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Felt Silver Belly Hats ..................cccoiiiiieeee, $27.50

White Panama ............ . .o 19.95
Milan Straw (light tan) ... ... .. 16.95
London Fog-type Jackets with
NAA Emblem (assorted colors) ........................... 21.00
Auctioneer Hat WISP (Western Hat) ... 37.00
Stetson “Wisp™ 4-Color NAA Emblem ..., 3.00
S. S. Gold Plated Tie Tack
Demand for Stetson Hats Good! with .50 man-made diamond ... 50.00
S. S. Gold Plated Tie Tack
We have a complete line of sizes and brim widths without man-made diamond ... 30.00
on the Silver Belly Felt “Auctioneer” hats — 28", 23" T-shirts with your name & NAA emblem
and 2%, as well as the summer Milan straw hats. we $45 Doz.: 2-Doz. minimum
will also have the white Panama by spring — in plenty of : :
time for summer wear. Deer and Pig Skin Gloves ... . $16.00 and $18.00

Plus — 4% Sales Tax

Our London Fog-type jackets with emblems are still
moving good with small, medium, large and extra large
sizes with most of the colors in stock.

Our sterling silver and gold plated tie tacs as well
as the 14K solid gold tie tacs with sparkling diamonds and Col. W. Craig Lawing

man-made stones made in the form of an auctioneers Tel.: Office: 704 399-6372; Home: 704 399-3260

gavel makes a good birthday or anniversary gift. Listed |
below is what we now have in stock, ready to ship. 5521 Belhaven Bivd., Charlotte, NC 28216

A nation-wide medium for your
message —the Chicago Tribune

Every Sunday, the Chicago Tribune N\ . ClaNADA .
presents more than 2.6 million readers 1\\ A S

with the biggest auction mart in Mia- —PE j
America — and one of the most power- AR e R PR O
ful in the entire nation. Pl o ] B H'ig il
Auction advertisers — local and v\ L e -
national — placed 2,196 ads — over \ ( e 1 B
254,384 lines — in the Auction Mart last \ / AN RS
year. And of all auction/bid advertising B el 1
placed in Chicago metropolitan pa- s
pers, 81.9% ran in the Tribune. Y \{/ ~~

Sunday Tribune circulation is the fourth
largest in the nation — 1,157,870 — with
154,211 of it outside the immediate

Chicago area.

e Qut-of-state ads in Tribune Auction
Mart, 1978 - 678

1661 lllinois ads in Tribune Auction Mart, 1978
84 Indiana adsin Tribune Auction Mart, 1978
Total ads: 2196

Our readers respond, wherever they 1978 Tribune Auction Mart Advertisers by location
may be. For more information, call
Mary Beth Howard at (312) 222-4493 el Jsten Bt 1575

m &
or Charles Shanley at (312) 222-4042.  Shieago Newspaper Classiied Ad. ([]{llj?gtlo 0 a.l'lhllﬂe
Order deadline: Wednesaay, noon. ABC Fas Fax Report, 6-month period g

ending 3/31//9



The Privilege Is Mine

by Charles E. “Chuck” Cumberlin, President
National Auctioneers Association

This is a tremendously welcome and highly
valued opportunity for me to extend greetings to you
through THE AUCTIONEER, as | assume the office
of President of the NAA. Together we embark upon
this administration.

| would like to begin with a post NAA Conven-
tion note — to reiterate our sincere appreciation to
Harvey Lambright for his tremendous leadership dur-
ing the past year, and to all of his officers and direc-
tors who so ably assisted. Our hats are also off to
our executive director, Harvey L. McCray, for keep-
ing all of us informed and organized. Without his
expertise, there were times when we could have
moved from one embarrassing catastrophe to
another. We thank each of you who helped with the
national convention, especially those who planned
the various committee meetings and provided the
inspiration and knowledge which set the pace for
the convention. Let us continue with their good work.

| am honored beyond measure that the privilege
is mine to serve our great organization as president,
and | know that our endeavors will add increased
meaning to our Association. With your help, | am

confident that there will be brilliant achievements to
distinguish this 1979-1980 year which has been en-
trusted to our leadership.

Doing, however, is secondary to being. We can-
not foresee the future without looking at the past to
observe the strides of achievement which have been
made since our Association’s inception, in 1949. As
we interpret our goals, we must recognize first the
necessity of being informed; and secondly, our obli-
gation as members to strengthen the State and Na-
tional Associations through professionalism and
growth both in numbers and influence.

Your selflessness as individuals, your coopera-
tion as members of your State Associations, com-
bined with the contributions you have made in com-
mittee work for the National Association encourages
me to anticipate your loyalty and support during this
administration.

My wife Carolyn and | eagerly look forward to
meeting with many of your State Associations
throughout the coming year. Remember that your
NAA Headquarters stands ready to lend whatever as-
sistance you may request, and that we shall consider
it a privilege to serve you.

NATIONAL AUCTIONEERS ASSOCIATION
1979-80 Committees

LEADERSHIP COMMITTEES — Archie D. Moody, 1st
Vice President, Chairman

Audit & Budget: Harvey C. Lambright, Chairman;
Harvey L. McCray and Dean Fleming.

Education: Archie D. Moody, Chairman; Martin E.
Higgenbotham, H. Layton Laws, Jr., William L.
Gaule and Sammy Ford.

Laws & Regulations: Lyle Erickson, Chairman,
James W. Heike, Rex B. Newcom, William J.
“Bill”” Wade and John A. Horton.

Membership: Howard Buckles, Chairman; Frank
E. Bass, Robert E. Musser, Herbert A. Bambeck,
Haskel Ayers and Norman Aldinger.

PROMOTIONAL COMMITTEES — Howard Buckles,
2nd Vice President, Chairman

Recognition (Awards, Plaques, Promotional Aids &
Advertising Contest): Rex B. Newcom, Chairman;
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Martin E. Higgenbotham, Robert E. Musser and
John A. Horton.

Grievances & Insurance: William L. Gaule, Chair-
man; Lyle Erickson, James W. Heike, Dean Flem-
ing and Haskel Ayers. _

Conventions & Resolutions (Permanent Convention
Policies and Resolutions Presented at Annual
Meeting): Herbert A. Bambeck, Chairman; Archie
D. Moody, Frank Bass, H. Layton Laws, Jr., and
Sammy Ford. -

Publications & National Auctioneers Week: William
J. “Bill” Wade, Chairman; Howard Buckles, Har-
vey C. Lambright, Harvey L. McCray and Norman
Aldinger.

SPECIAL COMMITTEES |

Nominating: Harvey C. Lambright, Chairman; Mar-
tin E. Higgenbotham, Lyle Erickson, Dean Flem-
ing and Ford Good. _

Headquarters Relocation Feasibility Study Commit-
tee: Harvey L. McCray, Chairman; Martin E. Hig-
genbotham, Harvey C. Lambright, C. P. Terry
Dunning and Charles E. Cumberlin.
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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 (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 publication. Subscriptions are available to non-
auctioneers only. Auctioneers, who are not members of the
National Auctioneers Association, may not subscribe to THE
AUCTIONEER magazine.

Editorial and Advertising copy must be received in the NAA
Office on or before the 10th 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 below .

Single copies: $1.00 each. Annual subscription rate $7.50.

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

Harvey L. McCray, Editor and Executive Director
Gary Carmichael, Director of Association Services
Mrs. Cheryl Griffith, Office Secretary
Mrs. Helen Witters, Office Secretary
Ms Jean Dendinger, Office Secretary

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 of the month of August,
the month in which a magazine is not published. Eleven issues are published
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.

2. ADVERTISING RATES:  One (1) Time Six (6) Times  Eleven (11) Times
Full Page ... ... $125.00 $120.00 $115.00
Half Page ... .. ... ... .. 62.50 60.00 3750
Quarter Page .. ... ... 31.25 30.00 28.75

Column Inch: $7.00 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: Submit payment in advance (with copy) before advertising

will be accepted.

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 6.).
If advertising is discontinued before completion of contract, short rates for space
will apply. _

5. MECHANICAL REQUIREMENTS: Printed offset. Trim size: 8% by 11 inches.
Number of columns: two (21 picas wide columns). Binding method: saddle
stitched. Colors available: black on white and upon consultation with editor,
second, or issue color.

Dimensions for ad space: Full page — 7% by 92 inches: Half page — 7% by

4% inches; Quarter page — 3%2 by 4% inches or 7%a by 2Vs inches.

6. ISSUE AND CLOSING DATES: Published monthly with the exception that an Au-
gust issue is not published (11 issues annually). Issued on the first of the publi-
cation month. Deadline for ad copy is the 10th of the month preceding publica-
tion date.

Submit all advertising to: The National Auctioneers Association, 135 Lakewood

Drive, Lincoln, NE 68510. Phone: 402 489-9356.
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NAA Meetings Schedule

Scheduling has been approved by the NAA board of
directors and the following NAA Conventions have been
announced by the board for future years.

NAA Convention Sites

1980 — Opryland Hotel, July 30-August 2, Nashville,
Tennessee

1981 — Las Vegas Hilton Hotel, July 29-August 1, Las
Vegas, Nevada

1982 — Hilton Hotel, July 28-31, Atlanta, Georgia

1980 NAA Seminars
January 21-22-23 — Colonial Williamsburg Lodge, Will-
lamsburg, Virginia

February 18-19-20 — Del Webb’s TowneHouse Hotel,
Phoenix, Arizona

National Auctioneers Association

1979-80 Officers

President — Charles E. “Chuck” Cumberlin, P.O. Box 248,
Brush, Colorado 80723. Bus. Phone: 303 842-2822.

1st Vice President — Archie D. Moody, P.O. Box 795, Darling-
ton, South Carolina 29532. Bus. Phone: 803 393-0431.

2nd Vice President — Howard Buckles, Keosauqua, lowa 52565.
Bus. Phone: 319 293-3012.

Executive Director — Harvey L. McCray, 135 Lakewood Drive,
Lincoln, Nebraska 68510. Bus. Phone: 402 489-9356.
Treasurer — Dean W. Fleming, Atkinson, Nebraska 68713. Bus.

Phone: 402 925-2802.

Directors

Terms Expiring 1982

Harvey C. Lambright, 112 N. Detroit Street, LaGrange, Indiana
46761. Bus. Phone: 219 463-2012.

Norman Aldinger, RR 1, Cleveland, North Dakota 58424. Bus.
Phone: 701 763-6351.

Haskel ‘“Hack’ Ayers, Box 1467, LaFollette, Tennessee 37766.
Bus. Phone: 615 562-4941.

Sammy L. Ford, P.O. Box 445, Mount Vernon, Kentucky 40456.
Bus. Phone: 606 256-4545.

John A. Horton, 111 4th Street, Huntsville, Alabama 35805.
Bus. Phone: 205 536-7497.

Terms Expiring 1981

Martin E. Higgenbotham, 1702 Edgewood Drive, Lakeland, Flo-
rida 33803. Bus. Phone: 813 688-6094

Frank E. Bass, 501 1st Avenue South, Lewistown, Montana
59457. Bus. Phone: 406 538-8709

James W. Heike, 104 W. Main St., Mondovi, Wisconsin 54755.
Bus. Phone: 715 926-5340

H. Layton Laws, Jr., P.O. Box 675, Manassas, Virginia 22110.
Bus. Phone: 703 361-3148

Robert E. Musser, RFD 1 Box 1900, Cody, Wyoming 82414.
Bus. Phone: 307 587-2131

Terms Expiring 1980

Lyle H. Erickson, Box 239, Cresco, lowa 52136. Bus. Phone: 319
547-3700

Herbert A. Bambeck, Route 1, Box 392, Dover, Ohio 44622.
Bus. Phone: 216 343-1437

William L. Gaule, 909 W. Walnut, Chatham, Illinois 62629.
Bus. Phone: 217 483-2484

Rex B. Newcom, Box 458, Whitewater, Kansas 67154. Bus.
Phone: 316 799-2278

William J. “Bill” Wade, Route 2, Box 302, McKinney, Texas
75069. Bus. Phone: 214 424-2602
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Letters To
The Auctioneer

Kennedy-Wilson Los Angeles Sale

| recently participated in an auction which |
thought was especially noteworthy, the Kennedy-
Wilson sale in Los Angeles May 3-4-5. | was merely a
participant in the 9th Annual Golden Movement Em-
porium Auction that topped all previous sales, but
the Kennedy-Wilson Auction Team brought nation-
wide attention to the auction industry, attention | feel
the industry so richly deserves. In addition to most
west coast TV stations and major area newspapers,
the sale was a major news item in “The Wall Street
Journal”, “Fortune”, and ‘“‘Antique Trader”, just to
name a few.

The auction was attended by some 1,500 per-
sons daily, and without question it was one of the
most professional auction productions in recent
times.

| am sorry | do not recall the names of all their
staff, but NAA members who participated were Don
Kennedy, Bobby Mendenhall, Ron Kirby, Bill Douglas
and myself.

The total gross was approximately $7 million,
and nearly 1,250 lots were sold during the 3 day sale,
which included architectural antiques from all over
the world. The professional manner in which the
Kennedy-Wilson team conducts a sale is a credit to
all of us. It's people like them that are producing
exciting new marketing techniques, lending credi-
bility, and bringing integrity to our industry.

Chuck Layne

NAA Member

Layne Real Estate & Auctioneers, Inc.
Franklin, Kentucky

Another Successful Fun Auction

| wish to thank everyone who took part in the
Fun Auction at the Denver NAA Convention. |t was
a tremendous success, and you made it happen. The
ring men and women, the check-in and check-out
personnel, and the clerks and cashiers kept the Auc-
tion moving smoothly and at a rapid pace. The excel-
lent job of bid calling from all participating auction-
eers was superb — the best ever | do believe. The
generosity of the bidders and buyers made it possi-
ble to reach a new goal in receipts. Again, | want
to thank you all for your time, talents, donations and
purchases. All of this made the Fun Auction a tre-
mendous success.

Rex Newcom
Fun Auction Chairman
NAA Director
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Governor Notified of Bad Check

NAA member John Kramer (Kramer & Kramer,
Inc. auctioneers and realtors) provided THE AUC-
TIONEER with a copy of his letter to Michigan
Governor William Milliken.

The Governor of the State of Michigan
Honorable William G. Milliken

State House

Lansing, Michigan 48900

Mr. Governor:

This letter is in reference to the state laws gov-
erning the auctioneers in your state.

As | can best find out, your state laws are virt-
ually non-existent and provide next to no protection
for your citizens and other people relying on such
licenses as a form of protection.

My firm accepted a check from an auctioneer
licensed in your state. He passed a bad check to us
at one of our auctions, and in trying to trace the in-
dividual down, | have found your state requires next
to no requirements to obtain an auction license; no
bonding, no central licensing agency and no pro-
tection to your citizens against dishonest individuals.

The Great State of Ohio has gone to great pains
to insure proper licensing laws to provide citizens
protection from dishonest individuals, | suggest your
state get with the program.

| have gotten little co-operation and next to no
help from your Department of Commerce, Division
of Licenses, State Sales Tax offices in Lansing and
Flint, and the local Courthouses, which are supposed
to be the licensing agency.

| do not expect you to help in tracing down a
bad check; however, | do expect you to require your
state to insure that your citizens and other states
aren’t taken by a dishonest person who erroneously
obtains a state license to conduct business.

Thank you for your valuable time and considera-
tion.

Most Respectfully,

H. John Kramer
Vice-President

You Can Learn To
Be An Auctioneer

INTERNATIONAL AUCTION SCHOOL

912 KENTUCKY HOME LIFE BLDG.
LOUISVILLE, KENTUCKY

Send for Catalog

NATIONALLY KNOWN INSTRUCTORS
THE $UCCESS $CHOOL OF MID-AMERICA




Antique Tools ldentified

| noted in the June issue of THE AUCTIONEER,
(page 17), a letter from William Wittmer of Billings,
Montana requesting help in identifying some leather
sewing tools. Perhaps your readers would be inter-
ested in knowing that there is an organization made
up of people interested in the history of tools and in-
dustrial procedures. The group is known as the
Early American Industries Association. Their mailing
address is P.O. Box 2128, Empire State Plaza Station,
Albany, NY 12220. Members of the NAA may be able
to obtain help by sending photos and requests for
information to Early American Industries for publi-
cation in their newsletter.

Wendell Frantz
Curator of Lincoln Museums
Nebraska State Historical Society

Message to NAA Friends

After never missing a convention in 30 years, |
sure missed all my friends. | received many calls
and letters wanting to know if | was ill, and to let me
know that | was missed. | would like to say thank
you, and love to all.

Margaret Berry
wife of past lifelong
NAA member, Tom D. Berry

Ethics of the Auctioneering Profession
Voice, Poise, & Public Speaking
Physical Fitness

Motivation & Enthusiasm

Advertising & Promotion

Clerking & Cashiering

Ring Work

Salesmanship & Sale Management
Promotion of Your Auction Career
Sale Barns & Auction Houses
Antique & Furniture Auctions

Farm Auctions

Bankruptcies

Machinery & Automobile Auctions
Real Estate Auctions
Estate Liquidations
Livestock Auctions
Merchandise Auctions
Tool Auctions

Bid Calling

and more.

The Wisconsin Auction
School is approved by the
Wisconsin Educational Ap-
proval Board.

AT THE

WISCONSIN AUCTION SCHOOL

YOU WILL LEARN ABOUT

1980 NAA Seminars,
Register NOW

The 1980 NAA Seminars are expected to fill up
fast, with each seminar limited to only 100 regis-
trants. In order to assure hotel lodging and control
registration, the special hotel reservation form for
each seminar hotel will be sent to the registrant only
upon receipt of the completed seminar registration
at right.

For example, the special form that you’ll use to
make your hotel reservation at Williamsburg, must
be at the Williamsburg Lodge by December 30, 1979.
The only way you can obtain your Williamsburg hotel
reservation form is to mail your completed Williams-
burg Seminar registration to the NAA office as soon
as possible. Likewise for Phoenix. Registrations re-
ceived by the NAA office will be processed in the
order of earliest postmarked date, so prompt regis-
tration is most important.

The 1980 NAA Seminars are expected to be big-
ger and better than ever, and now is the time to as-
sure your attendance. Send the NAA office your
completed seminar registration; we’ll send you the
form to make your seminar hotel reservation.

The best way for an Auctioneer to stall is to
swamp his mind with countless details.
- B. G. Coats

A. E. Pourchot-Pres.
John Miller-V. Pres.

You will learn from successful
auctioneers, educators, and
business people.

Instant replay video tape system will let you, the
student auctioneer, both see and hear yourself
in action. You will also sell at regular auctions.

You will learn by doing.
- SEND FOR BULLETIN -

Two Week Terms in June &
August

Weekend Sessions Also —
Write for Dates.

WISCONSIN AUCTION SCHOOL
Box 1032 Phone: 815 633-3426
Beloit, Wisconsin 53511

THE AUCTIONEER



1980 NAA SEMINAR
REGISTRATION

Williamsburg, Virginia —
January 21, 22, 23 —
Colonial Williamsburg Lodge

SUBJECT: SELLING
ANTIQUES AT AUCTION

(At each 1980 NAA Seminar the general seminar
topic will be covered IN DETAIL by non-auctioneer
experts in the field as well as professional an-
tiques auctioneers.)

HOTEL RESERVATIONS —

Seminar registrants must make their own ho-
tel reservations for each of the two 1980 Seminars.
Hotel reservation forms for both the Williamsburg
(January, Antiques) and Phoenix (February, Real
Estate) Seminars will be mailed to the registrant
upon receipt of seminar registration. Hotel reser-
vations must be made by December 30, 1979 for
the 1980 Williamsburg Antiques Seminar.

1980 REGISTRATION
FEES INFORMATION

Only three-day registrations will be accepted.
One or two day registrations will not be accepted

for either 1980 NAA Seminar. Three-day fees are
$150 per NAA member; half price ($75) for NAA
member’s spouse or family member attending a
seminar with NAA member.

| HAVE MARKED THE FOLLOWING TO INDICATE
MY 1980 WILLIAMSBURG SEMINAR REGISTRA-
TION

$150 Three-day Williamsburg Seminar Regis-

tration
$ 75 Spouse’s Three-day Williamsburg Sem-
inar Registration

$ TOTAL WILLIAMSBURG SEMINAR
FEES

Enclosed is my check in the amount of $ ;
made payable to the National Auctioneers Associa-
tion, for my 1980 NAA Williamsburg Seminar Regis-
tration.

NAA Member's Name

Spouse’s Name or Family
Member If Applicable

Address
City

State Zip

Send completed form and Seminars registration fees to:

NATIONAL AUCTIONEERS ASSOCIATION
135 Lakewood Drive, Lincoln, NE 68510

1980 NAA SEMINAR
REGISTRATION

Phoenix, Arizona —
February 18, 19, 20 —
Del Webb’s TowneHouse Hotel

SUBJECT: SELLING REAL tounehouse
ESTATE AT AUCTION

(At each 1980 NAA Seminar the general seminar
topic will be covered IN DETAIL by non-auctioneer
experts in the field as well as professional real
estate auctioneers.)

HOTEL RESERVATIONS —

Seminar registrants must make their own ho-
tel reservations for each of the two 1980 Seminars.
Hotel reservation forms for both the Williamsburg
(January, Antiques) and Phoenix (February, Real
Estate) Seminars will be mailed to the registrant
upon receipt of seminar registration. Hotel reser-
vations must be made by January 27 for the 1980
Phoenix Real Estate Seminar.

1980 REGISTRATION
FEES INFORMATION

Only three-day registrations will be accepted.
One or two day registrations will not be accepted

for either 1980 NAA Seminar. Three-day fees are
$150 per NAA member; half price ($75) for NAA
member’'s spouse or family member attending a
seminar with NAA member.

| HAVE MARKED THE FOLLOWING TO INDICATE
MY 1980 PHOENIX SEMINAR REGISTRATION

$150 Three-day Phoenix Seminar Registra-
tion

$ 75 Spouse’s Three-day Phoenix Seminar
Registration

$ TOTAL PHOENIX SEMINAR FEES

Enclosed is my check in the amount of $ ,
made payable to the National Auctioneers Associa-
tion, for my 1980 NAA Phoenix Seminar Registra-
tion.

NAA Member's Name

Spouse’s Name or Family
Member If Applicable

Address
City
State Zip

Send completed form and Seminars registration fees to:

NATIONAL AUCTIONEERS ASSOCIATION
135 Lakewood Drive, Lincoln, NE 68510
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f Charles E. “Chuck” Cumberlin, 1979-80 NAA

From auction school grad to world
champion livestock auctioneer to
president of the NAA,
Chuck Cumberlin’s career shows
leadership and accomplishment.

Newly elected NAA president Charles E.
“Chuck’” Cumberlin was born in Page County, lowa,
January 8, 1938. Growing up in the Taylor County
farm community of Siam, lowa, a younger Chuck
Cumberlin graduated from Bedford High School,
Bedford, lowa in 1956. That same year Chuck began
serving a four year enlistment in the United States
Navy as aviation electronics technician/air crew
member.

Chuck Cumberlin graduated from Western Col-
lege of Auctioneering in June 1960.

Breaking into the auction business in the fall of
1960 at Greeley, Colorado, Chuck worked furniture
auctions in Greeley, Denver, and Fort Collins until
1966, when he became associated with Austin and
Austin, Auctioneers. There he worked real estate
and general auctions until 1972. In August 1969
Chuck Cumberlin attended the Real Estate Auction-
eering Class at the Missouri Auction School, where
he later became an instructor beginning with the
June 1972 term.

Chuck moved to Brush, Colorado in 1972 and
associated with Jim Odle to form Odle-Cumberlin
Auctioneers, Inc. The firm handles general farm
equipment auctions, dairy auctions, real estate, and
livestock market auctions. In 1974-75 it was “Coun-
cilman’”’ Chuck Cumberlin on the Brush city council.

NAA president Cumberlin has been active in the
National Auctioneers Association throughout his auc-
tion career. He attended his first NAA convention iIn
Lincoln, Nebraska in 1962 and served In every capa-
city and office of the Colorado Auctioneers Associa-
tion. Chuck has served in the NAA on the Board of
Directors, 1972-75; as second vice president in 1977,
and first vice president in 1978. At both the national
convention and state association conventions, Chuck
Cumberlin has conducted numerous bid calling semi-
nars and workshops. He has completed two years of
Certified Auctioneers Institute.

One of the high points in any auction career,
the 1976 Western Regional Champion Livestock Auc-
tioneer title, was only a prelude in Chuck’s career.
In 1978 Chuck Cumberlin was picked as the World
Champion Livestock Auctioneer at the contest held
in Marshall, Missouri.

As a realtor starting out Chuck was active on the
Greeley Board of Realtors, and presently on the Mor-
gan County Board of Realtors since 1973. Serving
in numerous capacities on his local Board, Chuck
has also served in all capacities of the Colorado
Farm and Land Institute, including state president in
1975.

Chuck Cumberlin was married to Carolyn
Schmidt of Greeley, Colorado in 1963. They have a
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President

PERSONAL OFFICE displays Chuck Cumberlin’s auc-
tion awards, 1978 World Champion Livestock Auc-
tioneer trophy at left.

NAA PRESIDENT Chuck Cumberlin with wife Carolyn
and daughter Shelly.

daughter, Shelly, born in 1969. Chuck’s hobbies are
trap shooting (he’s a life member of the American
Trapshooters Association) and enjoying golf.

THE AUCTIONEER



ODLE-CUMBERLIN Auctioneers has it offices
in the Brush Livestock of Colorado market.

PARTNER JAMES LEE ODLE and office manager/execu-

tive secretary Esther Clark discuss business with Chuck

Cumberlin.

Denver columnist Fred Morrow

He’s Sold His Dues

| was standing in front of the Hilton when these
two men came out and climbed into a taxi.

The driver looked over, smiled and said, ‘‘Better
watch out. These are a couple of auctioneers.”

One of the auctioneers looked up and said,
“Stand there 15 more seconds and I'll sell your
shoes.”

It all was a bit surprising — not that two men
would want a taxi, but that auctioneers still lived. For
a long time now, | had thought that breed of man to
have gone the way of youth.

The youthful remembrance is that of entertain-
ing but shadowy fellows whose reputations were
similar to fellows who went by the name of Doc. In
fact, a lot of auctioneers had sobriquets themselves,
such as Colonel. But what | remembered best was
that chant, which with the good ones was mesmeriz-
ing and pleasant, and every bit as entertaining as the
local musicians.

CONFRONTED BY THAT, | decided to go inside
the Hilton and check up on the auctioneers conven-
tion, which was in town over the weekend.

Chuck Cumberlin was standing there in a stylish
gray business suit. The only act he produced that
could have taken one back was when he reached
inside a pocket to get himself a pinch of snuff.

Cumberlin is as good a man as you can talk to
about auctioneering. He was acclaimed the world
champion auctioneer a year ago. He teaches auc-
tioneering four times yearly in Kansas City. His firm,
Odle-Cumberlin Auctioneers Inc., based in Brush,
Colorado, works a three-state area.

He said | had been out of touch. Auctioneering
he said, was not a dying business. “It's growing na-
tionwide,” he said. “I'd say there are twice as many
auctioneers as there were 20 years ago.”

Cumberlin is doing all right. Last year he and
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CUMBERLIN OFFICE
STAFF includes (left to
right) real estate sales-
man and auctioneer
Charles J. “Chuck” Mill-
er, auction cashier Karen
Chabot, and secretary
Mona Wahlert.

his partner, Jim Odle, worked 318 auctions. Already
this year they have handled $7 million in real estate
auctions. “That means,” said Cumberlin, “that | work
about 12 hours a day, six days a week. This is not
counting the hours at home at night when | might be
on the phone. Absolutely, | make a good living.

“BUT AUCTIONEERING IS more than just the
chant. It's also advertising and sales management.
If | don’t get the job done, well ... "

If Cumberlin doesn’t get the job done enough
times there soon will be no job to get done. So far,
he says, his batting average is big league. “I'm suc-
cessful 80 percent of the time,” he says. “That’s in
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DEALER'S AUCTION

Midway between Guin and Winfield, Ala.
Hwy. 78 in Gu-Win, Ala.
for information
call 205-468-3556 or -2705
L _ i, _

ALL DEALERS WELCOME

Come BUY or SELL a load!! All merchandise
sold — large & small lots.
10% Commission on all sales on premises

cash, certified check or letter of credit from
bank. We act as agents only and make no
guarantees of seller’s merchandise.

NO JUNK
Sale managed and conducted by:
Phone: Webster’s Auction Co. Auctioneer:
205-468-3556 Route 2, Hwy. 78 Col. Ray Webster
205-468-2705 Gu-Win, Ala. 35563 Ala. Lic. #174

We Sell Anything for Anyone, Anywhere

Ray Webster, Member: Alabama and
National Auctioneers Association
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real estate. In cattle sales, I'm there 98 percent of
the time.”

Cumberlin always has known where he would
be. “This is a boyhood dream,” he said. “I'm from
lowa and back there Saturday was go-to-town day.
Instead of going to the movies like the rest of the
kids, | was in the auction barn with my father. | was
fascinated by it.”

“The secret to this business is not to starve your-
self out. | got out of the Navy and went to auction-
eering school in Billings, Montana. | came out and .
settled in Greeley. My mother had two cousins in &
Denver but really | didn’t know a soul in Colorado.”

CUMBERLIN SPENT THE early years living with
big hours and small money. But now the dues have
been paid.

“An old auctioneer once told me that auction-
eering is the white hot of selling,” said Cumberlin.

f May D&F wants to sell a shirt they mark down a 7978 pHOTO, Champion Livestock Auctioneer Cum-

price and sell it. There’s no competition. But I've berlin with complimentary Ford pick-up, his to use
only got one stove to sell or one cow. | have that during the championship year.

built-in competitiveness and | have to know how to
handle it. You can’t rub them the wrong way and
you have to hold the crowd. You can’t have them TAKE NOTE
wandering off or talking to each other.”

Before he left, Cumberlin offered a taste of his Any and all correspondence with the National

chant, which was spiced with heavy doses of the roll-  Auctioneers License Laws Officials Association

ing of Rs and spitting of Ts. By the time he had  (NALLOA) should be sent to the following address.
finished he made rubber baby buggy bumper sound

as pleasant as The Rock of Ages. NALLOA

(Reprinted with permission from THE ROCKY MOUN- ~ P.O. Box 30042
TAIN NEWS, Denver, Colorado.) Lincoln, Nebraska 68510

THE PROFESSIONAL AUCTIONEER ARE YOU INTERESTED

AND WHAT HE NEEDS TO KNOW IN HAVING A

By RUSSELL KRUSE
A book every auctioneer should have in his pos-

| - | | TOOL AUCTION?
session. Prepared for practicing auctioneer and

the student or beginning auctioneer. We are not a New Tool Auction
' Company, just operating under a
new name. We still have the

CHAPTER HEADINGS

1. Bid Calli :
- — | 5. SRENSE. semi-load of tools, ready for de-
2. Conducting the auction 10. License law — Bonds Iivery to your door
| 3. Contracts 11. Fees — Commission .
4. Sale summary 12. Appraising FOR MORE INFORMATION CALL
5. Uniform commercial Ly
code and auctioneer 6 tspvtilefsescnptlon and (51 3) 667'1 939
liability

14. Working together
15. Definition of 276 terms

6. Reserve bidding

DAYTON INDUSTRIAL

f: Adyerlising and words every auc-
8. Ringman tioneer should krzow or TOOLS INC.
nave available 8415 St. Rt. 202
Price of book $10.00 (Volume discount avail- Tipp Clty, OH 45371
able). Being used by several states — auction-
eer associations and auction schools. WRITE: GARY SHROUT — MEL TAYLOR —
Kruse Office: 305 South Union Street, AUbUI’I’I, DAN FIELY (OWNERS)

Indiana 46706. ATTENTION — Russell Kruse

FTr— =m T S R VT S S S T — T e
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World Champ At 22,
Livestock Auctioneer
Started Chanting At 10

Brush, Colorado — The world reserve and run-
ner-up world livestock auctioneer champions had
just been announced. Terry Elson turned to his wife,
Judy, and said, “Well, it's over — let’s go,” and
started putting on his jacket. Within seconds he was
sitting again, stunned.

It was hardly over. Elson was named the 1979

world champion. He was one of a record-breaking
100 contestants who competed in the 1979 World
Livestock Auctioneer Championship held here at the
Livestock Exchange, Inc., June 16.
At the age of 22, it may seem like Elson’s auc-
tioneering career is just beginning, but that’s far from
the truth. He’s been auctioneering for more than
half his life, having attended an lowa auctioneering
school at the age of 10, sent there by his parents
from his Curtis, Nebraska, home. ‘| think | was the
youngest one there,” said Elson. ‘| was the young-
est to ever go that | know of. There might have been
some younger since then, but at least at the time,
| was the youngest.”

Elson can’t remember wanting to be anything
but an auctioneer. “Ever since they sent me to that
school . . . once | got started, then that was all |
wanted to do. | was still in high school when | first

started selling at the market. I'd get out of school
on sale days — that’s the only job I’'ve ever had.”

He entered the Championship for the first time
In Calgary, Alberta in 1977 and snagged the title of
co-champion of the central region. “Right out of that
contest | got a job offer from South Dakota and a
chance to get away from home . . . | was only 20
and the guy called me on the phone and didn’t know
how old | was. When | got there, he found out.”

A former member of the Future Farmers of
America who once shared a demonstration project
that made it to the state level, Elson comes from a
farm and ranch operation. His parents once ran the
livestock market in his home town.

Since his job with the South Dakota market, he
now sells livestock for the market which sponsored
him in the contest, Tri-State Livestock Commission
Co. in McCook, Nebraska.

In addition to being the youngest in his auction
school, he now has the recognition of being the
youngest in the championship’s history to win the
world title. And on top of those ‘“‘firsts’”’, he was the
first recipient of the World Championship Ring,
valued at over $1,000. Still stunned, he was handed
the keys to a pick-up truck, inscribed, “1979 World
Livestock Auctioneer Champion”. He’ll use the
truck during his reign this year.

When asked how he felt he performed the day
of the competition, Elson said, ‘‘I thought | had done
as good as | could do. | didn’t know if that was good
enough, but | gave it all | had.”

A lot of doors should be opening up for a young
man who has accomplished so much. But, he’s look-

' )))))))))))))))))))))))))))))))))))))‘

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

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

DIEIIIIIIIIDPIIIIIIIIIIIID

RECEIVE COLORED GEMSTONES ON CONSIGNMENT

Consolidated Equity Associates

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

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

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

Please call or write our office as soon as possible.

Thank you very much.
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WORLD CHAMPION livestock auctioneer Terry Elson.

ing over the situation and said it hasn’t changed
anything for him, “not yet, anyway . . . I'll keep on
going the way | have.”

Terry Elson Interviewed

After the dust settled and the Champ had a
chance to get back to his craft, THE AUCTIONEER
visited with World Livestock Auctioneer Champion
Terry Elson.

THE AUCTIONEER: Terry, has the championship
changed your auctioneering schedule?

TERRY ELSON: Not much. It was pretty busy before
we went out there. The sale barn that | work for has
three sales a week, and this fall we’ll have five and
six sales a week. So | haven’t been able to add any
more sales, but there’s been quite a bit of inquiry, if
| had any time off to go other places.

AUCTIONEER: These are basically guest appear-
ances, guest auctioneering. ..

ELSON: Yeah, right.

AUCTIONEER: Do you have any preference for cer-
tain livestock sales?

ELSON: | like cattle the best. We sell quite a few

Continued on Page 14
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Auctioneer Titleholders Represent Nation

The world livestock auctioneer reserve champ-
ion is Dean W. Schow, Paxton, Nebraska, who last
year shared the runner-up champion of the central
region with Armon Wolff, Golden Valley, North Da-
kota. Wolff is this year’s world runner-up champion.

DEAN SCHOW ARMON WOLFF
In addition to the three world titles, regional
livestock auctioneer winners were picked.

WESTERN REGION: champion, John F. Rodgers,
Tulare, California; reserve champion, Willare Hart-
nagle, Longmont, Colorado; runner-up champion,
Dick Hess, Colorado Springs, Colorado.

CENTRAL REGION: champion, Ralph Waite,
Lenapah, Oklahoma; reserve champion, Larry Raile,
Imperial, Nebraska; runner-up champion, Leon Wal-
lace, West Monroe, Louisiana.

EASTERN REGION: champion, Dan Williams,
Boone, North Carolina; reserve champion, Jack L.
Lowderman, Macomb, lllinois; runner-up champion,
Barkley Barnard, Wayne City, lllinois.

The annual World Livestock Auctioneer Champ-
ionship is sponsored by Livestock Marketing Associa-
tion, Kansas City, Missouri, and conducted by a
subsidiary company, Livestock Market Digest, Inc.,
to focus on the professionalism of the auctioneer in
livestock merchandising.

THE AUCTONEER Was There

What began in 1963 with 23 cattle and 22 auc-
tioneers has become a national auctioneering event
and THE AUCTIONEER was there. By the way, the
site of the 1963 World Livestock Auctioneer Champ-
ionship was a Denver, Colorado hotel parking Ipt.
The 79 Championship at Brush, Colorado, was big-
ger, better and exceptionally well run. ‘

For this writer, the contest began with the Friday
afternoon auctioneers’ briefing to explain the rules
and pick the order of appearance for the 100 con-
testants. Auctioneers from 26 states and Canada
filled a hotel meeting room for the briefing, with one

Continued on Page 14
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hogs in this area, but | kind of like the cattle part of
livestock selling.

AUCTIONEER: Do you have any preference concern-
ing auctions in general? Do you auction real estate,
personal property. ..

ELSON: No, ever since | first started out when my
father took over a sale barn, that’'s pretty much all
I’'ve done is livestock sales.

AUCTIONEER: Terry, can you identify one or two
specifics that have contributed most to your accom-
plishments?

ELSON: Oh, I'd say the main thing is the help | got
from other auctioneers, and my family pushing me
forward. | got a lot of encouragement from both of
those.

AUCTIONEER: How does it feel to be the youngest
world champion livestock auctioneer?

ELSON: It means quite a bit. | started out pretty
young, but worked pretty hard. It’s quite a deal to
win as young as | did.

AUCTIONEER: Because you've come such a long
way in a short amount of time, what do you have to
say to the young auctioneer just out of auction
school?

ELSON: Just go at it as hard as you can, don’t ever
give up. You’'ll have quite a few discouragements
along the way, but don’t ever let that stand in your
way. Just keep on going.

AUCTIONEER: Any advice for the young auctioneer
breaking into the livestock auctioneering?

ELSON: It's tough, but if you’re persistent and want
to do it bad enough, you can make it.

SAME LOCATION
25 YEARS

This going complete auction business
with over 2 acres located in the South-
west, selling up to 400 vehicles and
equipment a month, over a vast draw-
iIng area. Property can be leased and
current auction contracts purchased.

Family health problems reason for leas-
ing. Owner will be available on an
advisory basis or auctioneer, if needed.
Terms negotiable. Brochure on request.
For further information contact:

ELMER BUNKER
& ASSOCIATES

8938 4th NW, Albuquerque, NM 87114
(505) 898-7725
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auctioneer comparing it to cowboys assembling be-
fore a rodeo. Midway during the drawing of numbers
from a hat, the hat spilled. No problem, each con-
testant got a number and things were set for Satur-
day’s competition.

The auctioneers were told 12 o’clock as the
starting time, and promptly the contest began with
#1 auctioneer performing at 12:04. Each contestant
auctioned two groups of cattle which were efficiently
moved through the arena by the wranglers and staff
of the Livestock Exchange, Inc. Judging was done
by a select group of livestock market owners with
one basic criteria — the hireability of the contestant
auctioneer. And, with 100 contestants plus nearly
8,000 head of cattle to be sold, at noon it looked like
a busy day ahead.

* Spectators packed the auction arena and the
large circus tent with closed circuit television cover-
age of the championship.

* High caliber sportsmanship prevailed through-
out the contest, especially ‘‘backstage’” where auc-
tioneers anxiously waited their turn.

* Brush, Colorado community groups sold
lunches and snacks in front of the Livestock EX-
change. The town had prepared for months to handle
the estimated 3,000 visitors who attended the Champ-
lonship.

* As rain clouds moved in from the Colorado
Rockies, the contest came to a close with a few
hundred cattle still waiting to be sold. All con-
testants were finished by 4:30. It was getting about
time for supper.

When you announce a ‘‘free barbecue’, the
whole town and about three other towns arrive for
dinner. The Jaycees of Brush fed the thousands at
the Brush Fairgrounds before contest trophies (hand-
some NAA trophy included) were presented, and
country music stars Bill Anderson and Mary Lou
Turner entertained.

Looking back on the contest, it was a well
organized program that sold cattle, presented excel-
lent auctioneers from across the nation, and kept
one very large crowd well fed and comfortable. The
community of Brush, Colorado and the planners of
the 1979 World Livestock Auctioneer Championship
can be proud of their contribution to the auctioneer-
ing profession.

Next year’s Livestock Auctioneer Champion-
ship? San Luis Obispo, California is the site of the
1980 Livestock Marketing Congress with the auction-
eer championship to be held in Templeton, California.

Auction Supplies
Paddle Cards e
Clerk Sheets @

Item Receipt System @
Direction Signs

Write for Samples and prices

SMART ART PAPER PRODUCTS
501 Penna. Ave.

Downingtown, PA 19335
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Fred Mullis Auctions
Produce, Dances Jigs

The Winnah! And New World’s Champ!

When Fred Mullis was six, his daddy took him
to an estate sale in South Carolina and that was the
day he started wanting to be an auctioneer. He was
that fascinated.

Last week Fred was declared the 1979 World's
Champion Auctioneer of Fruits and Produce.

A resident of Lancaster, S.C., he was in Dothan
when the judges’ decision was announced. He
couldn’t help dancing a jig or two. |t was a natural
thing for him to do.

He and his brother, Sherrill, are called the “"Twin
Derby Dancers’’ of the auctioneer circuit.

“I do most of the dancing,” said Fred, an affable
sort of fellow whose rapid-fire chant sells everything
from antiques to heavy equipment.

Fred and Sherrill are winding up their 12th
straight season here at the Wiregrass Farmers Pro-
duce Market.

One of the judges, George Espy of Birmingham,
was here buying produce being auctioned by the
Mullis Brothers. The arrangement was so convenient
that Espy could present an engraved plaque to the
new “World Champion”.

How many tent companies can offer the features of the Sterii PROFITABLE?
Auction Tent:

What every auctioneer needs is a tent that is versatile,
one that can be used for the small sale and the large sale.

Why wear your nerves to the breaking point with indeci-
sion? Why have costly cancellations? If you own a Steril

soon as inclement weather is forecast, which may be just
before the sale.

Our tent is strong, wind-resistant, portable, lightweight,

A ——
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THE SALE SAVER — STERIL AUCTION TENT

1. You rent the tent to your clients.
2. You avoid costly cancellations.

3. You are going to get more sales if your competitor doesn't
have one; also you will get sales that you may have lost
when a prospective client asks, “What do we do if it
rains, snows, or the sun is unbearable?”

Auction tent, you can negotiate tent rental with your client as 4. Your commissions will be greater because more people
will stay and be comfortable — more people, more bidders.

5. More people will attend your sale if your ad reads, “Sale
under tent in case of bad weather.”

multi-use, profitable, and versatile. 'Why? 6. You can rent out your tent to other auctioneers.

duce, Fred Mullis (right), receives designation from
contest judge George Espy.

Espy, one of the biggest handlers of Wiregrass
produce, was on a panel of produce buyers from at
least 10 states. Charles Westmoreland of Chatta-
nooga, Tennessee, was chairman of the judges. Na-

tionally known, Espy has been buying produce 50
years.

Fred is owner of the Mullis Brothers Auction Co.
Sherrill is employed by his brother.

Fred may be the new champ of produce sellers,
but his specialty, you might say, is real estate and

7. You can rent out your tent for parties, weddings, gradua-
tions, catered events, baseball tournaments, etc.

8. Your status as a real professional is enhanced. Let's face
it — a tent is impressive.

9. You have all these advantages at essentially no cost. Your
clients and customers will eventually pay for it.
Think about it!

LIGHTWEIGHT: Its aluminum frame makes it so.

PORTABLE: The frame comes apart in sections that can be
hauled easily. The heaviest single tarp weighs about 90
pounds — and that's on the largest model.

STRONG: The frame is heavy gauge aluminum tubing w/hick-
ory arches.

STERIL AUCTION TENTS DON'T COST, THEY PAY!
Information to help select your Steril Auction Tent.

Three deluxe models are available, all complete with four
sundecks. One will fill your needs. All canvas is 12.65 oz. wt.
3 x 2 waterproof ARMY DUCK.

Due to the high cost of mailing and handling there is a
$1.00 charge for brochures, however, you can get one free with
an order of any of our products below.

Please send me a tent brochure. Enclosed is check or
money order. Send to:

Name

Address o

City State Zip

JESION'S AUCTION SERVICE

P.0. Box 46 @ McKeesport, PA 15135
Phone: 412-751-5566 |
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The Voice Projector 18 isback...
and now its even better than before!

For years the Voice Projector 18 was the best portable P.A. System an
auctioneer could own. It had a rugged, lifetime case; it was lightweight
for all-day use; it had a powerful clear-sounding amplifier so you didn’t
strain your voice; it had a Shure microphone so your audience not only
heard, but understood your every bid call.

Lectrosonics now introduces two new model 18’s that set G
a new benchmark in quality. The VP18R has all the Lo
features of the original model, plus hi-level input and output  §
for connecting to other audio devices such as a tape
recorder. Now you can play music through your
VP18R before the auction begins, without
being embarrassed by the quality of the sound.
[n addition, record your bids to settle disputes
or questions after the auction. The 18R also
has a heavy-duty, rechargeable power pack
that provides 50% more life than the
original VP18. Simply plug in the charger
and your Voice Projector will charge
overnight. Then use the VP18R with
confidence all day . . . your voice will
probably give out betore
your Voice Projector does.

VP18R - $295

The economy model Voice Projector 18D
uses nine “D’ cell batteries instead of a
rechargeable power pack, and does not have

hi-level connections.

” . e

| &CUrOSONICS, ING

ALBUQUERQUE NEW MEXICO. US A

Plus Power 48R
Amplifier/Speaker

For the audience that's even
bigger than your Voice
Projector 18R, Lectrosonics has
the Plus Power 48R. It's not
just an extension speaker. With
its own built-in 16 watt rms

Freedomike
Wireless Microphones

For the auctioneer that wants total freedom,
Lectrosonics offers the Freedomike. Each
system contains either a tie-tack mike or a
hand held microphone. Either mike
connects to a miniature belt-pack
transmitter. The frequency-matched
receiver plugs into your existing sound amplifier, the PP48R more than
system, or the portable PP48R. _ triples your sound output.
Protective carrying case provided. . And - like the new VP18R -

| el : it's rechargeable so you don't
have to worry about replacing
batteries.

PP48R - $165

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

Freedomike System Two
(with hand-held mike) - $685

Freedomike System Three
(with both microphones) - $750

Lectrosonics products for auctioneers are available from:

Duane Gansz Forrest Mendenhall Bill Hagen Bob Miller
Duane E. Gansz Auction & Realty  Mendenhall College of Auctioneering ~ Western College of Auctioneering Indiana College of Auctioneering
14 William Street Route 5 Box 1458 8846 Holliday Drive
Lyons, NY 14489 High Point, NC 27263 Billings, MT 59103 Indianapolis, IN 46260
315-946-6241 919-887-1165 406-252-2565 317-873-4601
Rowland Huey Art Schackman Hugh Miller Col. Gordon Taylor
John Huey & Sons Art Schackman Auction & Sound Service ~ Curran Miller Auction Reisch World Wide College of Auctioneering
11660 Parkway Drive 307 North Church Street Route 3, Box 457 Box 949
North Huntington, PA 15642 Newton, 1L 62448 Evansville, IN 47711 Mason City, lowa 50401
412-803-4901 618-783-2084 812-867-2486 515-423-5242
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business liquidations.
| That's where he learned to dance, you also
could say.

One day they were selling an estate and the
price suddenly shot up to a point 15 or 20 percent
higher than expected and Fred started dancing. He’s
been doing it ever since — always dancing when
properly “inspired’” by the bidders. So they call them
the “Twin Derby Dancers”.

Fred and Sherrill have auctioned off a lot of
tomatoes and more than a few hotels and motels
during the 18 years Fred has been chanting and
dancing. Real estate, antiques, heavy equipment,
autos, business liquidations — they do it all.

Fred’s first sale was a produce auction in Hen-
dersonville, S.C. Then he knew he had picked the
right profession.

“As a boy | also thought about being a lawyer,”
he said. Then, with a tongue-in-cheek grin, he added:

“You know, some lawyers are fast-talkers, t0o.”

“But | really think my dream was always to be an
auctioneer,” he went on.

The Mullis Brothers spent some of their early
years selling winter strawberries and produce in
Plant City, Florida. It was considered the world’s
largest fruit and vegetable auction then. They also
have sold produce at auction on several other mar-
kets in Georgia, Arkansas, South Carolina and Ala-
bama.

The champion auctioneer is a member of the
National Auctioneers Association and has attended
the organization’s last 18 national conventions.

(Reprinted with permission from THE DOTHAN
EAGLE, Dothan, Alabama. Article by Ed Driggers,
DOTHAN EAGLE photo.)

Fred Mullis Update . . . Plane Sale

World Champion Fruits and Produce auctioneer
Fred Mullis, CAl, returned from the Denver NAA Con-
vention only to leave again with brother auctioneer
Sherrill Mullis on a tour of Europe. The publicity
about the fruits and produce award continued, how-
ever, with articles in the CHARLOTTE OBSERVER
and LANCASTER NEWS.

On the way back from Europe, the word got
around the 500 passenger plane about the two auc-
tioneers who attended the world’s largest flower
auction in Amsterdam, Holland, and of course, about
Fred’s championship award. Aboard the flight was a
man and his family who had spent all their money in
Europe. To help out the family, Fred was asked to
hold an auction. He did so, right there in flight, sell-
ing the man’s $275 watch for $320.

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

Approved by Texas Education Agency
The School of Distinction
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Submitting material to THE AUCTIONEER?

Basic Steps Assure

Reprint of Your Article

by Gary Carmichael
Director of Association Services

You've had a successful auction and the local
newspaper covered the sale, complete with pictures,
you've received an award for your auctioneering
skills, or your auction business has been recognized
for excellence; again, story in the newspaper com-
plete with pictures. Now’s your chance to submit

that article and picture story for possible publication
in THE AUCTIONEER magazine.

So how does an NAA member get an article
published in the Association’s magazine? It's a
simple 1-2-3 procedure that begins with permission
from the publisher.

1) Clip your article and send it or take it to the
newspaper. You're asking for permission in writing
to have your article reprinted in THE AUCTIONEER
magazine. If photos accompanied the article, ask
for those, too. Assure the newspaper that any photo-
graphs they provide will be returned promptly. Also,
assure them that proper reprint credits will appear
with the article.

Why doesn’t the managing editor of THE AUC-
TIONEER magazine secure his own reprint permis-
sion? Good question, but even if you submitted your
article on time (that is before the 10th of the month),
it takes a week or two for getting reprint permission
by mail from a publisher. By that time, the magazine
has gone to press while your article waited in the
hold box.

Your fellow auctioneers would like to read about
you as soon as possible after your newsworthy event.
That makes reprint permission from your publisher
a very important part of submitting your article to
THE AUCTIONEER.

2) Put the package together and send it to THE
AUCTIONEER. Make sure you're sending:

a copy of your article

permission from the publisher to reprint
your article in THE AUCTIONEER

photographs if possible (please, black and
white glossy photos only)

a letter or note from you with any additional
information, or just to say hello

Lastly, your deadline is the 10th of the month,
each month except July when your deadline is Au-
gust 10.

3) When submitting other articles to THE AUC-
TIONEER, such as state association reports, re-
quested materials, how-to-information, or event COv-
erage, make sure that the accompanying photos are
glossy black and white. The reproduction quality of
color photographs is most often very poor, that’s if
the color photo is reproduceable at all. Your article
deserves the best in explanatory photos, and only
black and white glossy prints reproduce well.

We’d all like to hear how you’re doing
NAA Auctioneer, your fellow Association mem-
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bers are interested in your newsworthy accomplish-
ments, but would like to read about them as soon as
possible. You can greatly enhance the process of
getting your story published by making sure you
send THE AUCTIONEER 1) your article, reprint per-
mission, accompanying black and white photos, 2)
with all the material arriving at the NAA office by the
10th of the month. After all, YOUR news story de-
serves publication in YOUR magazine.

Reppert School of Auctioneering, Inc.

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

Founded in 1921

Decatur, Indiana

Box 189 46733 AC 0033

WICK ALE
LERK D YsTEm Guarantee!

Try Kwick Klerk for THREE sales. If not completely satis- L
fied, return unused portions for complete refund!

COMPLETE AUCTION SALE SYSTEM
$35.00

This system supplies a receipt, check-out slip
and a complete record of the sale with ONE
WRITING! Allows several clerks to make settle-
ments during the sale. Speedy, accurate and
complete. No posting.

QUANTITY

(  sheets) 4-Page Clerking Sheets — 10 tickets
on a sheet $20.00 for 100 sheets.

(  sheets) 3-Page Clerking Sheets — 10 tickets
on a sheet $18.00 for 100 sheets.

K

right handed left handed

( ) Name Imprint $15.00 for one line each
ticket regardless of number.

( ) Bidder Registration and Buyer Num-

ber Cards — 1000 or more $22.00
per M. includes your imprint. (send
copy) Disc. 5% 2M or more. 11x33 "

( ) Bidder Card Imprinter $125.00
(Uses plastic, embossed drivers li-
cense.)
Here’'s the new modern way to clerk auction sales. One
clerk or two clerks — Use names or numbers. Provides

fast settlement, check-out, receipt and sales total on ONE
sheet. Used by many successful auctioneers, auction
barns and Bankers.

Box 147, 399 River Mall East
Northfield, Minnesota 55057
RUSH ORDERS 507 645-4407
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Auctioneer to REALTORS®

The Auction Alternative

Do you miss out on supplementing
your commission income because a
particular piece of property won’t sell
in the conventional manner?
Investigate the possibilities of
contracting for the services
of a local auction firm.

Jim Trusty
Hermitage, Tennessee

(The following article by NAA member auction-
eer Jim Trusty appeared in the July 1979 issue of
“real estate today®’’, published monthly by the NA-
TIONAL ASSOCIATION OF REALTORS®. According
to Trusty, the response to the article kept his phone
ringing, as he directed all inquirers to contact their
state auctioneer associations.)

According to definition, an auction is a sales
transaction conducted by either oral or written ex-
change between an auctioneer and his audience. The
exchange consists of a series of ‘“invitations’ for
offers to purchase goods or real estate made by the
auctioneer resulting in offers made by members of
the audience. The transaction culminates when the
auctioneer accepts the highest or most favorable
offer made by an individual participant in the auction.
| have witnessed the auction method of sale work
with proven results time and time again. | believe it
could be used more often if brokers and sales associ-
ates more fully understood the procedure.

To appreciate the large number of properties
being sold by auction today, you need only to study
the auction advertisements section of your local
newspapers for a two-week period. You will be
amazed at the tremendous amount of real estate
that is being handled by this method. In my mid-
Tennessee locale, which is served by two large
newspapers and approximately 12 smaller ones, |
find that there are about 2,000 auction sales annual-
ly, or some 40 sales per week. | have attended auc-
tions where the real estate sold for $1,000 and | have
been to others where the property brought $1.5
million or more.

Of course, all real estate cannot be handled by
public auction, but more can than is being handled
now. These are the properties that the salespeople
In the field are missing or avoiding because they
don’t know what to do or whom to call. Auctioning is
one more way for brokers and salespeople to add to
their incomes. In fact, most real estate salespeople
don’t even know that instead of completely losing
out on a commission, they could split it with an out-
side auction firm. My company, which has an auc-
tion department, sells both by private sale and auc-
tion. Our present ratio is about fifty-fifty. But the
auction method of sale is gaining steadily in both

THE AUCTIONEER



production and popularity with salespeople and sell-
ers alike. It is easier than private sale, and quicker.
Auctioning is a way to have fun and make money —
at the same time.

The first question everybody has about the auc-
tion method of sale is: “Why would anyone prefer
this method over private sales?”’ The reasons are
many and are growing every day. Reasons to auc-
tion property include: bankruptcies, foreclosures,
seller needs the money immediately, division of
estate among heirs, ability to sell personal property
and real estate at the same time, property in need of
repairs, and change in zoning that makes the proper-
ty more valuable or desirable.

One important difference between auction sales
and private real estate sales is the eagerness and
availability of the buying public. In private situations,
the salesperson must almost hand-carry his pro-
spects one at a time to see a listing in hope of maybe
creating that necessary spark of interest that will
motivate them to make the final move to buy.

But in the auction business, when an available
property is properly advertised, prospective buyers
are just waiting for the auctioneer to sell the proper-
ty to them. All those people are prospects and po-
tential buyers — if not of that particular property,
maybe of another. The vast majority of people wha
come to an auction are genuinely interested in the
real estate that is for sale. And, those attending the
auction know that the property will not be sold until
the highest and most favorable bid is achieved for
the seller.

The auction method of sale makes it possible to
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e ﬂs the season to make money!

) We are your one X-MAS stop for Large Quantities
JVE Y, of General Merchandise such as:

TOYS e GIFTWARES « PREMIUMS « APPLIANCES

TOOLS » NOVELTIES « JEWELRY « SOFTGOODS,

Dring in your truck & we'll load it right up!

offer a property to an entire group at one time in-
stead of to one individual or family. By selling to a
large group, the property may bring more money
than through a private sale. And when the final and
winning bid is accepted, there should never be a
question as to the price at which the property sold.
The audience sets the price at an auction. The auc-
tioneer merely echoes what they offer.

It is interesting, too, that in times of high interest
rates and tight money situations, the auction busi-
ness seems to improve. Properties more often sell
for cash, owner terms, or an easy assumption.

If you happen to run across a property that you
think might be good for the auction method of sale,
what should you do? If your company does not have
an auction department and/or a licensed auctioneer,
you must look for outside assistance. Where do you
go? What do you look for? What will you find?

The days of the carnival huckster, fast-talking
con man and the part-time horse trader who auc-
tioned on the side are over and gone. Today's typical
auctioneer is a solid citizen. He is licensed, bonded
and insured. His actions are supervised by a regula-
tory commission. In some states he is required to
devote a specified number of hours of study to auc-
tion law, practice and procedure prior to receiving an
auctioneer’s license. Most aspiring auctioneers then
must take an apprentice auctioneer’s examination
and serve at least one year’s apprenticeship under
the direct supervision of an active, licensed auction-
eer. In Tennessee, both apprentices and auctioneers
take a written and oral exam, which is becoming pro-
gressively more difficult each year. Also in our state,

ETC., ETC.
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Frieder’s

2553 Superior Avenue
Cleveland, Ohio 44114

Come in or call 216 781-6477 or 781-6497
Out of state WATS line Call: 800 321-8192

IMPORTERS ©f TOOLS & ELECTRONICS
WATCHES & GENERAL MERCHANDISE

Closeout Merchandise Buyers.
Suppliers to the Auction Trade
of Promotional & Nationally
Advertised Merchandise such as
PANASONIC, MIDLAND, SHARP, SONY,
KRACO, MECCA, SPARKOMATIC,
BETAMAX, TEABERRY, ROYCE, COLT,
REGENT, PROCTOR SILEX, MCGRAW-
EDISON, plus many others.

We import tools directly from our
overseas manufacturers. Items
such as; socket sets, wrench sets,
5 speed drill presses, bench
grinders, mallet sets, screwdriver
sets, heavy duty vises, etc. Direct — |
importing enables us to offer . ﬂmhjwwM%W“ﬂﬁﬂm&fggﬁ“lW"
the lowest prices possible. —  —— 'me
Visit our showrooms and 1inspect 11
our quality merchandise ready
in our 48,000 sg. ft. warehouse
for fast pickup or delivery.
Serving the Auctioneer Trade
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auctioneers must possess both a real estate license
and an auctioneer’s license in order to legally sell
real estate by means of auction.

Today, auctioneers are fortunate to have local,
state and national associations serving to keep them
informed and up-to-date. It is not much different
from the “‘regular’ real estate profession. And, as in
real estate, there are a number of ways to diversity
because anything can and has been sold by auction.

Auctioneering as a profession has taken some
important strides toward recognition and profession-
alism in the last few years. Many local, state, and
national auctioneer associations have been formed.
In my state most of the laws governing auctions have
been revised and rewritten. We have updated or
originated educational requirements. And we have
started electing or appointing officials to our state
auction commission who are willing to devote the
necessary time and energy because they are genu-
inely interested in the welfare of auctioning as a pro-
fession. These and numerous other improvements
are propelling us along the road toward professional
recognition in the field of services and sales.

So, you have found a certain piece of property
that you believe might be sold through the auction

method. Sit down and talk it over with your princi-.

pals and then call your local auction firm.

Each auction company varies, so you are best
advised to check them out carefully. Since my firm
has an auction department, we regularly receive
calls from sellers and other brokers who are inter-
ested in our services. When we receive an inquiry,
we ask the individual or company to make an ap-
pointment for us with their principals at their con-
venience. At the meeting we thoroughly explain the
auction method of selling real estate to everyone’s
satisfaction. If at this meeting we can come to an
agreement with the sellers, they sign a contract of
employment with our company and we take over.

We assume all responsibility for paper work in-
volved with the sale. This includes the deeds, sur-
veys, titles, appraisals, and attorney, and we arrange
for and supervise all the advertising for the auction.
Although most auction advertising stresses the fact
that purchasers should make their own financial ar-
rangements prior to sale day, we assist buyers in
arranging financing if they so desire. Also, we fur-
nish all necessary forms, sound equipment, grounds-
men, clerks, cashiers, and any other items that may
help make the sale more successful. Once the con-
tract is signed, we do all the work. We split the com-
mission with the broker on a fifty-fifty basis. It is
considered his listing, our sale.

Let me describe several examples of properties
successfully sold by auction.

® A retired couple wished to sell their home
that was located on the very edge of the county far
from the improvements of local government. They
had been trying unsuccessfully to sell the house for
about six months at a sale price of $32,000. The best
offer of $28,000 came from the listing salesperson
who planned to use the house for a rental. My com-
pany listed the property for sale by auction, adver-
tised it for two weeks, and on auction day had 12
prospective buyers. The property sold in 20 minutes
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for $37,250. The next-door neighbor bought it; he
had not even been aware that the property was on
the market!

® Another case involved the settlement of an
estate. The parents died leaving 16 heirs. The only
thing they could agree on was that they were related.
Each one wanted something that the others wanted.
Everyone sensibly agreed that an auction sale was
the fairest way to settle their differences. The per-
sonal property alone brought in about $4,000; the
home sold for approximately $2,500 more than what
we would have listed it for if we had handled it by
private sale.

® In a third situation, a client of ours who deals
in rental property had purchased a house inexpen-
sively for the purpose of renting it out. In a year’s
time it became evident that the neighborhood was
not as good for rentals as he originally thought. He
decided to carry the mortgage himself and we agreed
to sell it for him at auction. On the day of the auc-
tion the house brought $7,200 more than he paid for
It 12 months earlier. He had rented it out for a year,
made no repairs or improvements and still received
a good return on his investment.

S0, instead of missing a commission altogether
on an unusual property or one that may prove diffi-
cult to sell in the conventional manner, try to make
your sellers happy and get yourself a little commis-
sion income to boot. All you have to do is make an
appointment with an auction company. Sounds like
a good deal, doesn’t it?

Look around today. Are you missing a commis-
sion somewhere? Locate that particular piece of
property and then call on your local auctioneer. You
will be pleasantly surprised at the results.

REALTOR® Trusty, GRI, CRS, is broker-owner of
Statewide, REALTORS® and Auctioneers. Trusty de-
veloped and now teaches the auctioneering program
offered by the University of Tennessee.

(Reprinted with permission from ‘““real estate today®”’)
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‘“A Very Select School”
If you miss our next term, it will be SIX MONTHS before
you have another opportunity to attend SUPERIOR.

A term only lasts two (2) weeks. YOUR EDUCATION IS
FOR A LIFETIME. Doesn’t it make sense to learn from
TODAY'S auctioneers? From the people who are selling |
many of the Nation’s top sales — not from someone who
is not an auctioneer or not enough business, as an
auctioneer, to keep him busy? He cannot tell YOU how
to be a SUPERIOR auctioneer.

SEND FOR OUR FREE CATALOG. YOU WILL KNOW US.

SUPERIOR SCHOOL OF AUCTIONEERING
l P.0. Box 1281, Desk A, DECATUR, ILLINOIS 62525
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Directors discuss real estate

How Much Is My
Real Estate Worth?

By Rex B. Newcom
NAA Director

How many times have you been asked that
question? What was your answer? Did you tell your
clients what they wanted to hear, instead of taking
the r;arder job of being the ‘““Professional Auction-
eer’

To be a professional auctioneer you must first
counsel with your clients. You must explain to them
both the pros and cons of their property, and that it
takes a willing seller as well as a willing buyer to
finalize a real estate transaction. You must also con-
vince them that the auction way of selling, when con-
ducted by a professional such as yourself, is the
ultimate method of achieving the true market value
of any piece of real estate on any given day.

| wish that | could tell you all of the things that
are required to make a real estate auction success-
ful, but | don’t have all the answers — | haven’t even
heard all of the questions yet! However, as profes-
sionals in a changing world, we should never arrive
at the point where we cannot continually improve
our knowledge of auctioneering. During every auc-
tion we conduct we should try to learn something
new. We can profit from every mistake that we make
by learning the cause of that mistake, and then using
the experience to overcome similar problems that we
may encounter. When we do find something that
works well for us, we should begin to use it as a
standard procedure. From our years of personal
experience, there seems to be only one definite rule
you must follow that will stand the test of time, ‘‘you
must make your real estate auction business a peo-
ple business’’.

You have to know the people. Know the people
you are selling for as well as the people you are sell-
ing to. Why are the sellers selling? Do they really
want to sell? Do they have to sell and why? Have
they tried selling before? Are they really motivated
to sell? If the seller is not motivated to sell, there is
no way you can have a successful auction. The seller
will undo everything that you do and block you at
every corner. The best advise is to simply walk away
from the seller who is not genuinely motivated to
sell. For the auctioneer who conducts himself as a
professional, there is a wealth of real estate for auc-
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tion, and you cannot afford to waste your time with
unmotivated sellers.

But when you find a motivated seller, it becomes
your duty to use every resource at your disposal to
find as many motivated buyers as you can, for the
property that you will be offering for auction. Spend
as much time with the property as possible in order
to develop several ideas for attractive use of the
property. If the property is commercial, list as many
adaptable uses of the property as you can determine.
The larger your list, the more potential bidders you
can motivate. Raw land has many uses, which will
differ from parcel to parcel, but research the uses of
the particular piece you are offering and again your
list of potential bidders will grow.

Residential property offers the greatest chal-
lenge to the professional auctioneer because it is
usually limited in its uses. It can rarely be more than
a place to live or rental property, but don’t forget the
outside interests that will motivate a number of dif-
ferent bidders. Some of these interests are: dis-
tances to schools, churches, and shopping centers;
places of employment, recreational facilities, air
terminals and highway express routes.

Next, the research you have done on the proper-
ty must be put to use in your advertising approach to
the buying public. Don’t try to give them the com-
plete story about your property in a small ad. Too
many details tend to confuse people. What you want
to accomplish from your advertising, both brochures
and newspaper ads, is to first get the buyers atten-
tion and then arouse their interest either to see the
property or to ask for more information. Once this
line of communication has been established between
potential bidders and yourself, you can help motivate
the bidders into successful buyers. You have the op-
portunity to turn objections into strong selling points.

Not all Real Estate Auctions are as successful as
we would like, and some are even discouraging.
Don’t let this bother you, but remember this one im-
portant fact — ours is a people business. If we have
motivated sellers and everything is implemented cor-
rectly, you will probably have a successful auction
and the public will remember us as ‘‘Professional

~Auctioneers’.

CONTAINER BUYERS

Pay low prices at Europe’s
largest wholesale source of an-
tiques. Buy F.0.B. England or
b "N YRR W, Antwerp, Belgium with similar
TR A S, services available from other
""""" Pt L be Rl countries, or we’ll select, ship
and pay all charges and finance
B g price for packing and paperwork
B o n 20 and 40 ft. containers.
- Supplying U.S. and Canadian
East and West Coast wholesal-
g ers. Write or call collect to Lynn
. Walters. Annual volume over
$1,000,000.

ONE OF OUR ANTWERP WAREHOUSES

LYNN WALTERS
(_Jlackamas. Ore. 97015
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Auctioneer, Reconsider
Real Estate Sales

By James W. Heike
NAA Director

Selling real estate at auction has been a sub-
ject of prime interest to many auctioneers in recent
years. Much has been written on the subject, and a
good number of seminars and workshops have been
conducted on the state and national level within our
association. Many auctioneers, however, have hesi-
tated to take advantage of this lucrative, fast growing
segment of the auction profession. The reasons, |
feel, are simply that no one has personally encour-
aged them, or because a subconscious fear of not
succeeding exists.

The intent of this article is not to elaborate on
the fine points of selling real estate at auction, nor
IS it necessarily intended to improve the method or

style of our many already successful NAA members
selling real estate. Rather, it is to encourage those
of you who have thus far hesitated to increase your
Income by getting involved in selling some real estate
at auction.

In my opinion, there are several basic rules an
auctioneer must follow to be successful in the grow-
ing real estate/auction business. One of the most
important is that you establish a reputation of selling
the property you have offered for sale. | realize that
for various reasons you probably will not be able to
sell 100% of the properties you offer, however, | can-
not imagine anything more harmful to your success
than too many unsuccessful attempts at ‘“getting the
job done”.

Probably the main reason estate sales are usual-
ly very successful is that the public realizes that
everything will be sold. Likewise, the public is quick
to recognize that when you offer real estate at auc-
tion and finally drop the hammer, they know the
property has a new owner. In order to accomplish
this “feat,” preparation, as in all other types of
auctions, is still the key word. It begins by ‘“‘condi-
tioning” the seller. He must be made to realize that
through your expertise, his property will bring fair
market value or more.

Whether you allow him a minimum bid, guaran-
tee him a minimum price, or do not discuss price at
all, you must, after a frank discussion with him, also
be convinced that you can sell his property for a
price that will be satisfactory to him before going
ahead with a contract. Preparation for the auc-
tion itself is basically similar to that of most other
types of auctions. Personally, for example, | like to
tie in the sale of the home with the household fur-
nishings, particularly if it is an estate sale or the
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Is what can happen when you advertise to the 1,500,000 readers of The Sunday Globe. The largest
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DEALER AUCTION _; DEALER AUCTION
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2550 Shorter Avenue (Ga. Hwy 20 West)
ROME, GEORGIA
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seller is leaving the area. This is an excellent way
to begin your new venture.

Before you attempt a real estate sale, be sure
you are properly licensed. If you don’t know, find
out what the requirements are in your state. Also,
check the courthouse records and find out who the
actual owner is. If the wife is involved, for example,
has she agreed to the sale? Are there any liens or
encumbrances against the property? Do they ex-
ceed the value?

Be familiar with the physical aspects of the
property. In other words, know what you are selling.
You can not intelligently or successfully talk about,
or sell property with which you are not completely
familiar.

® When writing your advertising and delivering
your opening remarks at the auction, be explicit.

® Be sure you make it clear exactly what you
are selling and what the terms and conditions are.
Confused buyers will not bid.

® It's an excellent idea to tape the auction
should a question arise at a later date.

® Don't overlook the possibility of offering the
larger properties in parcels. Smaller parcels usually
bring a premium price.

® Personally contact everyone who has indi-
cated an interest in the property, or anyone who may
or should be interested. Do this far enough Iin ad-
vance of the sale so they can make financing ar-
rangements.

After the property has been sold, closing the
transaction is the same as any private sale and be-
gins with an offer to purchase contract. Ten percent
down on the day of sale, balance in 30 days when
merchantable title is furnished, is quite standard pro-
cedure Iin our area.

Finally, if you would like to increase your know-
ledge in the interesting field of real estate auctions,
make plans early to attend the NAA Seminar on Sell-
ing Real Estate at Auction in Phoenix, Arizona,
February 17-18-19. You'll be glad you did.

Auctioneer, it’s a fact . . .

At a Charleston, West Virginia sale of the State’s
bootleg cigarette inventory,
showed up. Cigarettes usually selling for $5.50 a
carton were minimum priced at only $1.50 for a car-
ton of 10 packs. No explanation was offered.

During the '30s, '40s and ’50s, the years of great

fishing, the average daily haul to the New England

Fish Exchange was close to 1,000,000 pounds.
YANKEE AUCTION NEWS

LEARN AUCTIONEERING
IN FLORIDA

JIM GRAHAM
SCHOOL OF AUCTIONEERING

204 US 1. North Palm Beach, F1 33408

| F R . . y
[ SRSENES TS ‘“‘Real Estate auctions our specialty”

not a single bidder
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Stolen equipment, stolen antiques, bad checks . . .

Help Keep Crime
Out of Your Auction

~From time to time the NAA office receives
notices of stolen goods that could make their way
to the auction block, news of bad check artists, fraud-
ulent operations, and more. These notices will be
promptly published in THE AUCTIONEER as a ser-
vice to NAA members.
In cooperation with America’s general con-
tractors, the following request is aimed at curtailing

the multi-million dollar stolen construction equip-
ment racket.

Request from the Associated
General Contractors to the
National Auctioneers Association

The Associated General Contractors of America
IS requesting the assistance of the National Auction-
eers Association in our attempt to reduce the alarm-
INng number of construction machines which are
stolen each year by eliminating any potential market-
Ing outlets available to the thief. AGC suspects that
one potential avenue for a thief to fence stolen equip-
ment is through a legitimate auction. For this reason
AGC requests that auctioneers engaged in the sell-
ing of construction equipment check all serial num-
bers through the FBI’s National Crime Information

One object or an attic-full

How Much Is Your
Collection Worth?

Whether you are hedging against inflation or
satisfying your curiosity, we will research and
give you a confidential estimate of the current
market value based on predominant interna-
tional sales. This introductory offer expires
September 30, 1979 and is limited to first time
inquires for up to 5 articles. Allow 4 to 6 weeks
for reply. Send your descriptive list, include
US$5.00 per item to:

Collectors Certified Confederation
3393 Peachtree Road
P.O. Box 18593, Lenox Square, Dept. T
Atlanta, Georgia 30326 USA
1-404 - 427 - 0744
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Center (NCIC) computer system prior to their being
sold. This can be done by sending those numbers
to FBI headquarters in Washington, D.C. at least two
weeks prior to the auctions. Numbers which are
supplied by the seller should be visually verified for
accuracy when possible prior to running this check.

AGC further requests that machine numbers
which are obtained after the two week deadline also
be verified and checked through the NCIC by way
of the local law enforcement agency. In either case,
should a number show up in the NCIC, reported as
having been stolen, law enforcement officials will
Investigate the matter further.

Machines which are offered for auction at the
last minute are particularly suspect and the most
likely to have been stolen. AGC requests that auc-
tioneers be particularly careful in dealing with these
late offers and make every effort to check these
numbers with the NCIC. It is recognized that this
last proposal could put the auctioneer in a difficult
position, but it must be realized that this is a neces-
sary step iIf we are to realize any reduction in the
totalll numbers of construction equipment stolen an-
nually.

SALE CLERKING SHEETS

and other Auction forms
Write for Samples and Prices

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

Better Auctioneers Start Wlth Better Tralnlng

__ ? | >

~“AUCTIONEERING

CONSTRUCTION EQUIPMENT SERIAL NUMBERS
CAN BE CHECKED THROUGH
THE NCIC AT FBI HEADQUARTERS
BY SUBMITTING LISTS TO THE
FOLLOWING ADDRESS:

SA Max Conner

NCIC Operations

Room 7236

J. Edgar Hoover Building

10th & Pennsylvania Ave., N.W.
Washington, D.C. 20535

The full story behind construction equipment theft
IS on page 27 in this issue of THE AUCTIONEER.

Bad Check Artist Steals Silver Tea Set

The following account of a $7,600 tragedy was
received at the NAA office from member Rich Roan.

On Memorial Day, Monday, May 28, 1979 we
held an antique auction in our Gallery at Cogan Sta-
tion, Pennsylvania. We had a man sign our bid
register who purchased a 5 piece silver tea service
(pictured), signed A. E. Warner on the sides of each
base. He also purchased another sterling silver tea
set which is not pictured.

He then came to the cashier to pay, and showed
a letter of credit which we later discovered had a
forged signature of the trust officer. He then paid
with a check drawn on the Peoples National Bank of
Commerce, Miami, Florida 33147 for $7,600.00 from

SHORTCUT TO BEING A "TOP AUCTIONEER"

WHEN YOU GET YOUR AUCTIONEER TRAINING AT MENDENHALL SCHOOL OF AUCTIONEERING YOU GET
AN AUCTION PROGRAM THAT IS TAUGHT BY 15 OF THE NATION’'S TOP AUCTIONEERS AND BUSINESS LEAD-
ERS. EACH INSTRUCTOR IS A SPECIALIST IN HIS OWN FIELD AND EACH IS AN OUSTANDING INDIVIDUAL.

SEVERAL OF OUR INSTRUCTORS HAVE PARTICIPATED AS INSTRUCTORS AT SEMINARS SPONSORED BY
THE NATIONAL AUCTIONEERS ASSOCIATION THROUGHOUT AMERICA.

IT"S SUCCESSFUL PEOPLE LIKE THIS THAT YOU LEARN MORE FROM. YOU WILL BE TRAINED BY SOME
OF THE BEST AUCTIONEERS AND INSTRUCTORS IN THE WORLD.

FORREST MENDENHALL,
MEMBER

Write or call for
free information
today.

U.S. HWY. 29 & 70 (1-85) e HIGH POINT, NORTH CAROLINA, 27263 e PHONE (919) 887-1165
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an account he did not have.

In talking to.the bank we learned this same con
man is wanted on four other warrants for the same
thing. We also understand he opened an account
in Los Angeles, California under the Guaranteed Auc-
tion Co.

A brief description of this con man is as follows:
approx. 6’ tall, at this time he had reddish brown hair,
other times dark hair, slight accent, 32 to 36 years
old, well dressed, small beady eyes, small mustache,
weight 195 to 210 Ibs., he left it known that he had
to catch a plane.

If there is anyone who has any information on
the above | would appreciate hearing from you. | am
willing to go to any length to convict this con artist.
| can be contacted at the following address and tele-
phones. You may call collect.

Rich Roan, Pres.
Bob, Chuck & Rich Roan, Inc.
Auctioneers
Box 118 R.D. #3
Cogan Station, PA 17728
Phone 717-494-0170

or 717-673-3267

Piebald Horse Weathervane
Stolen from Museum

The Shelburne Museum has announced the theft
of a mid 19th century antique weathervane, cast iron
and tin, 18" long x 14" high painted grey and black.

The horse is half-round, cast in two separate
halves. It has an applied tail, cut of tin in silhouette,
painted in a striated manner.

The vane was stolen Friday, June 22, 1979. All
information regarding its return will be held in strict-
est confidence. Please call (collect) or write Benja-
min Mason, Director, The Shelburne Museum, Shel-
burne, Vermont 05482. Telephone 802-985-3346.

. Learn Auctioneering

Complete cassette home study.
® 5 full hours of chant secrets,
training exercises and all phases
of auctioneering.

, American Academy of Auctioneers
+ 1222 No. Kenwood, Broken Arrow, OK 74012 E %?)%5%%1.549_95
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Construction Equipment Theft
Is Costing You Money

Brian P. Deery, Secretary
AGC Crime Prevention Committee

A general contractor leaves his home early one
late August morning and makes his way to the site
of a new county road that his company is building.
Along the way he reflects on the progress of the
work, which pleases him because the job is right on
schedule and should be completed before severe
winter weather sets in. As he drives up to the site,
he is met by his foreman who frantically describes
the occurence of the night before. Thieves have
struck! Two bulldozers that were to be used on a
crucial portion of the job this morning have disap-
peared, and it is not yet known if anything else is
gone. The contractor realizes immediately that the
loss of two $40,000 machines will be compounded
by the time lost from the job, the expense of the idle
operating engineers, and the resulting delay in
schedule.

Unfortunately, scenes like the one described
above are repeated at an alarmingly frequent rate
around the country. In 1978 alone, the general con-
tracting industry lost over $638 million to theft and
vandalism. This figure does not include the associ-
ated costs due to down time and work delays. The
greatest portion of this total is stolen machines con-
tributing over 50% of the cost or $342 million.

The Associated General Contractors of America
(AGC) recognized the growing incidence of crime iIn
the construction industry, and concern grew with the
realization that losses were impacting directly on
individual businesses. This concern led AGC to
form a National Crime Prevention Committee in 1971
to deal with the problem. The committee’s function
is to determine the extent of theft and vandalism in
the construction industry, to cooperate with local
and national law enforcement agencies and other
interested groups in dealing with these crimes, and
to develop methods aimed at eliminating theft, van-
dalism and all crimes affecting our industry. These
efforts have taken many directions and will continue
as more and more people come to realize the magni-
tude of construction site losses.

The first problem the committee faced was an-
swering the question “How much does the construc-
tion industry lose each year?”’ A valid question, but
the answer could not be provided. National statistics
were not available. Many AGC chapters had esti-
mates of their own, and the committee itself made
some guesses, but no hard figures existed.

Finally, in 1977, AGC published the first com-
prehensive statistics demonstrating the total dollar
loss to general contractors due to theft and van-
dalism. This figure came in at an astonishing $722
million. Although the 1978 survey indicates a total
$638 million loss, this decrease does not reflect a
reduction in crime but rather a decline in the num-
ber of general contractors in business. Needless to
say, armed with these statistics AGC has managed
to arouse the interest of our membership and of
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Or Visit our Giant Showrooms
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Auctioneers and independent sales organizations have long relied on Cook Bros. as their
leading source for a wide variety of merchandise . . . including tv’'s and radios, CB radios,
stereos, appliances, watches, cutlery, jewelry, cameras and small novelties . . . items that
can be profitably and quickly sold.

All orders are shipped the SAME DAY we receive them! Whether you sell strictly from
the auction block, in a store, or house-to-house or business-to-business, Cook Bros. should be
your NUMBER ONE supplier for all types of general merchandise and closeouts! Mail cou-
pon below for your big, new wholesale catalog. You’ll boost your profits promptly!
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“Same day shipment “Direct importers
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MA". 113 N. May St., Chicago IL 60607

'".“S IYes, | want to make more money! RUSH my copy of your big, new wholesale cata-
og.
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groups both in and out of the industry.

Because the greatest portion of these losses is
associated with equipment theft, much effort has
gone into protecting this vital part of a contractor’s
business. AGC has been working closely with law
enforcement groups including: the FBI, the National
Sheriff’s Association and the International Associa-
tion of Auto Theft Investigators. Industry groups have
also been involved and include the manufacturer’s
of construction equipment, distributors, insurance
firms and financial institutions. We have been at-
tempting to educate those who can be of assistance,
not only in the magnitude of the problem, but also
in the ways we think the problem can be reduced.

AGC has encouraged its nationwide chapters to
develop local crime prevention committees and at
this date 70 chapters have done so. National AGC
has put together a Crime Prevention Manual which
highlights different programs of various chapters to
help other chapters set up a crime prevention com-
mittee of their own. The National AGC has also de-
veloped a ‘‘Superintendent’s Guide to Theft and
Vandalism Prevention’”. This is a pocket book con-
taining a check list of things for the foreman to be
aware of when surveying a site for security breaches.
Another initiative taken by the committee is the de-
velopment of a “Serial Number Location and ldenti-
fication Guide for Construction Equipment”. This
book lists equipment according to manufacturer and
provides silhouette sketches of the machines indicat-
ing where serial numbers have been placed. This
book has been useful in instructing police officers
who think that all Cats have four legs and a tail. This
is not meant as a criticism of law enforcement, but
more as an example of the kind of uphill battle AGC
has had to wage.

The people stealing construction equipment are
professional thieves who are motivated by profit, big
profit. In its attempt to reduce the alarming number
of construction machines which are stolen each year,
AGC has attempted to eliminate any potential mar-
keting outlets available to the thief. It is suspected
that one potential avenue for a thief to fence stolen
equipment is through a legitimate auction, and for
this reason AGC is requesting that auctioneers en-
gaged in the selling of construction equipment check
all serial numbers through the FBI’'s NCIC computer
system prior to selling them. This can be done by
sending those numbers to FBI headquarters in Wash-
ington, D.C. at least two weeks prior to the auctions.
Numbers which are supplied by the seller should be
visually verified for accuracy prior to running this
check.

We recognize that not all serial numbers can be
submitted this far in advance, but local law enforce-
ment agencies have a terminal hookup with the NCIC,
and they should be asked to make late checks. !n
either case, should a machine’s number show up in
the NCIC, reported as having been stolen, law en-
forcement officials will investigate the matter fur-
ther. Machines which are offered for auction at the
last minute are particularly suspected and the most
likely to have been stolen. AGC requests that auc-
tioneers be especially careful in dealing with these
late offerors and make every effort to check these
numbers with the NCIC. It is recognized that this
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last proposal could put the auctioneer in a difficult
position, but it must be realized that this is a neces-
sary step if we are to attain any reduction in the
tota:I numbers of construction equipment stolen an-
nually.

AGC is a leading advocate for the free enter-
prise system, but construction equipment theft is one
enterprise that should be put out of business. Con-
struction equipment thieves are stealing us blind,
and the “‘us” is not just the contractor who loses his
machine, but the owner having the project built and,
In case of public work, the American taxpayer. The
construction equipment thief is costing us all money
and he can be stopped with your help.

Nashville Auction School

Nashville, Tennessee

THE NATION’S FINEST SCHOOL

Y+ Six terms held each year . .
just for everyone

. One

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

¢ WRITE FOR OUR FREE CATALOG

P.O. Box 190
Lawrenceburg, Tennessee 38464

NASHVILLE AUCTION |
scHooL |

SCHOOL
OF AUCTIONEERING

NOTTS

Learn the art of modern scientific auctioneering from our famous tape re-
I corded course for home study or from classroom courses, which we con-

duct at various colleges, universities and vocational schools. This school
is approved by the State Board of Schools and College Registration in our
home state of Ohio. Reg. Number 71-12-0286H. Chief instructor, Col. R. E.
Knotts, has thirty years experience and more than four thousand public
sales to hiscredit. He has also been a professional auctlioneer instructor

and counselor since 1959.

Rt. 2, Box 161-C, Gallipolis, Ohio 45631
(614) 446-2917




IRS Rulings Help Establish When
A Commission Agent Is An Employee

Three IRS letter rulings in the last nine months
have produced tests which help separate employees
from nonemployees for tax purposes. The distinc-
tions involved are very fine. It's possible for a sales-
man or other person who provides services on com-
mission to be an employee for the purposes of with-
holding federal income taxes, without being an em-
ployee for Social Security (FICA) and unemployment
compensation (FUTA) tax purposes.

For the withholding of personal income taxes,
the test measures how much control a company has
over the salesman. If the company has the right to
set the prices and conditions of a sale and to control
the way the salesman operates, then the commis-
sioned salesman is considered an employee and
fehderal income taxes must be withheld from his pay-
check.

However, for FICA and FUTA purposes, the test
takes less account of whether a company can con-
trol the conditions of a sale than it does of how many
hours a salesman works for the company and wheth-
er he is soliciting orders for the company or for him-
self. If a salesman solicits orders for one company
during at least 80 percent of his working time and
does not have a significant investment in the busi-
ness, then he is an employee and the company must
withhold FICA payments from his paycheck and pay
FICA and FUTA on his behalf.

The three IRS cases illustrate the dividing line.

IN PHILADELPHIA,

There Is only one newspaper

for Auction Advertising:
THE SATURDAY INQUIRER

tu,\'a a’Y

The,

In the first case, the person in question was a travel-
ing salesman working a 3-state territory on commis-
sion for a textile company. The company set the
prices and terms of the sales. He set his own hours,
developed his own leads, and covered his own ex-
penses. When he hired extra helpers, he paid them
himself.

When the question of withholding came up, the
IRS ruled that the salesman was an employee under
FICA and FUTA standards, but not under personal
income-tax withholding rules. He was a traveling
salesman working at least 80 percent of his time for
one company, thus satisfying the requirements for
FICA and FUTA. But the company did not control the
way he did his job, and he was not considered an
employee subject to the withholding of federal in-
come taxes (IRS Letter Ruling 7903005).

The case of a second salesman was similar, ex-
cept that the company provided all his leads and he
sold directly to consumers rather than to retailers
for resale. He was free to set his own prices. He
paid his own expenses and did not answer to the
company for the way he operated.

The IRS ruled that the second salesman was not
soliciting orders for the company — leads came
from the company — and therefore did not meet the
definition of a traveling salesman as it applies to
FICA and FUTA. Because the company did not con-
trol the way he made his sales, federal income taxes

Positioned every week in the first main news
section, The Saturday Inquirer’s Auction Page is a
Philadelphia tradition.

It's the first place serious buyers check when they
want up-to-the-minute coverage of auction sales
and trends.

And it's the first place that auction firms turn for
unsurpassed advertising results — reason why we
publish 300% more Auction Advertising than any
other newspaper in this market. pnistatistical, first half '79

For further information and rates, call:
FRANK RUGGERI (215) 854-2418
TELECOPIER (215) 563-8928
Deadline: Thursday, 5 P.M.

Philadelphia Inquirer

The §No. 1 Auction Advertising newspaper in
America’s fourth largest market.
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did not have to be withheld from his paycheck (IRS
Letter Ruling 7903103.)

The third case involved taxpayers who were
auditors and salesmen for an auditing company.
They maintained normal business hours and used
prices and methods that were set by the company.
The salesmen were trained by the company, which
provided them with supplies. They operated under
a company name and worked for no other companies.

When their case came up for review, it was
established that they worked at least 80 percent of
their time for a single company that controlled the
way they operated, even though they were paid on
commission and were not required to produce a
minimum amount of business. They were ruled sub-
ject to the withholding of personal income and FICA
taxes, and their employer was ruled subject to FICA
and FUTA taxes on their behalf (IRS Letter Ruling
7903065).

(Reprinted with publisher's permission from SUC-
CESSFUL BUSINESS © 1979, 13-30 Corporation, 505
Market Street, Knoxville, TN 37902.)

In Memoriam...

EDWARD O. ROGERS, JR.

A letter from Mrs. Gladys Rogers informed the
NAA of the sudden death of her husband Ed Rogers,
Columbus, Ohio.

GENE BLANEY

Mrs. Lois D. Blaney of Glassboro, New Jersey
iInformed the NAA office of the death of her husband
Gene Blaney, January 16, 1979.

BILLY HUGH HOWELL

It is with regret that | inform the membership of
the sudden death of Billy Hugh Howell. He joined
the NAA and Tennessee Auctioneers Association in
November 1959. He was president of the TAA for
the 1966-67 term of office. He was associated in the
realty and auction business with his sons Billy Hugh,
Jr. and Gwynn, both members of the TAA and NAA.

Hubert Songer
NAA Director
Murfreesboro, Tennessee

EDWARD W. SIMPKINS, SR.

The Association received notice from Shirley V.
Simpkins and Eugene Simpkins of the death of Ed-
ward W. Simpkins, May 9, 1979.

CARROL K. LAGLE

Barbara Linney of Houston, Texas notified the
NAA office of the death of member Carrol K. Lagle
also of Houston.
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CHARLES A. CLARK

| am writing to let my fellow NAA members know
that the Kansas Auctioneer and National Association
has suffered a loss by the death of Charles A. Clark,
June 19, 1979. Charles was truly one of the most
dedicated auctioneers. | personally knew Charles
for only a short time, but in the past four years | had
the pleasure of working several sales with him.
Charles was interested in the NAA and in the educa-
tional programs of the Association. He had planned
to attend CAIl but was unable to do so. Charles was
a good Christian man and had his heart in the auc-
tion profession. The last time, | had the privilege
to visit with him, he knew he didn’t have long to
spend in his business, but he was still making plans
and upgrading his auction business. His business
and presence will be missed by many.

Ernest Persinger
President, Kansas Auctioneer Association
Longton, Kansas

The Basic concept of Bid Getters . . .
“There is no place in the auction business for a man that
Is too lazy to commit to memory that which is of vital im-
portance in getting more bids or that which will entertain
and hold an audience” Col. W. B. Carpenter, 30 years
President, American Auction College.

almost 4,000 proven

BID GETTERS]|

by  Earl D. Wisard
auctioneer

BID GETTERS
(4th Edition) — Revised, Enlarged, Improved

is a 160-page book loaded with sayings, quips, laughs,
ribs, banter, bits, etc., mostly one-liners, collected from
100’s of auctioneers all over the U.S. and Canada during
a 53-year period. BID GETTERS AND AUCTION CHANTS
ARE WRITTEN TO
Get More AIDD: Attention, Interest, Desire, Decision.
Included at no extra charge a 12-page booklet (copy-
right 1976) entitled “AUCTION CHANTS’. 52 basic chants.
Improve your present chant or develop a new one. The
price of the booklet if ordered separately is $5.00. BID
GETTERS sells at $10.00 postpaid, check, money order or
C.0.D. Order from Earl.

Earl D. Wisard, Auctioneer
R 1, Dundee, Ohio 44624
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The Ladies Auxiliary To The
National Auctioneers Association
1979-80 Officers

PRESIDENT :

Mrs. Leland (Irene) Dudley, Route 4, Hampton, lowa
50441. Phone: 515 456-4284

1ST VICE PRESIDENT:
Mrs. Charles (Glenda) Johnson, P.O. Box 46, Sevier-
ville, Tennessee 37862. Phone: 615 453-8417

2ND VICE PRESIDENT:
Mrs. Harvey (Pat) Lambright, 112 N. Detroit St.,
LaGrange, Indiana 46761. Phone: 219 463-2012

SECRETARY-TREASURER:
Mrs. Ken (Marian) Barnicle, 3555 Blueberry Dr., Lake-
land, Florida 33803. Phone: 813 644-3804

HISTORIAN:
Mrs. Ed (Betty) Short, 11017 North Cave Creek,
Phoenix, Arizona 85020. Phone: 602 944-5626

DIRECTORS

TERMS EXPIRING 1982

Mrs. Walter (Ruby) Hartman, 12008 South St. Route 122,
Camden, Ohio 45311. Phone: 513 787-3211

Mrs. Norman (Kay) Aldinger, Rt. 1, Cleveland, North Da-
kota 58424. Phone: 701 763-6351

Mrs. W. F. (Eleanor L.) Moon, 12 Lewis Rd., North Attle-
boro, Massachusetts 02760. Phone: 617 761-8003

TERMS EXPIRING 1981

Mrs. Wylie (Joan) Rittenhouse, 9 Derrick Avenue, Union-
town, Pennsylvania 15401. Phone: 412 438-0581

Mrs. Charles (Alice) Connour, 9770 Wisterwood, Dallas
Texas 76238. Phone: 214 348-2838

Mrs. Rex (Naomi) Newcom, P.O. Box 458, Whitewater,
Kansas 67154. Phone: 316 799-2278

TERMS EXPIRING 1980

Mrs. Martin (Brenda) Higgenbotham, 1702 Edgewood
Drive, Lakeland, Florida 33803. Phone: 813 688-6094

Mrs. Forrest (Betty Jo) Mendenhall, Route 5, Box 395,
High Point, North Carolina 27263. Phone: 919 887-
1165

Mrs. Bob (Ann) Williams, P.O. Box 183, Arlington, Wash-
ington 98223. Phone: 206 435-3608

Mrs. Ed (Jeri) Huisman, 12890 Alabama Road, Galt, Cali-
fornia 95632. Phone: 209 748-2659

Dear Ladies:

| would like to express my appreciation to each
of you that helped make our Denver NAA Conven-
tion a success. We enjoyed having you as our guests
and hope that you enjoyed your stay in our State of
Colorado.

To each of my Colorado Committee ladies, a
very special ‘“‘thanks”, and to all of the National Of-
ficers and Directors, | needed your help and gui-
dance more than you will ever know.

It was a gratifying experience, and | hope that
the days you spent with us here in Colorado were
ones that you will regard as special.

Again, my thanks to each of you for making my
Job much easier.

Mrs. Nettiemay (Troil) Welton
1979 Chairman, Ladies Auxiliary
Convention Events

Wray, Colorado
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1979-1980 PRESIDENT Irene Dudley (left) receives
gavel from outgoing Ladies Auxiliary president Ruby
Hartman.

Dear Ladies and Friends in the
auction profession

Another great National Auctioneers Convention
Is history, and | want to take this opportunity to thank
Nettie Mae Welton and all her cooperating Ladies;
and Chuck Cumberlin and all the Colorado Auction-
eers, who helped make this a really super conven-
tion!

It was also nice to recall 20 years past, when
Colorado was our host. The nice time we had then
with our young family and the enjoyment of the ma-
jestic mountains never decreases. The greatest com-
parison is how our organization has grown in that
amount of time. It is up to everyone of us continue
this growth in the future.

| am thrilled at being elected to my new posi-
tion, and it is with great pride in the auctioneering
profession that | humbly accept the presidency of
the Ladies Auxiliary to the National Auctioneers As-
sociation.

This Association means a great deal to my hus-
band, Leland and I. As many of you know, we have
missed only two conventions in the last 22 years.
Throughout these years, we have watched this or-
ganization grow by leaps and bounds. This is great!
Each year more of us have the privilege of gleaning
many new ideas by sharing with our fellow auction-
eers and wives the ways in which we can improve
our profession.

Just as | am, many of you women are also in-
volved in the auctions — as advertisers, clerks, cash-
lers, merchandisers, etc. Therefore, it is so im-
portant for the women to contribute and work toward
maintaining the educational as well as the fun ex-
periences at our conventions. We always |ook for-
ward to taking home new ideas to help better our
own auctions. Our interest lies also in helping to
maintain one of the greatest FAMILY CONVENTIONS
IN AMERICA! |

Ladies, please feel free to communicate with me
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to share your many ideas.

Show & Tell

As the new school season begins, the young
children always look forward to the class show and
tell session to share their summer experiences. At
this time | would like to share with you something
we did at an auction just three days before we came
to Convention. To create buyer interest and appreci-
ation, we recreated an old General Store of the late
1800’s and told some of its history.

After advertising the store auction, we kept find-
Ing many interesting items. The owners throughout
the years had just set everything that they no longer
used or needed into the back room or basement.
Lucky for us. The original grocery store part had
been used for storage in later years, leaving the
original shelving, flooring and counters. We stocked

A Lundeen Spring Special . . .

these with items we found in original boxes and car-
tons, such as a case of the “Gold Dust Twins” clean-
ser, patent medicine, lamp parts, churn lids and
crockery jugs — new and still in their packing. We
found the original vegetable showcase counter plus
showcases with brass claw feet, cheese display case,
meat showcase ice box, broom holders, and scales.
We found the metal advertising signs to post all over.
These, of course, sold like hot cakes.

To display merchandise in this manner didn’t
take much more effort than setting everything out on
tables. After everyone had walked through admiring
the store and gotten in the mood, we passed the
items out the back door and sold them across the
original fancy counter. This gave everyone more
room and better visability.

Later we went through the store and sold the
larger items in their original setting. Some of the
more unusual items were the kid leather high top
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. = Price

This is for the 2" file

Send Check or Money Order to:

LUNDEEN SALES FORMS

423 East Avenue Holdrege, Nebraska 68949

With each 100 Slot File, You Will Receive a Free Supplies Carrier

($19.95 Value).

Lundeen Spring Special Price: Both for $59.95
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shoes for ladies and children in their original boxes.
ltems the merchants gave away as premiums also
demanded very good prices.

The point is this: by displaying all of these items
instead of having boxes full, we certainly got higher
prices. And this is certainly the name of the game
in the auction business.

Irene Dudley, President
Ladies Auxiliary to the NAA
Hampton, lowa

Ladies Auxiliary Committees 1979-1980
1980 NASHVILLE CONVENTION

CONVENTION CHAIRMAN — Mrs. Charles (Glenda)
Johnson
MEMBERSHIP — Mrs. Harvey (Pat) Lambright
EDUCATION — Mrs. Charles (Glenda) Johnson
YOUTH — Mrs. Martin (Brenda) Higgenbotham,
‘ Chairman
Mrs. Wylie (Joan) Rittenhouse, Co-Chairman
NOMINATING — Mrs. Dick (Virginia) Brewer, Mt.
Hope, Kansas 67108, Chairman
Mrs. Morris (Velda) Fannon, Route 2, Pennington
Gap, Virginia 24277
Mrs. Wendell (Berniece) Ritchie, Marathon, lowa
50565
AUDITING — Mrs. Bob (Ann) Williams, Box 183, Ar-
lington, Washington 98223, Chairman
Mrs. G. T. (Nan) Gilbert, Route 1, Lincolnton,
North Carolina 28092
Mrs. William (Mona) Bodell, Box 117, Hazel
Green, Wisconsin 53811

WORLD’S MOST MODERN AND

EFFICIENT AUCTIONEERING SYSTEMS
Registered U.S. Patent Office

| Clerkmobile T.M. Auction Tops
Patented Clerking Fits on Standard
System Installed 2 or ¥ Ton Truck

Used auction tops and Clerkmobiles for sale.

For Free Literature and Additional information —

+ —

Art Feller. Box 267

Cissna Park, Ill. 60924 Ph. 815-457-2202

Yes . .. Send me Free Literature.

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

Name
Address
City
State Zip

-

AUCTION FORMS

IMPRINTED WITH YOUR NAME &
NUMBERED OR NUMBERED ONLY AS LISTED

ALL CLERKING TICKETS - 3 copies 872" x 117 NCR
12 on or 10 on - not numbered - 250 sets $22.50, 500
sets $43.50, 1000 sets $85.00.

CLERKING TICKETS - 10 on or 12 on - Imprinted your
ncme, cddress and telephoone number, 250 sets $50.00,
500 sets $75.00; 1000 sets $125.00.

CLERKING TICKETS - 10 on only - Numbered 1 to 1000
100 sets $18.00, 200 sets $35.00, 500 sets $65.00,
1000 sets $100.00.

CLERKING TICKETS - 10 on oniy - Numbered 1 to 1000
and imprinted your name, cddress and telephone number

on each ticket. 250 sets $60.00, 5C0 sets $90.00. 1000
sets $135.00.

ALL FORMS LISTED UNDER THIS HEADING are 842"
x 11 sold in pads of 50 each pad at $1.75 per pad,
10 pads at $1.40 each, 20 or more pads at $1.20 each
pad. Not numbered.

CLERKING SHEETS - CASHIER’S STATEMENTS

TERMS OF SALE - CONSIGNMENT CHECK-N
CONTRACT FORMS - PROMOTION SCHEDULE
BUYER’S REGISTRATION - 2 FORMS - 1 with room for
13 names - new form for 20 names.

FORMS LISTED BELOW NUMBERED FROM 1| to 1000
50 sheets each pad, 1000 numbers; 1 pad $3.15; 10
pads at 52.55 each, 20 >r mcre pads ot $1.95 each.

CLERKING SHEETS - BUYER’S REGISTRATION

CASHIER’S STATEMENTS - Numbered from 1 to 1000
1000 lots only, $41.00. imprinted your name, address
and telephone number and numbered 1 to 1000, 20 pads

lots only $50.00.

TAGS Cardboard 22" x 512" - 3 part perforated, hole
at ton. 1000 tags $9.50. 200C tags $18.00, 5000 tags
$40.00.

TAGS - Form No. EATN-26 - Cardboard 212" x 512"
3 part pperforated, hole at top, 1000 tags $18.50, 2000
tags $3£.00. 5000 taas $85.00.

WIRES FOR TAGS - 12 long -
1000 wires ........ $9.00 5000 wires ....... $42.50

TAGS — Sticky Back - Form No. EATSB-35 - 3 part
paroforated, with rcem to write numbers. Need no wires,

peel off and sick on. 1C00 ttags $12.00, 2000 $23.00,
5000 tags $55.00.

TAGS - Form No. EATCBN-36 - Sticky Back - 212" x 5",
no wires needed, peel off and stick on; 17 numbers, 100C
tags $22.50, 2000 tags %$42.00, 5000 tags $100.09.

BUYER CARDS - Form BS-20 34" x 77 - 1000 cards
$7.50, 2000 cards $14.00, 5000 cards $32.50.

BUYER CARDS - Form No. BCN-30 Numbered from 1
to 1000 - 1000 cards $15.00, 2000 sards $29.00, 5000
cards $75.00.

BUYER CARDS — No. BCND-50, Numbered 1 to 1000
1" display numbers; 1000 cards $25.00, 20C0 cards $40.00,
5000 carsd $85.00. NO NAMES

ARROW DIRECTION SIGNS Word AUCTION in beg type
& BOLD ARROW cclored cardboard 97 x 11", 50 signs
$7.5Q, 100 c<igns $10.00. Arrow directions assorted.

Payment with Order — We Pay Postage
C. O. D. Orders — You Pay Postage
— WRITE FOR FREE SAMPLES TO —

STOCK YARDS PRINTING CO.

1613-A Genesee, Kansas City, Mo. 64102

=

THE AUCTIONEER



American-style Auctions
For a Mideast Surplus

The slowdown in new construction in the Mid-
east threatens to turn the area into an enormous park-
Ing lot for used construction equipment. In Saudi
Arabia, completion next year of work on the $1 billion
Jubayl port alone will idle equipment that originally
cost about $70 million. To dispose of the surplus
machinery, Mideast contractors are now trying a
well-tested method for moving used goods — Ameri-
can-style auctions.

Parks-Davis Auctioneers Inc., a privately owned
company based in Richardson, Texas, held the first
such auction in Kuwait last February, grossing about
$4 million for a Canadian contractor. Encouraged by
those results, Parks-Davis has held two more auc-
tions — in Kuwait and Abu Dhabi — and attracted
crowds, even though temperatures were above 110F.
The Kuwait sale on May 26 attracted some 800 peo-
ple, including 350 registered buyers.

Looking for bargains. So far, Parks-Davis is the
only U.S. auctioneer to take its gavel to the Mideast.
“There is no telling how large this market might be,”
says Thomas W. Carpenter, Jr., a Parks-Davis vice-
president. Buyers have mostly been small and me-
dium-size Arab contractors looking for bargains.
Mideast equipment dealers rarely handle used equip-
ment, so the auctions provide local contractors with
all”n opportunity to see a lot of used equipment in one
place.

At the most recent auctions, Parks-Davis grossed
about $4 million for Consolidated Contractors Inter-
natiqnal Co., a Lebanese contractor. ““I think every-
one i1s very happy,” says John A. Oliver, CCl group
plant manager. ‘“The people who came to buy got
prices that were fair, and we are pleased, t0o.”

Tractors, wheel loaders, motor graders, and
heavy trucks sold briskly at the Abu Dhabi auction,
fetching prices comparable to those at a large U.S.
auction, says Carpenter. But with a glut of new of-
fice space in Abu Dhabi, erector cranes, used to build
office towers, sold at a heavy discount. Parks-Davis
hopes this will attract more European and American
dealers to future auctions.

The company, which charges a 7%2% to 10%
commission, conducts the auctions in English with
prices quoted In U.S. dollars. Says James G. Parks,

Important Insurance Protection
endorsed by

National Auctioneers Association
for members

Return the coupon today

for information on the programs
available to you at Association Group
rates through the National
Auctioneers Association.

Mutual
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ANNOUNCING!

7Omaha.

People you can count on...

MUTUAL OF OMAHA INSURANCE COMPANY
HOME OFFICE: OMAHA, NEBRASKA

IN ABU DHABI, used heavy equipment sold briskly
— In 110F heat — at U.S.-auction prices.

president of Parks-Davis, “We expect to have four
or five more auctions in the Middle East before the
year ends.”

(Reprinted with permission from BUSINESS WEEK,
New York, New York. Photo credit, BUSINESS
WEEK/Silvarag/Al Fajr.)

Auctioneer, it’s a fact . . .

Defunct currency (Confederate for example) has
earned an average of double the inflation rate over
the last two years.

Wooden nickels also worth more than the dollar.
At a March 79 sale in Wabash, Indiana, the wooden
souvenirs sold for $5.50 each.

According to the USDA, beef exports to Japan will
Increase 5 times by 1983, bringing cattle producers
a $150 million increase.

LIVESTOCK

Greater demand for horsemeat, more buyers at auc-
tion. From 1974 to 1977 approximately 1,117,000
horses were processed. The number for 1978, a
single year, stood at 500,000 according to govern-

ment estimates.
YANKEE AUCTION NEWS

Mutual of Omaha Insurance Company
Attention: Association Group Sales
Dodge at 33rd Street ®* Omaha, Nebraska 68131

Please provide me with information on the programs aw{ail-
able to members of the National Auctioneers Association.

O Disability Income Protection O Hospital Coverage

O Life Insurance 0O Cancer Protection O MutL_lal Care
Name
Address
City

Best time to call

P

State

*Not all plans available in all states.
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. A. MARCUS CO.

Hillside, lllinois

ESTABLISHED 1908

TOOL

Wholesaler Distributor of Brand Name
AIR TOOLS — STATIONARY TOOLS
ELECTRIC TOOLS — HAND TOOLS

| GENERAL MERCHANDISE — CLOSEOUTS

VISIT OUR SHOWROOM
OR
Write for our FREE monthly catalog

Order NOW by calling us 800 323-0231
lllinois call (312) 544-9510

Our FIVE MILLION DOLLAR INVENTORY means any or-
der is shipped immediately!

All merchandise is fully guaranteed!

$500.00 MINIMUM ORDER — MERCHANDISE FOR RESALE ONLY

4170 MADISON ST., HILLSIDE, ILL. 60162

_ _ l
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Articles of Incorporation Amended by Membership

(Pursuant to Nebraska Non-Profit Corporation Act)

The Articles of Incorporation of the National
Auctioneers Association were amended by the mem-
bership at the Annual Meeting, held during the 1979
NAA Convention on Saturday, July 14, 1979.

The Articles of Incorporation are printed below
so that each member will have a permanent copy.
The 1980 Membership Directory, to be published in
the fall and mailed with THE AUCTIONEER magazine,

will also include both the Articles of Incorporation
and By-Laws.

ARTICLE | — NAME

The name of this non-profit corporation is NATIONAL AUCTIONEERS
ASSOCIATION.

ARTICLE Il — DURATION

The corporation shall have perpetual existence and shall continue until
it is dissolved by operation of law or by vote of the requisite number of
members as provided in the Nebraska Non-Profit Corporation Act.

ARTICLE IIl — PURPOSES

The purposes for which the corporation is organized are to promote
and advance the auction profession; to unite in common organization those
professionally engaged as auctioneers; to promote the mutual interests of
its members; to formulate and maintain ethical standards for the guidance
of its members in their relations with each other and with the public; to pro-
mote and encourage the enactment of just and reasonable laws, ordinances
and regulations affecting auction selling and the auctioneering profession;
to make the public more aware of the advantages of auction selling; and
generally to improve the business conditions affecting the auctioneering
profession.

Notwithstanding any other provisions of these Articles, the corporation
shall exercise only such powers, and shall undertake only such activities as
may be exercised and carried on by organizations entitled to exemption
under Section 501 (c) of the Internal Revenue Code and Regulations per-
taining to such section, as they now exist or may hereafter be amended.

ARTICLE IV — POWERS

The corporation shall have and exercise all powers and rights con-
ferred upon corporations organized and existing under the Nebraska Non-
Profit Corporation Act and any additional powers and rights conferred upon
such corporations by subsequent legislative acts.

ARTICLE V — MEMBERSHIP

Membership in the organization shall be composed of auctioneers
residing within or without the United States. Classes of membership, rights
and limitations of rights of various classes of members, including the right
to vote, qualifications of members, and the manner and conditions of elec-
tion to, and termination of, membership, shall be established by the By-
Laws of the corporation.

ARTICLE VI — BOARD OF DIRECTORS

The affairs of the corporation shall be conducted by a Board of Direc-
tors consisting of the President, President-elect, Vice President, Treasurer,
the three immediate Past Presidents of the Association and twelve (12)
members of the Association who shall be elected as provided in the By-
Laws. In addition, the Executive Vice-President of the Association shall be
a member of the Board of Directors, but shall not be entitled to vote.

ARTICLE VIl — OFFICERS

The elective officers of the Association shall be a President, President-
elect, Vice President and a Treasurer, all of whom shall be elected as pro-
vided in the By-Laws. The corporation may also have a Secretary who shall
be appointed by the Board of Directors.

ARTICLE VIl — COMMITTEES

The Board of Directors, by resolution adopted by a majority of the
directors in office, may designate and appoint one or more committees
to the extent permitted by law and provided in the By-Laws or such resolu-
tions shall have and exercise the authority of the Board of Directors in the
management of the corporation.

ARTICLE IX — LIMITATION OF LIABILITY

The private property of incorporators, members, directors and officers
of this corporation shall not be subject to the payment of corporate debts.

September, 1979

ARTICLE X — BY-LAWS

~Initial By-Laws of the corporation shall be adopted by the Board of
Directors. By-Laws of the corporation may be adopted, amended, or re-
pealed by the Board of Directors at any regular or special meeting.

ARTICLE Xl —
PROHIBITION OF PRIVATE BENEFIT;
LIMITATION OF ACTIVITIES; DISSOLUTION

The corporation shall have no capital stock and shall declare no divi-
dends. The corporation is not organized for profit, and no part of the net
earnings of the corporation shall inure to the benefit of any member,
director, officer or individual (except that reasonable compensation may be
paid for services rendered to or for the corporation effecting one or more of
its purposes).

In the event of the liquidation or dissolution of the corporation, whether
voluntary or involuntary, no member shall be entitled to any distribution or
division of its remaining property or proceeds, and the balance of all money
and other property received by the corporation from any source, after the
payment of all debts and obligations of the corporation, shall be used
exclusively for purposes within those set forth in Article Il of these Articles
or distributed to an organization or organization then entitled to tax exemp-
tion under Section 501 (c) of the Internal Revenue Code and Regulations
pertaining thereto, as the same may be amended at the time of such use or
distribution.

ARTICLE XIl — REGISTERED AGENT;
REGISTERED OFFICE

The initial registered office of the corporation shall be 135 Lakewood
Drive, Lincoln, Nebraska, and the initial registered agent at such address
shall be Harvey L. McCray.

ARTICLE XlIll — INCORPORATORS

The names and addresses of each incorporator are:
Bernard Hart Dean W. Fleming
The undersigned, for the purpose of establishing a non-profit corpora-
tion pursuant to the Nebraska Non-Profit Corporation Act, adopt, sign and
acknowledge these Articles of Incorporation this 24th day of March; 1967.
Bernard Hart Dean W. Fleming

INCORPORATORS

STATE OF NEBRASKA ) ss
COUNTY OF DOUGLAS )

. On this 24th day of March, 1967, before me, a Notary Public in and for
said County personally appeared Bernard Hart and Dean Fleming to me
known to be the identical persons who signed the above and foregoing
Articles of Incorporation as the incorporators of NATIONAL AUCTIONEERS
ASSOCIATION, and acknowledged said Articles and the execution thereof
to be their voluntary acts and deeds.

Witness my hand and Notarial Seal affixed thereto at Omaha, Douglas
County, Nebraska, the date last aforementioned.

Mary E. Kallhoff
Notary Public

ARTICLE XIV — AMENDMENT OF ARTICLES

The Articles of Incorporation may be amended by vote of two-thirds
(24) of the members present at any annual or special meeting of the corpora-
tion. Written notice setting forth the proposed amendment or a summary
of the changes to be affected thereby shall be given to each member en-
titled to vote at the proposed meeting not less than ten (10) nor more than
fifty (50) days before the date of the meeting.

Auctioneer, it’'s a fact . . .

Of all the tobacco sold at auction, 95% is handled
through 174 markets in 12 states.

Small Business Administration loans help busi-
nesses get started or expand. By law, the SBA can't
make a loan if a person can get a loan from a bank
or other private source. Therefore, a person must
first apply for a loan at a bank before contacting
SBA. 95 percent of all loans made by SBA are In
participation with local banks.
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Successful Auctioneering Across the Natlon

Cast Iron Penny Peanut Machine
Tops Hurlbutt Estate Auction

Bidders from 12 states attended the Lucile M.
Hurlbutt estate auction, an accumulation of three
generations. The sale was held at Schuyler, Nebras-
ka, June 15-16. Auctioneer Wayne Stewart, C.A.l,,
Audubon, lowa stated that people from lowa, Ne-
braska, Kansas, California, Ohio, South Dakota, Mis-
souri, Washington, Arizona, Colorado, and West Vir-
ginia, attended the 2-day event at Schuyler.

Nearly 1500 items sold in 2 days at the rate of
one item every 33 seconds.

The first day of the auction was held in the air

conditioned Oaks Ballroom. Items crossing the
block included glassware, coins, primitives, numer- -
ous doll and doll accessories, plus sterling pieces. L T
Day two of the auction began with the sale of the
real estate property, a five bedroom home built in
1884, situated on a full city block, establishing a new ! _
all time high in Schuyler, Nebraska, at $82,000. The
remainder of the auction was sold on location under
a 60’ tent and consisted of furniture and larger primi-
tives. CALIFORNIA BUYER with
One of the outstanding purchases of the day was = peanut machine from }
a cast iron coin operated peanut machine for $2200 Wayne Stewart auction. |
which went to a California buyer.
Mr. Stewart credits the success of the auction
to the importance of preparation before the event.
Proper facilities, set up, national advertising, non-

WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

MAKE BIG MONEY @ START
YOUR NEW CAREER

22 of the nation’s leading auction-
eers show you how.
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and training record or cassette FREE ADDRESS
when you enroll in the term of your
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stop selling, and good assistance all aided the out-
come. Wayne Stewart, C.A.l.,, was assisted by auc-
tioneers Dean and Randy Fleming of Atkinson, Ne-
braka, Gerald and Jerry Wohlers, and Bob Mallinger
of Sigourney, lowa.

Bidding Conservative at Draft Horse Auction

Albany, Oregon — Farmers, loggers and horse
fanciers from several states and Canada converged
Saturday, April 21, 1979 at the Linn County Fair-
grounds for the first Western States Draft Horse Auc-
tion.

More than 100 horses went on the auction block,
along with mules, ponies and farming equipment.
Veteran auctioneer John Hull, Scio, kept a fast pace,
continually encouraging the audience of about 500
to bid higher.

ALTHOUGH BIDDERS were told that quality
draft horse teams have brought as much as $27,000
at Midwest auctions, bidding here was considerably
more conservative. Several horses went for less than
$1,000, others for about $2,000, but one Oregon man
said he felt he got a bargain by paying $10,000 for a
team of two purebred Belgian mares and a 2-week-
old colt.

Mike Johnson, who owns contracting and trash
collecting businesses in Florence, said he plans to
raise Belgians on his 160-acre ranch and use the
mares as transportation for his new garbage collec-
tion business, if the City Council approves. The
reason for using horses to collect garbage: “The gas
shortage and it’'s something different,” he said.

BARNEY FARCEUR, grand champion Belgian
stallion at the California State Fair, was sold to Jodi
Miller, woman horse logger from Sutherlin, by a
California breeder. She paid $3,200 for Barney,
which is her third horse.

“Prices (at the auction) were pretty good,” said
Ted Kooperman, Ontario, California, who bred and
consigned the 4-year-old champion stallion. “It all
depends on who wants to pay the price.”

Governor Vic Atiyeh opened the horse auction
by greeting the crowd and cutting a ceremonial rib-
pon. While most draft horse auctions are held in
the Midwest and East, this was the first in the West.
Draft horses have become popular among Oregon
small farmers and loggers for replacing machinery.
That premise is one of reasons for the Small Farmer’s
Journal, an Oregon quarterly magazine of how-to
farming which sponsored the auction.

THE RECENT GASOLINE price increases ap-
pear to have sparked an already growing interest in
work horses, according to many of those at the auc-
tion.

Walter Klemp, 82, is a retired farmer who farmed
with draft horses years ago in lowa and the Dakotas.
“People are being slowed down with the gas short-
age,” said Klemp, who lives in Salem. “And more of
the small places are coming back to using horse-
flesh.”

(Reprinted with permission from the OREGON
STATESMAN-CAPITAL JOURNAL, Salem, Oregon.
Story by Jill S. Carrol.)
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New York Times readers are
intelligent, educated, affluent.
They’ll make a point of being
where the auction action is

when something they want—
for business or personal investment—
goes on the block.

Call your advertising agency
for more information and rates.
Or call us direct. In New York
call (212) 556-7221. From other
areas, dial our toll-free number
800-223-7437.
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Horst Holds Thirty-fourth Anniversary Sale

Ralph W. Horst Auction Sales held their thirty-
fourth Anniversary Sale of farm equipment, hardware,
trucks, etc. at Marion, Pennsylvania, on May 28-29
with one of the largest crowds ever seen at an auc-
tion in Pennsylvania. Receipts totaled over $433,000
at the firm’s fifth sale for 1979.

Consigners and buyers in attendance for this
year’s Anniversary Sale were from Pennsylvania,
Maryland, Virginia, West Virginia, Delaware, North
Carolina, Alabama, Ohio, New York, Massachusetts
and New Jersey. The following Pennsylvania auc-
tioneers, all NAA members, made up the sale force.:
Harry Anderson, Blaine Rentzel, Clyde Wolgemuth,
Paul Z. Martin, Ken Upperman, and Malcolm Speich-
er.

Oklahoma Estate Sells For 33% More

A total of 1840 acres near Buffalo, Oklahoma was
offered by the heirs to the Philip, Katie and Alma
Yauk estate and sold at a May 16 auction for
$743,600.00, thirty-three percent more than antici-
pated. NAA members Dwayne E. Goodwin and Rod
Gungoll of Waukomis Real Estate and Auction Com-
pany conducted the sale. Comparable sales over the
past two years indicated a much lower price of
$557,000.
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Milestone Beefmaster Sale
Grosses Record $2,630,150

Three Rivers, Texas — May 28, 1979 became the
biggest day in the history of the cattle business as
more than two million dollars worth of Beefmaster
breeding cattle were sold on the first day of Harrell
Cattle Company’s two-day Herring Ranch Dispersal
Sale. The first day’s total of $2,000,600 set a record
for all breeds, the first time the two million mark has
ever been reached in one day.

The Sale Manager for the sale was Fred N.
Thompson, auctioneers were Bert Reyes, Ruben V.
Reyes, plus Anthony Mihalski of San Antonio, Texas
and Gerald Bowie of West Point, Georgia.

The crowd of over 1,500 for the two days,
watched the incredible sale go on to gross $2,630,150
on 391 & 34 lots for an average of $6,714, also an
industry record for that number of cattle. The Herring
Ranch Beefmaster herd was one of the pioneer herds
of the Beefmaster Breed. There was no doubt as to
the quality of the cattle as every major sale record
in the breed was smashed. The previous record
gross for a Beefmaster sale was $518,000 set in 1977.
The record for average price, set last year on 48 & 34
lots, was increased by more than $1,500 in the
“Milestone’”.

The sale got off to a tremendous start when a
3 interest of Harrell’s famous ‘“Showboy” bull
brought a breed record of $150,000. The sale con-
tinued to set new standards for the breed as an
eight-year old cow with calf brought a breed record
of $27,000.

Yes, you can now enjoy the ease and convenience of the all-new Model
16R Voice Projector. This unit replaces the Model 18, which has given
such dependable service over the years. The Model 16R comes equipped
with a top-quality Primo microphone, 16’ coil microphone cord, shoulder
strap, and in-put and out-put jacks for recording your sale or playing music
through the unit. The rechargeable power pack is good for a thousand
charges so you can forget replacing batteries now. Price: only $295.

Many top auctioneers across the country believe that Voice Projector
products are the best on the market. They prove their confidence by buying
and using them with pride, pleasure, and profit. The Model 16R will save
you money and make you money.

We also have the new Model 15 (powered by nine “C’ batteries —
not included) and the Model 16 (powered by nine “D" batteries — not in-
cluded). They are priced at $195 and $245 respectively.

Order your choice today!

COL. ROBERT S. MILLER
MEMBER

INDIANA COLLEGE
¥ O AUCTIONEERING %2

8846 Holliday Drive, Indianapolis, IN 46260
317-844-1088 (Evenings) — 317-873-4601 (Days)

Harrell Cattle Company, Gonzales, Texas, one
of the leading breeders of Beefmasters in the World,
dispersed the famous Herring Beefmaster herd for
reason of health. It was the first dispersal of one of
the pioneer herds in the breed and is considered a
milestone for the popular breed. The Herring herd
was founded by Homer Herring and was recognized
as one of the best cowherds in the industry. Harrell
Cattle Company acquired the entire herd after Her-
ring’s death in 1975.

Baylor Estate Sold at Auction

The estate sale of Bill Baylor was Texas-size In
both quantity and quality. Bill Wade, former presi-
dent of the Texas Auctioneers Association, and pres-
ently an NAA director, was the auctioneer chosen to
conduct the sale. He was assisted by Keith Carey.

AUCTIONEER
BILL WADE

The sale included articles from a Baylor mansion
in Spring Dale, Arkansas as well as the home in Ter-
rell. Margaret and Bill Baylor were amateur ornitho-
logists, and Texas history buffs as well as art col-
lectors. Their wide-ranging interests were reflected
in more than a thousand volumes which sold by the

boxful.
The Baylor estate sale included a 1972 Mercedes

Benz 600 limousine, a $28,900 royal blue rug, pur-
chased in India (a copy of which rests in the Albert
and Victoriam Museum in London), turn of the cen-
tury and 1940’s Kerman rugs, Chinese egg-type
planters, a large collection of Steuben glass, plus
fine quality oil paintings and sculptures.

Baylor had been chairman of the board of
Sedco, a Texas oil company. He was a member of
the prominent Texas family which founded Baylor

University.

Phoenix Auction Gallery Opens

Auctioneer Scott Rhodes opened his Arizona
Auction Gallery with a capacity crowd, about $25,000
in bids, and newly elected NAA president Chuck
Cumberlin handling the sale. The June grand open-
ing introduced the new gallery which plans bi-month-
ly sales of fine arts, antiques, and jewelry.

THE AUCTIONEER



The Auctioneer’s ‘"Auctioneer’

HEN YOU HAVE AN AUCTION THAT

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

SULTATION IN PRACTICALLY EVERY CATAGORY
OF REAL OR PERSONAL PROPERTY.

® COLORFUL TENTS (For Outside Sales)

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

® NATIONWIDE ADVERTISING (In House
Agency)

® NATIONWIDE MAILING LISTS

® FINANCING AVAILABLE (On Most All
Properties)

® NATIONWIDE TOLL FREE TELEPHONE

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

BROKER PARTICIPATION INVITED.

Call Toll Free

s S

800/342-2666

Elsewhere Call
800/841-9400
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$1.6 Million for Colt at Keeneland

At the Tuesday night session of the Keeneland
Summer Sale, Lexington, Kentucky, old records fell
as a yearling colt sold for a world record price of
$1.6 million. Purchased by Japanese breeding and
racing buyers, the colt was one of three Keeneland
records: a half sister filly to Seattle Slew sold for
$750,000 to a British horseman; the auction logged
a record average of $155,567 for the 305 yearlings
that sold in the two day event.

NAA thoroughbred auctioneer Tom Caldwell
handled the bidding at the Keeneland Sale.

Ohio Land Sale Totals Over One Million

Five Ohio farms totaling 615 acres and a Green-
field, Ohio residence recently sold at public auction
in the largest real estate auction ever held in High-
land County.

Prices for the farmland sold July 7 were $35,000
for 15 acres, $151,920 for 72 acres ($2110 per acre),
$116,200 for 83 acres ($1400 per acre), $375,180 for
222 acres ($1690 per acre), and $416,250 for 225
acres ($1850 per acre). The Greenfield residence
sold Tuesday evening, July 6, for $67,500. The total
price for all real estate was $1,162,050. NAA mem-
bers Charlie Hunter, Lowell Chambers and Rick Will-
iams conducted the auction for the Austie Hussey
estate.
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HUDSON AND MARSHALL | INC.
LIQUIDATORS AND AUCTIONEERS %

3683 HOUSTON AVE, MACON, GA. PH (912) 781-2601 ij

Home Offices
Macon, Georgia

Atlanta Offices
Suite 109
333 Sandy Spr. Cir.

404/256-5450
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WATCHES

‘For all your watch needs . . . from one jewel to
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ﬂ25 jewels; with and without calendars, mens'

A.nd ladies; railroad pocket watches. We also \§

=carry the popular electronic watches. Check=
i for our closeout deals in watches! o
*Lowest Prices *All new, factory fresh L

*All watches boxed
with warranty

*Same day shipment

WAGNER WATCH CO.

8 W. 37th Street
New York, NY 10018
Phone: 212 695-7962
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Kansas Auction Helps CPR Training

The Newton, Kansas downtown Kiwanis Club,
of which NAA auctioneer Art Unruh is a member,
sponsored a fund raising auction to buy Resusci-
Anne dolls to teach cardio-pulmonary resuscitation
(CPR) to the community. The auction was a tre-
mendous success, raising for the Club an excess of
$2,600.00. The goal of the Club is to teach at least
one person in each family the method of resuscita-
tion as a ‘“Save-A-Life’’ campaign. Bidding was very
active and the Board members considered the auc-
tion a complete success. All services by Art's com-
pany, Buy Now Realty & Auction Company, were do-
nated.
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NAA AUCTIONEER Art Unruh (left) with Kiwanis
members and CPR Resusci-Anne doll.

Kruse Chalks Up Highly Successful Auction

Kruse Auctioneers of Auburn, Indiana, recently
returned home from one of the greatest collector car
auctions the firm has ever conducted. Sales of $2.8
million made the annual James C. Leake Classic Car
Auction in Tulsa, Oklahoma, the most successful sale
since the Midwestern United States Collector Car
Auction, which was held in Auburn during the Labor
Day weekend last year. Sales from that auction
reached $3.9 million.

Sixty-eight percent of the 550 cars consigned
for the Tulsa auction were sold, and 40 percent of
these were sold at, or above, their reserve price. This
establishes a new record and indicates that the col-
lector car market is still strong and healthy and that
consignors are placing more realistic reserve figures
on their autos.

The sale was sponsored by James C. Leake &
Antiques, Inc. It was held June 1-3 at Expo Square
in Tulsa, a unique facility that has almost 11 acres of
clear floor space under roof. About 30,000 people
from throughout the country attended the event, and
one Missouri man purchased $405,000-worth of auto-
mobiles.

High bids at the auction included $160,000 for
a 1936 Lincoln V-12 roadster, $116,000 for a 1930
Cadillac convertible sedan, $77,500 for a 1938 Cadil-
lac roadster, and $62,000 for a 1931 Rolls-Royce
Phantom | Ascot.
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“I've been wiped out” . . . Auctioneer
Comes Back One Step at a Time

Andrew “Andy’ Walker, owner of the Things-An-
Tiques Auction Center on Route 11 in Kirkwood, New
York, had been preparing for weeks for a major auc-
tion scheduled for 10 a.m., July 7.

Now Walker is going to have to start all over
again because fire ripped through his antique barn
just hours before the scheduled auction and de-
stroyed several thousands of dollars worth of an-
tiques.

“I can’t even begin to estimate the damage,”
Walker said as he tried to salvage as much as he
could from the rubble. *I feel like I've been wiped
out. I'd been closed the last couple of weeks storing
things up for today’s auction. | was expecting buyers
from as far away as Minnesota and Florida.”

Walker said he has insurance on the barn, but
not on the antiques.

“Everything that was upstairs, where the fire ap-
parently started, is a total loss. | had 1,000 chairs up
there, 300 rare dolls and a 15-year-old collection of
personal antiques. They’re all gone. | had just about
everything. A lot of dressers and wood specialities,
lamps, statuetts, the baby grand, all sorts of things.
About two-thirds of the stuff is restorable.”

Walker said he plans to get back into business
as soon as he can.

“It's going to take us a little while, but we're
going to do it. | built this place up from scratch and
| can build it again. It’ll just take time. A lot of peo-
ple have stopped by to offer me help and that means
a lot.

“I'm doing this one step at a time now. That's
all | can do. Right now I’'m trying to see what we can
save and then I'll worry about restoring it.”

(Reprinted with permission from SUNDAY, Bingham-
ton, New York, Lois Fecteau reporter.)

Kruse Sells Historic Maryland
Farm, Nears $1 Million

Kruse Auctioneers of Auburn, Indiana sold a
historic 921-acre estate in eastern Maryland, July 21,
for almost $1 million. A produce firm that plans to
use the land to grow vegetables for markets along
the Eastern Seaboard bought the property which pre-
dates the founding of the United States.

The property is located along the scenic Poco-
moke River near Rehobeth, Maryland, just four miles
from the Chesapeake Bay. It was settled in the late
1600s by the founders of the Rehobeth Presbyterian
Church, the first Presbyterian church in America.

The sale, which received wide publicity in the
East, was conducted for the heirs of the Walter K.
Mahan estate. Mahan, who bought the farm in 1927,
was a well-known minister.

At a recent Sotheby’s auction in London, 32 works
by Pablo Picasso alone brought $4,242,000.
CHICAGO TRIBUNE
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Virginia Amusement Park Sold at Auction

Ocean View Amusement Park, in the past one of
the largest and busiest on the East Coast, was sold
at a May auction in Norfolk, Virginia. NAA member
Calvin Zedd presided over the sale which lasted
102 consecutive hours and brought good prices as
well as bargains for some not so ordinary merchan-
dise — huge clown heads, one giant slide, a shoot-
ing gallery, the “Tunnel of Love’ ride, and the park’s
“Lady Buxom’ scales, the guess-your weight man’s
Indispensible piece of equipment.

Part of the movie ‘‘Roller Coaster’ was filmed
at Ocean View Park, and the famous amusement cen-
ter is scheduled to go out with a bang. At the cli-
max of ABC television’s film ‘“Amusement Park”
Ocean View will be destroyed by a hurricane in a
filming session at the park.

Ocean View was family owned since 1942.

Kentucky Estate Surpasses Half Million

At the April 1979 sale of the Richard Garnett
estate near Glasgow, Kentucky, NAA auctioneers
from Bailey & Grissom sold over the half million mark
in personal property and real estate. Total price for
the land alone was $470,550, making the Garnett sale
one of the largest land and property auctions in re-
cent years for that area.

~ il s

@

PENNSYLVANIA

q* For That Antique, Estate
) 2= or Collector’'s Auction

Be Sure to Use

Train and Toy Auction Successful

The Fourth Railroad & Toy Train Consignment
Auction attracted a large number of buyers, April
27-28-29, at the Red Caboose Motel & Restaurant in
Strasburg, Pennsylvania. Approximately 1,500 peo-
ple attended the three day auction and show, with
NAA member Ronald Funk handling the sale.

Iltems included a variety of railroad pieces, from
lanterns and calendars to whistles and conductor

RAILROAD ITEMS sell well, Jeff Knosp takes bids.
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' TRIESTATE*<TRADER!
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More than 100,000 Readers Weekly!
FOR A CROWD OF GOOD BUYERS

Circulated primarily in Illinois, Indiana, Ken-
tucky, Michigan, Missouri, Ohio, Tennessee, West

Virginia, Wisconsin, Western New York, and
Western Pennsylvania.

Since 1968 the Tri-State Trader has had more an-

tique auctions for the East-Central States than any
other publication in the world! Results guaranteed

or no pay! (Inclement weather excepted). Ask for a
show of hands. Yes, we're that sure!
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Phone (317) 345-5134
P.O. Box 90T A, Knightstown, Ind. 46148

Reasonable rates. |
Auctioneer Discount plus 5% early payment discount

Normal Ad Deadline: Every Wednesday, for Mon-
day delivery. Ads accepted until 8:30 a.m.
E.S.T. Friday at penalty rate. If reserved,
penalty is less.

Delivered every Monday in primary states.

Free Samples Sent to Auctioneers on Request
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watches. The highlight of the auction occurred when
a Delaware man purchased a reverse mother of pearl
painting of a train for $4,000.00. The highlight of the
Toy Train Auction was a #1100 Mickey Mouse hand-
car which sold for $800.00.

The next Railroad & Toy Train Consignment
Auction and Show will be October 26-27-28, 1979 at
the Red Caboose Motel.

Early American Antiques Still
Strong in New Hampshire

Despite the rain over 500 people attended a
Saturday, May 19 auction of antiques conducted by
Paul Mclnnis, Inc. of North Hampton, New Hamp-
shire. Being sold were the partial contents of the
home located in Hampton Falls, New Hampshire.
The first important antique sold which set the pace
was an 18th century Rams Horn Arm chair that sold
for $8500.00. Other prices realized were a Queen
Anne Highboy for $9200.00, and a slant lid desk with
an ogee Brackett Base for $5500.

The sale attracted buyers from 12 different
states with over 500 lots sold.

18th CENTURY Rams
Horn arm chair with
Spanish Feet.

Antiques and Americana

By George Michael, member NAA

FESTOON MIRRORS

Glass making was a quite primitive operation
right until the middle of the eighteenth century. The
Romans had invented or used every known method
of blowing or molding at the time of Christ and dur-
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ing the centuries that ensued, little was done to im-
prove the techniques. During the eighteenth century,
the French revolutionized the making of mirror glass,
by pouring the molten metal into thick sheets and
cutting them into larger sizes than had been possible
before. Until that time, glassmakers spun out sheets
at the end of a blowing rod, and mirrors were quite
small because of the limited size of glass that could
be made in this manner.

Naturally, this technique spread all over Europe,
and soon, large and fancy mirrors made their ap-
pearance. The French embellished theirs with carv-
ing and gilding, with some of their finest efforts re-
maining at the Palace of Versailles. In England,
Thomas Chippendale followed suit, by designing
very fancy mirrors for the royalty. The design was
carried to our country, and soon the decorated or
festooned mirrors were to be found in all the finest
homes. Since they are almost works of art, they
have been well preserved and occasionally, they
turn up at auctions and in shops for sale.

Here is a generally good rule to follow — the
fancier they are, the more valuable. Condition is im-
portant since the decorations are so fragile and many
have been broken and repaired over the years. The
more gilding the better, and it must be bright. It is
perfectly acceptable to have the gilding redone to
brighten and improve its appearance. As with most
old mirrors, it is considered best to retain the original
glass. However, if this is not usable, one may have
the old glass resilvered without hurting value oo
much. New glass will impair value. The French sil-
vered their best mirrors with diamond dust, which is
the best backing known.

LETTERS

From Litchfield, Connecticut — We have a bell
on a hanging bracket; it appears to be brass, though
black. It is ornate, and has these four names —
Marcvs, Matheins, Lycas, Johanys. Can you tell if it
has any monetary value.

Answer — As you also wrote, the names are
Matthew, Mark, Luke and John. It is European, quite
difficult to tell which country, but | have seen them
from Italy and France. They have no antique value,
rather, they have more value to a bell collector.

From Milford, New Hampshire — My niece at-
tended an auction and bought a lamp with the glass
in the base looking like Waterford; and the shade,
another glass composition. It looks old. Do you
know anything about this lamp?

Answer — This is an item that must be seen.
The old Waterford company went out of business in
Ireland in 1851, so it is unlikely this is Waterford.
Perhaps you have parts from two lamps making up
one.

Auctions provided the main means of dispersal of
pirated goods during the 17th century. As a matter
of fact, the first recorded instance of an auction held
to sell off a privateer’s bounty was in 1649 at New-

port, Rhode Island.
YANKEE AUCTION NEWS
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MENDENHALL GRADUATED 45 students from fifteen states in the June class. Instructors pictured, seated
left to right: Jake Horney, Forrest Mendenhall, and Edna Reagan, secretary. Instructors not present when
the picture was taken: Joe Byerly, Lewis Compton, Herman Crawford, Harold Craven, Morris Fannon, Louis

Fisher, Jr., Larry Hedrick, George Jones, Jimmy Jones, Bill Lanier, Archie Moody, Carson Womack, and Jim
Owen.

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 batteries, 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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T eslie Swainbank Antiques Int.

Head Office-
34 Church Rd, Roby, Nr. Liverpool, L36 9TD,
Lancashire, England — Telephone 051-489 1142

Antiques! Antiques! For Sale!
BWorld Widve Antique Exporters

CALLING ALL AUCTIONEERS

ARE YOU LOOKING FOR FINE AUCTION SALE ANTIQUES?
We Supply 40 Ft. Containers Direct From England ‘

Consisting of 250 to 300 items of furniture, Rolltop Desks, Halltrees, Washstands,
Bedroom Suites, Parlor Sets, Bric-A-Brac etc., etc. |

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

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

| WE OFFER THE FINEST QUALITY AT THE LOWEST PRICE THAT IS WHY, WE
| HAVE MANY SATISFIED CUSTOMERS WHO BUY ANTIQUES DIRECT FROM
US, ON A REGULAR BASIS. |

PLEASE WRITE TODAY FOR AN OFFICIAL CONTAINER ORDER FORM

| SHIPMENTS AVAILABLE FROM $5000 TO $50,000.

Container full of LEADED GLASS available by request.

WE HANDLE ALL PAPERWORK DOOR TO DOOR. FULL INSURANCE ALSO.

LESLIE SWAINBANK ANTIQUES LTD. |

Worldwide Antique Exporters
Head Office 34 Church Road, Roby, Nr. Liverpool
L36 9TD, Lancashire, England

Call 051-489-1142 or 051-207-4312 or 051-342-2543

WE CAN DELIVER A CONTAINER TO YOUR DOOR!
EXPERTLY PACKED! (At No Cost To You) WITHIN 30 DAYS
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State Association Reports

Alabama Auctioneers Association Hold
Annual Convention May 6

Our annual convention in Montgomery on May
6th was a pleasing success. We had 59 people to
register and everybody seemed to have a good time.
Vice President Gordon Bridges presided over the
meeting.

We had as our special guests, Charlie Gay of
Rome, Georgia who operates one of the largest
wholesale dealer auctions in the Eastern United
States, and Harvey Lambright of LaGrange, Indiana,
the 1978-79 President of the National Auctioneers
Association.

Harvey spoke first and was not only entertaining
but also very educational. He spoke on several dif-
ferent topics of importance, including some of his
own actual auction experiences. The National As-
sociation is becoming more responsive to the needs
of auctioneers, and Harvey Lambright is one of the
reasons why.

Another famous auctioneer addressed the con-
vention, Charlie Gay has put together one of the
finest wholesale dealer auctions in the eastern half
of the United States. The amount of effort required
in his auction sales is very demanding. Charlie has
had sales lasting 24 solid hours.

After Charlie spoke we held our Fun Auction in
which we raised over $800.00 for our Association.
During the election of officers, Lanny Thomas of
Gadsden was elected President, Gene Motes of Jack-
sonville was elected Vice President, Pete Horton of
Huntsville was elected Secretary-Treasurer and Gor-
don Bridges of Camden and Malcolm Wood of Mont-
gomery were elected to the Board of Directors.

Wisconsin Auctioneers Hold Annual
State Meeting at Rhinelander

Wisconsin auctioneers headed to Northern Wis-
consin for their 29th annual convention June 8-9 at
the Holiday Inn, Rhinelander, Wisconsin.

Eighty-seven people registered, making it one
of the smallest conventions in several years. How-
ever, the directors and speakers made it one of the
finest conventions for those attending.

Wisconsin auctioneers welcomed the opportun-
ity to visit with the 1979 National president, Harvey
Lambright and his wife, Pat of LaGrange, Indiana.
Lambright was guest speaker for the Thursday after-
noon program bringing news from the National As-
sociation as well as pointers on booking and manag-
ing auction sales.

Mr. and Mrs. Mark Turner of the Wisconsin State
Farmer paper hosted a hospitality hour prior to the
evening dinner.

Don Hanson of Strum, Wisconsin served as
Chairman of the Fun Auction which consisted of
thirty-one articles selling for $950.50.

Dancing entertainment was held for the re-
mainder of the evening.
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WISCONSIN PRESIDENT Leroy Jones starts Fun
Auction.

The Friday session started with Chet Hollenbeck
of Rhinelander speaking on ‘“Collectibles and An-
tiques’.

Dr. Jim Crowley, University of Wisconsin dis-
cussed ‘Marketing Animal Sales”’ and provided the
latest information on state and federal laws using
drugs and withholding practices.

Ernie Kueffner, Sr., Hartford; Jim Gavin, Reeds-
burg and Ed McNamara, Lancaster, shared the latest
advertising techniques with those who attended.

Recipient of the Wisconsin State Auctioneer of
the Year award was Walter Heise of Oconto. First
place winner in the advertising contest was Eldon
Schraefner of Hollandale. Ernie Freund of Fond du
Lac was recognized for his outstanding contribution
to the Wisconsin Auctioneers Association since its
organization.

Arthur Nesbill, from the Nasco Co. of Fort Atkin-
son, Wisconsin was the noon luncheon speaker with
the topic, “You Are What You Think!”

Eldon Schraefner of Hollandale became the new
president of the Wisconsin Auctioneers Association.
Paul Conrad, Cashton, Wisconsin was elected as a
new director. Vic Voigt, Reedsville, resumed his
duties as secretary-treasurer for the coming year.

New officers of the Ladies Auxiliary were
elected: Mrs. Joan Jones, Watertown, president, Pal
McDermott, Green Bay, vice president and Shirley
Humpal, Boyceville, secretary.

AANC, Inc. Holds Annual Convention

The Auctioneers Association of North Carolina,
Inc. held its annual convention June 9-10, 1979 at
the Sheraton Motor Inn in Southern Pines, North
Carolina. The convention opened with a golf tourna-
ment at 8:30 A.M. with registration at 1 P.M. The
President’s Tea hosted by the Ladies Auxiliary was at
2 P.M. to honor the outgoing president of the Ladies
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Auxiliary, Mrs. Iris Tate, and the AANC President
Bobby D. Cavenaugh.

Bobby Cavenaugh opened the afternoon meet-
ing at 3 P.M. The convention had two outstanding
speakers for the afternoon workshop. Hugh G. Pate
of Goldsboro, North Carolina discussed Farm Ma-
chine Auctions and Tobacco. Craig Lawing of Char-
lotte, North Carolina held his workshop on Real
Estate and Advertising. Both of these men are well
versed in their subjects and gave very well planned
workshops. The meeting was adjourned at 5 P.M.

At the banquet the AANC was welcomed to
Southern Pines by a representative of the Mayor's
office. Our guest speaker for the evening was Horace

CONVENTION DATES

October, 1979 — Arkansas Auctioneers Association, Hot
Springs.

October 6-7 — Missouri State Auctioneers Association.

October 7-8 — Louisiana Auctioneers Association, Rama-
da Inn, Baton Rouge.

October 16 — Maine Auctioneers Association, Senator
Motel, Augusta.

October 20-21 — South Carolina Auctioneers Association,
Myrtle Beach.

October 27-28 — lowa Auctioneers Association, Red Fox
Inn, Waverly.

October 28 — New Hampshire Auctioneers Association,
Hilton Hotel, Merrimack.

November, 1979 — Alabama Auctioneers Association,
Midtown Holiday Inn, Montgomery.

November 4-5 — Indiana Auctioneers Association, Shera-
ton West Hotel, Indianapolis.

November 4-5 — New York State Auctioneers Association,
Holiday Inn, Saratoga.

November 10-11 — Washington State Auctioneers As-
sociation, Yakima.

November 11-12 — lllinois Auctioneers Association, Holi-
day Inn East, Springfield.

December 1-2 — Virginia Auctioneers Association, Ma-
nassas.

January 17-18, 1980 — Michigan State Auctioneers As-
sociation, Long’s Convention Center, Lansing.

January 20-21, 1980 — Minnesota State Auctioneers As-
sociation, St. Cloud.

January 20-21, 1980 — Ohio Auctioneers Association,
Winter Meeting, The Marriott Inn, Columbus.

January 21-23 — National Auctioneers Association Semi-
nar, Colonial Williamsburg Lodge, Williamsburg, Vir-
ginia.

January 25-26, 1980 — Pennsylvania Auctioneers Associa-
tion, Host Inn, Harrisburg.

February, 1980 — New Jersey State Society of Auction-
eers, Inc.

February 8-10 — North Dakota Auctioneers Association,
Williston.

February 14-15, 1980 — California Auctioneers Associa-
tion, Inn at the Park, Anaheim.

February 18-20 — National Auctioneers Association Sem-
inar, Del Webb’s TowneHouse Hotel, Phoenix, Arizona.

May, 1980 — Nebraska Auctioneers Association, Holiday
Inn, Ogallala.

May 3-4, 1980 — Oklahoma State Auctioneers Associa-
tion, Oklahoma City.

July 30-August 2 — NATIONAL AUCTIONEERS ASSOCIA-
TION, OPRYLAND HOTEL, NASHVILLE, TENNESSEE.

New Jersey State Society of Auctioneers meets bi-month-
ly all year — February, April, June, August, October
and December.

A. “Bones” McKinney, past coach and now a TV
sports commentator. Everyone enjoyed his remarks
and was sorry when his talk was over.

The AANC has started a Hall of Fame of North
Carolina auctioneers. This year the Association se-
lected 2 members, but will select one each year from
now on. They will be selected at the semi-annual
meeting in January and will be presented with their
plaques at the annual meeting. The Hall of Fame re-
cipients this year were G. T. Gilbert of Lincolnton,
and Craig Lawing of Charlotte. Each of these men
have added to and made the auction profession what
it is today in North Carolina and the United States.

Entertainment was provided by the Supersound
Disco of Laurningburg, North Carolina. They played
all types of music and were very good. The younger
members danced until midnight.

Officers and directors of the AANC, Inc. are:
president, Tony L. Gilbert, 1st vice president Edmund
P. Huntley, 2nd vice president R. A. Sneed, secre-
tary/treasurer Johnson B. Gilbert. Board of direc-
tors: 4 year term-W. W. Kennedy, 3 year-Harvey L.
Tate, Sr., 2 year-Ben G. Hoffmeyer, 1 year-dJohnny H.
Sutton ex-officio director Bobby D. Cavenaugh.

Tennessee Auctioneers In 21st Convention

The Tennessee Auctioneers Association in their
21st annual convention met in the Ramada Inn in
Jackson, Tennessee, Sunday and Monday, June 10
and 11. In spite of the gasoline shortage and long
distance travel, 164 were in attendance for the Sun-
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Special rate to NAA members

P.O. Box 8127 Trenton, N.J.
(609) 585 - 6200
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HALF-MILE HAILER
MODEL S-610
List: $207.00

Auctioneers Cost: $175.50

HALF-MILE HAILER MODEL S-610 — Projects further, louder, clearer than horn hailers
. . . doesn’t block vision . . . perfect for crowd control, athletics and other outdoor use.
AMPLIFIER: Model S-702: 35 watt: all transistor. CONTROLS: On-Off, Volume. Inputs: For
ceramic or dynamic microphone: auxiliary input for phono, tuner, tape recorder, etc. 3 Out-
puts: For additional speakers: tape recorder. Power Source: Ten ‘D" size flashlight bat-
teries: alkaline type provides up to 200 hours operation. MICROPHONE: Cardioid probe-
type, noise-cancelling, hand-held microphone, supplied with 8' coil cord, on-off switch.
SPEAKER: Weatherproof horn, can handle amplifier gutput- detachahble ol .

B _ o

~ AUCTIONEERS P.A. EQUIPMENT

MOBILE P.A. MODEL S-310 §

Auctioneers Cost: $282.50

AT WHOLESALE PRICES!

SOUND CRUISER

List: $340.00

SOUND CRUISER MOBILE P.A. MODEL S-310 — Make any car a sound truck in 45 seconds.
Ideal for cars, trucks, buses, boats. AMPLIFIER: Model S-302: 32 watts: all transistor. Con-
trols: On-Off/ Tone; Master Volume; Auxiliary Volume. Inputs: For microphone: for radio,
tuner, recorder, etc. Outputs: For 8 or 16 ohm speakers. Power Source: 12V dc: plugs into
auto cigarette lighter socket. Terminals provided for permanent installation. 120V ac and
flashlight battery adapters available. Size: 83" wide x 3% ' high x 8% " deep. Mounting:
Handle supplied for easy carrying or ready mounting under dash. SPEAKERS: Model

day evening banquet.

A highlight of the evening banquet was the in-
duction into the Tennessee Hall of Fame of Clive
Anderson, Sr., E. B. Fulkerson, Hoyt Walker, and the
late Fred Ramsay. Mr. Ramsay’s daughter Rebecca
received the plaque for her late father who also was
a life member of the NAA.

Entertainment for the banquet was provided by
the Jerico quartette of Lawrenceburg. Following the
Sunday evening banquet a Fun Auction was held
which considerably enriched the treasury by gener-
ous donations and bids from those in attendance.

A bid calling contest was held Sunday afternoon
under the direction of Marvin Alexander. Winners
were: first place, John Randles; reserve champion,
Steve Kendall; and runner-up, Mike Burrell.

Bill Everett of Maryville was program chairman
for this year’s convention and did a masterful job.
The Sunday activities were followed on Monday with
seminars and business sessions. Notice was made
at the Monday meeting of the winners of the adver-
tising contest. The awards were as follows: full
color, Dean Howard and Daughters; Two Color, Larry
Sims.

Raymond Taggart, newly elected President for
1979-80, was presented to the membership by presi-
dent Buford Evans; and Buford in turn was pre-
sented with a beautiful wall plaque in recognition for
his services as President during 1978-79.

TAA Officers for 1979-80 are as follows: presi-
dent, Raymond Taggart; vice president-East, Bill
Everett; vice president-Middle, Calvin Kirkham; vice
president-West, Terry Jones; secretary-treasurer, Hu-
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bert D. Songer; and new directors Buford Evans and
Bruce Harrell.

The Mid Year meeting of the Tennessee Auction-
eers Association will be held in the Hilton Airport
Inn in Nashville, Monday, December 3, 1979.

VAA Holds Meeting

The sixth annual spring meeting of the Vermont
Auctioneers Association was held Friday night, April
27th, at the Holiday Inn in Waterbury, Vermont, with
over seventy members and guests attending. The
evening consisted of a buffet dinner, business meet-
Ing, “Fun Auction’ and entertainment.

Guest speaker, Gregg H. Wilson, Attorney, of the
firm Kolvoord, Overton and Wilson of Essex Junction,
gave an interesting and informative speech on num-
erous legal aspects concerning the auction profes-
sion now and in the future.

The first “Auctioneers Award of the Year’ was
presented by outgoing President David Whitcomb to
the Gray family of East Thetford, Vermont in honor
of C. W. Gray. The award, a beautiful framed glass
tableau made by Kay Paquette of St. Albans, was ac-
cepted by Roger Lussier in behalf of the Gray family.

During the business meeting, a ‘“Code of Ethics”
of the members of the VAA was unanimously adopted.
A proposal for the group bonding was discussed and
approved by the members to go into effect as soon
as arrangements can be made. A presentation was
also made on group insurance, and a committee was
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Sunday morning started at 6:00am with a Bid

McCLEARY AUCTION HALL Calling Seminar conducted by Mr. Ed which was well

attended.
After breakfast the reports and presentations
FOR SALE were given. After Lunch, Gary Day presented an out-

standing afternoon program. The business meeting
was called to order about 3:45pm by President Leo
Brown, and an update from the directors meeting was
presented. A new slate of OSAA officers was elected:
* Former theatre building, seats 210+ Paul Wells, President; R. D. Be_ntley, President-Elect;
* 3200 square feet space Dutch Voss, Vice Pres_|dent; director for a one year
* Two baths, snack bar, office, large stage term, Charles Sander; two year term, Leroy Treat;
X ! e ! three year term, Joan Curry. The oath of office was
$96,000, terms available given and the meeting adjourned.

ANTIQUES SECOND HAND STORE lies right

next t tion h ith h ibl
- Oal-JIO“ WI - rkp nd posne NJSSA Holds June, August Meetings

Well established business and the town’s best
source of entertainment!

- Members and guests brought objects of glass for
identification and discussion with Mr. Pettifor.

appointed to look into this further.
Officers elected: Walter Flatwo, president; Law-

rence Earle, 1st vice-president; Arthur Smith, 2nd Louisiana Auctioneers Association Meeting
vice-president; Marie M. Flatow, secretary and Bar- | | o
bara Woodward, treasurer. At the annual Spring meeting of the Louisiana
Directors elected (to represent each county):  Auctioneers Association, Inc. which was held in
Tom Broughton, Addison; Albert Wessner, Benning- Baton Rouge, Saturday May 21st the following offi-
ton: Sherm Warren, Caledonia; Brad Adams, Chitten- cers were elected: James Burr, President; Jean Stutz-
den: Charles Corliss, Essex; Kay Paquette, Franklin; ~ man, Secretary-Treasurer both of Vidalia, Louisiana.
Timothy Tatro, Grand Isle; Warren Earle, Lamoille; Board of Directors elected were: Lee Clement of

Bryce Thomas, Orange; Tom Whittaker, Rutland; Jennings, Bubba Smith of.Winnsboro, Larry Nob_le_s
Preston Martin, Washington:; Dominic Sabia, Wind-  from Baton Rouge and Keith Babb, Monroe, Louisi-

ham; and Franklin Reed, Windsor. ana. |
Mr. Melvin Bellar, Legal Unit-Department of Com-

merce, Department of State, was one of our speakers,
Oklahoma Auctioneers Convene reviewing several bills, and talking about the Auc-

| o tioneers license law for the State of Louisiana. Li-
The Oklahoma State Auctioneers Association cense requirements are $50.00 annual license fee

convention started off with a directors meeting Sun-  plys $5,000 bond. To obtain a Louisiana Auction-

day at 1:00 pm. The convention program started  eers License write: Gilbert LaGassee, Secretary of
about 6:30 pm when a representative of Mid West  pegpartment of Commerce, P.O. Box 4415, Baton

?ity welcomed us and gave Leo Brown a proclama-  Rouge, Louisiana 70804, attn: Ms. Windgate.
jon.
At 7:00pm the fun auction began with a new
twist. Everyone was competing for a showmanship Arizona Association Elects Officers
award with the entire membership being the judges;
and when the voting was over Ray Patterson won the At the June 23 meeting of the Auctioneers As-

contest and was awarded a very nice plaque. The sociation of Arizona new officers were elected: presi-
fun auction grossed $610.00, and everyone had a dent Mike Kamer, vice-president Ken Murdoch, sec-
ball. retary-treasurer Ray Warner, and director Ed Short.

After the auction a tape was played of Delbert Following the annual meeting, workshops were pre-
Winchester and Paul Alford, recorded several years sented on Basic Residential Appraising, plus Com-
ago at a meeting in Oklahoma City. mercial and Industrial Auctions. NAA president C. E.
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“Chuck” Cumberlin visited the meeting, and a
spokesman from the Arizona Attorney General’s of-
fice discussed laws affecting the auctioneer. AAA
members approved a new crossed gavel logo to
represent the Association.

New Officers Elected . . .
STATE ASSOCIATION OFFICERS

The following list of State Association Officers were elected
since the last listing of State Association Officers was made
in a previous issue of THE AUCTIONEER.

Nevada State Auctioneers Association — President: Don P. Britt,
265 East Quail, Sparks 89431 Phone: 702 359-2420; Secre-
tary: Arthur Malinger, 4711 S. Lake PIl., Las Vegas 89117

Vermont Auctioneers Association — President: Walter Flatow,
Route 100, Waterbury Center 05677; Secretary: Marie
Flatow, Route 100, Waterbury Center 05677

Tennessee Auctioneers Association — President: Raymond Tag-
gart, 5507 Southwood, Memphis 38117; Secretary: Hubert
D. Songer, 1602 Jones Blvd., Murfreesboro 37130 Phone:
615 896-4067

KANSAS GOVERNOR John Carlin proclaimed Nation-
al Auctioneers Week at an April, 1979 signing. KAA
representatives from left to right: director Earl Brown,
CAl, vice president Bob Shank, director Milt Ander-
son, CAl, and past president and director Bing Carter.

MISSOURI! AUCTION SCHOOL class of June 1979. Instructors seated front row, fourtfr from the left: Dean
Cates, Bill Morgan, Dale Vaughn, Boyd Michael, registrar, Richard W. Dewees, p_reSIdent, Lana DoMann,
Gary Ryther. Instructors not pictured: Chuck Cumberlin, Sheldon F. Good, Verlin Green, Dave Kessler,

Wayne Allen, Robert Purinton, and John Wood.

BRITTEN AUCTION ACADEMY June class, Walter S. Britten and Mrs. Earl Greathouse instructors.
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Spotlight on NAA Auctioneers

Sold!

Oregon’s Only Woman Auctioneer
Loves Her Work

H. M. Wood stands in the bright sunshine, point-
ing a wooden gavel at the bidders as helpers bring
item after item from inside the old farmhouse to be
auctioned off.

Old fruit jars, dated 1859. Two or three lamps.
Boxes of books and magazines. A variety of kitchen
appliances, pots and pans, and so on.

At first glance, the scene presents nothing out of
the ordinary. Bargain hunters milling around, an an-
tique dealer or two. The auctioneer’s drone punc-
tuated by sharp bids. It would seem to be a typical
sale auction with a typical sale auction crowd.

But Colonel Wood is not a typical auctioneer.

For one thing, her hairdo is impeccable. For
another, she is a grandmother 22 times over.

But more than that, she is the only licensed
woman auctioneer in Oregon, and one of only a hand-
ful in the nation.

“I love it,” the colonel says of her profession.
"I really don’t know why there aren’t more women
In it. | wish more of them would get into it. There’s
money to be made.”

Helen Wood had been a salesclerk in a down-
town F{oseburg store for almost 20 years when her
husband died in 1970. An auctioneer, he had owned

.......

/1
OREGON LADY auctioneer Helen Wood.

and operated Wood’s Furniture Exchange and Auc-
tion at 3319 Carnes Rd. in the Green district.

After her husband’s death, Mrs. Wood hired
managers to run the auction barn. But after a couple
of years she decided to take over the business her-
self.

In 1972, she went to the Reisch American School

KENTUCKY

AUCTIONEERING

(Apprentice And Principal Pre-Licensing Courses)

LICENSED IN KENTUCKY BY THE
STATE BOARD FOR PROPRIETARY EDUCATION

Write Or Call For Free Information

KENTUCKY SCHOOL OF AUCTIONEERING
P.O. Box 105, Richmond, Kentucky 40475
Phone (606) 623-8181 Day Or Night

“We Wrote The Book On AUCTIONEERING IN KENTUCKY"™

SCHOOL OF
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of Auctioneering in Mason City, lowa.

After a two-week ‘‘crash course’” in which she
was one of only three women in a class of more than
a hundred, Mrs. Wood became a licensed auctioneer.
As a graduate of the school, she also became eligible
for the title “‘colonel”.

But the diploma didn’'t make her an accom-
plished auctioneer. For a longtime afterward she
practiced her auctioneer’s chant whenever she could,
driving to and from work, or alone at home.

Now, after seven years in the business, Mrs.
Wood competes with the best of them, and she still
feels she is getting faster and better all the time.

“Sometimes | can go fast, if | have a lot to sell,”
she says. “But normally I'm not as fast as some of
them.”

| " TWO BOOKS FOR AUCTIONEERS

“Let's Talk About Auctions” and “Common Sense in the Auction Business'’. The books are
designed as fundamental guides for amateur auctioneers and as refreshers for more sea-
soned professional auctioneers.

In ‘“‘Let’s Talk About Auctions’, the basic ideas from the "Common Sense’ series are
enlarged upon, added to and reorganized to logically cover both broad and specific aspects
of general auctioneering. Topics include “The First Steps", “Getting the Sale"”, “Preparing
I for the Sale”, "Conducting the Sale”, “The Auctioneer”, Your Crew", Ordinances and Se-
curity”, “Ethics in Auctioneering”, “‘Partnerships — Good or Bad?", ""Auction Accessories’,
and more. The text is illustrated.

“Common Sense in the Auction Business’' is a booklet compilation of the “"Common
Sense" articles exactly as they appeared in THE AUCTIONEER magazine. The booklet is
complete and includes articles whose material was not directly pertinent to “Let's Talk
About Auctions’.

I'm sure you'll like them. Hang in there.

[ AUCTION  AUCTION
- SALMAY 8
e | /OAM |
guglousen ‘ AU}[IOﬁER i

THROW AWAY AUCTION SIGNS

Paper signs, 18" by 24". in bright red lettering. Simply fill in date, time, name and
phone number.

Please send me the following:

“Let's Talk About Auctions” @ $5.95 each postpaid.

“Common Sense in the Auction Business' @ $2.00 each postpaid.

| SPECIAL: Both books for $7.00 postpaid.
18" by 24" Paper Signs in 4" bright red lettering in the following quantity:
50 signs $15.00 postpaid

100 signs $25.00 postpaid
100 AUCTION ARROWS, 8% " by 11" bright red arrows with word AUCTION above

red arrow — one-third showing arrow point right; one-third showing arrow pointing
left; one-third showing arrow pointing straight — 100 AUCTION ARROWS @ $10,
plus $1.00 for shipping and handling.

F AUCTION

T

AUCTION ARROWS

Auction Arrows — 100, 8%2" by 11" bright red arrows with the word "AUCTION" above
them on white background. One third showing arrow pointing to the right; one third showing
arrow pointing to the left; and one third showing arrow pointing straight. Shipped complete
with helpful hints on how to make full use of the arrows.

100 ARROWS, $10, plus $1.00 for shipping and handling. (Offer good in the U.S.A. only.)

Order Your Auction Supplies from:

JESION'S AUCTION SERVICE

P.O. Box 46 @ McKeesport, PA 15135
Phone: 412-751-5566

| enclose Check or Money Order for $
Name |
Address
City ' State Zip
Send to:
e e ————————————————————————————————— el
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Often an auctioneer’'s chant isn’t much more
than rhythmic gibberish punctuated by the price he
wants. But Mrs. Wood’s chant consists of real, under-
standable words.

Mrs. Wood holds auctions about twice a month
at her auction barn. In addition, she is available for
other sales.

An auction at her barn normally lasts four or five
hours. At a recent farm auction, however, she held
forth — and up — for nine hours.

But the physical demands of auctioneering are
far outweighed by the mental requirements, Mrs.
Wood said.

“You have to really be on your toes. You have
to constantly show enthusiasm. You have to know
how to organize and to promote, to hire people and
to have a rapport with the seller.

“I’'ve been a salesman all my life, and this (auc-
tioneering) is just one aspect of selling, the only dif-
ference being that you have constant contact with a
large bunch of customers.

“But that’'s what makes it so fascinating.”

Mrs. Wood also is active in professional organi-
zations. She is on the Oregon state auction board
and a member of the Oregon Auctioneers Associa-
tion. She goes to Indiana annually to attend the Cer-
tified Auctioneers Educational Institute.

She also is licensed to sell cars and real estate.
All the activity (““l really enjoy being busy.”) makes
her something of an object of fascination for her
grandchildren.

“They say,” she said, ‘‘that I'm not a traditional
grandmother.”

(Reprinted with publisher’s permission from TH.E
NEWS-REVIEW, Roseburg, Oregon. Story by David
Tishendorf, photography by Calvin Hull.)

Auctioneer Completes 25 Years of Free Newspapers

NAA member Dale A. Dean, who has been do-
nating a free newspaper for every patient at the
Branch County Health Center in Goldwater, Michigan,
recently delivered in person his 1,000,000th copy of
the “Goldwater Daily Reporter’. At a cost of $7,500
per year, auctioneer Dean distributes the free news-
papers to three other local care centers besides the
hospital.

“Why did | do it? | guess the honest answer is
that | am able to afford to, and | get personal satis-
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CELEBRATE SHELDON CORD"S

$2,000,000 SUPER DEALER SALE. OPEN 7 DAYS.
DON'T WASTE TIME! BRING YOUR CAR OR TRUCK AND LOAD-UP. OPEN EVERY SATURDAY & SUNDAY 9 A.M. to 4 P.M.

e UNBEATABLE PRICES °* UNBEATABLE VALUES
CASH & CARRY CASH & CARRY

In-Dash AM/FM

DELUXE Deluxe 8 Track
40-CHANNEL 8-Track or Del Men’
- )\ e Vrenon”
with Player/ Turntable :

LED Readout e Deluxe Mode Ultra Thin
PA System Ea. $79.95 Electronic
Squeich Contrel Quartz Watch
Ea. $39.90 Ea. $18.50 Ea. $10.95

LADIES’

BIC RSIRS Adults
Carded .r . 3‘;“ Novelty
Butane -runc X-Rated
Quartz Watch T-T-F Watch
UQl'IhI’I Ea. $11.95 Ea. $6.23 Deluxe MOUNT
C3 TRUNK Gross $54.00 Heavy Duty
ond CB ANTENNA
ROOF MOUNT Copper Clad Packed 20
ANTENNA ORDER DIRECT FROM THIS AD — SEND CASHIER’S check, Cookware Set
Ea. $3.60 money order or certified check for immediate 24-hour service. $11.95 to Carton
Packed 20 SORRY, NO PERSONAL CHECKS. Best in prices-service-quality. . Ea. $3.00
fo a case Minimum order accepted $50. Servicing the wholesale trade for

over 25 years. All merchandise shipped F.O.B. Chicago. All mer-

chandise is brand new and comes with a factory guarantee. Men's and Ladies’ Sunglasses..................... Doz.$ 3.90
- Large Size Grandfather Clock ....................... Ea. $ 11.90
| WATCHES'n JEWELRY | Large e Kerobnes Limo-—Aset Galiis s § 9.8
(@, @) E SPE Large Size Kerosene Lamps—Asst. .Doz. § 9.
MEN’S L.E.D. 5-FUNCTION QUARTZ WATCHEa. $ 9.95 P L CUE SPECIALS Assorted Cultured Peari Pendants .............. Doz. § 12.00
Men's Gold Watch With Band........................ Ea.$ 4.95 SOLD IN DOZEN LOTS ONLY Beautiful Star Sapphire Pendants................ Doz. $ 16.50
Ladies’ Gold Watch with Expansion Band ......Ea. $§ 6.50 Beautiful Asst. Cocktall Rings - in Display...Doz. $ 5.00
Men's ‘‘Skin Diver’’ Watch with Calendar ......Ea. $§ 6.50 Disposable Lighters....................cccceeeeeee 2D0z.$ 7.5
Ladies’ Nurses Watch withBand................... Ea.$ 6.50 Ass’t. Rhinestone Earring & Neckiace Set ...Doz. § 24.00
Ladies’ Fashion Watches.............................. Ea. $ 10.00 Trick Brandy Glass—Hot Seller! .................. Doz.$§ 4.50
Ladies’ or Men’s Watches .................. Ea.$ 7.95 Ronson C tte/Vanity Case set .............. Doz. $ 19.00
, 8-Track & Cassette Car Player (Combination).Ea. $ 29.95
Ladies’ Date-O-Matic D&D Watches .............. Ea. $ 10.00 4 {
Men's 17-Jewel Calendar Watch—Swiss ........ Ea.$ 9.50 Beautiful Super Star ‘‘Nothing’’ Necklaces..Doz. $ 3.00
Ladies’ SEIKO Look Watch with Calendar......Ea. $ 9.50 Deluxe Phonograph-Radio Comb. .................. Ea. $ 16.50
Ladies’ BRILLIANT CUT—HAND SET Nothing Necklaces....................cccervrevnnnneeee. Doz. $§ 1.50
173 STONE WATON...........ociivniinuinniani Ea. $ 13.50 Cadillac Eldorado Novelty Radio.................... Ea.$ 7.50
17-Jewel Hunting Case Pocket Watch............ Ea. $ 19.00 17-Pc. Antique Coffee Set - Boxed................ Ea. $ 14.50
Men’'s Asst. Stone Watches........................... Ea.§ 7.5 144-Pc. Indian Jeweiry Display includes
Ladies’ HEART SHAPED WATCH .................. Ea.$ 8.50 Necklace, Bracelets, Earrings & Rings ............ $ 50.95
Ladies’ Deluxe L.C.D. Watches...................... Ea. $ 15.95 1070003 (1 3 Ea.$ 750  Glant Size Electric 3-D Picture..................... Ea.§ 890
Men's Deluxe L.C.D. Watches ...................... Ea. $ 14.95 50 Ft. Drop Cords—AM Wire Doz. $ 24.00 Diamond Cut CI‘NIIOI ................................ Doz.$ 3.50
2-pc. Perfume Pen & Pencli Set .................. Doz. § 9.90 100 Ft. Drop Cords—All WHE oo Ea.$ 3.00 40 Channel Citizen’s Band Receiver with
. French Leather Gift Set ..................... Doz. $ 18.00 7-Pe. 2-Fisted Screwdriver Set ............... PerSet$ 2.65 Do‘qu AM/FM Radlo...........cccovvvvenirnrnnnnns Ea. $ 10.90
Men's Wallets, Boxed................ccooovvevnnnne. Doz.§ 6.90  29-Pc. SOCKEE SOt ..........ccrvvurererernrrersenenanns Set$ 690  Men's Cotton-White TeeShirts................... Doz.§ 9.9
Trucker’'s Cowhide Wallet 40-Pc. Tap & DIO SOt ... Ea.$ 9.75 Men's Cotton-Colored Tee-Shirts................ Doz. § 10.90
w/5 Compartments ...............cccocceeriinnennas Doz. $ 33.00 4-Pc. Pipe Wrench Set, 8”-10"-14"-18" .......... Set $ 10.90 Giant Barlow Knife ....................cccccneenee Doz. $ 12.00
21-Jewel Men’s Calendar Watch.................... E.$ 1100 4 Pc. Adustable Wrench ....................oo. Set$ 1250  Bunny Necklace with Red Eye.................... Doz. § 6.00
's & Girls’ Asst. Disney 25-Pc. 12" Socket Set w/Metal Box............... Set $ 10.80 Bunny Stick-Pin with Red Eye..................... Doz.§ 6.00
haracters Watch...............ccoevveevreennnnenn. Ea.$ 6.50 Rosco 7-Pc. Screw Driver Set ......ooveneeenneen.. Set$ 1.75 Cwlglro"ttli m Psr. ::;thhoo ...................... DtE‘.l: : :?g
APPLIANCES'n HOUSEWARES RADIOS'n NOVELTIES Yorky Radio, sl Plush...............cccoceveverenennnnn. Ea.$ 5.00
ELEC. CAN OPENER—KNIFE SHARPENER e Doz. $§ 24.00
Bi'l.. OPENER Ea.$ 7.50 DELUXE CHARGER RADIO—#1 SELLER AM/FM
aam'n Drv Iron—NAME BRAND ‘¢ o RADIO - BATTERY/ELECTRIC ................... Ea.$ 9.95 , ,
Steam’n Dry Iron—NAME BRAND ................. EiLS 00 e s ET s 2 DON'T WASTE TIME! VISIT US NOW
Electric Deluxe Mixer on Stand with Bowl......Ea. $§ 12.00 ; I, o 5-Band—Poll AM/FM Radio . Eq. ¢ 11,50 AND ASK ABOUT OUR SPECIAL
gl el B Boor Con RaGKOS...........creerrrrrr PRI TRUCK AND CAR LOAD PRICES. AF-
Musical Beer Stein—Large SEze.................. DRI IR S bl siohtabotb NP TER 30 YEARS IN BUSINESS, MR.
19-pc. Decorated Handie—Sheffield, England Animal Plush Poodie Radio—Ase't. Colore. . Es$ 450 SHELDON WILL PROVE TO YOU THAT
BTy S0, TYT. QUMBINEN .o Set$ 6.00  o5ILS ROYCE CARRADIO......................E.$ 690 (il AL I L o)
EVERSHARP 6.pc. Deluxe Stesk Knife Set .Daz. $ 1089 su/FM Radio—Medium Sizs..................... T3 HIS PRICES. DON'T MISS OUR MAY
12 Cup Stainless Percolator .......................... Ea. § 12.50 Electronic Radar AM/FM Digitsl Clock Radio Ea. $ 16.50 AND JUNE WEEKEND SUPER SALES.
7-Pc. Deluxe Stainless Steel Cookware Set...Set $§ 18.00 6x9 Triaxial 20 02 i Pr. $ 21.90 il
6-Pc. Regent Sheffield Sword Knife Set........Es. $ 5.50 - SPORKONS.....oovnniiininni -8 2. Sheldon
JPC. M DACHn o I W sesecries oo LAST MINUTE SPECIALS WHOLESALE ONLY! FOR RESALE ONLY!
32-Pc. Cook-n’ Serve, Oven Proof ................. Set $ 10.50
6-Pe. KO SOt.....o.eoeeereeeeeeenenee. Set$ 575  Automatic Switchblade Comb .................... Doz. $ 11.00 Send $1.00 for Compiete Catslog. Visit our
2-Pc. Deluxe Chef Master Knife Set.............. Es.$ 250  8-Digit Calculator.............ccoooveveeerrrrrrrrennnn ES. § 4.00 Giant New 25,000 Ft. Showrooms. Perking
50-Pc. Stainless Steel Flatware..................... Set$ 10.00 Spumeoum.mrzm..w.nu.s 4.25 for over 100 cars. Bring your truck or car and
1500 Watt Dryer & Blower ............................. Ea.$ 7.25 Mighty Midget Pistol K cererenenennen.002. $ 6.00 loed up—$2,000,000 inventory on hend at o
6 Pc. Chef Master Knife Set......................... Set$ 5.50 Cannon Towels—Gilant Size ........................ Doz.§ 9.90 times.
—_— — 1 (10x50) Binoculars with Leather
GG COBE...oovoirinmnnmmmapass i Set$ 24.50 Open Mon. thru Fri. § to ¢
|  For Orders Only Call COLORED TELEVISION, NAME BRAND, e ug%“nst:i :sséz" 9 to 4"“:“
BRAND NEW—13-inch by Sharp..................Ea. $239.95 ANTI
Toll Free (800) 621-7999 10 Page PhOLO AIDUM .............oooooorrorr Doz. § 14.00 “WE AIM TO PLEASE”
! = - .' Mini-Stereo Radio w/Speakers...................... Ea.$ 5.90

~st De Ave. Chi |IL 60659
SHELDON CORD PRU). il ik orivor
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AUCTIONEER DALE DEAN delivers 1,000,000th free
newspaper.

faction from it. | am amused from time to time when
| hear of some delay in delivery that causes a ques-
tion of ‘where is my newspaper?’ | believe the ser-
vice has been in existence so long that patients have
identified it as an extension of their benefits.”

Even in the face of ever increasing costs, Dale
Dean intends to continue the free newspaper ‘“‘prob-
ably at least for the next 40 to 50 years”'.

Full Acceptance

Do you fully realize how greatly dependent the
public is upon statements of the auctioneer, whose
judgement concerning what he is selling is generally
accepted with full faith and utmost confidence by the
public? B. G. Coats

estern

college of auctioneering
1948-1978 — 30 Years

Learn to Be — One of the most respected and
successful individuals in your community.

We can start you in a profession which is hon-
| orable, pleasurable and most rewarding finan-
cially. We have been doing same since 1948.
Ask your successful auctioneer — he has been
there!

We Stress Quality — Not Quantity!

Smaller Classes — Large Results!

1]/ estern

college of auctioneering

Box 1458, Billings, MT 59103 Phone: 406 252-2565
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Veteran Auctioneer Proud
Of Contribution To Youth

Orval Free, who likes to be called the “Old
Colonel,” has done a lot for the young folks and they
appreciate it.

He auctioneers for money, but that’s not all.
The 69-year-old veteran in the auction ring is proud
of his record for doing things for others.

He doesn’t do them for any reward they might
bring. And, he recently got his second state honor.

Free was announced for recognition by the Okla-
homa Future Farmers of America. He also received
special recognition at Oklahoma State University on
April 17, 1979.

ORVAL FREE, auctioneer.

He already was an honorary Oklahoma 4-H Club
member. This came after similar honors were be-
stowed in Pittsburg County.

Big in his work with the youth is the Pittsburg
County Junior Livestock Show. He has auctioned
in every one of them, and the 36th annual show was
staged recently with the Pittsburg County Cattlemens
Association as sponsor at the Union Stockyards here.

He has donated his services. And, he has
brought a lot of money to the pockets of 4-H Club and
Future Farmers of America exhibitors.

Free recalled that he started out auctioneering
with his father, the late John Free, an auctioneer for
50 years. He hadn’t had any auctioneer schooling,
getting his experience by ‘‘following in dad's foot-
steps”.

Also, he started with his father in conducting the
Pittsburg County Junior Livestock Show auctions.
And, he's been with it each year since.

“We actually got started before then,” the auc-
tioneer pointed out. ‘“Back in 1941 and 1942, in an
old ball park on the west side of town we had one for
the Chamber of Commerce.

“However, the livestock shows didn’t actually
get underway until 1943. Since then | figure we have
averaged $40,000 a year in the sales.”

One of the activities he considers as being the
most outstanding was the sale of war bonds back in
1942. He worked with McAlester Banker C. L. (Pete)
Priddy all over southeastern Oklahoma.

“We sold over $1 million in bonds one year,” the
auctioneer recalled. ‘“That was one of the most out-
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standing things in my life.”

“Of course | have enjoyed working with the boys
and girls in the livestock shows, too. There have
been other charitable events too.”

And, he has many trophies, plaques, certificates
and other awards as a result. He got the first Sam
Criswell Award for his livestock work three years ago.

In 1962, he decided to take some refresher study
in the Fort Smith, Arkansas, Auctioneer School. He
has been a teacher there the past 13 years.

He has auctioned in this area the past 43 years,
working sales within a 50-75-mile radius. He has
been a resident of McAlester all of his life.

He now ranches in the Lake McAlester area
some 10 miles north of McAlester. He lives only
three miles from where he was born.

Free figures he has taught some 2,000 students
In the auctioneer business. He is a member of the
Oklahoma and National Auctioneer Associations and
was a state president in 1968-69.

(Reprinted with permission from THE DAILY McALES-
TER NEWS-CAPITAL And DEMOCRAT, McAlester,
Oklahoma.)

Be An Auctioneer

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

FREE CATALOG!

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

Carl Montgomery Named Local Rotarian of the Year

NAA member Carl Montgomery, Smyrna, Ten-
nessee, was selected as Rotarian of the Year by the
Smyrna-Lavergne Rotary Club.

Through Carl’s leadership, the community auc-
tion which he helped develop has become a success-
ful money making project. In four years, the auction
has generated over $13,000.00 in monies that has
been used for deserving causes.

For the community Rotarian program Carl has
contributed over 1000 hours of his time in the last
four years, several hundred dollars out-of-pocket,
his truck, his sound equipment, popcorn machine,
and quoting a local Rotarian publication, “‘his exper-
tise in conducting a very professional auction’.

Additional Information

The following items were erroneously omitted
from the July AUCTIONEER state association report
from the lowa Auctioneer’s Association.

At the April 29, 1979 Spring Meeting of the |IAA,
president Ken Erickson initiated a new plan as he ap-
pointed committees in the Fall of 1978 to involve auc-
tioneers in their Association. Kansas Auctioneers
Association President L. H. “Bing”’ Carter and his
wife were guests at the |AA meeting. The Ladies
Auxiliary convened under the direction of President
Carol Erickson of Decorah for a business meeting
and a fine program of quilling given by Mrs. Kris
Greentree of Decorah.

Address All Mail To —

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

THE AUCTIONEER’S LIBRARY & REFERENCE BOOKS

Latest Advanced Methods
For The Professional Auctioneer

The Most Comprehensive Information Ever
Published On Auctioneering
TELLS YOU HOW TO KEEP THE BUSI- e
NESS YOU HAVE AND HOW TO GET THE | [ [
SALES YOU HAVE NOT BEEN GETTING. = T -
(Photo taken Nov. 1978) — . M
10 Books — First edition now off the press 1= / =
WRITE FOR FREE BROCHURE || -z
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WESTERN COLLEGE graduated students from 18 states and three provinces in June. Instructors and staff
left to right: Bill Hagen, founder, Dean Roberts, Lorraine Divver, secretary, Bob Thomas, president, and
Gene Gabel. Other instructors not pictured: Jerry, Jack, and Edie Ellis, Ron Granmoe, Bob Musser, Wally
Stadfeldt, Otto Streberg, Warren Smith, John and Craig Mandenville, Larry Stokes, Bob Lohrenz, Jack Bow-
ser, Don Devore, Dean Merrifield, Tige Thomas, and Stan Bucholz.

D-VOX COMPLETE --- $285.00

FIBERGLASS CASE — 25 WATT MODULE — TWIN SPEAKERS

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

* * * SATISFACTION GUARANTEED * * *

Order by mail: Payment with order — we pay shipping . . . C.0.D. — you pay shipping. Kansas
residents add 3%2% sales tax.

DODGE MANUFACTURING CO. DWIGHT V. DODGE, Owner

1123 W. 6th Street * P.O.Box 1513 ¢ Topeka, Kansas 66601 « (913)234-6677

September, 1979 57
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Ed Stevens:
“An Auctioneer is

Like a Tomato”

ON CHALLENGES

“It takes a good auctioneer to sell a broken
chair, but a good piece talks for itself. All you have
to say is ‘You know what this piece is, ladies and
gentlemen ...’ ”’

THE WALLED-UP EAVES

After an old recluse in town died, Ed was called
in to see about an auction. The house was so full of
junk that an antique dealer across the street — who
knew the place — said she wouldn’t even cross the
street for an auction, if held. But Ed remembered
seeing good things in the house years ago and said
they just HAD to be there somewhere. So he crawled
around with a flashlight (the electricity had been shut
off), went back outside to look at the roof lines, finally
went back inside and, summoning all his courage,
put his foot through the back of a closet. Sure
enough, it opened onto an attic full of antiques and
firearms. The sale brought about $8000, and at the
very end Ed accepted a bid of $2 for the original con-
tents on the condition that the buyer clean eveything
out completely!- P.S. The antique dealer first sat on
her porch, then came out into the street, and finally
wound up bidding when she heard some of the prices
and saw some of the rare items being sold!

(More of “An Auctioneer is Like a Tomato’ will be
in the October issue of THE AUCTIONEER. Re-
printed with permission from the YANKEE AUCTION
NEWS, published by Yankee, Inc., Dublin, NH 03444.)
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Final Bid

A collection was being taken for a going away
present for the domineering boss.

““Oh,” said one of the contributors, “‘is he going
away?”

“No,” replied the collector, “but it's worth a try!”

“Now children,’ said the teacher, ‘“‘there’s a
wonderful example in the life of the ant. Every day,
the ant works all day. Every day, the ant is busy.
And in the end, what happens?”

A voice from the back of the room answered,
“Somebody steps on him.”

The employee opened his pay envelope and read
a note attached to his check: “Your pay increase will
become effective the day you become effective.”

A man had been fishing for hours without a nib-
ble. As he was rowing back to the dock, a big fish
leaped out of the water and landed in his boat.

The fisherman seized the beauty and threw it
back into the lake, “If you ain’t gonna bite,” he
growled, “‘you sure ain’t gonna ride!”

SUBSCRIBE NOW

| Are you interested in equipment,
‘ trucks, auctions, etc? Then sub-
scribe to the TEXAS TRADER, semi-

| monthly publication. $10.00 per year.

I Box 3945NA, Bryan, Texas 77801

THE AUCTIONEER




CLERK-SAVER™ — World's No. 1 Clerking System

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

- ' THE CLERK-SAVER™ |S:
Or Number - . .
item or ® Fast — check out in minutes.
=l (EMDEF Eees S ® Accurate — Clerk writes buyer, item &
o @8 = | price. Cashier writes nothing.
This receipt verities payment and delivery of the above, Selier retains ownership . LeSS expen's’ve than any known SYStem.
um..l .[Iulvlrr:.vlrut;-hjr':: li.rjnj:n:rn-!tih5~:{1I:faqulx;x..m-rw‘v:--u.l.j.f:rial\n f:]IP:fll:_:l:j T:jr:k1:{}u . Keeps a funnlng total Of the Sa,e.

® "‘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. You'll like these.

9.000: Tiekpis [l=3. While. GaRARY & CaEIll] -coosemcmsmmmmmeprrr e g $22.50
18,000 Tickets (1-3 White, Canary & Card) .. . . 43.50
36,000 Tickets (1-3 White, Canary & Card) . ... SR 85.00

@ ALUMINUM WRITING TRAY

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

Aluminum Writing Tray ... ... PSNU— $14.95

® 100 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

Overall size 23”x16’x4’’. Slots are 2% "’ x 78" x 312’’. Handle
for easy carrying or nail to a wall for permanent installation.

Slots numbered 1 to 100 plus Ato Z ................. .. . ONLY $59.95

® BUYER CARDS ... Form No. BC-70

For buyer’'s number and purchase notes. 3Vax712" (fits
in buyer’'s shirt pocket). '

1,000 Cards....$7.50 2,500....$17.50 5,000....$32.50

® 10 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE
Slots numbered 1-2-3-4-5-6-7-8-9-0. All tickets with buyer @ BUYER'S REGISTRATION FORM . .. Form No. BR-69

number ending in one are filed in the one slot (example: 812x11", 50 sheets per pad. Space for buyer's num-
1-11-21-31-41-51-61'71-81-91-101-111-121, EtC.). Likewise all ber’ name, address, phone and other information.
tickets for buyers ending in two go in the two slot; all tickets
for three in the three slot, etc. Small, compact, easy to $2.00 per pad, 10 pads at $1.50 ea., 20 or more at
carry. Size: 16" by 4” by 4”. Weight 1 |b., 8 0oz. Only $22.95 $1.25 ea.
|
SPECIAL CLERK SAVER STARTER KIT |
THE SPECIAL KIT INCLUDES:
® Aluminum Writing Tray ® 1,000 BC-70 Buyer Cards
® 9,000 CT-12 Clerking Tickets ® 3 Pads BR-69 Buyer Registration SAVE
® 1 Pad FS-69 Final Settlement Forms Forms
All of the above plus: $27 00
One 10 Slot Clerking Ticket File (a $75.90 Value) Only ... ... $48.90 ]
One 100 Slot Clerking Ticket File (a $112.90 Value) Only .................... $84.95

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

_' ‘! Missouri Auction School
Top Floor Livestock Exchange Building

| > 1600 GENESEE / KANSAS CITY, MO. 64102
PHONE: 816-421-7117
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Now. ....

COLONEL.,,. The Sound That Sells"’
The all new COLONEL Series of

Portable Heavy Duty P.A. Systems
Designed Exclusively for Auctioneers

COLONEL 1™

* Electro-Voice Model 671 Anti-Feedback professional
ball type dynamic cardiod microphone with on-off
switch, detachable 20 foot coiled cord, and built in
windscreen.

* Deluxe padded shoulder strap.

e Full range six inch baffled speaker

* Tough, attractive reinforced vinyl ‘‘Mule Hide"
covering with metal corner protectors.

* Acoustacally transparent foam dust filter grill for
maximum clarity with wide angle frequency
response.

* Space age solid state amplifier for the ultimate in
power and reliability.

* Engineered control panel for ease of operation.

« SPECIFICATIONS: Batteries: Eight “D” size
flashlight batteries (not included) (Alkaline bat-
teries will give many hours of extra service)

* DIMENSIONS: 73/4"" High X 6’’ Wide X 71/4"" Deep

 WEIGHT: 4LBS, 14 OZ.

* Frequency response 50-12000 HZ.

* There is a two year repair or replace warranty on
everything except batteries.

List Price $297.50 Auctioneers Cost: $198.00

COLONEL Il ™

The COLONEL II has the same features as the
COLONEL I plus:

* RECHARGEABLE BATTERY: Extra capacity
battery will last all day long. Fully rechargable
overnight.

e AUTOMATIC “Full Charge’’ indicator light shows
when battery is fully charged.

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

e SPECIFICATIONS: Battery: Gel Type (2) #626 2.6
AH rating rechargeable

* INPUTS: one microphone, one tape recorder, one
battery charger

* OUTPUTS: One extension speaker, one tape
recorder.

« WEIGHT: 6lbs, 12 oz.

List Price: $447.50 Auctioneers Cost: $298.00

COLONEL Il ™

The COLONEL III has the same features as the
COLONEL II plus:

» Storage Compartment in back to carry recharger,

microphone and cord.
» Slightly larger speaker baffle area with port hole
e DIMENSIONS: 93/8" High X 6’ Wide X 71/4"’ Deep.
e WEIGHT: 7LBS., 60Z.

List Price: $477.50  Auctioneers Cost: $318.00

COLONEL™ COMPANION
EXTENSION SPEAKER

e Automatically DOUBLES the output power of the
COLONEL II or COLONEL III Amplifier.

e« POWER: Compact Six inch full range baffled
speaker. Frequency responce 50 to 12000 HZ.

e CONSTRUCTION: Tough, attractive reinforced
vinyl ‘““Mule Hide'' covering with metal corner
protectors.

Acoustically transparent foam dust filter grill for
maximum clarity. ,

Comfortable handle for easy carrying.

Storage compartment in rear for the 50 foot speaker
cable with phone jack connectors.

e DIMENSIONS: 93/8"’ High 6’ Wide X 71/4’’ Deep

e WEIGHT: 5 LBS.

List $97.50 Auctioneers Cost: $65.00

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

N\

h—

We stock a complete line of P.A. equipment.

Missouri Auction School

Top Floor Livestock Exchange Building
1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117

Write for free literature and prices.
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