VOL. XVII
DECEMBER




SEASﬂN S GI{EETINGS




IN UNITY THERE

IS STRENGTH

I.__ _
THE AUCTIONEER
4 is the
OFFICIAL PUBLICATION
of
NATIONAL

AUCTICNEERS ASSOCIATION

901 S. Jackson St.
Frankfort, Ind. 46041

EDITOR

Bernard Hart, Frankfort, Indiana

Contributing Editors

Col. ““Pop’”® Hess, 401 Ontario Ave.,
Bellefontaine, Ohio; Walter Carlson,
Trimont, Minn., and every member of
the National Auctioneers Association.

i THE AUCTIONEER is a non - profit
publication and every member of the
NAA also owns a share of THE AUC-
TIONEER. It is published as a means
I of exchanging ideas that will serve to
promote the auctioneer and the auction

| method of selling.

The Editor reserves the right to accept
or reject any material submitted for
publication.

CLOSING DATES FOR ADVERTISING
COPY and ALL ARTICLES FOR PUB-
LICATION 15TH OF THE MONTH
PRECEDING ISSUE OF THE 1ST.

Subscription $6.00 per year.
Single copies 50 cents.

DISPLAY ADVERTISING RATES

| Full Page ........ciiiiiivininnnn. $45.00
One-half Page .. voves oo s oo 22.50
Quarter Page .........cciiiinn.n 11.25
Column Ineh: . .coox s wons vawey oo 3.00

Copyright 1966
L National Auctioneers Association

All Rights Reserved

Published the 1st of each month
except August.

National Auctioneers
Assoclation

President:

B. L. Wooley, 412 Del Rio Dr,,
Little Rock, Ark.

First Vice President:

Ralph W. Horst, Marion, Pa.

Second Vice President:

Bob Penfield, Box 111, Bowman, N. D.

Secretary:

Bernard Hart,
901 S. Jackson St., Frankfort, Ind.

Treasurer:

Henry Rasmussen, St. Paul, Nebr.

Directors:

(Terms expiring 1969) _
John L. Cummins, Cynthiana, Ky.
Ken Barnicle, Ellisville, Mo.
Paul W. Calkms, Peru, N.Y.
Russell E. Kehr, Hanover, Pa.
Russell Kiko, Canton, Ohio

(Terms expiring 1968)

John A. Overton, Albuquerque, N. M.
Dean W. Fleming, Atkinson, Nebr.
E. B. Fulkerson, Jonesboro, Tenn.
Vernell Johnson, Hartford, S. D.

si Williams, Walla Walla, Wn.

(Terms expiring 1967)

Walter Britten, Bryan, Tex.

Richard M. Brewer. Mt. Hope, Kas.
A. C. Dunning, Elgin, Il _

Ray Gevlinger, Dodgeville, Wis.
Jim Messersmlth Jerome, lda.

EXECUTIVE OFFICES

001 S. Jackson St. Frankfort, Ind. 46041



IN UNITY THERE

IS STRENGTH

Time To Take Inventory

And Count Our Blessings

BY JOHN A. OVERTON, Albuquerque, N. M.

Let’s count our many blessings this
Christmas, and be grateful for our Coun-
try and our profession; for the privilege
of serving our fellow man in what is
rapidly becoming a more respected pro-
fession to leave for those who follow in
our footsteps.

When we think back twenty years ago
— what a difference! Today the auction-
eer is selling the highest priced Pure-
bred Livestock, Land — Antiques — al-
most any field you can name, the auction
method of selling is setting new records.

The beautiful part is that new horizons,
new peaks of accomplishment, are open-
ing every year for those who are inter-
ested enough to prepare and work at it.

We see so many auctioneers who open
up in the profession and fail simply be-
cause of a lack of preparation or dedi-
cation, or knowledge of the business. I
had an auctioneer come In to see me
at 2 o’clock in the atternoon with liquor
on his breath. Who would trust him with
their life’s accumulation of material
things? He can’t control himself, why

would anyone trust him to take care
of their business?

We recently lost one of our auction-
eers in Albuquerque through death. He
had worked in the town for twenty
years. During that time some thirty-four
auctioneers had come to town, opened
auction houses, or working in other auc-
tion houses, were not able to make a
living, and moved on to greener pas-
tures. Most of their failures were caused
by a lack of knowledge, or a lack of
desire to work.

Our profession separates the men from
the boys faster than almost any other
since the poor auction is usually viewed
by the majority of the people who also
attend the good ones.

We see in every issue of ‘“The Auc-
tioneer”’, criticism of our profession and
I’'m sure a lot of it is deserved, but
ask anyone who was around twenty, thir-
ty or forty years ago and they will tell
you that every field of the profession
has progressed so that it takes a better
auctioneer to succeed in the profession
than it did in the long ago.

Today’s auctioneer should know the
value of anything he’s selling, both its
new cost and its used value. He must
know advertising, what medium pulls in
which town and where his clients’ dollar
will bring the greatest return. He must
know his community, their preference,
when and where they will pay the top
dollar for what he is selling. The old
days are over — people shop every day
in the week, not just Saturday. If you
run a sale on Saturday, your best pros-
pect may be golfing, fishing, in the
mountains hunting, or doing almost any-
thing that his leisure time (if he’s a
forty hour man) gives him the most
pleasure.

If he’s a mechanic that works until
noon on Saturday, you’ll find him a poor
prospect on Saturday afternoon. On cer-
tain liquidations three nights from 7 to
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11, if properly used, can be much more
effective and bring a much larger return
than one day, 10 A.M. to 10 P.M. When
you have something to sell that man and
wife together would pay more for than
if only one of them were there, you
might take a look and see if you're
making it hard for them to buy.

Times change — Drive In Banks, Drive
In Liquor Stores — Drive In Grocery
and Produce Stores — Drug Store Drive
In windows. Maybe we’re making it
too hard for them to get to some of
our sales.

John Q. Public goes along just so far
and then without warning, he changes.
(Note the last election). If you can’t
keep ahead of his changes you’ll pro-
bably be left without a job or business.

It’s getting close to the close of an-
other year — let’s count our many bless-
ings and take inventory of our business
and our service to make it a little better
next year, and don’t forget — Someone
is comparing your service, your setup,
your handling of the public every time
you hold an auction.

Sermon In Stone

Everybody who belongs to an association wants it to be strong, so
it can do the work it was intended to perform. Any other kind is a
nuisance all around, draining members’ energies just to keep it alive—
and the money for dues is so much down the drain. No industry or pro-
fession can afford a weak association. But strong ones dont come by
happenstance: they come “by design and not by accident.”

Like a pyramid, one of the strongest structures known to man, your
strong association tapers upward from a broad, expansive base. The
strongest wind can't bowl it over, and there is no limit to its height, so
long as the base is scaled in proportion. Another stout device is the
arch, which can support incredible weight because every brick or stone
bears its full share of the burden.

Any association is only as strong as the support it receives from all
its members. They comprise the broad base of the pyramid, which grows
bigger and more imposing in proportion to their willingness and ability
to interest more people in joining. The stones in the arch symbolize the
committee chairmen and members, who cannot shirk their responsibilities;
failure in one sector could topple the wall.

Of course, rendering support is an active, not passive, quality. No
matter where they stand at present on the organization chart, all mem-
bers have something to contribute, over and beyond their dues. For ex-
ample, they can and should, attend meetings; read all association publi-
cations, reports and other mail; send news and photographs to the editors;
name the group whenever possible in their own publicity; accept and
perform committee assignments, and keep themselves always in the
streams of association activity.

The stones in the arch of pyramid were put there to do their job.
But membership is different, being self-determined, self-propelled. The
same self-interest that motivates people to join should keep them building
together to construct and maintain a stronger, more effective association.

3
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Public Relations

BY L. “RUSTY” McCAMY
President, Texas Auctioneers Association

Good ‘Public Relations’ stand as a top
requirement in any successful business
or organization of today. Having the
right kind of ‘Public Relations’ 1s a
responsibility which rests with us as
Auctioneers, as well as our Auctioneer
Associations. Only as this responsibility
is recognized and accepted can satis-
faction and efficiency be obtained in the
Aucticn Business.

Public relations are not a mystical pro-
cess by which a person or a group can
gain an influential position, nor is it a
‘““package service’’ obtainable for a price.
It is exactly what the name implies.
Our relations with the public are largely
what we ourselves make them. They are
GOOD, MEDIOCRE, or BAD, according
to our own effort, or lack of it. Col-
lectively as members of the Texas Auc-
tioneers Association, we put an identify-
ing “STAMP” or “LABEL” on the en-
tire organization in the minds of the peo-
ple whom we meet and serve.

Our success depends on how well we
understand what influences human reac-
tions and behavior. The first thing we
must consider in our relations with other
people is the fact that we all differ as
individuals. Everyone does not act or
think alike. Each of us has a right to
his own opinion and ways of doing
things, so long as it does not interfere
with the general well-being of others.
If we expect people to be tolerant of
us, we must first learn to be tolerant
of them and avoid offending any of their
worthy principles or convictions. As in-
dividuals we differ in many ways. For
example, we differ in the sections of
the coun’ry from which we come origin-
ally, and in our special interests groups.

If we knowingly offend the principles
of one person, we may give offense to
other persons having the same or similar
principles. This may give rise to a dis-
satisfaction affecting a large number of
people. It is well to remember that we
are alike as individuals, that, among
other things, we are selfish to a greater
or lesser degree; have certain fears and

phobias; are vain and curious, and
usually have respect for outstanding
skill or ability in others.

In closing I would like to impress upon
the membership that they are persons
first before they are Auctioneers. A per-
son possesses a character, a personality
and a reputation. ‘“‘Character is what a
person is; reputation is what he is sup-
posed to be.” Character is made up of
one’s convictions, one’s principles, one’s
moral qualities. Character is what a
person is deep inside himself. Reputation
is what people think a person is; what
they give him credit for being.

Let’s band ourselves together as an
organization and promote the AUCTION
METEHOD OF SELLING by building
Character and Reputation into it.

(Reprinted from TAA Newsletter)

Competitive Livestock
Marketing Stressed

Competitive livestock marketing is a
strong, creative merchandising force dir-
ectly responsible for bringing top-quality
meat to the consuming public, stated
Lin Helton, markets representative of
the Certified Livestock Markets Associa-
tion, in an address at the 6th annual
“Changing World of Beef’’ meetings held
this past week in Montana.

“Through competition with their neigh-
bor at the market place, cattlemen have
received added incentive to improve
their product,” he added. ‘“In actively
competing to meet consumer demands,
cattlemen are producing beef that is se-
cond to none on the world market,” he
continued.

Helton cited as evidence outstanding
exhibits at livestock shows. ‘“This past
year several of our state fairs had
entries that ‘hung up’ beef carcasses
with 13.5”” loin eyes and hogs with 9”
loin eyes. Competition has brought about
these giant strides. This also serves as
a reminder to the consuming public who
competes for our products at the market
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place that ours is an industry which is
constantly striving to produce a better
product.”

The marketman said the high stan-
dards of the livestock industry have been
established by competitive determination
of price. ‘““An important factor in live-
stock development has been the recog-
nition and identity attached to competi-
tive livestock markets. This carries an
important meaning extending to those
markets generally referred to as auction
markets and to central public markets
as well. Both conduct the business gear-
ed to a fully compelitive determination
of prices upon which sales and purchas-
es are made.”

The manner of selling and merchandis-
ing livestock by auction continues to win
favor with customers, said Helton. This
is best exemplified by the rancher buying
and selling at the market, conscious ot
the fact that he is participating in a
competitive pricing institution, continued
the marketman.

Helton names specific values cattle-
men derive froin competitive marketing.
“Competitive livestock marketing provid”
es the producer with an added flexibility
in his operaton. He has the advantage
of selling any time he thinks best. He
is also allowed the advantages of more
closely considering his feed situation and
the supply flow of his type of consign
ment before he sells. He has ready ac-
cess to the kind of and quality of re-
placement stock his feed and range con-
ditions call for,”” he explained.

Helton stressed the advantages of com-
petitive marketing by certified livestock
markets. ‘‘Every certified livestock mar
ket is customer oriented,”’ he said. When
selling, the consignor is dealing with a
marketman who specializes in merchan-
dising his product and guarantees pay-
ment mmediately after the sales trans-
action,” he said.

The livestock industry must expand
efforts to publicize and merchandise its
products throughout each trade area,
said Helton. He suggested the most ef-
fective method was through cattle asso-
ciations and trade area competitive live-
stock markets, as certified livestock
markets.

Projecting into the future, Helton said,
“Another factor which accounts for fut-

ure expansion of competitive marketing
1s competition itself, competition from
other rangelands. This is the greatest
challenge facing the feeder cattle pro-
ducer at present.”

Helton commented upon the question
asked by world leaders, ‘“Can agricul-
ture produce the food and fiber for our
population ten years from now?’’ The an-
swer lies in incentive and competition.
Through incentive and competition, the
lvestock iIndustry shall continue to im-
prove its product and keep pace with
future demands.”

Auction Gets Funds
For Children’s Home

An auction sale raised a badly needed
fund for the Good Shepherd Children’s
Home, Murfreesboro, Tenn.

The Home, which is supported solely
by donations (no government funds used),
found itself with a note due one of the
local banks in the amount of $2,000. In
a meeting of the Board of Directors of
the Home it was suggested by NAA
member, Col. Albert J. Durham, that an
auction be held to raise enough money
to liquidate the note.

Cooperation was very good from all
directions. The County Judge made the
Courthouse Square available for the auc-
tion and the Mayor of Murfreesboro, pro-
vided police protection and traffic sup-
ervision during the two day event.

Donations Included Holstein heifers,
farm equipment, a piano, food freezer
and all the stores donated merchandise
from their shelves. Ladies from the
Home set up tents and served food,
which was also donated.

When the two day auction had been
completed it was found that in excess
of $3,000 had been raised. Other auc-
tioneers in the area assisted Col. Dur-
ham in conducting the auction.

The Good Shepherds Children’s Home
was chartered in Rutherford County in
1960. The home is operated strictly by
donations, as mentioned above, is non-
denominational and is for the sole pur-
pose of providing a home for children
who are not fortunate enough to have a
home of their own. There are presently
30 children living at the Home.
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J. B. Anderson, Oklahoma
Jack Churchill, South Dakota
Loy C. Tilletson, South Dakota
Paul S. Wisecup, Ohio
Herman Borress, New York
Harold P. Entsminger, Jr., Virginia
Thomas L. Robbins, Ohio
Robert W. Mitchell, Indiana
Vincent J. DiGiacobbe, Ohio
R. K. Pattin, Ohio
“ F. E. Haines, Ohio
Hubert W. Watson, Ohio
William F. Wemmer, Ohio
* B, W. Riggs, West Virginia
* R. C. Woodard, West Virginia
* Harrison L. Casto, Arkansas
Bobby R. Wright, North Carolina
* Ray D. Hall, Tennessee
* Jake Coward, Colorado
Arnold Kohlmetz, Wisconsin
Paul L. Owens, Idaho

Memberships Processed Fred J. Hullett, Michigan
Paul W. Calkins, New York

Oct. 16 through Nov. 15 Chester A. Clary, Illinois

Cliff Williams, Washington Al Cunningham, Nebraska

Leonard A. Elrod, Missouri

: : : Fred W. Radde, Minnesota
E}ﬁﬁ%ﬁ?ﬁércﬂgﬁ;ﬂ @ William A. Emerson, New York
Denzil L. Clar’k Ilinois * Edward R. Gilliland, Indiana_
Gerald Shaffer,’lndiana Thomas Harrower, Jr., Wyoming

Grace Lichtensteiger, Indiana Donald Porter, Illlq&?na
Leonard Sheinfeld, Massachusetts ghester Ft‘ls%s,_ I llr}nos
Ralph A. Weschler, Dist. of Columbia rnest St. Clair, Texas

Roger A. Hollrah, Missouri * Charles J. Ept, Ohio
Stanley Solon, New York Glen E. Leney, California
Wilbur Smucker, Ohio Arvin Utter, North Dakota

Murl Bernard, California

Newton E. Dilgard, Ohio Harold P. Higgins, Quebec
Delbert Winchester, Oklahoma William E. Berry, Indiana
George A. Shults, Oklahoma William C. Shine, Connecticut
M. B. Cline Nori;h Carolina Abe Goldstein, Ma_ssach!lsetts
Johnny Godley, North Carolina . quard Evans, M1§sour1

A. A. Bentz, North Dakota Mike Young, Michigan

Billy Barnes, South Dakota %Ohﬂ TW-ttFay,OII][lln01s
Charles J. Fischer, South Dakota Hoy r‘% e‘%., - Michi
Vernell Johnson, South Dakota Balii‘ryH ' al%ne A ﬁ gan
Harold Kirk, Kansas A, SRS NGV AR
George E. Collins, Georgia ) Donald J. Smith, Florida

: Joseph W. Mueller, Wisconsin
Jason Gardner, Ontario )
Charles Swanson, Indiana %fmld ﬁl : Emeﬁon, l\lgeu{ York
Larry D. Martin, Indiana i Te
| : Jim Wagner, Ohio
J. L. Todd, Georgia ;
: : - Bob Etherton, Washington
Richard C. Wright, Virginia ;
: : Ray S. Brock, Washington
Wayne H. Ytell, Missouri E V. Dustin. Mont
Freddie Immke, Illinois  Yg SIUSHE, OBt

Morris Weinstein, New York Melvin G. P?cey : Vi.rgiPia
Everett Yoap, Wisconsin Jame F. Williams, Michigan

D. D. Meyer, Indiana John A. Hamilton, Georgia
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Russell Kruse, Indiana
Thomas E. Taylor, Ohio
Lyle Erickson, Iowa

* Dwayne Huntington, Iowa

Don Stripe, Iowa

Howard Buckles, Iowa

Carl H. Setterburg, Iowa

Al Boss, Iowa

Robert Sherwcod, Iowa

Lynn Byerly, Iowa

Bob Winegarden, Iowa

Wendell Ritchie, Iowa

Ray Vellinga, Iowa

Ronald Ball, Iowa

Irving Leonard, Iowa

LeRoy H. Foster, Iowa

Leland Dudley, Iowa

Harold Mcllrath, Iowa

* Elmer Gronewold, Iowa

Matthew Costello, Iowa

Alan L. Smalley, Iowa

Harold H. VanSycc, Iowa

Lennis Bloomquist, Iowa

Thomas K. Coyne, New York

Leonard Willinger, New Jersey

Kenneth Gravlin, Illinois

* Willlam A. Magee, Illinois
S. J. Frey, Oregon
Bill Hall, Tenhessee

* Earl Chumbley, Tennessee

* Margie Chumbley, Tennessee
Clay Moore, Tennessee
Arold R. Peterson, Wisconsin

* Vietor V. Voigt, Wisconsin

* Paul Conrad, Wisconsin
Gerald Pearson, Wisconsin
Lloyd Hall, Georgia
Stephen L. Capper, Indiana
Everett E. Corn, Indiana
K. E. Hurlburt, Alberta

(* Indicates a new member)
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REAL WISDOM

What a man knows at 50 that he did
not know at 20 boils down to something
like this: the knowledge that he has ac-
quired with age is not the knowledge
of formulas, or forms of words, but of
people, places, actions — a knowledge
not gained by words but by touch, sight,
sound, victories, failures, sleeplessness,
devotion, love — the human experiences
and emotions of this earth; and perhaps,
too, a little faith and &a little reverence
for the things you cannot see.” — Adlai
Stevenson.

Missouri Auctioneers

Set Future Goals
BY IRV LANDOLT, SECRETARY

Members of the Missouri Auctioneers
Association met at the Missouri Hotel
in Jefferson City, October 2. Meeting
was called to order by the President,
Tony Thornton, at 10:30 A.M.

Discussion was held concerning the
subject of increasing the present mem-
bership dues. It was finally decided to
notify all members, through the Asso-
ciation’s publication, ‘“The Misscuri Col-
onel,” and vote on the subject at the
next regular meeting.

“The Missouri Colonel”” came in for
its share of discussion. All present were
in favor of its continuation and some
wanted it on a monthly basis. It was
decided to continue publication on a
quarterly plan.

Following the morning session, all ad-
journed to the main ballroom for Lunch
eon.

Opening of the afternoon session was
the introduction of all members and
guests in attendance. There were 52 per-
sons in all. Rev. Bill Barlow, Ellisville,
Mo., was guest speaker, his address be-
ing, ‘“Continuation of the Protection of
American Rights.”

Col. Thornton then told of his incon-
veniences in travelling to and from the
National Convention in Philadelphia, last
July, and Col. Ken Barnicle reported on
the Convention.

A representative of Lubin Associates
explained in detail the Investment and
Insurance Retirement Plan offered to
members of the National Auctioneers As-
sociation.

A plaque was presented to Col. Mon-
roe Woods, Popular Bluff, Mo., in ap-
preciation of his contribution to the Mis-
souri Auctioneers Association since its
incepton.

Closing event was the Fun Auction
which added $253.85 to the Treasury.
Next meeting was set for May 7, to be
held at the same location.

Some men work hard and save money
so their sons won’t have the problems
that made men of their fathers.
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Buckles Wins lowa
Auctioneers Contest

Members of the Iowa Auctioneers As-
sociation held their 17th Annual Fall
Convention at the North Holiday Inn in
Des Moines, on the 29th and 30th of
November. There were over 120 in at-
tendance. On Saturday afternoon a round
table discussion was held for the men,
while a tea in honor of Mrs. Wendell
Ritchie, National President of the Ladies
Auxiliary, was enjoyed by all the wives.

On Saturday night at 7:30 the auction
contest was held, with Leland Dudley of
Hampton as chairman. From all the tap-
es sent to the judges, ten were picked
to compete at the contest, of which five
were chosen and given plaques. The
winner of the contest was Howard Buck-
les of Keosauqua. The four runner ups
were Howard Vos, New Sharon; Alan
Smally, Corydon; Shorty Huntington,
Spencer and Don Stripe, Garden Grove.
Last years winner, Ronald Ball of Prom-
ise City, helped with the contest. Harold
H. Van Syoc of Mount Union, and Ho-
ward Buckles of Keosauqua, were chosen
to be chairman and co-chairman of next
year’s contest.

On Sunday, a smorgasbord was enjoy-
ed by all, with Leon Joy of Ames, giv-
ing the invocation. After all iniroductions
were made Warren Collins of Jesup,
gave a very interesting report on the
National Convention held last July, in
Philadelphia, Pennsylvania.

A plaque was presented to all living
presidents of the association. The presi
dents are: Leon Joy, Ames; Wendell
Ritchie, Marathon; Al Boss, Carroll;
Lyle Erickson, Cresco; Carl Setterburg,
Burlington; Warren Collins, Jesup; Clint
Peterson, Webster City; Glenn Anderson,
Gowrie; Jay Arnold, Mallard; Mike
Bloomer, Glenwood; Irving Leonard,
Elkader; Leland Dudley, Hampton; Ho-
ward Johnson, Story City and Lynn
Byerly, Glidden.

The speaker for the afternoon program
was B. C. Jamison, Manger Credit Card
Center for Mobil Oil Corporation, Kan-
sas City, Missouri. His topic was “Joe
Doaks U.S.A.”

At the business meeting Norvin Olson,

Spencer, was elected president for the
coming year. Harold H. Van Syoc of
Mount Union, was elected vice-president.
Lennis Bloomquist of Pocahontas was re-
elected Secretary - Treasurer. Howard
Buckles of Keosauqua and Robert Wine-
garden of Pocahontas, were elected dir-
ectors for a three year term along with
outgoing President Lynn Byerly of Glid-
den.

After an acceptance speech by the new
President, Norvin Olson, the meeting
was adjourned.

Ames, Iowa, was chosen for the spring
meeting to be held April 30, 1967.

Lennis W. Bloomquist
Secretary - Treasurer

Nine-tenths of the serious controversies
which arise in life result from misun-
derstandings, result from one man not
knowing the facts which to the other
man seem important, or otherwise fail-
ing to appreciate his point of view.—
Louis D. Brandeis.

THE LADIES AUXILIARY TO THE
NATIONAL AUCTIONEERS
ASSOCIATION 1966-1967

President:
Mrs. Wendell (Bernice) Ritchie,
Marathon, la.
1st Vice President:
Mrs. Dick (Kay) Dewees,
Prairie Village, Kas.
2nd Vice President:
Mrs. V. K. (Alma) Crowell,
Oklahoma City, Okla.
Secretary-Treasurer:
Mrs. Frank (Geneva) Gates, _
Litchfield, Mich.
Historian:
Mrs. Bob (Winona) Penfield,
Bowman, N. D.
Directors:
(Terms expiring 1969)
Mrs. Walter (Pearl) Britten,
Bryan, Tex.
Mrs. Kenyon (Ann) Brown,
Doylestown, Pa.
Mrs. Fred (Daisye) Ramsey,
Old Hickory, Tenn.
Mrs. G. T. (Nan) Gilbert,
Lincolnton, N. C.
(Terms expiring 1968)
Mrs. Albert (Virginia) Rankin,
Alger, O.
Mrs. Dick (Virginia) Brewer,
Mt. Hope, Kas.
Mrs. Brad (Betty) Wooley,
Little Rock, Ark.
(Terms expiring 1967)
Mrs. Ruth Marks, Abingdon, IlIl.
Mrs. Don (Eileen) Standen,
N. Ridgeville, O.
Mrs. Jim (Alma) Appleman,
Cashton, Wis.
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THE LADIES AUXILIARY

Iowa Ladies Honor
National President

The annual fall meeting of the Iowa
Auctioneers Association was held Octo-
ber 29th and 30th at the Holiday Inn,
North, in Des Moines, Iowa.

Saturday afternoon the Ladies Auxil-
iary held a tea in honor of Mrs. Wendell
Ritchie who is the retiring President of
the Iowa Auxiliary and the new Presi-
dent of the Ladies Auxiliary to the Na-
tional Auctioneers Association. The
auxiliary presented Mrs. Ritchie a beau-
tiful red rose corsage.

Sunday noon we joined our husbands
and enjoyed a delicious smorgasbord
luncheon. The Iowa Auctioneers Assoc-
iation presented Mrs. Ritchie with an
engraved plate and their congratulations.
We’re all very proud that the president
of the national auxiliary is from Iowa.

Following the luncheon and program
the auxiliary held their business meet-
ing. The meeting was called to order
by Mrs. Wendell Ritchie, President, and
Mrs. Lennis Bloomquist, Chaplain, gave
the prayer. Secretary<- Treasurer, Mrs.
Lyle Erickson, gave her report and also
read part of our constitution about the
objects of our organization. Mrs. Ritchie
urged us to attend the National Conven-
tion to be held in Chicago, in July.

The following officers were elected for
the coming year: President—Mrs. Earl
Theis, Ames; 1st Vice President — Mrs.
Howard Vos, New Sharon; 2nd Vice
President — Mrs. Ronald Ball, Corydon;
Secretary - Treasurer — Mrs. Lyle Erick-
son, Cresco; Publicity Chairman — Mrs.
Dwayne Huntington, Spencer; Historian
—MTrs. Harold Van Syoc, Mount Union;
Chaplain — Mrs. Jim Harvey, Ayrshire.
Board of Directors elected as follows:
3 year term, Mrs. Wendell Ritchie, Mar-
athon; 2 year term, Mrs. Jay Arnold,
Mallard; 1 year term, Mrs. Leland Dud-
ley, Hampton. Lynn Byerly, retiring pre-
sident of the Iowa Auctioneers Associa-
tion, installed the new officers.

e L @ =

A tea in honor of National Auxiliary
President, Mrs. Wendell Ritchie, was a
part of the Program at the Annual Fall
Meeting of the Iowa Auctioneers Asso-
ciation. In the above picture, Mrs. Le-
land Dudley is ‘‘pouring’> while Mrs.
Lyle Erickson (left) and Mrs. Ritchie
lock on.

Door prizes were won by Mrs. Myron
Tallman and Mrs. Bob Winegarden. Fol-
lowing the business meeting, coffee and
cookies were served and a social hour
was enjoyed by everyone.

Mrs. Norvin Olson,
Publicity Chairman
Iowa Auctioneers Ladies
Auxiliary

Forget the gossip you have heard,
The nagging, unkind word.
Forget your problems and their cause,
Folks’ shortcomings and their flaws.
Forget the climate if it’s bad,
The rainy holidays you’ve had.
Forget to even think the blues—
But don’t forget to pay your dues!
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The Auxiliary
Needs YOU

Since the N.A.A. has grown in leaps
and bounds in the last ten years there
is a need for more interest and partici-
pation in our Auxiliary. Our conventions
are planned for the entire family and
without the support of each and every
lady — our family atmosphere will van-
ish. It is our goal to plan activities
that will interest and unite the women
of the convention; so that life time ac-
quaintances and friendships might be
made. We try to plan tours — such as
the excellent ones in Philadelphia, Hous-
ton, Buffalo, etc. that include the entire
family. So many times at conventions
one finds that she has caught hotel-itis,
without anything to do — but the Ladies
Auxiliary has remedied this disease by
planned activities.

Our world has been a richer and better
place because of the N.A.A. Since at-
tending our first convention we look for-
ward each July to our ‘family conven-
tion vacation’. I would like to encourage
each lady to start planning NOW to at-
tend the convention in Chicago and meet
with the Auxiliary. We feel that our trips
to the conventions have been of great
educational value to our girls and the
friendships that we have made are in-
valuable.

Our leadership for 1967 is superior in
that our president is one of great cap-
abilities, spent many years of work in
our Auxiliary and has faithtully attended
every convention. Let us support her
and all strive to make this the best

year yet.
Daisye Ramsay

Christmas Values

With Christmas preparations under
way, we have reached the busiest time
of the year. Baking, shopping, wrapping
gifts, sending cards, attending Christmas
programs, we never seem to have
enough hours in each day. And even
though we say ‘‘this year will be dif-
ferent” we know it will be just as busy
as all the years before.
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The distressing part of Christmas is,
of course, the commercial side. Those
of us who sell personal property at auc-
tion have an opportunity to see the final
disposal of many a gift. The overpriced
novelty that brings a dime or quarter,
those painfully expensive toys that bring
a fraction of the original price, the
glamorous junk that was so poorly con-
structed it goes to the trash pile instead
of over the auction block.

As we face the endless shopping trips
this month, perhaps we might think in
terms of actual value. Do our young-
sters really want that over priced, over
advertised toy, or are they asking us
for something else, reassurance, affec-
tion, the knowledge that they are im-
portant to us Do our friends want ex-
pensive gifts or do they want our un-
derstanding, our support, the right word
at the right time? Do our husbands real-
ly want a big display of gifts on
Christmas morning or would they rather
face 1967 with the sense of security that
only a bank account can give?

Do we ourselves want Christmas to
be high priced or priceless?

Have a Happy Holiday and a Won-
derful New Year.

Anne Brown
(Mrs. Ken Brown)

Coloradans To Meet
During Stock Show

By ED GIBSON, SECRETARY

Colorado Auctioneers held their Fall
Meeting at the Post and Pike Cafe in
Greeley. Twenty-seven members of the
CAA, with their wives, attended the
event.

Discussion centered around ways to in-
crease their membership and plans for
their Annual Meeting. This meeting, at
which time new officers will be elected,
has been set for January 14, at the Red
Slipper Inn, 600 So. Colorado Blvd., Den-
ver. This is the first Saturday of the
National Western Stock Show and a good
attendance is expected.

One way to keep your head out of
water is to avoid expensive dives.
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For our December reading there are
always many items of interest. We can
refer to happenings of past months and
our view point on the coming year. Here
in Ohio we have had some early winter.
We had an unusual amount of snow the
first week in November, which soon
melted with the return of Indian Sum-
mer. This was followed by considerable
rain and dark, cloudy days and as of
this date (Nov. 11) we are still looking
for the sun.

We had our election on November 8,
as did all states, and the Republicans
were heavy winners. One of our Ohio
NAA members, Don Fisher, was elected
County Commissioner in Delaware Coun-
ty. That will keep Don out of mischief
for a few years and he will do a good
job for the County.

On a national basis, we will again
have a strong two party system in ac-
tion in Washington, D. C., and we look
for more concrete action in world affairs
as we enter the new year of 1967.

Each fall at election time, this writer
likes to make a few small sociable bets
on how and who will win. This year, I
was somewhat out of contact with my
favorite betting partners so around
home, in talking about the coming elec-
tion, I said I would bet a good steak
dinner with anyone that haif the fellows
on the ballot would be defeated.

This caught Mom Hess’ ear and she
took me up and said she would love to
win a bet from me and be able to eat
out in style and not have to work all
day preparing such a dinner. The joker
was that she did not catch just what
the bet meant until made and sealed
and I spent a good deal of time kidding
around about the big dinner I was sure
to win,

Well, this led to another joker. I was
sure to be the winner, now Mom says

BY
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Auctioneer Needs To
Participate In Group

COL. POP HESS

she will take time out and pay off by
cooking the dinner at home, with all
the trimmin’s and she made me go to
the store and buy the steaks and pay for
them. Now the $64 question is, “Did I
win or lose?’’ Really, the correct answer
is that just half the wager was lost.
So much for politics.

After sleeping over what I run off,
above, and it is now Nov. 12, the black
day of yesterday has cleared. The sun
is out and the world looks bright. You
know when a chap of my makeup has
to be in full retirement and the weather
keeps you in the house and for pastime
watch TV and listen to the radio and
stand up to all the various kinds of soap
suds, tooth paste anl cigarettes it en-
courages a writer to say most anything.

After taking my morning walk, enjoy-
ing the sun and the fresh air, the world
looks very bright and now I will try
and bring out a few points that may
interest our readers.

Through the months of October and
November many outstanding auction sal-
es have been held. From all reports,
the attendance has been tops as well as
the prices. Many feeder cattle sales plus
feeder pigs and lambs along with the
livestock production sales and the usual
large dispersals, a lot of money has
changed hands in these two months via
the auction route. In addition to these
sales there are also those who are quit-
ting farming. When one notes so many
quitting it first appears our great farm
and livestock production will be curtail-
ed. But we note after the season is over
there are some new faces on the scene,
some farms have been combined and the
great agricultural industry is very much
alive.

Often I have made the remark that
the profession of public sale auctioneer
is one of much importance as it is the
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auctioneer who is the important link in
the continual change of ownership of
all lines of business, farms and farm
produce. Yes, I will say our Ohio auc-
tioneers have been more than busy
throughout this year we are soon to close.

For years, an auctioneer held down
that profession as a part time issue in
connection with some other enterprise
but today that has changed. As I look
over our list of Ohio auctioneers who
are now doing the business nearly 50
per cent of them are swinging the gavel
on a full time Dbasis.

To be a complete auctioneer today one
must be better posted on values and
records regardless of the type sale, much
more so than in past years. The selling
and buying public is demanding it more
and more as the years come and go.
The goal is high but it takes more er-
perience and contacts to fill the top posi-
{ion in the auction box in modern times
as the world progresses.

One does not feel out of order to pro-
claim that the successful auctioneer of
today should be a member of and sup-
port his state and national auctioneers
associations. Here, he can have a voice
in correcting or preventing legislation as
it is needed. As we look over what is
facing our auctioneers today in the way
of regulations and restrictions, many of
which have been initiated for selfish per-
sonal gains, there is only one way to
combat them and preserve our freedom
and that is through our State and Na-
tional Auctioneers Associations.

There is a true system in all asso-
ciations, unions and in State and Fed-
eral governments, those who yell the
loudest do not drown out your vote.
Today, every man who earns more than
50 per cent of his living in the auction
business can ill afford not to participate
in the organizations that represent his
profession.

Through this fall season my mail has
not been too heavy. From what I can
note from reading ‘“The Auctioneer”, our
members are quite happy and are look-
ing forward to great years of progress
in a growing membership. As in all as-
sociaticns there can be a difference in
opinions of ils members.

As we progress there wll be changes
initiated by the officers that are elected
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by the members. Members have the
right to and should voice their opinions
in order to guide the elected officials
who make the decisions. It is this writ-
er’s hope that every member will care-
fully study all controversial items and
not be blinded to the thinking of one
side only. As long as common sense
prevails we will have an organization re-
presenting a profession that goes a long
way toward governing the economy of
the country in the many dollars that
change hands upon the auctioneer’s cry
of “SOLD” during any year.

The elected and appointed officers of
our present organization are a fine group
in their profession as auctioneers and
in their personal living. Many of our
members feel too busy to take time out
to fill these positions but it does not
bar them from attending meetings and
voicing their opinions.

Many of our older members have seen
ths NAA come through some hard years
to hold the line of progress for this
profession and today they can see the
success of their long struggle. It has
come about through the work of suc-
cessful auctioneers who have donated
their time and their widsom by serving
as officers and directors.

While we have seen a continual growth
in our membership this may not always
be the case. Other organizations have
their ups and downs, yet they remain
solid through the changes. Today, we
have more aclive State Auctioneers As-
sociations than ever before and they
should provide the balance that is need-
ed to maintain a strong national organ-
ization. We have come a long way so
let us not make a wrong turn that will
upset our progress here at the cross
roads of success.

Your writer, Pop Hess, along with
Mom Hess, extend to all of you, friends
and foes alike, a Very Merry Christmas
and a Happy and Prosperous New Year
and hope for the continued success of
our great Nalional Auctioneers Associa-
tion.

Success is never attained by staying
awake at night, but by staying awake in
the daytime. Worry never helped anyone
—except a competitor,
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NAA Member Sells
College At Auction

UPLAND, Calif. — For the last time,
an Upland College official pronounced
a prayer in the school’s small wooden
chapel.

But the 150 persons crowding the
church ignored the hymnals. They were
waiting for the next speaker.

“750 — who say 7507 Okay 650, who
say 650?”" chanted the next speaker, NAA
member Marsh Dozar. Silence greeted
his question.

The bidding began on Upland College,
an 1l-acre liberal arts school run by the
Brethren in Christ Church for 46 years
in this small town 45 miles east of Los
Angeles.

The auctioneer claimed it was the first
sale of an entire college.

“TI had a lady scratch her ncse once
and she bought a house in Bel Air,”
said Dozar, a dark-haired man with a

Jewelry.

LAPEL BUTTONS: “Dress Up” with this distinguished piece of

INSIGNIA CUTS: Add distinction to your cards, letterheads and
advertising. (7/8” or 2/3” wide.)

DECALS — 3 color, reversible, new supply @ 25c¢ each.
BUMPER STRIPS — Advertising the Auction method of selling.

diamond Shriner button in his lapel.
The college, its new $300,000 dormi-
tory, gymnasium, athletic field, class-
rooms, administration building and their
furnishings, went to the Salvation Army
for $525,000. It says it will use it for an
educational and conference center.

The trustees decided to sell the school
last year because of declining financial
support, a spokesman said. ‘“They’d had
graduating classes of about 35 students
for the last 10 years.” ‘““The last was in
June, 1965.”

The church decided to merge Upland
with its other school, Messiah College in
Grantham, Pa.

Auctioning, rather than selling through
a broker, seemed a good method of
quick sale, a school spokesman said.

Interest in buying Upland came in let-
ters from persons who wanted to take
it over for military academies, a winter
home for a circus, a retirement home
for baseball players and a college for
dropouts.

Promotional ltems

$2.50 each

$2.50 each

25¢ each; 4 for $1.00

All Items Sent Postpaid

Send your order with remittance to
p THE AUCTIONEER |
I 901 So. Jackson St., Frankfort, Indiana 46041
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Auction Method Excels

(Reprinted from WESTERN LIVESTOCK REPORTER, Billings, Mont.)
By CHARLIE PIKE, Feature Editor

It’s hard to make sure just when the
auction method of selling got started,
but they tell me the Chinese used it
centuries ago. Since they write back-
wards it was just natural for them to
do their auctioneering in reverse by
starting at the top and selling out to
the first bidder on the way down. Either
direction has the same effect on human
buying behavior.

Everyone just gets a little more ex-
cited and more eager to own most any-
thing that is for sale if he thinks some
one else wants it too.

This is the thing that makes most
people auction fans so to speak. I have
even heard it said the word ‘‘auction”
means, ‘‘the transfer of useless articles
from one person’s basement to another’.
You will find this sort of buying mania
at any fast merchandise auction sale.
It’s just like trying to feed your dog
something he doesn’t like. If you want
to see him eat like it was going out of
style just run in another dog while you
are feeding him. You'll be surprised at
how anxious he is to keep the other
dog from getting any of the food.

Whenever and wherever auctions first
started is anybody’s guess. The thing
we do know is, it gets the job done,
and that’s the main objective.

Today you can buy livestock, real es-
tate, automobiles, produce of all kinds,
and almost anything by the auction
method. (They even sell golf players to
the highest bidder). And the used car
Blue Book is based on the prices paid
at wholesale car auctions throughout the
U.S.A.

The only thing I can think of that
can’'t be sold at auction is life insur-
ance. I guess that’s because you couldn’t
hold the bidder still long enough to sat-
isfy the company and, of course, that
physical exam that goes along with it
could create a problem.

The auction method of selling has
been with us a long time and it looks
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like it will be with us for years to
come. It is the fastest, get-the-most-
money way of selling we have today.
Use if whenever you can.

Ohio Auction School
Holds Alumni Party

Col. Gene Acton of Frankfort, O., won
the trophy as champion auctioneer at
the Knotts Auction School annual alumni
convention held Oct. 23 at Pt. Pleasant,

W. Va.

Guest speakers were Col. Bernard
Hart of Frankfort, Ind., who 1s secre-
tary of the National Auctioneers Asso-
ciation, and Mr. Charles Carroll, assist-
ant chief in the licensing division of the
Ohio State Department of Commerce,
Columbus.

Auctioneer instructor, Col. R. E. Knotts,
presented special awards to the guest
speakers, and to Col. Wilbur S. Brock,
president of the West Virginia Auction-
eers Association, and Col. Andrew Lem-
ley, past president of the alumni asso-
ciation.

At the business meeting new by-laws
were adopted. New officers installed in-
cluded: Gene Acton of Frankfort, O.,
president; Ray Roberts of Bidwell, vice
president; Joann Roberts of Bidwell was
re-elected secretary - treasurer. Elected
to the executive board were Jim Carna-
han of Racine, Andrew Lemley of Gal-
lipolis and Dick Young of Fleming, O.

During the fun auction, Col Lemley
sold a pen and pencil set from the West
Virginia governor’s office. Dick Young,
trying to prove that an auctioneer can
sell anything, picked up a cigar butt
and sold it for 50 cents to a woman.

You can’t always judge by appear-
ances . . . . the early bird may have
been up all night.”
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Signs Of Maturity

In An Association

Like human beings, organizations go
through infancy and awkward stages
and, suddenly, are grown up. The tran-
sition from youth into manhood may not
be noticed by insiders, but the skilled
observer finds it easier to spot. Here
are some of the signs which indicate
an association’s maturity and success:

1. Less formality at meetings. Mem-
bers are relaxed and sure of themselves,
accustomed to live and let live, willing
to give and take. They like chairmen
at business sessions who say, ‘“‘Unless
I hear an objection . . . ,” rather than
call for a vote. At elections, the nom-
inating committee’s candidates go unop-
posed. This frees time for unhurried dis-
cussion of immediate and more pressing
problems.

2. Respect for an agenda. People who
have learned to work together down the
years accept the schedule as an orderly
way to review progress, tackle problems,
air conflicting viewpoints and achieve
agreement. They use it as a tool to save
time and secure results. But they are
flexible about it, too; being expert driv-
ers, they know when to yield the right
of way.

3. More reliance on committees. The
members know that time and effort can
be wasted when too many people get
into the act. They much prefer a re-
commendation from a small committee
whose members know the subject in-
side-out. The directors feel the same
way, so there is an executive committee
with power to act between board meet-
ings — which decline in frequency as
the years go by.

4. Businesslike adminis'ration. Once a
policy has been determined, or a project
approved, executive management carries
on from there. The officers, who have
their own businesses to tend to, ‘‘count
ten”” before interfering. Having delegat-
ed authority and responsibility, they are
content to judge by results. This maxi-
mizes cooperation and creates a bond
between key members and staff.
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5. Adequate financing and staffing. The
mature group charges high-enough dues,
spends its money wisely and takes in
more than it spends. Members are real-
istic about costs and price-levels, and
are eager to accumulate a reserve for
contingencies. Manpower requirements
are fully met, proper equipment provid-
ed and maintained. Working conditions,
compensation and benefits are on a par
with those prevailing in the members’
industry or profession.

6. Younger people also participate.
Old-timers bring their understudies to
meetings, sons attend with their fathers.
Leadership is shared with the up-and-
coming generation, which encourages in-
novation and staying abreast with de-
velopments. There is no surer proof that
the organization remains vital and ef-
fective, despite the passage of time.

George K. Dahl, Editor,
Association Newsletter

Trade Association

Assembly To Convene

KANSAS CITY, MO. — The business
trade association of CERTIFIED LIVE-
STOCK MARKETS will hold its yearly
meeting of officers, councilmen and dir-
ectors in Kansas City, December 10, 11.
The Trade Association Assembly, as it
is called, will be held at the Hotel
Muehlebach.

Installation of elected officers for the
ensuing year will be the first order of
business, followed by meetings of the
active committees, Board of Directors
and Livestock Market Council.

Ingvard Svarre, Sidney Livestock Mar-
ket Center, Sidney, Mont., will take of-
fice as president, succeeding, W. V. Em-
rich, Norfolk Livestock Sales Co., Nor-
folk, Nebr.

Other officers to be installed are Ken-
neth E. Woods, Henderson Sale Co.,
Henderson, Tenn., vice presilent; H. V.
Rockhill, Eureka Sales Co., Eureka, Kan-







	
	19661201_p1
	19661201_p1
	19661201_p2
	19661201_p3
	19661201_p4
	19661201_p5
	19661201_p6
	19661201_p7
	19661201_p8
	19661201_p9
	19661201_p10
	19661201_p11
	19661201_p12
	19661201_p13
	19661201_p14
	19661201_p15
	19661201_p16
	19661201_p17
	19661201_p18
	19661201_p19


