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ATTENTION ALL NEW AND OLD MEMBERS OF NAA

It has been fifteen years since we had the idea that NAA
members should have something evident that would make them
stand out in a crowd so that no one would wonder “Who is in
charge of the sale?” We started at the top and designed a hat,
pictured above, that comes in beautiful “silver belly” felt in three
brim sizes: 2V8"- 29" and 2%". Silver belly is light grey and it
comes with a red satin lining and the NAA emblem is embossed
In gold on the inside crown. This design and shape went over so
well that we soon added the Milan straw in the same brim widths.
The summer Milan straws come in light tan and can be worn with
about any color clothing.

| then began to get calls for white Panamas and | prevailed on
the folks who manufacturer our hats, Stetson Hat Company, Inc.,
makers of the famous John B. Stetson hats, to make us a white
Panama with a 272" brim. We have now added the Panama to
our line of hats.

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

Auctioneer Hat

GAVEL”’
TIE TACK

added the most popular style Western hat sold in the world today

— “The Wisp”. The Wisp, pictured above, is worn by the “Marlboro

Man” and can be seen in about ervery magazine that advertises

giggrettes. Our Wisp is silver belly and is 4X quality and has a
" brim.

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

The next item we added was the London Fog type jacket.
Primarily a windbreaker type jacket with lined sleeves and it
comes with the beautiful 4-color embroidered 372" NAA emblem
patch attached to the left breast. Just right for spring and fall
weather. You can also order the patch separately.

NOW, HERE COMES THE BIG ONE!

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

Here is the good part and why we bought the factory. Costa
Rica is the only democratically controlled country in Central or
Latin America. But, their economy is shot. When | was there two
years ago it took 8 colonies (Costa Rican money) to make one
of our dollars. When | was there this time it took 50 colonies to
make a dollar. What this means is that the colonies have dropped
from 122¢ to 2¢. Workmen in Costa Rica earn an average of
$500.00 per year or 25¢ per hour. These boots | am offering
today would have cost $175.00 to $200.00 in American money
two years ago. If the colonies come back in value we will not be
able to do what we are doing now. | would advise you to get your
order in now while the low, low price is prevailing on these
beautiful, hand-made, easy wearing, bedroom shoe-feeling, multi-
colored boots. Remember, you must be satisfied or 'ole Craig will
make it right.

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

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

Felt Silver Belly Auctioneer Hats $45.00
Wisp 4X Beaver (Western Style) 55.00
White Panama (272" brim only) 25.00
Milan Straw (3 brim sizes) 22.00
London Fog type jacket w/emblem 30.00

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

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

3 2 4 2

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

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




Letters to
THE AUCTIONEER

Directors’ articles appreciated

| would like to express my personal thanks to
the informative NAA directors’ articles in the Novem-
ber issue of THE AUCTIONEER.

Personally, | felt the article by NAA director Gary
Day, CAI, was an excellent opportunity for any new
or not-so-new auctioneer to learn the professional
aspects of how to get started on the right tract, in this
the greatest of businesses.

You probably know several auctioneers who use
the motto “Have gavel, Will travel”. | never have,
and | share Mr. Day’s opinion on the professional out-
look. I’'m also in the process of updating my business
cards and other auction advertising material with a
professional photograph of myself. | believe it will
help people who may need my services remember,
and relate to, who | am. We normally use about 5000
cards each year, and | know it is our most affective
means of advertising.

| and my wife, Polly, an extremely active member
of our auction company, would also like to express
our appreciation to NAA director Robert Glass, CAlI,
on the article “Post Hole of Knowledge”. The fact
that he included his telephone number and offered
his assistance to all members is extremely appre-
ciated. With the business world as difficult as it is
during these lean years, it’'s nice to experience the
sharing of business knowledge and experience with
fellow members.

| have only been an active auctioneer, with my
own auction company for just over two years. | grad-
uated from Nashville Auction School in February,
1981, and since then have conducted over 100 auc-
tions, mostly general merchandise, but also estate
sales, antiques, art, jewelry, and home contents. I've
also been a ringman and relief auctioneer for fellow
auctioneers in estate and commercial auctions.

I've learned quickly in the auction business that
you have to pay your dues, and it takes a long time
to get established. We need all the helpful education
knowledge we can get from outside sources and fel-
low auctioneers. Experience is a good teacher, but
sometimes it can be very costly. When we can learn
from other experienced auctioneers it really helps us.

I'm certain that the new NAA Job Market will
help speed the employment process for new auc-
tioneers, as well as open new doors for other NAA
members experienced in a specific phase of the auc-
tion business.

Thanks again, NAA directors, for the many fine
and knowledgeable articles. I'm looking forward to
the next and a/l future issues of THE AUCTIONEER.

Paul McGinn

NAA member auctioneer

Schertz, Texas

January, 1983

Add these members
to your Directory

By the time you’re reading this AUCTIONEER,
the 1982-83 NAA Membership Directory has been
mailed to all current members. However, some mem-
bers who should have been listed were mistakenly
omitted.

Every attempt was made during the preparation
of the 1982-83 Directory to list all of the nearly 6500
NAA auctioneers. Regrettably, through computer
error, human error, or a combination of both, NAA
members were either removed from state lists, or
were never listed in the first place. To rectify the
situation, the NAA office will continue to update
members’ files upon notification that they have been
left out.

Furthermore, THE AUCTIONEER will publish the
names of NAA members omitted from the directory.
You are highly encouraged to include these mem-
bers on the back inside cover, in the “Additions/Cor-
rections to your NAA Directory”.

Additions to your NAA member Directory

The following were mistakenly omitted from the
1982-83 NAA Membership Directory. Please include
them in your personal copy.

CALIFORNIA

VAN GORDON, STEPHEN, 1116 Capri Drive, Campbell
95008

MISSOURI

EASTBURN, KEVIN L., General Delivery, Phillipsburg
65722

NEBRASKA
BLANK, WILLIAM, Madison 68748

NEW JERSEY

LUBMAN, MAURY, 1080 Main Avenue, Clifton 07011
(Please omit Mr. Lubman from New York list.)

NEW YORK

WHEELER, DENNIS A., Merritt Road, RD #7, Fulton
13069

OHIO
ROTH, RICK J., R.R. #1, Box 165, Archbold 43502

PENNSYLVANIA

BAIR, ROBERT A., RD 2, Box 67, Wrightsville 17368
DIETRICH, LYNN A., 2798 Warm Spring Road, Cham-

bersburg 17201
FRYE, H. L., P.O. Box 37, Pleasant Unity 15376

HUBSCHER, CHRISTIAN, 529 E. Broad St., Souderton

18964
KRALL, PETER H., Willow Brook Farms, Catasauqua

18032 .
KUNKLE, R. DAVID, 240 East Hamilton Street, Allen-

town 18103
WELCER, JOHN, 724 Chain Street, Norristown 19401
YOUNG, KENNETH D., R.D. 1, Allenwood 17810

BRITTEN AUCTION ACADEMY

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

The School of Distinction
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THE AUCTIONEER magazine is the of-
ficial publication of the National Auction-
eers Association and is published month-
ly with the exception that an August is-
sue is not published (11 issues annually).
THE AUCTIONEER magazine is published
as a means of exchanging ideas that will
serve to promote the auctioneer and the
auction method of selling.

The editor reserves the right to accept or
reject any material submitted for publi-
cation. Subscriptions are available to
non-auctioneers only. Auctioneers, who
are not members of the National Auction-
eers Association, may not subscribe to
THE AUCTIONEER magazine.

Editorial and Advertising copy must be
received in the NAA office on or before
the 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 on last page.

Single copies: $1.75 each. Annual sub-

scription rate $18.00.

Editorial and Executive Offices of the

National Auctioneers Association are at

135 Lakewood Drive, Lincoln, Nebraska

(NE) 68510-2487. Phone: 402-489-9356.

Harvey L. McCray, Editor and Executive
Vice President. Member: American So-
ciety of Association Executives, Ameri-
can Advertising Federation, Lincoln
Advertising Club, Lincoln Chamber of
Commerce, Admen’s Gridiron.

Gary Carmichael, Director of Association
Services. Member: International As-
sociation of Business Communicators.

Mrs. Sandy Chapin, Secretary

Ms. Marge Houser, Secretary

Mrs. Susan Koerber, Secretary

Mrs. Sharon Whisenhunt, Secretary

THE AUCTIONEER



By Rex B. Newcom, CAIl, President
National Auctioneers Association

This is the time of year when we look back and
see what we have accomplished and also count the
things we didn’t get done. | guess this is why we
make new year’s resolutions. We make promises to
ourselves to do better in the coming year.

New year’s resolutions are a type of goal setting.
And they just won’t work, unless we write them
down. Let’s keep them in front of us all year, so that
we may be able to carry them out. | know that you

REPPERT SCHOOL OF
AUCTIONEERING, INC.

Decatur, Indiana 46733

New year’s resolutions
valuable goal setting

Box 189 |

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

Next Terms:

NOV. 28 — DEC. 16, 1983
FOUNDED IN 1921

Write or call for more information

JULY 25 — AUG. 12, 1983 l

219-724-3804 |

G. I. APPROVED — A.C. 0033

S —

January, 1983

and | will probably break more resolutions then we
will keep, but here are a few | would like for all of us
to put on our list, and strive very hard to accomplish.

1. Attend at least one of the two NAA Seminars In

either Louisville (Real Estate at Auction) or New
Orleans (Antiques at Auction).

2. Attend the NAA Convention in Houston.
3. Attend my State Auctioneers Association Conven-

tion.

4. Get involved in the CAIl program.
5. Introduce one auctioneer in my area to the ad-

vantages of being an NAA member, and sponsor
him or her as a member.

These past five months have really flown by, and

| am looking forward to the next seven with great
anticipation. | have been able to attend several state
conventions and have many more scheduled. What
a pleasure it is to attend your State Convention and
to get to know you better. You all seem to be on the
move, growing through planning, programing, and
education.

Yes, the professional auctioneers are on the

move, we are here to stay! Opportunity has knocked,

and we have opened the door.

The Year of the Auctioneer is on its way into
1983.

:LHBGLS | BUYER NO.

| |
Labelis 172 X 3.

ROLL OF 200

$4.00 l

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

Try a sample roll of our style 1
label for ONLY $4.00 Postage Paid.

| These labels REALLY DO KIEFER AUCTION

HELP cut down on loss and
- SUPPLY CO.

f W Il tens of
B e oo P.O. Box 2141

thousands monthly across
the Nation to Auctioneers. Ft. Lauderdale, FL 33303
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400 SIOt File (Slots—3" deep - 24" wide) $169-95

36" Wide — 212" High — Weight 32 lbs.

400 S I Ot F i Ie (Slots—2” deep - 112" wide) $1 69 . 95
30" Wide — 212" High — Weight 23 lbs.
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Sales Forms, in triplicate

4200
200 sheets ( [tems ) $40.00 We have the clerking sheets that come in triplicate, with three
T e sides glued together. There are 21 items per sheet. These are
Em e made for the 2” file. We do not make a clerking sheet for the
32" by 212" file.
Purchaser Package of 200 Sheets (4,200 Items) $40-00
Price Package of 600 Sheeis (12,600 Items) $1 1 5-00

Telephones—Office (308) 995-8614

We pay shipping charges on all items
Home (308) 995-5098

Ship C.0.D. or Send Check to:

LUNDEEN SALES FORMS

423 East Avenue Holdrege, Nebraska 68949
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The Headquarters Relocation Committee is in
the process of winding up its fund drive for the new
NAA Headquarters in Overland Park, Kansas. Due to
the overwhelming generosity of approximately 300
NAA members and friends, nearly $600,000 has been
pledged toward the building fund. Of the pledges we
have, at this point, received approximately $250,000
in payments and contributions.

If enough money is received on the pledges by
January 15, 1983, we will be able to have a ground
breaking on our new building in the spring. [t will
take approximately seven months to complete the
building and we then should be able to be in opera-
tions in our new headquarters somewhere Iin the
neighborhood of October or November, 1983.

Inasmuch as the Board of Directors is going to
keep the NAA in a very sound financial position they
will not be going in debt for this new building. Con-
sequently, it is imperative that we generate some
additional pledges so that we can meet our financial
goal as well as the time tables. And, obviously, In
addition to building the building, we still have to fur-
nish it, complete our Archives and/or Hall of Fame
room. So, there are a number of areas where we
still need assistance.

All monies contributed to the Headquarters Re-
location Fund program will be used for the purpose
of building and equipping the new headquarters of-
fice and to better serve our membership and to imple-
ment a much needed new and expanding educational
program for the members of our Association.

The new building, located just south of the Ra-
mada Inn-Southwest, near Interstate 35 and the
Switzer By-Pass where they intersect with 87th street
in Overland Park, Kansas, will be a landmark for many
years to. come. It is going to be a building, which will
be readily recognizable by everyone who passes it
and something that our membership will be proud of
for decades to come.

But, | must emphasize that we, on the Headquart-
ers Relocation Committee, need your commitment
and we need it now! And, as a reminder, in the event
that you are not aware of the total program, the con-
tributions’ categories which have been established

are as follows:

$5,000 or more — VIPs

$2,500 to $5,000 — Founders
$1,500 to $2,500 — Sponsors
$1,000 to $1,500 — Benefactors
$500 to $1,000 — Friends

$250 to $500 — Donations

All donations will be recognized, but those cate-
gories of $250 or more will be permanently engraved
on brass plaques to be installed in our office for
posterity and recognition. To be recognized, all con-

January, 1983

Headquarters Fund Drive nears end!
Spring ground breaking is likely

tributors need to get their contributions and/or
pledges to the NAA office at once!

Let’'s pay our just tribute to the many auction-
eers who have thus far pioneered in the auction pro-
fession and who had enough foresight to form the
NAA and who have dedicated their entire lives to the
promotion and enhancement of the auction method
of selling real and personal property. The new head-
quarters office building will be a show place for all
the world to see! And, in addition, it will provide the
services, which are absolutely essential for the auc-
tion profession to continue to improve their business
techniques and provide the auction service, which
our buyers and sellers desire.

| sincerely hope you will take this message as a
challenge to be included in the names of the con-
tributors and when the doors of the new office open,
you will be listed as one of the dedicated profes-
sionals who made this dream become a reality.

Please send your pledge directly to the NAA
office or, for that matter, to any member of the Head-
quarters Relocation Committee. And, as far as that
goes, you can chase me down on the streets and
hand me a check and | will know what to do with it!

Thanks so much for your interest and dedication!

Martin E. Higgenbotham, Chairman
Headquarters Relocation Committee

Headquarters Relocation Committee:

Martin E. Higgenbotham, Chairman

Rex B. Newcom, President, 1982-83
Howard Buckles, President, 1981-82
Archie D. Moody, President, 1980-81
Charles E. Cumberlin, President, 1979-80
Harvey C. Lambright, President, 1978-79
C. P. Terry Dunning, President, 1975-76
Dean Fleming, President, 1970-71
Sammy L. Ford, Vice President, 1982-83
Joe E. Small, Director, 1980-83

Dean Parker, Director, 1980-83

R. D. Dewees
Harvey L. McCray, Executive Vice President

Headquarters

Relocation
Fund Report




Direction Signs
Help you customers get to your

sale with our direction signs.
Bright red ink on white. 73 x 9%a.

ORDER
$ 4.50
$ 7.50 NUMBER

KAS 21.. Left
:;g-g KAS 22..Forward
. KAS 23.. Right
$45.00 KAS 24.. Mixture
/3 of each

SR =Ry

AUCTION AUCTION

PENNANTS

Made of long lasting Plasti-Cloth.
Each Pennant is 12 X 18 inches with 12
Pennants per 30 foot string. Pennants
are yellow with Fireball Red ink.

916.50

Quality self stick labels keep things movin’
on auction day. 172 X 32 yellow gloss label

with flame red ink.
1,000....$14.25
STYLES 2,000.....$27.50 BUYER NO.
1.2,0R3  5000...$65.50

BUYER NO.

QUANTITY

N mMr<-®

Do not move auctionitems without auction personnel
present. Sold as is, where is. Ail salesiinal. Thank you.

All Sales Final.
Sold As IS,

Where Is.
# THANK YOU.

Sold As Is, . THANK
Wheére I8 All Sales Final. YOU.

2% X 3% foot triangular cotton flag. Red ink
on a yellow background. Reinforced with
strong nylon thread which adds to the life of the
flag. Strong grommet headings. Poles not
included, but easily obtained from your local
lumber deaqler.

ADD $2.50 PER ORDER SHIPPING & HANDLING

KIEFER AUCTION SUPPLY CO.

P.O. Box 2141
Fort Lauderdale, FL 33303

The Legal Aspects

Of Auctions . . .

License law update

To keep the NAA membership as currently in-
formed as possible, THE AUCTIONEER offers this li-
cense law update. Information was contributed by
two sources — the various state auctioneer associa-
tions and the National Auctioneer License Laws Of-
ficial Association (NALLOA). The information in pa-
rentheses is from NALLOA.

For more specific information contact either the
state association secretary, the licensing body in the
particular state, or NALLOA. In the coming months,

THE AUCTIONEER will publish additional license law
information as received at the NAA office.

ALABAMA — The state DOES REQUIRE an auction/auctioneers
license. Contact: Alabama State Board of Auctioneers, Mrs.
Patricia Reid executive secretary, Suite 209, Downtown
Plaza Bldg., Cullman, Alabama 35055, phone 205-739-0548.
An apprenticeship must be served, and a test is required.
The Alabama Board will reciprocate with states that have
licenses laws with like manner, otherwise a test is required.
The license law is enforced. Submitted by Pete Horton,
AAA secretary-treasurer.

ALASKA — (The state does not require a license law.)

ARIZONA — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Submitted by Larry Everhart, AAofA secre-
tary-treasurer. (A license is required for any person who
sells or attempts to sell jewelry. Contact Board of Super-
visors of the county.)

ARKANSAS — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Submitted by Jayne Lowery, AAA secre-
tary.

CALIFORNIA — The state WILL REQUIRE an auction/auction-
eers license as of July 1, 1983. Contact California Auction-
eer Commission. (no address at the present time) or Cali-
fornia State Auctioneers Association Inc. P O. Box 577 Pat-
terson, CA, phone 209-892-8242. Examination required for
auctioneer’s license, also have to be bonded. Statue allows
for reciprocal agreement, upon qualicication, with regard to
auctioneer licensing in other states. License requirement
also applies to auction houses and auction companies,
examination not required. Submitted by Milton Costa, CAA
secretary.

COLORADO — The state DOES NOT REQUIRE an auction’/auc-
tioneers license. However, some cities and counties have
license and fee requirements. Check with the county or
municipal clerk’s office where you’re planning to conduct
an auction. Submitted by Steve L. McCrea, CAA secretary-
treasurer.

CONNECTICUT — (Town and city permits only. There is a
state law governing sale of jewelry, livestock, horses, and
motor vehicles. Request from various commissioners.)

DELAWARE — (Every person engaged in business of crying
sales of real or personal property for others for profit are
subject to tax.)

DISTRICT OF COLUMBIA — (License required for any person,
firm, or corporation, either for himself or others sells or
offers for sale at public auction, stocks or stocks of mer-
chandise in whole or in part. Apply at Mayor's office.)

THE AUCTIONEER



FLORIDA — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Submitted by Billy Wells, FAA secretary-
treasurer. (Local ordinances may impose license require-
ments.)

GEORGIA — The state DOES REQUIRE an auction/auctioneers
license. Contact: Georgia Auctioneers Commission, Les
Maddern executive director, 166 Pryor St., Atlanta, Georgia
30303, phone 404-656-2282. Applicant must stand examina-
tion to qualify for one year apprenticeship. After being the
principal auctioneer under the supervision of a licensed,
sponsoring auctioneer, in at least ten auctions, applicant
Is eligible to stand examination for his/her principal auc-
tioneer’s license. Bond and character references are re-
quired. Submitted by Freddi S. Hagin, GAA executive di-
rector.

HAWAIl — (License required for any person who sells goods,
wares, merchandise or other property at auction. Apply
County Treasurer or Director of Finance.)

IDAHO — (Pay tax to county tax collector, on new merchandise
sold at auction.)

ILLINOIS — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Submitted by Bob Wuebbels, IAA member.

INDIANA — The state DOES REQUIRE an auction/auctioneers
license. Contact: Indiana Auctioneer Commission, Sherrill
L. Keesee secretary, 1025 State Office Building, Indianapo-
lis, Indiana 46204, phone 317-232-3950. Examination re-
quired for auctioneer’s license. Statute allows for reciprocal
agreement, upon qualification, with regard to auctioneer
licensing. License requirement also applies to auction
houses and auction companies-examination not required.
Submitted by Sherrill L. Keesee, Indiana Commission secre-
tary.

IOWA — The state DOES NOT REQUIRE an auction/auctioneers
license. However, counties and municipalities have license
and fee requirements. Check with the county or municipal

——

e Member

e Florida State

AUCTIONEER

TM.

National Auctioneer’s Association

Champion Auctioneer
Gainesville, Florida Dec. 1980

* Florida State Fair

Champion Auctioneer
Tampa, Florida Jan. 1982

clerk’s office where you’re planning to conduct an auction.
Submitted by Margaret H. Bloomer, IAA secretary. (To sell
NEW MERCHANDISE outside of city limits where ordinances
require license, a state license is required.)

KANSAS — The state DOES NOT REQUIRE an auction/auction-
eers license. Some cities have a fee license, check with
the city treasurer. Auctioneers auctioning real estate must
have a real estate license. Submitted by Rex B. Newcom,
KAA secretary/treasurer. (Any individual, firm, association,
corporation or any other legal entity which sells new goods,
wares or merchandise, apply at clerk of county or city.

KENTUCKY — The state DOES REQUIRE an auction/auctioneers
license. Contact: Kentucky Board of Auctioneers, 1210
Kentucky Home Life Building, Louisville, Kentucky 40202.
Submitted by Wilma Atherton, KAA executive director.

LOUISIANA — The state DOES REQUIRE an auction/auction-
eers license. Contact: Donald J. Bernard, Secretary of De-
partment of Commerce; P.O. Box 44185; Baton Rouge, LA
70804, Phone: (504) 342-5388. Submitted by Gladys M.
Vernon, Administrative Assistant.

MAINE — The state DOES REQUIRE an auction/auctioneers
license. Contact: Department of Business Regulation-Cen-
tral Licensing Bureau, Harvey De Vane commissioner, State
House Station, Augusta, Maine 04333, phone 207-289-2217.
Submitted by George A. Martin, MAA secretary.

MARYLAND — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Each county has its own qualifications
for licensing as has the City of Baltimore and several other
townships and jurisdictions in Maryland. Anyone wishing
to auction in the state of Maryland should inquire of the
county clerk or clerk of the circuit court of that jurisdiction.
In the City of Baltimore, application must be made to the

Continued page 10
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mayor’s office. Submitted by Barr Harris, former AAM secre-
tary.

MASSACHUSETTS — Under Chapter 100, each auctioneer is
licensed by the town he/she resides in. The auctioneer
must acquire a permit to conduct an auction in another
town or city. The auctioneer must file with the selectmen
of the town or city for the permit. Submitted by Evan N.
Gavilles, MSAA member. (A person must obtain license
to sell jewelrv, and also bankruptcy.)

MICHIGAN — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Submitted by Robert E. Howe, Jr., MSAA
secretary-treasurer.

MINNESOTA — The state DOES REQUIRE an auction/auction-
eers license. Contact: Joan Growe, Secretary of State,
State Capitol, State Office Bldg.; St. Paul, MN 55155
Phone: (612) 296-3266.

MISSOURI — The state DOES REQUIRE an auction/auctioneers
license. Contact any county clerk’s office. Submitted by
Doran H. Livingston, MSAA secretary.

MONTANA — The state DOES NOT REQUIRE an auction/auc-
tioneers license. However, the state does require that each
auctioneer carry a $5 000 Property Bond. Submitted by
Craig Mandeville, former MAA secretary.

NEBRASKA — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Submitted by Harold Kraupie, NAA mem-
ber. (Non-resident apply at county clerk’s office.)

NEVADA — The state DOES NOT REQUIRE an auction/auc-
tioneers license because licensing in Nevada is by each
local government body. Submitted by James M. Watson,
NSAA president.

NEW HAMPSHIRE — The state DOES REQUIRE an auction/auc-
tioneers license. Contact: New Hampshire Board of Auc-
tioneers, Secretary of State, State House, Concord, New
Hampshire 03301, phone 603-271-3242. Non-resident auc-
tioneers may qualify for a non-resident license, if their

want the best, this is it.

cord.

REISCH SPECIAL
“MR. BIG VOICE” — JR-1

THESE SPEAKERS CAN ONLY BE PURCHASED FROM:
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The Reisch Auctioneer's Speaker

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

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

THE JR-2 “Reisch Special” is a powerful little set. Operates on two 6
voit lantern batteries and has a battery powered mike. Only weighs 6
Ibs. Complete with neck support to hold mike, shoulder strap and 15 ft.

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

It is a voice saver. Select the set that
you feel will work best for you.

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

home state has a reciprocal agreement to allow the licens-
ing of non-resident auctioneers in their state with a state
license, so that auctions may be conducted anywhere in
the state with the license. Submitted by George Michael,
former NHAA secretary.

NEW JERSEY — The state DOES NOT REQUIRE an auction/auc-
tioneers license. However, auction permits and licenses
are under local government control, each jurisdiction setting
their own requirements, fees, etc. Submitted by Jo Ann
Fawcett, former NJSSA secretary. (There are state regula-
tions on jewelry, baby chicks, and sale barn.)

NEW MEXICO — The state DOES NOT REQUIRE an auc-
tion/auctioneers license. However, New Mexico laws are
in effect governing auction sales, ‘“puffing” on bids, and
auction fees. For information, contact a municipal or coun-
ty clerk. Also, a license must be obtained to auction jewelry.
Application must be made to the county or municipal clerk’s
office, thirty days prior to the jewelry auction. To auction
real estate, you must have a real estate license or cooperate
with a New Mexico real estate broker. Submitted by Jac-
quelyn Russell, NMAA president.

NEW YORK — The state DOES NOT REQUIRE an auction/auc-
tioneers license. However, local ordinances will require
auctioneers to obtain a city, town, or village license. Sub-
mitted by R. Thomas Jones, NYSAA secretary/treasurer.
(There are baby chicks, and food regulations.)

NORTH CAROLINA — The state DOES REQUIRE an auc-
tion/auctioneers license. Contact: George R. Fuller, Execu-
tive Director, Suite 306, 3509 Haworth Drive, Raleigh, NC
27609. Phone: (919) 733-2182. Submitted by Johnson B.
Gilbert, NCAA secretary.

NORTH DAKOTA — The state DOES REQUIRE an auction/auc-
tioneers license. Contact: Richard Elkin, Public Service
Commissioner; North Dakota State Capitol: Bismarck, ND
58501. Phone: (701) 224-2400. North Dakota also requires

B ]
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CERTIFIED
AUCTIONEERS
INSTITUTE
1983 Courses

Indiana University
Bloomington, Ind.

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

47401, phone 812-333-0077

a clerking license, for which the fee is ten dollars and a
bond of five thousand dollars. The auctioneers fee is ten
dollars and a one thousand dollar bond. You must also be
a graduate of an approved auction school. Submitted by
Norman Aldinger, NDAA member.

OHIO — The state DOES REQUIRE an auction/auctioneers li-
cense. Contact: Department of Commerce, Division of Li-
censing, Two Nationwide Plaza, Columbus, Ohio 43215,
phone 614-466-4130. Submitted by Byron Dilgard, OAA
secretary.

OKLAHOMA — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Submitted by Ray Patterson, OKAA secre-
tary/treasurer. (Permits are required for livestock markets
and sale of new merchandise. Apply at county treasurer.;

OREGON — The state DOES NOT REQUIRE an auction/auc-
tioneers license. However, local municipalities and counties
may require permits, fees, or licenses. For more informa-
tion contact: Len Zakula, 2010 N.E. 201st, Troutdale 97060,
phone 503-667-2628.

PENNSYLVANIA — The state DOES REQUIRE an auction/auc-
tioneers license. Contact: Department of State, Bureau of
Professional and Occupational Affairs, State Board of Auc-
tioneer Examiners, Mrs. Dawn H. Glowacki, executive secre-
tary, P.O. Box 2649, Harrisburg, Pennsylvania 17120, phone
717-787-6490. A two year apprenticeship with a licensed
Pennsylvania auctioneer, including successful completion
of apprentice and auction license examinations is required;
OR one year apprenticeship period and the completion of
the prescribed courses in a school accredited by the State
Board of Auctioneer Examiners. Same test requirements.
Prescribed course of study consists of 30 credit hours. The
areas are:

1. Auctioneering — total 18 credit hours
a. Audience Communications — 3 credit hours
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b. Procurement of Merchandise for Auction — 3 credit
hours

c. Appraisal — 3 credit hours

d. Auction Law — 3 credit hours

e. Preparation for Auction — 3 credit hours

f. Conducting an Auction — 3 credit hours

Management — 3 credit hours

Accounting (General) — 3 credit hours

English (Business Comm.) — 3 credit hours

Mathematics (College level) — 3 credit hours

bond is required, and there is reciprocity with some

states. Submitted by Blaine C. Brown, PAA secretary.

RHODE ISLAND — The state DOES REQUIRE an auction/auc-
tioneers license. Contact: Department of Business Regula-
tions Office of the Director, Craig R. Smith chief examiner
auctioneer section, 100 North Main Street, Providence,
Rhode Island 02903, phone 401-277-2246. New applicant
must take written exam given by the Department of Busi-
ness Regulations. If exam is passed, license issued after
applicant furnishes a bond and pays a $35 fee for resident
auctioneers. Other fees are $75 for non-residents, and $20
for apprentice auctioneers. Submitted by Louise E. Wordell,
RIAA secretary.

SOUTH CAROLINA — The state DOES REQUIRE an auc-
tion/auctioneers license. Contact: George D. Pechilis,
Executive Director; State of South Carolina Auctioneers
Commission, P.O. Box 807, Columbia, SC 29202, phone 803-
758-3837. Submitted by Jack E. Richardson, SCAA member.

SOUTH DAKOTA — The state DOES NOT REQUIRE an auc-
tion/auctioneers license. However, the SDAA is preparing
a proposed law for the upcoming session of the legisiature.
A state license law may be in effect by July 1, 1983. Re-
garding other South Dakota statutes affecting the auction
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business: it is unlawful to sell licensed vehicles at consign-
ment; to sell real estate, the auctioneer must have a real
estate auctioneer’s license or have a real estate broker’s
license; and it is unlawful to clerk a real estate auction un-
less you are either 1) a real estate broker, 2) a bank, or 3)
an attorney. Submitted by Kenneth R. Jark, SDAA secretary.

TENNESSEE — The state DOES REQUIRE an auction/auction-

eers license. Contact: Mrs. Thelma Cartwright, secretary,
Tennessee Auctioneers Commission, Doctors Bldg., Room
422, Nashville, TN 37219, phone 615-741-3236. The follow-
ing fees apply: $50 auctioneer license fee, $25 fee for ap-
prentice, $25 firm license fee, and $25 examination fee.
Submitted by E. B. Fulkerson, TAA secretary.

TEXAS — The state DOES REQUIRE an auction/auctioneers

license. Contact: Texas Department of Labor & Standards,
Lias “Bubba” Steen, Commissioner, P.O. Box 12157, Austin,
Texas 78711, phone 512-475-4229. The commissioner ap-
points a twelve-member Advisory Board comprised of auc-
tioneers to serve one-year terms. Their function is to act
as liaison between the State and the auctioneers. The li-
cense law requires an applicant to pass an examination or
to obtain an Associate license for one year to work under a
licensed auctioneer during which time he must bid-call at
least five sales. Submitted by Charles Connour, TAA mem-
ber.

UTAH — The state DOES NOT REQUIRE an auction/auctioneers

law. However, you do have to pay a fee in each of the
municipalities where you hold an auction. For example, in
Murray, Utah, if you do not have a permanent place of
business where the sales are held, you pay $100 a day to
hold sales. Salt Lake County charges $140 per year. All
adjacent towns charge $100 per year. Submitted by Glenn
Short, UAA president.

VERMONT — The state DOES REQUIRE an auction/auctioneers
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license. Contact: James Douglas, Secretary of State, 109
State St., Montpelier, Vermont 05602, phone 802-828-2363.
Requirements include: resident fee of $25, plus $1000 bond,
licenses the auctioneer for two years: non-resident fee of
$50, plus $5000 bond licenses the auctioneer for one year.
The state is presently considering revision of the auctioneer
license law and requirements. Submitted by Thomas
Hirchak Jr., VAA secretary.

VIRGINIA — The state DOES REQUIRE an auction/auctioneers

license. Virginia does not have a state licensing board or
commission for auctioneers. A state license is purchased
at the local office of the commissioner of the revenue. Sub-
mitted by Stephen G. Sheets, VAA member.

WASHINGTON — The state DOES REQUIRE an auction/auc-

tioneers license. The fee is $150 annually, $75 for a trainee
(18 years or younger, and must work under a properly li-
censed adult auctioneer). A surety bond is required or, in
place of that, a $5000 trust account in the name of the State
of Washington, contact: State of Washington, Division of
Professional Licensing, P.O. Box 9649, Olympia, Washington
98504. This law was effected 6/1/82 and will be subject to
some revisions in the future. Submitted by Bonnie Ander-
son, WSAA secretary.

WEST VIRGINIA — The state DOES REQUIRE an auction/auc-

tioneers license. Contact: Hon. Gus R. Douglas, Commis-
sioner of Agriculture; West Virginia Department of Agri-
culture; State Capitol; Charleston, WV 25405. Submitted
by Wison E. Woods, WVAA member.

WISCONSIN — The state DOES NOT REQUIRE an auction/auc-

tioneers license. However, many municipalities have their
own rules, ordinances, and fees. Submitted by Robert
Massart, WAA secretary. (There are requirements on the
sale of jewelry and furs. All transient auctioneers must be
licensed. Apply at the County Clerk’s Office.)

COMPLETE
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FIBERGLASS CASE — 25 WATT MODULE — TWIN SPEAKERS

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

* * *

SATISFACTION GUARANTEED * * *

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

residents add 3'2% sales tax.

1016 W. 6th Street ® P.O. Box 15613 e

DODGE MANUFACTURING CO.

DWIGHT V. DODGE, Owner

Topeka, Kansas 66601 ® (913) 234-6677
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Independent
contractor tax status
no longer threatening

For the last two years, Congressional legislation
regarding independent contractor tax status and auc-
tioneers has caused a good deal of justified concern.
The Senate version of the bill would have required
10% to be withheld from your commission if you met
independent contractor requirements; and the new
regulations were due to go into effect July 1, 1982.
Through it all, THE AUCTIONEER kept you informed:
November, 1980, “Independent contractor tax status
— it’ll cost you 10%’; February, 1981, “Writing your
congressman gets results’; and April, 1982, “Inde-
pendent contractor tax status, current information™.

But for now you can rest easy. The new regu-
lations did not go into effect because Congress de-
cided not to do anything about the issue. Your pres-
sent tax status will continue indefinitely until Con-
gress acts. Sources for, this information were the
Internal Revenue Service, Nebraska Congress Doug-
las Bereuter, and the Congressional Record.

Furthermore, upon request by the NAA office, the
IRS is preparing an official clarification of independ-
ent contractor tax status as it relates to the individual

auctioneer: .This clarification will be published in

THE AUCTIONEER as soon as it is received at the
NAA office.

What to do now, for tax year 19827 Your best
resources for answers are your accountant, local
office of the IRS, and your attorney.

OAA helps in auction legislation

The Ohio Auctioneers Association was instru-
mental in the passing of HB 608, by the Ohio Senate
and House of Representatives. Ohio Governor James
Rhoades signed it into law, and it became effective
July 9, 1982.

A couple of the main points of the bill include:
that the ‘“Auction Company” concept replaces the
former ‘‘Auction Business’’; two separate licenses,
auctioneer and auction company.

The bill also standardized and made uniform the
regulation of auctioneers and auction sales within the
state and eliminates municipal licensing. Hearings
were then held concerning the “Rules and Regula-
tions’ governing auctioneers. The original draft was
changed through the efforts of the OAA and member
delegation attending hearings.

As of this writing the OAA is in the process of
sending letters about the Association’s efforts, and
looking for contributions from any auctioneer to help
defray OAA expenses. If auctioneers are not mem-
bers of OAA, they are invited to join. The passage
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OHIO GOVERNOR James Rhoades signs HB 608
flanked by Terry Logsdon, past OAA president, left,
and Herb Demaree, OAA president, right. Standing,
left to right: Charles Carroll, Chief of Division of Li-
censing, John Anglin, past OAA president T. David
Evans, Investigator of Division of Licensing, Frank
Weade, past OAA president, William Milligan, at-
torney; Gary Cain and Richard Kiko, also past OAA
presidents.

of HB 608 was a long, time consuming effort, frus-
trating at times and very expensive, but all felt the
end result was well worth it.

KRUSE INSTITUTE ]

AUCTIONEER TRAINING - TWO DAYS
HARD WORK JAM SESSION

Personalized training with Kruse Book Study, bid calling
and written test to help prepare student for auction
business or state test. Fee of $250. Includes one nights
lodging and food for two days. If you can only be away
from home a short time, are not afraid to work and want
the best training possible for auctioneering, contact us at
once. Classes March 4 & 5, July 8 & 9 and Nov. 4 & 5.

THE PROFESSIONAL AUCTIONEER AND
WHAT HE NEEDS TO KNOW

BY RUSSELL KRUSE

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

10. License Law - Bonds .
11. Fees - Commission
12. Appraising
13. Land description and

surveys
14. Working together
15. Definition of 276 terms
7. Advertising and words every auc-
8. Ringman tioneer should know or
9. Insurance have available.
Price of book $10.00 (Volume discount available). WRITE:
Kruse Office, Auburn, Indiana 46706. ATTENTION —
Russell Kruse.

1. Bid Calling
2. Conducting the auction
3. Contracts

4. Sale Summary
5. Uniform commercial code

and auctioneer liability
6. Reserve bidding

also

HOME STUDY COURSE

Plus LIVE KRUSE TAPE ON BID CALLING ($50.00)
Ph. 219-925-4004 or write Russell Kruse at above address. _J
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BUSINESS

soson &

The Oregonian, Saturday, November 20, 1982

By KATHLEEN MONJE
Correspondent, The Oregonian

EUGENE — Despite bad times, business
is good for auctioneers, National Auctioneers
Association President Rex Newcom said in
Eugene this week.

But Newcom, who represents about
7,000 auctioneers, attributed the steady flow
of merchandise to the auction block more to
hard work and a changing image than a
recession-caused increase in bankruptcies
and liquidations.

“Probably the bottom line in the auction
business right now is less net profit,” the
native Kansan said. “Most of the auctioneers
are telling us that they’re handling more
auctions, but their net profit is down.”

He said 1982 has been the year of the
auctioneer, with expansion into the de-
pressed real estate market as well as con-
tinued business in antiques, estates, business
liquidation, livestock and farm and construc-
tion equipment.

“We're the only ones who are selling
anything of consequence, but we’re not sell-

Reprinted with permission
after a recent interview
with Rex B. Newcom in
Eugene, OR by:
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ing any more than before. When people have
money, we can really sell,” Newcom said.

Auctions are attractive to the country’s
buyers right now, because “80 percent of the
people are still working, and they have
money that will buy for less. Ten percent of
the people do 90 percent of the buying, any-
way,” he said. “We like the idea of selling to
this unique group of good buyers.” At his
own auction, Newcomb said, 90 percent of
the buyers are repeat customers.

“We get a thousand people at our auc-
tions not by accident. They come back be-
cause they had a good expetience, and they’ll
make sure that the fellow who came to buy
doesn’t steal,” he said, because the regular
customers keep the bidding at an appropriate
level.

Newcom'’'s Eugene trip was part of his
auction image-changing program during his
year as national association president. He
visited Industrial Publishing, a Eugene com-
pany that specializes in auction advertising
brochures for businesses across the country.

“In the last five years, we’ve taken the

Auctioneers expanding into new fields

overalls off the auctioneer and put him in a
business suit,” he said, adding that quality
advertising is essential to the new image. He
travels around the country to give seminars
and to encourage the new professional im-
age.

“Times have changed, because you don’t
sell all the time now to the walk-in individu-
al — you have to sell to big business,” he
said.

Auctioneers sense changes in financial
trends more quickly than many other indus-
tries, Newcom said.

“We already knew what the economy
was like in Oregon a year before it was
printed, because our buyers from Oregon
didn’t come as often,” he said.

Auctioneers also play an important role
in setting market prices through their selling
techniques, he said, and must balance their
prices for both seller and buyer.

“An auctioneer can ruin himself in a hur-
ry by being too aggressive’ and allowing
bidding to go too high, Newcomb said.

INDUSTRIAL PUBLISHING

Auction Brochure and Mailing Specialists

P.O. BOX 2328

EUGENE, OR 97402
Call Collect

(503) 689-2711
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Auctioneer: “Ili
never be sued”

By Rennie Walt
Vice President
Alexander & Alexander/Lincoln

You're right — you will never be sued if you
stay home every day, sit in your house, don’t drive
your car, don’t operate a business, don’t say anything
to anyone, or communicate in anyway with the out-
side world. But, if you drive a car, communicate with
the public, spend time in public places, run a busi-
ness, conduct auctions, appraise property, and en-
gage in other activities necessary to being a success-
ful auctioneer, you quite possibly could be sued.

Consider the answers to the following questions.

1. Have you ever auctioned a defective piece
of merchandise?

2. Have you ever auctioned personal property
that was misadvertised?

3. Is it possible that you have made an error
in appraising either real or personal proper-
ty?

4. Have you always adhered to the provisions
In the contract between you as the auction-
eer and the seller of the property?

5. Is it possible that a bidder at an auction
could ever feel there was collusion between
you as the auctioneer and the seller of the
property?

6. Have all debts and other encumbrances on
real and or/personal property always been
discovered and disclosed for property being
sold at auction?

7. Are you always positive that the seller had
clear title to the property being offered at
auction? And if not, did you investigate
thoroughly?

9. Is it at all possible that the quality or authen-
ticity of an item sold at auction was over-
stated or misrepresented?

10. When appraising property have you always
verified or authenticated the property?

11. Is the subject of reserves always communi-
cated to all the bidders as clearly as it
should be?

12. Have you supplied all the bidders with
terms of sale data prior to the beginning of
auction process?

13. Are you aware of all of your responsibilities
to tge public, to the sellers, and to the buy-
ers”

14. Do you currently have a means of protecting
yourself and your business in the event you,
or one of your employees, makes a mistake
in one of the above outlined areas?

An auctioneer is a professional sales person
and/or appraiser, and because of the fees and com-
missions charged as a professional, auctioneers
create certain liabilities which can be protected only
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through an Auctioneers’ Errors & Omissions Insur-
ance Contract.

Your National Association, recognizing the
needs of its members, has an Errors & Omissions
program available to members in all states providing
protection for auctioneering activities, appraisal ac-
tivities, and real estate auctioneering. However, the
E & O insurance coverage will not do you any good
unless you take advantage of it. Complete informa-
tion and forms for Auctioneers Errors and Omissions
Insurance are available upon request to the NAA
office.

Do you know
these auctioneers?

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

Rex Lippincott, P.O. Box 726, Wylie, Texas 75098
Charles J. Stanley, Ill, 227 Sunset Avenue, Palm
Beach, Florida 33480

I.EARN AUCTIONEERING

PLAN NOW
TO ENROLL FOR
NEXT TERM

At The

EST. 1965

FLORIDA AUCTION

SCHOOL

Classes are held four terms each year

JANUARY ¢ MARCH ¢ JULY « OCTOBER

ATTEND 2 WEEKS INTENSIVE TRAINING
IN ALL PHASES OF THIS RESPECTED AND
HIGHLY PROFITABLE PROFESSION

SEND FOR FREE CATALOG

51 Write or call for information today

MAX HUEBNER, MEMBER

FLORIDA AUCTION SCHooL"
P.O. Box 1444 @ PHONE: (904) 732-6991

| OCALA, FLORIDA
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DEALER AUCTION Gy

DEALER
AUCTION

vy Koy ey

Wholesale

2550 Shorter Avenue (Ga. Hwy 20 West)
ROME, GEORGIA

Every MONDAY 10 A.M.

This is an ABSOLUTE Auction where we sell Tools-Electronics- W atches

Furniture-Carpet - Gift Items-Household Goods and many other items
to the HIGH BIDDER.

ALL NEW MERCHANDISE SOLD — LARGE AND SMALL LOTS

Terms of Payment: Cash or Certified Check

PHONE (404) 234-5946 GA. AUCTIONEER LICENSE NO. 129

THE AUCTIONEER
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Job Market

All requests to THE AUCTIONEER Job Market
are published in the next available issue after receipt
at the NAA office.

POSITION WANTED by graduate of Reisch Col-
lege of Auctioneering, plus Bachelor of Science de-
gree from University of Delaware. Experienced in
sales, customer service, training/supervision of per-
sonnel; with skills in project planning and organiza-
tion. Desire full time, responsible, career employment
opportunity. All replies answered, and confidence
maintained. Respond to: Bob Matz, 2514 W. 4th St.,
Wilmington, DE 19805.

SAUDI ARABIA. Need experienced international
auctioneer for disposal of heavy equipment. Hire
own staff. Paid relocation to Saudi, with or without
family, for 2 years, more if desired. Salary depends
on experience, but above 50K, probably all tax free.
Interview in New Jersey. Call Tony Jewell, 913-649-
5926, or send letter/resume to International Person-
nel Service, 5750 W. 95th St., Overland Park, KS
66207.

REAL ESTATE

AUCTIONEER

WANTED

Send cassette tape and photo to:

Mr. Bussen
8 Romanock Place
Fairfield, Conn. 06430

You can place an ad
in the Job Market

To assist NAA members in both locating em-
ployment and recruiting, THE AUCTIONEER maga-
zine offers this ‘‘classified’” advertising section.

For $8.75 per column inch, per insertion, and a
one-time typesetting fee of $10, an NAA member can
provide job experience and address information as

January, 1983

space allows. The member auctioneer’s name will
appear in boldface type, and the following examples
will be useful in determining copy for an approxi-
mately one-inch classified ad. Specify which words
to be all caps.

Auctioneer/sale manager seeks position with
progressive auction company in Arizona or southern
California. Real estate and estate sale specialist;
business degree and seven years experience. Sec-
ond year CAl. CONTACT: John Smith, 1010 Oak St.,
Anytown, USA. Call 111-222-3434.

On the other hand, an NAA member can use
the Job Market to recruit another NAA member auc-
tioneer. The costs are the same, and the name of
the NAA member or the member’s auction company
will appear in boldface.

Construction equipment auction company hiring
two auctioneers in the near future. Require five
years’ heavy equipment, client contact, and general
business experience. Salary negotiable, benefit and
insurance package. Resume and introductory letter
to: Big Auction Company, 545 Avenue St., Big City,
USA. No calls.

Whether you are hiring an auctioneer or seek-
ing auction employment, you have the option of not
including your name or company name in the ad-
vertisement. Make sure, of course, that you provide
the NAA office with your name and address. Com-
pose your reply address accordingly.

“ . . . Reply to: Truck Auctioneer, NAA Office,
135 Lakewood Dr., Lincoln, NE 68510-2487.”

“ .. . Send resume to: Real estate sales posi-
tion, NAA Office, . . . 7

All responses to your advertisement will be
promptly mailed to you upon receipt at the NAA
office. Though the NAA office will handle mail re-
plies to your ad, the office cannot take phone call

replies.

Only auctioneers who are NAA members will be
allowed to advertise in the NAA Job Market. Your
membership must be current to submit either a ““for
hire”” ad or a recruitment ad. Whichever you place,
the ad copy must be accompanied by full payment
of $8.75 per inch, per insertion, plus the $10 type-
setting fee. Copy received by the first of the month
will appear in the next month’s AUCTIONEER; re-
ceived after the first, your ad will appear in the next
month’s issue.

THE AUCTIONEER staff reserves the right to edit
or refuse placement of any classified advertisement.
Any questions about this new NAA program should
be directed to the NAA office before submitting your
advertisement.
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225 Worcester Road
(617)875-1305
THE AUCTIONEER

Framingham, MA 01 701

COMPUTER ASSISTED BUSINESS SERVICES
(617)527-5563
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IMPRINTED PRICES

1,000 No. AT-18 Clerking Tickets $169%° 1M
2,000 No. AT-18 Clerking Tickets $154% 1M
3,000 No. AT-18 Clerking Tickets $148°° 1M
5,000 No. AT-18 Clerking Tickets $139% 1M

IMPORTANT
We must have your payment with your imprinted order and
clear copy to be imprinted. Forms will be shipped in 3 to 4
weeks with prepaid freight.

Number AT-18 Clerkeasy Clerking Tickets

Not Special Imprinted Prices
These In Stock For Immediate Shipment

200 Sets No. AT-18 Clerking Tickets 53000
| 400 Sets No. AT-18 Clerking Tickets ~ $540

1,000 Sets No. AT-18 Clerking Tickets  $115°%

| e Payment With Order, We Pay Postage
e C.0.D. Orders, You Pay Postage

Watch For Other New Items To Come — We Save Time

T S U

!F Dealer Auction

1st & 3rd Tuesday 11 a.m.

Selling Overstock — Bankrupt Stock — |
Salvage — Unclaimed Freight

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

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

WISHING ROCK AUCTION

46 Wishing Rock Rd.
Pasadena, Maryland

(301) 647-9769 (301) 551-4371
Vic Mattucci-Auctioneer

January, 1983

NOW something NEW by AucTion sysrems « John Green Press

ADVERTISE YOUR NAME ON YOUR “CLERKEASY” CLERKING TICKETS

e LOW PRICES ¢ Form No. AT-18 imprinted 1 line at top right on ticket illustrated - size 138" x 23%".
The AT-18 form is size 82" x 9” overall and is furnished in 3 parts on NCR paper (which makes its
own carbon copies). There are 18 perforated tickets to a page, size 13%” x 2%”, as illustrated below.
All 18 imprinted with your name. Tickets (1-3 White, Canary & Card) \

One Line Imprint Area

IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII

LOT NO. - ITEM YourR NAME PRINTS HERE 18 .

NAME OR NO.

Grs

YOUR RECEIPT FOR ABOVE

IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII

No. AT-18 Actual Size

AUCTION SYSTEMS « John Green Press

430 West 35th Street
Davenport, lowa 52806
Phone 319-386-0636

After Hours Phone 319-391-5994

WRITE FOR SAMPLES AND PRICES
FOR OTHER AUCTION SALES ITEMS

LEARNTO BE {
o A
AUCTIONEER 3

AMERICA’S TOP QUALITY

AUCTION SCHOOL. WRITE OR

CALL FOR FREE CATALOG. AP-

PROVED FOR V. A. TRAINING.
— SINCE 1962 —

MENDENHALL SCHOOL OF

AUCTIONEERING

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

(919) 887-1165
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Pamphlets ‘“‘selling”
for your auction
business

Consider the NAA auction customer pamphlet
as a valuable sales tool, helping you “sell”’ your auc-
tion services to those who need to know. Thousands
of copies of the NAA sponsored pamphlet are being
distributed across the country, with each edition per-
sonalized by the individual NAA member. Your free
sample is in the April, 1982 AUCTIONEER, or avail-
able upon request to the NAA office.

Order your pamphlet edition by first reading the
following article, then completing the form at right.

Customer pamphlet
highlights information

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

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

®* Photocopy or remove the pamphlet order form.

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

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

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

Name and address

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

Jack A. Collins
Jack Collins

John A. Collins, CAl, GRI
John A. “Jack” Collins
John A. “Big Jack” Collins

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

20

Business name on the cover

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

Professionals Professionals

Business name and address inside

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

Slogans and street directions will not be accepted.

ABC Auction Company

1215 Main St.

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

Hometown, State Zip

Multiple business phone numbers can also appear
below your address.

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

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

Continued page 23

AUCTION CUSTOMER PAMPHLET to promote your
business.

THE AUCTIONEER



National Auctioneers Association
‘““Auction Customer Pamphlet”’ Order Form

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

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

2) Name of auction company, or auction service

Street address City_____ State________Zip

e

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

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

sary.

® . . ® SRR

e _ ° T P S —

& . o _ _

IS k-

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

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

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

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

500 pamphlets, $165.00 1000 pamphlets, $230.00 2000 pamphlets, $250.00
plus shipping, $ 3.00 plus shipping, $ 4.50 plus shipping, $ 7.50

Add $12.00 for each additional photograph to be included.
TOTAL AMOUNT ENCLOSED $

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

Number of pamphlets ordered

Signature —___ = Date your NAA membership expires

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

January, 1983



B S8¢ An Affordable*

' That Makes Sense
for the

Auctioneer!

(weather-resistant carrying case

And it’s available on a 30-day TRIAL with no obligation!

™

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

PROFESSIONAL AUCTIONEER'S
COMPUTER SYSTEMS

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

IF YOU, MR. PROFESSIONAL AUCTIONEER, ANSWER YES TO ANY OF THE FOLLOWING
QUESTIONS, YOU SHOULD CALL TOLL FREE OR SEND THE CARD TODAY!

Have [ thought about a
small, attordable,
dauctioneer’'s computer,

programmead so that

Have [ decided that to get
more sales in the ‘80’'s, |
need a competitive edge
over other auctioneer's
and other methods of

Would [ like to have my
auction settlements

tigured and printed within
minutes ot the end of a

;EHthHJ? wfﬁﬁiﬁﬂﬁ read
English can learn to use it

Hl.wrﬁlturluIWJdnyr

PACS

Would I want an

'{I*';I'.. 1 1 T i ot 4 E
Ictioneer s computer, a

Would I want my
auctioneer’s computer to
have nationwide service
capabilities available,
such as at all Radio

" * ack”’ stores

‘omplete word processor,
an accounting cemputer,
ind a mailing list system,
all for less than [BM &
Lanier charge for just a
word Processing Imal ‘hiner’

3

PACS

TO: Professional Auctioneer’'s Computer Systems
522 South Florida Ave., Lakeland, FL 33801
| TOLL FREE 800-237-7669 (FLA. 813-688-1882)

| Please send me information on the PACS ™ computer,
including your 30-day trial.

NAME
COMPANY
STREET

A DIVISION OF 522 South Florida Ave. CITY ST ZIP

‘[ERTlM A){ Lakeland, FL 32801 | PHONE
ORPORATION

Call Today— @ @ e——— e
22 THE AUCTIONEER

*TANDY AND RADIO SHACK ARE TRADEMARKS OF TANDY CORP. F———"

™

PROFESSIONAL AUCTIONEER
COMPUTER SYSTEMS

ls N

TOLL FREE 1-800-237-7669 (FLA. 813-688-1882)



John A. Collins

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

Hometown, State Zip  Othertown, State Zip

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

Auction service information

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

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

The following guidelines will apply to your auc-

tion service information.

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

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

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

Satisfaction guaranteed

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

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

(507) 645-4407

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

Box 147 Northfield, Mn 55057

January, 1983

Your pamphlet information, order and payment
must all be received together at the NAA office.
The information will be typeset according to your
request, within the above guidelines and layout of
the NAA customer pamphlet.
A rough layout will be prepared and sent to you
for final approval.
You respond to the NAA office (by phone or letter)
approving, or correcting your NAA customer pam-
phlet.
Your pamphlet order will be printed, folded, and
shipped to you, but allow three weeks for delivery
following the date your order is received at the
NAA office.

Questions about the preparation of your NAA

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

Be An Auctioneer

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

FREE CATALOG!

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

AUCTION GEMS |

" Auction Sayings"

“Bid Getters"

and the booklet
52 BASIC
AUCTION
CHANTS

Y  gorl D Wisord h :
auchoneer :
R | Dundees Ohio

A 200 page book loaded with auction sayings, quips,

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

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

ing a 53 year period.

Here is what auction schools and auctioneers say:

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

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

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

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

‘‘Nothing less than a masterpiece.”
eers, Canton, Ohio

“Priceless.”” — Edward Esber, Canton, Ohio

“Much of what is in AUCTION GEMS will be used by auc-
tioneers as long as there are auctions and auction-
eers.”” — John Loomis, Bend, Oregon

Only $12.50 for both, postage paid
Earl D. Wisard, Auctioneer, Dundee, Ohio 44624

— Whipple Auction-




HERE ARE THE MONEY MAKERS ’ SHELDON

40 Pc.
‘ _ 6-Pt.
Rt ' mm‘ Socket
AT
ﬁ:f:s‘z;*;zaﬂ ggfm

25-Pc.

, 14" Drive
" Socket Set
e $9.00 set

SUNGLASSES

P

Smoke $10.50 dz.

: i  Watch
i’ Stainless
t Steel
2t Gift
1% Boxed
. $300 ea.

&
i

Disposable
Butane

LCD Ladies |
LCD Men’s o-Func. Twist ¥
o-Func. Twist band watch
band watch  $4.50 ea.
$4.50 ea.

" L ~ .
g L] -
A B o
R
S - -way Pewe
S Ry 3-way r

9" B&W TV w/AM/FM & Cassette
Recorder 3149 95 ea.

= “Walk-Along”
AM/FM Radio

w/Headset
'$17.50 ea.

i/ Also available
" with Cassette only.
$29.90 ea.

Musical
Lighter
$7. 50 ea.
Asst. Color | e S
T-Shirts B g,
$11.90 dz. i
Cannon Bath Coca Cola Garp_e Set with 2 d_ecks e
2-Ton “Come Along” Pulley Towels of cards, Writing Pad and Dice AM/FM l:aum- or 8-Track In-Dash
$16.90 dz. $2280 dz. car sterso $29.50 ea.

$7 50 ea.

$1 MILLION

LARGE PLUSH

KOALA DOLLARS OF Al
peseb M °NAME BRAND SANTA
TOYS IN PLAYS 4 TUNES
BATTERY OPERATED SET i
FLIPOVER Wi
BUGGY $3.00 EA. $48.00 pz.

BATTERY OPERATED

BATTERY OPERATED | \ov o o BATTERY OPERATED BATTERY

REMOTE CONTROL |\ 1 eine DoLL REMOTE CONTROL OPERATED

GOLD PORSCHE BEAUTIFULLY ASSORTED TRAIN SET

GIFT BOXED o4 THED HIGHWAY SPORT CARS GIFT BOXED

$8.90 eA. GIFT BOXED BNAES $7.90 EA. $24 pz.
$8.90 EA. $10.90 EA.

AS ADVERTISED ON TV! LATE XMAS ARRIVALS

/;ﬂ 2 IH UNE 0 THE
NECKLACE | VERSATILE

f NECKLACE
HEART & 7 WORNIN A P WP

STEEL COPPER
BOTTOM COOKWARE |7 PC. COOKWARE SET MIXING BOWL SET
$15.90 SET $10.50 SET

WAYS!
GIFT
18 dz. BOXED

LT
%

GENUINE ¢
DIAMOV

1'\“.:’
b
s
e

Assorted Necklace & Earring
Sets with beautiful variety of Pendants

s 1 2 & 0 0 d z |
AR A e A R RS AR AR A R R
retale tatatarataneeny '”-‘.\,L /
it ~ & ;
b :
a’ ov

LARGE BARREL
SHOULDER $1250
TRAVEL BAG EA.

OPEN MON. THROUGH FRI. 8:30 A.M. TO 6 P.M.
NOW OPEN ON SUNDAY 10 A.M. TO 4 P.M.

PHONES: (312) 973-7070 973-7071

POWER BOOSTER
EQUALIZER

$30.00 ea.
SHELDON CORD PRODUCTS

13" COLOR TV
$199.95 EA.

DEPT. ST-10, 2201 W. DEVON - CHICAGO. IL 60659

THE AUCTIONEER



71PC
WOOD HANDLE
SCREWDRIVER
SET

$2.00 SET

HELDON CORD’S
MILLION DOLLAR SALE cavt roLL FREE (800) 621-7998

ELECTRONICS &
TOOLS JEWELRY HOUSEWARES NOVELTIES TOYS

11 PC.
WOOD HANDLE
SCREWDRIVER CLOCK

SET 5 STYLES

$3.50 SET | $57.00 DZ.

STICK-ON
CALENDAR

LADIES'
LCD WATCH
W/TWIST
BAND

$4.50 EA.

MINI
CREDIT CARD
CALCULATOR W/
CASE & AUTO.
SHUT-OFF

$4.90 EA.

FOR ORDERS ONLY

DELUXE
AM-FM
DIGITAL
ALARM
CLOCK

$19.90 EA.

AMAZING

SHELCO

WONDER
PEN

$36.00 DZ.

“BLINKS AS
YOU GO”
LIGHTED

VISOR HAT

W/BATTERIES

$3.00 EA.

BATT. OPERATED
XMAS BELL
PLAYS 4
XMAS CAROLS

$4.00 EA.

CORD’S $4 MILLION DOLLAR XMAS SALE!

THE BEST IN AUCTION & FLEA MARKET MERCHANDISE
ORDER FROM THIS AD NOW! NOBODY BEATS OUR PRICES!

ZIG-ZAG
WIND-UP
TRAIN

$13.50 DZ.

40 PC.
TAP & DIE
SET

$9.50 SET

17 PC.

V4" DR.

SOCKET
SET

$2.50 SET

LADIES'
LCD WATCH
PENDANT
W/CHAIN

$4.90 EA.

LCD
STICK-ON
MUSICAL

CLOWN
CLOCK

$6.00 EA.

BATT. OPERATED
GALAXY
MULTI-PURPOSE
LANTERN

$4.00 EA.

DIAMOND
CuT
BUTANE
LIGHTERS

AM-FM
POCKET
RADIO

$6.50 EA.

$24.00 DZ.

MUSICAL
REVOLVING
SEA GULL
W/MIRROR

$4.00 EA.

BATT. OPERATED
MUSICAL
CHURCH
PLAYS 4

XMAS CAROLS

$4.00 EA.

BATT. OPERATED
SOMERSAULT
MONKEY

$48.00 DZ.

7 PC.
NUT DRIVER
SET

$2.50 SET

ULTRATHIN
MEN'S OR
LADIES'
LCD WATCH
DELUXE BAND

$8.90 EA.

FOOT
PUMP

$3.50 EA.

MEN'S OR
LADIES’
LCD WATCH
W/MUSICAL
ALARM

$8.90 EA.

GIANT
MUSICAL
BEER
STEIN

$6.90 EA.

SMALL

PISTOL

BUTANE
LIGHTER

$3.50 EA.

HAMBURGER
RADIO

$5.50 EA.

DECORATED
BEER
STEIN

$15.00 DZ.

L

SUPER DELUXE

BACKGAMMON
SET

7.50 EA.

BATT. OPERATEL
ALL PLUSH
CHARMY
DOG

$7.90 EA.

5 PC.
PILER
SET

$8.50 SET

MEN'S LCD
WATCH W/
TWIST BAND
GIFT BOXED

$4.50 EA.

10 PC.
SCREWDRIVER
SET

$10.80 DZ.
SETS

CHILDREN'S
5-FUNCTION
DIGITAL
WATCH

$5.00 EA.

49 MHZ
BAND
WALKIE
TALKIE
SET

$18.90 SET

50 PC.
HEAVY DUTY
FLATWARE
SET
GIFT BOXED

$11.50 SET

WINDPROOF
LIGHTER
CARDED

$5.90 DZ.

TRAVEL
ALARM
CLOCK

$4.50 EA.

BATT. OPERATED
HIGHWAY
PATROL
POLICE CAR

$5.25 EA.

MINI
POODLE
ASST.
COLORS

$18.00 DZ.

%
MECHANIC'S
VISE

$30.00 EA.

LCD
DIAMOND CUT
LIGHTER
WATCH

$12.00 EA.

HEAVY GAUGE
19"
TOOL BOX

$6.90 EA.

17-JEWEL
POCKET
WATCH W/
HUNT SCENE
CASE

$18.95 EA.

17 PC
PORCELAIN
COFFEE OR

TEA SET

$17.90 SET

2 PC.
PERFUME

PEN

SET

PROCTOR-
SILEX
2 SLICE
TOASTER

$10.50 EA.

$10.80 DZ.

LG. PISTOL
BUTANE
LIGHTER

W/FLASHLIGHT

$7.50 EA.

BATT. OPERATED
TUMBLING
CARS

$24.00 DZ.

ALL NATION
DOLLS
. W/ASSTD.
DRESS

$36.00 2 DZ.

3" LITTLE
DUKE
LOCK BLADE
KNIFE

$8.00 DZ.

2-BLADE
AMER. MADE
BARLOW
KNIFE

$18.00 DZ.

MEN'S
CALENDAR
WATCH W/

TWIST BAND

$6.90 EA.

ITALIAN

HAND AND |

HORN
PENDANT

$5.00 DZ.

AM-FM
8 TRACK
HOME STEREO
SET
W/SPEAKERS

$49.95 SET

ANGEL
MASCOT
GOLD
DERRINGER

LIGHTER -

$7.90 EA.

PROCTOR-
SILEX
STEAM &
DRY IRON

$13.50 EA.

10 x 50
BINOCULARS
W/CASE

$29.95 PR.

LEAPING
SPORTS
CARS

$12.00 DZ.

JET
SPEED
RACING
CARS

$12.00 DZ.

EVEREADY
LANTERN

W/6 VOLT
BATTERY

$30.00 DZ.

11 PC.
BOX &
OPEN END
WRENCH
SET

$7.00 SET

MEN'S
RHINESTONE
DIAL WATCH

BOXED

$7.50 EA.

LADIES
RHINESTONE
WATCH
BOXED

$9.90 EA.

12" B/W
TELEVISION
SET

$65.00 EA.

SANYO
MICROWAVE
RADAR
RANGE

IMPORTED
PEN/PENCIL
SET — GOLD
GIFT BOXED

$190.00 EA.] $30.00 DZ.

MEN’'S OR
LADIES' FULLY
AUTOMATIC
PUSH-BUTTON
UMBRELLAS

$24.00 DZ.

METAL
TRUCK
ASST.

STYLES

$24.00 DZ.

24"
WALKING
DOLL
DELUXE
DRESS

$5.90 DZ.

4 PC.
PIPE WRENCH
SET
UP TO 18"

$9.90 SET

o
LOCK BLADE
KNIFE
W/LEATHER
SHEATH

$21.00 Dz.

ASST.
RING
WATCHES

$12.90 EA.

MICKEY
MOUSE
WATCH

$6.90 EA.

10 PC.
CARBON STEEL
BUTCHER
KNIFE SET

$6.75 SET

ANTIQUE
DIE CAST
PENCIL

2 PC.
CHEFMASTER

CARVING
SHARPENER

SET
REPLICAS
$2.50 SET | ¢g 90 DZ.

MEN'S
PROMOTIONAL
WALLET

$10.80 DZ.

RACING
TEAM
SET BY

GAY TOY

$3.25 SET

LARGE

DC-10

METAL
AIRPLANE

$5.90 EA.

14 PC.
BOX &
OPEN END
WRENCH
SET

$12.90 SET

4 PC.
GROOVE
JOINT
PLIER
SET

ASST.
GOLD
48 PC.
CHAIN
DISPLAY

ASST.
NECKLACE/
EARRING
SET
BOXED

.| $12.00 DZ.

19 PC.
REGENT
SHEFFIELD
CUTLERY SET
GIFT BOXED

$7.00 SET

AM 8 PC.
POCKET POOL TABLE
RADIO COASTER

ASST. SET
COLORS ALL WOOD

2.00 EA. | $6.90 EA.

DELUXE
LEATHER
TRUCKER'S
WALLET

$36.00 DZ.

LUCITE
MUSICAL
PIANO

$4.80 EA.

ASST.
KEYCHAINS
COwBOY BOOT
FOOTBALL
ICE SKATES

3.60 EA.

ORDER DIRECT FROM THIS AD — SEND CASHIER S CHECK. MONEY ORDER OR CERTIFIED CHECK FOR IMMEDIATE 24-HOUR SERVICE. S100
MINIMUM ORDER. WHOLESALE — FOR RESALE ONLY. VISIT OUR GIANT NEW SHOWROOMS. BRING YOUR CAR OR TRUCK AND LOAD UP. BEST
IN PRICES. SERVICE. QUALITY SEND S1.00 FOR BRAND NEW CATALOG. XMAS CATALOG JUST ARRIVED — 1000'S OF NEW ITEMS. CALL NOW!

January, 1983
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HYATT REGENCY HOTELS in both cities will be
seminar headquarters. Top, Louisiana Superdome is
large shape to the right of New Orleans Hyatt Re-
gency. Above, Hyatt Regency Louisville is the “touch
of Hyatt” in the city that hosts the Kentucky Derby.

26

Almost your last

By the time most NAA members are reading this
article, the Louisville Seminar hotel reservation dead-
line of January 2 has already passed. And, the Jan-
uary 20 New Orleans Seminar hotel deadline is fast
approaching. Can you still attend an NAA seminar
this year? Hopefully, but you must immediately regis-
ter for Louisville; and register for New Orleans in the
very near future.

Final deadline, one week
before each Seminar

The NAA office will accept your late registration
up until one week before each 1983 seminar. Regis-
tration limit remains at 150 each seminar, within the
following deadlines and policies.

® Louisville Seminar registrations will be ac-
cepted only at the NAA office, on or before January
17, 1983. However, you are personally responsible
for your own hotel accommodations. The NAA’s
block of rooms was released January 2, 1983.

®* New Orleans Seminar registrations will be ac-
cepted at only the NAA office, on or before February
14, 1983. Again, you are personally responsible for
your own hotel accommodations. The NAA’s block
of rooms will be released January 20, 1983.

®* Seminar registrations will not be accepted at
the Seminar site. You must preregister within the
one-week-before deadline.

® A waiting list will be formed for each seminar,
in the order of earliest postmarked date on the regis-
trations received at the NAA office.

At this late date, any questions about the avail-
ability of openings for the 1983 NAA Seminars should
be directed to the NAA office in a phone call. Do not
call the hotels for seminar information, all they can
do is reserve your lodging. Only the NAA office can
assure your seminar attendance.

. Complete schedules and additional information
for both 1983 seminars can be found on pages 22-27

of the December issue .of THE AUCTIONEER maga-
zine.

Spouses, employees may attend

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

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

2. Only NAA auctioneers can attend NAA spon-
sored functions. If an auctioneer works for an NAA
member, that non-member auctioneer employee can-
not attend the NAA seminars. The non-member auc-

Continued page 29
THE AUCTIONEER



New Orleans
February

1983 NAA Seminar Registration

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

SUBJECT: SELLING ANTIQUES AND
COLLECTIBLES AT AUCTION

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

HOTEL RESERVATIONS

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

REGISTRATION FEES

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

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

TION.

$150 Three-day Seminar registration

$ 75 Spouse/guest three-day Seminar
registration

$ TOTAL NEW ORLEANS SEMINAR FEES

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

NAA member’'s name,
spouse’s nhame or guest
if applicable__

Address

City
State

Phone

Zip
Send completed form and Seminar registration fee to:

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

January, 1983

Louisville
January

1983 NAA Seminar Registration

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

SUBJECT: SELLING REAL ESTATE
AT AUCTION

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

HOTEL RESERVATIONS

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

REGISTRATION FEES

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

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

$150 Three-day Seminar registration

$ 75 Spouse/guest three day Seminar
registration

$ TOTAL LOUISVILLE SEMINAR FEES

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

tration.

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

Address
City Phone
State _Zip

Send completed form and Seminar registration fee to:

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




Home of

CHAMPION QUALITY TOOLS

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

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

E

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

o Piece MECHANICS
PLIERS SET

RATCHET
SET

s, 318", %" dr.

Lines We Carry:

ATARI
ACTIVISION
FUZZBUSTER
WHISTLER
INTELLIVISION
MAXELL

IMAGIC

PAFKER BROTHERS
GAMES BY APOLLO
SANYO

FRIEDER, INC.

TDK 2553 SUPERIOR AVE. / P.O. BOX 03109
ggg@somc CLEVELAND / OHIO / 44103

EXTEND-A-PHONE

SHARP YOUR ONE STOP WAREHOUSE FOR TOOLS, GENERAL MERCHANDISE AND

CONSUMER ELECTRONICS. FAST & FRIENDLY SERVICE.
CONTACT US FOR THE MOST CURRENT LOW PRICES.

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

ALADDIN KEROSENE HEATERS

28 THE AUCTIONEER



tioneer employee must first join the NAA — full mem-
bership — in order to attend an NAA seminar.

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

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

Any questions about who may or may not attend
the 1983 Seminars should be directed to the NAA
office as soon as possible.

TR T S Rir e S Sen to A =

Computerized flower auction in Holland. In 13
auction rings, buyers use a card similar to a credit
card to activate a computer when the hand on a 15’
dial indicates their price. The flowers are then in
the hands of the buyer for processing and shipping
within 15 minutes of be'ng sold. More than 80% of
Holland’s flowers are exported so promptness is
essential.

HIGH PLAINS JOURNAL

A professional-looking
auction brochure
does make a

profitable difference.

INDUSTRIAL PUBLISHING

Auction Brochure and Mailing Specialists

P.O. BOX 2328
EUGENE, OR 97402
Call Collect

(503) 689-2711

January, 1983

Got a small business
problem? Call “SBA
Answer Desk’

Got a small business-connected problem? Be-
ginning October 14, if you’re in the Washington, D.C.,
area dial the ““SBA Answer Desk’ at 653-7561.

If you’re anywhere else on the U.S. mainiand
call, toll free, “SBA Answer Desk’ at 800-368-5855.
(The number is not available in Alaska and Hawaii.)
Those are the numbers of a new small business in-
formation and referral service being offered by the
U.S. Small Business Administration (SBA).

Experts from SBA’s Office of Advocacy will staff
“Answer Desk’ telephones from 8:30 am to 6:00 pm
(EDT), Monday through Friday, and will be prepared
to handle questions from small business persons
needing help or guidance with problems connected
with their firm and government. During other hours,
calls will be handled by a recording device and
answered the next business day.

“‘SBA Answer Desk’ is an important and needed
service to primarily help small business men and
women deal with the complexities of government,”
explains SBA administrator James C. Sanders. “Full-
time information specialists will take calls on this
toll-free line. If they cannot answer a question di-
rectly, they will be ready to refer the caller to the
appropriate government office in Washington or
around the country. Our information specialists will
be supported by a wide variety of resource materials.
‘SBA Answer Desk’ not only will help small business
persons, but will enable us at SBA to become more
familiar and aware of the problems and interests of
the small business community.”

Frank S. Swain, SBA’s chief counsel for advo-
cacy, said, “Our ‘Answer Desk’ reflects the Agency's
responsibility to be a strong advocate for small busi-
ness. It will help all of us at SBA to be more re-
sponsive to small business needs.

“Although we probably will not be able to im-
mediately resolve all problems, our staff will provide
callers with information and referral service. In the
long run, SBA will gain by analyzing suggestions and
complaints and direct research and policy efforts to
solve these problems.”

SBA officials said they anticipate “Answer Desk”
calls to include queries about federal contracts,
government loans, paperwork, regulations, small
business training and counseling available through
SBA and other agencies.

SALE CLERKING SHEETS

and other Auction forms -
Write for Samples and Prices

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

29



IMPORTING COMPANT, INC.

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

OUR MERCHANDISE IS
IDEAL FOR AUCTION

FURNITURE

BRASS AND COPPER e We feature authentic reproductions
ART GLASS e Most are designed by us in
DOLLS classical style ® Many unusual items
PORCELAIN not elsewhere available e Items

BISQUE FIGURES suitale for fine collections.

FINE HARDWARE
IRON TOYS

DECOYS
DEPRESSION GLASS
SPITTOONS
PAPERWEIGHTS
STEINS

CRYSTAL

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

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

TRAVELING ROAD SHOW SCHEDULE: SPRING, 1983
SPECIAL SALES VALUES ARE OFFERED TO DEALERS ATTENDING ANY SHOW

30

Houston, TX Quality Inn—University 3815 Gulf Freeway January 9, 10, 11

New Orleans, LA Holiday Inn—East Highrise 6324 Chef Menteur Hwy. January 16, 17, 18
Tampa, FL Holiday Inn—Downtown 111 W. Fortune St. January 24, 25, 26
Miami, FL Ramada Inn—North 16805 N.W. 12th Ave. January 30, 31, February 1
Atlanta, GA Holiday Inn—South 6288 Old Dixie Hwy. February 6, 7, 8
Charleston, SC Holiday Inn—Airport 1-26 & W. Aviation Ave. February 13, 14, 15
Roanoke, VA Best Western Coachman Inn Exit 44, 1-81 U.S. 220 North February 20, 21, 22
Wash./Balt. Holiday Inn—Laurel Exit Wash./Balt. Pkwy. @ 198 West February 27, 28, March 1
Hartford, CT Ramada Inn—Wethersfield 1330 Silas Deane Hwy. March 6, 7, 8

Boston, MA Holiday Inn—Waltham 455 Totten Pond Rd. March 28, 29, 30
Syracuse, NY Syracuse Airport Inn Hancock International Airport April 3,4, 5

Pittsburgh, PA Holiday Inn—Parkway West Rt. 22 & 30 Montour Church Rd. Apr!l 10, 11 12
Cleveland, OH Holiday Inn—Airport 16501 Brookpark April 16,17, 18

Detroit, Mi Ramada Inn—Metro Airport 8270 Wickham Rd. April 24, 25, 26
Columbus, OH Howard Johnson—North 999 E. Granville Rd. May 1, 2, 3

Des Moines, |IA Holiday Inn—North 3501 E. 14th St. May 22, 23, 24
Minneapolis, MN Airport Inn 7800 34th Ave. South May 29, 30, 31

Denver, CO Holiday Inn—East 13800 Colfax June 5, 6, 7

Milwaukee, WI Ramada Inn—Downtown 633 W. Michigan June 12, 13, 14

Kansas City, MO

Ramada Inn—Independence

The headquarters of A.A. Importing Co.,
Inc. is in St. Louis, MO. Direct all

mail orders and phone orders to:
4244 Olive St.

St. Louis, MO 63108

4141 S. Noland

June 20, 21, 22

For immediate pick-up purchases, you may come
to our St. Louis headquarters, to our branch
showroom warehouse at 17015 Kingsview Ave.,
Carson, CA 90746, or to our new branch
showroom warehouse at 106 Sylvester Rd., South
San Francisco, CA 94080.

THE AUCTIONEER



LEARN AUCTIONEERING AT THE
MASON CITY COLLEGE
OF AUCTIONEERING

Col. Don Wendel William Meeker
President Vice president

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

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

just one week.

FIVE TERMS EACH YEAR

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

ing free.
MASON CITY COLLEGE OF AUCTIONEERING, INC.
P.O. Box 1463 Mason City, lowa 50401 Phone: 515-423-7200

o\des? Auctiop Com
(Established 1917) pa")’ ?

_531 Broad Street
LICENSED o BONDED o INSURED

’I GA. AUCTIONEERS LIC.NO. 137

i Atlanta Telephone 577-2634

‘ Invites Participation : _ ing
m ‘ By Auctioneers & Real Estate Brokers, Nationwide ucnouuas
REALTOR \' We will be pleased to cooperate in turning your listings into immediate cash. i |

Call Toll-Free Ga. 1-800-282-2662/U.5.A. 1-800-241-7591

January, 1983 -



“Texas at its
very best”

The 1983 NAA
Houston Convention

Early hotel reservations can begin your planning
for the 1983 NAA Convention in Houston, Texas, July
27-30. Described as ‘““Texas at its very best’, the city
of Houston will welcome between 1000-2000 NAA
members, their families and guests the the Shamrock
Hilton, NAA convention headquarters. The following
hotel information will be helpful in making your ac-
commodations; the convention ‘‘program-at-a-
glance” will be helpful in planning your Houston
arrival and departure.

® Hotel reservations must be received at the
hotel by July 5, 1983. Lodging after that date will be
confirmed on a space availability basis, at regular
room rates.

® Room rates, especially arranged for the NAA
convention apply only to NAA convention registrants.
Lodging must be arranged on the reservation form in
THE AUCTIONEER, and phone reservations for NAA
rates will not be accepted. Availability of rooms at a
given rate as are shown below.

Percentage of the

Accommodation Rate NAA room block
Single $51 25%
Single $59 50%
Single $66 25%
Doubles/Twins $63 25%
Doubles/Twins $71 50%
Doubles/Twins $78 25%

The higher the room charge, the better quality the
room, as well as being higher in the building. Addi-

tional reservation forms available upon request to the
NAA office.

® Arrival time stated on your reservation form is
the time you can check in and be shown to your room.
If your room is not ready, your luggage will be stored
until your room is prepared.

® Children staying with their parents in the same
room stay free. Rollaway beds for children and cribs
are free of charge and available upon request.

® Deposits are not required to hold rooms. How-
ever credit information (your major credit card) will
be requested at time of check in. Personal checks

will not be accepted unless accompanied by a major
credit card.

®* Entire NAA convention will be housed in Hous-
ton’s Shamrock Hilton, will all convention activities
taking place in the hotel.

®* Registration for the Houston Convention will
begin with the April issue of THE AUCTIONEER.
Complete information and registration forms will be
In the center section of the magazine.
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CONVENTION HEADQUARTERS, Shamrock Hilton in
Houston.

Program-at-a-glance

The following NAA convention program is a very
abbreviated version of the full convention schedule
you will receive in Houston. Only the major events
have been included to help you plan your convention
attendance.

Tuesday, July 26, 1983
ALL DAY
Tours sponsored by the Texas Auctioneers Associa-
tion
CAIl Continuing Studies Workshop

Wednesday, July 27
ALL DAY
NAA headquarters office
Tours sponsored by the Texas Auctioneers Associa-
tion
Convention registration desk
AFTERNOON
Convention exhibits open
EVENING
Poolside reception for all convention registrants

THE AUCTIONEER



Thursday, July 28

ALL DAY

NAA headquarters office

Host association headquarters
Convention registration desk

Auxiliary luncheon and program
AFTERNOON

NAA workshop |

NAA Board of Directors Open Meeting
EVENING

Exhibits Awards Festival and entertainment
Youth activities room

MORNING Saturday, July 30
State association officers’ breakfast and workshop ALL DAY

Ladies hospitality hour and workshop
NAA workshops

Nominating Committee meeting

“Deep in the Heart of Texas” Luncheon
AFTERNOON

NAA workshops

Auction school receptions

Fun Auction preparation

EVENING

Houston Convention Fun Auction

Friday, July 29

ALL DAY

NAA headquarters office

Host assocation headquarters
Exhibits

Youth activities room
MORNING

State association breakfasts
Nominating Committee meeting
NAA workshops

NALLOA Open Meeting

NAA headquarters office

Host association headquarters

Exhibits

Youth activities room

MORNING |

CAIl continental breakfast and meeting
Auxiliary continental breakfast

NAA workshop

NAA Annual Meeting

Auxiliary Past Presidents’ Brunch
AFTERNOON

Officer/director election ballot distribution
NAA Annual Meeting continued
EVENING

President’s Banquet

Youth party

President’s Ball

(12 midnight 1983 NAA Convention ends)

Sunday, August 1

Members, their families and guests return home,
begin vacations etc. No official events occur on

Sunday.

THE Free self-service parking, tennis courts and pro shop on
premises, a Texas size swimming pool, Airport Ground
Terminal with buses servicing Houston's Intercontinental

and Hobby Airports on our property. Helicopter services to
Intercontinental Airport. Telex 775853

“NATIONAL AUCTIONEERS ASSOCIATION” Reservations received after July
JULY 27-30, 1983 5, 1983, will be subject to avail-
ability.

Departure Date Number of Rooms Number of People

Arrival
Date L Time Max. 3

Please Note:

e YOUR RESERVATION WILL BE HELD
UNTIL 6:00 P.M. UNLESS A LATER TIME
IS CONFIRMED.

e Credit information will be requested at time
of check in. Personal checks not accepted
unless accompanied by a major credit card.

e In the event your room is not available
at the rate requested, your reservation
will be confirmed at the next available
rate.

e Check-out is 1:00 P.M.

e Thank you and enjoy your stay.

January, 1983

Please Submit All Names:
Name(s)

Name(s)

Name(s)

Firm

Home Address

City State Zip

Phone ( )

Remarks

Please circle room type below.

Singles: $51, 59, 66

Doubles/Twins: $63, 71, 78

P+1 Bedroom Suites: $250, 300, 350
P+2 Bedroom Suites: $325, 375, 425
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PORTA- BLOCK

NOW AVAILABLE — A FACTORY DESIGNED
AND BUILT FOLDING AUCTION BLOCK

FEATURES
e Light weight, sturdy, easy to e Carrying handle
transport. Will fit in the trunk e Wide stance legs
of most compact automobiles. e Built for rugged use
e Can be set-up or folded in e Adequate room for
30 sec. two adults
SPECIFICATIONS |
e Welded aluminum construction e Upright supports & leg braces,
e Panel frames 3/16" x 2" x 2" heavy duty Stanley hardware,
aluminum angle zinc plated
¢ Deck 3/16” diamond aluminum e Panels 3/16" Duron, finished
tread plate white
e Hinges & brackets 5/16" e Top, 1" solid maple, varnished
aluminum e Weight 60 Ibs.
e Legs 12" diameter, .065 wall
| thickness
PRO DUCTIVITY CORP PRICE  $349.%
Indiana residents add 4% sales
CO ntraCt man ufacturers tax. Satisfaction guaranteed.
425 N.W K. ST*RICHMOND, IN. 47374 Order direct from the factory. Make checks payable

317-966-2896 to Productivity Corp.

REISCH
WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

Since 1933 Largest in the World
Approved for VA

YOU can be an AUCTIONEER!

START YOUR NEW CAREER NOW

AND MAKE BIG MONEY
Col. Gordon E. Taylor Attend 2 weeks intensive training in all

Owner and President  phases of this respected and highly profit-
Full-time Auctioneer  gble profession, taught by 25 of the na-
tion’s leading professional auctioneers.

PLOMA & POST-GRADUATE ASSISTANCE. OUR “ON
FOR THE —— THE CAMPUS” HOUSING & DINING FACILITIES, CON-

PROFESSIONAL — . TRIBUTE GREATLY TO ENHANCE YOUR PROFESSIONAL
Sherkian Seaut ) | TRAINING.
Sound Systems Please send me your FREE CATALOG.
WRITE FOR e -~ e
INFORMATION Col. Gordon E. Taylor

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

SETTE TAPE. FREE WHEN YOU ENROLL IN THE
TERM OF YOUR CHOICE.

Gordon E. Taylor, Member |
34 THE AUCTIONEER

mgnm Mason City, lowa 50401 Ph. (515) 423-5242 or 6396
P nave
| ADDRESS
OBTAIN OUR MODERN AUCTION LIBRARY WITH I CITY .
YOUR CHOICE OF TRAINING RECORD OR CAS- | STATE 21p
|
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NAA convention

sites, how selected

Occasionally the NAA office will receive in-
quiries concerning the selection of NAA convention
sites throughout the United States. Those conven-
tion locations are picked five years in advance to
allow for extensive planning and preparation. The
procedure for having a site selected in your area be-
gins with a letter to the NAA office, from your state
auctioneers association board of directors, suggest-
Ing a possible location.

Upon receipt of the letter, NAA executive vice
president Harvey McCray then certifies a site as
being a potential location for an NAA convention.

Once a site has been certified, the Board of
Directors of the National Auctioneers Association
makes the decision to hold the convention at a cer-
tified location. For example, the NAA Board will
choose, at its January, 1983 meeting, the NAA con-
vention site for 1988. The following information is a
summary of the NAA convention locations through
1987.

NAA convention site selection regions

SOUTHWEST (Arkansas, Arizona, Colorado, Kansas,
Louisiana, Missouri, New Mexico, Oklahoma,
Texas): 9 states, 9 state associations, 8 potential
convention cities, and approximately 1200 mem-
bers.

1983 Convention, Houston, Texas

NORTH CENTRAL (lllinois, Indiana, lowa, Michigan,
Minnesota, Ohio and Wisconsin): 7 states, 7
state associations, 7 potential convention cities,
and approximately 1800 members.

1984 Convention, Minneapolis, Minnesota

EAST (Connecticut, Delaware, District of Columbia,
Maine, Maryland, Massachusetts, New Hamp-
shire, New Jersey, New York, Pennsylvania,
Rhode Island, Vermont, Virginia and West Vir-
ginia): 13 states and 1 district, 12 state assoocia-
tions, 7 potential convention cities, and approxi-
mately 1100 members.

1985 Convention, Philadelphia, Pennsylvania

WEST/NORTHWEST (Alaska, California, Hawaii,
ldaho, Montana, Nebraska, Nevada, North Da-
kota, Oregon, South Dakota, Utah, Washington
and Wyoming): 13 states, 10 state associations,
8 potential convention cities, and approximately
1000 members.

1986 Convention, San Francisco, California

SOUTH (Alabama, Florida, Georgia, Kentucky, Mis-
sissippi, North Carolina, South Carolina and Ten-

January, 1983

nessee): 8 states, 8 state associations, 7 po-
tential convention cities, and approximately 1200
members.

1987 Convention, Hollywood, Florida

The rotation order in which the site selection re-
gions are considered is the order in which they ap-
pear above. Therefore, the 1988 NAA convention will
be held at a location in the Southwest region.

Any and all inquiries regarding the site selection
of NAA conventions should be sent to NAA executive

vice president Harvey McCray at the headquarters
office.

Convention attendance,
your opinion requested

The NAA Board of Directors plans the As-
sociation’s annual convention to benefit all NAA
members. However, if you have never attended
an NAA convention, or not attended one recent-
ly, your reasons why are important to the plan-
ning of future annual conventions. |

Please take a moment and respond to this
official survey. Complete all the questions, clip
or photocopy, and send your response to NAA
executive vice president Harvey McCray. You
do not have to provde your name. Use an addi-
tional piece of paper if necessary.

How long have you been an NAA member?

When was the last time you attended an NAA
convention? _

If you did not attend the 1982 convention in At-
lanta, please explains your reason.

Do you plan to attend the 1983 NAA convention

In Houston, Texas? Yes o2 “INO

If not, what is your reason for not attending?

Name (optional)

Send clipped or photocopied response to:
Harvey McCray, executive vice president, Na-
tional Auctioneers Association, 135 Lakewood
Drive, Lincoln, NE 68510-2487.

Thank you for helping plan successful NAA
conventions.
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8990 W. DODGE RD., SUITE 315
OMAHA, NEBRASKA 68114
(Aa02) 397-9959

PHONE:

or Write United Auctioneers, 8990 W. Dodge Rd., Suite 315, Omaha, NE 68114

BE THE BEST — BE A

UNITED
AUCTIONEER

And You’ll Pochet More Profit

FRANCHISE CAN PUT YOU
"THE ROAD TO SUCCESS
"THESE BENEATS:

Let the UNITED system work for you.
Call 402-397-9959

THE AUCTIONEER



NEXT CLASS
JANUARY 10

Col. Jim Graham
CCIM, CRB, AFLB

e | earn the Professional chant

AUCTIONEERING
FLORIDA

— Enjoy the Ocean and the Palm Beaches while you learn —

LEARN

in Beautiful

Become a Professional Auctioneer in 1 Week

JIM GRAHAM training makes you STRONG .. as an

e Every type auction is covered

e Latest video training equipment
.. lets you view your progress

e Every student personally trained
by Col. Jim Graham

e Highly professional Instructors

Auctioneer: Businessman; Speaker. Men or women.

REAL ESTATE auctions . . our specialty
MONEY

You'll like our FAST START system BACK

GUARANTEE

Graduates from other schools are welcome

FREE BROCHURE
JIM GRAHAM SCHOOL OF AUCTIONEERING

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

The Auctioneer’s ‘‘Auctioneer’

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

SULTATION IN PRACTICALLY EVERY CATAGORY
OF REAL OR PERSONAL PROPERTY.

® COLORFUL TENTS (For Outside Sales)

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

® NATIONWIDE ADVERTISING (In House
Agency)
® NATIONWIDE MAILING LISTS

® FINANCING AVAILABLE (On Most All
Properties)

® NATIONWIDE TOLL FREE TELEPHONE

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

BROKER PARTICIPATION INVITED.

Call Toll Free

In Georgia Call
800/342-2666

Elsewhere Call
800/841-9400

January, 1983

REALTORS AND AUCTIONEERS

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

Home Offices
Macon, Georgia

Atlanta Offices
Suite 109
333 Sandy Spr. Cir.

404/256-5450

HUDSON AND MARSHALL ﬁr INC.



National Auctioneers Week, 1983 —
promotion means business for auction method

January is not too early to plan how your
auction business will make the most of Na-
tional Auctioneers Week, April 3-9, 1983. So
that you and your auction staff can start think-
ing about a promotional campaign in April,
THE AUCTIONEER offers this checklist.
“The Week’’ is an opportunity for you to pro-
mote your auction services through special,
nationwide attention for the auction method.

Look at it this way, the more people who
know about you and National Auctioneers
Week, the more likely they are to contact you
when they need to have an auction.

Begin with your State
Auctioneers Association

Get personally involved, get other state members
involved, and get organized as a state association to
promote The Week. Every potential client and cus-
tomer in your state needs to know that professional
auctioneers are successfully doing business.

* Call one of your state association officers or
directors. Discuss how your association can achieve
recognition of the auction method during National
Auctioneers Week. Has there been a committee ap-
pointed for The Week’s activities? Who is contacting
the governor’s office to arrange signing of a procla-
mation for The Week? What special benefit auction

can be planned through a team effort of your state’s

auctioneers?

e Get media attention as a state association.
The public needs to know the benefits of the auction
method. Decide how the newspapers, television and
radio stations will get the message that it's your spe-
cial Week, and that professional auctioneers are
organized in your state.

®* Plan an auction event that will gain media at-
tention for the state association. Auction for a chari-
ty, for the state government, any worthwhile cause
that will generate positive attention for the auction
method during The Week. Leave the public with the
message, ‘‘contact your local State Auctioneers As-
sociation member for more information about the
auction method of selling”.

Consider National Auctioneers Week as an op-
portunity for your state association to receive recog-
nition for itself, the auction method, and ultimately
all the auctioneers involved. Here’s your chance —
as an organization — to tell as many people who will
listen that you provide an important service that
truly gets things sold.

Make “The Week”
good for business

What you have to offer is a powerful marketing
method with a proven track record for producing re-
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sults. During National Auctioneers Week, you're re-
minding the public of your NAA affiliation, your state
association membership, and your auction business
potential. The Week is certainly a business opppor-
tunity to promote yourself; one more reason to make
the buying/selling public aware of your professional
auction services.

* National Auctioneers Week is a most appro-
priate time to debut your edition of the NAA’s auction
customer pamphlet. A free sample is available upon
request to the NAA office. The pamphlet gives infor-
mation about your auction business, the history of
auctions, reasons to sell by auction, and how to bid
and buy.

®* Plan at least one special auction event during
The Week, that will result in media coverage, before,
during or after the sale.

* Have each one of your employees tell at least
ten other people that you're honoring National Auc-
tioneers Week, and what activities are planned.

 Talk to any and all local civic, community, or
service organizations that will have you as a speaker.
These kinds of groups especially need to hear the
auction success story.

* Get the public into your office with an open
house.

* Decide a particular group of prospects who
need to know what you have to offer. National Auc-

Display the NAA emblem

These NAA emblem reproductions can be used
by your printer, to display your NAA member-
ship on sale brochures, business cards, busi-
ness stationery, and in auction advertising.

THE AUCTIONEER



tioneers Week may be a good reason to personally
contact them one more time, take them to lunch, or
send them a letter and your promotional pamphlet.

®* Be on as many local talk shows as possible.
Look professional, sound professional, and make an
effective, businesslike impression.

®* Have the mayor of your city or town sign a
National Auctioneers Week proclamation. Join with
other NAA members to be in a photo of the proclama-
tion signing for your local newspapers.

Promote The Week just as you would promote
an important auction. Again, the more people you
contact through National Auctioneers Week, the more
likely they are to contact you when it comes time for
auction business.

Present the NAA to
a prospective member

What kind of auctioneer should be an NAA mem-
ber? That auctioneer who, in your opinion, is ethical,
responsible, and would be an asset to your National
and State auctioneer associations. Also, there are
‘a few auctioneers who especially deserve to know the
benefits of NAA membership: auctioneers in your
company who are not NAA members, but are always
reading your AUCTIONEER magazine; non-members
auctioneers you occasionally cooperate with on auc-
tions; and that beginning auctioneer you may be
sponsoring as an apprentice.

But the first step is all up to you. Remember, an
NAA member sponsored your application to join, and
you can return the favor by sponsoring a new NAA
member yourself.

To accomplish that sponsorship, the NAA office
will provide you with appropriate membership ma-
terials.

® An Invitation-to-join kit will be sent to an auc-
tioneer upon your request. Also, a number of Kkits
will be provided to your state auctioneers association
meetings upon request.

®* The NAA recommendation card allows you to
offer NAA membership to prospective auctioneers
with you as the sponsor. When the NAA office re-
ceives the recommendation from you, special invita-
tions-to-join are sent to the prospective members.

®* |[t's been signing up members for years — the
NAA information pamphlet/application is available in
quantity from the NAA office. The pamphlet de-
scribes Association benefits, with complete details re-

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

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

Some say the tlme saved pays for them

 KuJick Rlerk

Box 147 Northfield, Mn. 55057

January, 1983

garding application.

Lastly, don’t forget the 1982-83 membership con-
test. You can be eligible to win $50, even $150, by
signing up new NAA members. Complete details are
in every other issue of THE AUCTIONEER. However,
your entry into the contest and the growth of your
Association begins with the same event — you bring-
Ing in a new NAA member.

Any questions?

If the NAA office can be of assistance to your
promotional efforts for National Auctioneers Week,
please do not hesitate to call. In forthcoming issues
of THE AUCTIONEER you’ll find more suggestions
and materials to help you and your auction business
“profit” from National Auctioneers Week, 1983.

Association editors, reprint this ad

State Auctioneers Associations are encouraged
to reprint the NAA membership advertisement below.
The printer of your state association newsletter or
magazine can photo the ad and reduce it to fit your
publication. If your printer cannot “pick up’ the ad
from THE AUCTIONEER, please request camera
ready art from the NAA office.

Member?

This year, take advantage
of all your NAA benefits —

seminars, annual conven-
tion, National Auctioneers
Week, Certified Auctioneers
Institute, and more.

Non-Member?

On your auction business letterhead, write for a free
“Invitation to Join” Kkit. You’ll discover that NAA
membership benefits mean business.

Since 1949, dedicated
to the success of
member auctioneers.

National Auctioneers Association

135 Lakewood Drive
Lincoln, Nebraska 68510-2487
Phone 402-489-9356



[f you have-an on-

concern about the cost of auction control

up, your worries may be

The cost of operating an auction goes up every year. And 1n an effort to control
these costs, RSI-Computer Group has developed a computerized auction control system.

Based on the belief that time 1s money, this software and hardware system enables
you to serve your clients and bidders with speed and accuracy by
performing these functions: —Sale Inventory Input, —Sale Catalogue,
—Auction Sheets, —Buyer Registration Input,
—Buyer Registration Printout, —Sale Input, —Sale
Control and Reconciliation,—Invoicing, —Buyer
Status Inquiry, —Inventory Inquiry, —Sale Recapit-

ulation, —Report of Sale.

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

Currently used by Norman Levy and Associates, Ralph Rosen Associates,
S. Hochman & Co.,Rabin Bros. Auctioneers and Jim o
Davis Auctioneers, this minicomputer weighs only FeSelle Complll'er gl" Ollp
65 1bs. and costs under $10,000. -

: : : 2520 W. Mockingbird, Dallas, Texas 75235
:\) A For more information, write or call *Telephone 214350:2581.
\*OJ Carla Murray or Jacquie Stephens. Outside Texas call toll-free 800-527-5134
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Phone

1-800-228-2765

Omaha Industrial Tool
NEBRASKA BUYERS: 402-334-8185

Our published auction
brochure prices are the
same as they were In

December of 1979.

INDUSTRIAL PUBLISHING l

Auction Brochure and Mailing Specialists

P.O. BOX 2328
EUGENE, OR 97402
Call Collect

(503) 689-2711

January, 1983

from our 3 warehouses
or by the CONTAINER LOAD
Direct to You From Overseas

Call Dennis J. Reilly
for Price Quote

14685 Grover St.
Omaha, Nebr. 68144

estern

1948-1983 — 35 Years

1983 Term Dates

Billings, Montana:
March 7-18, June 6-17
Sept. 12-23, Nov. 28-Dec. 9

Fargo, North Dakota:
May 9-20, October 3-14

We Stress Quality — Not Quantity!
Smaller Classes — Large Results!

estern

WRITE:

| Box 21116, Dept. NAA
| Billings, MT 59104

OR
Box 5595 State University Station
Fargo, North Dakota 58105

SPRING TERM May 9-20

college of auctioneering

college of auctioneering

Phone: 406-252-7066 +

|
|
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NAA officer/director articles .

Residential
subdivisions can
be ‘“winners’’

By William M. “Bill” Yonce, CAl
NAA Director

For several years we have been involved in the
selling of residential subdivisions, permanent home-
sites as well as recreational sites. We have found
that these properties market well by the auction
method, which was rarely used here in South Caro-
lina until about 10 years ago. Since that time, num-
erous subdivisions have been marketed with great
success.

Residential subdivision auctions require the
same involvement that any other real estate auction
requires, except more detailed work and planning.
The key word is homework — the key word to any
successful auction, but a priority in selling a sub-
division. Because of the present economic situation
that we are in across America, there are hundreds
of properties of this type which are in trouble finan-
cially, and desperately need to be marketed. Wheth-
er you are contacted by the owners, or a financial
institution about marketing a subdivision for them, or
if you were contacted because of your reputation and
knowledge, this is where your work begins.

First priority. Familarize yourself with that prop-
erty, obtain all information that is available from the
owners or agents. Then, check all records of your
county, parish, city, wherever public records are
found.
ltems you need:

Plats

Restrictions

Easements, right of ways, etc.

Public facilities (gas, electricity, water, sewer,
and telephone)

Ownership of street, drainage, etc.

Mortgages, liens, judgments, and any adverse
title problems.

If it is an existing subdivision, and you will be
selling the remaining lots, study the market, not only
in the subdivision itself, but the surrounding areas
that are adjacent to the property. Check compar-
ables, such as the price on home sales, lot sales. Fur-
ther check for size and amenities of each. Do they
compare with the property which you will be auction-
ing? What kind of activity has the area experienced
in the past few months? Study the entire situation as
if %‘ou were interested in buying the property your-
se

Second priority. Prepare the property for sale.
In some cases, if residential subdivisions have be-
come depressed and the owners have a financial
problem, they will tend to let the property run down,
become overgrown with heavy underbrush. If the
property is heavily wooded, fallen trees and limbs are
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NAA director Bill Yonce
was elected to the Board
in 1982. He is the presi-
dent of W. M. Yonce &
Company, Inc., a full ser-
vice auction and real
estate firm in Florence,
South Carolina. Mr.
Yonce is the president-
elect of the South Caro-
lina Auctioneers Associa-
tion, and currently serves
as the secretary-treasurer
of the state’s Auctioneers
Commission.

not attractive. Make an effort to make the property
as desirable as possible. Give it an attractive ap-
pearance as best you possibly can, within a ““clean
up’ budget that you have worked out with the owners.

In the process of preparing the subdivision for
the auction, it is suggested that you identify the lot
lines and points; but make sure all lots are according
to the plat. If you are experienced enough in doing
this, perhaps you can save a surveying fee by having
your personnel establish the property lines. If not,
then have an engineering or survey firm do the work.
That way, you can be sure of the correctiveness of
the property lines. Purchasers like to see the prop-
erty lines and stakes on the properties they are plan-
ing to buy.

Also, identify each lot by its lot number and
block number is applicable. We recommend a tem-
porary sign that can be easily posted, and will with-
stand the weather for a.couple of weeks. This makes
it very easy for a prospective purchaser to take a
copy of the plat and be able to identify the lots that
will be sold. It is also recommended that an auction
representative be on the property site during desig-
nated hours to assist prospects with lot selection. We
like to use a field office or mobile office to accom-
plish this.

Third priority. Effective promotion and adver-

4
CALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT \
(507) 645-4407

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

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

ks your clients & prospects.

H Wick hik

Box 147 Northfield, Mn 55057

THE AUCTIONEER



tising demands that you study in depth the market
you are trying to reach, for the particular type prop-
erty you are auctioning. Promote the property in a
specific direction (or directions). This is where your
homework pays off. Know who you are trying to
reach, and for that market. Plan a budget that is
warranted for the amount of property you are sell-
iIng, and stick with it.

Remember, you can spend yourself out of a
commission, but whatever you do as far as promo-
tion, be professional about it. Use media that is
practical, and not certainly promotion that might ap-
pear mediocre. Good promotion is the key to the
success of your residential property auctions.

Fourth priority. In a word, FINANCING. Despite
the fact that interest rates are coming down and the
money supply is loosening up somewhat, financing
readily available to purchasers is a great selling
tool. Make sure, if possible, the rate of interest
charges will be less that the going rate charged by
lending institutions. We have found that the overall
success of these residential subdivisions has been
because of excellent financing. It boils down to the
old fact of human nature — people will buy if they
can finance a property without too much trouble.
Be sure it is a simple financing plan and not some
involved payout type situation.

Fifth priority. To conduct the auction, we use
tent facilities because we feel they add a touch of
professionalism to the auction. Some auctioneers
may use motel meeting rooms or some other loca-
tion that might be more convenient. But we feel

nothing beats having the auction right on the prop-
erty, because most people tend to be more relaxed
when they can see what they are bidding on. If all
properties are comparable — size, value, location,
etc. — we use the high bidder choice method, and it
works quite well. It establishes the top price at the
start, since the choicest lots seem to be selected first.
It gets the prices up to the necessary money to start
with, and usually you maintain good spirited bidding
throughout. After all, you want the property to bring
the highest dollar, and your method of sale and con-
ducting of the auction will determine the overall suc-
cess.

With regards to absolute versus a confirmation
auction, try to go with the absolute auction if possible.
In some parts of the country, the absolute auction is
not acceptable to the sellers, but it makes for a better
auction. | think you will find more spirited bidding
when they know they have bought when they are the
high bidders.

Good luck with auctioning residential properties;
they are certainly winners if promoted and conducted

properly.
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330'(5 For Auctioneers - Collectors - Auction Goers -Antique Buffs.
Thousands already sold. Popular Titles. Beautifully illustrated.
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For prompt return send SASE
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SOUTH ST. PAUL LIVESTOCK AUCTIONEERING SEMINAR

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

the South St. Paul Stockyards.
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Seminar is held the 1st week in February.

For catalog and enroliment information Send to:

Col. Gordon E. Taylor
LIVESTOCK AUCTIONEERING SEMINAR

REISCH WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

P.O. Box 949 — Phone 515-423-5242 or 6396
Mason City, lowa 50401

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

A speqialized course in Livestock Auctioneering and Sale pavillion operation and management.
You will be selling in the world’s largest, near-new, air-conditioned cattle and hog pavillions at
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Improving office
management essential
to auction businesses

By Sammy L. Ford, CAl
NAA Vice President

Many of us auctioneers have never really thought
of ourselves as managers. However, whether we
realize it or not, in fact that's what we are. The suc-
cess of our business is dependent upon how efficient-
ly we manage; and there have been volumes upon
volumes written about, and numerous definitions of,
management. Although the serious student of man-
agement would like a more scientific definition, let’s
look at management simply as guiding or controlling
our business.

In the last few years it seems as if one of the
fastest increasing aspects of our economy is the
amount of office and clerical work being done. This
is evidenced by the number of office workers who are
devoting the majority of their time to paper work.
This increase is taking place despite highly mecha-
nized equipment and streamlined office procedures.
Although, we as auctioneers (managers) don’t like
to be bogged down with paper work, this growth
will continue. We have a challenge to improve our
office management to make it as efficient as possible.

As | write this article, | feel somewhat like the old
minister who said ‘“don’t do as | do, do as | say”.
Frankly, | realize some improvement is needed in
my own real estate auction office. Although we do
set goals and make plans for our company’'s opera-
tion, we let some things within our office happen hap-
hazardly, and it's these things that contribute to the
demise of our efficiency. We need to reevaluate our

MOVE MERCHANDISE
IN DALLAS, TEXAS

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

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

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

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

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

Dallas,limes Herald
The best newspaper in the Southwest

NAA director Sammy
Ford was elected to the
NAA Board in 1979. He
is the general auctioneer
for Ford Realty and Auc-
tion Co. Inc., Mount Ver-
non, Kentucky. The Ford
auction firm conducts
real estate, farm ma-
chinery, cattle, and per-
sonal property sales.

office management and give thought to what office
work is definitely needed and how this work can best
be accomplished.

The written product of the office is one area
where most of our offices need attention. Some of
the most important “‘products’” of the office are the
various contracts, forms, and letters that we use in
our auction business. All paper work items should
be uniform in size and easily recognizable with the
company logo. Each should be prepared on carbon-
less type paper in order to minimize copy work. The
work of written correspondence is a vital part of our
auction business and is basic to our survival. It's im-
po:tant that we keep our correspondence brief, con-
cise, and simple. Lengthy correspondence tends to
turn people off in addit'on to being expensive. The
average cost of a business letter today ranges from
$2 to $5; therefore, efficient correspondence is a
must. If you’re not already using certain types of
repetitive, ““form’ letters, perhaps you should give it
some consideration. We could probably cut our cor-
respondence by 30-40% percent by utilizing the form
letter. | realize that common sense must reign in
determining whether a form letter shculd be used,
but notices of closings, auction dates, etc., could
usually be done by form letter.

Unlike other businesses, the real estate auction
office retains a portion of the work it creates. Copies
of materials are kept to provide a needed service and
also to comply with legal requirements. References
to a past transaction of a customer, or information
regarding a closing, are common demands at our
office. Many different systems of filing are available,
but whatever plan you decide on, the files should be
accessible quickly and conveniently.

Most filing is done, as we do in our office, alpha-
betically and by the year. As soon as a sale is con-
summated, what had previously been an active file
now goes into the inactive of that specific year. We
keep files for a minimum of five years, and in some
cases longer. Right now in our office we need to re-
view our records and make plans for systemically
removing and destroying the records that have be-
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come useless. If you’re not microfilming the records
that you have on file — and we’re not — then cer-
tainly space can become a tremendous problem.

One of the most fascinating and challenging
areas of modern office management is the acquisition
and operation of office machines and equipment. Of-
fice machines can be conveniently divided into two
groups, those that augment manual activities and
those that replace manual activities. The former
group includes typewriters, copy machines, dupli-
cating machines, addressograph machines, calcula-
tors, etc. The latter group includes machines, com-
puters and data processing units. Of course. the size
of an auction real estate office and the amount of
work will dictate what machines are needed. In our
office | feel the greatest piece of equipment, and the
best investment that we ever made, was a memory
typewriter. Since we’re a small auction company
with only one secretary, a couple years ago we had
to make a decision either to hire another office/cleri-
cal worker or purchase the memory typewriter. This
one particular model of typewriter eliminated hiring
another clerk, but at the same time gave us some
additional capabilities in our office that we didn’t
previously possess.

Another machine which | must mention is our
addressograph, which we use for categorizing and
direct mailing our auction circulars. The third piece
of equipment that we feel is essential to an efficient
operation of our office is our business radio network.
We have a base radio in our office and four mobile
units, one in each of our auctioneer’s vehicles. We're
on a business band and have our own frequencies
assigned, giving us some privacy not afforded by
other types of radios. We’re in constant touch with
our office and ready at a moment’s notice, if needed,
to list an auction. Although we utilize other common
equipment necessary to the operation of a real estate
auction office, the equipment | have cited is particu-
larly noteworthy.

A few years ago | thought it was inconceivable
to even consider a computer. Now many auction
firms are using computers with great success. Those
of us who haven’t gone to a computer must seriously
consider it in the future, not only for the sake of
efficiency, but in order to meet the competition.

Every auction office is different, and the needs
are relative to the size of the operation. But as the
auction profession becomes more efficient, we must
constantly strive not only to improve our auctions,
but also to maximize internal efficiency within our
offices. Because we do a capable job with our office
management by no means assures our success, since
there are numerous other management factors. How-
ever, good office management is an integral part of
an overall successful operation.

' ASSOCIATED AUCTION SCHOOL
Since 1970
6349 Grapevine Hwy.
Fort Worth, Texas 76118
Phone 817-284-6416
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A Major Breakthrough in
Real Estate Marketing

Auction-The Marketing Tool

of the Future!

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

BROKERS /AGENTS: Offer this additional successful
marketing technique to your clients. « There are many
advantages to a public sale (Auction). - Learn what
they are and offer this alternative to your clients. - Give
yourself and your company this important edge. - Auc-
tions can produce sales where all other marketing
techniques fail.

YOU CAN LEARN TO AUCTION REAL ESTATE SUCCESSFULLY
AND BECOME A QUALIFIED AUCTIONEER! For many of you
this could mean the beginning of a whole new career in real estate;
for others it will mean many extra dollars in income. This detailed
course, authored by one of America’s foremost real estate
auctioneers,” will teach you all you need to know...There is no
other course offered anywhere quite like this one.

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

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

ONLY

8950

COMPLETE COURSE

*ABOUT THE AUTHOR: Melvin A. (Mel) Giller, Realtor-Auctioneer. Thirty years experi-
ence in sales, sales training and management. A nationally recognized author, lecturer
and instructor on the AUCTION method of marketing Real Estate. He is the President
of Nationwide Auction Company, with offices in Newport Beach, California, Tucson,
Arizona and Minneapolis, Minnesota.

FOR THE YEAR 1981:
NATIONWIDE AUCTION COMPANY AUCTIONED ALMOST 500
PROPERTIES FOR A GROSS VOLUME EXCEEDING 70 MILLION
DOLLARS. THE LIST OF PROPERTIES AUCTIONED INCLUDED
SINGLE FAMILY HOMES, CONDOMINIUMS, COMMERCIAL
PROPERTIES AND FULLY IMPROVED HOMESITES.

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

sales tax.)
Name
Address
City State Zip
O Check enclosed. Make payable to Natl. Inst. of Real Estate Auctioneers
Inc.
O Master Card [ VISA Card No.
Exp. Date Signature

Mail to: National Institute of Real Estate Auctioneers, Inc., 3961 MacArthur
Blvd., Suites 210 & 212, Newport Beach, CA 92660 « (714) 752-2298
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BE A PROFESSIONAL AUCTIONEER

You Will Soon Learn The Auctioneer’s Chant & bzo
How To Successfully conduct Auctions

II- ‘J

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

YOUR CASSETTE COURSE COVERS SUCH IMPORTANT TOPICS AS:

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

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

Filler Words — Learn how they link numbers and add continuity to your chant.
R Opening Chants — Choose from many and create your own indlividual style.
Victor J. McDonald, Master Auctioneer, Real History of Auctions — Know about your profession.

Estate Broker & successful businessman, has ‘
conducted many, many auctions. (Even one Opening Presentations — Set the pace for the auction and establish your

tha authority.
g conditions of Sale — The finer points of a smoothly conducted auction.
R St salesmanship — An auctioneer Is a super salesman.
N | Buying and Selling — The true art of negotiation.
contracts — Essential In any profession.
Banking — The right banker can be your best friend.
| Ethics — The foundation of any successful business.
. & S | Practice Cassette — Use dally,

...y y Sample materials include brochures, tags, buyer cards, contract, actual
Years of preparation and research have gone newspaper ads, opening presentations, solicitation letters and over
Into this 8 cassette auctioneering course and 100 one-liner jokes.

study guide textbook. The steps you must
follow to reach your goal are set out In an

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

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

MAIL TO: AUCTIONEERING COMPLETE COURSE
P.O. BOX 1968 VICTORIA, TX. 77902 $99.00

Iy STATE 2P PHONE NO.

MASTERCARD VISA CARD NO. SICNATURE.

Victor McDonald Company, Auctionaire ® Division
CHECK ENCLOSED (Texas Resiaents add 5 %) C.0.D. (Call 512-578-9811 P.O. Box 1806 Vice:ri.,y'hm 77901
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Auxiliary to the
National

Auctioneers
Association

Dear Auxiliary members and friends.

First of all, HAPPY NEW YEAR FROM THE
NORTHWEST.

It is important for every professional person to
project a good image to the public, and the auction-
eer is no exception. Since most auction businesses
are family businesses and probably every family
member participates, auctioneers and their families
promote the auction image by setting an example of
fairness and honesty, thus gaining the trust of mem-
bers in their communities.

This image is multiplied many times over at the
annual NAA conventions. For those of you who have
never attended a convention, it is a time when auc-
tioneers and their families have an opportunity to get
together and discuss new methods, share ideas, and
enjoy good fellowship with each other.

There is something for everyone at an NAA con-
vention — fine educational programs for auctioneers
as well as Auxiliary programs. Every registrant at
the convention is invited to fully participate in all the
activities. There are also programs for children and
teenagers. The conventions are well planned by the
host state association, making the trip even more
worthwhile. We learn something new to apply to our
business at every convention and enjoy ourselves so
much. The NAA convention is definitely one of the
highlights of our year.

Help promote the image of the professional auc-
tioneer by attending and participating in the NAA
Houston convention, July 26-31. If you are a stranger
when you arrive, you will not be a stranger when you
leave.

| am looking forward to seeing you in Houston
this July.

Mary Witzel, Director
Auxiliary to the NAA
Oak Harbor, Washington

WATCHES BELOW WHOLESALE

SPECIAL PRICE BREAKTHRU!

Now you can buy an ASSORTMENT OF LCD’S: 5 Function Men's, Ladies’, Alarms,
Musical Alarms, Chronographs, Stop Watches, Solar LCD, Slim Case LCD, Game
Watches, Calculator Watches — for one unbelievable price of $3.50 EACH! Or you can
try our WIND-UP ASSORTMENT of watches which include: Men's, Ladies’, Children’s,
Calendar, Day and Date, Fashion Styles, Dress Styles, and Sport-Styled Watches — all
for one unbelievable price of $4.50 EACH!

PEN WATCHES $3.00 EACH! STICK-ON LCD $2.00 EACH!

The choice g yours. So hurry and order your selection now! All watches under 2-year warranty!
Order direct frorn this ad. gond Money Order, Certified Check or Cashier's Check for prompt
24 hour service. Minimum Order 315000 If samples only desired, add $3.00 watch to
regular price. Our low wholesale prices are for resale only. Send $1.00 for 1982 catalog

WAGNER WATCH CO. Dept. ST1082
New York. N.Y. 10018

8 West 37 ST.
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CALL OR WRITE FOR A FREE BROCHURE & SAMPLE KIT
' (507) 645-4407

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

Give them a try --we know you'll like them
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Box 147 Northfield, Mn. 95057
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COOK BROS. INC.

A e . B 4 113 N. May Street,
T g CI‘IiCﬂg O, IL 60607
; Area Code 312-421-5140

Or Visit our Giant Showrooms

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

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

can be profitably and quickly sold.

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

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

*Catalogs without our name available for your use

o o e e e e e e e e o e B o e e o e
To: Cook Bros., Inc., Dept. A976 :
MA“. 113 N. May St., Chicago IL 60607 I
'“.“s Yes, | want to make more money! RUSH my copy of your big, new wholesale cata- '
log. :
NO'RISK T T T (- PR SRRPSRREETSS :
(OUPON Address............. e :
Y o sonvmmmnomssmeovammmmn s e i i e R S s S :
State. Z P o :
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He clowned for
NAA children

At the 1982 Atlanta convention NAA member
Gene Simpkins, Cincinnati, Ohio, contributed some-
thing extra to the meeting’s success, in addition to
his job as youth activities coordinator. Gene is a
clown back home, and brought his act to the NAA
convention last July.

Book available

TAXATION FOR SMALL BUSINESS, By Marc J.
Lane, J.D. This guide to the major tax aspects of
launching and operating a small business explains
how to take advantage of the tax-saving opportunities
made possible by the 1981 federal tax cuts. It differ-
entiates between the tax laws affecting solo opera-
tions. partnerships, and corporations. There is clear,
specific advice on topics ranging from compensation,
capital gains and losses, buying and selling fixed
assets, to interest on deficiencies and underpay-
ments, small business accounting, and tax credits for
research and experimentation. Numerous checklists
enable you to determine the tax savings for which you
legally qualify. Avery helpful explanatory guide to
the basic tax considerations all business owners
should be aware of. Moderately illustrated, 84 pages, A u c TI o " F o R M s
hardbound, $22.95. JOHN WILEY & SONS, 605 Third
Avenue, New York, New York 10158. IMPRINTED WITH YOUR NAME &

NUMBERED OR NUMBERED ONLY

Payment with Order — We Pay Postage
C. O. D. Orders — You Pay Postage
THE COMPLETE LINE OF AUCTION FORMS

— WRITE FOR FREE SAMPLES TO —
American Academy of Auctioneers

1222 No. Kenwood, Broken Arrow, OK 74012 O =k STOCK s RI"TI"G co’

....1222 No. Kenwood, Broken Arrow, OK 74012 ; COURSE $49.95 1613-A Genesee, Kansas City, Mo. 64102

T e e e .

FREE CATALOG

Learn Auctioneering

Complete cassette home study.
® 5 full hours of chant secrets,

training exercises and all phases
of auctioneering.

'i'.-jiiiIiniiﬁ'I.

Frymsase

January, 1983 49



METALWORKING

MACHINERY

AUCTIONEERS

NOW YOU CAN REACH OVER
190,000 METALWORKING

SELL-ECTIVE
mailing
lists

6

IMN’s metalworking lists are the most complete, up-to-
date, and productive available today. PLUS, IMN has all
the options you need on your list.

Looking for a geographic list? We have it. Need a list of
large metalworking plants? Small metalworking plants?
We have them, too. How about a list specifying equip-
mentinuse? ... Orone by S.I.C. numbers? You name it,
we have it.

SELL-ective mailing lists have hundreds of satisfied
users — including names such as Dunn & Bradstreet,
Thomas Register, McGraw-Hill, the U.S. Government,
Norman Levy Co., Thomas Industries, Inc., Wershow-
Ash-Lewis, Stephen L. Winternitz, Inc., Ron Timmons &
Co., Roland Grenier & Co., etc.

IMN Can Also Handle Your Printing Work
From Concept To Finished Product.

Call, Write or Wire For More Information Today!

HEARST BUSINESS MEDIA CORP.-IMN DIVISION

TN =T i a5

29516 SOUTHFIELD RD. — P.0. BOX 5002
SOUTHFIELD, MICHIGAN 48037
PHONE: 313-557-0100 — TELEX: 231237

MACHINERY PLANTS

Real Estate
at Auction

Legal problem in
collecting commission

By Gregory E. Michael
Attorney at Law

Hanrahan & Michael, P.A.
Merrimack, New Hampshire

Because of the effectiveness of the auction meth-
od, more and more sellers have turned to auctioneers
for selling real estate. Unlike auction sales of per-
sonal property which ordinarily pass title at the time
the hammer falls, auction sales of real estate are
complicated by a delay from the time of sale until
the.actual closing. During this period, title to the
premises may prove defective, the buyer may default,
or any number of other problems can arise to stop
the actual closing and transfer of title. However, a
key issue remains in an auctioneer’'s mind — pay-
ment of the commission.

A recent case in Maryland indicates the import-
ance of a well drafted listing contract between the
auctioneer and client. Briefly, the facts in this case
are as follows. An auctioneer contracted with a
property owner to sell real estate privately or at auc-
tion. An auction sale was held and the successful
bidder entered into a purchase and sales agreement.
The buyer/bidder defaulted and the closing never
occured. The seller then requested from the auction-
eer payment of the full deposit. The auctioneer felt
he was entitled to his commission and refused to pay
the seller the entire deposit, thus, litigation ensued.

The Maryland Court of Special Appeals held that
“(i)n the absence of restrictive terms in the auction-
eer’s listing contract, the commission is earned, not
by a consummated sales contract, but by the auction-
eer’'s procurement of a bona fide bid acceptable to
the owner. This conclusion is especially compelled
when the accepted bid results in the making of an
executory binding contract by which the realty is to
be sold to a purchaser obtained by the auctioneer.”
Childs v. Ragonese, 443 A.2d 665, 668-9 (1982).

It is important to note that the Court distin-
guished the auction or listing contract in this case
from those which state, inter alia, (&) that the auction-
eer will receive a commission from a percentage of
total proceeds, (b) that a commission will be paid
from the first sale proceeds (this language could limit
the commission to a percentage of the deposit only,)
(c) that a commission based on a percentage of pro-
ceeds actually received ‘“‘in hand” or (d) that closing
is a condition precedent to payment of a commission.

THE AUCTIONEER



Goldblatt properties
auctioned in Chicago area

NAA member Sheldon Good, Chicago, lllinois,
and his subsidiary company, Real Estate Auction,
Inc., auctioned eight properties last May for the
Goldblatt department store chain. The auction took
place at Ceremonial Court Room of the U.S. Federal
Court, and included the following properties.

Retail and warehouse facility in Downers Grove,

lllinois, one-story modern, 245,000 sq. ft. building on
14 acres, $3 million.

Goldblatt’'s Tire Center, Hammond, Indiana, one-

story, eight-bay, tire and battery center, 32,000 sq. ft.,
$120,000.

Furniture and warehouse showrooms, South
Bend, Indiana, 117,000 sq. ft., 16.5 acres, $875,000.

Goldblatt’s Department Store, Hammond, Indi-
ana, four-story, 220,000 sq. ft. building and basement
with warehouse and storage building, $150,000.

Furniture showroom, one-story, 122,000 sq. ft.
building on six acres, $1,150,000.

Warehouse facility, 370,000 sq. ft. on 14.75 acres,
$1,100,000.

Goldblatt’s Department Store, Chicago, three ad-
joining buildings, $200,000.

Department store and |oft, three buildings Chi-
cago facility, $275,000.

Seven of the eight properties sold at the May
20 auction, with closings in 35-40 days. The eighth
property was sold privately, 45 dys after the auction.

In a very complex transaction, a ninth Goldblatt
property was also handled by the Sheldon Good firm.
Goldblatt’s leased the land under its State Street
store from a number of owners. The entire transac-
tion took almost a year to consummate, but Gold-
blatt’s purchased all the fees under the building,
then sold the land and the building to the Chicago
Public Library System in a $10,000,000 transaction.
The 12 parcels were long term land leases owned by
trustees, executors, and individuals in seven states.

More recently, Mr. Good and his real estate auc-
tion team conducted a general session, real estate
auction presentation at the National Association of
Realtors® Convention, November 16, in San Fran-
cisco. The program covered a variety of real estate
auction topics. Sheldon F. Good & Company’s real
estate auction subsidiary sold over 600 residential,
commercial and industrial properties in 1982, involv-
ing over $60 million.

In Ragonese the contract provided for commission
payment if the real property were “sold”. While an
actual closing did not occur, the Court felt the auc-
tioneer had procured a ready, willing and able buyer
entitling the auctioneer to this contract commission.

This case reflects the special problems associ-
ated with the sale of real estate at auction and the
preparation and care which must be exercised by the
auctioneer.

(Local laws vary, so be sure to check applicable
statutes and regulations in your area.)
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3114 Garden Brook Drive ® Dallas, Texas 75234 ¢ 214/241-1912

ATTENTION

AUCTIONEERS
ANTIQUE SHOPS
WHOLESALE OUTLETS

WE CAN SUPPLY YOU WITH

40 FT. CONTAINERS

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

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

Excellent "Mix * Of Items

All Customs, Duties, Fees, and Freight Paid

Guaranteed Delivery To Your Door

CALL US NOW FOR PRICES AND REFERENCES!

\\ (214) 241-1912 {/‘
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Many sizes, styles and prices in stock now and
available for immediate delivery!

VALDOSTA
Tent and Awning

706 N. Forrest/P. 0. Box 3178/Valdosta, Ga. 31601

S. 2 -9843
GORDON L. SHAW  Sus- (912)247-9843

Manufacturers of Quality Tents for 25 Years!
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Now, Even Greater Results In A Farm Auction

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

have been added under a new title, l 1 Edltion or BOth Editions

Farmweek. Full coverage or 1 edition only.
We offer two zoned editions for auc- | Auction ads may go in both edi-

tions and ads, but for only a little more | tions or for one zone edition only
cost, more benefit comes from auction | -(slightly less cost) - The best buy |

armweek

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

Over 22,000

e e et xt farm auction! | O" @0 auction, however is full | E
iy Tk 1ar %y . coverage. 3
Results guaranteed or no pay! As a trial _ ~ - _

guarantee if you feel the results did not merit the cost, tell us and we’ll not charge
you one dime for the advertisement (exceptionally bad weather excepted). But you —_—

must ask for a show of hands of who read it in Farmweek! In 26 years, only one 2% *
auctioneer has ever claimed the response was poor and that was in a fringe area. = .

PHONE TOLL-FREE
— | To Reserve Your Next Auction
or for Advertising Info
outside Indiana 1-800-428-4156
Indiana 1-800-382-1050 or g , S
Indianapolis North/East 326-2235 & “
or Phone 345-5133 4

Free sample copies to auctioneers

Farmweek

P.0. Box 90, Knightstown, Ind. 46148
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SUBSCRIPTION SPECIAL

Auctioneers are entitled to %2 price OFF
on regular mail subscription price of
Farmweek. |

Write or call toll free and mention you are
an auctioneer for %2 price subscription

| offer or free sample copy.

Nice commissions to auctioneers for sell- I

, o

— .

E=2

— -

........

..........
----------

.....

ing subscriptions directly. Publishers of Tri-State Trader

e f For That Antquc, kstate
: q " or Collector s Auction
Be Sure to Use

MICHIGAN YORK

| IOWA
‘ ’
th MISSOURI

~ ) ~ele
V=S

PENNSYLVANIA

WEST
VIRGINIA

VIRGINIA

1L

4

b

4 P.O. Box 90TA, Knightstown, Ind. 46148 Call TOLL FREE TO RESERVE ADS OR FOR INFO
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WHO FLY AND DRIVE LONG DISTANCES
Circulated primarily in Illinois, Indiana, Kentucky,
Michigan, Missouri, Ohio, Tennessee, West Virginia, Wis-

é consin, Western New York, Western Pennsylvania, East-
¢ ern lowa. IN OUR 14TH YFEAR.

The Tri-State Trader has more antique auctions in the
4 Mid-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!

Free Samples Sent to Auctioneers on Request
Auctioneers receive commission on subscriptions — Call
A or write.

NC NY OH PA SCTN VA WV WI DC 1-800-428-4156
Indianapolis & NE suburbs 326-2235

Rest of Indiana 1-800-382-1050
Other States (not toll-free). Phone 317-345-5800 or 317-345-5133

TOLL FREE HOURS: 7 am-5 pm Mon. thru Fri. and Sat. 8§ am-12 noon.
(Evenings after 5 and Sat. pm & Sundays BY CHANCE).

Delivered every Monday in mest states.

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

International attendance
expected for’83 Congress
In Nashville

Livestock and meat industry representatives
from around the world will hear more than 30 speak-
ers, panelists and moderators discuss ‘“Building
World Trade” at June’s Fifth World Meat and Live-
stock Marketing Congress.

The Congress, to be held June 14-18 in Nash-

ville, is expected to draw more than 1,000 registrants,
according to Livestock Merchandising Institute chair-
man Glen Allen.

It will be jointly conducted by the Institute and
the International Permanent Office, known through-
out the world as OPIC, or the Oficina Permanente In-
ternacional de la Carne, which is headquartered in
Madrid, Spain.

OPIC is an international meat industry organiza-
tion,. with members in Europe, South and Central
America, Africa, Mexico and the United States.

Allen said the Congress intends on making rep-
resentatives of the livestock and meat industry “more
aware of the opportunities in world trade’.

To do this, Congress planners have divided the
program into five sessions, Allen said. The first ses-
sion will explain the significance of the conference
and its theme, and present background information
on the world’s meat production industry and the cur-
rent state of the world economy.

Session topics include “Why Build World
Trade?’’; “The Current Status of World Livestock Pro-
duction”; and ‘“The Current Status of the World
Economy”.

Session Two is titled “World Livestock Produc-
tion and Marketing,””- and will cover several important
topics in this area. They will include “Production
Methods,” both in the host country and in the rest
of the world; “Genetic Techniques’; and “Produc-
ing For Foreign Markets”.

The third session will look at the critical area of
“Transportation”. Topics to be covered will be “Pre-
loading Requirements and Activities’’; “Moving Live-
stock By Air’; “Moving Livestock By Sea”; and mov-
ing the livestock “From Port to Ranch”.

Session Four will consider the current state of
the art in “World Meat Processing and Distribution”,
along with various regional and national preferences
for meat.
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Topics to be covered during this session will be
“The Model Meat Plant”; ‘“Restructuring, Canning
and Pouching Meat’; “Methods of Sanitation’; and
“Quality and Grades — Demand and ldentification”.

Allen said the fifth and final session will cover
the important topic, “Trade Development, Financing
and Policy”’. Topics during this session will be
“Sources of Finance’”; “Opening the International
Markets’’; “Barriers — Tariff and Non-Tariff”’; and
“Free Trade or Protectionism”.

An international group of speakers will be an-
nounced to discuss these topics, Allen said. Con-
gress registrants will have the opportunity to ask
questions of the program speakers.

‘The Nashville Congress will combine OPIC’s bi-
ennial World Meat Congress and the Institute’s an-
nual Livestock Marketing Congress.

A related event will be the 20th World Livestock
Auctioneer Championship, to be held Saturday, June
18, at Dickson Livestock Auction Center, Inc., Dick-
son, Tennessee.

The Institute is a non-profit, non-political organi-
zation. It is composed of over 1,000 Trustees, pri-
marily from North America, who are leaders in the
various businesses related to the livestock industry.

Registration information can be obtained by con-
tacting Livestock Merchandising Institute, 301 East
Armour Boulevard, Kansas City, Missouri 64111, tele-
phone 816-531-2235.

We deliver 1,000 to
50,000 auction brochures

(2 colors or 4 colors on 80 Ib. gloss)

in 72 hours.

INDUSTRIAL PUBLISHING

Auction Brochure and Mailing Specialists

P.O. BOX 2328
EUGENE, OR 97402
Call Collect

(503) 689-2711




FZ@.NT I.'Q

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

Sound System.

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

® Wireless— no microphone cords to restrict your mobility.
Up to 100 yard transmission range. Also operates as a
conventional P. A. system with a hard-wired microphone.

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

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

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

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

Freedomike® FM-AV4

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

® AC or rechargeable battery
operation.

® Auxiliary microphone and
High-level inputs.

® High-level and microphone
level outputs.

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

______ = VP300W

(available without wireless as Model VP300)

Ultra Portable Voice Projector 18R

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

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

® On-Off switch and volume control with >
LED “‘power on’’ indicator. .

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

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

lectrosonico NG

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

Lectrosonics products for auctioneers are available from:

HUGH MILLER DAVID A. KESSLER
Curran Miller Auction The Auction Marketing Network

ROWLAND HUEY
John Huey & Sons

COL. GORDON TAYLOR
Reisch World Wide College of Auctioneering

Box 949
Mason City, lowa 50401
515-423-5242

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

13020 N. Street, Highway 57
Evansville, IN 47711
812-867-2486

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

Lyons, NY 14489
315-946-6241

o4

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

11660 Parkway Drive
North Huntingdon, PA 15642
412-863-4961

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

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

Box 21116
Billings, MT 59104
406-252-7066
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Antiques
at Auction

A N S B R R O A R
Five-day antique shop auction

Train whistles occasionally echoing in the back-
ground in rural Blackwater, Missouri, provided the
setting for the gigantic, five-day antique auction of
Estil and Sarah Oswald. The Oswald’s had operated
Sarah’s Antique Shop for several years and were
known for selling unique and unusual items, plus
good furniture.

Buyers from lowa, North Dakota, Arkansas, Geor-
gia, Florida, Maryland, Louisiana, Kansas, California,
Arizona, and Missouri attended September 14-22,
came to purchase the unusual primitives and furniture
auctioned by NAA members R. E. and Brent Voorheis,
Harrisburg, Missouri.

A two seat surrey with fringe on top sold for
$1,500. A John Deere cast iron letter holder (given
to dealers who sold five tractors in 1933) brought
$175; and a 66’ oak, s-curve roll top desk com-
manded $2,450. A 1929 Dodge Sport Coupe with
rumble seat and golf club door brought $620, and a
barber pole sold for $175.

A wooden wagon spring seat wagon brought
$450; a Hoosier kitchen cabinet with zinc top sold for
$450. Oak was in high demand, as an ornate oak
bed and dresser sold for $650. A wicker baby buggy
sold for $335. A mahogany wardrobe with bevel edge
mirror brought $250, while oak and walnut wall tele-
phones brought $190 and $220 respectively.

A small National brass cash register saw spirited
bidding finally topping at $370. In the corner cabinet
department, pine outsold walnut, with a pine corner
cabinet bringing $800 while the walnut sold for $725.
A very unusual pine ‘turkey breast’” corner cabinet
sold for $810. A nickel slot machine brought a win-
ning bid of $1,020, while a Hayes gasoline pump
brought a winning bid of $380.

WICKER BABY BUGGY,
brought $335 in five-day
auction by R. E. and Brent
Voorheis.
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Kentucky cut glass collection auctioned

After selling a portion of their cut glass collec-
tion over a period of time, Mr. and Mrs. J. T. Sisk,
Marietta, Georgia, decided to sell at auction the bulk
of their beautiful pieces. They opted to discontinue
use of the “Glass Room” in their home, displaying
only a few pieces in their living and dining rooms.

NAA member John Woody, Douglass, Kansas,
was chosen as sale manager, assisted by another
NAA member, Dave Kessler, New Paris, Ohio.

The auction was held November 6, in Fort Mit-
chell, Kentucky, attended by a large numbker of col-
lectors and dealers from all parts of the country. The
quality of the glass was impressive, and many favor-
able comments were heard regarding the unique dis-
play system.

Top selling items included a large champagne
cooler, weighing 12 pounds, $3050; a casserole with
top and bottom signed ‘“Hawkes’ sold for $2900; and
a Wassail bowl on a silver stand sold for $1900.

In a notation in the sale catalog, auctioneer
Woody stressed the policy he has always maintained
for his auctions, selling without permitting ‘‘reserves,
minimums, or buy-backs”'.

“We do not buy or bid on anything in the auc-
tions we conduct,” said Woody, ‘“nor do we allow the
owner or his representative to do so. Every piece in
Mr. and Mrs. Sisk’s sale, as in all of our sales, will
sell to the highest bidder without reserve.”

RARE CUT GLASS at Woody auction in Kentucky.
Left, covered compote, signed ‘“Hawkes”, 8’ diam-
eter, $2900. Right, sunburst and bull’'s eye water
pitcher, signed “Hoare’’, $775.

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




Booster Club

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

ALABAMA
C. A. Cole—Tuscaloosa
John A. Gonder—Birmingham
John P. Horton—Huntsville
Kenneth R. Jones—Birmingham
J. Craig King—Gadsden
Ray Webster—Guin

ALASKA

Homer R. Beedle—Juneau
J. H. Bolt—Anchorage
Andrew S. Hess—Anchorage

ARIZONA

James E. Connolly—Sun City
Adriel C. Modglin—Phoenix
Donald J. Parker—Phoenix
Pete Schultz—Scottsdale
Edward Short—Phoenix
John W. Whisenant—Phoenix
Earl Windle—Sierra Vista

ARKANSAS
Dalton Dailey—Little Rock

J. C. Dyer—Nashville
C. J. Henson—Rogers

James E. Mason—Springdale
W. K. Murdoch—Van Buren

CALIFORNIA
James P. Byrd—Delmar
Edward A. Cannell—Oakland
Dean Cullum—Chino
Keith Cullum—Pomona
Marsh Dozar—Beverly Hills
John Eubanks, Sr.—Port Hueneme
Anthony Fratantoni—Chatsworth
Klavs H. Gade—Solvang
Nelson A. Geiger—S. Sacramento
Mike Hoch—Mira Loma
Don Johnson—Arcata
Robert W. Kolak—Roseville
Enid C. Laws—Santa Clara
Donna Lewis—Red Bluff
L. D. Pollom—Hemet
Ronald C. Reed—Santa Clara
Lupe Rodriques—~Fullerton
Morris Schwartz—Hollywood
Dell Shuffield—Yuba City

Stamper Skeeters—Santa Margarita

Ruth M. Smith—Santa Clara
Steve Van Gordon—Campbell
R. S. Wells—Sylmar

Bob Young—San Jacinto

COLORADO
Paul G. Griess—Loveland
Don Haswell—Brighton

K. W. Kerbs, Sr.—Colorado Springs

Donald D. Kottwitz—Wiggins
Donald L. Krieger—Greeley
August Pacific—Niwot

Rodger Wooten—Westminister

CONNECTICUT
R. J. Cameron—S. Windsor
William J. Josko—Southport
John F. McKale—Wilton
Richard Mather—Granby
Dean A. Moore—OId Lyne
Joseph Pari—Hamden
Frank Perry, Jr—Hartford
Wesley Sager—Trumbull
Al Tirella—E. Hartford

DELAWARE
Crawford Carroll—Dover
Riley Jefferson—Lincoln

DISTRICT OF COLUMBIA
Irving Kamins—Washington
Benjamin E. Weschler—Washington
Michael Weschler—Washington
William P. Weschler—Washington

FLORIDA

June Amos—Key Largo
George Henry Blythe—Vero Beach
Louis Boyleston—Pensacola
Robert E. Boyleston—Pensacola
W. P. Drake—Port Charlotte
L. B. “Benny” Fisher—Pompano Beach
James K. Hartle—N. Fort Myers
Neal Herman Levine—S. Miami
Fred Hullett—Miami
Lester Martin—Sarasota
David Matchett—Thonotosassa
Willis G. McGinnis—Lakeland
A. R. McGowen—Mt. Dora
George Pinkerton—Lakeland
Jeffery D. Sacks—Miami
Cliff Shuler—Titusville

Teamwork

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

EXECUTIVE OFFICES

Michael Fox Auctioneers, inc.

SUITE 1915 ¢ CHARLES CENTER SOUTH e 36 S. CHARLES STREET

¢ BALTIMORE, MARYLAND 21201

(301) 332-1333 Baltimore ® (301) 621-4321 Washington ® (215) 564-1175 Philadelphia
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THE SCHOOL OF
THE PROFESSIONALS

Professional
Auctioneer

Used auction tops and Clerkmobiles for sale.

WORLD’S MOST MODERN AND

EFFICIENT AUCTIONEERING SYSTEMS
Registered U.S. Patent Office

i I'j ..............

Clerkmobile T.M.
Patented Clerking
System Installed

For Free Literature and Additional information —

xxxxxxxxxxxxxx

S

Auction Tops
Fits on Standard
1 or ¥ Ton Truck

INTERNATIONAL AUCTION SCHOOL

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

Make plans now for
New England’s only Auction School. |

Auctioneering Systems

Art Feller-Box 267

Cissna Park, Ill. 60924
Yes . . . Send me Free Literature.
Send me examples of clerking tickets and buyers num-

bers.

Name

Ph. 815-457-2202

Address

City

Call for information on next term.

Charles Smith—Mary Esther
James S. Spiteri—Ft. Pierce
Richard H. Thomas—Miami
Bruno G. Ugarte—Miami
Wilma Wilkins—New Smyrna Beach
GEORGIA
O. H. Adamson—Ellenwood
Red Fleming—Hartwell
Henry D. Goforth—Louisville
Ron Harris—Atlanta
Wayne Stowe—Canon
Barbara Suarez—Atlanta
John Suarez—Atlanta
IDAHO
Irvin Eilers—Kimberly
ILLINOIS
Nelson E. Aumann—Nokomis
Edward Barauskas—EImhurst
Nevyln Christeon—Berwyn
Gail Cowser—Glasford
Carl Dabbs—Putnam
Maurice Estes—Godfrey
Art Feller—Cissna Park
William L. Gaule—Chatham
Eldon Gilliland—Oak Lawn
Michael Gordon—Chicago
Gordon Greene—Chicago
Henry Hachmeister—Pecatonic
Don Hall—Rochelle
Doyne Lenhart—Georgetown
John F. Miller—Rockford
Tony Porterfield—Oak Brook
Dick Powell—Rushville
Geary A. Roberts—Joliet
Richard L. Samples—Jacksonville
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State

Zip_

_

Tom Sapp—Springfield

Paul E. Simmons—Jacksonville

Kenneth Surdell—EImhurst
INDIANA

Kirby L. Bollinger—Howe

Liston L. Brown—LaPorte

Floyd Fletcher, Jr—Salem

Harvey C. Lambright—LaGrange
C. Eugene Phillips—Indianapolis

Melvin Powers—Poseyville
Noble Ratts—Whitestown
Kenneth |. Red Elk—Camden
Bus Retmier, CAl—Indianapolis
Roxanne Sayre—Franklin
David D. Taylor—Indianapolis
John E. Yager—Spurgeon
IOWA
Paul J. Bader—LaPorte City
Don Bielenberg—Schleswig
Melvin R. Boyer—Dewitt
Paul Callahan—Crescent
Shan Campbell—Fairfield
Jerry Carpenter—Ottumwa
Steven Greenfield—Des Moines
Robert Hayes—Libertyville
Vernon Kahl—Sioux City
Larry Kruse—Marengo
Dewayne Peterson—Laurens
Jim Rhodes—Melbourne
Dilman Stock—Hampton
Larry Woods—Blue Grass
KANSAS
Ronald C. Browne—Lawrence
Dwight Flowers—W.ichita
Dwight M. Gaston—Mission

Homer Kruckenberg—Great Bend
Jack D. Sheets—Wellington
Carl L. South—Arkansas City

KENTUCKY
Adrian Atherton—Hodgenville
John R. Darlin—Lexington
James D. Lynch—Jeffersontown
Joseph Satterfield—Owingsville
David Thomason—Shepherdsville
Julius Wise—Elizabethtown
Rudolph W. Yates—Maud

LOUISIANA
Robert Danzy, Jr.—Alexandria
Paul Fish—Doyline
John G. Mailhes—Metairie
Dave ‘“‘Doc’” Smith—Metairie
Valery Watts—Livingston

MAINE

William F. McKinnon—Cornish
Richard W Ward—Limestone
Morgan Willis—Eliot

MARYLAND
Austin Bohn—Union Bridge
Philip Bond—Oxon Hill
R. C. Burkheimer—Elkton
Michael A. Conover—Westminster
Lester M. Dement, Jr.—Silver Spring
Eston H. Hoffman—Frederick
George C. Hunt—Gaithersburg
Robert Meunier—Thurmont
Thomas O’Farrell, Jr.—Westminster
Neal N. Owings—Hampstead
Jack Reedy—Hampstead

Continued page 58
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Raymond L. Smallwood—Potomac
Homer W. Snyder—Hampstead
Stuart P. Stein—Monrovia

Edward M. Sweetman, Jr.—Keymar
G. Michael Whitson—Westminister

MASSACHUSETTS

Jack A. Hilditch—Hopedale
James R. Lamb—Needham
Paul R. Langevin—N. Brookfield
Robert L. Potvin—West Brookfield
Clifton Rockwell—Newbury Port
Henry E. Sheppard—Lowell
Leroy N. Valyou, Jr.—W. Newbury

MICHIGAN
George Blackford—Flint
Richard Brodie—Westland
Neil Coulter—Oxford
Benjamin Joseph Glardon—Corunna
Benjamin Phillip Glardon—Corunna
Eldon Hallmark—Grand Junction
Gerald Hecht—Frankenmuth
D. A. Horst—Traverse City
Ben Kleinman—Grand Rapids
David A. Norton—Coldwater
James Lewis Ockerman, Sr.—Sylvan Lake
John W. Pace—Marquette
Robert O. Van Sickle—-Deerborn
Brent Wiber—Bronson

MINNESOTA
Ron Eldred—Long Prairie
Don Fitzner—Olivia
Lowell Gilbertson—Hayfield
Emery Henn—Zumbro Falls
Gerald H. Kaufhold—Roseville
Richard M. Kolstad—St. James

Our Auction Mart is an action mart.

Wally Laumeyer—Inver Grove Heights
Ervin Lohse—Wendell
Fred W. Radde, Jr—Watertown

MISSISSIPPI
Robert Baxter—Kosciusko
Gary E. Dillard—Carriere
Kline Ozborn, Jr—Canton
James A. Petty—Wayside

MISSOURI
Jerry Burson—Hallsville
A. W. Cooper—Sullivan
James A. Cornell—Columbia
Larry Cornell—Columbia
Howard Dick—Springfield
Sammie Hamilton—Ozark
Cecil Hillis—Poplar Bluffs
Cloyace Johnson—Trenton
Cordelia L. Mitchell—Parkville
Robert D. Rhodes—Windsor
Truman Schweihauser—Mt. View
Abie Showalter—Craig
Gary Thomas—Carthage
Earl Thornhill—Troy
R. E. Voorheis—Harrisburg
John Wagster—Broseley
Gerard Weisbrod—St. Louis
Wayne Hans Ytell—Carthage

NEBRASKA
Clyde Beall, Jr—Holdrege
Jack Bernard—Omaha
A. Clay Craichy—Burwell
Marlon K. Kunneman—Imperial
Gerald E. Miller—Hartington
Kenneth R. Polenz—Papillion
Allen K. Samuelson—Loomis

Ervin F. Smith—0Oakland
Dale E. Standley—Omaha
Frank R. Thimm—Beatrice

NEVADA
Don P. Britt—Sparks
Carl F. Hammond—Golconda
Daniel C. Watson—Las Vegas
J. M. “Bill” Watson—Las Vegas
NEW HAMPSHIRE
George F. Clement—Lisbon
George S. Foster, |ll—Epsom
Larry Gray—Lebanon
Theodore R. Langdell—Milford
Paul Mclnnis—Hampton Falls
Edward G. Stevens—Rindge
NEW JERSEY
David W. Dubin—Newfield
Donn Fagans—Cherry Hill
James E. Fawcett—Dumont
Ralph Hughes—Glassboro
J. Edward Scott—Williamstown
Edward Walsh—Ocean
NEW MEXICO
Vergil Vaughan—Farmington
Wayne Vaughan—Farmington
NEW YORK
Raymond W. Allen, Jr—Niverville
Edward M. Cantor—Brooklyn
Lewis A. DeLuke—Schenectady
Pamela Epstein—Liberty
Harry Figman—New York
K. R. French—Armonk
Robert H. Glover, Jr—Copake
Barbara Jones—Orchard Park
Samuel Kamins—Brooklyn

]

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

Auction ads come to us from all over, not just the

Midwest, mind you. They come from all parts of the
U.S., from Canada, even from Europe.

Why to the Sunday and Wednesday Tribunes?

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

We do the job because Chicagoans and
Midwesterners have come to rely on us for the

goods they want to know about.

(312) 222-4493.

(212) 682-3033.
. machinery

(305) 989-8833.

Which spells success for our readers.

And our advertisers, too.

If you'd like to know more about our big, eager

Chicago: Sally McKoane

New York: James Dietz

Miami: Barry Werblow

(Chicano Jribune

auction audience, call one of our Representatives
for a free brochure on the Wednesday and Sunday
Auction Mart classified ad sections.

And that’s the first stop to getting in on the action.

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

Los Angeles: Don Sharkey
(213) 933-8437

Detroit: Vincent Walker
(313) 569-0464.

Dallas: Thomas Stansfield
(214) 363-5044.

-----
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THE AUCTIONEER’S LIBRARY & REFERENCE BOOKS

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

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

Nothing Is Left Out

Col. JOE REISCH
Author & Publisher

(Photo taken Nov. 1978)

Address All Mail To —
Col. Joe Reisch’s Auction Library

Box 850, Dept. NA 10 Books — First edition now off the press
Mason City, lowa 50401 WRITE FOR FREE BROCHURE
Dorothy Knapp—W. Nyack David E. Blankenship—Creston PENNSYLVANIA
George Lusk—Rochester Dennis Clark Eberhart—Kent Dale Cunningham—Ellward
Robert W. Matson—Randolph Robert L. Fetters—Lima SOUTH CAROLINA
Cindy Morrison—Ticonderoga Donald R. Florea—Bainbridge Jimmy Blocker—Walterboro
Henry Ott—Middleport David L. Jones—Flushing Ivan L. Broadwell—Fort Mill
Will Potter—Springville John Reithoffer—Burton Hilton Dodgen—Greenwood
Herbert Punchard—EImira Daniel D. Troyer—Berlin James J. Heinz—Greenville
George A. Purcell—Fishkill George Truskowski—Elyria Ladies Auxiliary—SC
Kenneth M. Rice—Hamburg Art Ulrich, Jr—Miamisburg Lloyd Meekins—Dillon
Elinor Schlossman—Tuxedo Park Merlin D. Woodruff—Urbana Jack E. Richardson—Darlington
Marianne D. Slough—Brentwood OKLAHOMA William M. Yonce—Florence
Marvin L. Smith—Silver Creek Paul Alford—Ada SOUTH DAKOTA
Carelton Wilcox—Dansville Jay Blodgett—Duncan Donald C. Fuerst—Scotland
Robert Zevon—Fresh Meadows J. O. Braswell—Tulsa Paul Hickok—Hot Springs
NORTH CAROLINA William L. Brock—Norman Gary McCloud—Lebanon

Lowell E. Bullock—Durham Leo F. Brown, Sr.—Clinton S. G. Meyer—Mobridge
Donald Byers—Jacksonville Frank Childers—Ponca City Jim Payne—Yankton
Bobby Cheek—Winston-Salem Leonard J. Fuksa—Enid TENNESSEE
Ernest Curlee—Charlotte B. L. “Lee” Hickman—Oklahoma City Ed H. Bogard—Dover
Larry S. Hedrick—Statesville Don B. Jones—Stonewall Bob Greene—Coalmont
Ben G. Hoffmeyer—Charlotte D. L. Love—Yukon A. Virgil Wilder—Knoxville
David B. Hudson—Goldsboro Angela Marsh—Anadarko TEXAS
Edmund P. Huntley—Wadesboro Newell C. Marsh—Anadarko Stafford Bertrand—Orange
Wm. B. Langley, Sr.—Greensboro Randolph Marsh—Anadarko William “Bill” Capeheart—Houston
Lee Long—Chandler Bill Michie—Broken Arrow Tom Cooper—Portland
William R. Lutz, Jrr—Newton Ben D. Steen—Ada Donald Cook Devine—LaPorte
C. D. Maxwell—Fayetteville Walter W. Voss—Stillwater Floyd R. Drake—Houston
Bill Sheffield—Wilmington W. W. Wilkinson—Tulsa Jack E. Dulin—Hale Center
Tony R. Stone—Bailey OREGON E. Robert Emley—Willow City

NORTH DAKOTA Sanford J. Blau—Salem Michael A. Gulla—Houston
Norman Aldinger—Cleveland Omer F. Bonney—Hermiston Ronald R. Hanway—Odessa
Phil Ell—Killdeer | Robert A. Ginsberg—Portland Bill R. Jordan—Hempstead
James Smykowski—Cayuga John A. Kupsick—Cottage Grove James M. Long—Plainview

OHIO Dennis Turmon—Redmond

Emerson W. Arnett—Greenville Lowell Wilhite—Grants Pass Continued page 60
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Grady W. Morris—Colorado City
Wesley D. Rogers, Jr.—Lubbock
John E. Sisk—George West

Joe E. Small—Dallas

Carl Strothoff—Tyler

R. C. Wiley—Rockdale

UTAH

John M. Owada—Salt Lake City
Glenn |. Short—Midvale
Kenneth J. Young—Spanish Fork

VERMONT

Walter Flatow—Waterbury Center
Terry Lawton—Brattleboro
Tom P. Whittaker—Brandon

VIRGINIA

Herb Bluestone—Hampton

Frank Bolton—Manassa

George A. Daniel—Blackstone
Vincent Kopek—Virginia Beach
H. Layton Laws, Jr.—Manassas
Charles Nicholls—Fredericksburg
Jack Peoples—Chesapeake
Ronald L. Rasmus—Alexandria

WASHINGTON
C. Lester Alexander—Renton
Ray Brock—Pasco
Bud Chapman—Seattle
George Coulter—Seattle
Robert F. Losey, Sr.—Renton
Ronald Mariotti—Enumclaw
J. Preston McFann—Yakima
Eddie L. Moomaw—Omak
James G. Murphy—Edmunds

YOU — when you buy The
Philadelphia Inquirer to
announce your auction

values in America’s fourth
market. Every Saturday, our
AUCTION PAGE offers the
biggest, and most diversified
listing of advertised auction
sales to be found in this area. . .

in an informative, expertly presen-
ted editorial environment with our

own auction pro, DAVID IAMS.

YOU — when you capture the
tested and proven response of
some 1.3 million daily Inquirer
readers. Join with marketers of
every disipline and design who
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R. M. Williams—Arlington William Jones—Pickett
Earl Witzel—Oak Harbor Jerome Liebe—lola
Steve Liebe—Ilola
WEST VIRGINIA 0O

Robert Busick—New Cumberland E{ic::r;mlx_rlgylfiust:c;?::a

WISCONSIN Robert Massart—Green Bay
James G. Adams—West Allis Douglas McDermott—Green Bay
Donald C. Backhaus—Cudahy Robert Mullikin—Janesville
Jeff Bahrke—Gillett Neil E. Nelson—Westby
Rodney E. Behnke—Collins Albert Noble—Mineral Point
Chester K. Bell—Platteville James O’Brien—Eden
Gary Bell—Platteville Pat O’'Brien—Eden

Robert Brandau—W.ilton Bea Olson—Footville

Earl F. Clauer—Mineral Point A. Eugene Pourchot—Wisconsin Dells
Paul Conrad—Westby Thomas Rusch—Oshkosh

Earl Culp—Madison Gene W. Schmit—Grofton

Anita B. Dahlke—Oshkosh Eldon Schraepfer—Hollandale

William M. Doughtery—Oshkosh M. T. Szatalowicz—Stanley
Thad Elsmo—Racine Julius Temkin—Beaver Dam
James Esch—Shawano LeRoy Teske—Berlin
George H. Felten—Madison Allen R. Thoms—Unity

Dean Ferris—Lancaster Dean Travis—Brookfield
Robert Ffeund—OSthSh Mike Umland—Rhinelander
Dean George—Evansville Victor V. Voigt—Reedsville

Paul George—Brooklyn Chris Walker—Potosi

Henry Goebel—Horicon Darrel R. Weber—Milton
Donald G. Hanson—Strum Robert Wedel—Columbus
Daniel Heike—Mondovi Donald L. Wood, Sr—Oshkosh

James W. Heike—Mondovi

: Michael Zingler—Shawano
Herbert R. Heritage—Appleton

Chet Hollenbeck—Rhinelander WYOMING

Wenzel Humpal—Boyceville David Briscoe—Dayton

Wayne Huntzicker—Cashton Carmalen Gillilan—Rawlins
William Ise—Hartford Richard J. “Gill”’ Gillilan—Sheridan
Leroy Jones—Watertown Randall T. Musser—Cody

.......
-------
.........
e Py 'l:”._: -
-----------
--.;‘::-..._:
------
AT
---------
B ,_":ll--

.....

Los Angeles Times — 25.1 %;
San Francisco Chronicle — 24.8 %

‘ Dallas Times Herald — 21.0 %;

New York Times — 12.5%.

.....
-y,

#
.......

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

"""" FRANK RUGGERI,
(215)854-2418
24-hour Telecopier Service,
Gt (215) 563-8928
Deadline: Thursday, 5 P.M.

L
cccc

consistently find Inquirer and

quick results to be synonymous.

YOU — when you take advantage @&e

of an outstanding daily Inquirer ’ ¢
household penetration. Our F[I[ab elp Ia
27.6 % coverage in the &

Philadelphia metro area is greater ilnqulter

than these leading papers:
Chica T b g£:)216) 90 . 400 North Broad Street
go 1Tribune L /0, P.O. Box 8263
Philadelphia, PA 19101
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Want Professional Assistance?

\ 4

We
YNFLB Cooperate

To Help You!

Jim Graham

NEW AUCTIONEERS - If you'd like professional assistance . . or if you've got a seller and are “Just getting started” in

business, call us. We’ll handle the auction for you . . and jointly advertise your name . . to help you get es-
tablished.

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

CALL AND TALK IT OVER!

3
g 2 gma/”l inc. AUCTIONEERS - REALTORS

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

CANADA

John J. Fitzpatrick—St. John’s, New
Foundland -
R. W. Foston—Scarboro, Ontario - &

Raymond Pease—Leamington

Jack C. Ross—Prince George, British Co-
lumbia

Frank Stapleton—Newtonville

ADDITIONAL CONTRIBUTORS BU SI N ESS !
Auxiliary to the NAA . .

Call or write today

for free auction company
Nashville Auction School

literature, information

Nashville, Tennessee samples and price list.

THE NATION’S FINEST SCHOOL
¢ School is held in Music City USA, Nashville, INDUSTRIAL PUBLISHING
Tennessee . . . home of the Grand Ole Opry Auction Brochure and Mailing Specialists
kg lI:NRgE CATALOG — LEARN AUCTIONEER- : P.O. BOX 2328
Full and partial scholarships available. EUGENE, OR 97402
NASHVILLE AUCTION SCHOOL Call Collect ,
LawreB::e:J?l?;? $2:::;§:; 538£I64 (503) 689'27 l l
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Roll Top Desks
Organs

Parlour Set
China Cabinets

Gateleg Tables Bentwood Chairs Hall Trees Dinner Wagons

Eterges Flo Blue Washstands Piano Stools

Bamboo Furniture Minton China Fire Places Swords i
Towel Racks Bureau Bookcases Bureaux Shefioneers

Marble Clocks Buffets Barrometers Oak Furniture

Hat Racks Queen Anne Chairs Pottery Corner Cabinets
Paintings Leaded Glass Wall Clocks Silver Plate

Royal Doulton Pine Furniture Prints Grandfather Clocks

Fern Stands

Bowl & Pitchers
Whicker Furniture
Smokers Stands
Carriages

Bedroom Suites

Antiques @ Antiques ® Antiques ® Antiques @ FOR SALE!

CONTAINER BUYERS ANTIQUES BONANZA
Beat Inflation @ Buy Direct From England

Guaranteed: 200 to 250 items per load.

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

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

Please select your shipment Requirements from inventory below. All these items can be included in
your container 20 ft. or 40 ft. containers:

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

Rolls Royce Vintage Cars available by order

Windsor Chairs
Draw Leaf Tables
Cast lron ltems
Pianos

Carnival Glass

Biscuit Barrels
Dressing Tables
Inlaid Furniture
Spelter Figures

Primitive Furniture

Mirrors Coal Scuttles Candlesticks Sea Chests

Carriage Clocks Paintings Captains Chairs Tapestries

Curio Cabinet Sets of Chairs Bookcases High Boys

Player Pianos Brassware Pub Furniture Oriental ltems
Sideboards Mantle Clocks Wardrobes Music Boxes .-_-I
Secretarys Cut Glass Bronze Figures Carvings [
Rocking Chairs Wedgewood Chest of Drawers Architecture Ll

Spode O Card Tables 1]

3 Months

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

What is the population of your area? ... eanaas

Do you sell Retail/Wholesale/AUCtiON? ... e aeeeeee e ennes

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

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

% Fine Quality Graded Shipment $20,000

Swainbank Antiques Exporters Lid.

EXECUTIVE OFFICE — SWAINBANK’S —

34 CHURCH ROAD, ROBY FURNITURE DEALERS
NR. LIVERPOOL L36 9TP SINCE 1890
LANCASHIRE IN LIVERPOOL, ENGLAND
ENGLAND =

TEL: 051-489 1142

INTERNATIONAL HEAD OFFICE

LYNWOOD HOUSE
BALLURE ROAD
RAMSEY, ISLE OF MAN
BRITISH ISLES

TEL: 0624-814585

OUR WAREHOUSE
Please write for a catalogue or telephone for immediate delivery: 22 days door to door service.

FOR INTERNATIONAL COMMUNICATION ORDER BY TELEX - 628488 ADMIN G

= I e
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State association
reports

Indiana convention
fun and informative

By Judy Buckles

Auctioneers throughout Indiana and neighbor-
Ing states attended the 1982 Indiana Auctioneers
Association Convention in Indianapolis. The Marriott
Inn hosted the 267 auctioneers and guests attending
the two day convention, November 14-15.

Preconvention seminars were open to |AA mem-
bers only. The seminars were selling real estate at
auction instructed by NAA president Rex Newcom
and vice president Sammy Ford; with former Hoosier
Bid-Calling Champion, Daryl Ball, Bourbon, instruct-
Ing a bid-calling seminar.

On Saturday evening prior to the official open-
ing of the convention, a Past Presidents’ Banquet
was held with eleven past presidents as well as their
spouses attending. |AA officers, directors and
spouses were also in attendance.

Sunday morning, a Worship and Memorial Ser-
vice began the convention. |IAA President John E.
Yager Jr., Lynnville, welcomed those attending the
Sunday noon luncheon and NAA president Rex New-
com gave the luncheon address.

The main event of the Sunday activities was the
Hoosier Bid-Calling Contest. Seven contestants,
representing their respective districts, participated
in the afternoon session. Each contestant sold three
items before IAA members voted. After ballots were
counted, results indicated J. B. Driver, Indianapolis
and Roger Robinson, Orleans, would be the two
finalists for the evening competition.

The contest was followed by the annual Auxiliary
Craft Auction and the Association Fun Auction. The
Grand Banquet speaker was NAA director Dean Park-
er, Logan, Utah, who accented his speech with song.

The Banquet concluded with the announcement
of Herman Strakis, Indianapolis, as Auctioneer of the
Year; and the final round of the Bid-Calling Contest
won by Roger Robinson, with J. B. Driver, the runner-
up.

Sunday evening featured Round Table Discus-
sions on: antiques, auctioneers’ commission, auction
houses, cashier and clerking, farm and implement
auctions, household, estate and appraisals, real
estate, and sales management. Refreshments and
snacks were served, compliments of the Association.

The following morning, the IAA Auxiliary spon-
sored a style show presented by the Dorothy Blevins
Shoppe, Anderson. The 14 models for the show were
officers, directors and members of the Auxiliary. Cof-
fee and cookies were served to those attending.

Reverend Joe Wick, Toastmaster of the Purdue
Quarterback Club, was speaker for the Monday noon
luncheon, with annual business meetings for both
the Association and Auxiliary following.

An IAA business meeting finalized the conven-

January, 1983

IAA OFFICERS AND DIRECTORS, seated from left:
1982 president John E. Yager, Jr., second vice presi-
dent Kirby Bollinger, 1983 president Virgil W. Butts,
secretary-treasurer Harry E. Buckles, and first vice
president Jake Campbell. Standing from left: direc-
tors Larry Evans, Cartwright Ellis, Jack Thompson,
David A. Taylor, Dewain Davis, Fred Sayre, Carl
Johnson, and J. B. Driver.

tion with the election of officers and directors for the
coming year. Election results were: president Virgil
W. Butts, Brazil; first vice president Jake Campbell,
Liberty; second vice president Kirby Bollinger, Howe;
and secretary-treasurer Harry E. Buckles, Anderson.
Directors elected with terms expiring 1985 were:
Larry Evans, Mentone; David A. Taylor, Indianapolis;
Perry Murphy, New Albany. Directors with terms ex-
piring in 1984 are: J. B. Driver, Indianapolis; Carl
Johnson, Galveston; Fred Sayre, Valparaiso. Terms
expiring in 1983 directors are: Jack Thompson, Spen-
cer; Cartwright Ellis, Kokomo; Dewain Davis, Wina-
mac; and John E. Yager, Jr., Lynnville.

The 1983 convention site and date has not yet
been selected but will be scheduled for November.

FREE CAP!

. If you send your business card and a
sketch drawing of your idea (any logos or
artwork helpful and faster), we’ll send you a

FREE cap and a price list!
FREE CAP, Box 650, Holdrege, Nebraska 68949

FORT SMITH

AUCTION SCHOOL
Fr Sty Ark. 12903 — (AG) SO1-646-1181

RN ISR S D RS Bl T e L T S B e
QUALITY TRAINING SINCE 1947

TERMS
FEB. — JULY

VETERAN
APPROVED v,




MR., MISS, or MRS. AUCTIONEER!

ADVERTISE YOURANTIQUES OR COLLECTIBLES

AUCTION IN AMERICA'S LARGEST AND WIDEST
READ PUBLICATION ON ANTIQUES

£

WEERLY

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

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

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

THE ANTIQUE TRADER WEEKLY

Phone (319) 588-2073

PO BOX 1050-A DUBUQUE, IOWA 52001

AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

“The Professional Auctioneers’ Choice”’

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

HALF-MILE HAILER MODEL S-610 — Projects further, louder, clearer than horn hailers SOUND CRUISER MOBILE P.A. MODEL S-310 — Make any car a sound truck in 45 seconds. {

. . . doesn't block vision . . . perfect for crowd control, athletics and other outdoor use.
AMPLIFIER: Model S-702: 35 watt: all transistor. CONTROLS: On-Off, Volume. Inputs: For
ceramic or dynamic microphone: auxiliary input for phono, tuner, tape recorder, etc. 3 Out-
puts: For additional speakers: tape recorder. Power Source: Ten D’ size flashlight bat-
teries: alkaline type provides up to 200 hours operation. MICROPHONE: Cardioid probe-
type, noise-cancelling, hand-held microphone, supplied with 8 coil cord, on-off switch.
SPEAKER: Weatherproof horn, can handle full amplifier output: detachable. CONSTRUC-
TION: Removable metal bracket attaches to amplifier with screw knobs: gripper handle
and shoulder strap included. Dimensions: 11%2"" high, 11" wide, 9" deep. WEIGHT: 14 Ibs.
(with batteries). Order Model S-610

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

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

North Carolina residents add 4% sales tax.

Col. Forrest Mendenhall, e N

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

. BOX 7344 — U.S. HWY. 29 & 70 (185) HIGH POINT, NORTH CGAROLINA 27263 PHONE (919) 887-1165
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Missouri holds bid calling contest

Last year marked the first annual Missouri State
Auctioneers Association Bid Calling Contest. The
contest was a cooperative effort of the MSAA and
the Missouri State Fair. Advance planning for this
event began at a meeting with fair director Marion
Lucas and Brent Voorheis in February. Mr. Lucas re-
ceived the association’s idea for an Auctioneer’s Bid
Calling contest enthusiastically and agreed to pro-
vide a tent to hold the contest, awards for the con-
test winners, and to handle a portion of the advance
publicity.

MSAA member auctioneers were notified of the
contest by an insert in the May issue of THE MIS-
SOURI COLONEL. Non member auctioneers saw the
information about the contest in the fair book.

Auctioneer’s eligibility requirements to enter the
contest were MSAA membership, NAA membership,
and valid auctioneer’s license. Officers and direc-
tors of the MSAA were not eligible to compete.

By August 16, (the advance registration closing
date) 13 auctioneers had entered the contest. On
August 26, the day of the contest, 12 auctioneers
paid $20 each (double the advance entry fee) to bring
the contest entry total to 25.

Fortunately, a few minutes before starting time,
a heavy rain caused all nearby fair goers to seek
shelter in the Bid Calling Contest’s tent. The spec-
tator’s filled the tent to capacity and stayed until the
contest was over.

Auctioning sequence of the contestants was de-
termined by the draw system; and then a second
draw determined which item the contestant would
sell. (Items sold by the contestants were purchased
at the Village on the fairgrounds.)

“Each auctioneer sold one item during the first
go round while three judges were scoring them on
these categories: appearance, bid calling ability,
salesmanship, and promptness. While the judges

were tabulating scores, each MSAA officer and direc-
tor present sold an item. This provided time for the
judges, and gave the crowd an opportunity to hear a
greater variety of chants.

MSAA BID CALLING CHAMPION, Brian Rigby, left,
receives championship plaque from contest coordi-
nator Brent Voorheis.

January, 1983

The judges scores narrowed the 25 contestants
down to five. The five then sold a second go round,
and their second scores determined the winners.

Brian Rigby, Columbia, was selected as the con-
test winner, with second going to Jerry Lehman,
Dawn, Jerry Burson, Hallsville, receiving third, Jack
Hutchinson, Versailles, fourth and Jim Dunn, Rolla,
taking fifth. Sixth through 10th place went to Tony
Clayton, Sedalia, Glen LaRue, Sweet Springs, Charlie
Angel, Raytown, Bruce Moler, Fayette, and Dave
Ross, Camden.

The MSAA received a great deal of pubilicity
from this event, with the Sedalia newspaper provid-
ing full page coverage. KSMO-TV, Sedalia, did a 15
minute news feature. The contest netted the associa-
ton $350, which was much better than expected,
since we were only hoping to break even.

The event is again planned for 1983. Brent
Voorheis, who served as Contestant Coordinator,
would like to hear from NAA members with com-
ments and ideas about improving the contest event.

Alabama

ALABAMA AUCTIONEERS ASSOCIATION convened
in November, 1982. Top, AAA members, spouses and
guests who attended the meeting at Sheraton Inn-
Huntsville. Above, from left, John P. “Pete’ Horton,
AAA secretary; Flora Parker, AAA president; Harvey
McCray, NAA executive vice president; and John A.
Horton, past NAA director, and AAA member.
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State Association Conventions — Dates and Locations

Convention Dates State association

January 8-9, 1983 Virginia
January 8-10 . Ohio
January 13-15 Pennsylvania

January 15-17 Minnesota

January 15-16 North Carolina Kinston or Goldsboro
January 24-26 NAA Seminar

February 4-5 New Jersey

February 21-23 NAA Seminar

April 10 lowa Des Moines

April 17-18 Kentucky

June 8-9 Wisconsin

June 10-12 South Dakota Sheraton, Aberdeen
November 12-13 lowa Waverly

Hotel/motel and city

Holiday Dome, Bowling Green
Voyager Hills Inn, Reedsburg

Convention chairman or
state association secretary

Doris S. Jones

Columbus Marriott Inn, No. Columbus Byron Dilgard
Host Inn, Harrisburg
Holiday Inn, New Ulm

Blaine C. Brown
Eileen Reisch
Johnson B. Gilbert

Hyatt Regency, Louisville, Kentucky
Marriott Hotel, Somerset
Hyatt Regency, New Orleans, Louisiana

Art Williams

Margaret Bloomer
Wilma Atherton
Robert Massart
Kenneth R. Jark
Margaret Bloomer

State auctioneers associations provide the above dates, cities, and meeting facilities for their
conventions. For more information about the above meetings, contact the respective state associa-

tion directly.

However, all requests for an NAA officer or director to speak at a state association convention

should be coordinated through the NAA office.

ADOLF KROLIKOWSKI

The NAA office was notified of the December
death of retired, former NAA member Adolf Krolikow-
ski, Wood River, Nebraska.

PETE YOUNGER

The NAA office was notified in December that
member Pete Rounger, Maryville, Missouri, died in
the summer of 1982.

JAMES R. ERSKINE

Mrs. Dot Erskine informed the NAA office that
member James R. “Jim” Erskine, Freeland, Michigan,
was deceased October 2, 1982. Their son, Michael,
will continue the auction business.

KAREN HOSSNER

The NAA office was notified in December that
member Karen Hossner, Ashton, Indiana, was killed
In an automobile accident, November 30, 1982.

66

Lettering Kit |

7

SN

--------

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

complete.

Dewey-Carter Co.

P.0. BOX 822

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

e e
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You're
NAA and
professional.

Show clients and associates that
you're part of a nationwide organization
. . . display the NAA emblem with these
quality promotional items.

Certificate Holder. For 8%2"" x 11" NAA member-
ship certificate. Walnut with plexiglass cover.

National Auctioneers Association

This Dartilicate of Memberdtip Certifies That

HOWARD BUCKLES

i3 Fhecogerzed Sy
The Mavional Auetoreers Aot on
A A Senvher Tn Gooes Standing And Herslry Plodges
Ethita Memporsibibty To Chient - Profesion - Pubbic

Embroidered Emblem. Red, black and gold em-
blem is available in two sizes for display on blazers,
coats, dresses, etc.

Emblem Decals. Shows the red, black and gold
emblem in two sizes. Large size adheres only to sur-
face; two kinds available in smaller size.

January, 1983

Rex Newcom
Auctioneer

T P

NATIONAL/AUCTIONEERS|ASSOCIATION

Your name, or auction Auction title also en-
staff member, goes graved — auctioneer,
here. ringman, clerk, etc.

New NAA name badge
now available

Quality, engraved name badges with full
color NAA logo are now available from the NAA
office. At a cost of $5.50 each (includes limit
of two lines of copy), your name and title will be
engraved on this sturdy plastic badge. (Price
for three lines of copy is $6.00.)

Also, you can order name badges for mem-
bers of your auction staff — clerk, cashier, ring-
man, etc. However, if an auctioneer on your
staff is not an NAA member, that auctioneer
cannot wear an NAA name badge, being repre-
sented as an NAA member.

Colors are white with green trim, full color
logo, and red ‘‘National Auctioneers Associa-
tion”.

Order from the NAA office. Send full pay-
ment for all badges @ $5.50 each; plus exact
copy for name(s) and title(s) to appear on
badge.

Single Deck Playing Cards. Displays in full color
photo, the NAA headquarters building when dedi-
cated in 1971. Excellent gift for clients.

Emblem Reproduction Sheet. A full sheet of
black on white reproductions of the NAA emblem in
various sizes. For use by individual NAA member on
sale bills, newspaper and magazine advertisements.

Bumper Signs. Promotes the NAA auctioneer
with the words, “HIRE NAA AUCTIONEERS”. Ildent-
ifies National Auctioneers Association and the NAA
emblem. Red bumper sign with white and black copy.

MORE! . ..
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New Style Belt Buckle.
brass finish.

In pewter finish and THE AUCTIONEER Magazine Binder. Preserves
your permanent copies of THE AUCTIONEER maga-
zine. Binder is bone color with red NAA emblem
and holds the 11 annual magazines (plus NAA Direc-
tory). Designed to hold current 8%2 x 11-inch size

magazine.

Emblem Lapel Button. Show NAA affiliation on
suit coat or blazer lapel. May be worn as tie tac.
Red enamel on 14K gold emblem; V2"’ wide.

(The price of the NAA lapel button may change with-
out notice because of the cost of gold and due to the
occasional increase in price by manufacturer.)

Pad Holders. Red vinyl with full color NAA em-
blem. Holds papers, business card, and legal pad.

Code of Ethics. Red and black on white, frame-
able paper stock. Size 11" x 14",

NAA Promotional Iltems Order Form (Indicate quantity on line.)

NAA Emblem Decals NAA Embroidered Emblems NAA Name Badge
8" Pressure-sensitive 8" @ $7.50 each two lines, $5.50
@ $1.50 each 3" @ $1.50 each three lines, $6.00 _
4" Pressure-sensitive NAA Emblem Lapel Button NAA Code of Ethics
@ 3 for $1.00 @ $5.00 each

(adheres on top of surface)

» NAA Emblem Reproduction Sheet
4" Pressure-sensitive

@ $1.00 each

NAA Pad Holders

$1.00 each
@ 3 for $1.00 @ @ $5.00 each
(shows through glass) THE AUCTIONEER Magazine Binder
@ 2 for $1.00 @ $4.50 _es_ich
, NAA Certificate Holder (pewter finish)
Single Deck Playing Cards @ $25.00 each @ $4.50 each
@ 75¢ each (walnut with plexiglass cover) (brass finish)
Name __ - B
Address —— _ e .
City : ___ State Zip _

Send no money for postage. Return postage paid by National Auctioneers Association.

Enclosed is a check or money order made payable to The National Auctioneers Association, in

the amount of $ ... ... . for the above marked NAA

promotional items.

(NOTE: NAA

Board of Directors’ policy prohibits orders shipped on a ‘“‘charge” basis. Check or money order

must accompany all orders.)
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Auto auction anniversary

Celebrating their sixth anniversary as owners of
the Kirksville Auto Auction, Kirksville, Missouri, NAA
member Jim Cornell and his wife Delores invited
special guests to their weekly auction, November 4,
1982. Over 300 vehicles were sold at the anniversary
auction, attracting auto dealers from lowa, lllinois.
Kansas, Nebraska, and Missouri.

Art auction for Sertoma Club ANNIVERSARY AUCTION marked sixth year in busi-
ness for NAA auctioneer Jim Cornell. From left, son
Larry Cornell, father Dell Cornell, Bob Allen, repre-
senting the St. Louis Lincoln-Mercury Division of Ford
Motor Company; Jim and wife Delores, auto auc-
tion owners; Don Selby, president of Commerce Bank
of Kirksville; Paul Childres representing the Ford
Motor Credit Corporation, Jefferson City, Harvey
McCray, NAA executive vice oresident; and Johnny
Woods guest auctioneer.

NAA DIRECTOR William M. “Bill” Yonce auctioned
art for the Florence South Carolina Sertoma Club,
November 13. Through his efforts at the well at-
tended auction, $2500 was raised.

Is what can happen when you advertise to the 2,000,000 readers of The Boston Sunday Globe. The
largest readership in New England. And the most affluent. And no Boston paper has more auction ads.
For more information, call: JoAnne McCoy (617) 929-2169 or Arthur Shachat (617) 929-2160.

Ghe Boston Globe

BOSTON, MASSACHUSETTS 02107

January, 1983 69
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AUCTIONEERS + DEE SIGNS

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

ONESTOGA

AUCTION COMPANY, INC.

QUALITY SIGNS AT

FRIENDLY PRICES.

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

898-7284

SAT. 10AM

Flash in the pan — advertisers who can’'t or

don’t measure results almost always change cam-
paigns too often.

FIVE STAR REPORT

1.

Advertising Rate Schedule — THE AUCTIONEER MAGAZINE

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

Six (6) times Eleven (11) times

FOll DAGD vt $160.00 $155.00 $150.00
Half page .....cccccoemmmrieeneneee.. 80.00 77.50 75.00
Quarter page ...........coocceeeeeeee 40.00 38.75 37.50

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

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

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

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

NEW ADVERTISERS: All new advertisers are required to submit credit account in-
formation, an insertion order, and payment in advance (with copy), before advertising
will be accepted. If applicable to the new advertiser, advance payment for the first
three months is required. Submission deadline for new advertisers is the first of the
month.

3.

4.

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

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

MECHANICAL REQUIREMENTS: Printed offset. Trim size: 8%2 by 11 inches.
Number of columns: two (21 picas wide columns). Binding method saddle
stitched. Colors available: black on white and upon consulation with editor,
second, or issue color.

Dimensions for ad space: Full page — 7% by 9% inches: Half page — 7Va by
456 inches; Quarter page — 32 by 4% inches or 7%s by 2% inches.

CAMERA READY ART ONLY. All advertising submitted to the NAA office for pub-
lication in THE AUCTIONEER must be fully composed, “camera ready” artwork.
The NAA office will not prepare or make changes in your advertising. Changes
received as camera ready art will be prompty incorporated in your advertising in
the next available issue. Any questions about this NAA publication policy should
be directed to the NAA office before submitting your advertising.

ISSUE AND CLOSING DATES: Published monthly (11 times annually) with the ex-
ception that an August issue is not published. Issued on the first of the publica-
tion month. Deadline for ad copy is the first of the month preceding publication
date.

SUBSCRIPTION AND SINGLE COPY: One year’s subscription to THE AUCTIONEER
is $18, and only open to non-auctioneers. Single AUCTIONEER copy is $1.75.
Subscriptions and issues available only from the NAA office.

ADVERTISING DISCLAIMER: Products or services advertised in THE AUCTIONEER
are in now no way endorsed by the National Auctioneers Association. Simply be-
cause a product or service appears in the NAA’s official publication, that appear-
ance does not imply an NAA recommendation of the product or service over any
other. Problems encountered with an AUCTIONEER advertiser should first be di-
rected to the advertiser for satisfaction. If the problem remains, then the NAA

office should be notified.

Submit all advertising to: The National Auctioneers Association, 135 Lakewood Urive,
Lincoln, NE 68510-2487. Phone: 402 489-9356.
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CLERK-SAVER® — World's No. 1 Cleri(ing System

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

Buyer's Name THE CLERK SAVER® |S:

Or Number e s S, B e . )

item or ® Fast — check out in minutes.

or Number ® Accurate — Clerk writes buyer, item &
e (0 = Rpsmmesgne price. Cashier writes nothing.

Thisv recespt ver ties payment and delivery of the above Selier retains ownership . Less GXpenSive than any known SyStem.
Ut F?'dl'bil"‘r:lg*rlith:'tr& I‘:+rjt}LIt?r:a{1h5:[! .’aa-..al;.lt,n..-hi-:mul..:: TJ,..',F.;n:M:i:jI. T:-::klv”'u . Keeps a running tOtal Of the Sale.

® ''CLERK-SAVER” CLERKING TICKETS—Form No. CT-12

Original and 2 copies on NCR paper (makes its own carbon copies) 8%2x11" sheets
perforated to make 12 tickets 13 x4%.’’. This is an extremely fast, easy, and ac-
curate combination clerking and cashiering form. This one form replaces both
the standard clerking sheets and cashiers statement. You'll like these.

9,000 Tickets (1-3 White, Canary & Card) ... e $27.50
: 18,000 Tickets (1-3 White, Canary & Card) ... e .. 52.50
36,000 Tickets (1-3 White, Canary & Card) ....... USRS NS TS UIU. N 98.50

@ ALUMINUM WRITING TRAY

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

Aluminum Writing Tray ... . $14.95

® 100 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

Overall size 23"'x16"’x4’’. Slots are 23 " x 78" x 3V2"". Handle
for easy carrying or nail to a wall for permanent installation.

Slots numbered 1 to 100 plus Ato Z ... . . . ONLY $59.95
ruj LOT #
S
¢ GUMMED BACK TAGS — Form No. PST-82 =2
csiiaviort tgs with space lor lof nambar,  |B T 8 [BANER. GARAS.. . » FONT N BEALL
quantity and buyer number. 172x2%2". | %2 For buyer’'s number and purchase notes. 3vax7%2"" (fits
. Roll of 1,000 tags—$14.50  5,000—$57.50 E in buyer’s shirt pocket)
op .
e EQUIPMENT LOT TAGS — Form RHT-83 = QUANTITY——
Card stock tags with reinforced hole. gg 1,000 Cards....$9.50 2,500....$22.75 5,000....$44.75
1%2x3"”. Space for lot number, quantity S:Eg
! and buyer number.
. 1,000—$16.50 5,000—$67.50 E‘g ® BUYER'S REGISTRATION FORM . . . Form No. BR-69
e WIRES FOR EQUIPMENT TAGS, 12” LONG o8 BUYER #
1,000—$10.00 5,000—$47.50 g 8v2x11", 50 sheets per pad. Space for buyers num-
gg ber, name, address, phone and other information.
8
g $2.00 per pad, 10 pads at $1.50 ea., 20 or more at
$1.25 ea.

SPECIAL CLERK SAVER STARTER KIT

THE SPECIAL KIT INCLUDES:

® Aluminum Writing Tray @ 1,000 BC-70 Buyer Cards SAVE

® 9,000 CT-12 Clerking Tickets ® 3 Pads BR-69 Buyer Registration

® 1 Pad FS-69 Final Settlement Forms Forms $

All of the above plus: 27'00
One 100 Slot Clerking Ticket File (a $117.90 Value) Only ........................ $89.95

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
l > 1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117
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COLONEL®,!

LIGHTWEIGHT

COLONEL 6 ®

Payment with Order—We Pay Postage ... C.0.D. Orders—You Pay Postage

The Sound That Sells”
The all new COLONEL Series of
Portable Heavy Duty P.A. Systems

Designed Exclusively for Auctioneers

® Astatic Model 957L Anti-Feedback
low impedence professional ball
type dynamic cardiod microphone,
on-off switch, detachable 10 foot
coiled cord, and built in wind-
screen.

® SPECIFICATIONS: Batteries
Eight “D” size flashlight batteries
(not included) (Alkaline batteries
will give many hours of extra ser-
vice).

® Rugged metal re-entrant 9" weath-
er resistant 8 ohm horn speaker.

® DIMENSIONS: 113" High x 8"
Wide x 9% " long.

® WEIGHT: 7 Ib., 12 oz.

® There is a two year repair or re-

place warranty on everything ex-
cept batteries.

List Price $495.00
Auctioneers Cost $297.00

Order by Mail . . . Send Check or Money Order To:

N\
—

—-—

Missouri Auction School

Top Floor Livestock Exchange Building
1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117

RECHARGEABLE
& LIGHTWEIGHT

COLONEL 7 ®

The COLONEL 7 has the same fea-
tures as the COLONEL 6 plus:

® RECHARGEABLE BATTERY: Extra
capacity battery will last all day
long. Fully rechargeable over-
night.

® Complete with recharger. Charger
rater 120 VAC, 8 Watt, 300 MA.

® SPECIFICATIONS: Battery: Gel
Type (2) #626 2.6 AH rating re-
chargeable.

® INPUTS: One microphone; one
tape recorder, one battery charg-
er.

® OUTPUTS: One extension speak-
er, one tape recorder. With In-
dependent controls.

® DIMENSIONS: 113" high x 8"
Wide x 9%4"" Long.

® WEIGHT: 8 Ib., 13 oz.

List Price $645.00
Auctioneers Cost $387.00

THE AUCTIONEER

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

ADDRESS CORRECTION REQUESTED

|

BULK RATE
U.S. POSTAGE
Paid
Lincoln, Nebraska

Permit No. 9 |
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