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Michigan .

Bigger Than Texas

Third of a series of six articles by Col. Wm. 0. Coats which will appear in
“The Auctioneer’ to better acquaint you with the wonders and achievements of
the host state of the 1957 National Auctioneers Convent.on.

Those from other states who think
of Michigan only as a maker of cars
or as a host to tourists should hear the
rest of the story.

And we in Michigan need to be re-
minded of it occasionally, too.

Take our farming, for example.

While our farming ranks second In
dollar value among our economic enter-
prises, it’s a big second — worth more
than three-quarters of a billion dollars
in an annual income to our farmers . . .
So big, in fact, that it easily surpasses
the value of agriculture in 33 o.ther
states.

Our cash iIncome from farm market-
ings in Michigan in 1952 — not counting
government payments—was $743,934,000,
placing us 15th among the 48 states.

Ours is the most self sufficient food
producing state in the nation, favored
as we are with a wide variety of soil
and climatic conditions to encourage
diversified farming.

As we have so often demonstrated at
major banquets, Michigan food products
will supply the entire menu for an
elaborate dinner — including a chicory
substitute for coffee. This we plan to
prove to you at the banquet at the N.A.A.
convention in July.

In Michigan we have the world’s
cereal foods center and production lead-
er at Battle Creek . . . the world’s
largest bean elevator at Saginaw . .
the world’s largest open air fruit market
at Benton Harbor. |

Kalamazoo is world famous for its
celery production . . . With its variety
of fruit crops, Southwestern Michigan
is known as the Fruit Basket of the
World . . . Holland, Michigan 1s na-
tionally known for its fields of tulips
and its annual Tulip Festival.

Michigan ranks first in its production
of pie cherries . . navy beans .

cantaloupes . . . blueberries . . . beans

. . cucumbers.

In 1953 Michigan ranked second in the
nation in production of wheat per acre,
and a third in apple production among
western and midwestern states.

A Michigan farmer—J. Spencer Dun-
ham, of Caro — was crowned champion
wheat grower of North America at the
1952 International Livestock Exposition.

Our Upper Peninsula flax is rated
equal in quality to Ireland’s finest linen-
producing fibers . . . We produce nearly
a fourth of the nation’s supply of pepper-
mint and spearmint.

Michigan ranks first in the percentage
of farms having electricity (99 per cent)

. fourth in the percentage of farms
having telephones . . . and fifth in the
percentage of farms having running
water.

Michigan was first to have a state-
wide milk pasteurization requirement

. and the first, thanks to a mass
eradication campaign, to declare its cat-
tle free of bovine tuberculosis. It 1s also
a leader in the control of Bang’s disease
among cattle.

Our state college in East Lansing, the
oldest institution in the world devoted
to teaching scientific agriculture, has
been instrumental in promoting new and
better farming methods developing and
improving livestock breeds and better
crop varilety.

Agricultural engineers at Michigan
State invented a mechanical frost-fighter

. now widely used throughout the na-
tion to minimize and eliminate frost
damage to fruit crops.

They have also perfected a mechanical
tree planter and many other devices to
lighten and speed the work of the Amer-
ican farmer.

Dairying makes up more than a fourth
of all Michigan farm income. In sales
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of dairy and other livestock products
they outrank the cash income of dairy-
men and livestockmen in all but 13 of
the 48 states.

It is worthy of mention too that Mich-
1igan had the first herd improvement as-
sociation . . . now a worldwide idea . . .
to eliminate low or marginal milk pro-
ducing cows. We now rank fourth in the
number of such associations.

A Michigan scientist, Dr. I. Forest
Huddleson, of Michigan State College
at Lansing, 1is the world’s foremost
authority on eradication of brucellosis
among cattle. His latest vaccine, Bru-
cella M, in use since 1949, is saving you
dairymen millions of dollars yearly.

We can rightly boast that Michigan
has the greatest variety of minerals to
be found in any similar sized area in
the world . . . In fact, when production
of sand and gravel is included, it can
be said that Michigan has mineral in-
dustries in all but four of its 83 counties.

Historians are finally admitting that
the 1844 discovery of iron ore in North-
ern Michigan was of far greater im-
portance to the economic and industrial
development of America than the Cali-
fornia gold rush of the same era.

Until the discovery of the Mesabi
range In Minnesota, Michigan ranked
first in the production of high grade iron
ore and geologists tell us that the Mesabi
open pit mines will be exhausted long
before Michigan digs far enough under-
ground to see how much ore we still
have.

Michigan’s iron ore production in
World War II, when we established our
fame as Arsenal of Democracy, was 60
million tons.

Our 37 active mines, both underground
and open pit, produce over 13,000,000
tons of iron ore a year, a volume which
exceeds that produced in all of Russia.

In Michigan we have the only com-
mercially important deposits of copper
in the United States. Geologists regard
it as the most important deposit of its
kind in the world. Morever, small
quantities of silver are found in our cop-
per ore and by melting the two together,
form a product which demands a prem-
lum price and produces an alloy par-
ticular valuable for certain types of

- fabrication.

Our Michigan mines drop into
the earth to unbelieveable distances of
9.000 feet and even 9,500 feet — close to
2 miles deep.

Michigan i1s blessed with a fabulous
supply of salt estimated at 71
trillion tons. Value of Michigan’s annual
salt income runs at over $21,000,000.

From our medicinal salt wells we pro-
duce nearly all of the aspirin made in
the United States . There are no
such things as headaches in Michigan
: Come on up in July and make
us prove it.

1349 Farmer Sold
Dozen Real Books

Over a century ago farming was so
different that a copy of a sale bill
printed In 1849 seems strange indeed,’’
reported Virg Hill in The Fairbury Daily
News. ‘““Having sold my farm,” the bill
read, ‘““‘am leaving for the Oregon Terri-
tory by ox team. Will offer on March 1,
1849, all my personal property to wit:

“All ox teams except two teams, Buck
and Ben and Tom and Jerry; two milch
cows; one gray mare and colt; one pair
of oxen and yoke, one baby yoke; two
ox carts; one iron plow with moldboard;
eight hundred feet of poplar weather
boards; a thousand three-foot clap-
boards; 1,500 10-foot fence rails; 85 sugar
troughs made of white ash timber; 10
gallons maple syrup: two spinning
wheels; 30 pounds of mutton tallow; 20
pounds of beef tallow; one large loom.

“One 32-gallon barrel of Johnson-Mil-
ler whiskey seven years old; 20 gallons
apple brandy; one 49-gallon copper still;
three sides of oak-tanned leather:; one
dozen real books; half interest in a tan
yard; one .32 caliber rifle; bullet molds
and powder horn; 50 gallons of soft
soap; hams, bacon and lard; 40 gallons
of sorghum molasses; six head of fox
hounds, all smooth mouth except one.”

Motorist: ‘‘But officer, you can’t ar-
rest me. I come from- one of the best
families 1n Georgia.”

Officer: ‘““That’s all right buddy, I'm
not arresting you for breeling purposes.”
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And Nero Fiddled While Rome Burned

By BERNARD HART

Hardly an issue of this, the official
publication of the National Auctioneers
Association, is published that does not
refer in some manner to ordinances
and laws unjust to auctioneers. Yet, it
seems the auctioneers, the persons af-
fected by these same laws, stand idly
by and do nothing until THEY are the
one who is affected. We were grossly
disappointed by the lackadaisical atti-
tude taken by our own members and
especially the auctioneers in the State
of Virginia at the time of the trial of
Col. Harry L. Hoffman versus the State
of Virginia and the City of Norfolk. Even
though personal letters were sent from
this office to every known auctioneer 1in
the State of Virginia, not a single one
showed enough interest to attend the
trial. Later, when it was announced
through ““The Auctioneer’” that a fund
was being established to express our ap-
preciation for Col. Hoffman’s courage
in fighting for his rights as well as the
rights of every auctioneer in America,
those who responded could be counted
on the fingers of one hand.

We now have found another auctioneer
who is willing to fight for his rights.
Col. Ray Gevelinger, NAA member of
Dodgeville, Wis., is being prosecuted
for violating an unjust and we think
unconstitutional ordinance in the city
of Wisconsin Rapids, Wis. Col. Gevelin-
ger could have taken the easy way out
and pleaded guilty as the maximum fine
would have been $50. However, he has
chosen to challenge the validity of the
ordinance and the outcome will estab-
lish a precedent in similar cases that are
certain to arise. The next t.me it could
be YOU!

In order that our readers may acquaint
themselves with the type laws that can
be found to exist in many places, and
to form their own opinions of such laws,
we are reprinting the following articles
from the Wisconsin Rapids Daily Trib-
une, issues of March 7 and 8:

AUCTIONEER’S ARREST

TESTS CITY ORDINANCE

Arraigned before Justice Raymond H.

Flynn Wednesday afternoon, Ray Geve-
linger, 31, Dodgeville, pleaded not guilty
to a charge of conducting an unlicensed
auction, in violation of a 1904 city
ordinance |

Gevelinger was released on $150 bond,
and his trial was set for 10 a.m. Mon-
day, March 25.

As a result of the auctioneer’s arrest,
the Factory Outlet Store, 840 W. Grand
Ave., abandoned its scheduled five-day
auction, which opened Tuesday, and
instead is holding a regular sale in which
each article of merchandise bears a
price tag.

“We’ll sell this merchandise one way
or another,” declared Dairo Gorham,
proprietor of the store.

Challenge Validity

Gorham and his attorney, Lloyd L.
Chambers, contend that the ordinance
regulating auction sales 1s unconstitu-
tional.

Under the terms of the 53-year-old

ordinance, any individual or firm hold-
ing an auction is required to pay the
city 10 per cent of the gross sales, plus
a 310 license fee for each day of the
sale.
The state statute permitting municipal-
ities to regulate auctions sets 20 per
cent as the maximum amount of gross
receipts which can be demanded by
such an ordinance.

“Lawful Method”

Chambers commented that ‘‘selling
merchandise at auction is a lawful
method. The state or city have the
right to pass regulatory measures con-
cerning auctions, but neither state nor
city have the right to impose a fee
which in effect is either prohibitive or
oppressive’”’ of legitimate business.

““I base my opinion,”” Chambers said,
“on the 14th Amendment of the United
States Constitution, which guarantees all
persons equal protection under the law.
Opinions delivered regarding cases 1n
other jurisdictions have held that the
imposition of a 10 per cent charge
bears no relation to regulation and is
so excessive that it would have the
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effect of preventing people from holding
auctions at all.

Called Prohibitive

““Therefore, the ordinance would ef-
fectively prohibit a thing which all courts
say cannot be prohibited.”

Chambers further contended that ‘‘the
ordinance as written — if it were con-
stitutional — does not apply to Geve-
linger, but it relates to the conduct of
the business. We claim that Gevelinger
was performing services for compensa-
tion and not making sales on his own
account, nor was he engaged in business
on his own account. He was merely a
hired worker.”’

The attorney declared ‘‘there is no
other place where such high fees are
permitted, and even lesser fees than
10 per cent have been held invalid.”

“Fundamental Right”’

““We have involved here a basic funda-
mental right — one guaranteed by the
Constitution. We should all be concerned
in preserving that right—the right to
engage in lawful trade,”” Chambers con-
cluded.

The Common Council Tuesday night
refused to repeal the auction ordinance,
but referred it to the general business
committee for study and possible re-
vision.

While the council was in session, city
police ordered Gorham to report to the
police station Wednesday morning to
face a possible charge of violating the
ordinance. However, after consultation
Wednesday, authorities determined that
the charge of conducting an unlicensed
auction should be preferred against
Gevelinger, the auctioneer, rather than
against the store proprietor.

MAKE SECOND ARREST
UNDER AUCTION LAW

The second person to be arrested in
three days for allegedly violating a 53-
year-old city ordinance pertaining to the
holding of auctions, Edward G. Fleisner,
manager of the Gamble Store, 150 2nd
St. S., entered a not guilty plea in
Justice Romeo C. Plenge’s court today.

The defendant was released upon post-
ing $50 recognizance bond pending his
trial, which was scheduled for 2 p.m.
April 8.

Held “‘Dutch Auction”’

Arrested this morning by city police,
Fleisner is accused of ‘‘advertising and
conducting a ‘Dutch Auction’ ”’ at the
store he manages. The alleged offense
involved the intended sale of a bicycle,
the price of which was to be reduced
a specified amount at regular intervals
until the item was purchased.

In a statement to The Tribune Fleisner
said, ‘““We’ve been arrested for reducing
prices.”” He said that he had ‘“no idea”
the procedure would be in violation of
the auction ordinance.

““The method we used, which is pre-
determined by company policy, was
merely an arbitrary way of reducing
the price of an item which we hoped
to sell,” Fleisner declared.

Cut Price $1

He said the arrest was made after
the price of a $49.95 bike was reduced
one dollar one hour after the sale open-
ed. The starting price, he said, was the
“legitimate list price’’ of the bike.

City Atty. John J. Jeffrey said that
although the city auction ordinance does
not specifically define auctions, the city
derives its authority to have such an
ordinance from a state statute which
does cover ‘‘Dutch auctions.”

Earlier this week, Ray Gevlinger, 31,
Dodgeville, an auctioneer for the Fac-
tory Outlet Store, was also charged with
violating the city auction ordinance and
pleaded not guilty to the charge.

The ordinance requires payment of a
$10 daily license fee plus 10 per cent of
gross receipts for the privilege of hold-
ing auction sales.

Two of the world’s largest walking
draglines, purchased by England’s Na-
tional Coal Board, moved aboard 88 rail-
road cars to docks in Baltimore for load-
ing aboard ships. Built to remove im-
mense deposits of over burden from deep-
lying coal reserves, these giant ma-

chines with their 280-foot booms could
sit atop Niagara Falls and scoop up
rocks at the bottom. The excavating
buckets can move 30 tons of overburden
every minute.
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Preparation

By COL. E. T. SHERLOCK

On our recent trip to Michigan we
were greatly impressed with the mid-
winter beauty of that great state which
always seems tc¢ beckon at the de-
parture of all to return and enjoy the
splendor and grandeur of its summer-
time glory. We attended on February
24th a special meeting with the Mich-
isan Auctioneers Association, officials
and members of the various committees
implementing the coming National Auc-
tioneers Convention.

Reports and results of this meeting
were highly gratifying and show that
the Auctioneers of Michigan are on the
job and on time with plans and ar-
rangements for an outstanding program
at the 1957 National Auctioneers Con-
vention to be held in the capitol city
of Lansing July 18-19-20.

We note with special interest the suc-
cess of the Michigan Auctioneers efforts
to engage talent of the highest calibre
and arrange a convention program as
different as possible to any in the past.
All indications point to a wonderful event
and all roads lead to the great Mich-
igan vacation land next July where we
will be privileged to meet the largest
aggregation of Auctioneers, Ladies Aux-
iliary members and their families ever
assembled in the history of our pro-
fession.

The Ladies Auxiliary whose culture
and dignity rivals that of the Queens
adds much to our conventions by ele-
vating the standard of fellowship in our
organization to a high level at all times.
Every member of this fine organization
can rightfully point to the fact that
she is a contributing influence 1n the
life and success of an Auctioneer and
it is the obligation of all members of
the N.A.A. to encourage the growth and
well being of this indispensible part of
our National and State organizations.

It will take every ounce of effort we
can muster from now until July to reach
our goal in membership gain for the
year.

Let us put the best we have iInto

earnest effort now at building our organ-
ization up to where it should be today
by contacting the non-member and pre-
senting copies of ‘“The Auctioneer’ and
make known the merits of the National
Auctioneers Association.

We realize there are some Auctioneers
who will not become members — now
at least — but there are thousands who
will become members now if properly
approached, informed and invited to do
so. Let us consider membership in our
National and State Auctioneers Assocl-
ation a valuable asset and strive to in-
crease the benefits by contributing to its
growth and stability.

The business of Auctioneering is quali-
fied salesmanship — ‘“‘Let’s go a little”
out of our way if necessary to apply
it in the interest of our organization.

While this publication is not devoted
to politics and world affairs we feel that
a timely warning in its pages will not
he amiss as it helps to expose the
treacherous activities of the Soviet
Union and Communism throughout the
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world 1n their major attempt to sub-
vert the minds of youth — especially our
American youth who are being en-
couraged and especially invited by a
misnamed camouflaged organization pub-
licized as the ‘“World Federation of Dem-
ocratic Youth” to attend the Sixth An-
nual Festival of Youth and Students
in Moscow July 28 to August 11th this
vear.

This treacherous Communist move is
being publicized as non-political and in
the Spirit of Friendship and offers to
pay the expense of any youngster who
cannot afford the trip to Moscow other-
wise.

The real purpose of this misnamed,
misleading Communist enterprise is to
implant the poison propaganda of Com-
munist among the youth of the world
(and the American born is a special
prize) as a speedier means to their
purpose of World Conquest.

No true American youngster will fall
for this hoax if they and their unsuspect-
ing parents or guardians (who may un-
wittingly regard it as a fine opportunity
for their child to see an extra part of
the world) are informed through the
press, our churches, schools and all
Amer.can organizations as well as our
individual influence, of the true nature
and purpose of this intensified effort
of Communism to dupe the world into
Communistic rule eventually.

Let not one of us fail as loyal mem-
bers of a truly loyal American organ-
ization to right the mind of any youth,
parent or guardian who may entertain
the 1dea of stepping into this misleading
and treacherous Communist trap.

Kansas Officials

Plan Convention

By COL. C. E. SANDEFER, Secretary,
Kansas Auctioneers Association

Officers and directors of the Kansas
- Auctioneers Association, held a meeting
in the Augustine Auction House, Sunday,
March 10, at Salina, to set the date and
place for the second annual Convention
of this Association. It was an open meet-
ing, all Auctioneers, members and non-
members were invited and about twenty
auctioreers were there. .. ...

It was decided to hold the Second An-
nual Kansas Auctioneers Association Con-
vention at Great Bend, Kansas, on Sun-
day, June 2, 1957 at the Parish Hotel,
starting at 10 a. m. with a banquet in
the evening. A large program 1is in
store for those that will attend this
convention.

Colonel E. T. Sherlock, president of
the National Auctioneers Association,
and Mrs. Sherlock were the first to ar-
rive at the meeting. Colonel Kenneth
Crews drove from Denver, Colorado to
attend, cutting shot a vacation, to help
with the planning of the convention.
Colonel Pat Keenan and Colonel Melvin
Richardson of Seward, Kansas, were in-
strumental in getting the Convention site
at Great Band, Kansas.

Colonel Mike Wilson was appointed
Chairman of the publicity committee,
Colonel Crews and Colonel W. O. Harris
on the program committee.

Colonel Jim Kirkeminde, president of
the Kansas group arrived late at the
meeting having tangled with a speed
cop. He suggested several extra good
speakers for the convention. A full pro-
gram will be sent to this publication for
the May issue so watch for it. Auction-
eers from our Sister States are invited
to attend, and all are requested to bring
the family.

Nebraskan Heads
Cow Belles Group

PHOENIX, Ariz. — A ranch woman
from Sutherland, Neb., Mrs. M. E.
Trego, became the new president of the
American National Cow Belles during
that group’s annual meeting here 1in
January.

She succeeds Mrs. Fred Dressler of
Gardnerville, Nev.

Mrs. Robert Burghart, Colorado
Springs, Colo., a former president of
the Colorado Cowbelles, was elected to
the first vice presidency of the national
organization.

Other new officers are Mrs. Joe Oliver
of John Day, Ore.., and Mrs. L. W. Long,
Jr., Meers, Okla., second vice president,
and Mrs. Ross Haase, North Platte,
Neb., secretary-treasurer.
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To Sell Our Association
Use Salesmanship That Specities

By COL. B. G. COATS

As the officers and directors plan the
events to be staged, the goals to be
achieved, the committees to be appoint-
ed, it is paramount we remember that
our most important business is to sell
the National Auctioneers Association.
It is most apparent that they have re-
membered this in view of the large in-
crease in membership and the large
number of reinstatements. However, the
goal to be achieved has not been what
it should be and since we only have
four months left in which to achieve that
goal, hence this article to prod you
to greater efforts.

Organization is linked to the principles
of salesmanship. So is the success of
our events, our aims and our growth.
So is the success of every individual.
How well we convince others depends
upon the value we ourselves place upon
our National Auctioneers Association.
The late Charles M. Schwab, the great
salesman of steel, remarked some years
ago that, ‘“We are all salesmen, every
day of our lives. We are selling our
ideas, our plans, our enthusiasm to those
with whom we come in contact.”” How
true that is and how beautifully it ap-
plies to Auctioneers.

So our Association may continue like

any business to grow, we must have new
business. Our new business 1S new
members without which we would soon
CEASE TO EXIST. Let us look upon
our Association as individual stock-
holders as that is exactly what we are.
As stockholders we want new business,
we want to grow and expand, we want
dividends. I call upon you to stage
“OPERATION ENTHUSIASM” to use
SALESMANSHIP THAT SPECIFIES. 1
urge you to sell our Association every
day for the next four months, to sell
our ideas and our plans. Do it from
where you now stand. Do it with the
tools you have at your command.

OPERATION ENTHUSIASM calls for
every member to urge his fellow Auc-
tioneers to join our Association at once.

SALESMANSHIP THAT SPECIFIES
calls for definite selling, definite rea-
sons, definite ideas on why your fellow
Auctioneers should join our Association.
It calls for making your sales con-
versation ring — for telling your pros-
pect that in the National Auctioneers
Association:

—he will be part of an organization
built upon and dedicated to fellow-
ship.

—he will join with Auctioneers In
every phase of the Auction business.

—he will associate with Auctioneers
who have climbed the ladder of suc-
cess inch by inch.

—he will have the opportunity of ex-
changing ideas and the benefit of
years of experience.

—he will meet in national convention
every year where he will meet and
enjoy the friendship of Auctioneers
from all parts of the country.

—he will have the opportunity of be-
ing active and the cooperation of
his fellow members.

—he will have a living part in the
advancement of his profession.

—he will find that what he believed
to be a competitor is a friend.

—he will find that in the National
Auctioneers Association a fraternal
spirit that makes for better Auc-
tioneers.

Colonels, if we all engage in OPER-
ATION ENTHUSIASM and use SALES-
MAN THAT SPECIFIES we will make
many a sSale for our Association. As
stockholders our officers and directors
are counting on us — so that we can
continue to GO and GROW in the re-
maining four months. Take responsibility
on your shoulders and it will leave no
room for chips.
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Membership Increase

Again This Month

An 1ncrease of 359% over the same
period last year is the good report we
bring you regarding those whose mem-
berships were received from February
16 through March 15. In reading this
issue of ‘““The Auctioneer’”’ you will note
iIn many cases that there are things we
can do with organization — things we
are asked to do and those that we should
be doing. Our handicap has been lack
of finances and lack of numbers. Our
potential is enormous, you are in the
position to remedy our deficits — don’t
be ashamed that you are a member
of a profession that has its own trade
organization — BOAST OF YOUR PRO-
FESSION, YOUR NATIONAL AUC-
TIONEERS ASSOCIATION and others
will want to be a part.

Here are the names of those whose
memberships were received during the
period mentioned above. The Asterisk
denotes renewal.

*Col. Carl A. Hobbs, Tennessee
*Col. C. A. Morrison, Oregon

“Col. Sam Lyons, Pennsylvania
*Col. Edward Krock, Massachusetts
“Col. John W. Heist, Nebraska

Col. Cy Ferguson, Ohio

*Col. Louis L. Stambler, Hawaii
“Col. W. E. Nagy, Michigan

Col. David L. Miller, Missouri
“Col. Harold Flanagan, Iowa

Col. P. M. Montague, Indiana

Col. Norman W. Hart, Pennsylvania
Col. Cecil Ward, Texas

Col. Marion L. Pierce, Washington
*Col. Clifford L. Swan, Maine

Col. Maurice Price, Michigan

*Col. Edwin Ringler, Michigan

Col. F. C. Hendrickson, Pennsylvania
Col. F. R. O0’Connell, Pennsylvania

*Col.
“Col.
*Col.
“Col.
“Col.
*Col.
“Col.

Col.

Col.

Col.
*Col.

Col.

Col.
*Col.
*Col.
*Col.

Col.

Col.
*Col.
*Col.
*Col.
*Col.
*Col.
*Col.

Col.
*Col.
*Col.
*Col.
*Col.
*Col.

Col.

Col.
*Col.
*Col.
*Col.

Col.
*Col.
*Col.
*Col.
*Col.
*Col.
*Col.

Donald L. Castner, New Jersey
Edward Schmadeke, Illinois
Robert P. Stout, Indiana
George L. Johnson, Indiana
E. H. Lawson, Tennessee

L. W. Huffman, Ohio

Lee Frazier, Indiana

Kenneth Sargent, Kansas

Don Weaver, Kansas

E. C. McCracken, Oklahoma
E. J. Stanley, Oregon

Lester E. Peterson, Minnesota
W. W. Franks, Texas

H. Clinton Searls, New York
Ralph M. Schain, New York
Virgil F. Kimble, Oregon
Donald G. Schneider, Kansas
Edward W. Maupin, Kentucky
Don Millspaugh, Indiana
William T. Huisman, Iowa
James C. Patterson, Ohio
Russell Feeback, Missouri

R. B. Dennis, Pennsylvania
Sherman Reno, Iowa

George Reno, Iowa

E. K. Elmes, Minnesota

P. A. Engelmeier, Pennsylvania
Byron C. Waddell, Michigan
F. E. Nissen, Iowa

L. E. Drake, Michigan

Jacob Ruhl, Pennsylvania
Charles D. Roop, Maryland
Leon E. Joy, Iowa

Milton J. Dance, Maryland
Ray H. Feragen, Montana
Monroe Woods, Missouri
Victor L. Kent, New York
Robert D. Brown, Iowa

Emil J. Konesky, Ohio
Howard Harris, Jr., New Jersey
James A. Timpson, California
C. C. McNally, Texas

Canned Meat
In The U.S.

*Col.
*Col.
Col.

*Col.

M. R. Dugan, Missouri
Frederick E. Sherlock, Kansas
A. H. Heller, Pennsylvania
Harold Cohn, Georgia

Black Hills Auction School, S. Dakota

Col.

=Col.
Col.
Col.

Jim Roth, South Dakota

Dwight Ballinger, Indiana
Emmett W. Edwards, New York
Max Dubin, Dist. of Columbia

In 1954 a total of 1,441,000,000 pounds
of canned meats were processed in the
United States. That would be equivalent
to 2,800,000,000 pounds of fresh meat.

There are 96 different canned meat
items sold in grocery stores today.
Among the most popular last year were
luncheon meat, canned hams, chili and
corned beef hash.

“".
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Art Galleries Enjoy -Boom,
Artists Are Not Prospermg

By CLARENCE DEAN

NEW YORK CITY—A boom of un-
paralleled dimensions, steadily building
up for several years, has come to the art
galleries of New York.

Never have there been so many gal-
leries, and never have so many persons
been buying so many pictures. And the
galleries have broken out of their old
old neighborhood on Fifty-seventh Street
from Seventh Avenue to Park Avenue.
Today they reach from Ninty-second
Street to Washington Square and east-
ward to Third Avenue and Tenth Street.

In a decade, the number of active gal-
leries has increased more than five
times. Estimates of the rise in the num-
ber of pictures sold run as high as 500
per cent.

The clientele still includes persons of
wealth and discernment, but there are
others now whose means are more lim-
ited. There are new Kkinds of buyers —
a ‘“‘descendancy’’ in caste, as one gal-
lery entrepreneur puts it.

There are business men with whom tax
considerations may weigh as heavily as
esthetic gratification. There are young
housewives making their purchases lit-
erally or figuratively with the aid of a
swatch of fabric. There are collectors of
recent conversion who may not know
Wyeth from Weber but who know what
they like. And there are youngsters buy-
ing $75 etchings on payments of $10 a
month. ,

Measuring the gallery world 1s not
easy. Its increase in size has not made
it less individualistic. There is no board
of trade, no universality of practices
and a minimum exchange of information.
Each house is a duchy, governed accord-
ing to the lights of its chief.

There are approximately 180 galleries
in New York. During the season, from
mid-September to mid-June, an average
of forty exhibitions is opened each week,
making a total of at least 1,500 a year.

Since each show runs two to {four
weeks, the number at any one time may
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approximate 150. That is more than in
any other city of the country.

The increase in gallery activity is In-
dicated by comparison of the number
of announcements in the Sunday art
pages of The New York Times. On Feb.
10 of this year, forty-seven galleries ad-
vertised exhibitions. On Feb. 2 ten years
ago, the number was twenty-five, and
twenty years ago, on Feb. 7, 1t was
fourteen.

Galleries Often Short-Lived

The impermanence of galleries also 1is
dramatic. The Arts magazine, now de-
funct, carried the names of about forty
New York galleries in the issue of
March, 1924. Fewer than a dozen of
these are still active.

Today’s galleries are diverse not only
in location, but in nature.

They range from the ‘‘great houses™
such as Knoedler, Wildenstein and Paul
Rosenberg, with their paneled and
damask-lined viewing rooms, to the bar-
ren upstairs room of a co-operative gal-
lery on East Tenth Street.

Only general classification of gallery
specialties can be made. The lines of
demarcation are tenuous and fluid. The
““sreat houses’ deal largely in the old
masters and in the now valuable work
of the French Impressionists and post-
Impressionists and the ‘“School of Paris.”
They also may handle a few of the es-
tablished greats of other areas, both
dead and contemporary.

There is a larger number of galleries
specializing in contemporaries, with
some representation of nineteenth cen-
tury artists. Here the classification rami-
fies.

Some galleries deal exclusively In
American work, others handle contem-
poraries of any nation. Some are known
chiefly as purveyors of avant garde
work; most of the cooperatives are In
that group.

Within this maze, even among houses
of the same basic type, there are differ-
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ences attributable to the taste of their
owners. Collectors, the trade and artists
are sensitive to these nuances.

Business Boom Weighed

A common denominator, however, is
the boom in business. Even the ‘‘great
houses’ — less effected by it because
of the scarcity and price of the com-
modity in which they deal — acknowl-
edge that their active customer lists are
longer than they were.

Others are more explicit. ‘“Last year
was the best year we ever had,” says
Carmine Dalesio of the Babcock Gal-
leries. There is general agreement that
In number of sales, and probably in over-
all gross, the year set a record.

Mrs. Edith Gregor Halpert of the
Downtown Gallery, another specialist in
American art, estimates her ten-year in-
crease In volume at 500 per cent and de-
scribes last year as the best of them
all.

Many reasons are advanced for the
condition, but there is little more unani-
mity here than in other aspects of the
art gallery world.

Speaking from his fifty-four years in
the business, Mr. Dalesio does not hesi-
tate to say that there is nothing more
to it than the general prosperity of the
times. ‘““The barometer of our business,”
he declares, ‘“‘is the stock market. It rises
with A. T. & T. and Standard Oil.”’

Mrs. Halpert and Miss Antoinette
Kraushaar of the Kraushaar Galleries
disagree with him. Mrs. Halpert says that
two years ago, when the stock market
slumped badly, her business continued
to expand. She, Miss Kraushaar, and
many others feel that the base of inter-
est In the fine arts has been greatly
widened.

New Customers Arrive

“We’re getting people in the galleries
now who never would have dreamed of
coming in a few years ago,” says Mrs.
Halpert. Popularization has been one of
the consistent objectives of her estab-
lishment, which is now thirty-one years
old. She was one of the first to hold pre-
Christmas sales with ‘nothing over
$100,”” and she has encouraged install-
ment buying.

A general effort to open the door more
widely is evident. Even Miss Kraushaar,
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whose gallery has the venerability of
having been founded by her father in
1885, does not blink in descrlbmg a pamt
ing as ‘‘over-the-couch size.”

Those who believe that the increased
demand has come not only from general
prosperity but from more widespread
interest point to many factors.

An Incalculably great influence, they
say, was exerted by the art projects
of the Works Progress Administration,
which, in the middle and late Nineteen
Thirties, brought about the establish-
ment of art centers in many remote
communities.

Then came the increasing populariza-.
tion of the fine arts through mass
media, highly successful efforts of mu-
seums to raise attendance the stimula-
tion of commercial interests eager to
promote books on art, reproductions and
painting as an avocation. &

And finally, the argument goes, there
was the GI Bill of Rights, under which
thousands of veterans studied art. |

There are many statistics to support:
the belief that interest of some kind is
high. Stewart Klonis, executive director
of the Art Students League of New York,
estimates that there are 30,000 persons
in this area who have had some degree
of art training. Five thousand presently
are enrolled in art schools here. Attend-
ance at the seven principal fine arts mu-
seums last year reached 4,297,364, a gain
of 4.4 per cent from 1955.

How much all this carries over into
increased business for the art galleries
can be debated. A more tangible factor
1s the purchase of pictures with tax co=-
siderations at least partly in mind.

Since gifts to museums are tax-deduct-
ible, it is possible for a person of high
income to place himself in a lower
bracket by giving generously. This may
not be entirely mercenary. A fine paint-
ing can be bought, enjoyed for a time
and then donated.

In this growth of the business — spec-
tacularly large for whatever reasons —
the art galleries have not approached
any standardization of their traditionally
independent operations. Financial ar-
rangements with artists, scheduling of
exhibitions and even the pricing of pic-
tures all are conducted with individual-

ity.
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Some Price Criteria Used

(n pricing, there are a few criteria
more or less recognized. The value of
the Old Masters and the later, expensive
Europeans is somewhat controlled by
supply and demand and by auction
‘“floors’’ established in Paris and Lon-
don. There is a degree of uniformity in
the price of work by other recognized
artists. But to a great extent the field
is free.

The more firmly established galleries
have a general practice of representing
a definite ‘‘stable’” of artists exclusively.
It may be eight to thirty. For these
artists the galleries assume all promo-
tional responsibility and receive a com-
mission of one-third on all sales.

This arrangement is not universal,
however. There appears to be an increas-
ing practice of renting gallery space to
artists. Sometimes charges are made
for such expenses as advertising, a cata-
logue and a party to open the exhibition.

The Artists Equity Association has been
trying for several years, without great
success, to get its members to insist
upon a written contract embodying most
of the practices of the long-established
galleries.

Galleries Community Widens

With the expansion of the trade, the
Fifty-seventh Street neighborhood has
diminished as its center. Not only have
new galleries been established elsewhere,
but old ones have moved away. Among
the concerns active in the Nineteen
Twenties, Knoedler and Milch remain on
Fifty-seventh Street.

But the area of upper Madison Ave-
nue and its side streets now have Wilden-
stein, Paul Rosenberg, Babcock, Kraus-
haar, Duveen Brothers, Perls and sev-
eral others. In midtown are Kennedy,
Rehm, Downtown and Grand Central.

On Lexington Avenue near Sixty-
fourth Street is the Artists’ Gallery
which, for twenty years, has been

showmg the work of promising artists
unaffiliated with commercial galleries.
This enterprise is supported by contri-
butions from interested persons and the
artist pays no commission when a sale
1S made.

Similarly, the New York City Center
Gallery on West Fifty-fifth Street shows
work selected by a jury and asks only a
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nominal handling fee, with no commis-
sion.

Polled Herefords To
England A “First”

KANSAS CITY, Mo Twenty-one
registered -Polled Herefords have new
homes in England, birthplace of the
breed, as the result of purchases from
American breeders during November.

Now that Polled Herefords are ac-
cepted for registry in the English Here-
ford Herd Book Society, this ‘“first”
shipment will provide the foundation
animals for Polled Hereford breeding in
that country and represents the first
exportation to England from America in
the history of the breed.

Herefords originated in Herefordshire,
England, and were imported to America
in 1842. Polled Herefords developed as
an American innovation from purebred
Herefords that were born without horns.
In establishing Polled Herefords it was
natural that the English would look to
the original source, altho Herefords both
horned and polled have been exported
previously to many foreign countries.

The buying team was composed of
A. D. McLaren, Hereford breeder, from
Essex; Richard Jopson, manager of the
Hereford establishment, Home Farm in
Berkhamsted; and James Schofield of
Westmoreland. The latter, a well-known
judge and exporter of all breeds of live-
stock in Great Britain, made the actual
selection and purchases. These men
spent a busy three weeks visiting 41
herds in this country involving some
7,500 miles of travel.

Earl Of Harewood

Auction

Submitted By Col. B. G. Coats

Britain’s economizing Earl of Hare-
wood, 34, eleventh in succession to the
throne, flinched on examining his taxes
and living expenses, decided to auction
off a goodly lot of his family silverware.
Biggest prize to go on the block: a toilet
service featuring Chinese figures, once
the pride of King Charles II, valued at
several thousand dollars.
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T'HE LADIES AUXILIARY

What Is It?

By FLORENCE WENDELIN,
Historian, Henderson, Texas
The Ladies Auxiliary to the National
Auctioneers Association was organized
on July 13, 1951 in Decatur, Illinois.
There were 50 ladies who joined as
charter members. They elected Mrs.
June Holford to serve as President: Mrs.
John Norris as .Vice-President; Mrs.
Fred Ramsey as 2nd Vice-President, and
Mrs. Wendell Ritchie was elected to
serve as Secretary and Treasurer. We
are greatly indebted to the ladies who
SO generously devoted their time and
ability in founding and fostering our
Auxiliary.
The objects are to help promote and
advance the profession of Auctioneering

at all times. To help promote the in-
terest of all Auctioneers in every way
possible. And to help create and main-
tain a health and welfare program.

The Auxiliary has greatly increased
in membership since it was organized
but falls far short of the members we
should have. Anyone who is a wife,
mother, widow, or daughter of a mem-
ber of the National Auctioneers Associ-
ation is eligible for membership to the
Auxiliary. We would like for all ladies
to join before Convention time. By send-
ing a check for $5.00 annual dues or
$25.00 for a life membership to Mrs.
Virginia Rankin, Alger, Ohio, you will
become a member.

The truth itself is not believed from
one who often has deceived.

Welcome To The

Nebraska Auctioneers Convention

Hotel Pawnee

North Platte, Nebraska
SUNDAY., MAY 5TH

Every Auctioneer, his tamily and guests are cordially invited to attend
this, our Ninth Annual Convention. We welcome you neighboring State
Auctioneers to join us. Remember the date, SUNDAY, MAY 5th — Regis-

tration 10:00 a.m.

COL. JAMES W. MARTIN, President

MRS. JAMES W. MARTIN, Sec'y. Auxiliary
R e r—— e
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Tip To Buyer
Of Antiques:

See Museum

NEW YORK CITY—To the 1957 home
furnishings shopper, familiarity with mu-
seums and historical houses can breed
content. For antiques, which have an
important place in today’s decor, are
carefully documented at these institu-
tions.

Esthetically and economically the ex-
perience will be rewarding, for these
sources call a spode and spode and do
not invest crockery with this title. Ob-
servation will equip an antiques buyer
with the knowledge of which woods were
used in different countr.es aad periods,
of how a Queen Anne chair leg is turned
or an Adam table is carved and painted
or the manner in which a Venetian con-
sole is constructed.

A visit to one of the many museums
and historical houses in and around New
York (a few of which are listed below)
will insure more successful buying trips
to Fifty-seventh Street and Third Ave-
nue antiques sources.

Metropolitan Museum of Art: The most
complete assortment of American, Ital-
ian, Freach and English rooms arranged
under one roof is on view here. The

American wing includes seventeen rooms
from the seventeenth century through
the first quarier of the nineteenth cen-
tury. Early American furnishings are
exhibited in twenty additional galleries
and alcoves.

Two Italian rooms, one of the late
fifteenth century and the other of the
early eighteenth century, are in another
section of the museum. Three eighteenth
century French rooms and two English
rooms of the mid-eighteenth century
complete the collection.

Brooklyn Museum: Documentation of
American periods from the late seven-
teenth century to the last quarter of the
nineteenth century is made in twenty-two
rooms. Interiors range from those i1n-
spired by the early Dutch settlers in
Brooklyn to three recently completed
Victorian rooms (two of which are from
Saratoga Springs, one from the home
of the late John D. Rockefeller).

Newark Museum: Classical antiqui-
ties in this museum are in glass and
pottery from ancient Rome, KEgypt and
Greece. A Tibetan study room contains
an interesting collection of Tibetan cere-
monial silver from the eighteenth and
nineteenth centuries and a model altar.

“Look forward to receiving the Jewel
of all Publications every month.” R. E.
Guiss, Akron, Ohio.

PORT-A-PAGE

THE PRACTICAL
PORTABLE
PUBLIC ADDRESS
SYSTEM

PRICE-$109.50

ORDER YOUR PORT-A-PAGE FROM

HENRY RASMUSSEN, Auctioneer

St. Paul, Nebraska
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When Is An Auctioneer
Dishonest Or Crooked?

By COL. POP HESS

Here 1t 1s, March 14, 1957 — Spring is
in the air, grass is getting green,
farmers are in the fields and the sales
are numerous as they are each year
through the month of March in Ohio.
Prices on both dairy and beef cattle are
very good, farming equipment selling
very strong, feeds bring market price
and sometimes more. Farmers, dairy-
men and feeders going broke — not
by a long shot. Everyone that sells out
or holds a sale is cashing in to have
more money to invest in land and live-
stock. Farm production is not down by
any means as the boys who are buying
will be producing and the world rolls
on — a great farm and livestock United
States of America.

From your letters and cards which
I asked for, you boys like my tall stories
of 50 years an auctioneer. I am surprised
how many folks read ‘“The Case of the
Old Black Mare.”” My blunder can be
a lesson for the younger auctioneer. It
was one for me that I never forgot. As
I look at the story now it reminds me
of the Irishman, Pat, who was held
up by two thugs. The Irishman gave
them quite a battle, in fact he about
outdone them. Finally they won out
and searched him only to find a few
pennies. Asking if that was all he had
he swore it was. Then the thugs said,
“Buddy, if that is all you had why did
you put such a fight?”’ Pat replied that
he was ashamed to let them know how
poor he was. In my case I am ashamed
to let you readers know how dumb I
was as a young auctioneer.

Now here is another fifty year sale
book which happened in my first five
years as an auctioneer. At that time
we sold a lot of commercial horses in
the spring of the year. Many dealers
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would ship in draft horses from the West
and hold sales. Selling horses was right
down my alley. Not too far from my
stomping ground was a chap who rented
a barn and held sales about every two
weeks of western draft horses, selling
75 to 100 head in each sale. My fee for
such sales was $25 for the first 25 and
a dollar a head for the balance. His
sale looked like a good fee and through
some grape-vine help and careful
maneuvering I booked one of his sales.
He had some 70 head numbered. The at-
tendance was many farmers from three
counties of which were in my working
territory in sales.

Just before we opened the sale he
laid a sheet on the auction stand in
front of me listing certain numbers on
teams and individuals. Also was a list
of prices and a list of names with
instructions to sell to these men up to
the prices indicated. He said they were
order buyers. I fell for that, hook, line
and sinker. Results I had sold something
like 20 head ‘“‘on order’” out of the 70
head and my take home pay was $50
rather than $70, as his buyers were
fictitious names for protection.

However, the bad results of that ven-
ture came back with a bad kick. The
following week, farmers who did not
get horses at the sale drifted back to
look over what this dealer might have
on hand as he did a lot of trading and
private selling. Some of the horses I
had sold in the auction the week before
were recognized and they said to Mr.
Horseman, ‘I thought you sold them in
the auction?’” His answer was, “I did
too but I had that darned auctioneer,
Hess, to sell for me and he ran them
up and got stuck with them and left
them on my hands. I’'ll never use that
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crooked auctioneer again.’”

Well, that got a good airing and it
piled up in my lap, bad — Hess is a
crooked auctioneer. Really, who pulled
the trigger, a man who you believe to
be honest — he said he had orders for
the horses at a price? Could young Hess
say to him ‘I think you are a liar’? How-
ever, I fortunately had picked up that
sheet at the close of the sale and had
also preserved the settlement sheet that
was pinned to my check and for some
reason had not destroyed. Picking a
suitable opportunity at a later sale I
just called all the boys together and
showed them ‘‘Exhibit A’ in full detail
—instruction sheet and the settlement
sheet issued by Mr. Horseman. Time
healed this situation. The buying public
most all agreed with me and Mr. Horse-
man closed out and went to other lands.

Down through the years from that
time on through hundreds of sales,
marked catalogs and marked cards, I
put horsesense into them and never
had a kick back that would hurt. Al-
though that one horse auction took the
wind out of my sails for a while and
I had to live it down with truth and
actions — yet at no time did I make
it an issue excepting that one time men-
tioned above when I felt it was time
to shoot the bullseye and stop a lot
of gossip.

You will often hear folks talk of crook-
ed auctioneers — some are joking and
some mean it and some don’t know what
they’re talking about. Many who are
called crooked are the victims of a
seller to take advantage of a non-
suspecting auctioneer. Yet, it is often
the auctioneer who gets the mud thrown
in his face and many times from the
hand of the man who employed him.
So when you hear of a crooked auc-
tioneer examine the source carefully.

The word, crooked, is often used loose-
ly and not meant to hurt anyone. There
are angles in the general auction way
of life some people would call crooked
that are not dishonest but a matter of
judgment and salesmanship and no one
is hurt. All experienced auctioneers know
this and have the answer but this little
story of mine can help the younger boys
and I have them in mind when writing

16

of these experiences. I hope it can
keep them out of some mud hole they
did not make but was dug for them.
Through such times as mentioned in
this story a gentle smile and a gentle
answer will help to heal the wound and
it is such things that helps to put lead
in your backbone, to be alert and be
able to dodge the mud holes ahead.

While on this subject, I was once sell-
ing a nice offering of dairy cows for
a man I had never met and it was
my first sale in that area. It was a
nice day and a good crowd — but bidders
were scarce. I could not quite under-
stand the situation. The man I was sell-
ing for looked fat, good looking and
honest — he made a nice appearance
and gentle remarks — quite jovial in
his way of talking. So I said, ‘"Men,
what is wrong, the cows look good, the
market is good, I am at a loss to know
why you are not bidding?”’ Back from
the center of the crowd came a sharp
voice, “I'll tell you what is the matter.
That man you are selling for is a little
crooked. We are afraid to buy or bid.”

Much to my dismay and astonishment
the owner gave a big smile and said,
“Fine! But boys, outside of being a
little crooked my banker says I am a
good credit risk and if you boys find
any cow different than we represent
her bring her back and your money will
be refunded. ‘“Last fall I bought all
these cows from you farmers in this
area and I am telling you today just
what you told me about each one, so
let’s forget this foolishness and sell
cows.”” From then on he called out the
fellow’s name where he bought her as
a dry cow and in many instances that
man was in the crowd. Every once iIn
a while he would yelp out, “We are a
little crooked but in other ways we are
all wonderful people.”

To top out the day, one cow came
out and he said, ‘“Boys, this cow I bought
of Mr. So & So and I see he is here.
‘““He told me she was gentle, such a big
long-time milker, etc., I am sorry to
sell her that way. ‘‘She is the darnedest
kicker, poorest milker, in fact the
orneriest cow I ever owned. Don’t pay
too much for her as she will be high
at any price.” Who was the man? The
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owner of the sharp little voice that
came out of the crowd — That thar
man you are selling for is a little
crooked! The sale wound up satisfactory
and I had the pleasure of conducting
many cow sales to follow for this man
who was a ‘little crooked’.

Well, boys, these stories are from 50
yvear old book of memories. Wil bring you
another next month.

I wish to add another paragraph or
two regarding the story in the March
issue, ‘“Your Secretary Goes To Wash-
ington.”” I think this is one of the most
advanced steps that has happened to the
auction way of selling — the result of
organization and a wide awake Secre-
tary.

This move should awaken more than
10,000 auctioneers to the fact this Na-
tional Auctioneers Association is not just
another form of club for a good time
and pastime for auctioneers but a move
toward a goal that auctioneers years
back should have gotten busy and placed
their foot in the door on this very
subject. Many cards and letters are
coming to me daily indicating their
awakening to the path of progress
through the National Auctioneers Asso-
ciation.

I join with many auctioneers through-
out the land in proclaiming this one
instance alone should be convincing to
all auctioneers that our National Asso-
ciation of Auctioneers is on the march
for a better future for the Auct.oneer
and the Auction business in general.

Yours for Progress.

Mid-West Visits East

Col. C. B. Drake, of Decatur, Illinois,
enroute to West Peabody, Massachusetts,
visited Col. B. G. Coats, of Long Branch,
New Jersey on March 5th and 6th. To-
gether they motored to Bordentown,
New Jersey and visited the National Auto
Dealers Exchange, America’s Greatest
Automobile Auction, where Col. Drake,
sold many of the 400 automobiles that
passed before the auction block in rapid
fire order. A crowd of 300 dealers were
on hand and all participated in spirited
bidding for the many clean, sharp late
model cars.

After the sale they were joined by Mrs.
Coats, and all enjoyed a Shore Dinner,
after which they motored to the Newark
Airport where Col. Drake, enplaned for
West Peabody, where he conducts the
weekly Peabody Auto Auction. Both are
Past Presidents and active members of
the National Auctioneers Association.
While visiting the National Auto Dealers
Auction, they obtained the membership
of Col. Roop, in the N.A.A. Col. Roop
conducts the sales weekly for the Na-
tional Auto Dealers Auction.

To Rebuild Yards

LA GRANDE, Ore.—Barney Stephens
and Bob Green have announced that they
will rebuild the La Grande Livestock
Auction Company facilities and plan to
be back in operation by April 1. Fire
destroyed the local sale yard buildings
on Jan. 31.

BLACK HILLS AUCTION SCHOOL

“WHERE LIVESTOCK IS USED FOR STUDENT PRACTICE”
Terms in February and June of Each Year
School specializes in training for:

® AUCTION MARKET SELLING
® REGISTERED LIVESTOCK AUCTIONEERING
@ FARM SALE AUCTIONEERING

Classes held in the Sturgis Livestock Exchange Bldg.

WRITE TO BLACK HILLS AUCTION SCHOOL
P. O. Box 44, Sturgis, South Dakota
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By

To the people who have never heard
of you, you do not exist, therefore, if
you don’t advertise and bring yourself
to the fore, you are just one of the
hundreds of Auctioneers that live In
hopes and die in despair. Advertising
plays an important part in your daily
lives. You are guided by advertising in
the kind of cigarettes you smoke, the
clothes you wear, the automobile you
own, the house you bought, the food
you buy and every phase of your stand-
ard of living, is in some way directed
by advertising. It is a medium through
which you greet old friends, it intro-
duces yourself and your services to new
friends. It 1s your Iinvitation to them
to look you up when they are going to
have an auction sale. If you don’t ad-
vertise you don’t greet and you don’t
invite the public to avail themselves of
your services.

Advertising costs money, but you have
to spend money to make money. You
are now probably saying to yourself, ‘‘I
can’t afford to advertise,” but what you
really mean is that you can’t afford not
to advertise. I doubt if there 1s an
Auctioneer 1n the United States that is
interested in his business but what reads
every auction sale advertisement in his
local newspaper, and the first part of
the advertisement that he reads is the
name of the Auctioneer appearing in the
advertisement. For every successful
Auctioneer you will discover a program
of advertising that keeps them before
the public. Example: read the trade
journals, livestock publications, news-
papers and various kinds of periodicals.
No matter how or when their names
appear it is advertising and the more
advertising they do the more business
they do.

Now that we know what advertising
will do for us as individuals, let’s see
what it will do for us as an Association.
Let us assume that 1,000 members of
the N.A.A. advertised their auction sales
on the bottom of each advertisement
they put ‘“Member of the National Auc-
tioneers Association’’, and it does not
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cost you any more money for that ad-
ditional line, there is no way in esti-
mating the number of people that would
read the auction sale advertisements,
but we would be safe in saying that 1,000
public auction sale display advertise-
ments would attract a minimum of one
million readers. By adding that addi-
tional line you are letting 1,000,000 read-
ers or more know that there i1s a Na-
tional Auctioneers Association. You are
arousing the interest of every Auction-
eer that is not a member of the N.A A.
and they in turn begin to make inquiries
and will want to join the Association.
They will contact you for that informa-
tion because through your advertisement
they know that you are a member. It
is the power of advertising on your part
that will prompt others to do likewise.
It i1s most inspiring to read auction sale
advertisements wherein the Auctioneer
proudly states at the bottom of the ad-
vertisement ‘‘Member of the National
Auctioneers Association’”” and I read
every auction sale advertisement that
time permits and find that more and
more Auctioneers want the public and
their fellow Auctioneers to know that
they are members.

I think it was General Douglas Maec-
Arthtur who said, ‘“‘There is no security
on this earth. Only opportunity.”

Our advertising affords every one of
us opportunity. Every advertisement
will serve a dual purpose. One, it will
keep you before the public. Two, it will
advertise our Association, and the ulti-
mate results will be many new members
for the N.A.A.

If every member of the N.A.A. would
follow the suggestions given iIn every
one of their display advertisements or
classified advertisements for the next
six months, I am of the opinion that our
membership would eclimb rapidly and
it can all be accomplished by taking
advantage of the opportunity that doesn’t
cost us a dime. Will you all try it for
the next few months and help to build
our membership, help to build your own
prestige. Remember advertising 1s es-
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sential if you want to enjoy a lucrative
business and the more the Auctioneers
grow and prosper the more our ASSO-
ciation w.ll progress. Let’s go forward
in the next few months with unflagging
interest and our results will be as

Dear Sir:

Have just finished reading the
March issue of ‘“The Auctioneer’’,
and really enjoyed Col. Lou Win-
ter’s article on ‘‘Sound Advice for
the New Auctioneer.”” I think this
should apply to the old ones as
well. T know, in fact, that there
are men in the auction business
who stay drunk, lie, cheat, and
steal and I think if we have anyone
in this association like this he
should get out of the auction busi-
ness.

A ‘“‘cut-rate’’ auctioneer 1is Just
as bad. I would like to speak of an
incident that happened to me one
time. A gentleman in my home
town had some business property
for sale and we tried to get the
sale. He employed another com-
pany at a much cheaper rate than
we were asking. I saw him a day
or so later and asked him how his
property sold. He told me he didn’t
sell any of it. He said he would
never have another auction sale
and he also told me that the auc-
tioneer was the worst one he had
ever seen or heard. It seems that
the other party didn’t even try to
sell his property. I asked him why
he didn’t give me the sale and he
said, “I wish to God I had.” So
you see what I mean by a ‘“cut-
rate’”’ auctioneer. You get just what
you pay for.

If I have to under-sell the stand-
ards of the profession I will quit
and never sell again. I think that
we all should go forward instead of
backwards. Yesterday is already
gone so let’s think of tomorrow.

I think that every auctioneer
should join the National Auctioneer
Asociation and attend at least one
convent on. I will assure you that

| it will be worth your time and

fascinating as a romance.

I now take leave with a thousand
thanks for your readership, and that
these few words will Inspire you to
greater effort as something more than
mere vaporings of the 1magination.

money and you will leave more
educated and a better auctioneer.
I would advise any auctioneer to
take a course in human relation-
ship or the Dale Carnegie Course,
for it will be a great help to you.
If you have a masters degree or
not, it will really help you, for
after all, the people make your
living for you. You should be able
to understand them and talk ther
language. If you understand this,
you will be a better and more-
understanding auctioneer. After all
that is what they want; their
language spoken to them. Most of
all be sure you know what you are
selling and do not misrepresent it.
Bring out the bad points as well as
the good points. The seller and the
buyer both will love you for it. But
at all times keep a cool head and
don’t lose your temper.

I was graduated from Nelson’s
Auction School and there is one
thing he taught that we should
never forget and that is to be hon-
est and have respect for our fellow
men.

I also read about fellow auc-
tioneers having to pay high license
fees in cities and states across this
great country of ours. It cuts my
heart deep to think that city alder-
men and State Legislators put such
license fees on auctioneers. I guess
they don’t realize that an auc-
tioneer has to make a living as
well as they. I think they are
asleep and should be woke up. But
how are we going to do it? I trust
that I have said something that
will help the new and the old
auctioneer to be a better auc-
tioneer.

Best wishes for the coming year.

E. H. Lawson
Kingsport, Tenn.
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20 YEARS AGO

(From the Drovers Journal Files)

A farm of 161.50 acres owned by
Saddler & Geiger near Bloomington, Ill.,
sold at public auction at the courthouse
to E. L. Slater for $109 an acre or
$17,603.50.

53 £ *

A span of mules sold for $292 and
horses brought from $12.50 to $100 at
the sale of James Youck, Van Horne,
Iowa. Cows brought from $30 to $58.
Corn brought 30 cents a bushel and hay
sold for $10 a ton.

*® o W

A large offering of 59 Hampshire bred
sows auctioned at Sheffielg, Ill., by
Lambert Bros., made an average of $26.
The top was $50.

# i s

Twenty-five hundred persons attended
the farm sale of Gaye L. Andrews, Row-
ley, Iowa. Horses sold for $101, $84, $68,
and $54; 3-year-old colts brought $63 and
$54. Twenty-five hundred bushels of
corn sold at 49% cents to 34 cents.

A team of 4-year-old farm chunks
weighing 1,400 pounds brought $234 at
the E. R. Dodson’s sale of South Da-
kota horses at Stanwood, Iowa.

* W *

Sixty acres of blue grass pasture and
75 acres of stalk pasture sold for $15
at the closing sale of Charles W. Roush,

Columbus Junction, Iowa. Three thous-
and bushels of corn sold at 30'% cents
and 31 cents a bushel; horses brought
from $20 to $70 a head, and one team
sold for $100.

H i =

An average of $63 was realized at the

sale of 42 Duroc-bred sows held at Wil-
son, Ill., by Edellyn Farms. The top
was $155. A few boars averaged $50.

b S £ S

Three farms of the B. M. Kuhn estate
near Annawan, Ill., sold at public auc-
tion, with more than 800 acres going
for a total of more than $100,000. A rep-
resentative for an insurance company
purchased a 302 acre tract for $124 an
acre. J. O. Morissery of Bloomington
purchased the other two tracts, paying
$142.50 for a 320 acre farm and $124 for
a 240 acre tract.

‘Realtor’

The term Realtor has been registered
as the trademark of the National As-
sociation of Real Estate Boards in the
U. S. Patent Office. It may be used
only by active members of NAREB and
iIs not synonymous with real estate
dealer.

Things are tough all over — in Indiana
the justices of peace are going to adopt
a code of ethics.

NOW YOU CAN AFFORD TO TAG YOUR FURNITURE,
PRODUCE, POULTRY AND EGGS.

Protect Your Customers As Well As Yourself

No. 5 Manilla Tags with 12’ Strings Attached—
Perforated and Numerically Numbered

6000 Tags Per Case

Send for Free Samples

Please Send Check With Order

THE CLEARING HOUSE AUCTION

3084 Massillon Rd.

Satisfaction Guaranteed

Akron 12, Ohio
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Missouri’s Dugan Firm

Conducts Large Bmldmg Sale

On February 6 and 7, Col. M. R.
Dugan of the Dugan Auction Company,
Springfield, Mo., sold 228 buildings in
St. Louis, Mo. These buildings were
in the path of the new Daniel Boone
Expressway to be built soon and there-
fore all of them had to be moved.

A member of the National Auctioneers
Association, Col. Dugan is the fifth gen-
eration of his family to engage in the
Auction profession. He graduated from
the American Auction College, Kansas
City, Mo., in 1936 and started his career
as a successful auctioneer by selling
mules in Southwest Missouri and North-
west Arkansas. He now handles auctions
of all types.

Following is a reprint of an article
in the St. Louis Post-Dispatch covering
the first day of the above mentioned
sale:

Houses in Path of Highway Sell At
| Rate of One Every 5 Minutes

Buying was brisk today as an auction
began of houses in the West End which
must be removed to make way for the
Daniel Boone Expressway. The houses
were falling under the auctioneer’s ham-
mer at the rate of one every five min-
utes.

- Although sales were being made quick-
ly, there appeared little competition

among bidders ‘as the auction. began

in the 7000 block of West Park avenue.
The crowd of 150 persons, who stood
on soggy lawns and overflowed into the
street as the auctioneer moved from
porch to porch with his sales talk, in-
cluded many curiosity seekers.

The first house sold was a one-story
brick residence at 7056 West Park. It
went for $550 to a man who lives iIn
Richmond Heights. The concrete-block
garage for the home brought $50 and
a wooden fence was knocked down for $1.

The highest prices bid for the first
homes sold was $800. A one-and-one-half
story brick structure brought only $150.
One sold for only $40.

A family in one home was In the
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Col M. R. Dugan

process of moving when the auctioneer
arrived. All other structures in the block
were vacant except for one house which
had a sign on the front door saying:
“This House Still Occupied—Keep Out.”

The M. R. Dugan Auction Co. of
Springfield, Mo., which is conducting the
sale for the Cleveland Wrecking Co. of
Cincinnati, expects to sell 60 buildings
in a day, including 54 homes, four apart-
ment buildings, one duplex and one
garage.

Today’s sales will also take in homes
on the 7000 block of Wise avenue, 7000
block of Berthold avenue, the 1100 and
1200 blocks of McCausland avenue and
the 1100 block of Blendon place, all
near the Richmond Heights boundary
line with the city.

In all, 228 buildings are to be sold
at auction to clear the way for the
Expressway. Purchasers must demolish
or move them within 60 days from the
date of purchase. The structures were
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acquired from the owners, by negoti-
ation or condemnation, at prices con-
siderably higher than those paid at the
auction sale.

Modern Auction Yard
Opened On Mar. 7

YUMA, Ariz.—One of the largest and
most modern livestock auction yards in
the far west, the Yuma Valley Livestock
Auction, is now being completed here.

Nearing completion is a 130-foot build-
ing which will contain offices, restaurant
and a lobby. The building is of adobe
construction with a Spanish tile roof.
The entire auction ring and buildings will
be completely air-conditioned.

Equipment Described

The auction ring measures 50 by 60
feet. All gates leading in and out of the
ring will be electrically operated. Cattle
will be weighed on a scale opposite the
ring and as each draft is weighed, the
weight of the animals will be shown in
electric lights in front of the auection-
eer’'s post.

John Ross, young livestock man from
Phoenix, is president and general man-
ager of the auction. He said that about
2.000 stockers, feeders and fat cattle
are expected for the initial sale, March
j

Ross said there is a great need for
a livestock auction sale In that part
of the country. He pointed out that there
are nearly 100 feedlots in the Yuma
area that handle up to 5,000 cattle. The
rapid growth of the areas as a farming
and livestock section prompted him to in-
stall the auction yards here.

California Also Served

Ross said the auction will also serve
the livestock industry of California’s Im-
perial valley. He plans to handle large
numbers of stocker and feeder cattle as
well as slaughter stock.

Plans call for continued expansion of
the yards. There are approximately 100
holding pens now and a feed yard will
be constructed in the future. In addi-
tion to truck chutes, the yards also
have two rail spurs for the shipping of
cattle. All water used at the yards is
from newly drilled wells.

Indiana Membership
On The Move

By COL. GEO. W. SKINNER, Secretary
Indiana Auctioneers Association

Interest in our State Association 1is
running high. Beginning with a great
State Convention early in January, in
which attendance was cut by bad weath-
er, auctioneers throughout the state have
continued to keep mail coming to our of-
fice. In February, we sent a postcard
to everyone on our mailing list, remind-
ing them that a new year was beginning
and it was time to either renew or be-
come members of our State Auctioneers
Association. Response was very good, in
fact in the first 17 days we had in-
creased our membership 16.7%.

Below is a sample of some of the good
expressions we have been receiving:

Dear Sir:

I received your card about the 1957
dues to Indiana Auctioneers Asso-
ciation. Enclosed you will find a
check for $5.00 for the dues. I was
unable to attend the State Conven-
tion.

Sincerely yours
Col. James A. Benson,
Corydon, Ind.
Ed # *
Dear Sir:

I am very proud to be a member

of the Association.

Col. William Sanford,
Columbus, Ind.

All of which is an indication that
many, many auctioneers would like to
become members of their State and
National Auctioneers Assoclations — but
they like to be invited.

REASSURANCE

Our underwater correspondent reports
he observed a baby sardine happily
swimming with his mother when he
saw his first submarine.

Shaken with fright, he quickly swam
to his mother’s side.

“Don’t worry, honey,” assurred his
mama, ‘“‘it’s just a can of people.”



THE HARRY S
T Ttimad

You have joined with
possible the construction, in the State «
records of Harry S. Truman, Thirty-s
Chief Executive during nearly eight cr
ing an important and substantial part
period will be made available for stud
United States.

The Trustees of the F

sincerely for your contribution, and ar

Corporation.

DATED THIS _#Zxsel DAY OF

The above is a reproduction of the Certificate received |
ceeds of the sale at Auction of the Truman !




TRUMAN LIBRARY
z

ther patriotic and public spirited Americans to make
f Missouri, of a building to preserve the papers and
econd President of the United States, who served as
itical years in the history of our Nation. In that build-
of the precious historical evidence of this momentous

v and evaluation, for the benefit of the people of the

larry S. Truman Library, Inc., therefore, thank you

e pleased to enter your name upon the records of the

R PRESIDENT

M’M AT THE OFFICE OF THE CORPORATION, WASHINGTON, D. C.

from !;he Truman Library Corporation in appreciation of the receipt of the pro-
emoirs at the 1956 National Auctioneers Convention, Kansas City, Mo.
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Col. N. G. Kraschel, Famed

Editor’s Note: We are reprinting
from THE DES MOINES (IOWA)
REGISTER the following account of
the life of Col. N. G. Kraschel, one
of the great livestock auctioneers of
all time as well as a former Governor
of Iowa. Col. Kraschel’s fame as an
auctioneer came through the selling of
Shorthorn cattle when that breed was
enjoying its most successful period.
Many of our older members have been
associated on the same sales as Col.
Kraschel, others have visited his sales
and there is no doubt that any auc-
tioneer who watched him work re-
ceived a great lesson in auction sales-
manship. We thank Col. Hugh McGuire,
Holstein, Iowa, for furnishing us with
the following story.

ES * *

HARLAN, Iowa—Nelson G. Kraschel,
67, Democratic governor of Iowa from
1937 to 1939, died March 15 at his home
here. He had been ailing for several
years.

He had been in and out of an Omaha
hospital recently for several weeks.

Mr. Kraschel was the last Democratic
governor of the state until Herschel C.
Loveless, the present chief executive
was elected last Nov. 6.

Big, tall, handsome, he looked like a
bank president, earned more and dressed
better than many of the most prominent
financiers, and was one of the best
known livestock auctioneers in the
United States.

After he left the governor’s office in
1939, he was general agent for the Farm
Credit Administration in Omaha, Neb.,
until the post was abolished. He returned
to auctioneering and the overseeing of

farms he owned and the stocking of the
farms with cattle.
Born on Farm

He was born on a farm near Macon,
I11., Oct. 27, 1889. His father, a German
livestock farmer, lost his health before
Nels was 18. Kraschel manager his fath-
er’s farm for three years, when the
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farm was sold and his parents moved
to town.

He studied public speaking as prepar-
ation for the career of livestock auc-
tioneer, which he followed from the time
he was 21 until he became governor.

He drove 12 miles to Macon to take
his daily lessons from an instructor In
elocution who affected a wide-brimmed
panama hat and linen duster, rode a
bicycle and carried an umbrella.

Governor 2 Years

Kraschel was governor from 1937 to
1939, after having been lieutenant gov-
ernor from 1933 to 1937. He was the
last survivor of the greatest trio of
Democratic campaigners that ever
stumped the state together.

In the 1932 campaign, Louis Murphy
of Dubuque, candidate for United States
senator, and Clyde L. Herring of Des
Moines, candidate for governor, and
Kraschel, candidate for lieutenant gov-
ernor, effectively covered Iowa as a
team.

Kraschel’s original ambition was to
go to the senate. He ran against Murphy
in the 1932 Democratic senatorial pri-
mary, but Murphy was an easy winner
on his platform of ‘I am against pro-
hibition.”’

He ran again in the Democratic sen-
atorial primary of 1950, in which he got
a late start, and finished second to Al-
bert J. Loveland of Janesville.

1932 Ticket

He got on the 1932 Democratic ticket
through convention nomination to re-
place Francis G. Cutler of Boone who
withdrew after receiving the nomination
in the primary.

Kraschel was one of Iowa’s most out-
spoken governors, who got into trouble
and out of it through standing stubborn-
ly by his guns and facing criticism from
members of his own party with a smile
and without quibbling.

To Iowa

In 1910 Kraschel went to Harlan,

choosing it as a location because, at
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the time, Shelby county was the lead-
ing livestock county in the United
States.

He conducted sales in 26 states and
two provinces of Canada, selling more
than 50 million dollars worth of agri-
cultural property. Several animals that
passed ownership under his hammer
brought more than $10,000.

He and Mrs. Kraschel, who was Agnes
Johnson of Harlan, had three sons. The
two youngest, Dick 2nd James, were
killed in World War II.

The oldest son, Frederick, who had a

distinguished World War II career, lives
in Omaha, where he 1s factory repre-
sentative for a Michigan manufacturer
of warehouse conveyors.

Farmer’s Wife: ‘““Is this the druggist
speaking?”’

“Yes, ma’am.”’

“Well, be sure to write plain on them
bottles which is for the horse and which
is for my husband. I don’t want nothing
to happen to that horse before spring

tam? 37

plowin’.

Newly elected officers of the Michigan Auctioneers Association at their meeting held

at the Olds Hotel in Lansing, March 17.

Standing, left to right: Col. Stanley Bates,

Whitmore Lake, Director; Col. Wm. O. Coats, Union City, President; Col. Burnell
Sharp, Osseo, Director. Seated: Col. Fred W. Smiley, Saginaw, Vice-President; and Col.
Garth Wilber, Bronson, Secretary-Treasurer. Stanley Perkins, the third Director elected
for the three year term, was not present for the picture. All these gentlemen are
hard at work in preparation for the coming National Convention at the same

location, July 18-20.
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Bits Of Thought

By R. C. Foland, Real Estate Auctioneer, Noblesville, Indiana

What 1s an Auction? Seems a simple
question, doesn’t it? If you were to go
about asking this question of people, it
would seem almost silly. Even so, a
class of students in a well known auction
school were asked to write down the
definition of ‘‘an auction’” and only
about 20% of them got it correct. To
define the term is not so easy.

Perhaps about the simplest definition
would be, ‘““an auction is a public sale
to the highest bidder.”” What is a sale?
Is it not the transfer of title of property
from one to another? Simple isn’t it?
The natural and logical conclusion is
that if there is no sale, there is no
auction.

A true auction is, therefor, a condition
wherein property 1s not only offered for
sale but actually sold to the highest
bidder. If such is a true unadultrated
auction, then it would logically follow
that a true ‘‘pure bred’’ auctioneer is
an auctioneer who believes and practices
auctioneering on a genuine and absolute
basis.

What is a ‘‘crackpot’” or a ‘‘screw
ball”’ auctioneer? In my judgment, we
would hardly be justified in saying that
all auctioneers who practice the pro-
fession with fictitious, unscrupulous, by-
bidding and other forms of reservation
are all ‘“‘screw balls”’ or ‘‘crackpots.”
It might be said that they weaken the
faith of the public and admit that they
are not clever enough to practice the
business on a genuine basis.

My observation, based on long years
of practice and devotion to the auction
business, is that the business has been
retarded by some form of fictitious de-
ception.

I venture to say that if you ask the
readers of this magazine, whom 1 con-
sider the top flight auctioneers of Amer-
ica, one by one, if he believes a genuine
auction is a condition wherein property,
real or personal, is surrandered to the
public, his answer will be in the af-
firmative. In order to provote the auc-
tion business and place it on a high
moral and ethical standard, give us

more auctioneers with sincere and firm
convictions that sales should be held
honorable, open and above board.

Give us auctioneers who have suf-
ficient faith in their selling ability to
believe they can sell on the merit of
the property, the judgment of the public
and clean salesmanship.

Sheepmen Told Ram
I1s 90% of the Flock

KEIZER, Ore. — Sheepmen were re-
cently told that the ram is 80-909 of the
flock. Dr. Claire Terrill, head of the
USDA sheep-goat and f.ber section,
Beltsville, Md., said the theory ‘“‘a ram
1s half the flock’ likely is figuring too
low.

Dr. Terrill, speaking to the Marion
County Sheep Improvement Assn. here,
sald growers could double production of
most sheep by careful records and se-
lection.
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President Of Texas
Livestock Auction

Assoc. Joins N.A.A.

By JIM KIRKEMINDE

Cecil Ward, co-owner of the Gainesville
Livestock Auction Market, Gainesville,
Texas and president of the Texas Live-
stock Auction and Commission Sales As-
soclation 1s a recent new member of the
National Auctioneers Association.

Col. Ward is a native son of the great
state of Texas and a veteran of World
War II. He started his auction career
by conducting a circuit of automobile
auctions, later transferring to a circuit
of livestock auction and at present most
of his time 1s required at the livestock
auction in Gainesville. In addition, Cecil
1S an energetic and non-partial worker
for the betterment of livestock auctions
on a nationwide scale. There is little
doubt that he has furnished as much
of his own time and gasoline for the
benefit of all livestock auction markets
as any other one man. At present he
1s secretary-treasurer of the American-
National Livestock Auction Association.

Col. Cecil M. Ward

Cecil Ward is doing an outstanding job
for the State of Texas, the United States
of America and the auction profession
as well.

IT PAYS TO ADVERTISE IN
The Auctioneer

BECAUSE—-

It reaches into every state, Canada and Mexico. Because ‘“THE

AUCTIONEER” is owned by the men who read it. Because they

believe what they read in

“THE AUCTIONEER.”

Because

“THE AUCTIONEER” accepts advertising from only reliable

concerms.

If vou want to join the *“‘Preferred” class of dealers ad-

vertise in “THE AUCTIONEER.”
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Col. Sam Lyons, prominently known member of the NAA from Indiana, Pa., is
shown here as he is about to sell the Elks Building in that city. As Sam puts it,

he 1s talking to the prospective buyer like an Irish uncle. The building sold for
$58,250 which was considerably above pre-sale estimates.

Here the buyer gives his deposit check of $5,000 to Col. Sam Lyons after being
declared the buyer of the Elks Building, Indiana, Pa. Reading from left to right
in the picture are: Murray Buterbaugh, Attorney for the sellers; Col. C. E. Stoner:
Col. Sam Lyons, Mr. Brody, the purchaser; and Bill Pierce, Attorney for the pur-

chaser. The gentleman looking between Col. Lyons and Mr. Brody is Col. Wylie
Rittenhouse, NAA member of Vanderbilt, Pa.
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Col. C. E. Stoner (with Box) holds up the turkey being given away while Col. Lyons
(right) reads the name of the winner. Five turkeys were given away.

““I like the Real Estate end of the Auction profession, says Col. Lyons, adding that he
has sold 21 pieces at Auction since the Kansas City Convention. Above is a picture
of Hotel Brown in Indiana, which he will sell on April 3. This building is expected to

bring in the neighborhood of $50,000.
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Clippings By Nelson

NOTHING ANNOYS PEOPLE MORE
THAN PEOPLE! Not what they do, but
what they say.

These are Dr. Hulsey Cason’s findings:

An untidy home is less upsetting than
a person trying to be funny who isn’t.

Off-color stories cause more irritation
than radio static.

Clashing colors in one’s dress are less
annoying than over-use of slang in one’s
conversation.

Col. E. T. Nelson

Dirty apparel stirs up less resentment
than being forced to listen to idle gossip.

Being Interrupted 1n mid-speech is
more irritating than unpressed garments.

A dirty collar or a soiled shirt causes
less avoldance reaction than a dictatorial
manner of speech.

A woman’s sagging skirt is less irk-
some than her constant use of pet words
or phrases, such as ‘“‘Swell” and ‘‘See
what I mean?”’

A birthmark causes less discomfort
to others than such words as ‘‘ain’t”
and such silly questions as ‘““Is that
you?’”’

Being nagged to something we don’t
want to do, bothers us more than a
missing front tooth in the mouth of
the nagger.

A man’s dirty face is sooner forgotten
than his tendency to BOAST.
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CHARLES F. KETTERING ONCE
SAID, ‘““A man must have a certaln
amount of intelligent ignorance to get
anywhere with progressive things.”’

Perhaps that’s why a SCHOOLTEACH-
ER invented the COTTON GIN. A jani-
tor made the first microscope. A COAL
MINER invented the LOCOMOTIVE. A
PORTRAIT PAINTER invented the
TELEGRAPH.

There 1s a sign in the windowv of a
RESTAURANT which says, ‘“PLEASE
BE KIND TO OUR WAITRESSES —
CUSTOMERS we can get.”

Where will the National Auctioneers’
Convention be held this summer . . . We
know 1it’s In Michigan but I've
missed the name of the CITY so far . . .
Hope it’s near Detroit, so I can go out
to the Ford museum, again. It takes a
week to go thru it . . . carefully.

Will be looking forward to seeing a
lot of you folks again, THERE!

Col. E. T. Nelson.

$16,400 In Stamps

One of the highest prices paid at a
stamp auction for a single item was
realized during the sale of the airpost
collection of the late Dr. Charles C. Lieb,
Professor of Pharmacology at Columbia
University.

The item was a block of four stamps
from the upper right corner of the New-
foundland 1927 De Pinedo 60-cent black,
with sheet margin, in its original gum
state. It 1s one of two known similar
blocks, and brought $16,500.

The Newfoundland portion of the sale,
yielded more than $25,000. The first day
of the sale, $30,000 was realized. The
Lieb collection is considered one of the
finest in existence. Collectors and deal-
ers from every part of the country at-
tended the sale, many representing pur-
chasers from abroad.

Fair Encugh

Traffic Cop: “Why did you keep on
going after I whistled?”’

Driver: “‘Sorry, I'm pretty deaf.”

Traffic Cop: ‘“Well, you’ll get your
hearing in the morning.”



AUCTIONEERING

Auctioneering is something more than merely calling bids and making

impressions from it. It is a power to accomplish an obijective.

A tangible confirmation of this basic fact was an experience not long
ago when an International organization, having a sizable job of selling,
asked, “Would you be interested in knowing why this business was placed

with you?”

To the interest manifested, the response was “Because you grasped a
better understanding and had a fuller appreciation of what we were trying

to accomplish, and are not viewing it merely as a job of bid calling.”

This underlying thought is what motivates us in what we do and

hope to do for you.

B. G. COATS

Auctioneers Appraisers

490 Bath Avenue
Long Branch New Jersey

PHONE: Bus.: CApital 2-3599 — Res.: SHadyside 7-2621
Member: “National Auctioneers Association”
“New Jersey Auctioneers Association”

Reference: Long Branch Trust Company

Long Branch, New Jersey
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Above is a portion of the telephone operators kept busy receiving bids while Col. Fred
Smiley (below) conducts the Second Annual TV Auction for the benefit of the Polio
Foundation. See story on opposite page.
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Second TV Auction
Realizes $4.000.00

By COL. FRED W. SMILEY

The members of the Junior Chamber
of Commerce of Saginaw, have just con-
cluded their second annual Television
Auction for Polio funds. The program
was a seven evening schedule, one to
one and one-half hours each evening, or
approximately a total of ten hours. A
total of $4,000.00 was realized to donate
to the Polio Foundation. The television
time was again donated by station own-
ers of WKNX-TV. The merchandise was
donated by generous merchants and
business people of the Saginaw Valley
area. The co-operation of the viewing
audience was wonderful, and the pro-
gram created such a terrific Interest
that competitive TV stations found it
necessary to bring in special movie films
in an attempt to compete with the pro-
gram and recapture a part of their view-
ing audience. Several business interests
also are considering the program, on a
promotional basis. Which further proves
that auctions are interesting, as well as
amusing and educational.

Much more could be said regarding
the possibilities for an Auctioneer in
giving of his time and efforts for such
a worthy cause, and at the same time

having the opportunity of promoting the
Auction Profession and the National Auc-
tioneers Association as well. Also, as a
means of advertising, I know of none
better at this time. Consider, if you will,
an audience of 150,000 or more persons,
attending an Auction Sale in their own
living room or home.

‘At this moment I can’t help but think
of the Box Social, in the little country
schools of yesterday, and how near it
brought the local Auctioneer to those
folks, in his own or neighboring com-
munities. Then compare the likeness of
both. The Television Auction is just a
continuation of all the Box Socials in the
little country schools, only magnified a
thousand fold. Surely, I have much to
be grateful for, to those older Auction-
eers, and those who have gone on be-
fore me, who gave of their time and
labors so generously, to promote the
Auction Profession. Indeed, I am thank-
ful for the opportunity of serving in my
own small way, and hope that the Auc-
tion Profession and all members of the
National and Michigan Auctioneers As-
sociations will benefit in some manner.

Catastrophe
“Dad, I see they’ve published a new
dictionary containing 5,000 extra words.”’
««Great Scott! For heaven’s sake don’t
tell your mother!”

MISSING?

THE AUCTIONEER cannot follow you if your new address is

missing from our files. If you plan to move soon, send your

change of address today!
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BOOSTERS FOR “THE AUCTIONEER”

The members whose names appear under their respective states have each given
$5.00 for their names to appear for one year in support of their magazine. Is your
name among them? Watch this list of names grow.

ALABAMA
Col. R. A. Waldrep—Birmingham
Col. Tim B. Wyatt—Birmingham

ARKANSAS
Col. Ditmann Mitchell—Fayetteville

Col. Bill Tackett—Fayetteville
Col. Brady L. Wooley—Pine Bluff

CALIFORNIA

Col. H. J. Caldwell—Ontario
Col. Ray Roberson, Grover City

CONNECTICUT
Col. Richard K. Mather—Granby

DISTRICT OF COLUMBIA
Col. Ralph A. Weschler—Washington

FLORIDA
Col. Robert W. Butler—Miami

Col. Edwin Caldwell—St. Petersburg

GEORGIA

Col. Paul E. Baker—Adairsville
Col. Harold Cohn—Columbus

Col. George E. Collins—Decatur
Col. Warren H. Waldrep, Atlanta

ILLINOIS

Col. Frank Capista—Lockport

Col. Gordon Clingan—Penfield

Col. J. W. “Jim”’ Franks, Rantoul
Col. Walter Holford—Edwardsville

Col. Ray Hudson—Morrisonville
Col. J. Hughey Martin—Colchester

Col. A. R. McGowen—OQak Lawn

Col. Carman Y. Potter—Jacksonville
Col. Fred G. Quick—Aurora

INDIANA

Col. Earl B. Bales—Muncie

Col. Marshall Bilyeu—Rennselaer
Col. Art Carroll—Indianapolis
Col. John A. Case—Camden
Col. R. C. Foland—Noblesville

Millspaugh Realty & Auction Co., Marion

Col. Russell Kruse--Auburn

Col. E. Pat Patterson—Mt. Summit

Reppert School of Auctioneering
Decatur

IOWA
Col. Lyle Erickson—Cresco
Col. Wendell R. Ritchie—Marathon

KANSAS

Col. J. B. Hickerson—Wichita

Col. C. E. Sandeffer, Kansas

Col. E. T. Sherlock—St Francis

Col. Frederick E. Sherlock, St. Francis

KENTUCKY
Carter Realty Auction Co.—Scottsville

Col. Art Roberts—Harrodsburg

MAINE
Col. Clifford L. Swan—Portland

MARYLAND
Col. Robert H. Campbell—Annapolis

MASSACHUSETTS
Col. Henry A. Berman—Worcester

Col. Abe Levin—Fitchburg

MICHIGAN
Col. John M. Glassman—Dowagiac

Col. George I. Scovill, Sr.—Mt. Clemens
Col. Fred W. Smiley—Saginaw
Wilber Auction Service—Bronson

MINNESOTA
Col. Tom Gould—Minneapolis
Nelson Auction Schoei—Renville

MISSOURI

Col. Bill McCracken—Kirkwood
Col. Ken Barnicle—Rock Hill

Col. George A. Mann—Kansas City
Col. Vernon McCracken—St. Louis

NEBRASKA

Col. Dan J. Fuller—Albion

Col. Ray Flanagan—Albion

Col. J. R. Gillespie—North Platte
Col. John W. Heist—Beatrice
Col. Stacy McCoy—Arapahoe
Col. Leon S. Nelson—Albion

Col. Henry Rasmussen—St. Paul
Col. James Webb—Grand Island
Col. Rex Young—Plattsmouth

NEW JERSEY

Col. David S. Blew II, Bridgeton
Col. B. G. Coats—Long Branch
Col. Ralph S. Day—Leonia

Col. Ben Greenfield—Newark

Col. Russ Tinsman—Hackettstown
Col. Herbert Van Pelt—Readington
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BOOSTERS FOR “THE AUCTIONEER”

NEW MEXICO SOUTH DAKOTA
Col. Elmer Bunker—Albuquerque Black Hills Auction School—Sturgis
Col. John A. Overton—Albuquerque

TENNESSEE
NEW YORK | Col. Clive Anderson—Nashville
Col. Paul W. Calkins, Peru Col. L. B. Fuqua—Nashville
Col. Arnold Ford—Constableville Col. J. Robert Hood—Lawrenceburg
Col. Benjamin F. Hayes—Forest Hills Col. H. C. “Red” Jessee—Morristown
Col. Maxwell L. Kallor—New York
Col. Victor L. Kent—Cuba TEXAS

Col. Gerald N. Mead—Owego
. ‘ Col. Kenneth Bozeman—Lubbock
Col. David H. Tracy—Dansville Col. Don Estes—San Angelo

Col. Sidney White—New York .
: : Col. Tommie Jeffreys—Andrews
Col. Harris Wilcox—Bergen Col. Lyle Sweet—San Antonio
Col. W. J. Wendelin—Henderson
NORTH CAROLINA

Col. Cayte D. Carpenter—Claremont VIRGINIA
Col. Turner Kees—Hickory Col. W. F. Artrip, Jr.—Winchest
Col. Angus A. Simpson—Rutherfordton . PiERy & mcnester
OHIO WEST VIRGINIA
Col. H. C. Staats—Charl

Cols. Bailey-Murphy-Darbyshire Co. — arleston

Wilmington
Col. R. E. Guiss, Akron W|15C°N5|N -
Gerald C. Merritt—Blacklick Col. Fred C. Gerlach—Brookfield
Col. Harry Van Buskirk—Norwalk Col. Vince Hanson—Manitowoc

Col. W. C. Heise—QOconto

1. Clyde M. Wilson—Mari
Col. Clyde M. Wilson—NMarion Col. Don Lloyd, Oshkosh

Col. Jim Wilson—Youngstown
Col. Lou Winters—Toledo

WYOMING

Col. Wm. M. Leibee—Buffalo
OKLAHOMA ' .
Col. V. K. Crowell, Oklahoma City Col. Dale Shelton, Jr.—Sheridan

ELSEWHERE
PENNSYLVANIA The Ladies Auxiliary to the
Col. Tom D. Berry—West Newton National Auctioneers Association
Col. Q. B. Chaffee & Son—Towanda
Col. P. A. Engelmeier—Pittsburgh QUEBEC
Col. Jacob A. Gilbert—Wrightsville Col. Art. Bennett—Sawyerville
Col. Sam Lyons—Saltsburg
Col. R. E. Parke—Greensbhurg TERRITORY OF HAWAII
Col. Oliver M. Wright—Wexford Col. Louis L. Stambler—Honolulu

HELP FILL THIS PAGE
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Scranton, Pa., Man

Affiliates With NAA

By COL. WAYNE R. POSTEN, Pres.,
Pennsylvania Auctioneers Association

It is with pleasure that I enclose the
Membership application card and check
covering the same, also for a letter
head emblem, for Col. Foster C. Hen-
drickson of 414 Willow Street, Scranton,

Pennsylvania.
The entrance of Col. Hendrickson into
the Pennsylvania auctioneering field

marks the revival of the practice of
auctioneering in Scranton which is Penn-
sylvania’s fourth largest city with a pop-
ulation of 125,000.

Despite the fact that Scranton, forty
years ago, boasted a flourishing auction
business under the leadership of a
somewhat colorful and spectacular in-
dividual, Col. Cummings, it seems that
interest in auctions and auction methods
died iIn this area with the passing of
this highly respected individual.

Of course, auctions were conducted
now and then when the demand came:
but always by auctioneers coming from
some adjoining county or state.

Your writer was' called to this city
quite a number of times during the
years when the services of an auction-
eer were required, but being already
quite busy in our own area, "ve lacked
the time required to properly develop
auction in this city and county.

Quite often we suggested this area
to young auctioneers trying to get es-
tablished but all seemed to feel for one
reason or another, the tack was not
for them.

Our efforts were not in vain, however,
as about two years ago Col. Edward
Von Bergen opened his auction galler-
ies at Chinchilla Pennsylvania, in Lacka-
wanna county but still leaving the city
of Scranton without a resident auction-
eer.

Col. Von Bergen, now an active mem-
ber of our State and National Associa-
tions, has already established an auc-
tion business and reputation in his coun-
ty of which we have reason to be proud.
Now the coming of Col. Hendrickson as
the only city resident auctioneer of
Scranton, marks another forward step
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in development of auction methods in
one of our state’s larger counties.

Col. Hendrickson, who has taken as
his business slogan, ‘‘Foster the Friend-
ly Auctioneer’” has long been a resi-
dent of his county. A leader in church
and charitable work he has been active
as a Scout Leader in his county for
some years past. He also owns and op-
erates the Foster Printery on Sanderson
Avenue, Scranton.

February 11, he assisted at a large
auction liquidation of Restaurant Fix-
tures and Supplies of the Blue Lantern
Tea Room, Wyoming Avenue, Scranton,
and reports numerous bookings for the
coming spring and summer.

I am pleased to state he has already
advised me of his plans to be with us
at the coming National Convention in
Michigan which to my mind is a must
on the calendar of progressive auction-
eers.

Newcomer Heads

Brangus Breeders

VINITA, Okla.—Floyd E. Newcomer
of the Yuma Valley Cattle Co., Yuma,
Ar.z., is the new president of the Ameri-
can Brangus Breeders’ Assn., which
headquarters here. Newcomer was elect-
ed a few days ago at the annual meet-
ing In San Antonio, Texas. His firm is
one of the foremost western breeders of
Brangus cattle.

Owen Womack, Menard, Texas, was
named vice president, and Ed Schock,
Kansas City, Mo., secretary-treasurer.

Jesse L. Dowdy, Vinita, is executive

secretary.
Directors include L. L. Clymer, Mar-
ion, Ohio; Jack Boote, Worthington,

Minn.; Schock; Lewis Reinhart, Stutt-
gart, Ark.; Bruce Dawson, Attlee, Alta.,
Canada; Womack; and J. R. Canning,
Eden, Texas.

Members at the meeting were enthusi-
astic over rapid increases in number of
Brangus, as well as their spread through-
out this country and into Canada and
Mexico.

Habits are either bobbers or sinkers,
cork or lead. They hold you up or hold
you down.
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Max Baer Auctions

March of Dimes Bull

RED BLUFF, Calif.—Max Baer, form-
er title-holder of the heavyweight world
fistic crown, proved to a rafter-hanging
crowd of more than 2,000 that he had a
heart as big as the March of Dimes bull
he was auctioning here Feb. 9.

The former champ clowned and cajoled
the capacity crowd into donating $9,100
on RP Eleation, the Hereford bull do-
nated by A. K. & R. K. Humphries,
Rancho Paraiso, Concord.

This colorful event — that precedes
the Hereford auction on the last day of
the 3-day annual Red Bluff Bull Sale —
has had an impressive list of guest auc-
tioneers. But almost to a man the crowd
agreed that no one could touch the giant
pugilist when it came to tugging the
heartstrings and opening the pocketbooks
of the assemblage. The money donated

to the March of Dimes at this year’s
event nearly tripled last year’s dona-
tions.

Once again, after some 50 ‘‘pur-
chasers’” had made their donations, final
closing bid on the bull was turned in by
Mr. and Mrs. Charles Stover at $1,250.

Baer had plenty of help from an heroic
little 5-year-old lass in leg-braces, Linda
Lou — polio-victim who was stricken
less than a year ago. Her recovery has
been made possible by March of Dimes
donations.

The most furious letter I ever read
was shown to me by an airline exec-
utive. Written by a Japanese whose
luggage was misplaced, it went: ‘“‘Mr.
Baggage Man, United States of Los
Angeles, Gentlemen, Dear Sir: I dam
seldom where suitcase are. She no fly.
You no more fit a baggage master than
for crysake out loud. That’s all I hope.
What the matter you?”

YOU MISS
SO MUCH

When Yau Are
on the Ouliide

Membership in the National Auctioneers Association
provides an invaluable association, a useful service, and
a proper place in our united activity for the betterment
of all Auctioneers and the Auctioneering profession.
YOU are invited to share in our constant campaign for

progress and growth.

Join Now

NATIONAL AUCTIONEERS ASSOCIATION

803 S. Columbia St.

Frankfort, Ind.
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Don’t Be A Knocker

By COL. B. G. COATS

The subject of this short article is the
result of an auction sale that I could not
take because of a previous sale. Being
in a hurry to dispose of her personal
property she engaged an Auctioneer far
distant from her domicile.

About two weeks subsequent to her
sale she stopped in the office to see me
and immediately began degrading the
Auctioneer. There just wasn’t anything
good that she could say about him or
the efforts he put forth in her behalf.
After listening to her bat the breeze
until such time as I thought she had
exhausted her vocabulary, I said, ‘“Lady
I am very glad that a previous com-
mitment prevented me from conducting
your sale. Had I been able to serve
you, you would no doubt be lambasting
me to others just as you are the Auc-
tioneer that you engaged. He no doubt
did the best he could for you but to
some people the best is never good
enough and apparently no matter what
the results of your sale was, no Auc-
tioneer could have given you satisfac-
tory results.”

I went on to recite that the worst
habit a person can acquire is that of
talking behind a fellow’s back, thus
taking unfair advantage of him at a
time when he is unable to defend him-
self. Why should his faults, in her
opinion become a choice morsel of
gossip to be whispered to others? To
do so is nothing short of rank cowardice,
for 1f he was present, you would not
think of telling others of his short-
comings. What his faults are to you are
of no concern to others. If he did the
best he could that should satisfy you.
If you would show your true colors, go
to him and point out his faults to him,
and by so doing, you may be instru-
mental in helping him overcome them.
Of course, he has faults, I have faults,
you have faults, everybody has faults,
but it does not pay to tell others of
them behind their back. Your faults
may be worse than those of the Auc-
tioneer you are making known to other
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people. The thing to do is to remain a
friend to him, thus making life sweeter
for both yourself and the Auctioneer.

Word reached me indirectly that the
lady did have a very successful sale.
In the course of business I crossed paths
with her Auctioneer and he went on at
great length how difficult it was to satis-
fy some people and mentioned this par-
ticular sale, but not once did he say
anything but what was favorable of his
client and he had full knowledge of the
incorrect things that had been said
about him. My admiration for him was
tremendously increased. My respect for
her was enhanced, as not only did she
apologize to him but has become a
real booster in his behalf. How nice
it is now that both are good friends,
that she has saw the light and knows
that there is a way to forget the fauls
of others, by remembering her own.

Get an extra BANG out of doing some-
for somebody. Don’t be a Knocker. Be
a booster. An Auctioneer that has
friends must be a friend and show him-
self friendly. Don’t be a knocker, and
always remember that the first screw
to become loose in an Auctioneer’s
head is the one that controls the tounge.

If your client should be dissatisfied
with the results of your efforts and abil-
ity, try the next time twice as hard to
please. Don’t make excuses and don’t
be a knocker. Take the results of every
sale as a stepping toward better re-
sults at every future sale. Speak kindly
of your clients, of your fellow Auction-
eers and they will speak kindly of you.

PAYS TO ADVERTISE

“Why don’t you advertise?’” asked
the canvasser of a man who ran a
small neighborhood store.

“Because I'm against advertising,”
the man answered.

uwhy?n

“It don’t leave a man no time,”’ was
the reply. “I advertised once last year
and I was so busy I didn’t have no time
to go fishing the whole summer.”
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'i‘he Auction Method
Needs Much Selling

By COL. RALPH FORTNA

The inequities of some court-approved
sales are enough to make the average
auctioneer wince and wonder. Recently,
I learned of a court-approved sheriff’s
sale of excellent office equipment. I
called upon the respective attorneys for
the mortgagor and the mortgagee. The
former was indifferent and stated that
nothing could be done about it. The
mortgagee and his attorney were inter-
ested and asked the court for permission
to employ an experienced auctioneer.

At first the judge was not interested
and definitely would not approve the
regular commission. Finally he stated
that he 'would approve payment of $150
or 1%, whichever was greater, and added
that he thought that sufficient for any

auctioneer. The court order for the sale,
listing 387 items, was printed verbatim
under Legal Notices in 10 issues of two
daily papers and also in another news-
paper. The legal notices cost about
$1,800. Court costs and attorney fees in-
creased the costs considerably.

Reluctantly, I took the court’s offer
to show what an experienced auctioneer
could do. The mortgagee and sheriff
thought the sale would take two days.
About 300 persons attended the start of
the sale. It totaled $15,496.50 and 312
lots were sold in 200 minutes. Experi-
enced buyers told me that they thought
the sale totalled from $3,000 to $4,000
more than the inexperienced sheriff
would have obtalned.

It will take organization and a lot of
work, legal expense and lobbying to
obtain state laws favorable to the public
welfare, heirs of estates, mortgagors
and auctioneers but it can be done in
time, I hope.

Col. Ralph E. Fortna, Denver, Colo., conducting ‘‘sheriff’s’’ sale of office equip-
ment. See story on this page.
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The Live Stock Auction

By C. 0. (CES) EMRICH

Throughout the years that I have been
receiving the official publication of ‘““The
National Auctioneers Association’” 1
have read several articles with respect
to certain sales organizations that sell
all of their merchandise by auction. I
thought it might be of interest to you
to learn about a business that is being
conducted here at Norfolk, Nebraska by
several members of the National Auc-
tioneers Association.

This is a Livestock Auction Market.
A market that has been in existence
since 1921 and throughout the years has
grown to a point where it selis as many,
if not more, head of livestock than any
auction in the United States. This mar-
ket was founded in 1921 and operated
under the management of Colonel T. O.
Ringer (now deceased), from then until
1942.

In 1942, Colonel Ringer sold his in-
terests to Otto Emrich, C. O. (Ces) Em-
rich and W. V. (Bus) Emrich, who
operated it from the year 1942 until the
vear 1955. At that time managing per-
sonnel was added with the result that
the market is now being operated by
the before mentioned plus the follow-
ing: Adolph Zicht, Donald Zicht and Joe
Bothe. Of these mentioned Adolph
Zicht, Donald Zicht, C. O. Emrich and
W. V. Emrich, are all Auctioneers. They
are all members of the National Auc-
tioneers Association. And all six of the
men are actively serving as co-managers
of the market, with the help of Frank
Marshall and Glynn Anderson as office
managers and Everett Barritt, Clifford
Gowler and George Gowler as yard fore-
men. We think this is a unique situation
in that this market is being managed
by so large a group of men, each one
realizing and assuming his responsibility
and the importance of the other.

The Norfolk Live Stock Sales Company
has continually strived to improve its
facilities throughout the years. Only
within the last year a new building has
been constructed to house the offices and
the cafe. In connection with this a
leather goods store has also been

opened.

The facilities now include enough
yards to yard upwards of 5000 head
of cattle most of which are on cement,
enough yards to hold 5000 hogs, all
of which are on cement and the most
of which are under roof, stall room for
100 dairy cows or 100 horses, two sales
rings, one in which hogs and sheep are
sold, the other in which cattle and
horses are sold; a first-class restaurant
which will feed 50 people, a new office
which includes several private offices,
and a new leather goods store.

Currently the Norfolk Livestock Live
Stock Sales Company conducts sales
three days per week throughout the year
besides a good many special sales at
different times throughout the month.
Hog sales are conducted on Tuesday
morning starting at 10:00 o’clock and
on Saturday morning starting at 8:00
o’clock. Cattle sales are conducted on
Friday starting at 8:00 o’clock in the
morning and Dairy Cattle Sales are con-
ducted each Tuesday afternoon starting
at 1:30 p.m. During certain times of
the year it is necessary to conduct two
of the sales at the same time in order
to facilitate getting all of the live-stock
sold on their respective days.

The Norfolk Live Stock Sales Company
currently has from 40 to 50 full time
employees besides others that work part
time. |

In the fiscal year ending June 30, 1956,
the Norfolk Live Stock Sales Company
sold a total of 122,144 cattle, 279,468
hogs, 903 horses and mules and 145
sheet. The total volume of livestock sold
was 402,660 head. The total value of
the livestock sold in that year was
$21,362,644.08.

Besides the above mentioned, certain
members conduct an auction service
which is called Zicht’s and Emrich’s
Auctioneers. This is a subsidiary of the
Norfolk Live Stock Sales Company.

In connection with what has already
been said, it might be mentioned that
between 7500 and 8000 market cards are
mailed from the Norfolk Live Stock Sales
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Company each week to customers and
prospective customers. Anyone interest-
ed in receiving this market card kindly
contact the management at Norfolk,
Nebraska by mail.

We would appreciate having you stop
and see us any time that you may be
in or around our town.

{4 Years Young

The phrase, you are no older than
you feel, rings true in many cases and
especially with NAA member Colonel L.
W. Huffman of Fostoria, Ohio. Although
he celebrated his 74th birthday early in
March he is still a boy at heart. For
further proof of Colonel Huffman’s
vouth we are reprinting a poem which
he recited to his friends on his birth-
day.

ALTHOUGH I AM SEVENTY-FOUR

I’'m seventy-four today boys, and
they say I’'m getting old

But I feel as young as the days of

my youth

And my heart beats strong and bold

No aches nor pains assail my limbs

I’'m getting along you know

No jollier soul you’ll seldom find

Although I'm seventy-four.

When young I used to like to walk

Down by some shady grove

With some pretty girl with laughing
eyes

I'd tell her of my love

I'd put my arms around her waist

I’d hug and kiss her you know

I’'m sure I'd enjoy it all over again

Although I'm seventy-four.

Some Chickens

These days of fast living have taken
their effect upon the farmers friend, the
laying hen. The following item was taken
from the Chicago Daily Drovers Journal
of 50 years ago:

A pair of hens that had been laying
for 35 years were reported sold at Penns-
burg, Pa., for $12. They were owned all
that time by William Stengel and were
sold at a public auction of his property.
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Actor’s Art Objects
Bring $3 Million

NEW YORK — The bulk of actor Ed-
ward G. Robinson’s art collection has
been sold to a New York art firm for
more than three million dollars, one of
the largest transactions of its kind. _

E. Coe Kerr Jr., president of M.
Knoedler & Co., century-old international
art firm, announced yesterday that the
company had bought the Robinson art.

The actual price paid for the 58 paint-
ings and one bronze — which made up
all but 14 of the Robinson art works —
was not disclosed.

The paintings are predominantly im-
pressionist and post - impressionist.
Among them are works of Cezanne,
Corot, Gaugin, Gericault, Van Gogh,
Matisse, Roualt, Seurat, Toulouse-Leu-
trec and Renoir.

Robinson, now 63, formed the collection
over a 25-year period.

Under California law, his collection
was community property and was liqui-
dated in the settlement resulting from
his wife’s divorce action.

Robinson said he could not afford to
buy the share of his wife, Gladys Lloyd,
a former actress.

Ewe Produces Ton

Of Market Lambs

A 13-year-old ewe, that weighs in the
neighborhood of 140 pounds, has pro-
duced more than one ton of market
lambs at the University of Wisconsin
branch experiment station at Spooner,
Wis.

Carl Rydgerg, in charge of the farm
sheep flock, reports that ‘“Ewe No. 10"’
has produced lambs weighing 2,016
pounds at market time.

In 11 lambings some 21 lambs were
raised. One was lost. The ewe is a
Shropshire-Western cross. The 21 lambs
have averaged 20 cents a pound for a
return of over $403. In addition the ewe
has produced 13 fleeces worth over $68.

Rydberg says the production repre-
sents excellent performance in the sheep
world.
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Herefords Average

$1.008 In Texas

SAN ANTONIO, Texas—Buyers from
California, New Mexico, Oklahoma, Tex-
as and Arkansas sure enough ‘“had a
date with the 88th’’ at the Straus-Medina
Hereford Ranch third annual production
sale at the ranch 20 miles west of here
Feb. 9.

They collected 30 sons, 20 daughters
of TR Zato Heir 88 at the right respect-
able average of $1,008. Not up to the
wishes of some. But, in spite of rumors
to the contrary it is still dry at San An-
tonio and over much of the southwest.

Auctioneers were Walter Britten a nd
Gene Watson, NAA members.

Young Auctioneer -

Lot of kids would like to be auction-
eers but very few have the chance to
swing the gavel before they are grown
up. Young Bobby Gerhart, 9-year-old son
of Mr. and Mrs. Clem Gerhart of EIKk-
hart county, Ind., is actually helping
to cry sales at the Point Community

Auction at Kimmell, Ind. He developed
early a fascination for auctioneering,
having gotten some good tips from his
cousin Wilfred Lewis. While Bobby does
actually cry livestock and merchandise
sales, he is especially in demand for
charity auctions and has helped raise a
lot of money for good causes.

He does well at school and also has
an ambition to be a crack basketball
player.

“The auctioneer’s magazine plays an
indispensable role in the protection and
advancement of the auctioneering pro-
fession.”” Col. Bob Clark, Wichita, Kas.

‘“We enjoy ‘The Auctioneer’ very much.
It is a pleasure to read and see what
auctioneers are doing in other states.”
Col. Ted Augustine, Salina, Kas.

FOR SAFETY’S SAKE
A young bull that was raised as a pet
And hadn’t gored anyone yet,
Had a sudden mad notion
That he put into motion . . .
And Pat and his pet were well met!
—Don Kinsey

Advertise the NAA

Let all the world know that you are an Auctioneer and that you are a member
of the National Auctioneers Association, with,

GOLD LAPEL BUTTONS: They attract a lot of attention because they are
attractive — $2.50 each postpaid.

ELECTROTYPES OF THE NAA INSIGNIA: Use them on your letter-heads,
envelopes, business cards and other advertising. They add distinction. $2.50
each postpaid.

DECALS: Three color decals, 4 inches in diameter. Place them on the win-
dows of your office, on your automobile and other conspicious places. They
can be used either inside or outside — on glass or other flat surfaces. 50c

each or 3 for $1.00 postpaid.

| Send your order with remittance to
THE AUCTIONEER, 803 So. Columbia St., Frankfort, Indiana
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THE LIGHTER SIDE . . .

“Fifty percent of the pecople down
there thought that we were going to be
killed during that tailspin,’”’ said the fly-
ing instructor.

“Yes, sir,” replied the student, ‘““‘and
fifty percent of the people up here
thought so too.”

You don’t worry about the kind of
troubles the other fellow has, and he
does not worry about the type you
have, so why don’t you get together
and swap troubles?

We’'ve always believed that breaking
a mirror is a good sign. It means that
you’re going to live at least another
seven years.

Hewitt: ‘“You don’t seem to think
much of him.”’

Jewell: “If he had his conscience taken
out, it would be a minor operation.”

It’s reported the King of Siam has 100
sacred white elephants and 1,000 wives.
That’s a heckovalot of elephants to take
care of.

Guide: ‘‘This castle has stood for
six hundred years. Not a stone has been
touched, nothing altered, nothing re-
placed.”

Visitor: “Ym, they must have the same
landlord we have.”

Him: “Didn’t you promise to obey me
when we were married?”’

Her: ‘“‘Certainly, dear; but I didn’t
want to start an argument on our
wedding day!”’

Spring, once heralded by the first bare
toes in the schoolroom, is now an-
nounced by the first bare midriff in
the supermarket.

To live happily in the country one
must have the soul of a poet, the mind
of a philosopher, the simple tastes of
a hermit—and a good car.

46

They laughed when I sat down to play
the piano, and kept it up until I told
a funny story.

She: ‘“Hello, landlord? There’s a drip
in the basement.”
Landlord: ‘““Your husband, I presume.”

Scotty: “Why are you riding your horse
backward?’’

Sandy: ‘I dropped a dime in his oats
this morning.”

It used to be that when a ball team
was falling off at the gate they got
some new players. Now they get a new
city.

Experience 1s what enables us to recog-
nize a mistake whenever we make it
again.

Lawyer: ‘“What’s to be different about
this will?”’

Henpecked: “‘I'm leaving everything to
my wife, providing she marries again
within a year. 1 want someone to be
sorry I died.”

Girls are judged by their figure more
than their brain. It’s easier to tell if
they have a figure.

Wife: ‘“William, how do you suppose
those dozens of empty bottles got into
the basement?’’

William: ‘I haven’t the remotest idea.
I never bought an empty bottle in my
life.”

Closer to the truth than he had meant
to be was the schoolboy who wrote on
an examination paper: ‘“‘The Armistice
was signed on the 11th of November in
1918 and since then every year there has
been two minutes’ peace.”’

Sandy MacTightish sent the doctor’s
bill to his father-in-law when the doctor
told him his wife’s tonsils should have
been removed when she was a little
girl.
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Motor Officer:
chanie?”’

Sergeant: ‘‘Mechanic? That ‘mechanic’
is so dumb he thinks you cool off a motor
by stripping the gears.”

“How’s that new me-

Said the nanny goat to the billy goat:
“You can go as far as you want to,
tall, dark and stinky—just don’t Kkid
me.”’

“Beer is better for you than water.”

“Why so?”’

“It doesn’t have to stop to change
color.”

Worried over some unclean milk re-
cently supplied school children, the ex-
cited chairman of the health committee
exclaimed: ‘“What this town needs 1s an
abundant supply of clean, fresh, Grade
A milk — and it’s time to take the
bull by the horns and demand it!”

First Baby: ‘“What changes would you
make if you could be born all over
again?’”’

Second Baby: ‘“Well, for one thing, I'd
insist on taking my milk out of a bottle.
I'm getting sick and tired of having
cigarette ashes dropped in my eyes.”

Mrs. Biggs: ‘‘Husbands are strange
creatures.”

Mrs. Jiggs: “You're telling me! Har-
vey has to sk the garage man a hun-
dred questions about the manufacture
and brand before he puts a drop of oil
into the car, but he never asks his

bartender a single question.”

Two women who hadn’t seen each other
for a long time met on the street.
““Gracious, Jean,” said one. ‘I haven’t
seen you for seven years. You certainly
look a lot older.”

“You, too, dear. I wouldn’t have rec-
ognized you except for the dress and
hat.”

The sweet little innocent was taking
an examination for a government job.
When she received her Civil Service
Commission employment application one
of the questions read: ‘‘Veterans Prefer-
ence?’’ Smiling brightly she wrote, ‘““Yes,
sallors.”
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This is the first time I've ever been
a judge in a beauty contest. I suppose
I’ll have to feel my way around.

Diner: ‘“Waiter, these veal chops are
as tough as shoe leather!”

Waiter: ‘“Why, sir, I can assure you
that less than a month ago these very
chops were chasing a cow.”

Diner: Maybe so—but not for milk.”

‘“Aren’t you ashamed,’”’ the judge asked
the man, ‘“to have your wife support
you by taking in washing?”’

“Yes, I am, Your Honor,” he replied.
“But what can I do? She’s too ignorant
to do anything better.”

If I take this castor oil, Doc, will I
be well enough to get up in the morn-
ing?

“You’d better be!”’

Since there was no one around to
blame for spilling beer in his lap, Slush
concluded that it was an inside job.

Lifeguard (with girl in his arms): “‘Sir,
I’ve just resuscitated your daughter.”

Father: ‘“Then, by gawd, you’ll marry
her!”’ .

Ah, these clever news items: ‘““A roar-
ing twister last Wednesday carried oft
Jim Benson’s house and furniture, and
all three of his children are missing.

“Neighbors donated a new bed to give
Jim and his wife a fresh start.”

“How do some of the women get those
expensive mink coats?’’
“The same way minks get ’em.”

The insane asylum attendant rushed
over to the head physician. ‘“Doctor, a
man outside wants to know if we've
lost any male inmates.”

“Why?”’ asked the medical man.

“Someone ran away with his wife!”’

“1 met a wonderful girl yesterday,”
the sergeant told his best pal. “I lay
awake half the night thinking of what
she said to me.” |

“Take a tip from me,”’ advised his
chum, ‘“or you’ll soon be awake half
the night listening to it.”
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Successful Auction
For Indiana Firm

Proving again that the auction method
is the best way to sell GOOD property
was the sale of beautiful home and
furnishings of Leonard Bell, Marion,
Ind. Here, a combination of attractive
advertising, intelligent display and good
salesmanship was responsible for one
of the better auctions of its kind in
that area.

The three bed-room ranch type home
sold for $19,500 while the furnishings
and other items added almost $5,000
more to the total proceeds. Sample
prices include: $500 for a Spinet piano;
bedroom suites from $130 to $190; re-
frigerator, $285; washer and dryer, $410;
and $400 for a deep freeze. A tent was
used for displaying and selling the house-
hold items.

The auction was conducted by the
Millspaugh Auction and Realty Co., Mar-
ion and Gas City, Ind. The members
of the firm are staunch supporters of
their State and National Auctioneers As-
sociations.

Key Role Performed
At Auction Sales

From The New York Herald Tribune

The auction world offering everything
from Old Masters to new cotton blouses,
plays a dynamic role in the varied eco-
nomy of metropolitan New York.

On a typical day Gotham auctioneers
may offer sales in office furniture, res-
taurants, sportswear, plants, a fashion-
able estate, heavy machinery, English
silver and a fish market — from fish to
cash registers.

“We handle anything from a needle
to an anchor,” one prominent auction-
eering firm reported.

Many a New York auctioneer rounded
out his best year in 1956. For some firms,
which often are run by partners or mem-
bers of a single family, the volume of
auctioned goods last year ran into seven
figures and higher.

New York City, serving as one of the
world’s auction capitals, numbers nearly

18

500 licensed auctioneers, according to the
city’s department of licenses.

On a nation-wide basis, the auctioneer’s
gavel marks a trade whose yearly sales
run Into hundreds of millions of decllars.

The auctioneer performs a key eco-
nomic function — in good times as well
as bad times. Sometimes he disposes of
merchandise, because a firm has gone
out of business. Deaths and dissolution
of partnerships often require auctions.
Finally, in an era of fast-changing pro-
duction techniques, many a sale simply
disposes of out-of-date equipment (po-
tentially useful to other buyers).

Art lovers and dealers attend sales to
purchase Queen Anne highboys, rare
crystal chandeliers, bronze Chinese
vases, wooden Indians or antique Kir-
man rugs containing 400 hand-tied knots
to the square inch.

A wise man never blows his knows.
—Southern Planter

Learn Auctioneering

At Home

Nelson Auction

School

Renville, Minn.

Home Study Course ........
(With Recordings)

Residential Classes

llllllll

Classes Begin SECOND
MONDAY of April; June
and September EVERY
YEAR!

555 Auction Sayings

Nationally Recognized School



Howdy,

Well it’s time to start preparing fur the spring sales. Yep, tim to check
your P.A. systems, cattle pens, and check your supply of printing (clerk sheets,
etc.) Another thing — be sure that you have a ;
good supply of AUCTION ARROWS on hand. Sa,
have you ever used our arrows? They are size
7" x 11” printed in Red on card stock. They are
packed 100 per bundle — 50 pointing left and 50
pointing right. We sell em fur $5.00 per 100, post-
paid. Order a good supply now!

So Long

NU-ART ADVERTISING, Dept. 2C, Centralia, Ill.
Write for Free Catalog of Printing and Supplies for Auctioneers

Be An Auctioneer

EARN BIG MONEY WRITE FOR CATALOG TERM SOON

KANSAS CITY AUCTION SCHOOL

George A. Mann, President
Auctioneer since 1919 Suite 302 Wirthman Bldg.
3102 Troost Ave. Kansas City 9, Mo.

A hint to the wise is sufficient — Every Auctioneer should know his Real Estate.

Become A Real Estate Broker

OWN YOUR OWN BUSINESS — OR — BE A QUALIFIED SALESMAN
COMPLETE HOME STUDY COURSE

Write for Information

KANSAS CITY REALTY SCHOOL

George A. Mann, President

Real Estate Broker Since 1919 Suite 302 Wirthman Bldg.
3102 Troost Avenue Kansas City 9, Mo.




FASTEST-SELLING TARPS
AT AUCTION

Farmers quickly rec-

ognize the quality and
workmanship in Hoosier Tarps.
The finest and most complete line
of Tarpaulins in America. Your sales
and repeat orders are easier and more

HOOSIER OFFERS frequent when you carry Hoosier Tarps.
o Bty FREE CATALOG!

Fastest service WRITE FOR NO. 56-WI| TODAY!

All weights and
sizes in stock

[——————— N

Hoosier Tarpaulin Company
P. O. Box 574

Lowest prices
P Indianapolis 6, Indiana

FFEighT Prepald Please send your latest Catalog of Hoosier
Tarpaulins with prices and wholesale dis-

Money back guarantee.
counts,

ADDRESS
Ty STATE
SIGNED

Tarpaulin & Canvas Goods Co., Inc.
1302 W. Washington St.
Indianapolis 6, Ind.
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