. Participants will
leave Bloomington at noon that day.

No major changes are anticipated in the three
courses or the faculty.

Tuition for the 1984 Courses will be $365 (double
occupancy) and will include five nights’ housing, 30
hours of classroom instruction, the examination,
study materials, all coffee breaks, opening and clos-
ing night banquets, and a variety of services.

Prior to January 15, applicants and returning
participants may reserve their places with a $50 De-
posit. After that date, the full tuition (or balance) is
required. The final date for application or re-enroll-
ment is February 15, 1984. Refund requests are due
March 1.

Any Course | applicant who does not meet the
standards for admission will be refunded the amount
received with his/her reservation.
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Auxiliary to the
National

Auctioneers
Association

Know the Value of Your
Personal Property

Dear Auxiliary members,

| want to thank you for the opportunity to serve
you on the Board of the NAA Auxiliary. | consider it
a great honor and privilege for the confidence you
have placed in me.

Like many of you, our auction business is a
family affair. My two sons and daughter-in-law are
all Real Estate Sales people and auctioneers. My
job in the firm is the Personal Property Appraiser.
The need arose when South Florida began having
many burglaries and, as a result, we were called and
asked to place values on their stolen property.

People were becoming aware of the values they
might have in their homes and, in order to insure
special items such as jewelry, silver and antiques,
an appraisal was necessary. One such case was
when my son came home from work, surprised a bur-
glar and found all of his silver, TV, stereo equipment
and miscellaneous items, packed up outside his back
door to be carried away.

Do you know the true value of your household
contents? Chances are one in one hundred that you
will be the victim of a personal property burglary,
but until theft hits close to home, most of us will say
“I’m sorry, but it can never happen to me.”

Personal Property and Art crime is second to
Narcotics!

There are four times when you need a personal
property appraiser.

1) Buy insurance for protection
2) Sell or donation

3) Burglary or Fire

4) Divorce

After you determine the purpose for which you
want an appraisal, the next step is to ascertain the
Value: the Value can be Replacement Cost or Fair
Market Value (Between a willing buyer and willing
seller). Many of you can list your contents and at
least take pictures and keep them in the safety de-
posit box.

Don’t be at a loss to know what you had — be
prepared and know just in case you have a burglary,
theft or fire! “An ounce of prevention is worth a
pound of cure!” |

Merry Christmas!

Barbara Fisher

December, 1983

~ Mrs. Barbara Fis

-

""" rs. JoAnne Laumeyer, 7306 C
~_ver Grove Heights, Min
.4{

5-9547. Frol

August 20

. BoapsE
~ Mrs. Fran Smith, Angell Road,

6 934-48

~

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

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

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

 hwick hlerk

Box 147 Northfield, Mn. 55057

P —_— =
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ACCESSORIES
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BN e Unidirectional Head-worn
' Dynamic Microphone

g, $ 00 e
o N (¥ e Foreign Adaptor Kit

FIBERGLASS CASE—25 WATT MODULE—TWIN SPEAKERS

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

* * * SATISFACTION GUARANTEED * * *

Order by mail: Payment with order — we pay shipping — C.0.D. — you pay shipping. Kansas
residents add 4% sales tax.

DODGE MANUFACTURING CO. DWIGHT V. DODGE, Owner
1016 W.6th Street ¢ P.O.Box 1513 e Topeka, Kansas 66601-1513 e (913) 272-5667

REISCH

WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

Since 1933 Largest in the World
Approved for VA

YOU can be an AUCTIONEER! § e P e
START YOUR NEW CAREER NOW _ - |

| | AND MAKE BIG MONEY P s
Col. Gordon E. Taylor Attend 2 weeks intensive training in all e il S
Owner and President  phases of this respected and highly profit- =g e (o
Full-time Auctioneer  able profession, taught by 25 of the na- —
tion’s leading professional auctioneers. GRADUATES RECEIVE LIFETIME SCHOLARSHIP, DI-
PLOMA & POST-GRADUATE ASSISTANCE. OUR “ON

Al THE CAMPUS” HOUSING & DINING FACILITIES, CON-

PROFESSIONAL TRIBUTE GREATLY TO ENHANCE YOUR PROFESSIONAL
AUCTIONEER TRAINING.

Clerking Supplies
Sound Systems Please send me your FREE CATALOG.
WRITE FOR
INFORMATION

| Col. Gordon E. Taylor

Reisch World Wide College of Auctioneering, Inc.
| P.0. Box 949

WL | Mason City, lowa 50401 Ph. (515) 423-5242 or 6396
lT:U[JAT! i NAME
| ADDRESS
OBTAIN OUR MODERN AUCTION LIBRARY WITH | ciry '
YOUR CHOICE OF TRAINING RECORD OR CAS- STATE Z1P
SETTE TAPE. FREE WHEN YOU ENROLL IN THE |
TERM OF YOUR CHOICE. I NA

Gordon E. Taylor, Member

_ ]
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Morris Fannon Retires
“I'd do it all

over again!”’

“I'd do it all over again . . .

What else can be said about a man who has
traveled over two million miles in the past 35 years
and auctioned approximately 5,000 sales in his ca-
reer? Well, enough can’t be said about Morris Fan-
non of Pennington Gap and his contribution to the
Virginia cattle industry.

Morris Fannon began his auctioneering career
more than 35 years ago after graduating from Penn-
ington High School and Reppert Auction School. He
started by selling Virginia feeder calves in 1949 at
Ewing in Lee County, Virginia, and in 23 different
states across the U.S.

Auctioneering caught Fannon’s attention when
he attended the tobacco auction with his father as a
youngster. Initially, he wanted to be a tobacco auc-
tioneer but he soon learned that it was too fast
paced and, too, it was only seasonal.

Fannon gained agricultural experience in his
early years through 4-H and the Future Farmers of
America. He was a state FFA officer and was the
first student to earn the State Farmer Degree from
Pennington High School.

Fannon is married to the former Velda Myers and
they have two children; Cynthia Fannon Kinser who
Is Commonwealth Attorney in Lee County and Dr.
Sidney Fannon who is a Pharmacist. Mrs. Morris Fan-
non teaches Home Economics at P.H.S.

Numerous facets of the beef industry have con-
tributed to Mr. Fannon’s success, as he has had the
chance to serve many different organizations. He
worked two years with the Virginia Hereford Associa-
tion as Secretary and also as Fieldman. He was very
instrumental in helping to organize and start the
Roanoke-Hollins Stockyard and served as Manager
and auctioneer for seven years. From 1952-60 he
was part-time fieldman for the Virginia Beef Cattle
Association presently known at the Virginia Cattle-
men’s Association. Fannon, along with K. C. William-
son, Beef Extension Specialist, was responsible for
starting the feeder calf sales all across the state. He
has also served for three years on the Board of Di-
rectors for the Virginia Cattlemen’s Association and
as 2nd Vice-President. Presently, he is serving as
chairman of the Fund Raising Committee for the new
Cattlemen’s Office. Fannon is ‘““very proud to be as-
sociated with such a fine organization and hopes that
the new building will soon be paid fcr.” He feels that
the association now has a “home’ from which it can
expand and because of the central location can better
serve the Virginia cattle industry.

NAA member Fannon has gained the respect of
livestock producers all across the state because he
knows the value of an animal when it walks into the
sale ring. He will spend the extra time to get a higher
bid on an animal that he knows is worth the price.
Buyers and sellers can trust a man like Morris Fan-
non and appreciate dealing with someone like him.

L)
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His auctioneering colleagues have much admira-
tion for Mr. Fannon for he has many accomplish-
ments to his credit. He helped organize the Virginia
Auctioneers Association, and in 1950, served as
President. In 1969, he was chosen Outstanding Auc-
tioneer in Virginia. He has served on the National As-
sociation’s board for nine years and was president
1972-73. In 1977, he was inducted into the ‘““Auction-
eering Hall of Fame’”. In addition, he has served
three years on the board of directors for the Agri-
Business Council, past president of Virginia Associa-
tion of Livestock Markets. He was the recipient of the
V.P.l. Honor Award in 1967, the Virginia Cattlemen
of the Year award in 1969 and the Martin F. Strate In-
dustry Service Award in 1977.

In his 35 years of auctioneering, Mr. Fannon has
missed only three sales, and they were due to sick-
ness. He was late to a sale only once, and forgot a
sale that was added and was not on his schedule.
This is quite an accomplishment in itself!

Morris Fannon credits his successful career to
several things. Two which are of most importance
are his wife and family and the people in the Virginia
cattle industry. He praises Mrs. Fannon for keeping
things going at home and doing a fine job with the
children while he was on the road. Also he says, ‘“‘the
Virginia cattle people are the best around to work
with” and “I'd do it the same way all over again...”

Fannon’s plans for retirement are to farm in
Pennington Gap. He plans to raise a few acres of
burley tobacco, hay and corn. He also supports the
cattle industry by keeping several commercial cows.

The Virginia cattle industry owes a great deal to
Morris Fannon for his service of 35 years and jobs
well done!

Editor's Note: This article was oublished with
permission from THE VIRGINIA CATTLEMAN month-
ly publication of Virginia’s Cattle Industry, P.O. Box
176, Daleville, VA 24083.
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PLANNING
FOR
BUSINESS:

THE STRATEGY
OF SUCCESS

By Nathan A. Wolfstein IV ¢ Industrial Publishing, P.O. Box 2328, Eugene, OR 97402 ¢ (503) 689-2711
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Today there are two types of
businessmen: Those that are
planning to grow busy and
those that are busy planning
for growth. Which of the two
are you?

Whether a large, medium or
small business, we all face the
same daily business dilemmas,
only the degree of these trials
and tribulations varies with
size.

What then is the “big dif-
ference’” between a large and a
small company? In most cases,
it is the ability to plan for the
future, to prepare and forecast
a program upon which the ac-
tions of a few or many can be
developed, and executed,
within a specific framework.

The current recession has
more than demonstrated that
as businessmen we must live
within our means and maximize
our available resources of time,
energy and dollars. Therefore,
we must plan for their use and
use these resources according
to our plan.

Developing A Strategic
Business Plan

Have you taken the time to
plan for the future? Have you
defined your market strategy?
Do you have goals and check-
points? Can you, in words,
define who you are and your
purpose in business? What is
your driving force?

It is a fact that most busi-
nessmen operate their busi-
nesses on the concept of “Ill
work as hard as | can, and
make as much as | can as fast
as | can.” Thisisn’t a plan, but
rather a hope.

The first step in planning is
the definition of your business.
Define your business in
specific terms. When you know
exactly who you are, your
customers will know exactly
what services they can expect
from you.

Next you must define your
market. Specifically, who are
the customers that need your
services? You cannot be all
things to all people. This is the
‘‘age-of-specialization.” Your
customers want to know exact-
ly what you can do for them. All
the potential customers for
your business definition are
considered your market.

Once you have defined both
your business and your market,
you can begin to prepare your
strategy. Strategy is simply
how you are going to reach
your market.

An example of specialized
planning for business can be
seen in the printing services
company | represent, known as
INDUSTRIAL PUBLISHING.

We have developed our
strategic plan to service the
auction industry. We have pre-
pared a program and produc-

tion service that meet the ma-
jor needs of our customers
nationally (quick turn-around,
high quality and competitive
prices). We make it simple and
easy. We market various pro-
ducts that allow small, medium
and large auction companies to
use our services.

We have speciality programs
for speciality auctioneers (con-
struction, industrial, real
estate, livestock, antiques,
etc.).

We market primarily by
phone and direct mail. We can
quickly tell a potential cus-
tomer what we do best, be-
cause we know what we do
best, and what they need
before they call or write.

Our driving force (or mar-
keting commitment) is to do
what we do best. Simply, we
have made a commitment to
working our plan, and not diver-
ting our resources to projects
that we have not planned for.

This has definitely made sell-
ing easier. In a very short time
period we can determine if we
can or cannot be of service to
any given customer. Therefore,
we minimize out time and risk
by not trying to produce a pro-
duct that we do not do best.

Remember, good things on-
ly happen when planned. Take
the time to plan your work and
to work your plan. That is the
key to the strategy of success.
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New Auction Law

In Louisiana

We have been busy down here in Louisiana.
Since the Houston convention, we now have a new
auctioneer law. Governor Dave Treen signed the bill
and it became law on September 7, 1983.

Enclosed find a copy of Act 508, compliments of
the new “Louisiana Auctioneers Licensing Board”,
a division of the Department of Commerce, P.O. Box
44185, Baton Rouge, LA 70804.

Enclosed find the first and second issues of
THE CHANT, official publication of the Louisiana
Auctioneers Association. THE CHANT is mailed to
200 Louisiana licensed auctioneers throughout the
United States, and is a start in the right direction.

NAA members Larry Nobles, President; John
Henson, Vice President; and Keith Babb, Secretary;
of the Louisiana Auctioneers Association, were ap-
pointed by the Governor to be members of The
Louisiana Auctioneers Licensing Board. The mem-
bers elected Keith Babb as chairman of the first
board, and scheduled the fiist testing date, which is
January 11, 1984, at 1:30 P.M.

Act 508 was received in the Louisiana House of
Representatives on July 12, 1983, and ultimately
passed into law as House Bill No. 616. To summarize
the intent of the law, omitting the revisions of the
Chapter members, titles, etc. of the previous law,
the new auction law was written for the following pur-
poses:

To require licensure of certain auctioneers; to create
the Louisiana Auctioneers Licensing Board in the
Department of Commerce as a regulatory licens-
ing board; to provide for the qualification, ap-
pointment, domicile, terms of office, confirmation,
oath of office, compensation, and the powers,
duties, authority, and responsibilities of the board,
including the authority to appoint an executive
secretary and the hiring of necessary clerical
staff; to provide for the licensure of auctioneers
and the issuance of licenses, and their renewal,
revocation, suspension, and terminations; to pro-
vide for the qualifications of applicants and their
examinations; to make exceptions to licensure;
to authorize issuance of cease and desist orders
and writs of injunction; to authorize the adoption
of the rules and regulations; to create a fund in
the state treasury for the board; to provide that
licensure for auctions of livestock is the responsi-
bility of the Department of Commerce; to repeal
the prohibition on more than place of sale and the
levy of taxes on sales; and otherwise to provide
generally and specifically with respect thereto.

A summary of the auction law was published in
the September, 1983, issue of THE CHANT, the of-
ficial publication of the Louisiana Auctioneers As-
sociation as follows:

Looking at the New Law

1. Examine applicants to be licensed as auction-
eers.

December, 1983

Administer a written examination at least four

times annually in Baton Rouge.

. Adopt rules and regulations.

Issue, suspend, modify or revoke licenses.

Report to the Attorney General all persons vio-

lating the law.

Report annually, to the Governor, the Depart-

mental Secretary and the Legislature.

Furnish a copy of Louisiana auction laws. and

an accurate list of states having reciprocity with

Louisiana.

8. Authorizes a board of seven members (5 are li-
censed Louisiana auctioneers) to do the follow-
ing.

0. Adol?t and enforce rules to regulate auctions and
itself.

10. Sets qualifications for applicants as follows:
Good moral character, a citizen of U.S. and a
resident of State of Louisiana, at least 18 years
old. Has at least completed either: 1) a series
of studies at a board-licensed auctioneering
school, or 2) a one-year apprenticeship working
under a duly licensed auctioneer.

11. Permits an owner or operator of an auction busi-
ness for one year or more may be appointed as
a deputy or agent to a Louisiana licensed auc-
tioneer until he takes the auctioneer’s test.

12. Provides for the licensing examination; its pass-
age; hearing; and prior qualification. Sets fees
for the following: Application, examination, re-
examination, initial license, renewal, restoration
of a license, replacement of lost or destroyed li-
cense, delinquency for renewal, apprentice fee,
annual certification of a school.

13. Stipulates limits for reciprocity. Sets a $2,500

bond for apprentice auctioneer payable to the

State of Louisiana.

Y 2 IEm

A man cannot stand alone. If he is interested,
work it is, but the fun is seeing what accomplish-
ments can be made by his efforts to help other auc-
tioneers. | pray that each member of the NAA will
take the time to get involved.

John H. Henson, NAA member

Nashville Auction School

Nashville, Tennessee

THE NATION’S FINEST SCHOOL

s~ School is held in Music City USA, Nashville, 4
Tennessee . . . home of the Grand Ole Opry

¢ FREE CATALOG — LEARN AUCTIONEER-
ING

NASHVILLE AUCTION SCHOOL

Box 190, Department 5
Lawrenceburg, Tennessee 38464
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REPPERT SCHOOL OF
AUCTIONEERING, INC.

Box 189
Decatur, Indiana 46733

TUITION $400 FOR 3-WEEK TERM—
ALSO HOME STUDY

Many sizes, styles and prices in stock now and Next Terms:

available for immediate delivery! JULY 30 — AUG. 17, 1984
VALDOSTA NOV. 26 — DEC. 14, 1984
- FOUNDED IN 1921
=
Tent and Awnlng Write or call for more information

106 N. Forrest/P. 0. Box 3178/Valdosta, Ga. 31601 § 219-724-3804

BUS. (912) 247-9843
GORDON L. SHAW RES. (912) 247-5209 G. |. APPROVED — A.C. 0033

Manufacturers of Quality Tents for 25 Years!

THE “AUCTION" NEWSPAPER

Devoted to Auctions and Auctioneers

Auction-goers in the Midwest Depend on
the Collectors Journal to Find the Best Auctions

and Auctioneers in the Midvy
Auction Stories, Features on Auctioneers, and Stories of cTORS

General Interest — All Appearing Weekly in the Collectors 0“?,}1&_: \
Journal - = |
COLLECTORS

We re Here to Help the Auction Business — We'll Even Take
Your Ads on Press Morning if Necessary. Let Our Skilled
Advertising Department Help You With Your Next Auction.

COLLECTORS JOURNAL

Box 601, Vinton, lowa 52349 Phone 319-472-4713

JOURNAL

- Enthusiastic crowd al Martin auction
: ¢
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Ii; ! ) EC R =
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Seminars Packed
With Valuable
Information

Real Estate at Auction
San Diego, California

Sunday, January 22

3:00 pm on REGISTRANTS CHECK INTO SAN DI-

9:00 to
10:15 am

December, 1983

to

EGO HILTON HOTEL. No official NAA
Seminar function planned.

Monday, January 23

SEMINAR REGISTRANTS CHECK IN.
Registrants who have registered and
paid their fees in advance to the NAA
office obtain seminar materials (name
badges, pad holders, etc.).
PREPARING FOR THE REAL ESTATE
AUCTION. Instructor B. G. Dunning-
ton, CAl, Monticello, Kentucky.
REFRESHMENT BREAK

PREPARING FOR THE REAL ESTATE
AUCTION, continued.

LUNCHEON (for seminar registrants
only).

REAL ESTATE AUCTION GROUND
PERSONNEL & SHOWMANSHIP. In-
structors, Ronald ‘“Ron’” Kirby, CAI,
and Charles ‘“Chuck” Layne, CAl,
Franklin, Kentucky.

REFRESMENT BREAK.

REAL ESTATE AUCTION GROUND
PERSONNEL & SHOWMANSHIP, con-
tinued.

Tuesday, January 24

FARM AND ESTATE REAL ESTATE
AUCTIONS. Instructor, William L.
“Bill’”” Gaule, CAIl, Chatham, lllinois.
REFRESHMENT BREAK.

FARM AND ESTATE REAL ESTATE
AUCTIONS continued.

to LUNCHEON (for seminar registrants

only).

COMMERCIAL REAL ESTATE AND
NEW HOMES’ AUCTIONS. Instructor
Sheldon F. Good, Chicago, lllinois.
REFRESHMENT BREAK.

COMMERCIAL REAL ESTATE AND
NEW HOMES’ AUCTIONS continued.

Wednesday, January 25

INDUSTRIAL REAL ESTATE AUC-
TIONS. Instructor, William Z. “Bill”
Fox, CAIl, Baltimore, Maryland.

10:15 to
10:30 am

10:30 to
11:45 am
12:00 pm
1:30 pm
1:30 to
3:00 pm

REFRESHMENT BREAK.

INDUSTRIAL REAL ESTATE AUC-
TIONS continued.

to LUNCHEON (for seminar registrants

only).

REAL ESTATE AUCTION PANEL DIS-
CUSSION. Sammy L. Ford, CAIl, NAA
Seminars’ Chairman and President-
elect, Mount Vernon, Kentucky, mod-
erator. Panel participants to be se-
lected from the seminar registrants by
Chairman Ford.

REFRESHMENT BREAK.

REAL ESTATE AUCTION PANEL DIS-
CUSSION continued.

Building an Auction Business

3:00

8:30 to

am

10:15 to
am

10:30 to
am

pm
pm

pm

3:00 to
pm
3:15 to
4:30 pm

9:00 to
10:15 am

10:15 to
10:30 am

am

to

Memphis, Tennessee

Sunday, February 12

om on SEMINAR REGISTRANTS CHECK IN

AT THE PEABODY HOTEL. No official
NAA Seminar function planned.

Monday, February 13

SEMINAR REGISTRANTS CHECK IN.
Registrants who have registered and
paid their fees in advance to the NAA
office obtain Seminar materials (name
badges, pad holders, etc.). Registra-
tration also will be conducted to simu-
late an auction registration.

REGISTERING, CLERKING AND
CASHIERING THE AUCTION. Instruc-
tor, James K. “Ken” McCormack, CAl,
Lemon Grove, California.

REFRESHMENT BREAK.

REGISTERING, CLERKING AND
CASHIERING THE AUCTION con-
tinued.

LUNCHEON (for seminar registrants
only).

AUCTION OFFICE MANAGEMENT.
Instructors, Jasper E. Jones and Ray-
mond E. Taggart, CAl, Memphis, Ten-

nessee.
REFRESHMENT BREAK.

AUCTION OFFICE MANAGEMENT
continued.

Tuesday, February 14

BUSINESS PROMOTION AND OB-
TAINING NEW BUSINESS. Instructor,
Ronald C. “Ron’’ Harris, CAl, Atlanta,
Georgia.

REFRESMENT BREAK.



10:30 to BUSINESS PROMOTION AND OB-
11:45 am TAINING NEW BUSINESS continued.

12:00 pm to LUNCHEON (for seminar registrants
1:30 pm only).

1:30 to BUILDING AN AUCTION BUSINESS
3:00 pm WITH AUDIO VISUALS. Instructor,

Wayne Stewart, CAl, Audubon, lowa.
3:00 to REFRESHMENT BREAK.

3:15 pm
3:15 to BUILDING AN AUCTION BUSINESS
4:30 pm WITH AUDIO VISUALS continued.

Wednesday, February 15

9:00 to ORGANIZING AN AUCTION AND

10:15 am PREPARING A PROSPECTIVE CLI-
ENT AND BUYER LIST. Instructor,
Dave Kessler, New Paris, Ohio.

10:15 to REFRESHMENT BREAK.

10:30 am

10:30 to ORGANIZING AN AUCTION AND

11:45 am PREPARING A PROSPECTIVE CLI-
ENT AND BUYER LIST continued.

12:00 pm to LUNCHEON (for Seminar registrants

1:30 pm only).

1:30 to BUILDING AN AUCTION BUSINESS

3:00 pm PANEL DISCUSSION. Sammy L.
Ford, CAIl, Seminars’ Chairman and
President-elect, Mount Vernon, Ken-
tucky, moderator. Panel participants
to be selected from the Seminar regis-
trants by Chairman Ford.

3:00 to REFRESHMENT BREAK.

3:15 pm

3:15 to BUILDING AN AUCTION BUSINESS

4:30 pm PANEL DISCUSSION continued.
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Old School Building Auction
Raises Money For New
Town Library

NAA members Joe and Jack Sartor, a father and
son auctioneering team who are associated with
Town and Country Real Estate, conducted a success-
ful auction of the Main Street School in Denville, New
Jersey, October 22, 1983. The actual auction took
less than 15 minutes, but the months of preparation
before paid off as the building sold for $725,000. The
town of Denville had only expected around $550,000.

Philip Kushner, a builder from Morris Township,
placed the highest and winning bid for the building.
He is planning on renovating the old school into a
mixture of apartments and commercial units with the
intention of renting. Everyone seemed to be happy
with the results of the auction because the town is
using the revenue from the sale of the school to fi-
nance the building of a new library.

At the auction there were fifteen registered bid-
ders who each deposited $20,000. Almost 75 people
attended the auction anxious to see the final out-
come.

Everyone seemed to feel that auctioneer Joe
Sartor handled the sale very well. He made it an
active and interesting sale with some witty remarks
incorporated into his chant. The audience enjoyed
Sartor’s subtle techniques of edging for a higher bid.
Little remarks like, “The town could use a new li-
brary. Another $25,000, come on . . . ", proved very
effective in the total outcome of the sale.

Editor’'s Note: This information was sent to the
NAA office November 7th, and was taken from an
article in a New Jersey newspaper entitted THE CITI-
ZEN OF MORRIS COUNTY, published Wednesday,
October 26, 1983.

How much is a government assay office worth,
especially in New York’s Manhattan Island? In July,
the United States Assay Office in lower Manhattan,
the nation’s last public gold refinery, was sold at
auction for $27 million, making it the most valuable
piece of federal real estate ever sold at public auc-
tion.

AUCTION FORMS

IMPRINTED WITH YOUR NAME &
NUMBERED OR NUMBERED ONLY

Payment with Order — We Pay Postage
C. O. D. Orders — You Pay Postage
THE COMPLETE LINE OF AUCTION FORMS
— WRITE FOR FREE SAMPLES TO -—

STOCK YARDS PRINTING CO.

1613-A Genesee, Kansas City, Mo. 64102
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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, CAl. 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, CAIl, 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, CAlI,
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-
iam Z. “Bill”’ Fox, CAIl, 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
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.
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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).

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
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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.
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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

— Phone

City _ _
State_______ _ Zip

Send completed form and Seminar registration fee to:

NATIONAL AUCTIONEERS ASSOCIATION
8880 Ballentine, Overland Park, KS 66214

December, 1983

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

Address __

City ___Phone__

Zip.

Send completed form and Seminar registration fee to:

NATIONAL AUCTIONEERS ASSOCIATION
8880 Ballentine, Overland Park, KS 66214

State
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Seminar Instructors

William L. “Bill” Gaule, CAl, presently

serves as president of the National Auctioneers As-
sociation and in the past has served as director, vice
president and president-elect of the NAA and presi-
dent of the lllinois Auctioneers Association.

Mr. Gaule began his auction career at the age
of 18 when he conducted his first sale. He went on
to attend Springfield College in lllinois, Browns Busi-
ness College, Lincoln Land Community College and
the University of lllinois.

He is currently a member of the lllinois and Mis-
souri State Auctioneers Associations, as well as a
member of the Springfield Board of Realtors, the
Multiple Listing Service and the State and National
Board of Realtors.

Presently Mr. Gaule serves as director and vice
president of the Chatham Community Bank. He has
instructed at auction colleges for 10 years. In the
past he has been an instiuctor and is currently a
member of the CAl. He has been asked to instruct
at over 50 state and national seminars and panels
In 20 states.

B. G. (Gene) Dunnington, CAl, of Mid-
American Realty and Auction is a Realtor-auctioneer
in Monticello, Kentucky. Having been in Real Estate
and Commercial Development for several years, he
saw the need to also become an auctioneer and has
been deeply involved in both areas for approximately
20 years.

He is owner-developer of the Town and Country
Plaza Shopping Center, where his office is located;
has been involved in farming operations, subdivision
development, lake property development and specu-
lative home building. Currently, he and son Ron are
developing 75 acres with a “Rustic Home’’ overlook-
ing Lake Cumberland, which will later be sold In
tracts at auction.

Mr. Dunnington is a member of the Certified
Auctioneers Institute, is currently on the board of the
Kentucky Auctioneers Association, and also belongs
to the National Association of Realtors and the Som-
erset Board of Realtors.
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Sheldon F. Good, is president of the Chi-
cago Realty firm, Sheldon F. Good and Co., which is
widely recognized for representing some of the na-
tion’s leading corporations, as well as many major
banks. He also serves as chairman of the firm’s sub-
sidiary, Real Estate Auctions, Inc.

Mr. Good has served in various leadership ca-
pacities for the local, state and national realtor
organizations. He has won a number of prestigious
awards including the Snyder Trophy of the National
Institute of Real Estate Brokers for the most unusual
real estate exchange in the nation, not to mention
many others. |

Recognized as a well-known author and lecturer,
Mr. Good spends a fair amount of time lecturing on
real estate and related subjects across the nation.
He has written a chapter in The Real Estate Handbook
(Dow Jones-lrwin) and also submits many articles to
trade publications.

Mr. Good graduated in 1955 from the University
of lllinois with a Bachelor of Science degree in ur-
ban land economics.

INSTRUCTORS FROM LEFT, William L. “Bill” Gaule,
Sheldon F. Good, B. G. (Gene) Dunnington, Wayne
Stewart.

Wayne Stewart, CAl, is a 1957 graduate of
the Reppert School of Auctioneering, a charter grad-
uate of the Certified Auctioneers Institute, and also
a graduate of Realtors Institute. Since 1957 he has
been a real estate broker and is currently licensed in
lowa and Nebraska.

Mr. Stewart has been an instructor at Mason City
College of Auctioneering since 1979, instructing real
estate at auction and estate liquidations. He has in-
structed for the National Auctioneers Assocation in
Las Vegas, Nevada, and Nashville, Tennessee, on
Estate Liquidations at Auctions.

For the past 20 years, Mr. Stewart has been a
partner in the Southwest lowa Real Estate Company
devoting full time to the auction and real estate busi-
ness specializing in Real Estate, Antique and Com-
mercial auctions. Aside fiom the responsibilities of
his work, he has served as president of the West
Central lowa Board of Realtors and president of the
lowa Auctioneers Association.
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Chuck Layne, CAIl, is president of Layne
Real Estate Auctioneers Inc., Franklin, Kentucky, and
Is also a Realtor with the Graduate Realtors Institute
Designation.

Mr. Layne and his staff are involved in approxi-
mately 150-160 auctions annually that range from
Fountain Run, Kentucky (his hometown), to Los An-
geles, California. Their primary livelihood is the auc-
tion method oi marketing.

On an annual basis, Mr. Layne is one of four
principal auctioneers who conducts the Golden Em-
porium Auction in Los Angeles, California. The auc-
tion lasts three days, and this year the sale grossed
in excess of $10 million and had front page billing in
the WALL STREET JOURNAL, also covered in TIME,
NEWSWEEK, Good Morning America, Today Show,
P.M. Magazine as well as many national TV and radio
media.

Currently, he is an instructor at various auction
schools and seminars and is employed by other lead-
ing Realtors who do not have an auction organiza-
tion to manage their auctions.

In the past he has served as president of South
Central Auctioneers Association, 1st vice president
of the Kentucky Auctioneers Association, and is cur-
rently president of the Kentucky Auctioneers As-
sociation.

INSTRUCTORS, from left,
Chuck Layne, William Z.
“Bill’ Fox, Ronald C. Har-
ris, Ken McCormack.

William Z. “Bill” Fox, CAl, chairman of

the board of Michael Fox Auctioneers, Inc., has been
an auctioneer for 22 years. His auction business
specializes primarily in commercial, industrial and
real estate transactions.

Mr. Fox has served as president and chairman
of the CAl, was secretary-treasurer and president of
the Maryland Auctioneers Association and was chair-
man of a committee for the statewide licensing of
auctioneers in Maryland. He is currently serving on
the NAA Board of Directors.

Aside from these activities, Mr. Fox is also an
attorney and a member of the Maryland State Bar
Association. He has been a lecturer for past NAA

seminars and was also chosen as an instructor for
the CAI.

Ronald C. Harris, CAl, has served as
president and chairman of the board for the Georgia
Auctioneers Association. He was designated a mem-
ber of the CAIl in 1980, has been a member of the
NAA since 1971, served as convention chairman in
1982, and is currently serving on the NAA Board of
Directors.

He is owner of Harris Auction Services, Ltd.,
which specializes in business and industrial, small
business administration and bankruptcy liquidations.

Ken McCormack, CAI, began his auction
career in 1976 while employed in an insurance sal-
vage firm which was a family owned business. Pres-
sure from the insurance agency forced the conver-
sion of the salvage business from sealed bids to auc-
tion. At that point, Mr. McCormack attended the Mis-
souri Auction School in June of 1976, and has been
involved in auctioneering since that time.

In 1978 the McCormack Auction Company was
formed and in 1980 Mr. McCormack began doing
liquidations for the Federal Bankruptcy Court and the
Small Business Administration.

Mr. McCormack’s business expanded in 1982

Continued page 37
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“*Trademark Apple Computer Co., Inc.
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alculation

® Buyer Registration Throughout Sale

® Sales Entry
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® Sale Tally and Summaries
® Consignors Summaries

® Automatic |
® Mailing Labels

The running of vour auctions will be as
® Nlumerical |

"“SIMPLE AS ABCs?
With a proven, fast and easy to use computer system —
designed for you the auctioneer and developed in the
field by people who understand your needs.

Heavy Duty Carrying Cases with Wheels for Air Shipping

Designed to run on the Apple Il Plus’* completely port-
and for Local Travel.
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Software available for Payroll, General
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*Copyright

L] L L] - L] L ] L] ] - - - [ ] L]
L L] - - L] L ] - L ] L ] . L L] L L
" & ®# & @ @8 ® ® B ¥ @* 98 B»

"« & & & & & &8 ® @» ¥ - 8 8 8 9 @ " 2 & @ & ® ® 8 @ ® @& @ B " R BR RO EBP B EE OB AR
& ® # ® ® ® B @ ® B8
® & ® & » & & & ® ® & B B R E @R WD B EEAEEREEBEAEAAEAME
" 2 8 8 @ B B B @

[

[ ]
L
]
o
]
L
]
[ ]
L
=
LS
®
L]
[ ]
L
"
.
L1
[
lllll:lil-i-
.
#*
L3
L]
L]
-]
»
L
L
»
&
L]
r

- @ ® & & *® & ® ® @& ® 8 @ »
llillllitlll_

AUCTIONEERS BUSINESS COMPUTER SYSTEM

&2 Seviand Road
Newton, MA O2159

Harriet M. Finn
(E17)527-5563
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again, as he began handling the County of San Diego
surplus equipment and vehicle sale. He attributes
much of his success to his use of computers. Not
satisfied with the auction programs available at the
time when he decided to use a computer, he and
Janet Mika formed Action Software Design, a partner-
ship of the Programmer, and currently market soft-
ware in the auction industry.

Mr. McCormack, who has been active in his
state and national auctioneers associations, has been
asked to speak on the subject of “Computerizing the
Auction Business’ which he feels is essential for
auctioneers to be aware of now and in the future.

Sammy L. Ford, CAl, is currently serving
as president-elect of the NAA. He has been very
active in both his state and National Auctioneers As-
sociations. He served as director, vice president
and president of the Kentucky Auctioneers Associa-
tion, and director and vice president of the NAA.

Mr. Ford is president of Ford Realty and Auction
Company in Mt. Vernon, Kentucky. He began his
business in 1965, and in 1968 his company was
formed. Since that time, he has worked full-time in
the real estate and auction business conducting ap-
proximately 100 auctions annually.

He is a graduate of Eastern Kentucky University
with a BS degree in Business Administration. In 1965,
he graduated from Repperts School of Auctioneering,
and in 1977 received the Graduate Realtors Institute
scholarship award for having the highest score in
the State of Kentucky on Course | exam.

INSTRUCTORS, from left, Sammy L. Ford, Ronald R.
Kirby.

Ronald R. Kirby, CAl, president of Ron
Kirby Auction and Realty, Inc. of Franklin, Kentucky.
The firm is involved in private real estate sales, auc-
tion sales of all types of real estate, farm machinery,
antiques and other personal property.

He is owner of two used car and truck sales, and
part owner of Bowling Green Auto Auction, Inc. He
is also in charge of the auction department for a real
estate firm in Bowling Green, specializing in resi-
dential and farm auction sales, and is part owner in
two real estate developments in Franklin.

Mr. Kirby is presently a director for the board of
the Kentucky Auctioneers Association. He is imme-
diate past-president of Franklin Simpson Board of
Realtors, and has lectured to various groups on his
knowledge of Real Estate at Auction.

State Association Conventions — Dates and Locations

Convention Dates State association

Hotel/motel and city

State Association contact

December 4-5 Tennessee Holiday Inn-Briley Parkway, Nashville Danny MacDonald
December 10-11 Florida Las Palmas Inn, Orlando Jim Gall

January 6-8, 1984 Virginia Sheraton Inn-Military Cr., Norfolk Barry Cole
January 8-9 Georgia Terrace Garden Inn, Atlanta Freddi Hagin
January 12-13 Pennsylvania Harrisburg Kerry Pae
January 13-14 Michigan Long’s Convention Center, Lansing Richard Brodie

January 14-16 Ohio

January 21-22 North Carolina Burlington

January 21-23 Minnesota

February 4 New Jersey

February 10-11-12 North Dakota

February 16-18 Montana

March 9 Kansas

April 29-30 Kentucky Lexington
May 19-20 South Carolina Columbia
June 3-4 Georgia Columbus
June 6-7 Wisconsin

June 7-8-9 South Dakota

June 8-9 Texas

Stouffer’'s Dublin Inn, Columbus
Holiday Inn Downtown, Mankato
Marriott Hotel, Somerset
Holiday Inn, Jamestown

Holiday Inn, Hutchinson

Marriott, 6121 | 35 N at US 90, Austin

Thomas A. Baier
Harvey L. Tate
Patrick Ediger
Margaret Combs
Marion Schmidt
Robert McDowell
Rex B. Newcom
Danny R. Ford
Phyllis Pinckney
Freddi Hagin
Rober J. Massart
Charles Sutton
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.
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AMERICA’S TOP QUALITY

AUCTION SCHOOL. WRITE OR
CALL FOR FREE CATALOG. AP-
PROVED FOR V. A. TRAINING.
SINCE 1962

MENDENHALL SCHOOL OF

AUCTIONEERING

P. 0. BOX 7344
HIGH POINT, N. C. 27264

(919) 887-1165

' 2 e FREE CATALO
Learn Auctioneering e 1 1AL0C
Complete cassette home study.
5 qu hours of chant secrets, |

training exercises and all phases
of auctioneering.

American Academy of Auctioneers
1222 No. Kenwnod Broken Arrow, OI( ?4012
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COMPLETE
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NAA conventions

1984 — Minneapolis, Minnesota, July 17 to July 22 (Hyatt Re-
gency/Holiday Inn Downtown)

1985 — Philadelphia, Pennsylvania, July 30 to August 3 (Frank-
lin Plaza)

1986 — San Francisco, California, July 29 to August 3 (San
Francisco Hilton & Towers)

1987 — Hollywood, Florida, July 7 to July 12 (Diplomat Hotel)

NAA seminars

1984 — San Diego, California, January 23-24-25 (Hilton Hotel)
Memphis, Tennessee, February 13-14-15 (Peabody)

1985 — Kansas City, Missouri, January 20-21-22 (Hilton Plaza
Inn)
Williamsburg, Virginia, February
House/Cascades Conference Ctr.)

1986 — Clearwater Beach Florida, January 27-28-29 (Sheraton
Sand Key Hotel)
Monterey, California, February 10-11-12 (Doubletree
Inn Hotel)

11-12-13 (Motor

of

Florida A
« Member

Gainesvil

AUCTIONEER

M.

YOUR FLORIDA CONNECTION
REAL & PERSONAL PROPERTY

Auction Company

Licensed Real Estate Broker
““America’s #1 Auction Team”’

e President-Elect

National Auctioneer’s Association

* Florida State
Champion Auctioneer

ille, Florida Dec. 1980

* Florida State Fair
Champion Auctioneer
Tampa, Florida Jan. 1982

America

JIM GALL

uctioneers Association

PRESIDENT
Headquarters: 888 Biscayne Boulevard, Miami, Florida 33132 « (305) 374-4353
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NAA MEMBER JACK CHARLESWORTH, recently
elected president of the National Auto Auction As-
sociation, speaks to a record breaking crowd of 108
out of a possible 135 member auctions in attendance

at the annual convention held in Chicago, October
6-9.

CUsTOM
LABELS

KASCO LABEL FEATURES
 Bright yellow - Easy to Find
« Ample Writing Areas

 Permanent Adhesive "Prevents
Moving of items and unauthorizea
regrouping of items”

Prices 2,000 .......... $55.00/m

inexpensive.

10,000. .......... 522.50/m
18000, . o n s iiims s $19.50/m
25,000........... S$415.60/m

LABELS — Quality self stick labels keep
things moving on Auction Day. 1% x 3%

BUYER NO.

STTLE 1

Do not move auction items without auction personnel
present. Soid As Is, Where Is. All Ssles Final. Thank You.

not shown actual size
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25 Large 11 X 17 Arrows
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Jack Charlesworth is
New NAAA President

Jack Charlesworth, manager of Atlanta Auto
Auction, Red Oak, Georgia, was elected president of
the National Auto Auction Association at the group’s
annual convention and business meeting held in Chi-
cigo, October 6-9. Charlesworth, who is a member
of the National Auctioneers Association, is a veteran
in used car merchandising. For many years he was
used car merchandising manager, American Motors
Corporation. While there he was the first person to
consign a group of factory owned cars to an auto
auction. This practice has grown and today the four
major domestic manufacturers all rely heavily on
NAAA member auctions to merchandise factory
owned used cars.

NAA member Warren Young, president of Man-
heim Auctions, Inc., and Frank Grochal, vice presi-
dent, used vehicle sales, Automotive Rentals, Inc.,
were elected to the NAAA Hall of Fame, during the
convention.

Chicago’s convention established new attend-
ance records with 108 of a possible 135 member auc-
tions in attendance. Also attending were representa-
tives of the major automobile manufacturers, guide
book publishers, fleet and lease accounts and others
engaged in used car merchandising.

Here's a good advertising spot. These quality self-stick lalbels keep your
auctions moving smoothly. Auctioneers across the country use our labels 'rc?
prevent loss and eliminate confusion. In quantity the custom labels are quite

JOHN Q. SMITH, Auctioneer
Minneapolis, MN (6412) 5551212
“Cash in a day ... The Auction Way"

SIGN PACKAGE

50 Smaller 72 X 9%

SUPPLY CO.

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

ADD $2.50 PER

Bright red ink on white

Mixture ll;f:frtuard ORDER SHIPPING
sof each  pioht & HANDLING




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.

4

CHAMPION QUALITY TOOLS -- IMPORTED & DISTRIBUTED ONLY AT
FRIEDER, INC. ONE OF THE LARGEST IMPORTERS IN THE MID-WEST.
IN BUSINESS SINCE 1952.

o Piece MECHANICS
PLIERS SET

ODZ—Xr> s

Lines We Carry:

ATARI
ACTIVISION
FUZZBUSTER
WHISTLER
INTELLIVISION
MAXELL

IMAGIC

PARKER BROTHERS
GAMES BY APOLLO

FRIEDER, INC.

SANYO

TDK 2553 SUPERIOR AVE. /7 P.O. BOX 03109
ggﬁfom CLEVELAND / OHIO / 44103

EXTEND-A-PHONE

SHARP YOUR ONE STOP WAREHOUSE FOR TOOLS, GENERAL MERCHANDISE AND

ALADDIN KEROSENE HEATERS @l CONSUMER ELECTRONICS. FAST & FRIENDLY SERVICE.
CONTACT US FOR THE MOST CURRENT LOW PRICES.

HOURS 8:30AM to 5 Daily Come in or Call 1In State:(216)781-6477
8:30AM to 2 Sat. Out of State Watts: 1-800-321-8192
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Licensing Question
Answered in Arizona

Editor’s Note: This letter is reprinted from the
Auctioneers Association of Arizona, Inc. Newsletter
in reply to some questions raised about the licensing
of auctioneers involved in selling real property.

John Cadzow

Arizona Association of Auctioneers
4527 E. Devonshire

Phoenix, Arizona 85018

Dear Mr. Cadzow:

It has recently come to the attention of this de-
partment that there may be some confusion in the
Auctioneering and Real Estate industries regarding
whether an auctioneer needs to possess a real estate
license if selling real property.

We were advised that you are the president of
the Arizona Association of Auctioneers and | am tak-
ing the liberty of writing you to inform your group as
to the position taken by the Arizona Real Estate De-
partment. We interpret the existing law to not require
that an an auctioneer have a real estate agent’s li-
cense so long as the auctioneer merely conducts
the auction and does not draft the real estate con-
tracts and other legal documents in connection with
the transfer of an interest in real property. If an auc-
tioneer were to assist in any way in preparing the
real estate documents, a real estate agent’s license
would be necessary. |f the auctioneer limits his or
her activities to merely calling for bids the licensing
IS not necessary.

We have received inquiries from various auc-
tioneers and real estate agents regarding the legal
requirements for licensing. We would appreciate it if
you would pass this information on to any members
of your association who have an interest. If we can
be of further assistance please advise.

Richard B. Micholls
Real Estate Commissioner

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 up, 20 to each page.
— WRITE FOR FREE SAMPLES TO —

STOCK YARDS PRINTING CO.

1613-A Genesee, Kansas City, Mo. 64102

December, 1983

Livestock
at Auction

T e e e oI vt e G YR
What Others Are Saying

Editor’'s Note: The following information was
sent to the NAA office in the Livestock Marketing As
sociation newsletter entitled VIEWPOINTS. For fur-
ther information on the views and opinions expressed
in VIEWPOINTS, contact Dennis D. Casey, associate
manager for government and industry affairs, or John
J. McBride, information officer at 3017 East Armour
Boulevard, Kansas City, Missouri 64111.

Federal Law Needed on Mortgaged Livestock

Many states have passed legislation dealing with
what is commonly called the “mortgaged livestock™
problem. So why is a federal law needed? For a
couple of good reasons, the Livestock Marketing As-
sociation (LMA) believes.

First of all, a quick definition of the problem: it’s
what happens when the seller of mortgaged livestock
doesn’'t use the proceeds of the sale to pay off the
lien. The lien-holder often takes legal action against
the market or the buyer, though neither may have
known of the existence of the lien.

LMA has long advocated a legislative solution to
this unfair situation, and in fact has worked with in-
terested parties in several states to change their law.
LMA is currently participating in a nationwide effort
to get federal legislation, for two principal reasons:
1) a federal law would be uniform across the country,
with states still preserving their right to make their
laws even tougher; 2) a federal law would clear up a
current dilemma — are federal agencies, such as
Farmers Home Administration (FmHA) a major federal
lender, subject to state law on this subject?

LMA also wants to point out that current eco-
nomic conditions, and the resulting pressures on
agencies like FmHA to grant more loan assistance,
could mean that “less than ideal”’ standards might
be used to qualify borrowers. Marginal operators
could get livestock loans that could lead to more
‘mortgaged livestock’ problems down the road when
it comes time to market the animals.
| There’s no question that this summer’s devastat-
iIng drought hurt thousands of solid, reputable pro-
ducers. And they certainly deserve another chance
to get back on their feet. The vast majority of these
producers, of course, will pay back any loans they
get with no problems.

But LMA is concerned that the rush to lend
money could bring headaches — and potential fi-
nancial losses — for buyers and livestock markets.
And that makes the search for a legislative solution
even more important.
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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.

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

® Wireless— no microphone cords to restrict your mobility.
Up to 100 yard transmission range. Also operates as a
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.

® Versatile — inputs for two hard-wired microphones and
an auxiliary input for a tape recorder. Outputs for two
remote speakers plus an auxiliary output for a recorder
or amplifier.

® Designed for Outdoor Use — anodized aluminum con-
struction with high-impact Cycolac horn. Controls and
jacks are mounted to minimize entry of dust and moisture.

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

e

VPECE |
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(available without wireless as Model VP300)

Freedomike® FM-AV4

Wireless Microphone Sound System
For smaller audiences, consider the FM-AV4 — a complete
wireless microphone sound system in a 13" X 18" X 6"
carrying case.

® AC or rechargeable battery
operation.

® Auxiliary microphone and
High-level inputs.

® High-level and microphone
level outputs.

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

lectrosonica INct

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

Ultra Portable Voice Projector 18R

Full featured “‘over-the-shoulder” P.A. unit with
microphone, charger and shoulder strap.

® 10.5 watt rms amplifier
® Built-in rechargeable battery pack

® On-Off switch and volume control with
LED “power on” indicator.

e High level input and output jacks for
connection to auxiliary audio
equipment.

® Weighs less than 6 pounds
® 10'4" high x 7" wide
X 7" deep

Cotn, Pty

i

Lectrosonics products for auctioneers are available from:

HUGH MILLER
Curran Miller Auction
13020 N. Street, Highway 57
Evansville, IN 47711
812-867-2486

DUANE E. GANSZ
Duane E. Gansz Auction & Realty
14 William St.

Lyons, NY 14489
315-946-6241

COL. GORDON TAYLOR
Reisch World Wide College of Auctioneering
Box 949
Mason City, Iowa 50401
515-423-5242

RED WALLACE
Earl “Red’”” Wallace & Associates
1040 South West St.
Wichita, Kansas 67213
316-943-0217

The Auction Marketing Network

R.J. “BOB” THOMAS
Western College of Auctioneering

ROWLAND HUEY
John Huey & Sons
11660 Parkway Drive
North Huntingdon, PA 15642
412-863-4961

JAMES J. RADFORD
Action Auction of America, Inc.
2100 Powerline Rd.
Pompano Beach, FL 33060
305-979-2300

DAVID A. KESSLER

122 W. Main
New Paris, Ohio 45347
513-437-0263

Box 21116
Billings, MT 59104
406-252-7066
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Kornbrust Took
Long Road to
Becoming Auctioneer

Editor’'s Note: This article was reprinted with per-
mission by COLLECTORS JOURNAL weekly publi-
cation, Vinton, lowa. Article was published in the
October 7, 1983 edition and written by Maureen Col-
lins.

Moline, lllinois — Born in north-central Missouri,
NAA member J. C. Kornbrust took the long road to
auctioneering success.

As a newcomer to the Moline area back in 1951,
the 30--year-old auctioneer had been in the large
metropolis for less than 12 months when he returned
from auctioneering college.

As with any new career, a man must have either
experience in his field, or a reputable name in his
area to promote business and Kornbrust — a new
man in town — had neither.

As he himself said, “I must have been crazy, |
guess.”

Since that time, however, the Kornbrust name
has grown in the communities that make up the Quad
Cities and today his sales are some of the largest and
steadiest in the area.

“J.C.” as he goes by, has faced challenges all
of his life. Although quick to downplay his vast ex-

perience in overcoming challenges in his time, his
background tells a lot about the man.

He was raised on a farm where hard work was
the daily schedule and by the time he was in his late
teens he was an accomplished horse trainer. At the
age of 21, the young man was in a car accident which
left him with a stiff leg.

He abruptly faced a long future and a lack of
career.

“If it hadn’t been {for the accident, | would prob-
ably still be training horses,” he said.

From that point on, Kornbrust held many occu-
pations — long term, yes — but not totally satisfy-
Ing. He became a member in a country and western
band, a cat skinner and finally accepted a position
at the Rock Island arsenal where he took his vacation
time to attend college in Kansas City in 1952 to be-
come an auctioneer.

Auctioneering combined many aspects of his
life that were important. Being from a farming back-
ground, he had attended sales throughout his child-
hood, and also he was not a stranger to hard work.

J.C. enjoys people and the opportunity to ‘“en-
tertain” them, work with them, and for them, was im-
portant.

“It's how you come across to people that makes
the difference. | enjoy what | do or | wouldn’t work
so hard at it, and | wouldn’t have been doin’ it for this
many years.”

Kornbrust is past president of the lllinois State
Auctioneers Association and for nine years he was
the secretary/treasurer for the association which
regulates the auctioneering field throughout the state.

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- f |

sponsive auction audience, call the
Tribune representative nearest you.

Chicago Tribune Auction Mart...
because Chicagoland 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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He feels that one important aspect of auction-
eering is educating the men who are auctioneers.
While president of the lllinois Auctioneers Associa-
tion he worked to promote not only guidelines for the
auctioneering field, but seminars dealing with organi-
zational skills for auctioneers and new methods of
setting up auctions.

He speaks highly of Howard Buckles, a member
of the NAA Board of Directors, who really puts his
personality into crying an auction — ‘‘that does make
a difference to the people who come to a sale” he
said. ‘““Howard makes people feel good — that he
cares whether they come to the auction or not.”

Kornbrust’s own sales are well-organized and
fast-paced. He has set up his own clerking system,
borrowing from several clerking methods he has
had the opportunity to observe over the years. Check
out is fast and efficient, and much of what he says,
must be credited to his daughter, who has been cash-
iering since she was 13 years old.

Mr. J. C. Kornbrust seems to have found his
final career and the challenges of auctioneering —
by his own admittance — are more than enough to
keep him happy for many years to come.

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

WORLD’S MOST MODERN AND

EFFICIENT AUCTIONEERING SYSTEMS
| Registered U.S. Patent Office
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Clerkmobile T.M.
Patented Clerking
System Installed

Fits on Standard
> or ¥ Ton Truck

Used auction tops and Clerkmobiles for sale.

For Free Literature and Additional information —
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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

The Auctioneer’'s ‘‘Auctioneer’”’

HEN YOU HAVE AN AUCTION THAT

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

SULTATION IN PRACTICALLY EVERY CATAGORY
OF REAL OR PERSONAL PROPERTY.

® COLORFUL TENTS (For Outside Sales)

® ALL ASSOCIATED EQUIPMENT (P.A.

Systems, Chairs, Organs, Sound Trucks,
Cattle Pens, Portable Generators, Etc.)

® NATIONWIDE ADVERTISING (In House
Agency)

® NATIONWIDE MAILING LISTS

® FINANCING AVAILABLE (On Most All
Properties)

® NATIONWIDE TOLL FREE TELEPHONE

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

BROKER PARTICIPATION INVITED.

Call Toll Free

In Georgia Call
800/342-2666

Elsewhere Call
800/841-9400

HUDSON AND MARSHALL
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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Edmund Kueker is Honored
by University of lllinois
For Work With 4-H Clubs

Reprinted with permission by THE COLUMBIA
STAR newspaper, Columbia, lIllinois. Article was
published in the October 13, 1983 edition.

NAA member Edmund E. Kueker has been hon-
ored for his efforts and contributions to 4-H club and
extension programs in lllinois.

Mr. Kueker was presented a plaque at ‘A Salute
to 4-H" halftime program of the lllinois-lowa football
game Saturday, October 1. A crowd of some 73,000
fans watched the presentation to Mr. Kueker and
three other recipients.

Some of the day’s activities Mr. and Mrs. Kueker
attended were, having lunch with the University Presi-
dent Stanley lkenberry; watching the football game
In the press box, and attending a banquet where the
“Four Million for 4-H Campaign’” was explained.
They saw a first viewing of the new 4-H club film that
will be aired on television later this year, and the day
ended with a buffet dinner attended by senators,
representatives and other lllinois dignitaries.

Some of Mr. Kueker’s activities in the 4-H pro-
gram include: serving as assistant farm adviser in
Monroe County; led the first all 4-H horse club in
lllinois for 23 years; judging and announcing many
shows and horse clinics for 4-H horsemen; and an-
nually auctioning the county 4-H steer, beef and pork
champions at the Monroe County Fair.

Mr. Kueker lives near Waterloo where he raises
quarterhorses and collects antique horse-related
items. He is a professional auctioneer and the horse
class instructor for Belleville Area College.

BRITTEN AUCTION ACADEMY
P.0O. Drawer B, Bryan, Tex. 77801

Approved by Texas Education Agency
The School of Distinction

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

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

you buy.

*We print your name, address & logo on a detachable card - you give them to

Rwick hlerk

N\ Box 147 Northfield, Mn. 55057 /4

December, 1983

In Memoriam. ..

MICHAEL M. GORDON

The NAA office was notified of the October 9th
death of NAA member Michael M. Gordon, president
of American Auction Associates Inc.

He specialized in commercial and industrial auc-
tion sales and auctioned Chicago landmarks such as
Riverview Park, and the two-block area that is now
Daley Plaza, the London House and Mr. Kelly’s.

For 28 years, he was an auctioneer for the U.S.
District Court, Small Business Administration and
General Services Administration. He was 65 years
old.

WILLIAM R. COX

The NAA office was notified in October of the
May 5th death of William R. Cox of Richmond, Vir-
ginia. Mr. Cox has been a member of the NAA since
1962. He was 67 years old.

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

bidding crowd.’’

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 ]
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(Established 1917) pa”}’ &

531 Broad Street

Rome, Ga. (404 )291-7007
I.I;'C,ENSED i BONDED e INSURED

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

Invites Participation
By Auctioneers & Real Estate Brokers, Nationwide

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

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

Gordon E. Taylor e .
President ey

St. Paul Union e
Stockyards 2«.”5’

SOUTH ST. PAUL LIVESTOCK AUCTIONEERING SEMINAR

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

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

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

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

Seminar is held the 1st week in February.

For catalog and enrolliment information Send to:

Col. Gordon E. Taylor

LIVESTOCK AUCTIONEERING SEMINAR
REISCH WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

P.O. Box 949 — Phone 515-423-5242 or 6396
Mason City, lowa 50401
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Roberts Wesleyan College
Honors Harris Wilcox

Roberts Wesleyan College presented the Com-
munity Service Award to Harris Wilcox, president of
Harris Wilcox, Inc. He received the award during
the college’s Alumni Banquet on October 8 during
Homecoming Weekend.

Dr. William C. Crothers, president of the college,
announced the honor, cited Mr. Wilcox for his sig-
nificant contributions through his civic, professional
and financial expertise. In commenting on the selec-
tion criteria, Dr. Crothers noted that Harris Wilcox,
who is a member of the Executive Advisory Board of
the college, has continually been involved in the de-
velopment of his community and environs.

Mr. Wilcox is the owner of Craiglen Farm, estab-
lished in 1810 when the Wilcox family moved to New
York from Connecticut. Mr. Harris’ father was a part-
ner in Harris, Beach and Wilcox law firm.

He is board chairman of Erie and Niagara In-
surance, a director and executive committee member
of Security New York State Corporation, board chair-
man of Genessee Valley Presbyterian Nursing Center,
and past president of both the National Auctioneers
Association and the New York State Auctioneers As-
sociation.

He is a graduate of Cornell University and is a
member of Phi Kappa Phi and Alpha Zeta.

He is an elder of the First Preshyterian Church in
Bergen and was moderator of the Presbytery of
Genesee Valley.

Accredited

Want Professional Assistance?

\ 4

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.

We

AFLE Cooperate
CREB To Help You!

Jim Graham

NEW AUCTIONEERS - If you'd like professional assistance .
business, call us. We'll handle the auction for you .
tablished.

IF YOU'RE AN ESTABLISHED AUCTION COMPANY . .
tise, you'll find us good people to have on your side while preparing and promoting the auction.

gfm

. or if you've got a seller and are “just getting started” in
. and jointly advertise your name .

CALL AND TALK IT OVER!

~inc. AUCTIONEERS - REALTORS

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

December, 1983

. to help you get es-

and would like to have some additional clout and exper-
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Please State SlZE OF F”_E You wish to order
400 SIOt Fi Ie (Slots—3” deep - 24" wide) $169-95 !

36” Wide — 21'/2” High — Weight 32 lbs.

400 S ' Ot Fi Ie (Slots—2" deep - 12" wide) $1 69 -95
30” Wide — 212" High — Weight 23 lbs.

' 1 00 S I Ot F i Ie (Slots—3'/2" deep - 2'/2" wide) $59 5 95

100 Slot File (Slots—2” deep - 2" wide) $59 .95

50 S l Ot F i I e (Slots—3/2" deep - 212" wide) $39 . 95

50 S I Ot F i I e (Slots—2"” deep - 2" wide) $39 . 95

Sales Forms, in triplicate PLEASE STATE THE SIZE OF FILE YOU WISH TO ORDER.

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

Purchaser - Package of 200 Sheefs (4,200 Items) $40-00
Price Package of 600 Sheeis (12,600 Items) $1 1 5-00

We pay shipping charges on all items Telephones—Office (308) 995-8614

Ship C.0.D. or Send Check to: Home (308) 995-5098

| 423 East Avenue Holdrege, Nebraska 68949
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The Sweet
Smell of Success

A land auction of five acre tracts at “Future
Farms” in Kentucky far exceeded all expectations,
especially those of NAA members Harold H. Helm, I,
CAl, and Jim Price. After the auction was over NAA
member Helm had this to say, ‘“‘After several years
of struggling to get our market to accept the use of
auctions to sell real estate in an urban and suburban
setting, it was indeed sweet to succeed in front of a
large and distinguished audience, as well as my
banker.”

The October 2nd sale of “Future Farms’ was a
successful sale, but it involved a lot of organization
and preplanning to make it as successful as it was.
NAA members Helm and Price had estimated the
figures and prepared their owners to expect between
$1,500 to $1,800 per acre.

One partner sold them his interest at his net if
the property would only bring $1,350 per acre be-
cause he was not comfortable with an auction and
did not wish to hold up the other partners. Fortunate-
ly for another partner, he exercised the right of first
refusal and bought this position. The auctioneering
team of Price and Helm averaged $2,600 per acre
and because they exceeded $2,400, they received a
handsome bonus as per the contract.

Both the clients and buyers were pleased. Ap-
proximately 200 bidders attended this auction. Both
auctioneers felt that the success of this auction and
their own personal career success could be attributed
to benefits available to them through their member-
ship in the NAA. They believe that the conventions
and acquaintances all help to form learning experi-
ences that can be put to use in day-to-day business
transactions.

Editor’'s Note: This information was taken from
a letter sent from Harold Helm, I, CAl, to Mr. Haskel
Ayers, CAl, of LaFollette, Tennessee. Mr. Ayers had
spoken at the 1982 Real Estate Seminar in Atlanta
and Mr. Helm wanted to thank him for sharing his
ideas and the time and effort he has given through
the NAA and the CAl programs.

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

Clerking Sheets
A Kwick Klerk Exclusive!!
Individual, snap-out slips
The fastest system going

Some say the time saved pays for them

hUJICI-\ hlerk

Box 147 Northfield, Mn. 55057

December, 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

898-7284

SAT. 10AM

Members of the NAA, are auctioneers to whom
service to others is more important than personal
gain.

B. G. Coats

The farmer was hooking a chain from his huge
tractor to a stranger’s Cadillac stuck in the snow.
“You’re not going to hook that tractor to my $20,000
car, are you?” the worried car owner asked.

The farmer unhooked the chain and got back on
his tractor. “No mister,” he said. “I'm not going to
hook my $30,000 tractor to your $20,000 car.”

‘l Ph. 219-925-5401 or write Russell Kruse at above address.

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 in 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 o
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)
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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%2 MINUTES—
~ SAN FRANCISCO EXAMINER MINNEAPOLIS STAR AND TRIBUNE N ATIONWIDE 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:

H Offer this additional successful marketing technique to your clients. B There are many advantages to a
public sale (Auction). B 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 fall.

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
inincome. 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 50
COURSE
ONLY

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.

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

Mail to: National Institute of Real Estate Auctioneers, Inc., 3961 MacArthur
Blvd., Suite 212, Newport Beach, CA 92660 - (714) 752-2298

T e,
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National Conference
Scheduled for

Potential and Existing
Women Business Owners

Editor’'s note: The NAA office received this in-
formation on October 7th from the United States
Small Business Administration.

Dear Friends:

The office of Women’s Business Ownership is
making every effort to locate potential and existing
women business owners who may be interested in
attending our national conferences.

The Office of Women’s Business ownership,
Small Business Administration, is sponsoring a series
of National Initiative Conferences around the country
in 1983-84. The purpose of these conferences is to
provide high quality hands-on training in a broad
range of business skills with an important and unique
emphasis. That emphasis combines the skills and
needs of the public and private sector into providing
a community ‘‘afterlife’” of activities on behalf of wo-
men business owners.

The conferences will have two track training: one
for those contemplating business ownership and
start-up businesses; the other for those who are
ready to expand or diversify.

If you wish to have your name placed on the
mailing list for these conferences, please contact:

Ms. Susanne Howard, Conference Coordinator

Office of Women’s Business Ownership

1441 L Street, N.W. — Room 414

Washington, D.C. 20416
Looking forward to having you join us.

Carolyn Doppelt Gray
Director, Office of Women’s Business Ownership

r

CONTAINER BUYERS

Pay low prices at Europe’s largest wholesale

source of antiques. Buy F.O.B. England or Ant-
werp, Belgium with similar services available
from other countries, or we will select, ship, and
pay all charges and finance to your door. Sup-
plying 20 and 40 foot containers, and bales of
Oriental rugs, to U.S. and Canadian whole-
salers and auctioneers. Annual volume over
$1,000,000. Write or call collect 503-654-3000.

OR VISIT OUR WAREHOUSE

At Clackamas, Oregon and choose a truck or
trailer load of merchandise from various coun-
tries. Open 10 to 5 daily (except Sundays and

Holidays).
LYNN WALTERS
P.O. Box 116, Clackamas, OR 97015
Phone 503-654-3000

December, 1983

Telling the Auction Story

Telling the Auction Story is a new feature of THE
AUCTIONEER magazine that recognizes member
auctioneers who are chosen to speak at various
functions across the nation.

NAA member John Horton recently spoke at the
16th Anniversary celebration of the American Busi-
ness Women’s Association. The Heart of Dixie
chapter heard NAA member Horton speak on a sub-
ject entitled “The Business of Auctioneering”.

At the conclusion of the meeting, he demon-
strated how an auction is handled, during a white
ele%hant auction which benefited the scholarship
fund.

Hugh B. Miller, Vice President of the National
Auctioneers Association presented three education
sessions at the recent annual convention of the In-
diana Association of Realtors Convention. The topic
of the session was entitled the Auction Alternative.

The annual convention was attended by over 650
Realtors and guests and was held in Evansville, In-
diana, at the Executive Inn.

The education sessions, presented on several
topics, are a popular item on the convention program.
The Auction Alternative session was well attended by
many interested Realtors and Auctioneers. Most of
the auctioneers present were members of the NAA.

The high attendance and number of questions
asked, pointed out the vast interest among Realtors
In selling real estate at public auction. This is an
excellent source of business for real estate auc-
tioneers.

Also addressing the convention were National
Association of Realtors President Harley Snidey, and
NAR Board member and NAA auctioneer Dean Kruse
from Auburn, Indiana.

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

898-7284

SAT. 10AM

Congratulations and best wishes are in order to
Carolyn A. Durr and Roy L. Crume on their November
6th wedding. The NAA wishes you many happy years
together. As their wedding invitation stated, “Every-
thing is more beautiful when it is shared in Love”.
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SHELDON CORD’S *4 MII.LION DOLLAR TOY SALE' TOYS' TOYS! TOYS!

MUSICAL LARGE
WALKING 10" PLUSH _ S NEW! EXCITING
SANTA MAMMA & BABY BATT. OPERATED

PLAYS ANIMAL SET | ey . CARTOON SANTA

3 XMAS B, : KOALA BEAR .o g IN CAR PLAYS
gz TEDDY BEAR T h 3 XMAS SONGS
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PACKED 12 e

TO A CASE " . o
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ALL METAL )
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E.A. i $12.00 DZ. PISTONS b $3.90 EA.
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¥ & LAUGHING WAR SOUND
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$8.90 EA. $4.00 | “. BLINKING LIGHTS
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PACKED 12 TO A CASE [ ‘5 TO A CASE
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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 &
HOUSEWARES

TOOLS JEWELRY

LATE
NOVELTIES ARRIVALS

40 PC RATCHET AM/FM ASST. “BLINKS AS ALL NEW
SOCKET SET i 2 1WA ML AL rencian | WALKALONG | POP CAN YOU GO" UNIVERSAL
Y & %' COMBINATION PEN FLOATING HEART cop STEREO LIGHTERS LIGHTED WRENCH
i WATCH WITH COOKWARE CASSETTE FLUID VISOR HAT
$2.75 EA GENUINE DIAMOND SET AS SEEN
: ' $18.00 DZ $9.90 SET PLAYER INCLUDED W/BATTERIES ON TV
IN LARGE METAL BOX $1.60 EA. ' . . 528.00 EA. $1030 DZ. | $20.00 DZ. $18.00 DZ.
\ " MO rn 50 PC
4 | LADIES’ LUCITE CASSETTE DIAMOND 2 PC EXT ]
'V ﬂ | T SUPPER T - : RA HEAVY
______ 20 B v o | L0 FENDANT LCSUT;;T';AL OR B-TRACK g oo 0| I BFA(IJ"IliEl[:E (lillI;E DUTY S §.
it u" LA W/CHAIN DESK CLOCK STEREQ CLOCK LIGHTERS ASST. LOGOS $4.00 EA glLFarTl‘i”oAx'?EIIEJ
R R PR $30.00 DZ. | $30.00 DZ. | $27.00EA. | $12.00 EA. | $21.00 DZ. | $30.00 DZ. 510 50 EA
s | un MEN'S OR M SMALL MUSICAL | LARGE ASST.
WOOD HANDLE | WoOD HANDLE |  LADIES' | LCOSKINDIVER }  CREDIT CARD | CREDIT CARD PsToL  [BIRTHDAY CARDS|  COPPER
SCREWDRIVER | SCREWDRIVER | . LCD WATCH WATCH CALCULATOR W/ | KEY CHAIN BUTANE ALSO: XMAS MUSICAL
SET SET W/TWIST BAND 6-FUNCTION CASE & AUTO. | caLCULATOR LIGHTER WEDDING FIGURES
GIFT BOXED SHUT-OFF $3.75 EA EA ANNIVERSARY 8 STYLES
$1.50 SET | $2.50 SET | $30.00 Dz. | $4-00 EA. | §3.75 g, | >0 | S350 EA. | o1 no'n7 | $36.00 DZ.
COMPUTERIZED
17 PC. 3 Di. CHILDREN'S LARGE HANDY 2 PC. LG. PISTOL
40 PC. ._ DIAMOND 35 LIGHT 100 LIGHT
%" DR. 5-FUNCTION TELEPHONE PERFUME BUTANE
TAPS:TmE SOCKET CuT DIGITAL e PUSH BUTTON PEN LIGHTER XMASSE.}.REE XMASSE:I'.'REE
SET E?;‘;‘L':g WATCH . :lﬂ%wumu SET W/FLASHLIGHT
$7.90 SET | ¢1.75 SET $12.00 DISP. | $30.00 DZ. - automaTic | $10.80 DZ. | $7.50 EA. | $19.00 DZ. | $36.00 DZ.
REDIAL
o WALL BRACKET
17-JEWEL INCLUDED ':ﬂkgg::ﬁ? ALL WOO0D
ASTRO PORTABLE | HEAVY GAUGE LCD POCKET 65.90 EA $36.00 GR 10 x 50 HOLIDAY ALL WOOD
WORK & 19° STICK-ON WATCH W/ $6. " | assTD. i(l?Y[:thHS BINOCULARS WISHING CURIO
E”i’:::;'c" TOOL BOX 318”30“02 HUNT SCENE COWBOY BOOT, I W/CASE NUT‘[':‘I%IIEKER CABINET
$6.90 EA. 3 ) CASE CORDLESS TELEPHONE : A. E, FOOTBALL 32100 PR. 51500 EA.
$7.90 EA. $16.95 EA. |  750FT. Ranc $55.00 E $36.00 GR. $30.00 DZ.
LOCK BLADE QUARTZ ASST. MEN'S OR $100.00
25 PC. 2 PC. IMPORTED - RETAIL BEAUTIFUL
. %' DRIVE DIGITAL “:“:;g 6 Pcf«lG CHEFMASTER PEN/PENCIL Li%'fg":g:'év ALL WOOD CHINESE
SHEATH SOCKET SRCHT WATGH e CARYY CARVING SET—GOLD | . o eurron | 5-DRAWER | MUSICAL
9.00DZ. AEL S DISPLAY SET GIFTBOXED | " liceiias | JEWELRY | RICKSHAW
3 50007 | $6.90 SET | A S4.00 SET | <2 50 seT | $30.00 DZ CHEST | 34 00 DZ
- g0, $24.00 DZ. |$18.00 DISP. | % | $21.00DZ. | s20.00 EA. | 0T T
11 PC. . 19 PC. AM DISPOSABLE
10 PC. BOX & MEN'S LADIES REGENT POCKET BATT. OPERATED ASST. BUTANE
SCREWDRIVER |  OPEN END RHINESTONE | RHINESTONE SHEFFIELD RADIO Rt GALAXY MUSSIC AL LI%HTEFI &
SET WRENCH DIAL WATCH WATCH CUTLERY SET ASST. ONBLISTER  |MULTI-PURPOSEY KEY CHAINS ‘?J P'EﬁAss,_:ET
$8.90 DZ. SET BUXE BOXED GIFT BOXED COLORS CARD LANTERN | 604 00 DZ /
SETS | $3.90 SET | $7.50 EA. | $8.50EA. | s7.00 SET | s2.00 EA. | $36.00 GR.| $4.00 EA. ' *| $8.90 EA.
4pC CRYSTAL AM/FM _  WALK-A-LONG DELUXE DUAL PURPOSE LUGGAGE
PIPE WRENCH 5 PC. ASHTRAY L.C.D. A\ DELUXE STEREO 110/220 LEATHER ELEGANT HANDY & LIGHT
oET PLIER s LIGHTER W/HEADPHONE}  vour TRucker's | Folded to serve as handbag,
UP T0 18" . gs(I;TSET TABLES?TBHTEH W/WATCH $9.00 $5.90 EA WALLET gpeneg to seév§4 Ssglsuggage
. . d reprice
$8.50 SET $8.50 SET $7.90 EA. $36.00 DzZ. YII?II’ Cos%
14 PC. uoes Lo | ASST. $6.50
BOX & 7 PC. CHICKLET WATCH
OPEN END NUT DRIVER | W/MATCHING PEN |  EARRING LARGE "UC'LE AU SERTCE
WRENCH SET GIFT BOXED SET : Mlgc;(']' :': 0 RADIO
SET $48.00 DZ. s (A = ER
$7.90 SET | 1.0 SET SETS | $12.00 DZ. 48 $4.50 EA.

Order direct from this ad—Send Cashier's Check, Money Order or Certified Check for IMMEDIATE 24-hour service. $100 Minimum order. Wholesale-for
resale only. Visit our Giant new Showrooms. You'll be glad you did! Best in prices, service, quality. Send $1.00 for big Profit Book catalog.

SHELDON CORD PRODUCTS OPEN MON. THRU FRI. 8:00 A.M. TO 6:00 P.M.

| SAT. 9:00 A.M. TO 5:00 P.M. SUN. 10:00 A.M. TO 4:00 P.M.
DEPT. ST-10, 2201 W. DEVON, CHICAGO, IL 60659 PHONES: 1-312 973-7070 973-7071
December, 1983
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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. “Jack” 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

4

Jack A. Collins
Jack Collins

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.

THE AUCTIONEER



National Auctioneers Association
“Auction Customer Pamphlet’” Order Form

% Only NAA members are permitted to order the auction customer pamphiet ¥ 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

Zip.

...\..

Street address e & 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 CAl,
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 2000 pamphlets, $250.00
plus shipping: $ 3.00 plus shipping, $ 450 plus shipping, $ 7.50

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

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

Name of NAA member placing the order

Signature___________ _ Date your NAA membership expires ________________
A rough layout of your pamphlet will be sent to you for approval/correction.

December, 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-

ganizations will not be accepted.

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

Admittedly, the above gqguidelines 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
vou 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 order is received at the
NAA office.

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

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

. st you have an opportunity to conduct a redl 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

 BONDED

Free Consultation
without any obligation.

Broker & Auctioneer
Participation Invited.

SAN DIEGO, CA

“AUCTION”"

RRTMeyor REALTY & AUCTION (O. It

11192 Vivaracho Way, San Diego, CA 92124 s

" THE AUCTIONEER



MAKE CLERKING
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@ FOR NUMBER OR
Slmple SYStem ALPHABET SYSTEMS Just..
I ONLY AUCTION SYSTEMS CLERK “E-Z" FILE Portable Auction Filing Trays are available with 100 pockets marked

020" WIDE x 16” HIGH Numerically 1 thru 100 and Alphabetically. The perforated items are appropriately filed in the slots, thus
02%," DEEP-weighs 9% LBS. eliminating the error producing and time consuming operation of posting.

0131%953' o ?%”P 1 THRU 100 DIVISION FILE $74.95 EA. ALSO AVAILABLE WITH NUMBERS 101 THRU 200 FOR THE SAME PRICE
> WIDEXTATHIGH — OF $74.95. IF YOU DESIRE A 200 DIVISION SET-UP YOU SIMPLY ORDER 1-NO. AF-100 & 1-NO. AF-200 FILES.

i s e
i

I ADVERTISE YOUR NAME AND PHONE ON YOUR “CLERKEASY” CLERKING TICKETS LOTNO.ITEM YOURNAME ANDPHONE  MERINTS hERE 15

eLOW PRICESe Form No. AT-18 imprinted 1 line at top right on ticket illustrated-size E
1% x 2%”. The AT-18 form is size 8%x 9” overall and is furnished in 3 parts on NCR ¢ NAME OR NO.
paper (which makes its own carbon copies). There are 18 perforated tickets to a page, ¢
size 1% x 2%”. All 18 imprinted with your name. Tickets (1-3 White, Canary & Card). ¢ -
IMPRINTED PRICES NON IMPRINTED PRICES . "
| 1,000 No. 18-AT Clerking Tickets $169-IM Number AT-18 Clerkeasy Clerking Tickets o .
2,000 No. 18-AT Clerking Tickets $154-IM e b L et :
3,000 No. 18-AT Clerking Tickets $148-IM 200 Sets No. AT-18 Clerking Tickgg $30 e YOUR RECEIPT FOR ABOVE :
5,000 No. 18-AT Clerking Tickets $139-IM 1,000 Sets No. AT-18 Clerking Tickets $115 SOSNSASNAN NI SENEIANNSEIES NSRS ANEASN |
IMPORTANT...

We must have your payment with your imprinted order and clear copy to be imprinted. Allow 3 to 4 weeks for shipment prepaid freight.

eALUMINUM WRITING TRAY...

A lightweight, spring-loaded tray, 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. $]19% g4

To Auction Systems-John Green Press v eSamples and prices of other Auction items available.
0V 35S, Davenport, lowa 82008 W SEND $1.00 TO COVER POSTAGE & HANDLING

e QUAN. | PRICE| Ordered by: eWe ship C.0.D. or you may send check and we prepay.
AF-100FILE '
SLOTS 1-100 - Ship to: Order From.

AUCTION SYSTEMS @ John Green Press

430 W. 35th St., Davenport, lowa 52806
Ph. Toll Free 1-800-247-3909

AF-200 FILE

SLOTS 101-200

AT-18 PLAIN Address
| CLERKING TICKETS -

AT-18 IMPRINTED
CLERKING TICKETS -- City OLSON Tﬂlﬁs ;:o., INC. ,
AH-1¢ _ :

| WRITING TRAY -- State Zip OFFICE: PLANT: AFTER HOURS:
TOTAL.. Phone PO. No. 1-319-386-0636 1-515-233-1344 1-319-391-5004
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American Academy of Auctioneers .........ccccceiiiinaannnnn.... 38
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Collectors JourNal ..o 26
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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

Ic {

Box 147 Northfield, Mn. 55057

Advertising Rate Schedule — THE AUCTIONEER MAGAZINE

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

2. ADVERTISING RATES: One (1) time Six (6) times Eleven (11) times
FUull 'pags incnsussomoncsd $160.00 $155.00 $150.00
Half page .....coomoooeeaeene. 80.00 77.50 75.00
QUArISr PALSE s 40.00 38.75 37.50

Column inch: $8.75 per column inch — column is 21 picas wide (3%2 inches).

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

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

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

NEW ADVERTISERS: All new advertisers are required to submit credit account in-

formation, an insertion order, and payment in advance (with copy), before advertising

will be accepted. If applicable to the new advertiser, advance payment for the first
three months is required. Submission deadline for new advertisers is the first of the
month.

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

4. 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.

5. MECHANICAL REQUIREMENTS: Printed offset. Trim size: 8%2 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%s by 9% inches: Half page — 7Va by

456 inches: Quarter page — 3%z by 4% inches or 7% by 2% inches.

6. 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.

7. 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.

8. 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.

9. 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, 8880 Ballentine, Over-
land Park, KS 66214. Phone: 913 541-8084.
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CLERR-SAVER(@_ _ Wo?l?l's No. 1 Clerkimj System

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

— =

Buyer's Name
Or Number

Iltem or
Lot Number _ _ _

@ $

by w "i

i 1P Srhlﬂr retains {_}Wl‘l[—!‘rihnﬂ
TR Fay

sdles binagl Thank you
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® 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

THE CLERK SAVER?® IS:

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

price. Cashier writes nothing.

® Less expensive than any known system.
® Keeps a running total of the sale.

“CLERK-SAVER"” CLERKING TICKETS—Form No. CT-12
Original and 2 copies on NCR paper (makes its own carbon copies) 8¥2x11"" sheets

perforated to make 12 tickets 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.

9,000 Tickets (1-3 White, Canary & Card)
18,000 Tickets (1-3 White, Canary & Card)
36,000 Tickets (1-3 White, Canary & Card)

additional forms and completed auction item sheets.

Aluminum Writing Tray

® 100 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

x 78" x 3%2"". Handle
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"".

Slots are 238 "

04 0%

==

¢ 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 EQUIPMENT TAGS, 12” LONG
1,000—$10.00 5,000—$47.50

20L¥9 'OW ") "T00HIS NOILONY IHNOSSIN
05268 @ 0005 0S¥L$ SOVL000L e 28-1Sd 'ON WY

LOT #

QUANTITY——

BUYER #

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

ONLY $59.95

You'll like these.

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

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

BUYER CARDS ... Form No. BC-70
For buyer's number and purchase notes. 3Va x72
in buyer’'s shirt pocket).

1,000 Cards....$9.50 2,500....$22.75 5,000....

" (fits

$44.75

BUYER'S REGISTRATION FORM . . . Form No. BR-69

8v2x11", 50 sheets per pad. Space for buyer's
ber, name, address, phone and other information.

num-

$2.00 per pad, 10 pads at $1.50 ea., 20 or more at

$1.25 ea.

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

All of the above plus:

® 1 Pad FS-69 Final Settlement Forms

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

Forms

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

SPECIAL CLERK SAVER STARTER KIT

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:

N\
e

)

Missouri Auction School
Top Floor Livestock Exchange Building

1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117




Nowl E ® COLONEL® . . . The Sound That Sells”

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

COLONEL® 1

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

® Deluxe padded shoulder strap.

® Full range six inch baffled speaker.

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

® Space age solid state amplifier.

| ® SPECIFICATIONS: Batteries: Eight “D’’ size flashlight bat- COLONEL® 3
teries (not included) (Alkaline batteries will give many
hours of extra service_). The COLONEL 3 has the same
| © DIMENSIONS: 73" ngh X 6" Wide x 7Va"” Deep. features as the COLONEL -, plus:

' ® WEIGHT 4 LBS., 14 0Z.
® There is a two year repair or replace warranty on every-
thing except batteries.

® Storage Compartment in back to
carry recharger, microphone and
cord.

List Price: $395.00 Auctioneers Cost: $237.00 |
® Slightly larger speaker baffle area
| with port hole.
COLONEL® 2 ® DIMENSIONS: 9% High x 6"
The COLONEL 2 has the same features as the COLONEL 1 Wide x 7% " Deep.
plus: ® WEIGHT: 7 LBS., 6 OZ.

¢ RECHARGEABLE BATTERY: Extra capacity battery will
last all day long. Fully rechargeable overnight.

¢ AUTOMATIC “Full Charge” indicator light shows when bat-
tery is fully charged.

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

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

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

¢ OUTPUTS: One extension speaker, one tape recorder.

e WEIGHT: 6 LBS., 12 OZ.

List Price: $595.00
Auctioneers Cost: $357.00

WE STOCK A COMPLETE LINE OF
P.A. EQUIPMENT. WRITE FOR FREE
LITERATURE AND PRICES.

List Price: $570.00 Auctioneers Cost: $342.00
Payment with Order — We Pay Postage . . . ‘ ) Missouri Auction School
C.0.D. Orders — You Pay Postage l Top Floor Livestock Exchange Building
Order by Mail . . . l > 1600 GENESEE / KANSAS CITY, MO. 64102
Send Check or Money Order To:

PHONE: 816-421-7117

THE AUCTIONEER

NATIONAL AUCTIONEERS ASSOCIATION BULK RATE
- - U. S. POSTAGE
135 Lakewood Drive, Lincoln, NE 68510-2487

Paid
Lincoln, Nebraska
Permit No. 9

ADDRESS CORRECTION REQUESTED
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