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Auctioneer Hat
Stetson “Wisp”

AUCTION SEASON BEGINS WITH

NEW AUCTION ACCESSORIES co

into this year’s auction season with one of our beautiful
“Silver Belly Auctioneer” hats. They come in three brim
widths (2%8”, 2%’’, and 2% ’’). We have had these hats
made to our specifications by the Stetson Hat people since
1964 and have sold thousands to auctioneers since that
time. They come with a red satin lining with the NAA
emblem embossed in gold in the lining. At this time 75%
of our orders are repeats, so our customers must be satis-
fied. The Wisp hat you see pictured above is commonly
known as the ‘“Marlboro’” and is a 4X quality Stetson hat
with 3" brim and comes in Silver Belly color the same as
the ““Auctioneer’” hat.

These Auctioneer hats come in Milan Straw (light
tan), same brim widths as the felt. We also offer the
White Panama hat shaped as the “The Auctioneer’ (Open
Road Block), with a 2¥2" brim. We are out of the Panama

|

hats at the present, but will have delivery on or about
March 1, 1982.

The 14 K gold diamond tie tac has been popular with
those who care. We also offer gold plated and sterling
silver auctioneer gavel tie tacs — with or without man-
made diamonds. Call for prices.

Currently we have in stock most sizes from 38 to 48
in the London Fog type windbreaker jackets. They come
with the beautiful 4 color, 4” embroidered NAA emblem
sewn on the left breast. Do not forget we also stock deer-
skin and pigskin gloves.

Felt Silver Belly Auctioneer Hats ............................ $ 42.00
White Panama 272" brim ... 24.00
Milan Straw Auctioneer Hat ... ... . .. .. 19.95
London Fog Type Jackets with NAA Emblem .... .. 28.00
Wisp (Western style) hat, 4X Beaver ._.................... . 45.00
NAA Emblem, 4-color embroidered ........................ 3.00
Sterling Silver Gavel Tie Tac ................coooooimieeeiio. 50.00
Gold Plated Gavel Tie Tac ...........ooooomomoeeaee. 50.00
Sterling Silver with man made diamond ........ ... .. 80.00
Gold Plated with man made diamond ...................... 85.00
14K Gold Gavel Tie TacC ... 320.00
14K Gold Gavel Tie with .15K diamond ......... ... . ... 450.00
14K Gold Gavel Tie Tac with .20K diamond ............ 485.00
14K Gold Gavel Tie Tac with .25K diamond ............ 550.00

14K Gold Gavel with larger diamonds .... price on request
Deer and Pig Skin Gloves By Stetson .... $16.00 and $18.00

PLUS 4% SALES TAX

Col. W. Craig Lawing, CAI

5521 Belhaven Blvd., Charlotte, NC 28216
Phone: office 704 399-6372, home 704 399-3260

Standing

Room Only.

Is what can happen when you advertise to the 1,500,000 readers of The Sunday Globe. The largest
readership in New England. And the most affluent. And no Boston paper has more classifed ads.
For more information call: JoAnne McCoy (617) 929-2169 or Arthur Shachat (617) 929-2160.

Ghe Boston Globe

BOSTON, MASSACHUSETTS 02107




Letters to
THE AUCTIONEER

Add these members
to your Directory

The 1981-82 Membership Directory of the Na-
tional Auctioneers Association is published annually
during the month of October, hopefully, the names
and addresses of each member in good standing as
of October 1 are included. However, for unexplain-
able reasons names of members are sometimes
omitted, which is unfortunate for everyone con-
cerned.

Whenever the NAA office learns that a member’s
name and address has been omitted, the informa-
tion will be published in each subsequent issue of
THE AUCTIONEER magazine. Those members who
were omitted will be identified monthly, until the next
issue of the Membership Directory is published.

Included in the listing below are NAA auction-
eers who were members of record as of October 1,
1981, but who were not included in the 1981-1982
Membership Directory.

ldaho Association of Professional Auctioneers (insert on page
37 of directory)

CONNECTICUT
SHINE, JAMES W., 150 Greenwood Avenue, Waterbury
06704
MICHIGAN
BLACKFORD, GEORGE P., G 2095 S. Center Road,
Flint 48507 :
SMITH, JAMES K., 4514 School Road, Rhodes 48652
MONTANA
CUMMINGS, THOMAS, Giltedge Rt., Lewistown 59457
NEW YORK

BACORN, LORION W., 323 West State St., Ithaca 14850

NORTH CAROLINA
FAISON, RONALD W., 116 Dunedin Court, Cary 27511

OHIO

GAISSER, MICHAEL F. 1230 Cass Road, Maumee
43537
GILL DANIEL P., 3721 Waynesburg Drive SE, Canton
44707
ROMAN, RONALD LEE, 405 Holly Street, Canfield 44406
VIRGINIA
BLUESTONE, HERB, 727 Little Back River Road, Hamp-
ton 23668
CANADA

VOKES, VICTOR W. S., 204-1024 Fairfield Road, Vic-
toria, British Columbia V8V 3A5

WANTED ---AUCTIONEERS

WHO LIKE TO MAKE MONEY -- OUR WHOLESALE TOOL
CATALOG IS PACKED WITH FAST MOVING MERCHANDISE
AT LOW COST.. THIS MEANS MORE DOLLARS IN YOUR
POCKET AT THE END OF THE SALE.

GET YOUR FREE TOOL CATALOG -- NOW -- WRITE

EMPCO SALES
58-10NA 69th STREET MASPETH, NY 11378
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CAl Advertising In
THE AUCTIONEER Creates
NAA Member Concern

The February, 1981, issue of THE AUCTION-
EER magazine included a report on the adver-
tising campaign, which will be launched by the
Certified Auctioneers Institute for the benefit of
CAl members. Accompanying the article was a
reproduction of one of the advertisements,
which will be made available to CAl members
to distribute on a national basis.

Four different ads have been prepared for
CAl member use and the one reproduced in
THE AUCTIONEER was titled, “The profession-
al’”’. But the portion of the advertisement, which
has created some concern within the member-
ship of the NAA is the statement, “Don’t trust
your needs to anyone less than a CAIl profes-
sional.”

That advertisement with that particular
statement should not have been published In
THE AUCTIONEER magazine. The CAIl Board
of Governors should be applauded for their ef-
forts to promote the CAl membership, but the
members of the National Auctioneers Associa-
tion still are regarded by the National Auction-
eers Association as being the most important
auuctioneers. Only by being a member of the
National Auctioneers Association can an auc-
tioneer have the privilege of participating in the
continuing educational program, which is con-
ducted by the Certified Auctioneers Educational
Institute, Inc., and which was initiated and spon-
sored by the National Auctioneers Association.

Harvey L. McCray, Editor
THE AUCTIONEER Magazine

Need License
Law Information?

For current license law information, con-
sult the “License law update’” on page 13 of the
April, 1982, AUCTIONEER magazine.

If you need additional information about
states which have auctioneer license laws, write
NALLOA. Any and all correspondence with the
National Auctioneer License Laws Official As-
sociation should be sent to the address below.

NALLOA
P.O. Box 30042
Lincoln, Nebraska 68503-0042

Advertisement




' 1981-82 Officers

_ PRESIDENT

 Howard Buckles

Keosauqua, IA 52565
Phone: 319 293-3012
 PRESIDENT-ELECT

- Rex B, chnm._cm
Box 458

Whitewater, KS 67154 '

Phone: 316 799-2278

VICE PRESIDENT

William L. “Bill"” Gaule, CAl
909 West Walnut

Chatham, IL 62629

Phone: 217 483-2913

EXECUTIVE VICE PRESIDENT

Harvey L. McCray

135 Lakewood Drive
Lincoin, NE 68510-2487
Phone: 402 489-9356

TREASURER

Dean W. Fleming, CAl
Atkinson, NE 68713
Phone: 402 925-25&2

DIRECTORS
Terms Expiring 1984

Archie D. Moody, CAl

P.O. Box 795

Darlington, SC 29532-0795
Phone: 803 393-0431

Harry A. Anderson, CAl
R.D. 2, Box- 50
Georgetown, PA 15043
Phone: 412 573-9533

Louis B. "Benny” Fisher, CAl
437 East Atlantic Bivd.
Pompano Beach, FL 33060
Phone: 305 942-0917

Robert H. “Bob” Glass, CAl
Box 237

Central Village, CT 06332
Phone: 203 564-7318

Walter J. “Wally"' Laumeyer, CAl

7306 Cleve Avenue East
Inver Grove Heights, MN 55075
Phone: 612 455-9547

Terms Expiring 1983

Charles E. ''Chuck” Cumberlin, CAl

P.O. Box 248
Brush, CO 80723
Phone: 303 842-2822

Richard T. Kiko

2805 Fulton Drive NW
Canton, OH 44718
Phone: 216 453-9187

Hugh B. Miller, CAl
RR 3 Box 457
'Evansville, IN 47711

Phone: 812 867-2486

Dean H. Parker
P.O. Box 3266
‘Logan, UT 84321
Phone: 801 752-7701

~ Joe E. Small, CAl

8231 Santa Clara Drive
Dallas, TX 75218

. _Phana: 214 241-1912

Terms Expiring 1982

Harvey C. Lambright, CAl
112 N. Detroit Street
LaGrange, IN 46761

- Phone: 219 463-2012

Norman Aldinger
HR1T

Cleveland, ND 58424
Phone: 701 763-6262

Haskel “Hack’ Ayers, CAI
Box 1467 -
LaFollette, TN 37766
Phone: 615 562-4941

Sammy L. Ford, CAl

P.O. Box 445

Mount Vernon, KY 40456
Phone: 606 256-4545

John A. Horton, CAI

111 4th Street |
Huntsville, AL 35805
 Phone: 205 536-7497
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THE AUCTIONEER magazine is the of-
ficial publication of the National Auction-
eers Association and is published month-
ly with the exception that an August is-
sue is not published (11 issues annually).
THE AUCTIONEER magazine is published
as a means of exchanging ideas that will
serve to promote the auctioneer and the
auction method of selling.

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

Editorial and Advertising copy must be
received in the NAA office on or before
the 10th day of the month preceding date
of issue. New Advertisers must submit
payment in advance (with copy) before

advertising can be accepted. See rate

schedule on last page.

Single copies: $1.75 each. Annual sub-

scription rate $18.00.

Editorial and Executive Offices of the

National Auctioneers Association are at

135 Lakewood Drive, Lincoln, Nebraska

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

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

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

Mrs. Sandy Chapin, Secretary

Mrs. Sharon Whisenhunt, Secretary

Ms. Marge Houser, Secretary

THE AUCTIONEER



The 1981-82 NAA year will soon be over, and |
appreciate the encouragement and cooperation given
to me, as your president, by the NAA members who
have supported our programs this year. We had a
very fine opportunity to learn more about the auction
method from auction professionals at the two NAA
Seminars — Tampa in January and San Antonio in
February. | attended both seminars and appreciated,
very much, the efforts made by the instructors at
both seminars.

The instruction offered at both seminars was as
good this year as at any other NAA Seminar. The
advantages of belonging to our Association was
clearly indicated in Tampa and San Antonio, as regis-
trants told me personally how valuable these semi-
nars are to them, and how beneficial they are to the
improvement of their businesses.

Included in the last issue of THE AUCTIONEER
magazine was a postage paid reply card, for use
by NAA auctioneers to sponsor new members. Many
times it is very difficult for a NAA member to per-
sonally solicit the membership of auctioneers in the
same locality, even though well qualified. The post-
age paid reply card will allow you to sponsor new
members and let the NAA office do the work. Mem-
bership packets will be mailed to each auctioneer
who is sponsored on the card. A personal letter will
be written by Executive Vice President Harvey
McCray and mailed to the new member prospect,
informing him or her that you are making the recom-
mendation — sponsoring the qualified auctioneer for
NAA membership.

The NAA Board of Directors has finalized the
auction customer pamphlet, which is available for
you to purchase in quantity from the NAA office. A
sample of the auction customer pamphlet is included
in the center section of this issue of THE AUCTION-
EER magazine. The sample pamphlet explains the
auction service which | offer to the Keosauqua, lowa,
area. |

| have ordered my pamphlet supply, and will
distribute this pamphlet to any and all prospective

April, 1982

It’'s been a good year
for NAA auctioneers!

By Howard Buckles, President
National Auctioneers Association

clients and customers. The pamphlet will allow me
to promote my business, the auction method, and
my National Auctioneers Association membership.
| encourage you to order a supply of the pamphlets,
to promote your business and the auction profession.
A pamphlet order form is included in this issue, which
explains how you can create a personal promotional
pamphlet for your auction firm and your profession.

In January, the NAA Board of Directors ap-
proved the program for the 1982 NAA Convention,
which will be held in the beautiful Atlanta Hilton
Hotel. Not only have we approved the program, but
some changes have been made, due to the com-
ments and suggestions offered by the members who
have attended previous NAA conventions.

The first night event has been changed. This
year, five state associations — North and South Caro-
lina, Florida, Alabama and the Host, Georgia —
will sponsor fair booths, providing entertainment,
fun, and games for everyone’s involvement. The
“Southern Fair’ atmosphere will prevail while two
musical groups play Dixieland or bluegrass music
continuously. A professional group of cloggers will
highlight the musical entertainment. The event has
been planned to allow NAA members, their families
and guests to socialize while enjoying some fine
entertainment.

Workshops providing methods and procedures
of auction techniques, will be scheduled throughout
the convention. The Youth Activities program will
provide more involvement for the young people at-
tending the 1982 Convention. The Auxiliary to the
NAA, with the assistance of NAA member Gene Simp-
kins, will make certain the youth attending the NAA
Atlanta Convention will be entertained, with appropri-
ate supervision, while the parents are attending the
convention events.

The Youth Activities supervisors and counselors
are not going to provide baby sitting services, but
organize games and events, which will make the

Continued page 6
o




COMPUTER SYSTEMS

FOR AUCTIONEERS

As an owner of a weekly auction house since
1973 with 15 years experience as a senior
systems analyst and computer programmer,
we have developed programs to computerize
your auction business.

‘/

Our programs run equally well on most
micro computers — TRS80Il, Zenith Z89,
Apple Il, and many more!

Typical hardware costs $3500.00 with range
of $2495 to $7500 depending on your ap-
plication.

You can select your computer vendor lo-
cally for service or get Zenith at a discount
from us.

Complete accounts payable, general ledger,
account receivable, and payroll .. ... $500

Auction balancing with final settlement
for multiple consigner and commissions
$350

Magic Wand Word-processing — gen-
erates catalogues, appraisals, and general
business letters and communications $400

Spellguard — checks your letters against
a 20,000 word dictionary............ $295

Mailing List Management .......... $125

Video Terminal on Auction Stand with
multiple real time on-line collection and
INVOICING ... ... . . Call

Our Approach: All programs designed for
first time computer users.

Will operate on most micro-computers with
CP/M with most popular printers complete
portability for computer to computer.

Demo Packages — $50

Try our software at your local com-
puter shop before you decide to buy!!

John ‘Jones

MICRQOSYSTEMS
P.O. BOX 521

HELOTES, TEXAS 78023

Visit us at San Antonio Auction Gallery

5096 Blanco — San Antonio

1-512-342-4755

children realize that the NAA Convention is, and al-
ways will be, a family event! |

Contributions have been received to date, total-
ing over $141,000, by~those who have either offered
cash donations, or have made payments on pledges
to build a new NAA headquarters building in the
Kansas City area. The NAA Board has paid off al-
most all of the note on the land purchase (approxi-
mately one acre in Overland Park, Kansas — a su-
burb of Kansas City, Missouri) and to all of you who
have responded with contributions and pledges,
thank you!

| was proud to be a part of the fund rasing ef-
forts during the 1981 NAA Las Vegas Convention. |
applaud the efforts of Headquarters Relocation Com-
mittee chairman Martin E. Higgenbotham and Fund
Raising chairman Joe E. Small. In a very short time,
they put together a very meaningful program, which
explained the need for the new building, and the
membership responded in an outstanding manner.

Since the 1981 convention, committee chairman
Dean Fleming and the members of the Archives Com-
mittee have been making a study to determine what
iIs needed to facilitate the building and furnishing of
an Archives in the new building. That committee has
offered the NAA Board of Directors new directions,
so that when the new office is built, it will include a
library-museum-educational combined facility, which
will provide services to all auctioneers who are in-
terested in the improvement of their auction business.

The Committee also will solicit from the mem-
bership, artifacts, historical data, and other educa-
tional material which can be used by any member in
the Archives. Funds offered in pledges and dona-
tions will help us realize these goals. The Head-
quarters Relocation Fund program, which was
launched in July of 1981, is phase two of our total
Building Fund program, which began in 1966, when
then NAA President B. L. “Brad”’ Wooley challenged
the membership to build its own headquarters build-
ing.

The original contributors to the Building Fund
have allowed the current NAA Board of Directors the
impetus needed to now expand on our building pro-
gram. When the final brick is placed, the final nail
driven, the last drop of paint added, the NAA will
have a building, reflecting the pride we have in the
auction profession.

Participate in our NAA activities. Your help is
needed, and you will grow in your profession due
to your involvement. We need the participation of
every auctioneer who believes as | do that we must
join together to promote the good image of the auc-
tion method of selling real and personal property.

| hope to see you in Atlanta on July 27-31, 1982,
for the NAA Southern Fair Convention. It will be a
“Peach of a Convention!”

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

Approved by Texas Education Agency
The School of Distinction

THE AUCTIONEER



NAA Board of
Directors meets in

Tampa prior to
Real Estate Seminar

The Mid-winter meeting of the Board of Directors
of the National Auctioneers Association was held on
Saturday and Sunday, January 23-24, 1982, at the
Holiday Inn Central Hotel, Tampa, Florida. The meet-
ing preceded the 1982 NAA Real Estate at Auction
Seminar, and several members of the NAA Board re-
mained in Tampa to attend the Seminar, which was
attended by over 150 persons.

The agenda for the two-day meeting was filled,
and after the Call to Order was made by President
Howard Buckles on Saturday night at 7:00 p.m., the
Board recessed into committee meetings, which
lasted until 11:15 p.m. All members of the NAA
Board of Directors were present for the meeting.
The second session of the meeting began on Sunday
morning at 8:30 a.m.

Decisions of the Board of Directors, which affect
the NAA membership are summarized below. The
Board:

e Authorized Executive Vice President Harvey L.
McCray to hire an additional employee (typist, file
clerk) in the NAA office.

* Revised the site of the January, 1983 NAA Seminar
from Overland Park, Kansas, to Louisville, Ken-
tucky.

* Approved the Education Committee’s recommen-
dation that the subject for the 1984 San Diego
Seminar (January) be Real Estate at Auction; and
the subject for the 1984 Memphis Seminar (Feb-
ruary) be “Building an Auction Business”.

* Approved the Kansas City area as the site of the
January, 1985, NAA Seminar; and Williamsburg,
Virginia as the site of the February, 1985 NAA
Seminar.

* Reinstated the Life Membership status to E. G.
Hood, Maynard Lehman and D. D. Meyer.

® Decided to show in future listings of NAA past
presidents that B. G. Coats, Rumson, New Jersey,
is to be recognized as the first member to serve as
NAA president (decision based on review of news-
letters published in 1949 and in particular, the
October, 1949 issue of THE AUCTIONEER, pub-
lished by John W. Rhodes, Editor, that B. G. Coats
retained the presidency when the National Auc-
tioneers Association was changed from the Na-
tional Society of Auctioneers).

* Decided to have an article published in THE AUC-
TIONEER magazine, requesting from NAA mem-
bers information about the early years of the NAA
and the Natiohal Society of Auctioneers prior to
the change in the name to the National Auctioneers
Association; the information to be preserved in the
Archives of the NAA.

 Decided that when promoting membership to auc-
tioneers in foreign countries that membership in
the NAA be self-sustaining and that dues received

April, 1982

by the members from foreign countries must in-
clude the additional costs to send THE AUCTION-
EER magazine and provide additional services due
to the problems and unique situations involved.
Accepted the Membership Committee’'s recommen-
dation that each member solicit one new member;
and that when requested, the NAA office will pro-
vide to any member assistance in preparing cor-
respondence to use in the member solicitation pro-
gram.

Agreed to continue using, in the NAA office, the
membership packets for distribution to prospective
NAA members.

Approved the walnut-backed Certificate Holder in
which to present the Advertising Contest award
winners’ certificates.

Agreed to sell, as a promotional item, the Certifi-
cate Holder (walnut with plexiglass cover) to NAA
members at the price of $25 each, which can be
used by the membership to display the Certificate
of Membership, NAA Seminars’ Certificate of At-
tendance, etc. (all NAA certificates of the 82 by
11-inch size).

Agreed to employ one person in the Convention
city to sell NAA promotional items during the NAA
Conventions; and to have a permanent, portable
display made with which to use when selling NAA
promotional items during the NAA conventions.
Agreed to have an Information Center at NAA
Conventions at which new members can learn

Continued page 9

Prime Summer
Location Available

at Hampton Beach, New Hampshire

% Fully air conditioned barn seats 300.

% lIdeal for country auction, general merchan-
dise, jewelry, etc.

% Operation to run 7 days a week, May 30 to |
Labor Day.

% Thousands of people at your doorstep every
evening.

Please contact for details

Don Brust (516) 352-6859




-MANUFACTURER CLOSEOUTS-
-PROMOTIONAL MERCHANDISE-
-PREMIUMS-

Big Profits for You!

Buy your promotions at the

6th PROMOTIONAL
MERCHANDISE

and

CLOSEOUT EXHIBIT

April 25 - 28, 1982
O‘Hare Exposition Center

(Near Chicago O’Hare Airport
Chicago/Rosemont, lllinois)

THOUSANDS OF BARGAINS!
RE-SELL AT A BIGGER PROFIT!

SALES MERCHANDISE — TRAFFIC BUILDERS — PREMIUMS
MERCHANDISE FOR EVERYBODY'!

FROM JEWELS, CLOTHING, HOUSEWARES,
GIFTWARE TO MACHINERY

For Advance Registration, Contact:

Transworld Exhibits, Inc.
1850 Oak Street, Northfield, IL 60093

THE AUCTIONEER




about the programs and events and to identify
“first timers’”’ at NAA Conventions with a ribbon
or identification.

* Adopted the new promotional efforts to promote
National Auctioneers Week by the membership.
(NOTE: the March issues of THE AUCTIONEER
included the additional promotional materials).

* Continued the policy of not publicizing activities of
non-NAA auctioneers in THE AUCTIONEER maga-
zine.

* Decided to include a disclaimer in THE AUCTION-
EER magazine to signify that the advertisements
are not necessarily endorsed by the Board of Di-
rectors of the NAA.

* Upheld the policy, in regards to cancellations for
NAA Convention and Seminar registrations, and
to make certain that the Registration Cancellation
clauses were adhered to by the NAA office per-
sonnel.

* Approved a new award for presentation at the NAA
Conventions, which will recognize the state having
the largest number of NAA members registered at
the annual NAA Convention.

* Approved the 1982 NAA Convention program and
budget.

* Heard a report from the Auxiliary to the NAA in
regards to the future needs of the Auxiliary and the
activities proposed, which will better serve its
membership.

* Requested that the Auction School Committee
meet again during the 1982 NAA Convention and
prepare a uniform curriculum for auction school
approval, but not include any graduate creditation
in regards to NAA membership.

* Adjourned the meeting at 6:15 p.m., Sunday, Jan-
uary 24, 1982. (The next meeting is scheduled for
Tuesday and Wednesday, July 27-28, 1982, in At-
lanta, Georgia.)

Do you know
these auctioneers?

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

lists.

Don Bates, 2224 South Dexter, Denver, Colorado
80222

Jerry Popplin, General Delivery, Lamar, Arkansas
72946

Terry W. Hudson, 2514 51st Ave Dr. W., Bradenton,
Florida 33507

Larry W. Smith, Grand Junction, Colorado 81501

Karen R. Swofford, 6901 West 52 PIl., Apt. 2B, Mis-
sion, Kansas 66202

Fred Winer, 1015 S. Charles St., Baltimore, Maryland
21230

April, 1982
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joe small’

auctioneers, IncC.

3114 Garden Brook Drive ® Dallas, Texas 75234 ¢ 214/241-1912

ATTENTION

AUCTIONEERS
ANTIQUE SHOPS
WHOLESALE OUTLETS

WE CAN SUPPLY YOU WITH

40 FT. CONTAINERS

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

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

Excellent "Mix " Of Items

All Customs, Duties, Fees, and Freight Paid

Guaranteed Delivery To Your Door

CALL US NOW FOR PRICES AND REFERENCES!
(214) 241-1912

al auctioneers association and texas auctioneers as 1at
-Ioc Small, CA.I TIE ﬂl! D‘E.ﬂ

AMERICA’S TOP QUALITY

AUCTION SCHOOL. WRITE OR

CALL FOR FREE CATALOG. AP-

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

MENDENHALL SCHOOL OF

AUCTIONEERING

P. O. BOX 7344
HIGH POINT, N. C. 27264
(919) 887-1165




A MAJOR BREAKTHROUGH IN
REAL ESTATE MARKETING

AUCTION -The Marketing Tool

of the Future!

THE FIRST COMPLETE
HOME STUDY COURSE EVER

DEVELOPED ON HOW TO SUCCESSFULLY

AUCTION REAL ESTATE

BROKERS/AGENTS:

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

Learn what they are and offer this alternative to your clients.

Give yourself and your company this important edge.

Auctions can produce sales where all other marketing techniques fail.

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

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

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

Complete

*ABOUT THE AUTHOR: Melvin A (Mel) Giller, Realtor-Auctioneer.
Thirty years experience in sales, sales training and management. A
nationally recognized author, lecturer and instructor on the AUCTION
method of marketing Real Estate.

Headquarters

Relocation
Fund Report

By Martin E. Higgenbotham, Chairman
Headquarters Relocation Fund Committee

NAA members, friends and businesses have re-
sponded very enthusiastically to our Headquarters
Relocation Fund program, to build a new NAA office
in the Kansas City area. To date over $141,000 has
been paid in either contributions or payments on the
pledges of over $400,000. The NAA Board of Direc-
tors has paid all but $25,000 of the total land costs,
and this payment was made possible from the contri-
butions and pledge payments.

Several State Associations also have held their
annual conventions, and every one, which made a
““condition pledge” at the Las Vegas Convention, has
indicated that the pledge will be upheld. Some state
associations also have extended their pledge amount
to participate in the Chairs of States program, which
will provide funds to furnish the Board of Directors
Conference Room with fine, leather chairs. Each
chair purchased by State Associations in the Chairs
of States program will be identified as being a con-
tribution of those State Associations which pledge
and contribute $5,000 or more to the Fund.

The Oregon Auctioneers Association has joined
our list of VIP Contributors (those who have pledged
$5,000 or more to the Headquarters Fund program).
The pledge amount was approved by the members
of the Oregon Auctioneers Association during the
Association’s convention, which was held in Feb-
ruary, 1982. Due to the contribution, the OAA will be
included in the ‘“Chairs of States’”’ program and an
engraved plate will be added to one of the leather
conference chairs in the Board of Directors or Con-
ference room in the new headquarters office building.

Special programs also have been initiated by
auction schools, the Certified Auctioneers Institute
and several of the membership classes. The two
CAl classes of 1981 and 1982 made pledges, and a
commitment has been made by the members of the
CAl classes to see that the pledges are met. The
CAIl Class of 1981 already has paid all but $1,500 of
its total pledge of $10,000, and it is expected that
the remaining pledge payments will be made before
the 1982 NAA Convention.

Any and all contributions, which are received for
the Headquarters Relocation Fund, are appreciated

and needed. Recognition will be given to everyone
making a contribution, and the form of recognition
will vary somewhat, according to the amount of the
contribution and the gift division to which the pledge
or contribution was indicated.

As reported earlier, many pledges were made in
the VIP Division. The VIP Division includes pledges
in the amount of $5,000 or more. And, in the VIP Di-
vision are sizeable contributions, which were made
as auction bids when the Fund program was initiated

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

Name
Address
City State Zip

Check enclosed. Make payable to Natl. Inst. of Real Estate Auctioneers Inc.
Master Card VISA  Card No.
Exp. Date Signature

Mail to: National Institute of Real Estate Auctioneers, Inc.
3961 MacArthur Blvd., Suites 210 & 212, Newport Beach, CA 92660 ® (714) 752-2298
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The design of progress for the NAA auctioneer

THE PROPOSED ARCHITECTURAL DESIGN of the new NAA Headquarters Office, to be built in the Kansas
City suburb of Overland Park, Kansas, will offer more services and benefits to the NAA membership. In-
cluded in the proposed design will be an Archives, which will house historical NAA and auction materials,
educational facilities and other items for use and review by the membership, to improve techniques and

methods of the auction profession.

during the Las Vegas Convention. All contributions
in the amounts of $250 or more will be recognized on
plaques, which will be displayed in the appropriate
areas of the new headquarters office building.

Earlier issues of THE AUCTIONEER magazine
have recognized, by Division, the pledges and/or
payments made to the Headquarters Relocation Fund
(September, October, November and December,
1981; January, February and March, 1982 issues)
since the 1981 Las Vegas Convention. All future
pledges and payments on pledges received after
March 10, 1982, will be recognized in future issues
of THE AUCTIONEER magazine.

The listing below recognizes any and all present
contributions received in the amounts of less than
$250.

J. Newt Billings, Nashville, Tennessee; Robert A.
Bloomer, Osborne, Kansas; Raymond L. Bond, Jr.,
Winthrop, Maine; Earl M. Brown, Junction City, Kan-
sas: Carroll T. Cannon, Tifton, Georgia; Larry L. Carr,
Larned, Kansas; John P. Coxford, LaHabra, Cali-
fornia; Richard L. Cummings, Ridgeway, lowa; David
D’Amico, Richmond, Indiana; Fred R. Daniel, Ne-
shanic Station, New Jersey; Gene Edward Darfler,
Somonauk, lllinois; David W. Dubin, Newfield, New

April, 1982

Jersey; Harold Ellingson, Edgeley, North Dakota; K.
L. Epensen, McAllen, Texas; Tom D. Flesher, Albany,
Indiana; George S. Foster, Epson, New Hampshire
and Jewett Fulkerson, Liberty, Missouri.

Vern A. Gannon, Rossville, Kansas; Mel Giller,
Newport Beach, California; David H. Gladstone, Nor-
folk, Virginia; Georgia Auctioneers Association (con-
tribution made in 1980); John M. Glassman, Eau
Claire, Michigan; Kenneth Gregg, Lockney, Texas;
Steve Halchishak, Manchester, Michigan; Phil Hay-
unga, Freeport, lllinois; Gerald Hecht, Frankenmuth,
Michigan; Arnold Hexom, Waverly, lowa; Jack Hines,
Ellsworth, Wisconsin; Bill Hooker, Ormstown, Que-
bec, Canada; Miller T. Hunter, Wailuku Maui, Hawaii,
John Franklin Idol, Greensboro, North Carolina; Jun-
ius Johnson, Los Angeles, California; L. C. “Doc”
Jones, Olathe, Kansas; Janiece E. Kaufman (Kauf-
man and Dolezal Auctioneers — in memory of Col.
Shirley Roby), Lincoln, Nebraska; Dale Keller, Fair-
field, lowa; Vincent J. Kopek, Virginia Beach, Vir-
ginia; William B. Kurtz, Owensboro, Kentucky;
Marion J. Lawless, Tallahassee, Florida; Dilmon B.
“Dick” Lawson, Pilot Mountain, North Carolina; W.
Bill Lefty, Lincoln, California; Emerson Lehman,

Continued page 13
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An ounce of Freedomike..
is worth a pound of RA.

Freedomike Wireless Microphones From Lectrosonics

Without even realizing it, many auctioneers let “something” get between them and
the bidders. That “something” is supposed to help the auctioneer reach his -
audience, but it also gets in the way. e ]

That “something” is the P.A. system. Maybe it gets in the way when you
have to stop your bid calling and lug it to another table. Maybe the
bidders watch you drag your mike cord around instead of listening to
your bid calls. Maybe you need three hands to hold up both the
merchandise and your microphone.

Now you can discover total freedom from your P.A. system...with a
Freedomike wireless microphone system from Lectrosonics. Each
system consists of a microphone connected to a cigarette-pack

size transmitter which sends your voice signal to a receiver. The
microphone clips to your tie or shirt. The transmitter tits in your
pocket, or in a belt-clip pouch. The receiver, which can be
a hundred yards away, plugs into the microphone input

of any P.A. system. The Freedomike system uses special
Unichannel 1y circuitry to eleminate unwanted inter-
ference. A protective carrying case is also provided.
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Freedomike...for the auctioneer who wants the bidders
attention focused on his bid calls, not on his P.A. system.
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Voice Projector 18
Ultra Portable P.A.

For years the Voice Projector 18 has been the
benchmark by which auctioneers measured
quality in self-contained P.A. equipment. Now

meet the all-new VIPP18R. The VP18R has |
all the features of the older model, \ . Plus Power 48R

lus high-level i d 11
plus high-level input an Amphfler/Speaker

output for connecting
to o_ther audio If you and your Freedomike
| ~ devices. Its system travel to places with no
rechargeable house P.A. system, Lectrosonics
power pack has the Plus Power 48R. With
lasts 50% longer its own powerful 16 watt rms
than the old VP18. amplifier, 8" speaker and
rechargeable batteries, the PP48R

enables you to use your
Freedomike system anywhere...
even if miles from the nearest
AC power source.

L eCclrosoNIco. INC

ALBUQUERQUE. NEW MEXICO, US A

Lectrosonics products for auctioneers are available from:

DUANE GANSZ BILL. HAGEN CHARLES F. DICKERSON BUFORD EVANS
Duane E. Gansz Auction & Realty Western College of Auctioneering Charles F. Dickerson, Inc. Nashville Auction School
14 William Street Box 1458 P.O. Box 161 233 East Gaines Street
Lyons, NY 14489 Billings, MT 59103 Fairacres, NM 88033 Lawrenceburg, TN 39464
315-946-6241 406-252-2565 505-526-1106 615-762-5534
COL. GORDON TAYLOR HUGH MILLER ROWLAND HUEY BOB MILLER _
Reisch World Wide College of Auctioneering Curran Miller Auction John Huey & Sons Indiana College _of Auct_ioneermg
Box 949 13020 N. Street, Highway 57 11660 Parkway Drive 8846 Holliday Drive
Mason City, Iowa 50401 Evansville, IN 47711 North Huntington, PA 15642 Indianapolis, IN 46260
515-423-5242 812-867-2486 412-863-4961 317-844-1088
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The Legal Aspects

Of Auctions . . .

License law update

To keep the NAA membership as currently in-
formed as possible concerning auctioneer license
laws throughout the nation, THE AUCTIONEER offers
this license law update. Information was contributed
by two sources — the various state auctioneer as-
sociations and the National Auctioneer License Laws
Official Association (NALLOA). The information in
parentheses is from NALLOA.

For more specific information contact either the
state association secretary, the licensing body in the
particular state, or NALLOA. In the coming months,
THE AUCTIONEER will publish additional license law
information as received at the NAA office.

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

Continued from page 11

Berne, Indiana; James M. Long, Plainview, Texas; D.
D. Meyer, San Diego, California; Curran Miller,
Evansville, Indiana and Mohammad Mizani, Fairfield,
New Jersey.

Roy Montgomery, Plainview, Minnesota; Edward
W. Morris, Auburn, Maine; Stephen P. Murray, Or-
mond Beach, Florida; Harvey L. McCray, Lincoln,
Nebraska; James J. McGuire, Holstein, lowa; Kenneth
W. Nims, Winterhaven, Florida; George C. Orr, Tulla-
homa, Tennessee; Bob Penfield, Bowman, North Da-
kota; Frank Perry, Jr., Hartford, Connecticut; Fred
A. Peters, Brownsville, Pennsylvania; Jack Pittard,
Sr., Atlanta, Georgia; Robert L. Potvin, West Brook-
field, Pennsylvania; Gordon Leo Rayl, Taos, New
Mexico; Clifford E. Reese, Eskridge, Kansas; J. M.
Rider, Fairmont, West Virginia; Max Roberts, Meade,
Kansas; Robert E. Ruggles, Decatur, Ohio; Roxanne
Sayre, Franklin, Indiana; David Scholl, Fort Madison,
lowa; J. Edward Scott, Williamstown, New Jersey;
James H. Smart, Washington, Kansas; Wes Spencer,
Edmonton, Alberta, Canada; Ed Stanger, Independ-
ence, Missouri; Jerry Stein, Ville Saint-Laurent, Que-
bec, Canada; James B. Stiner, Morristown, Indiana;
R. M. Weatherly, Timmonsville, South Cartlina; Tom
P. Whittaker, Brandon, Vermont; William H. Windler,
Irvington, lllinois; Stephen L. Winternitz, Northfield,
lllinois; Donald L. Wolf, Canton, lllinois; George
Worrell, Leon, Kansas; Nita Yates, Walla Walla,
Washington.

April, 1982

licenses laws with like manner, otherwise a test is required.
The license law is enforced. Submitted by Pete Horton,
AAA secretary-treasurer.

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

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

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

CALIFORNIA — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Submitted by Barbara Dobbas, CAA
Executive Secretary.

COLORADO — The state DOES NOT REQUIRE an auction/auc-
tioneers license. Submitted by Ernest L. Wimmer, CAA
secretary.

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

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

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

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

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

quired. Submitted by Lynn Dempsey, GAA secretary-
treasurer.
HAWAIlI — (License required for any person who sells goods,

wares, merchandise or other property at auction. Apply
County Treasurer or Director of Finance.)

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

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

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

IOWA — The state DOES NOT REQUIRE an auction/auctioneers
license. However, counties and municipalities have license
and fee requirements. Check with the county or municipal
clerk’s office where you’re planning to conduct an auction.
Submitted by Margaret H. Bloomer, |IAA secretary. (To sell
NEW MERCHANDISE outside of city limits where ordinances
require license, a state license is required.)

KANSAS — The state DOES NOT REQUIRE an auction/auction-
eers license. Some cities have a fee license, check with
the city treasurer. Auctioneers auctioning real estate must
have a real estate license. Submitted by Rex B. Newcom,

Continued page 14
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KAA secretary/treasurer. (Any individual, firm, association,
corporation or any other legal entity which sells new goods,
wares or merchandise, apply at clerk of county or city.

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

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

MAINE — The state DOES REQUIRE an auction/auctioneers
license. Contact: Department of Business Regulation-Cen-
tral Licensing Bureau, Harvey De Vane commissioner, State
House Station, Augusta, Maine 04333, phone 207-289-2217.
Also, vehicle auctioneers license became effective Septem-
ber 18, 1981. Submitted by George A. Martin, MAA secre-
tary.

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

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

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

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

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

MONTANA — The state DOES NOT REQUIRE an auction/auc-
tioneers license. However, the state does require that each
auctioneer carry a $5000 Property Bond. Submitted by
Craig Mandeville, MAA secretary.

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

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

NEW HAMPSHIRE — The state DOES REQUIRE an auction/auc-
tioneers license. Contact: New Hampshire Board of Auc-
tioneers, Secretary of State, State House, Concord, New
Hampshire 03301, phone 603-271-3242. Non-resident auc-
tioneers may qualify for a non-resident license, if their
home state has a reciprocal agreement to allow the licens-
ing of non-resident auctioneers in their state with a state
license, so that auctions may be conducted anywhere in
the state with the license. Submitted by George Michael,
NHAA secretary.

NEW JERSEY — The state DOES NOT REQUIRE an auction/auc-
tioneers license. However, auction permits and licenses
are under local government control, each jurisdiction setting

: Accredited

Jim Graham

To Help You!

Want Professional Assistance?

\ 4

We
Cooperate

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

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

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

Yom

CALL AND TALK IT OVER!

g@aﬁmn inc. AUCTIONEERS - REALTORS

.. and School of Auctioneering
204 US 1, North Palm Beach, FL 33408 (305) 844-1723
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WE’RE LOOKING AND BUYING!

INDUSTRIAL HEAT

TREATING EQUIPMENT
® FURNACES ® OVENS

® INSTRUMENTS

PLEASE PLACE US ON YOUR LIST FOR FUTURE AUCTIONS
ON THIS TYPE OF EQUIPMENT, OR . ..

We travel throughout the United States and Canada for inspections to purchase these items

489 SULLIVAN AVE.
P.O.BOX G
SOUTH WINDSOR, CONN. 06074-0956
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their own requirements, fees, etc. Submitted by Jo Ann
Fawcett, NJSSA secretary. (There are state regulations on
jewelry, baby chicks, and sale barn.)

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

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

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

NORTH DAKOTA — The state DOES REQUIRE an auction/auc-
tioneers license. Contact: Richard Elkin, Public Service
Commissioner; North Dakota State Capitol; Bismarck, ND
58501. Phone: (701) 224-2400. North Dakota also requires
a clerking license, for which the fee is ten dollars and a
bond of five thousand dollars. The auctioneers fee is ten
dollars and a one thousand dollar bond. You must also be
a graduate of an approved auction school. Submitted by
Norman Aldinger, NDAA member.

OHIO — The state DOES REQUIRE an auction/auctioneers li-
cense. Contact: Department of Commerce, Division of Li-

April, 1982

® INDUCTION HEATING
® ACCESSORIES

Please contact for detalils

. . . CONTACT BOB SHEEHAN

(203) 289-1551 |

/

censing, Charles Carroll chief of division, Two Nationwide
Plaza, Columbus, Ohio 43215, phone 614-466-4130. Sub-
mitted by Byron Dilgard, OAA secretary.

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

OREGON — The state DOES NOT REQUIRE an auction/auc-
tioneers license. However, local municipalities and counties
may require permits, fees, or licenses. For more informa-
tion contact: Gary Day, OAA president, 2484 N.W. Thurman,
Portland 97210, phone 503-222-9000.

PENNSYLVANIA — The state DOES REQUIRE an auction/auc-
tioneers license. Contact: Department of State, Bureau of
Professional and Occupational Affairs, State Board of Auc-
tioneer Examiners, Mrs. Dawn H. Glowacki executive secre-
tary, P.O. Box 2649, Harrisburg, Pennsylvania 17120, phone
717-787-6490. A one year apprenticeship with a licensed
Pennsylvania auctioneer must be served after completing
a two week auction course at an accredited school, recog-
nized by the Pennsylvania Board of Auctioneer Examiners.
Two year apprenticeship is required without schooling.
Apprentice and auctioneer state tests are required. Present-
ly a law is in the Pennsylvania legislature requiring 40 credit
hours (approximately one year of college) to qualify for a
license. Courses cover basic business, to all aspects of
the auction profession. A bond is required, and there- is
reciprocity with some states. Submitted by Blaine C. Brown,
PAA secretary.

RHODE ISLAND — The state DOES REQUIRE an auction/auc-
tioneers license. Contact: Department of Business Regula-
tions Office of the Director, Craig R. Smith chief examiner

Continued page 16
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auctioneer section, 100 North Main Street, Providence,

Rhode Island 02903, phone 401-277-2246. New applicant
must take written exam given by the Department of Busi-
ness Regulations. If exam is passed, license issued after
applicant furnishes a bond and pays a $35 fee for resident
auctioneers. Other fees are $75 for non-residents, and $20
for apprentice auctioneers. Submitted by Louise E. Wordell,
PAAOfRI secretary.

THE PROFESSIONAL
AUCTIONEER AND WHAT HE
NEEDS TO KNOW
BY RUSSELL KRUSE

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

CHAPTER HEADINGS

1. Bid Calling 10. License Law - Bonds
2. Conducting the auction 11. Fees — Commission
3. Contracts 12. Appraising

4. Sale Summary 13. Land description and
5. Uniform commercial code surveys

and auctioneer liability 14. Working together

6. Reserve bidding 15. Definition of 276 terms
7. Advertising and words every auct-
8. Ringman ioneer should know or
9. Insurance have available.

Price of book $10.00 (Volume discount available). WRITE:
Kruse Office, Auburn, Indiana 46706. ATTENTION —
Russell Kruse.

ALSO AUCTIONEER TRAINING AT
KRUSE AUCTION INSTITUTE
AUBURN, INDIANA

Number #1: Three Week Course starting in February, June
and October. Personalized training with actual book study
and written tests. Written tests nearly everyday including
but not limited to Contracts, Advertising, Sale Brochure,
Offer to Purchase and Sale Summary. Last day of course
has four hour written test to better prepare you for
Business or State Test the following week. (Fee $300).

Number #2: Special Correspondence Course: Home Study
Program. Kruse Book and other written material that
should be very helpful in state test preparation as well as |
making you a better auctioneer. This also includes atten-
ding the Final Day of Course No. 1 and taking four hour
written test if desired. Actually you will receive all of the 3
week course paperwork with instructions for each day for
3 week period. Live Auctioneer voice tape by Mr. Kruse in-
cluded. Same as if you were in class. This is a natural
setup for the person who cannot be away from home for 3
weeks but can be gone for one day review and 4 hour
master test at Kruse Office on Saturday just before State
Test.

FEE ONLY $50 — ALL BY MAIL IF DESIRED.

Contact Russell Kruse, Kruse Office Building, Auburn, IN
46706. Finance available in all courses.
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SOUTH CAROLINA — The state DOES REQUIRE an auc-
tion/auctioneers license. Contact: George D. Pechilis,
Executive Director; State of South Carolina Auctioneers
Commission; P.O. Box 807; Columbia, SC 29202 Phone:
(803) 758-3837. Submitted by Jack E. Richardson.

SOUTH DAKOTA — The state DOES NOT REQUIRE an au-
tion/auctioneers license. However, a license law will be
considered in the next legislative session. Submitted by
Marti Dunlap, SDAA executive secretary.

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

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

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

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

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

WASHINGTON — The state DOES NOT REQUIRE an auc-
tion/auctioneers license. However, each county has license
fees from $10 to $25; plus many have a $1000 to $5000
bond requirement. The larger cities have their own require-
ments, from $5 a year to $100 a day. Submitted by Elmer
Burnham, WSAA president. (The sale of jewelry, appliance,
upholstered furniture, and bedding requires a license. Ap-
ply at County Commissioner.)

WEST VIRGINIA — The state DOES REQUIRE an auction/auc-
tioneers license. Contact: Hon. Gus R. Douglas, Commis-
sioner of Agriculture; West Virginia Department of Agri-
culture; State Capitol; Charleston, WV 25405. Submitted
by Wison E. Woods, WVAA member.

WISCONSIN — The state DOES NOT REQUIRE an auction/auc-
tioneers license. However, many municipalities have their
own rules, ordinances, and fees. Submitted by Robert
Massart, WAA secretary. (There are requirements on the
sale of jewelry and furs. All transient auctioneers must be
licensed. Apply at the County Clerk’s Office.)

= e = o

One of every three American workers feels over-
educated for his or her job.
From AMERICAN AVERAGES
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Independent
contractor tax status,

current information

As discussed in previous issues of THE AUC-
TIONEER (November, 1980, “Independent Contractor
Tax status — it’ll cost you 10%”’ and February, 1981,
“Writing your congressman gets results’’) independ-
ent contractor tax status can affect the incomes of
many auctioneers. Regulations are due to go into
effect July 1, 1982, that could require 10% to be
withheld from your income, if you meet the independ-
ent contractor requirements.

Below is a letter from 1st District, Nebraska
Congressman Douglas Bereuter. Throughout NAA
interest in the independent contractor status issue,
Representative Bereuter has been most helpful in
keeping the NAA office informed of progress on rele-
vant legislation. His letter of February 22, to the
NAA office provides current information on the tax
status issue.

Congress of the United States
House of Representatives
February 22, 1982

Knowing of NAA interest in Federal taxation of

independent contractors, | thought that | should in-
form you of my support for H.R. 4531, a bill to clarify
the tax status of contractors.

Introduced by Representative Barber Conable,
the ranking Republican on the House Ways and
Means Committee, H.R. 4531 establishes a five-part
“‘safe harbor’ test which, if met, would enable a tax-
payer to be treated as an independent contractor for
purposes of Federal income tax payments. The five-
part test requires that:

1) the taxpayer must control his or her hours of work;

2) the taxpayer may not maintain a principal place of
business;

3) the taxpayer has his or her income subject to
fluctuation and income is not dependent on num-
ber of hours worked.

4) the taxpayer is working pursuant to a contract
which states he or she is not an employee; and

5) the payor files certain information with the Internal
Revenue Service regarding the independent con-
tractor.

Unlike legislation introduced on this subject dur-
ing the last Congress, H.R. 4531 DOES NOT establish
any withholding requirement regarding Federal in-
come tax payments of the independent contractor.
As of this writing H.R. 4531 is pending before the
House Ways and Means Committee.

Douglas Bereuter
Member of Congress

‘“Advertising is one of our big-
gest expenses. | try to cut costs,
but without the Chicago Tribune,
we don’t do business. So when

| get my billing and compare it to
the high response our ads get, the
Tribune always wins.”

Gordon Pace,
Pace Auctions

“The Chicago Tribune has terrific
drawing power.”’

Loretta Skeen,
Lake Geneva Auction Co.

“The Chicago Tribune Auction Mart

gives me great coverage far beyond
hicago.’

Edward Bilbruck,
Edward Bilbruck, Inc.

(hicago Tribune

April, 1982

AUCTIONEERS
PLACE THEIR
BIDS ON THE

CHICRGO

TRIBUNE

AUCTION

MARL.

Auctioneers know they can attract a
qualified audience of buyers by plac-
ing their auction advertising in the
Midwest’'s #1 auction marketplace—
Chicago Tribune Auction Mart.

Whether you want to sell machinery,
jewelry, coins, tools, vehicles, art,
general merchandise, antiques, office
equipment or real estate, Auction Martis
the place for the best auction sales in
town every Sunday and Wednesday.

For more information about Auction
Mart and Auction Action, write for a
free brochure by sending your name
and address to: Chicago Tribune
Auction Mart, 435 N. Michigan Ave.,
Chicago, lll. 60611.

Or call: Sally McKoane—
(312) 222-4493
Charles Shanley—
(312) 222-4042

S
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National Crime Watch

What is your CPQ?
AUCLIUN (Crime Prevention Quotient)

By Colonel W. W. Moore, President
National Association of Chiefs of Police

Ll

||||

If you think you’re smart enough to out think
the criminal, think again. Here are ‘‘true or false”
questions covering the entire range of personal safe-
ty and crime prevention.

These questions and answers should be shared
by the whole family and in classrooms, because safe-
ty starts with you and your family.

1. One out of every three persons in the United
States will be a victim of some type of crime.
(True: The Department of Justice showed in a sur-
vey that nearly 30% of all households (families) re-
ported crimes in 1980 and expected a 12% increase

in 1981.)
2. Nearly 90% of those persons arrested by police
for burglary were under the age of 25.

AUCTION EERS (True: In fact 50% were actually under 18.)
3. Do CRIME WATCH programs (where neighbors

NOW YOU CAN REACH OVER he_lp watch out for neighbors) help reduce
190,000 METALWORKING crimes?

(True: Neighborhood Crime Watch programs that are

MACH'NERY PLANTS active make it much more difficult for criminals to

work.)

4. You can feel very safe in the day time as almost
s E L L- ECT Iv E all crimes are committed at night.
(False: Because so many families work during the
-1 I day and your home is often unguarded and empty,
malllng you must be as alert in the day time as at night.)
I' t ~ 5. Tests show that where property such as TV’s
Is s 3 radios, other valuables are marked with identifi-
cation numbers — burglary has been reduced as
much as 400%.

METALWORKING

IMN’s metalworking lists are the most complete, up-to- (True: Marking items and keeping a record of valu-
date, and productive available today. PLUS, IMN has all ables makes it difficult for burglars to sell and easy
the options you need on your list.. for the police to trace.)

Looking for a geographic list? We have it. Need a list of 6. If a car pulls up as you are walking, to ask for
large metalworking plants? Small metalworking plants? directions, you are perfectly safe during the day.
We have them, too. How about a list specifying equip- (False: Never go near a car asking for directions or
mentinuse?. .. Orone by S.I.C. numbers? You name it, other questions. Let them roll down the window, stay
we have it. far away, and suggest they ask a uniformed police

SELL-ective mailing lists have hundreds of satisfied officer or call from a public pay phone. Do not go
users — including names such as Dunn & Bradstreet, near the car.)

Thomas Register, McGraw-Hill, the U.S. Government, 7. If your house is empty, what is the best light to
Norman Levy Co., Thomas Industries, Inc., Wershow- leave on inside the house (or apartment)?
Ash-Lewis, Stephen L. Winternitz, Inc., Ron Timmons & A. Outside door light.
Co., Roland Grenier & Co., etc. B. Bathroom light.

IMN Can Also Handle Your Printing Work S S .

s D. Living Room light.
From Concept To Finished Product. (B). Bathroom light. The most likely light to be left
burning in your home is a bathroom light all night.
8. A ‘'safe house’ is a home that has a big heavy
safe to store your valuables.

HEARST BUSINESS MEDIA CORP.-IMN DIVISION (False: Safe Houses are police and community pro-

m— 50c 16 SOUTHFIELD RD. — P.0. BOX 5002 grams set up along school routes where children
Hearst

_ & SOUTHFIELD, MICHIGAN 48037 know that an adult will help them if they are ill, be-
PHONE: 313-557-0100 — TELEX: 231237
18 THE AUCTIONEER

Call, Write or Wire For More Information Today!

Continued page 66




Bidder Registration Gards

KWICK KLERK'’S personalized Bidder Registration Cards are the perfect
way for qualifying your buyers. Each card is printed on heavy, colored card
stock. The top of each card is perforated and detaches for filing in your
“KABINET” while the bottom detaches with your personalized logo printed
on it.......a great business card! Only $22 for the first 1000 cards. $20 for
each additional 1000. Give them a try! We know you’ll like them!

lerking She

Our Clerking Sheets have been redesigned by our professional graphics staff.
The sheets are available in 3 or 4 part NCR (carbonless) varieties and are pre-
cut with a card stock back copy. Our unique sales tabulation section on each
sheet helps in eliminating posting errors and gives you a constant report of
your auction’s progress. Each sheet contains 10 tickets and they‘re ship ed
in 100 sheet packages. 3 part sheets are only $18/package. 4 part are 3920

CALL OR WRITE FOR A FREE _BROCHURE

Ic

BoX 147 Northfield ,N\n. 55057 (507) 645-4407

SAMPLE KIT
©

qﬁﬂ- For That Antique, Estate |

= or Collector s Auction

P[NTHAHIA Be Sure tO Use )
h mmulﬂﬁmm Thc WCCkly ‘
RESTATESSTRADER!

=S

. é
P.0. Box 90TA, Knightstown. Inc. 46143 Call TOLL FREE TO RESERVE ADS OR FOR INFO (4
FOR A CROWD OF AFFLUENT BUYERS (IA, IL, KY, MI, MO, OH, TN, W.V., WI (PA 412 or 814 only)  1-800-428-4156
WHO FLY AND DRIVE LONG DISTANCES Indianapolis & NE suburbs 326-2235 .
pir?ulated ; prima'arily y in Illnois, Indiana'. K.eI.ltUCk.y’ Other States (not tl{?l?-lfarzg).l 3]?21133 3-1179325-5800 or 317-345-5133 p)
MIChlgan* Missouri, Ohio, Tennessee, West Virginia, Wis- TOLL FREE HOURS: 7 am-5 pm Mon. thru Fri. and Sat. 8 am-12 noon.
consin, Western New York, Western Pennsylvania, East- (Evenings after 5 and Sat. pm & Sundays BY CHANCE).
ern lowa. IN OUR 14TH YEAR. Delivered every Monday in most states. d
The Tri-State Trader has more antique auctions in the Normal Ad Deadline: 9 am every Wednesday. Ads taken é
Mid-Central states than any other publication in the until 8:30 a.m. Friday, but please call in reservation early. 4
world! Results guaranteed or no pay! (Inclement weather (Small surcharge for late ads after 9 am Wednesday.) "
excepted). Ask for a show of hands. Yes, we're that sure! Gelco or other Courier service recommended for late ads.  §
Free Samples Sent to Auctioneers on Request Special delivery is good insurance. 4

h“a‘—t“ﬂ“-“‘1“&“-‘“#“#"-““"«1‘-“1*‘.-.-0..4,..‘,“,.4,.4,“
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Eight ways to enter
advertising contest

Eight categories are available to NAA members
entering auction advertising in the 1982 Advertising
Contest in Atlanta. But remember to enter Category
H, “Auction Business Stationery’, you’re sending
three “sets” of your stationery to the NAA office.

An entry into Category H must consist of a set
of three items — one piece of your auction business
letterhead, one of your auction business envelopes,
and one of your auction business cards. The letter-
head and the card must both display the NAA em-
blem, or state that the auctioneer is an NAA member.
(The envelope is excluded from the “must display
NAA emblem” rule.) To this set of three items —
letterhead, card, envelope — attach the entry form
that must accompany an entry into the contest. Also,
you're sending in two more sets of these three items,
as explained in contest rule #7. The NAA office
must receive 3 full sets of your auction business
stationery to complete your entry into Category H.

The rules for the Advertising Contest will be
published in each AUCTIONEER between now and
July, so that everyone will have time to prepare en-
tries for the 1982 Contest. Awards will be presented
at the Awards Festival of the 1982 NAA Convention,
Friday, July 30.

To enter, photocopy or retype the entry form
(one completed form for each contest entry, three
samples per entry). The completed form will help
the contest judges in identification and evaluation
of your advertising.

Advertising Contest Rules

1. Entries must display the NAA emblem or the

statement that the auctioneer is a member of the
NAA.

2. Entries must be submitted to the NAA office —
three copies of each entry — by July 1, 1982.

3. Entries must be on the current year sales (July
1, 1981, through June 30, 1982).

4. Each member entering the contest can select an
entry to be represented in any of the particular
categories. Limit is one entry, per member, per
category. Each entry must be labeled, or clearly
marked, as to the category for which it is being
entered, and three pieces of each entry must be
submitted. (NOTE: If the advertising is not
labeled as to which category it is being entered,
it will not be submitted to the judges, and addi-
tional advertising pieces will be maintained in the
NAA office for reference only.)

5. Members of the Advertising Committee are not
eligible to compete for an advertising contest
award.

6. Previous year winners — those who won an
award in 1981 — are not eligible to compete in

Teamwork

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

Michael Fox Auctioneers, inc.

EXECUTIVE OFFICES

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

¢ BALTIMORE, MARYLAND 21201 . _
(301) 332-1333 Baltimore ® (301) 621-4321 Washington ® (215) 564-1175 Philadelphia

THE AUCTIONEER



the category in which they won in 1981, but they
may enter any of the other categories.

7. Of the three samples submitted for each entry,
one copy will be maintained in the NAA office;
one copy will be maintained for judging; and the
third copy will be displayed for viewing by the
convention registrants, after the awards’ recipi-
ents are announced.

8. Two, first place awards will be presented in each
category; one for one-color ink on paper; and
the second for multi-color ink on paper.

9. A “Best of Show” award will be presented to the
best entry submitted for the contest (and will
not be included in the other award categories).

10. The categories are as follows.

Commercial and Industrial

Farm (an operating farm liquidation)

Real Estate

. Antiques

. “‘Specialty”’ (cataloged sale)

Consignment Sales with General Household
and Estate Liquidation

. Institution (auction firm promotion)

. Auction Business Stationery (letterhead, plus

envelope, and business card)

Remember, all NAA members are eligible to en-
ter their advertising (three copies of one entry per
category), but reference to the member’s NAA affilia-
tion must be displayed on the advertising piece
(NAA emblem, or “John Doe, Member, National Auc-
tioneers Association”).

It is not too early to select your best auction ad-
vertising for the above categories, and submit it to
the NAA office by July 1, 1982. Be sure and have
a completed entry form attached to the set of three
examples for each entry. Any questions concerning
advertising rules or contest procedures should also
be directed to the NAA office.

~0 Q0T
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ATTENTION

® Antique Dealers @
® Auctioneers @
® Rug Dealers @

ANNOUNCING

If you are looking for a good way to make more money,
you just found it!! New or antique rugs in small or large
bales to your door. Good quality, low prices, all stock
guaranteed wholesale to the trade only

Once-In-A-Lifetime
Opportunity!

To reserve a visit from our European supplier to your
premises (no obligation) or to order rugs write or call

LYNN WALTERS
| Clackamas, Ore. 97015

P.O. Box 116
Phone (503) 654-3000

l - )
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ENTRY FORM

National Auctioneers Association
1982 Advertising Contest
NAA Annual Convention

Atlanta, Georgia

Please type or print.

CONTEST CATEGORY

(include letter and name of category)

SUBMITTED BY _

(name of NAA auctioneer advertiser)

STATEMENT OF PURPOSE FOR THE

ADVERTISING

NUMBER PREPARED

NUMBER DISTRIBUTED

HOW DISTRIBUTED

BRIEF DESCRIPTION OF SALE

DEADLINE FOR ENTRIES: July 1, 1982

Photocopy or retype this form; and send one
completed form for each entry, three samples
of the advertising per entry. Send all entries to:

Advertising Contest
National Auctioneers Association
135 Lakewood Drive
Lincoln, Nebraska 68510-2487

. Learn Auctioneering

Complete cassette home study.
® 5 full hours of chant secrets,
training exercises and all phases
of auctioneering.
American Academy of Auctioneers
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LINES WE
CARRY ARE
TOOLS BY
CHAMPION

A.P.F. CALCULATORS

CASIO WATCHES
& CALCULATORS

PANASONIC
ELECTRONICS

SONY
ELECTRONICS

KRACO
ELECTRONICS

SANYO
ELECTRONICS

SANBORN
AIR COMPRESSORS

LINCOLN ELECTRIC
WELDERS

FUZZBUSTER
RADAR DETECTORS

WHISTLER
RADAR DETECTORS

YORX
ELECTRONICS

VIDEO TAPE
RECORDERS

ATARI
GAMES

CUTLERY
POOL CUE STICKS
BIBLES
GOLF BALLS
BEER WAGONS
COSTUME JEWELRY
WATCHES

TH:18s
TAPES

MAXELL
TAPES

VIDEO
TAPES

BETAMAX
TAPES

AND
10,000
OTHER
ITEMS

PAKISTANI
KNIVES

For thirty-one years the auctioneers
wholesaler. Call Frieder the Importer
for the best deals. By-pass the middle-
man, buy directly from the Importer and
pocket the profits.

Closeout Merchandise Buyers, Suppli-
ers to the Auction Trade of promotional
& nationally advertised merchandise.
Direct importing enables us to offer the
lowest prices possible. Visit our Show
Rooms and inspect our Quality Mer-
chandise ready in our 48,000 sq. ft.
warehouse for fast pickup or delivery.

Buy Champion Tools. The largest sell-
ing tool line in the Middlewest. A qual-
ity fast selling line. Champion Tools —
the profit makers. We ship to all 50
states.

Frieder’s

2553 Superior Avenue
Cleveland, Ohio 44114

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

& LOW PRICES — HIGH QUALITY — QUICK SERVICE

LARGE INVENTORY — QUICK DELIVERY
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July nominations deadline
for NAA candidates

Any NAA member can be nominated for elected
office in the National Auctioneers Association. What
must be submitted on behalf of the candidate is a
resume of the candidate’s qualifications for office, a
letter (or letters) of support for the candidate’s nomi-
nation (a candidate does not necessarily have to be
nominated by a state auctioneers association), and a
black/white glossy photograph of the candidate. The
deadline for nomination is July 1, 1982.

In accordance with the 1980 NAA By-Law re-
visions governing officer elections, not only will the
members elect the four directors, but the members
will also elect the treasurer, a vice president, and a
president-elect. The current president-elect will as-
sume the president’s office.

The nominations for the offices of directors
(four) and officers (treasurer, vice president, presi-
dent-elect) are open for the 1982 NAA Convention.
All letters declaring the candidate’s nomination for
an NAA elective office should be directed to: Harvey
L. McCray, Executive Vice President, National Auc-
tioneers Association, 135, Lakewood Drive, Lincoln,
NE 68510-2487. Nominations will not be accepted
after July 1, 1982,

The Nominating Committee sincerely hopes that
candidacies will be announced, and support letters
submitted soon, so that ample time will be available
to the committee for thorough review and considera-
tion.

Exhibitors reserve
convention space now

Pursuant to the January 1981 NAA Board of
Directors’ decisions regarding NAA convention ex-
hibitors, all displayers at the Atlanta convention, and
future conventions must be NAA members, or adver-
tisers in THE AUCTIONEER magazine. The cost of
exhibiting at NAA conventions is $200.

FORT SMITH

AUCTION SGHOOL

QUALITY TRAINING SINCE 1947

VETERAN i
APPROVED il wov.

April, 1982

Since there will be a limited number of exhibitor
spaces available, it is highly recommended that NAA
member exhibitor advance payments be received at
the NAA office as soon as possible.

Any questions regarding convention exhibitor
space should be directed to the NAA office, not the
Atlanta Hilton Hotel.

State associations, plan
Fun Auction item
representing your state

At the 1981 NAA convention in Las Vegas, many
state auctioneers associations contributed items
r_epresentative of their state or region to the conven-
tion Fun Auction. It is expected that the 1982 Fun
Auction will be no exception, and will again set
another record for a Fun Auction total. However,
now is the time for planning state association Fun
Auction contributions at the 1982 Atlanta NAA con-
vention.

A handsome gun from Texas, a beautiful quilt
from Tennessee, gorgeous artwork and sculpture,
delicious cheeses and other regional foods, they've
all been sold at past NAA convention Fun Auctions.
The months between now and Thursday night, July
29, 1982, could be just enough time for state as-
sociation enthusiasm to build, and choose an auction
item representing the state or region.

Any questions concerning contributions to the
convention Fun Auction should be directed to the
NAA office as soon as possible.

1987 NAA Convention
to be held in South

In accordance with the rotation of regions for
future NAA convention sites, the following states iIn
the South Region may submit indication of interest
proposals for the 1987 NAA convention.

South Region — Alabama, Florida, Georgia, Ken-
tucky, Mississippi, North Carolina, South Caro-
lina and Tennessee — 8 states, 8 state associa-
tions, 7 potential convention cities, and approxi-
mately 1,269 members.

All proposals must be received at the NAA office
by June 1, 1982, to allow for site inspection.

The procedure for having a site selected begins
with a letter to the NAA office, from the state auc-
tioneers association board of directors, indicating in-
terest in hosting the 1987 convention. |

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

Once a site has been certified, the Bcard of
Directors of the National Auctioneers Association
makes the decision to hold the convention at the
certified location.
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Auction customer
pamphlet now
available from NAA

In the center section of this AUCTIONEER
you’ll find your sample copy of the NAA’s ‘““‘auction
customer pamphlet,” for promoting your auction
business and NAA membership. The pamphlets you
order will be the same colors as shown in the sample,
and contain personal and auction business informa-
tion. Designed for distribution to your auction custo-
mers and clients, the NAA pamphlet can be an ex-
cellent addition to your promotional efforts.

Customer pamphlet
highlights information

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

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

®* Photocopy or remove the pamphlet order form on
page 25.

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

* Decide what quantity of pamphlets to order and
enclose payment and send directly to the NAA
office.

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

Name and address

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

Jack A. Collins
Jack Collins

John A. Collins, CAIl, GRI
John A. “dack’ Collins
John A. “Big Jack” Collins

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

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

Professionals Professionals

Business name and address inside

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

Slogans and street directions will not be accepted.

ABC Auction Company

1215 Main St.

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

Hometown, State Zip

Multiple business phone numbers can also appear
below your address.

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

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

John A. Collins

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

Hometown, State Zip  Othertown, State Zip

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

Auction service information

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

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

The following guidelines will apply to your auc-
tion service information.

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

® You can promote your membership in state auc-
tioneer associations, and other professional or-
ganizations that relate to your auction business.

Continued page 27
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National Auctioneers Association
“Auction Customer Pamphlet” Order Form

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

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

2) Name of auction company, or auction service

Street address ___ _ City___ State_

Business phone/area code

(If additional office location addresses are to appear in the pamphlet, provide the address infor-
mation on a separate sheet of paper.)

3) Write 7-10 brief statements detailing the auction services you provide. Use separate sheet if neces-

Zip

sary.

.___ . . L e as ._ e D _
.____ - - _ _ .____ _ ______________-____—___
.—_ - . .- _ R ) i ]

._—_ r ._ B | -

4) Enclose logos suitable for printing, for each professional affiliation you want featured in your
NAA customer pamphlet. Social and fraternal organization logos will not be accepted. (Do not
send CAl, GRI and other similiar professional designation logos. Your professional designation
will follow your name, pursuant to logo use regulations of organization awarding the designation.)

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

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

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

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

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

Number of pamphlets ordered _

Name of NAA member placing the order ____

Signature. Date your NAA membership expires

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

April, 1982 29




DEALER Aac TION . it (g

*‘ ’”%A‘

DEALER

Wholesale

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

Every MONDAY 10 A.M.

l This is an ABSOLUTE Auction where we sell Tools-Electronics- Watches ‘
Furniture-Carpet - Gift Items-Household Goods and many other items
to the HIGH BIDDER.

ALL NEW MERCHANDISE SOLD — LARGE AND SMALL LOTS

NO JUNK
Terms of Payment: Cash or Certified Check

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

|
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Membership information for social or fraternal or-
ganizations will not be accepted.

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

Satisfaction guaranteed

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

must all be received at the NAA office. The in-
formation will be typeset according to your re-
quest, within the above guidelines and layout of
the NAA customer pamphlet.

* A rough layout will be prepared and sent to you
for final approval.

* You respond to the NAA office (by phone or letter)
approving, or correcting your NAA customer pam-
phlet.

* Your pamphlet order will be printed, folded and
shipped to you as soon as possible upon receipt
at the NAA office.

Questions about the preparation of your NAA
auction customer pamphlet should be directed to
the NAA office. To place your order, fill out the
form on page , and send it to the NAA office ac-
companied by your payment.

Corrections noted
in Tampa
seminar interviews

Please make the following corrections (shown
in bold) for pages 50 and 51 of your March AUCTION-
EER. The Tampa seminar instructors being inter-
viewed are NAA members Dick Brewer, Mt. Hope,
Kansas, and Bill Fox, Baltimore, Maryland.

“Briefly explain the
business relationship
when cooperating with
another auctioneer, or
a real estate broker.”

Brewer, farms at auction: When a real estate
broker contacts me with a listing to sell at auction,
and it has been a common practice in my area, we

|_ SALE CLERKING SHEETS |
and other Auction forms
Write for Samples and Prices

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

April, 1982

simply auction whatever it is the broker has listed.

And, however, the broker is accepting the prop-
erty, that is the basis on which we are going to have
to operate, because they are his clients. Out of
pocket expenses, we split down the middle.

We pretty well share the work, and | generally
take care of the management and the advertising of
the auction. The broker takes care of the contract
and the closing details, and that pretty well balances
out the situation.

We cooperate with other auctioneers, and that
includes younger auctioneers just getting started. |
tell them that | would be glad to help them for a
day’s pay.| want them to do well, and be glad that
| can help them out. | don’t participate in the man-
agement or the preparation details, because | don't
have the full responsibility. | do not expect them to
split their commission with me, just give me a fair
day’s pay for the service | render.

Fox, promotion and advertising real estate auc-
tions: When cooperating with other auctioneers,
commissions would be divided on a basis of 10-50%
of the total commission. Depending upon the in-
volvement of the other auctioneer, he would earn
anywhere from 10-50% of the total commission
based on his activity in the particular matter.

As far as financial cooperation with the real
estate brokers who refer us business, we would gen-
erally share equally the commission that the referring
broker had originally listed the property for. Ob-
viously, in any situation of this type, circumstance
alters cases. The general ground rules that | have
just outlined, for both cooperating auctioneers and
real estate brokers, can be, and are, altered depend-
iIng upon each situation.

estern

college of auctioneering

1948-1982 — 34 Years

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

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

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

11/ estern

college of auctioneering

Box 21116, Billings, MT 59104 Phone: 406-252-7066

CT= et = S
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NAA officer/director articles . . .

Soliciting an auction

By William L. “Bill” Gaule, CAl
NAA Vice President

My article is written in two parts, the first to
assist the new or beginning auctioneer; the second
section, to possibly pass on a tip to the seasoned
professional.

Part I: So you have just returned from
auction school

You're all full of enthusiasm and ready to go
out and sell the world. Are you thinking to yourself,
“Now, | have to get some business cards, run some
advertising and wait for the phone to ring”? It has
been my experience that the wait may discourage
many outstanding prospects for the auction business.

My first advice would be to start writing down
your goals. What type of business would you like to
establish? What would you like to become most
proficient in? How many sales would you plan to
have the first six months? At the end of the first
year, second year, and so forth? Remember, a goal
iIs nothing without a committment.

Consider the farm story of the chicken and the
pig. One day the chicken said to the pig, “Our
farmer has been very good to us, why don’t we do
something nice for him, such as fixing his breakfast?”
The pig said, “What will we fix?”’ The chicken’s
reply was, “How about bacon and eggs?’ After a
momentary pause the pig said, “Wait a minute, for

you it's a contribution, but for me it’s total committ-
ment.”

Ten years from now, the plateau that you will
obtain will be due in the most part to the amount of
your committment. If you say you would like to buy a
new car in one year, you may or may not do it. If you
pick out the one you like with all the extras, pay
$2500 down and put the delivery date exactly one
year from now, you have made a committment.

One of the most common questions asked is,
“Where do | get my leads?”’ | believe that you start
with your next door neighbors, your town, your
county, your state. If you want to be a millionaire,
you have to first be a ‘““thousandaire’. Plan your ap-
proach to advertise the opening of your business.
Most small town newspapers will run your announce-
ment free of charge. Be sure it is well written and
has accurate, factual information. Your initial invest-
ment will be your calling cards. Be sure that they
are appealing, and that all phone numbers are easy
to read and have an area code.

If you live in a smaller community, leave your
cards at business places that have bulletin boards.
Ask to speak at the local service clubs. Most clubs
have weekly programs and would welcome you tell-
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NAA vice president Bill
Gaule was elected to that
office at this year's Las
Vegas convention, after
ending a three year di-
rector term in 1980. He
is the owner of William L.
Gaule Auction Service,
Chatham, lllinois, con-
ducting a variety of auc-
tions including real
estate. Mr. Gaule has re-
mained active in the llli-
nois Auctioneers ASSOCiI-
ation, having served as
president in 1965.

ing: of your schooling, what the auction business
provides, and what your plans are in the business.

If you can possibly find employment with an
established auction firm with a fine reputation, do it
as soon as possible. Study other auctioneers and
auction firms, make a list of do’s and don’ts. When
attending auctions, small talk with the crowd and
find out what they do or don’t like about the auc-
tioneers conducting the sale. You will hear com-
ments such as: they always start on time; their sales
are well organized, tagged or cataloged; they are
easy to understand; they are very reliable; you can
be assured of being treated honestly by their firm.
You may possibly hear negative comments about
these same things.

| have found that properly prepared brochures
are effective for both the new and the experienced
auctioneer. The most influential people in the ma-
jority of towns are bank trust officers, attorneys and
CPA’s. They advise clients and select auctioneers
every day. Meet them in person, deliver your mess-
age in person. | have found that the telephone is
great for making appointments, but not for getting
committments. Get involved with your community
and civic activities. That is where you get to know
the community leaders, the real ““doers’ who give of
their time. The best year that we have ever experi-
enced, was the same year that | served as County
United Way Chairman. Get to know the people who
served and advise others. Let them know what busi-
ness you are in. Make at least two cold calls every
day.

Some other possible leads can be found by
reading the legal notices in your local papers. Real
estate sales people can supply you with many leads,
and will, in many cases, work with auctioneers in
liquidating estates or helping you obtain a furniture
auction if they are selling the home. Be sure to write
thank you letters to sellers, and purchasers. With
real estate auctions, send thank you letters to all
who bid on the property, if you have their names and
addresses.

THE AUCTIONEER



Part Il: Every contact is a learning experience

| have found that if you give people half of the
answer, they will give you the other half. If you ask
someone, “Who do you know who is going to have
a sale,” they will probably say they don’t know of
anyone. However, if you say to them, “| have reason
to believe that there is going to be an auction in this
area, but | can’t think of the last name,” they will
usually give any information that they have.

We have taken pictures at our auctions, along
with tape recordings, for quite a long time. | have
found that most owners really appreciate these tapes,
and we usually give them to the sellers unless we
want to keep them in our files. In this case, we make
a copy for our file. If you want a permanent calling
card in a home, plan and select four or five of the
best pictures, making sure that you have the owners
in one picture with you, along with important pieces
in others. Select a nice frame and arrange the pic-
tures so that your picture is in the center with the
others around it. The owners will be thrilled, and
you will usually find it for years to come in their
home. They will certainly tell all of their friends
about your auction.

The old saying that the early bird gets the worm
is very true in our business. When you have a lead
on a possible auction, get all the facts — why the
sale is being planned, who will be in charge, who will
make the decision, etc. — then make an appointment
to see the person in charge. Be well dressed, know

%ab THE AUCTION BULLETIN

what you are going to say, have confidence in what
you can do for them, and let them know that you
need their assistance to prepare a good auction.
The best way to make a good presentation is to talk
to them face to face.

Do not be disappointed if you do not succeed
each time. Nearly everyone who ever succeeded in
business experienced many failures. Make every
failure a learning experience, not an excuse for quitt-
ing. If you do not get the job, don’t be bitter or talk
down your competition. | usually try to meet the
seller before the auction, and tell them | appreciate
any consideration that we have received. We want
prospects to know, if we can ever help them in the
future, we want them to call.

When | first started in the auction business, |
solicited nearly every job that | got. After you have
been in business many years, nearly all of the busi-
ness will come to you. Our competition is not other
auctioneers as much as it is ‘““for sale by owners,”
the auctions that never happened because no auc-
tioneer showed the way, etc. Remember, quitters
never win and winners never quit.

| hope to see you at the National Conventions
and NAA Seminars. You will be renewed in expand-
iIng your knowledge and ability.

There are an estimated 14.4 million businesses
in the U.S. Of this total, 3.4 million are farms and
11 million are non-farm businesses.

The nation’s only nationally distributed weekly publication listing coming auctions throughout

the country by industry.

SPECIAL OFFER FOR NAA MEMBERS

ANNUAL SUBSCRIPTION $65.00
Reg. Rate $125.00/Yr.

— Know what’s going on in your industry.
— Find out who is handling what auctions.

— See what auctions are being held throughout the country.

Remember

The Auction Bulletin reaches subscribers who pay to find out where auctions are and travel
long distances to attend sales. To improve your auction attendance and to attract this quality
and affluent audience, send your auction notices to the Auction Bulletin for free listings.

For information and ad rates,

PHONE TOLL FREE 800-621-1574
orwrite THEAUCTION BULLETIN, P.O.Box 5676 -
Chicago, lllinois 60680
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NAA benefits belong
to every auctioneer

By Harry A. Anderson, CAI
NAA Director

| am writing this article to ask all fellow NAA
members to “take a look at yourself and other auc-
tioneers around you”. How many auctioneers in your
area belong to the National Auctioneers Association?
A better question: How many auctioneers do you
know who do not belong to the NAA?

| would like to see each NAA member auction-
eer recruit at least one new member into our As-
sociation this year. If you take the time to look
around, you will usually find that NAA auctioneers
have the more professional attitude, run their busi-
ness more efficiently, and make a better impression
on the public than the non-member auctioneer. All
these things benefit the auction profession as a
whole, and thereby benefit each of us.

It goes without saying that there are auctioneers
throughout the country who don’t like the idea of
giving away their “Secrets of Success’. But don’t
you think that the benefits of NAA membership be-
long to every auctioneer? NAA membership is the
one secret that everyone involved in the auction pro-
fession can, and should, encourage others to utilize.
The benefits gained by improving professionalism of
auctioneers throughout the country, by encouraging
all of them to join the NAA, far outweigh any sup-
posed disadvantage we may fear from giving away
one of our secrets to the competition.

“What does NAA membership do for you?” This
will, undoubtedly, be one of the first questions the
non-member auctioneer will ask.

1) It allows me the privilege of receiving THE
AUCTIONEER magazine every month. With this help-
ful, informative guide, | am kept up to date on
changes in licensing laws, government rules and
regulations, new methods and trends in the auction
profession. The magazine is full of interesting arti-
cles written by some of the most proficient auction-
eers in the United States. The magazine lets me
know what others are doing and gives me better
ideas for my own business.

2) NAA membership means that | belong to a
group of over 6,500 of the most progressive profes-
sionals in North America. With my membership, |
also acquire a listing of these fellow members whom
| can feel comfortable about calling upon for assist-
ance or information.

3) NAA membership entitles me to attend the
annual NAA convention, where | can listen and learn
from experienced auctioneers and other profession-
als, about all aspects of auctions.

4)'NAA membership allows me to attend the
seminars twice a year, held at different locations;
again giving me the opportunity to increase my
knowledge of what’s both new and proven in the
auction profession.
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NAA director Harry An-
derson was elected to the
NAA Board of Directors
in 1981. Anderson Auc-
tioneers, Inc., is located
in Georgetown, Pennsyl-
vania, where director An-
derson is active in the
Pennsylvania Auctioneers
Association as its 1981
president. Mr. Anderson
is also a member of the
Ohio and West Virginia
State Auctioneers Associ-
ations, and a graduate of
the CAl Charter Class.

5) NAA membership gives me the opportunity to
attend CAIl (Certified Auctioneers Institute), Bloom-
ington, Indiana, the continuing education course for
the professional auctioneer who realizes that there
are always new things to learn, and who wants to
keep on learning.

These are just some of the benefits of member-
ship in the National Auctioneers Association. I'm
sure each and every one of you can think of more
reasons for belonging to the NAA. Why don’t you
take time, today, to find ONE non-member auction-
eer and encourage that person to join the Associa-
tion? If you feel you can’t take time to make a per-
sonal visit, get out the Yellow Pages of your phone
directory and talk to the auctioneer on the telephone.
Make one person aware of the great benefits to be
derived from NAA membership. Doing so will bring
the benefits of increased auction professionalism in
your area, and probably make you a new friend.

REPPERT SCHOOL OF

AUCTIONEERING, INC.
Box 189
Decatur, Indiana 46733

Tuition $400 for 3-Week Term —
also Home Study

Next 2 Terms:
July 26-August 13, 1982
November 29-December 17, 1982

Founded in 1921

Write or call for more information
| 219-724-3804 AC 0033

e —————— — |

In 1979, the average American made 1097 tele-
phone calls.

From AMERICAN AVERAGES
THE AUCTIONEER




Staying dry In
this “rain”

By Louis B. “Benny” Fisher, CAl
NAA Director

Whether sacred or secular, conversion is a pro-
cess. Too often, people are afraid of the conse-
quences. In real estate, conversion to cash calls for
the services of an auctioneer who can calm the
client’s financial fears. However, the time to counsel
the client is before the auction.

As NAA director Hugh Miller said at Tampa in
our January NAA seminar, ‘“‘Don’t let anyone tell you
that there is no real estate being sold. There is! By
people who understand current market conditions,
and are prepared to adjust to them.” There's the
key; current market conditions — adjustment.

Financiers talk about ‘‘this present economic
climate’”. | don’t have to remind you that it’s raining.
Our customers need at least three ‘“‘staves’ to keep
their umbrellas open against collapse.

PRICE — Sometimes auction prices exceed
our expectations. Most of the time, not even an auc-
tioneer can get two dollars for a one dollar value.
Usually prices must be better than those for any
substitute properties in the area. After a well-ad-
vertised auction has produced prospects, once a
well-executed auction is concluded, owners must be
motivated enough to SELL at the price just estab-
lished in the open market place. Frequently, sellers
want us to simply host an appraisal conference at the
appointed hour of auction, and are more than willing
to pay a token service fee to accomplish this pur-
pose.

| term it CONFIRMATION CONSUMPTION, and
it has claimed many commission dollars. It creeps
upon your client, during your chant, and cripples the
conscience. A dreaded disease, in the absence of a
contractual cost, it can be deadly. It’'s only antidote
is spelled “absolute”. Don’t take over-priced proper-
ties for auction, subject to confirmation!

PARTICIPATION — If it's a long amortization,
with a short maturity, or an interest only loan for a
period of time, or a blended mortgage, the seller
must be ready, willing, and able to ASSIST the buyer
by carrying a part of the principal personally. You
can call it creative cash, innovative investment, or
whatever you wish, but some measure of self-help
with financing a property will go a very long way
towards guaranteeing a sale in these torrential times.

POINTS — Talk your seller into some percent-
age of INTEREST that is lower than whatever amount
is currently being offered by lending institutions.
The interest factor must be more attractive than
bank rates to induce buyers. It is better to get 12%
of something than 18% of nothing.

Remember — “‘It’s raining outside.’
and SELLING!
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NAA director Benny Fish-
er was elected to the
Board of Directors this
year. He is the sole pro-
prietor of Auctions By
Fisher, a firm specializ-
ing in the sale of real
estate and antiques. The
Fisher auction company
has two offices in Pom-
pano Beach, Florida, and
an office in Henderson-
ville, North Carolina. Mr.
Fisher is also presently
serving as a vice presi-
dent of the Florida Auc-
tioneers Association.

A Book For
| Over 4,300 Proved Every
AUCTION PITCH _1i AUCTIONEER
| a veritable goldmine
B o A AUCTION
RINGMEN PITCH
and the booklet
52 BASIC
AUCTION
j CHANTS
| A 176 page book loaded with auction sayings, quips,
laughs, bits, facts, etc., mostly one-liners, gathered from
100’s of auctioneers throughout the U.S. and Canada dur-
ing a 53 year period.

Here is what auction schools and auctioneers say:

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

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

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

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

“Nothing less than a masterpiece.” — Whipple Auction-
eers, Canton, Ohio

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

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

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

New business incorporations increased by 10%
in 1979, to 524,565 from 478,019 in 1978. Incorpora-
tions increased by 16% in 1977 and decreased by
3% in 1974.

DUN & BRADSTREET
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VALDOSTA TENT

& AWNING COMPANY
706 N. FORREST ST., VALDOSTA, GA 31601

Office Phone
(912) 247-9843

Mailing Address
P. O. Box 3178

Call, write, or come by and see us
before you buy. (You’ll be glad you did!)

GORDON L. SHAW, Owner
Home Phone (912) 247-5209

—Manufacturer of tents for over 25 years—

AUCTIONEER WANTED

Unusual opportunity in

FLORIDA!

auctioneer.

ment with Florida’s oldest auto auction.

cations.

tape of yourself auctioneering at auto auction.

Mail to:

William B. Kemp, President

West Palm Beach Auto Auction, Inc.
3703A — South Dixie Highway
West Palm Beach, Florida 33405

(All replies held confidential)

Opening for full time experienced automobile

Tired of long trips and bad weather? Un-
usual opening in Florida for full time employ-

New four lane building. Two sales every
week, West Palm Beach and Ft. Lauderdale.
Live anywhere along Florida Gold Coast. Learn
management in our expanding organization. We
train you. Five day week. Good salary. Pension
plan. Excellent medical coverage and paid va-

Please mail resume, photo and cassette
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Auxiliary to the
National

Auctioneers
Association

Dear Auxiliary members,

We are special people! How many professions
can you name where the spouses are as actively in-
volved — as in the auction profession — and better
yet, welcomed. We are encouraged to attend semi-
nars with our spouses, and can learn right along with
them. The NAA has offered some great seminars
for its membership. If you have never attended one,
try to fit one in your schedule in 1983. We can never
stop learning and growing in this business, as it has
an ever changing market. We need to know what is
“in,” and what is a reasonable price. Continuing
education should be a way of life for all of us.

You probably don’t have to travel hundreds of
miles to improve yourself. Check and see what the
colleges, historical centers, and libraries in your area
are offering. Go to antique shows and see what is
being sold there. It’s surprising all the informative
opportunities you can find if you put forth a little
effort. The middle of this month I'm going to an all
day seminar on quilts and coverlets. Since the
needle arts are my second love, I'll get double value
out of the day. And of course, read, read, read those
magazines and publications with articles on the type
of items that show up at your spouse’s auctions.

Did you know that the word ‘““‘Auxiliary’’ is both
a noun and an adjective? As an adjective it means
helping, assistant, or additional. As a noun a helper,
or aid. We in the Auxiliary could be described as a
“helping aid” to our auctioneer spouse. Each year
we seem to become a better organization with better
programs, expanding and growing in numbers.

Now is the time to mark your calendar, July 27-
31, for the NAA Convention in Atlanta. Don’t forget
to send in your Auxiliary dues along with your con-
vention registration. This really helps Auxiliary
treasurer Pat Dunning at convention time. As Auxil-
lary members, we will be busy with our own pro-
grams, and also attending the NAA’s auction work-
shops. It will be a time of renewing friendships and
building new ones.

We want to encourage those of you who have
never joined to give the Auxiliary a try. We are only
as good as the membership we have — and you will
be an asset to us.

| am certainly looking forward to seeing you all
in Atlanta.

Virginia Dilgard, Director
Auxiliary to the NAA
Ashland, Ohio
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AUXILIARY OFFICERS AND DIRECTORS in Tampa
to confer with NAA Board of Directors. From left,
vice president Naomj Newcom, directors Lila Moody
and Joanne Laumeyer, pres:dent Pat Lambright, di-
rector Ann Williams, and director/immediate past
president Glenda McCarter Johnson.

Dear Auxiliary members,

Accompanying my article is a photograph of
your hardworking officers and committee women who
met with the NAA Board of Directors, in January at
Tampa, Florida. The reason for the meeting was to
coordinate planning and preparation for a success-
ful Atlanta Convention, July 28 through July 31.

Since this is a year of pledges, | would like to
convince Auxiliary members to ‘“‘pledge” an article
or two during the coming year. You can help our
Auxiliary page be even more interesting and informa-
tive, through more participation by the Auxiliary
membershlp | know there are many, many ideas
that we can all share with each other.

Take time to contribute. Speak up. Our Auxiliary
is large enough, and varied enough, to include arti-
cles from many Auxiliary members, in addition to
officer and director articles.

Ann Williams, president-elect
Auxiliary to the NAA
Arlington, Washington

President Reagan will officially proclalm May as
Older Americans Month, featuring this year’s theme
of ““Aging Together”. In this nationwide celebration,
the Administration on Aging will seek to alert all
Americans to the importance of providing opportun-
ities and support of activities that will help make the
lives of older Americans more meaningful.

Of the non-farm businesses, 10.8 (98.2%) are
considered ‘“small” by SBA’s loan application size
standards.
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PRESIDENT |

The Auxiliary to the
Nat:onal Auct:oneers Assoc:atton
__1081-82 Offtcers |

Mrs. Pat Lambright, 112 N. Detroit St., LaGrange, In-
diana 46761, phone: 219-463 2012

 PRESIDENT-ELECT:

Mrs. Ann Williams, P.O. Box 183 Arlington, Washing-
ton 98223, phone: 206-435-3608:

VICE PRESIDENT:

Mrs. Naomi Newcom, P. 0 Box 458, Whltewater, Kan-
sas 67154, phone: 316-799- 2978 2

SECRETARY-—TREASURER |
Mrs. Pat Dunning, P.O. Box 866 Elgm, lllinois 60120,
phone: 312-741-3483 |

 HISTORIAN:

Mrs. Myra Garner, 1003 East Hibiscus Drlvo, Bartow,
Florida 33830, phone: 813-533-9130

DIRECTORS

TERMS EXPIRING 1984

Mrs. Glenda McCarter Johnson, PO Box 46 Seworvlllo,_ -
Tennessee 37862, phone: 615-453-8417 |

Mrs. Fran Smith, Angell Road, Sslver Creek Now York
14136, phone: 716-934-4875 .

Mrs. Joanne Laumeyer, 7306 Cleve Avenuo East inver
Grove Heights, Minnesota 55075 phone 61 2-455—9547

TERMS EXPIRING 1983
Mrs. Virginia Dilgard, 135 Union, Ashland Ohlo 44805,_
phone: 419-325-2122 -
Mrs. Lila Moody, P.O. Box 795, Darhngton, South Caro-_':-?“* "
lina 29532, phone: 803-393-0431 |
Mrs. Betty Short, 1341 E. Orchard Phoonix, Arlzona 35020
phone: 602-944-5626 .
Mrs. Irene Dudley, Route 4, Box 3 Hampton, lowa 50441,}-_
phone: 515- 456-4318 . -

TERMS EXPIRING 1982 . ..
Mrs. Ruby Hartman, 12008 South St. Routo 122 Camdon,ff
Ohio 45311, phone: 513-787-3211
Mrs. Kay Aldinger, Rt. 1, Box 42, Clevoland North Dakota‘??*
58424, phone: 701-763-6262 |
Mrs. Eleanor L. Moon, Lewis Rd., Box 575, North Attle-i--"
boro, Massachusotts 02760, phono 617-761-8003

Nashville Auction School

Nashville, Tennessee

THE NATION’S FINEST SCHOOL
% School is held in Music City USA, Nashville,

Tennessee . . . home of the Grand Ole Opry

s% FREE CATALOG — LEARN AUCTIONEER-
ING

Full and partial scholarships available.

NASHVILLE AUCTION SCHOOL
Box 190, Department 5
Lawrenceburg, Tennessee 38464




Making plans for the
NAA convention

To assist your preparation for attending the 1982
NAA Convention in Atlanta, Georgia, the following
information will be helpful. To begin with, complete
the forms in the center section of this AUCTIONEER.
Send your hotel reservation directly to the Atlanta
Hilton; send your convention registration and fees
check to the NAA office.

Hotel information

Reservations must be received by July 7, 1982.
Accommodations after that date will be confirmed
Oon a space availability basis, at regular room rates.

Room rates, especially arranged for the NAA
convention, apply only to NAA convention registrants.
Reservations must be made on the reservation form
in THE AUCTIONEER, and phone reservations for
NAA rates will not be accepted. Additional reserva-
tion forms available upon request to the NAA office.

Arrival time stated on your reservation form is
the time you can check in and have your luggage
stored until your room is ready. All hotel rooms are
prepared for 3 p.m. occupation each day, so you may
want to make plans accordingly.

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

A deposit is not required to hold your room.
Your reservation will be held until 6 p.m., unless the
hotel is notified of your exact arrival hour.

All official convention activities will take place
In the Atlanta Hilton.

Automobile parking

Covered parking facilities located beneath the
hotel are operated by United Parking, Inc. Current
rates (subject to change without notice) are $4.00 for
all day and $6.00 valet parking.

Automobile access to the Atlanta Hilton in the
downtown area is via three major interstate highways
(1-20, 1-75, and 1-85) which converge near the heart
of downtown Atlanta. Interstates continue through
the city, providing access to the airport and the en-
tire Metro area.

Hilton credit and check cashing policy

The Atlanta Hilton will accept credit card,
traveler’'s check, or personal check in payment for
your lodging. However, the hotel will request to see
a major credit card if you pay for your room with a
personal check.
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Airline/Hartsfield Atlanta
International Airport

The world’s largest passenger terminal complex
is located nine miles south of the Atlanta Hilton in
the city center. Major air carriers into Atlanta are
Eastern, Delta, Republic, Frontier, Ozark, and Pied-
mont.

Taxi rate from the airport to the hotel is around
$13.50. Those who ride in groups of three or more
can pay a $4.50 per person fare. The Atlanta Air-
port shuttle operates from the airport to all major
downtown convention hotels at $5.25 per person,
round trip ticket $10.00.

Private plane airports, flying services information

Hangar One at Hartsfield Airport 404-765-1300

Peachtree/Dekalb Airport, northeast of Atlanta 404-
457-7236

Charlie Brown Airport, west of Atlanta 404-691-3616
Camping and RV parking

Campgrounds serving the Atlanta metropolitan
area are miles from the city center. Please contact
the individual campgrounds for more information.

Arrowhead Campground, 10 miles west of Atlanta
404-948-7302

KOA North, 20 miles northeast 404-427-2406

Stone Mountain Campground, 16 miles east 404-
469-9831

Recreational vehicle parking near the Atlanta
Hilton is available in outdoor parking areas surround-
ing the hotel. These parking facilities charge around
$3.00 per normal sized parking space per day.

ATLANTA HILTON ACCESSIBLE from nearby inter-
state highways leading into downtown Atlanta.
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Recreation

The Atlanta Hilton has an eighth-of-a-mile jog-
ging track surrounding two tennis courts. In addition,
two more lighted tennis courts are adjacent to an
outdoor pool and health club, featuring universal
exercise equipment and a jacuzzi. A private country
club located twelve miles east of the city provides
professional golfing facilities and a cart at special
convention rates.

NAA cancellation and refund policy

When an NAA member and family register for
the annual convention, all meeting space, activity
rooms, and food functions are planned months in ad-
vance for that member and family registration. Con-
sequently, when cancellations must be made, ad-
vance notice of the cancellation becomes very im-
portant. At its January 1981 meeting, the NAA Board
of Directors adopted a cancellation policy for NAA
conventions.

The following guidelines apply to all convention
registration cancellations and requests for refunds.

1. Convention registration cancellations must
be submitted in writing and received at the NAA
office on or before July 23, 1982. A refund of the
total fees will then be made as soon as possible
after the convention week.

2. If an emergency situation arises, and the
convention registrant does not have time to give
advance written notice. the registrant must call the
NAA office immediately. The refund situation will
then be reviewed at the next meeting of the Board
of Directors’ Convention Committee.

The NAA office will make every effort to co-
operate with convention registrants who must cancel
their registrations. However, cooperation on the
part of the NAA membership is equally important,
since all arrangements for the convention are made
months in advance.

MOVE MERCHANDISE
IN DALLAS, TEXAS

When you advertise in the Sunday, Dallas
Times Herald, you reach more than 693,000
readers in the Dallas area.

When you want to reach auction goers with

money to spend, Dallas is the place and the
Dallas Times Herald is the newspaper.

Now featuring ‘‘The Auctioneer’ every Sun-
day in the Classified s&ction.

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

Source: Dallas Times Herald Continuing Market Survey,
1979, 4,000 Telephone Interviews.

Dallas Times Herald

The newspaper Dallas can be proud of.
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Workshops scheduled during
Atlanta convention

Thursday, July 29

7:30 am-10:20 am State Association Officer Work-
shop and breakfast

Auto Auction Workshop

Selling Tobacco at Auction
Big Business Liquidations
(commercial bankruptcies)

Ballroom Real Estate Sales
Livestock Auctions (video
sales)

Friday, July 30

9:00 am-10:20 am Heavy Machinery and Equip-
ment
Antiques

Livestock Market
Contest

Small Business Association
Liquidations via Auction Meth-
od

Governmental Restrictions on
International Auctions
Farm  Machinery
Property) Auctions

Saturday, July 31
9:00 am-10:20 am Auction Gallery Workshop

9:00 am-10:20 am
10:30 am-11:45 am

3:00 pm- 4:15 pm

10:30 am-11:45 am Auctioneer

1:30 am- 2:30 pm

(Personal

Program-at-a-Glance

Please notice that this NAA convention schedule
Is a very abbreviated version of the convention pro-
gram you will receive in Atlanta. Only the major
events have been included, to help you plan conven-
tion attendance.

Tuesday, July 27, 1982

9:00 am- 5:00 pm Annual CAIl Update Seminar,
for CAl members only. Person-
al Financial Development —
Part Il

All Day Tours (sponsored by the Geor-
gia Auctioneers Association)
Wednesday, July 28, 1982
All Day Tours (sponsored by the Geor-

gia Auctioneers Association)

9:00 am- 5:00 pm NAA Registration

8:00 pm-11:00 pm Southern Fair (continuous mu-
sical entertainment and fair
booths, sponsored by Co-Host
State Associations). A truly
social gathering of the NAA
membership to kickoff the con-
vention!

Continued page 37
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An Auctioneer's Computer System
Should Be Designed
By Auctioneers

aaaaa
A AL g

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

8 [7very Auctioneerinterested
m PROFESSIONALISM,
ACCURACY, and COST

CONTROL needsa PACS
computer. 99

PACS allows you to process REAL ESTATE or CONSIGNMENT sales faster,
| more accurately, and with fewer personnel.

Automatically Handles: Unique Features:

- Bid Calculations . Zenith Quality Micro Computer Equipment
» Regroup Calculations - Nationwide Service |

 Real Estate Contract Printing - Special On-Site Training Course

« Cashier Statements - Nationwide Customer Assistance Hot Line
- Consignment Recap Reports » Ongoing Programming Improvements
 Sales Recap Reports » Includes Special Weatherproof Carrying

- Inventory Case

To: Professional Auctioneer’s Computer Systems

- . FOR INFORMATION 522 S. Florida Ave., Lakeland, FL 33801
PROFESSIONAL AUCTIONEER'S Y

Pl end me information on the PACS computer,
LOMPUTER SYSTEMS ON TRYING A PACS inglizieng your 30-|dayrtr:'1ial .I
COMPUTER FOR 30 DAYS
| WITH NO OBLIGATION COMPANY

A Division of

ERTIM A CALL TOLL FREE ZT;EET - "
| VERIIMAX 1-800-237-7669

522S.FLA.AVE. - LAKELAND, FL 33801
(INFLA.CALL 813-688-1882) @ NN — — — — — — — — — — — — — — — — — — —

|
t
|
|
|
NAME :
|
|
|
|
|
|
|
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Thursday, July 29, 1982
7:30 am-10:20 am State Officers’ Breakfast and

Workshop

9:00 am-11:45 am NAA Workshops

8:30 am-10:30 am Ladies Hospitality Hour and
Educational program (spon-

sored by the NAA Auxiliary for
the ladies attending the 1982

NAA Convention)

12 noon - 2:30 pm 1982 Atlanta Convention
Luncheon  (official kickoff
luncheon for all registrants)

3:00 pm- 4:30 pm NAA Workshops

1982 NAA Fun Auction

Youth Activities (games and
entertainment)

Friday, July 30, 1982

am State Associations’ Breakfasts
(rooms requested by State As-
sociations for sponsored break-
fasts)

Missouri Auction School Con-
tinental Breakfast (open to all
convention registrants)

Youth Activities Headquarters
(organized activities for youth
registered for the convention in
special Youth Activities room)
NAA Workshops

NAA Auxiliary Meeting (all
spouses of NAA members in-
vited to attend)

Ladies Luncheon and Program
(all spouses of NAA members
invited to attend)

NAA Workshops

Open Meeting of NAA Board
of Directors (all convention
registrants invited to attend)
NAA Awards Festival and Show
(recognition of NAA members
and entertainment for the fami-

lies)

Saturday, July 31, 1982
730 am- 9:00 am CAIl Continental Breakfast (an-
nual meeting of the Certified
Auctioneers Institute — candi-
dates, members and potential
candidates)
NAA Workshops
Youth Activities Headquarters
(activities for the Youth regis-
tering for the convention)
Annual Meeting of the NAA
Annual Meeting continues
(election of officers and direc-
tors of the NAA)
7:00 pm-10:00 pm President's Banquet

10:00 pm-12 mid. President’s Ball
12 midnight 1982 NAA Convention ends

Sunday, August 1, 1982

Members and gquests return to homes, begin
vacations, etc. No official events planned on Sunday.

7:30 pm-12 mid.
7:30 pm-11:00 pm

7:30 am- 9:00

9:00 am-11:00 pm

9:00 am-11:45
10:00 am-11:45

am
am

12 noon - 2:30 pm

pm
pm

7:00 pm-11:00 pm

9:00 am-10:20 am
9:00 am-11:00 pm

10:30 am-11:45 am
1:30 pm- 4:00 pm
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- River Basin
Auction School

Learn to be an Auctioneer and
Rodeo Announcer

w Two Week Course.

+ Terms in December, March, June, and Sep-
tember.

I % Get into a profession that will net you thou-
sands of dollars in a single day. Be your
own boss. ,

% We’ll teach you the chant and all the basics
of auctioneering. Some of the most success-
ful auctioneers in the business will be your
instructors. Courses in Farm sales, Real
Estate, all types of sales and rodeo announc-
ing.

% Specializing in Livestock selling.

% School is run by Truman (T.P.) Kongslie who
has been an auctioneer and Rodeo Announ-
cer for 22 years, named Rodeo Announcer of
the Year for 7 years, State Champion Auc-
tioneer 3 times, and has been an instructor
in an auction college for 6 years.

WRITE: RIVER BASIN

AUCTION SCHOOL
Route #2 Bismarck, North Dakota 58501
OR CALL 701-258-1920

e

A QUALITY WIRELESS MICROPHONE
WITH A MONEY-BACK GUARANTEE

ONLY
$650.00

ONLY
$650.00

WIRELESS SYSTEMS

WIRELESS PUBLIC ADDRESS SYSTEMS

1121 N. 9th
Springfield, IL 62702

Phone 217-753-4163
Ask for Ken or Don

F
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COMPUTERIZED
AUCTION
CONTROL SYSTEM

R.S.l.-Computer Group, a subsidiary of Rosen Systems, Inc., now has available for sale
a computerized auction control software and hardware package featuring the following:

¢ Sale Inventory Input e Sale Control and Reconciliation
e Sale Catalogue ¢ Invoicing

e Auction Sheets e Buyer Status Inquiry

e Buyer Registration Input e Inventory Inquiry

e Buyer Registration Printout e Sale Recapitulation

¢ Sale Input e Report of Sale

Additional software includes:

e Payroll e Accounts Payable
® Accounts Receivable e General Ledger

Soon to be available:
e A Comprehensive Mailing Label System

The complete system, which is available for a minimal yet cost-justifiable investment,
operates on a portable state-of-the-art minicomputer weighing approximately 65 Ibs.
As a further extension of the program, R.S.l.-Computer Group also provides auction
clerking services utilizing the computer at a daily rate.

Originally designed and programmed for Ralph Rosen Associates, this sophisticated
data processing package is currently used by such leading auctioneers as Norman
Levy & Associates, S. Hochman & Co., Rabin Bros. Auctioneers and Jim Davis Auc-
tioneers.

For more information, call or write Mike Rosen, R.S.l.-Computer Group.

r [ ] S a | | . .
2520 W. Mockingbird Ln.

gl g e
group
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Show NAA membership with new promotional items

There are many reasons why NAA auction-
eers are chosen over other auctioneers. One
reason is the professionalism and ethics repre-
sented by, and promoted through, the display
of your NAA emblem.

Clients and associates will know you’re

part of a nationwide organization . . . display
the NAA emblem with these quality promotional
items.

National Auctioneers Association

This Certificate of Membership Cartifies Thst :

HOWARD BUCKLES

is flavognized By
Tha Mationsd Auchiomens Associgton .
Ax A Membar | n Good Stending Antd Hersbiy Pledges

CERTIFICATE HOLDER, 82" x 11, walnut with
NEW STYLE belt buckle in pewter and brass plexiglass cover, displays NAA membership
finish. certificate.

NAA Promotional Items Order Form

NAA Emblem Decals: NAA Embroidered Emblems: Single Deck Playing Cards
, L 8" @ $7.50 each @ 75¢ each
8 Pgse:;r;sensn:ve 3" @ $1.50 each
.50 eac ,
NAA Emblem Lapel Button v oo Ol Etiley
4" Pressure-sensitive @ $5.00 each @ $1.00 each
@dﬁ for $1.0? f rf NAA Emblem ReprCidUCtion Sheet NAA Pad Holders
(adheres on top of surface) @ $1.00 each @ $4.50 each
4" Pressure-sensitive : ; |
@ 3 for $1.00 THE gU&TQI?t:(f: Magazine Binder NAZ Belk Biakise
(shows through glass) ' @ $10.00 each
NAA Certificate Holder (pewter)
NAA Bumper Signs @ $25 each __ @ $4.50 each
@ 2 for $1.00 (walnut with plexiglass cover) (brass finish)

Please send me the following promotional items (indicate quantity ordering on line):

Name - . e _

Address — S : e _ _ A

City P o State ] Zip i

Send no money for postage. Return postage paid by National Auctioneers Association.

Enclosed is a check or money order made payable to The National Auctioneers Association, in

the amount of $ ... ... , for the above marked NAA promotional items. (NOTE: NAA
Board of Directors policy prohibits any orders shipped on a ‘““charge’” basis. Check or money order
must accompany all orders for NAA promotion items.)

April, 1982
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Livestock
at Auction
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World Livestock Auctioneer
Championship June 18

A crisp $1,000 bill, a Championship ring valued
at over $1,000 and a variety of merchandise prizes —
they’re all waiting for the 1982 World Livestock Auc-
tioneer Champion.

Bigger, better prizes are only part of the story
of the 1982 Championship, to be held June 18 at the
Pool Stockyards in Regina. Saskatchewan. The for-
mat of the event, now in its 19th year, has been re-
vamped so that contestants will sell under conditions
more closely resembling an actual market, according
to officials of Livestock Marketing Association.

LMA sponsors and conducts the annual Cham-
pionship. Last year’s winner was Doug Jaggers,
Rushville, Nebraska. He won the title in South St.
Paul, Minnesota.

For the first time, this year there will be a pre-
liminary elimination contest, beginning at 9 a.m. on
the 18th. Each contestant will sell at least four
drafts of cattle in the 1982 Showcase Cattle Sale.

Judges will then select 15 finalists for compe-
tition, beginning at 3:30 p.m. Finalists will sell a
minimum of eight drafts of cattle, all under the
normal conditions and marketing practices of the
Stockyards.

Selling several drafts of cattle results in a more
accurate picture of an auctioneer’s ability, rather
than being judged on the sale of one or two drafts,
officials said. The growth in popularity of the con-
test brought about the need for preliminary rounds,
which in turn will mean that the finalists — and
eventual titlists — are the cream of the crop, the
officials added.

Three world titlists will be named from the 15
finalists: the World Champion, the Reserve, and the
Runner-up World Champion. There will be no re-
gional champions as in past years, allowing the
judges to pinpoint the top 15 auctioneers, regardless
of geographic location.

All contestants will receive a certificate of recog-
nition for their participation, and the 12 remaining
finalists will receive a special award. In addition to
the prizes for the World Champion, the other two
titlists will receive engraved trophies and merchan-
dise prizes.

Judging will be done by a panel of five livestock
marketmen, commission firm operators or livestock
dealers, all actively involved in livestock marketing.

They will score contestants using the same cri-
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1981 WORLD LIVESTOCK AUCTIONEER CHAMPION,
Doug Jaggers, Rushville, Nebraska, right, is shown
moments after being named the winner. The World
Reserve Champion, Bud Knight, Sturgis, South Da-
kota, stands at left. Both auctioneers are NAA mem-
bers.

teria they would personally use in interviewing and
hiring an auctioneer, to work as an auctioneer and a
public relations representative for their business, as-
suming each contestant applied for employment and
would accept the same salary.

Each contestant’s score will be announced as
soon as possible after his turn behind the micro-
phone, and all decisions of the judges will be final.

Following the competition there will be a dinner-
dance, beginning at 7 p.m. in Regina, at which the
presentation of awards will be made.

Chairman of the 1982 Championship is Don Alle-
well, manager of marketing and operations, livestock
division, Saskatchewan Wheat Pool.

Each contestant must be a livestock auctioneer,
at least 18 years old, and must be sponsored by a
livestock marketing business. Entry fees are $250 for
U.S. contestants and $290 for Canadian contestants.

The entry fee includes two complimentary tickets
for the evening dinner-dance and awards ceremony;
pre-contest publicity; a listing, including sponsorship
information, in the Championship printed program;
and a complimentary copy of the program for the
contestant and each sponsor.

All entries must be received by May 14 to be
included in the program and pre-contest publicity
efforts. Use the entry form at right.

Further information and additional entry forms
can be obtained by contacting Livestock Marketing
Association, 301 East Armour Blvd., Kansas City,
Missouri 64111. telephone 816-531-2235.
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Each contestant must be a livestock auctioneer, sponsored by a livestock marketing business and at least 18 years of age. The
entry fee is $250 for U.S. entrants; $290 for Canadian entrants. The fee MUST accompany this entry form. All entries must be
received by MAY 14, 1982, to be included in program and pre-contest publicity. Include head and shoulders photo with entry
form. (Avoid Polaroid photographs.)

Name Date

Home Address City State Zip
Home Telephone Business Telephone

Age (Contestants must be at least 18 years of age.)

If employed by a livestock marketing business(es) please complete:

Company
Address City State Zip
Company
Address City State Zip
Please complete all information. Use additional sheet if necessary.
Company
Address City State Zip
Company
Address City State Zip
Company
Address City State Zip

A

B

List complete names and addresses of newspapers, radio, television stations you want to receive publicity about your
participation in this year’s contest. Use additional sheet if necessary.

Name
Address City State Zip
Name
Address City State Zip

On separate sheet, write out sponsor information for your program listing, exactly as you wish it to appear: marketing
business name, city, state, owner/manager (up to two names per sponsor). If more than one sponsor, they will appear in the
order given.

RETURN THIS ENTRY FORM, WITH ENTRY FEE AND PHOTO TO: 1982, World Livestock Auctioneer Championship,
Livestock Marketing ‘Association, 301 East Armour Boulevard, Kansas City, Missouri 64111 (816) 531-2235. 1-800-821-2048

April, 1982

41




4

-
San Antonio
WORLD’S MOST MODERN AND . cc ys
EFFICIENT AUCTIONEERING sysTems | Seminar, ‘“‘excellent
Registered U.S. Patent Office
_ h The NAA San Antonio Seminar on Personal
----- | W Property at Auction, February 15-17, featured well
L | e | received instructors, full attendance at each session,
¢ NPT . . and a variety of evening activities. Weather for the
e aa— educational event was very pleasant, allowing semi-
Clerkmobile T.M. Auction Tops nar registrants to enjoy the Paseo Del Rio (Downtown
Patented Clerking Fits on Standard River Walk) adjacent to the seminar’s Marriott Hotel.
“ System Installed Y2 or ¥a Ton Truck Seminar chairman for 1982, NAA president-elect
: : Rex Newcom, described the San Antonio event as
Used auction tops and Clerkmobiles for sale. “excellent, and well appreciated by the registrants”.
He instructed an Auctioneers’ Techniques session in
For Free Literature and Additional information — San Antonio, which included participation by mem-
w bers in the seminar. Individual auctioneers demon-

Auctioneering Systems strated their styles of auctioning, and opening re-

Art Feller-Box 267 marks for auctions in their regions.

Cissna Park, Ill. 60924 Ph. 815-457-2202 The San Antonio Seminar also received local
Yes . . . Send me Free Literature. television coverage by an ABC affiliate station which
Send me examples of clerking tickets and buyers num- twice aired the seminar segment.
bers. Evening activities included attendance by many

seminar registrants at the Paint Horse Auction, held

Name in conjunction with the National Livestock Exhibition

Address and Rodeo. The event was of particular interest to

| some seminar registrants who had never seen a

City rodeo, nor attended a western horse auction.

State Zip On the following pages the San Antonio instruc-

| o tors discuss four interview questions concerning:

profits this year, buyers and sellers in the slow
economy, business expansion, and staying organized
in the auction busy season.

THE SCHOOL OF
THE PROFESSIONALS

Professional
Auctioneer

SAN ANTONIO SEMINAR registrants returned home
with pages of notes, hours of tape recordings.

INTERNATIONAL AUCTION SCHOOL

Route 5 - South Deerfield, Massachusetts Farmers, surprisingly, are getting younger. Con-
413-665-2877 trary to widely held belief, more and more young

| Americans are turning to the soil for a living, the

USDA reports. There were 401,000 farmers under the

age of 35 in 1980, compared with 265,000 a dec_ade
Make plans now for earlier. The median age of farmers has declined

New England’s only Auction School. from a peak of 53.1 years in 1970 to 48.6 years in
Call for information on next term. 1980.

FARM & DAIRY
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“Where will the profits

be found this vyear,

what areas of the mar-
ket?”’

Jim Odle, farm machinery at auction: | think this
year we Wwill be looking very definitely for profits in
total disbursing and liquidation of businesses. | think
that we will see more liquidation as far as financing,
and as necessary to liquidate because of financing
rather than people retiring.

| think that auctioners will be working closer
with banks and lending agencies this year than we
ever have in the prior years.

~ Dudley Althaus, special livestock auctions: It is
going to be a real hard year, | feel. | think that most
of your profits are going to be found this year in
more of the hobby, your recreational type items for
people who have money. General merchandise, the
thing that everybody uses, with everybody knowing
times are hard, you have to remember that there are
a lot of people with money.

~ I think if you get into some special types of auc-
tions, different kinds of things that people use as
hobbies, something that they can show off and en-
Joy, | believe that is where the market is going to be.

Marvin Henderson, heavy equipment auctions:
| think all phases of the auction business are going
to enjoy growth this year due to the economy. | think
that the construction equipment business is going
to be fantastic for the auctioneer this year. Of course,
farm sales are depressed, but there still will be more
and more farm sales. Auctioneers on their toes are

going to have more business than they can handle
this year.

Gary Garrison, business liquidations-retail: With
the high interest rates that we have now, a lot of
stores and retail establishments have been over-
come. These will be useful in locating a lot of the
markets. You are going to see a lot of the stores not
necessarily expanding, but getting smaller, “mom
and pop’ operations in some ways. But real estate
| think is by far the major market that you are going
to find profits this year.

B. L. “Brad” Wooley, business liquidations-com-
mercial: Profits to be found this year are going
to be in the areas that are worked the most. For ex-
ample, in my own state which is Arkansas, we have
contacts with business that result in contract busi-
ness with lending firms, individuals, legal sales, such
as probate and federal bankruptcy cases. The mar-
ket will probably tend to be greater in volume, but

probably profits will be less because of the spiraling
costs.
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JIM ODLE, seminar in-
structor, farm machin-
ery at auction.
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NOW, EVEN GREATER RESULTSINA
FARM AUCTION

In its
27th year of
publication.

(formerly Eastern Indiana Farmer)

Auction deadline noon Tuesday. Late ads until 8:30 a.m. Wednesday CST.

Try it for your next farm
auction! Results guaran-
teed or no pay!
As a trial guarantee If | >

you feel the results did not } N
merit the cost, tell us and |

we’'ll not charge you for |

the advertisement (excep- f
tionally bad weather ex- |
cepted). But you must ask
for a show of hands of who |
read it in Farmweek!

Farmweek

Phone (317) 345-5133 (or)
Indianapolis (Greenfield)
Phone 326-2235

Call Toll Free of
Indiana: 1-800-382-1050 o

Other states: 1-800-428-4156 §:

To Reserve Your % 2
Next Auction FUCK

Or Write

Farmweek NS

P.0. Box 90, Knightstown, Ind. 46148 and growing!
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12,000 NAA members . . .

It can be done, but only if each present member
brings in a new NAA member.

Recruit that qualified auctioneer before the
Annual Convention in Atlanta. The NAA office
provides applications upon request.
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LEARN AUCTIONEERING AT THE [i-c
MASON CITY COLLEGE
OF AUCTIONEERING

Col. Don Wendel William Meeker
President Vice president

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

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

just one week.

FIVE TERMS EACH YEAR

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

ing free.
MASON CITY COLLEGE OF AUCTIONEERING, INC.
P.O. Box 1463 Mason City, lowa 50401 Phone: 515-423-7200
PLEASE STATE SIZE OF els
FILE YOU WISH TO ORDER * Fl'lﬂg systcm
100 Slot File % Supplies Carrier
(Slots—3'2"" deep - 2%2" wldo?s * SC|¢ FOI'IIIS
100 Slot File
(Slots—2" deep - 2"’ wide) * SPECIAL *
559 95 100 Slot 2” File
: ’ Supply Carrier
50 Slot File :
(Slots—31%."" deep - 2%" wide) 200 Clerkmg Sheets
$39.95 $99.95 |
50 Slot File
(Slots—2" deep - 2" wide) Supplies Carrier
_ i v, . 11 T 9" e e
$39.95 T LR e udes Sales Forms, in triplicate |
You can use any of the above files for 200 sheets (I::?:Es) $40.00
several hundred bidders or more. .
I We have the clerking sheets that come in ] Item No.
triplicate, with three sides glued together. . e
There are 21 items per sheet. These are | “HAMBRER - .. T
made for the 2" file. We do not make a L Sl 4 Purchaser
clerking sheet for the 32" by 272" file. e sy,
Package of 200 sheets (4,200 Items) o _ | Price |
Package of 600 Sheets (12,600 Items) This is ‘for the 2 file |
Telephones—Office (308) 995-8614 Send check or C.O.D.
H 308) 995-5098
ome (308 LUNDEEN SALES FORMS
We pay shipping charges on all items 423 East Avenue Holdrege, Nebraska 68949
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“What’s the solution
to difficulty in getting
buyers and sellers in
this slow economy?”

Odle, farm machinery: There will be a difficult
period that we are going to have as far as getting
more buyers than what we do sellers. | think prob-
ably we will have more sellers this year than buyers.

The solution is always a difficult one to say. |
think that we are going to have to be attractive with
the advertising that we do. We have to hit more of
a market than we ever have before with our advertis-
Ing, because we are going to be attracting less from
different areas than we ever have before. Conse-
quently, we just have to go with more advertising.

Althaus, special livestock: You are going to have
get out and find something to sell to people that
want it. Of course, you have got to attract people
who want what you are selling, and this is going to
be the hard thing. Here again, | think you have to
get into special auctions to sell what the people are
going to want to buy.

Henderson, heavy equipment: You are presently
getting sellers, but of course, some people are hold-
Ing out, not wanting to sell, because they think the
market might pick up. | don’'t see any gain in it in
the near future.

However, good clean equipment is still in de-
mand. There are buyers for good clean equipment
because that new equipment is so high that people
are looking to used equipment. So | don’t really see
the market depressed for good, solid, clean heavy
equipment.

Garrison, business liquidations-retail: Consider
the real estate market which is what | am looking at
right now more so. | don’t have any problems with

Continued page 46

INSTRUCTOR NEW-
COM held auctioneer
technique sessions at
each seminar.

April, 1982

SEMINAR CHAIRMAN NEWCOM was interviewed by

San Antonio ABC television affiliate, KSAT Channel
12.

Seminars Chairman
Newcom, job
well done

The chairman of the 1982 NAA Seminars pro-
gram was president-elect Rex B. Newcom, CAlI,
Whitewater, Kansas. At both Tampa and San An-
tonio, auctioneer Newcom was a busy man. Each
seminar featured an ‘““Auctioneers’ Techniques’ ses-
sion instructed by Rex Newcom, plus “update” ses-
sions at the end of each seminar day.

As illustrated by the following photographs, Rex
kept each seminar program on schedule, and found
time to be interviewed for local television.

EACH SEMINAR INSTRUCTOR received an .NAA
certificate of appreciation from seminar chairman
Newcom, presenting to instructor J. D. Sartwelle, left.
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SAN ANTONIO SEMINAR
instructors, clockwise:
James D. ““J.D.” Sart-
welle, livestock market
owner and the auction-
eer; Dudley Althaus, spe-
cial livestock auctions,
and Gary Garrison, busi-
ness liquidations-retail.

AUCTIONEERS P.A. EQUIPMENT AT WHOLESALE PRICES!

““The Professional Auctioneers’ Choice”

HALF-MILE HAILER
MODEL S-610
List: $245.00

Auctioneers Cost: $199.00

HALF-MILE HAILER MODEL S-610 — Projects further, louder, clearer than horn hailers
.. . doesn't block vision . . . perfect for crowd control, athletics and other outdoor use.
AMPLIFIER: Mode! S-702: 35 watt: all transistor. CONTROLS: On-Off, Volume. Inputs: For
_ceramic or dynamic microphone: auxiliary input for phono, tuner, tape recorder, etc. 3 Out-
puts: For additional speakers: tape recorder. Power Source: Ten "D size flashlight bat-
teries: alkaline type provides up to 200 hours operation. MICROPHONE: Cardioid probe-
type, noise-cancelling, hand-held microphone, supplied with 8' coil cord, on-off switch.
| SPEAKER: Weatherproof horn, can handle full amplifier output: detachable. CONSTRUC-
TION: Removable metal bracket attaches to amplifier with screw knobs: gripper handle
and shoulder strap included. Dimensions: 112" high, 11" wide, 9" deep. WEIGHT: 14 Ibs.
(with batteries). Order Model S-610

|  Order by mail — payment with order — we pay postage .

North Carolina residents add 4% sales tax.

| Col. Forrest Mendenhall, \
Member

MOBILE P.A. MODEL S-310

Auctioneers Cost: $361.25

the sellers it's the buyers; but | find that the high
dollar real estate is the one | am getting more calls
on. | am talking about the $200,000 plus homes, and
| find that these are the people who have the money
that can now afford to buy. And so consequently, we
have been doing a very lucrative business and |
haven’t had the problems with these kinds of buyers.
With liquidations, yes, you are finding people with
problems, because with some stores, where we go
in and try to sell a store with some “blue skies” as
a going operation, that is extremely difficult now.
More so than what it was a few years ago. We are
finding we have to piece these items out where
people can use certain items out of stores, where it
used to be we could put it all together.

Wooley, business liquidations-commercial: Dif-
ficulty in getting buyers and sellers has become a
problem, as of a very short time ago. In the past,
the customary formula was to mail to your regular
proven buyers, and to those in the particular market
for whatever product you’re trying to auction.
Then, you would place a small, but attractive, notifi-
cation in the various local newspapers.

The solution to this problem is that since, by
proof, the direct mailing system has waned and is
not as strong in results, our firm has gone to more
extensive advertising. More planning is taken in the
ads, more planning is taken in advertising what we
are selling. Hit the majors first, then down to the
smaller, and spread in area for your newspaper

SOUND CRUISER

List: $425.00

SOUND CRUISER MOBILE P.A. MODEL S-310 — Make any car a sound truck in 45 seconds.
Ideal for cars, trucks, buses, boats. AMPLIFIER: Model S-302: 32 watts: all transistor. Con-
trols: On-Off/ Tone: Master Volume: Auxiliary Volume. Inputs: For microphone: for radio,
tuner. recorder, etc. Outputs: For 8 or 16 ohm speakers. Power Source: 12V dc: plugs into
auto cigarette lighter socket. Terminals .provided for permanent installation. 120V ac and
flashlight battery adapters available. Size: 83" wide x 3% " high x 8% " deep. Mounting:
Handle supplied for easy carrying or ready mounting under dash. SPEAKERS: Model
S-1210: Two weatherproof horn speakers that swivel and lock in any direction, can handle
full amplifier output, mounted on car-top carrier ready to clamp to car. MICROPHONE:
Model S-2080: cardioid probe-type, noise-cancelling hand-held microphone, supplied with
8" coil cord, on-off switch, mounting clip. WEIGHT: Complete system. 25 Ibs. Order Model

S-310
. . C.0.D., you pay postage.

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

I' P.O. BOX 7344 — U.S. HWY. 29 & 70 (185) HIGH POINT, NORTH CAROLINA 27263 PHONE (919) 887-1165
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coverage rather than just in one locality.

Are there more buyers or sellers in this econo-
my? There are a great deal more sellers. Maybe the
reason this has not shown up in many people’s auc-
tion business is because so many of the sellers who

want to sell are so insolvent and incumbered that they
cannot sell.

“Is now a favorable
or unfavorable time to
consider business ex-
pansion?”’

Odle, farm machinery: As far as the present
time being favorable or unfavorable for business
expansion, | think it is definitely going to depend
on your personal situation as far as your business is
concerned. In our business, we are going ahead
with a new office. We are expanding that way. But
we are always looking forward to expanding into a
new field as far as the auction business is concerned.

| think, first of all, you have got to be able to
service the field that you are in now. If you feel that
you are servicing it, and are ready to expand into
another potential area of the auction business, then
| would say anytime — whether it’s this year’s slow
economy or good economy — could be good for ex-
pansion. At the point you are at right now, | think is
more important than the economy.

Althaus, special livestock: | think you have to
go with your business like it is. If your business is
growing, you need to grow with it. If your business
Is slow, stay slow with it. But | don’t see any reason
why you shouldn’t expand if you are in a business

or a market that is growing. Grow right along with
the market.

Henderson, heavy equipment: We think it is a
favorable time, because we definitely plan to expand
our auction business this year — get more organized,
be able to handle more sales more adequately. So,
| think it is a good time to at least expand our auc-
tion business.

Garrison, business liquidations-retail: As a mat-
ter of fact, we have expanded our office because we
have got to the point where we really are extremely
busy. We are being called more and more times by
banks and lenders who are ‘“sitting down’’ on loans,
now that they have “work-out’ departments. In a lot
of lending institutions, they didn’t used to have this
kind of department because of government agencies.

We are finding that these lenders will sit down
with us when they get down to a situation of where
a person can’'t pay the payments, or can’t pay the
interest. They are looking at us as professionals,
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B. L. “BRAD” WOOL-
EY, seminar instructor,
business liquidations,-
commercial.

for what our judgment would be regarding the per-
son who is the creditee.

Wooley, business liquidations-commercial: |
think that any auction firm has plans of expanding,
but it might not necessarily be in personnel. An auc-
tioneer may be expanding in area.

In my particular phase of the business | sell with
a small crew. There are four people in my organiza-
tion, and we are organized to sell a small business
or a vast hotel such as this Marriott right here in
San Antonio.

Of course, our ‘‘specialization” is presenting
whatever is to be marketed at auction. There is de-
finitely a professional presentation that is expected
of the auctioneer, and that’s what should be done.
In detail, this concerns the planning of a well or-
ganized auction, related to the product — real or
personal — that you are offering for your seller. Your
first obligation is to your seller.

MARVIN HENDERSON, seminar instructor, heavy
equipment auctions.
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“What is your best
suggestion for staying
organized and not
wasting time during
the busy season?”

Odle, farm machinery: The best suggestion |
have as far as staying organized in the busy part
of the season, or anytime, is to ‘““do it today and
don’t wait for tomorrow’’. Anytime you have anything
that you can get done today, it's better to do it now
then to put it off.

- Of course, a daily calendar is very, very im-
portant. In any business, | think you should keep a
calendar. Anytime that you do have a free morning
or a free afternoon, or anytime that is free, you can
go ahead and schedule appointments in those peri-
ods.

But first of all, if you can “do it today,” get it
done. That is one of the best things you can do.

Althaus, special livestock: There is one simple
thing that you can do to stay organized — keep a

Gordon E. Taylor
President

St. Paul Union
Stockyards

running list of what you need to do everyday. Check
off that list, have one for the next day, check off that
list. That way, you are not going to forget some im-
portant thing down the line.

Henderson, heavy equipment: Keeping efficient
people and paying well are probably the biggest fac-
tors in staying organized.

Let people who work for you make money. Have
efficient people and demand efficiency from them,
but allow them to be rewarded for it by letting them
make some money, too. |

Garrison, business liquidations-retail: Let me
put it this way, | have never attended an auction
seminar, or a state association meeting that | haven’t
made more profit on what | learned at that seminar,
than if | would have stayed home working. As far as
staying organized | think that continuing auction edu-
cation is one of the best suggestions | have — new
ideas that | find, or new ways of doing things for
other auctioneers that are superior to mine. | find
that that’s the best way | can provide my time.

Wooley, business liquidations-commercial: Well,
with the national trend today, | do not know what a
slack season is. My suggestion for staying organized
is if you are not busy conducting sales, you should
be busy looking to contract sales.

SOUTH ST. PAUL LIVESTOCK AUCTIONEERING SEMINAR

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

SPECIFICALLY FOR LIVESTOCK AUCTIONEERS AND THOSE

WHO WORK AS RINGMEN OR ASSISTANTS

A specialized course in Livestock Auctioneering and Sale pavillion operation and management.
You will be selling in the world’s largest, near-new, air-conditioned cattle and hog pavillions at

the South St. Paul Stockyards.

Seminar is held the 1st week in February.

For catalog and enroliment information Send to:

Col. Gordon E. Taylor
LIVESTOCK AUCTIONEERING SEMINAR
REISCH WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

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

April, 1982




BIG EXTRA
PROFITS

COOK BROS. INC.

by ad rf‘.-'.- ;':ff?_i_"" | 113 N. May Street,
e Area Code 312-421-5140

Or Visit our Giant Showrooms

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

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

can be profitably and quickly sold.

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

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

Tampa seminar
featured in article

Pre-seminar news releases announced the NAA
Real Estate at Auction Seminar in Tampa, Florida;
and the TAMPA TRIBUNE-TIMES responded. Real
estate columnist Bernice Stengle visited the NAA

Seminar for this report in the Sunday newspaper.
Reprinted with permission of THE TAMPA TRIBUNE-

TIMES. The Bill Gaule mentioned in the article is
our own NAA vice president.

Auctioning real estate
Is becoming popular

Give Bill Gaule a house or a condominium, and
he will sell it — on a certain day, at a certain hour

and usually for the true market value.

And, in “‘most cases,” he said, the sale results in
a satisfied buyer and a satisfied seller.

Gaule, an auctioneer from lllinois, was in Tampa
last week for a three-day seminar held by the Na-
tional Auctioneers Association. About 150 members
attended the seminar that covered auction sales of
real estate. The mostly male members milled
throughout the room at the Holiday Inn Central dur-
ing a mid-morning break. Their call to order was an
auctioneer’s chant.

The auctioning of real estate is going to be the
“way of the future,” Gaule said during break, and
other auctioneers in attendance agreed.

“People aren’t selling the conventional way,”
said Richard Rosedale, a Winter Park auctioneer.
“They’re listing a house for months, and people walk
through it and it still hasn’t sold . . . the buyers are
sitting, waiting for motivation . . . ”

And there’s nothing like the fast, exciting and
competitive atmosphere of an auction to get the
buyers motivated, according to Rosedale.

People “‘trickle’” through an open house that is
listed for sale, preferring to think about making an
offer, he said.

At an auction, however, they usually have al-
ready seen the property (maps are included in the

brochures and advertisements) and are prepared to
buy, or at least bid. And, they know that if they don’t
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bid, they won’t have another chance; the property
will will be sold that day to someone else.

Auctioneers claim an auction brings instant
satisfaction for the two parties involved — the buyer’s
happy because he bought at his price and the seller’s
happy because he got the highest offer. They also
say auctions give the seller more exposure through
huge block advertisements in newspapers, through
television and radio ads and through the use of
mailers and brochures.

So, with a depressed housing market, auctions
have become popular as an alternate method of
selling real property. It’'s quick cash for sellers who
can’t afford to wait six months or longer to find buy-
ers. And time, real estate agents say, is of the
essence in a sale. Buyers find auctions entertaining,
and of course, are always hoping to find a good bar-
gain.

Auctions aren’t for free, though. The seller owes
advertising costs, plus a negotiated commission to
the auctioneer, who in Florida must be a licensed
real estate agent.

The variety offered at auctions includes every-
thing from condos to alligator farms. In the Midwest,
more than 50 percent of all farmland sold is sold by
auction, according to Howard Buckles of lowa.

Buckles, president of the National Auctioneers
Association, said the growing popularity of auctions
Is seen in a growing need for professionalism.
Whereas auctioneers used to handle only local auc-
tions, now more of them are getting calls to work out
of town and out of state. One auctioneer at the con-
vention claimed to have worked in 40 states.

The association has about 6,700 members scat-
tered across the United States and Canada, and
members expect the number to grow as more people
become familiar with buying and selling through auc-
tions.

“It's a modern, convenient way of selling,” said
Rosedale.

e TEmE

12,000 in 1982 — One thing that NAA president
Buckles hopes will happen is a feat which some
members think will not happen. They are far, far in
the minority.

A negative attitude never makes for progress.
A “POSITIVE” attitude always brings forth results.
Dedication of the members to meet the president’s
goal is indicative of their support as the poliferation
of new members continues.

The president’s project is a simple one and can
be achieved by every member recruiting at least one
new member. If you haven’t recognized your respon-
sibility as a member of the NAA, by sponsoring a
new member, take an energy pill.

B. G. Coats

T

Closeout JEWELRY 55¢ doz.
Catalog — 25¢

Roussel’s 107-190 Dow Ave.
Arlington, Massachusetts 02174 .
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THE AUCTIONEER’S LIBRARY & REFERENCE BOOKS

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

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

Nothing Is Left Out

 [AovaNCED]
TR

Col. JOE REISCH
Author & Publisher

(Photo taken Nov. 1978)

Address All Mail To —

Col. "°es'2§'§§8,snﬁgf."ﬁz Library 10 Books — First edition now off the press

Mason City, lowa 50401 WRITE FOR FREE BROCHURE
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MR. AUCTIONEER!

ADVERTISE YOURANTIQUES OR COLLECTIBLES
AUCTION IN AMERICA'S LARGEST AND WIDEST
READ PUBLICATION ON ANTIQUES

With our weekly publication and national readership of over 200,000 antiques dealers and collectors,
we can bring a good crowd to your antiques auction. Our national readership is in direct proportion to
the population of the USA.

We will bring you the wealthy collectors and dealers, who will travel hundreds to thousands of miles to
attend any auction in which they are interested, and they will buy your most expensive items. It is very
rare when the most expensive items of any antiques are bought by someone locally, it is the people
who have come from a distance that buy the best. THE ANTIQUE TRADER WEEKLY is the only paper that
can bring those people from all across the USA as well as give you good local coverage. Our rates are
the lowest per 1,000 readers of any publication in print in the antiques or collectors items field.

If you have not seen our paper, write or call for a free sample copy and a rate card.

THE ANTIQUE TRADER WEEKLY

PO BOX 1050-A DUBUQUE, IOWA 52001
Phone (319) 588-2073
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Antiques
at Auction

Gabriel weathervane sets record

South Deerfield, Massachusetts — The sheet
metal ‘“Gabriel’’ weathervane from the top of the
North Leverett Baptist Church in North Leverett,
Massachusetts, was sold for a new world auction
record at Douglas Auctioneers on Saturday, January
23, by NAA member Douglas Bilodeau, CAl. The
vane sold for the hammer bid of $30,000 (plus 10%
buyer’s premium) to a private collector.

The previous record for a weathervane at public
auction was held by the “Indian Mashamoquet,” a
full bodied nineteenth century example which was
sold from the Gregory Collection on January 27, 1979
at Sotheby Parke Bernet, New York. At that time the
high bid was $25,000, plus the ten percent buyer’s
premium which went into effect on that date at SPB.
According to auctioneer Bilodeau, a great deal of
interest was shown in the Gabriel weathervane (nine-
teenth century, 58’ long, 20 high) both before and
during the auction.

The church voted in November to sell the an-
tique in order to repair the badly deteriorating steeple
and fix the basement. Rev. Carl McConchie, pastor
of the church, said parishioners thought they might
get $4,000 to $5,000 for Gabriel. ““Now, not only will
we be able to rebuild our steeple, but also we’ll be
able to complete our work in the basement of the
church.”

“Incredible’ accumulation of antiques

A January auction in Marysville, Kansas, turned
out to be a highlight in the career of NAA member
John Woody, Douglass, Kansas. More than 800 buy-
ers traveled to the small community to participate in
the auction of an ‘“incredible’” accumulation of an-
tiqgues — 1500 Ibs. of coins, glassware, china, furni-
ture, clocks, toys, primitives, boxes of quilts and
linens, photo albums, and more. The collection was
the estate of Mrs. Lillian Solt, Waterville, Kansas,
whose antiques overflowed her home and were
stored in an old schoolhouse purchased at auction
years ago.

High selling items included: a Victorian Burl
Walnut hall tree with marble, $1650; a Royal Bonn
Ansonia clock, $1500; and a 15%2” Bisque doll (in
pieces) sold for $725.

Mrs. Solt the collector had spent many years at-
tending sales throughout the United States, Mexico,
and Canada.

April, 1982

RECORD SETTING “Gabriel” weathervane sold for
$30,000.

KANSAS ANTIQUES AUCTION by NAA member John
Woody produced good prices. Clockwise and down:
Royal Bonn Ansonia clock, $1500; walnut Waterbury,
mirror-sided clock, $750; and a Prussia berry set,
$1650.
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Booster Club

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

port of THE AUCTIONEER magazine.

ALABAMA
Kenneth Terrell—Boaz
Baylus Thigpen—Florence
Ray Webster—Guin

ALASKA
J. H. Bolt—Anchorage
Andrew S. Hess—Anchorage

ARIZONA
Robert R. Boone—Glendale
W. R. Brown, Jr—Sun City
Charles W. Copus—Wickenburg
W. K. Murdoch—Buckeye
Okey Probasco—Oracle
Pete Schultz—Scottsdale
Edward Short—Phoenix
John W. Whisenant—Phoenix

ARKANSAS
C. J. Henson—Rogers
James E. Mason—Springdale
CALIFORNIA

J. R. Buderus—Soquel
James P. Byrd—Delmar
Milton Costa—Hanford
John P. Coxford,—LaHabra

cord.

REISCH SPECIAL
“MR. BIG VOICE” — JR-1

THESE SPEAKERS CAN ONLY BE PURCHASED FROM:

Dean Cullum—Chino

Keith Cullum—Pomona

Marsh Dozar—Beverly Hills

John Eubanks, Sr.—Port Hueneme

Don Johnson—Arcata

Robert L. Laws—Saratoga

B. C. Mitchell—Los Angeles

Michael J. Odell—Hayward

Ray L. Patterson—Denair

Morris Schwartz—Hollywood

Stamper Skeeters—Santa Margarita

R. E. Stanley—Cornoa

COLORADO

Floyd A. Edmonds—Niwot

K. W. Kerbs, Sr.—Colorado Springs

Donald D. Kottwitz—Wiggins

Donald Krieger—Greeley

Art Parker—Greeley

August Pacific—Niwot

E. S. Van Berg—Sterling

Rodger Wooten—Westminister
CONNECTICUT

R. J. Cameron—S. Windsor

Roland Grenier—Meriden

Phil Jacquier—Norfolk

David A. Josko—Fairfield

William J. Josko—Southport

James R. Lamb—Manchester

Seymour Manheimer—New London

Richard Mather—Granby

Joseph Pari—Hamden

A. C. Richard Pinto—Trumbull

Wesley Sager—Trumbull

Al Tirella—E. Hartford

Arthur Zetomer—Bridgeport

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

THE JR-2 “Reisch Special” is a powerful little set. Operates on two 6

volt lantern batteries and has a battery powered mike. Only weighs 6
Ibs. Complete with neck support to hold mike, shoulder strap and 15 ft.

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

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

DELAWARE
Crawford Carroll—Dover
Riley Jefferson—Lincoln
DISTRICT OF COLUMBIA
Irving Kamins—Washington
Benjamin E. Weschler—Washington
William P. Weschler—Washington
FLORIDA
Kale Albritton—Lakeland
Peggy Bowersox—N. Miami Beach
Louis Boyleston—Pensacola
Robert E. Boyleston—Pensacola
Ben Campen lll—Gainesville
Dennis Donaldson—Palm Springs
L. B. “Benny”’ Fisher—Pompano Beach
James K. Hartle—N. Fort Myers
Chuck Helfond—N. Miami Beach
Jim Hill—New Smyrna Beach
Lester Martin—Sarasota
A. R. McGowen—Mt. Dora
John F. McKale—Tequesta
Cliff Shuler—Titusville
Charles Smith—Mary Esther
GEORGIA
Henry D. Goforth—Louisville
Ron Harris—Atlanta
HAWAII
Steve Rosen—Honolulu
IDAHO
Irvin Eilers—Kimberly
Rick Musick—Grangeville
Gerald Pearson—Salmon River
Fred Wood—Fenn
ILLINOIS
Dennis Ahrens—Staunton

i ]

The Reisch Auctioneer's Speaker

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

REISCH SPECIAL
“LITTLE BIG VOICE” — JR-2

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

REALTOR

Edward Barauskas—EImhurst
Willard Bockhorn—Sparta
Nevyln Christeon—Berwyn
Gail Cowser—Glasford

Don Culbertson—Pontiac
Carl Dabbs—Putnam

Mahlon R. David—Kawanee
Charles P. Dunning—EIgin
Art Feller—Cissna Park
William L. Gaule—Chatham
Eldon Gilliland—Oak Lawn
Michael Gordon—Chicago
Flint Grinnell, 1ll—Skokie
Don Hall—Rochelle

Homer Henke—Moro

A. R. Henninger—Belvidere
John S. Kasten—Virden

Wm. Keeton—Glenwood
Larry Kruse—Marengo
George R. Laipple—Park Forest
Doyne Lenhart—Georgetown
John F. Miller—Rockford
Thomas Panouses—Lincolnwood
Tony Porterfield—Oak Brook

Rome, Ga. (404)291-7007

e BONDED 2

GA- AUCTIONEERS LIC.NO.137
Atlanta Telephone 577-2634

Invites Participation

By Auctioneers & Real Estate Brokers, Nationwide

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

Tom Sapp—Springfield
Stephen L. Winternitz-—Northfield

INDIANA

Kirby L. Bollinger—Howe

Liston L. Brown—LaPorte
Charles W. Chaudion—Cicero
Tom Dunlevy—Jeffersonville
Kenneth J. Ellenberger—BIluffton
M. G. Gerdenich, IlI—Indianapolis
Joseph M. Justice—Crown Point
Harvey C. Lambright—LaGrange
Larry W. Maikranz—Evansville

C. Eugene Phillips—Indianapolis
Melvin Powers—Poseyville

Noble Ratts—Whitestown
Kenneth |. Red Elk—Camden
Bus Retmier, CAl—Indianapolis
Meredith Richwine—Brownsburg
Roxanne Sayre—Franklin

David D. Taylor—Indianapolis
Lee James Wainscott—LaPorte
Mary Jane Weddle—Ellettsville
John E. Yager—Spurgeon

IOWA

Paul J. Bader—LaPorte City

Be An Auctioneer

Two week term and home study.
Nationally recognized. G.I. approved. |

FREE CATALOG!

Missouri Auction School

1600 GENESEE / KANSAS CITY, MO. 64102

April, 1982

Don Bielenberg—Schleswig
Melvin R. Boyer—Dewitt

Shan Campbell—Fairfield

Paul Callahan—Crescent
Steven Greenfield—Des Moines
Vernon Kahl—Sioux City

Max E. Reno—Keosauqua
Dilman Stock—Hampton

Larry Woods—Blue Grass

INSURED

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

KANSAS

Greg Bashaw—Overland Park

Hugh D. Campbell—Prescott

John P. Deverey—Shawnee Mission
Dwight M. Gaston—Mission
Francis L. Johnson—Toronto

Don Legere—Hays

E. L. “Jack” Lindsey—LaCygne
Jack D. Sheets—Wellington

Milton J. Woody—Douglas

KENTUCKY
Adrian Atherton—Hodgenville
Danny Ayers—Lancaster
David W. Bailey—Glasgow
Wilma Ballard—Winchester
John R. Darlin—Lexington
E. Howard Hunt—Louisville
Thomas R. Hunt—Bowling Green
James D. Lynch—Jeffersontown
Joseph Satterfield—Owingsville
William S. Stewart—Louisville
Cordell Tabb—Cecelia
David Thomason—Shepherdsville
Rudolph W. Yates—Maud

LOUISIANA
Robert Danzy, Jr.—Alexandria
Lawson K. Woods—Marksville

MAINE
R. |I. Crosman—Corinna
Mason Johnson—Rockland
George Martin—E. Lebanon
George R. Morrill—Harrison

Continued page 56
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Richard W Ward—Limestone
Morgan Willis—Eliot
MARYLAND
Austin Bohn—Union Bridge
Michael A. Conover—Westminster
Charles W. Foxwell, Jr.—Easton
George C. Hunt—Gaithersburg
Robert Meunier—Thurmont
Thomas O’'Farrell, Jr.—Westminster
Neal N. Owings—Hampstead
Lawrence Plant—Clinton
Raymond L. Smallwood—Potomac
Homer W. Snyder—Hampstead
Stuart P. Stein—Monrovia
James Trout—Frederick
G. Michael Whitson—Westminister
MASSACHUSETTS
Philip Cohen—Chestnut Hill
William F. Moon—N. Attleboro
Clifton Rockwell—Newbury Port
Henry E. Sheppard—Lowell
John Shibley—Shelburne Falls
MICHIGAN
Edward L. Belcher—Marshall
George Blackford—Flint
A. Howard Bloch—O.lonville
Richard Brodie—Westland
Russell B. Dawson—Lapeer
Ernest J. DuMouchelle—Detroit
Lawrence F. DuMouchelle—Detroit

Benjamin Joseph Glardon—Corunna

Freeman F. Glenn—Port Huron
Eldon Hallmark—Grand Junction
Harry E. Johnson—Bangor
Charles H. LeFevre—Troy

Robert Mcintyre—Niles

David A. Norton—Coldwater

James Lewis Ockerman, Sr.—Sylvan Lake

John W. Pace—Marquette
MINNESOTA

Larry Born—Waseca

Marvin F. Burman—Minneapolis

Kelly Conger—Inver Grove Hgts.

Ron Eldred—Long Prairie

Lowell Gilbertson—Hayfield

Marlin Krupp—EImore

Wally Laumeyer—Inver Grove Heights

Wayne Wagner—Blue Earth

MISSISSIPPI
Gary E. Dillard—Carriere
Kline Ozborn, Jr—Canton
James A. Petty—Wayside
MISSOURI
Jerry Burson—Hallsville
Jim Earnest—Nevada
George H. Fulks—Bate City
Roy Hansen—Lincreek
James E. Ketcherside—Poplar Bluff
Billy Long—Springfield
Garry L. Lunsford—Poplar Bluff
Richard Mizer—Lonedell
James Rutlader—Kansas City
Truman Schweihauser—Mt. View
Tom Shook—Springfield
Brent Voorheis—Harrisburg
R. E. Voorheis—Harrisburg
John Wagster—Broseley
Gerard Weisbrod—St. Louis
MONTANA
Earl W. Kinney—Billings

NEBRASKA
Jack Bernard—Omaha
A. Clay Craichy—Burwell
Jacob Hostetler—Shelton
Wendell Konken—Niobrara
Grove Lacy—Omaha
Gerald E. Miller—Hartington
Ervin F. Smith—OQOakland
Frank R. Thimm—Beatrice
NEVADA
Daniel C. Watson—Las Vegas
J. M. “Bill” Watson—Las Vegas
NEW HAMPSHIRE
George F. Clement—Lisbon
George S. Foster, lll—Epsom
Theodore R. Langdell—Milford
Wayne K. Mock—Tamworth
Edward G. Stevens—Rindge
NEW JERSEY
Edward F. Barber—Williamstown
Donn Fagans—Cherry Hill
James E. Fawcett—Dumont
John R. Potts—P.O. Neshanic Station
W. M. “Bill’”” Rose—Tuckerton
J. Edward Scott—Williamstown
Melvin Sickler—Williamstown
NEW YORK
Raymond Austin—Oneonta
Merritte L. Barr—Horsehead
Lewis Bronstein—E. Amherst
John Cura—Ballmore
Pamela Epstein—Liberty
K. R. French—Armonk
Richard C. Gilbert—Garrison
Barbara Jones—Orchard Park

The Auctioneer’s ‘‘Auctioneer’’

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

SULTATION IN PRACTICALLY EVERY CATAGORY
OF REAL OR PERSONAL PROPERTY.

Agency)

® COLORFUL TENTS (For Outside Sales)

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

® NATIONWIDE ADVERTISING (In House

® NATIONWIDE MAILING LISTS

® FINANCING AVAILABLE (On Most Al
Properties)

® NATIONWIDE TOLL FREE TELEPHONE

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

BROKER PARTICIPATION INVITED.

Call Toll Free

In Georgia Call
800/342-2666

Elsewhere Call
800/841-9400
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REALTORS AND AUCTIONEERS

ONE BACONSFIELD PARK . MACON, GEORGIA 31211

TELEPHONE (912) 743-1511 ’

-
L i
-

HUDSON AND MARSHALL

Home Offices
Macon, Georgia

| INC. Atlanta Offices

Suite 109
333 Sandy Spr. Cir.

404/256-5450
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D-VOX COMPLETE -.- $285.00

FIBERGLASS CASE — 25 WATT MODULE — TWIN SPEAKERS

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

* * * GSATISFACTION GUARANTEED * * *

Order by mail: Payment with order — we pay shipping . . . C.0.D. — you pay shipping. Kansas
residents add 3%2% sales tax.

1123 W. 6th Street

DODGE MANUFACTURING CO.

P.O.Box 1513 +*¢ Topeka, Kansas 66601 +« (913)234-6677

DWIGHT V. DODGE, Owner

Harold T. Jones—W. Winfield
Dorothy Knapp—W. Nyack

Jerry Krawitz—Goshen

Henry A. Leonard—New York City
George Lusk—Rochester

William C. Markey—Lake Grove
L. Ward Mason—Ganesvoort
Robert W. Matson—Randolph
Glenn H. Munson—McLean

Henry Ott—Middleport

Herbert Punchard—EImira
Kenneth M. Rice—Hamburg
Elinor Schlossman—Tuxedo Park
Carmen Serianni—Utica

Marianne D. Slough—Brentwood
Marvin L. Smith—Silver Creek
John R. Tuck—EIma

Craig Wilcox—Bergen

Diddi Lynn Worsoe—Holtsville
Tor Worsoe—Holtsville

NORTH CAROLINA
Craig Delane Bennett—Statesville
Donald Byers—Jacksonville
James Carpenter—Claremont
Bobby Cheek—Winston-Salem
Billy S. Hinton—Zebulon
Ben G. Hoffmeyer—Charlotte
Edmund P. Huntley—Wadesboro
William Terry Ireland—Olin
Wm. B. Langley, Sr.—Greensboro
C. D. Maxwell—Fayetteville
Eugene Poe—W. Jefferson
Paul Taylor Reeves—Sparta
Bernard Routh—Bennett
Tony R. Stone—Bailey

April, 1982

NORTH DAKOTA
Norman Aldinger—Cleveland
Jim Davis—Ypsilanti
Phil Ell—Killdeer
James Smykowski—Cayuga

OHIO

John Anglin—Middletown
Emerson W. Arnett—Greenville
Darrell Cummings—Bellevue
Robert L. Fetters—Lima
Donald R. Florea—Bainbridge
Ford Good—Wadsworth
James E. Hill—Strasburg
Charles E. Kuch—Germantown
John Reithoffer—Burton

OKLAHOMA
Jay Blodgett—Duncan
Terry Brink—Frederick
Dwight L. Bullock—Newalla
Robert J. Goss—Carmen
B. L. “Lee” Hickman—Oklahoma City
Keith Olinger—OQOklahoma City
Paul Spitler—Prague
Ben D. Steen—Ada
H. M. Stidham—Sterling
Walter W. Voss—Stillwater
W. W. Wilkinson—Tulsa
OREGON
Sanford J. Blau—Salem
Dick Haning—Tigard
Claude M. Kilgore—Salem
John A. Kupsick—Cottage Grove
James M. Murphy—Aurora
B. E. Weiler—Portland
Lowell Wilhite—Grants Pass

PENNSYLVANIA

Margaret Berry—West Newton

SOUTH CAROLINA
Jimmy Blocker—Walterboro
John S. Carroll—Williston
Ladies Auxiliary—SC
Archie Moody—Darlington
J. Linehan Pinckney—Orangeburg
Jack E. Richardson—Darlington
Frank O. Smith, Jr—Anderson
W. C. Smith—Columbia
C. W. Worrell—W. Columbia
William M. Yonce—Florence

SOUTH DAKOTA
Paul Hickok—Hot Springs
Jim Payne—Yankton
Vernell Qualm—Academy
Willis J. Shockley—Lemmon
Dave Stulken—Redfield

TENNESSEE
Bob Greene—Coalmont
Tom Harrison—Murfreesboro
Billy B. Hobbs—Lebanon
George C. Orr—Tullahoma
S. L. Satterfield—Madisonville
A. Virgil Wilder—Knoxville

TEXAS
Stafford Bertrand—Orange
Tom Cooper—Portland
Jack E. Dulin—Hale Center
Kathryn Fain—Rosenberg
Michael A. Gulla—Houston

Continued page 58
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RECEIVE PRECIOUS GEMSTONES ON CONSIGNMENT

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

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

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

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

Please call or write our office as soon as possible.

Thank you very much.

)))))))))))))))))))))))))))))))))))))‘

)))))))))))))))))))))))‘

Ronald R. Hanway—OQOdessa
Grover Howell—Conrad

Bill R. Jordan—Hempstead
James M. Long—Plainview
William M. Long—Kaufman
Grady W. Morris—Colorado City
Wesley D. Rogers, Jr—Lubbock
Joe E. Small—Dallas

Carl Strothoff—Tyler

R. C. Wiley—Rockdale

UTAH

T. L. Mann—Salt Lake City
John M. Owada—Salt Lake City
Glenn I. Short—Midvale

VERMONT

Raymond Poncho Camire—Burlington
Walter Flatow—Waterbury Center
Terry Lawton—Brattleboro

Tom P. Whittaker—Brandon

VIRGINIA

Herb Bluestone—Hampton
George A. Daniel—Blackstone
Haywood Darnell—Barboursville
Vincent J. Kopek—Virginia Beach
H. Layton Laws, Jr.—Manassas
Shirley Mullins—Clintwood
Charles Nicholls—Fredericksburg
Jack Peoples—Chesapeake
James W. Renney, Jr.—Wakefield
Thad Williams—Wytheville

WASHINGTON

C. Lester Alexander—Renton
Ray Brock—Pasco

28

Consolidated Equity Associates

P.O. Box 401216 e Dallas, Texas 75240
Phone: 214 245-7052; 214 245-8996

k(((((((((((((((((((((((((((((((((((((

Bud Chapman—Seattle
George Coulter—Seattle

Al Gay—Seattle

Bill Jones—Moses Lake
Robert F. Losey, Sr.—Renton
Duane Love—Lynnwood
Ronald Mariotti—Enumclaw
C. Ben Myers—Oak Harbor
Gene Schobinger—Port Townsend
R. M. Williams—Arlington
Earl Witzel—Oak Harbor

WEST VIRGINIA
John S. Tabor—Princeton
WISCONSIN

Donald C. Backhaus—Cudahy
Rodney E. Behnke—Collins
William K. Bodell—Hazel Green
Robert Brandau—Wilton

Earl F. Clauer—Mineral Point
Anita B. Dahlke—Oshkosh
William M. Doughtery—Oshkosh
David K. Eggert—Appleton
James Esch—Shawano
George H. Felten—Madison
Paul George—Brooklyn

Fred C. Gerlach—Brookfield
Donald G. Hanson—Strum
James W. Heike—Mondovi
Herbert R. Heritage—Appleton
Wenzel Humpal—Boyceville
Wayne Huntzicker—Cashton
William Jones—Pickett

Mary J. Kerkman—Burlington
Don Lloyd—Oshkosh

k(((((((((((((((((((((((

Richard Lust—Verona

Robert Mullikin—Janesville
Neil E. Nelson—Westby
James O’Brien—Eden

Pat O’'Brien—Eden

Bea Olson—Footville

Lloyd Riek—Woodville
Thomas Rusch—Oshkosh
Gene W. Schmit—Grofton
Eldon Schraepfer—Hollandale
Gino Sclavi—Superior

M. T. Szatalowicz—Stanley
LeRoy Teske—Berlin

Allen R. Thoms—Unity

Dean Travis—Brookfield
Victor V. Voigt—Reedsville
Chris Walker—Potosi

Darrel R. Weber—Milton
Donald L. Wood, Sr.—Oshkosh
Michael Zingler—Shawano

WYOMING

David J. Addy—Casper
David Briscoe—Dayton
Robert E. Musser—Cody

CANADA

Patrick Coughlin—Winnipeg, Manitoba

John J. Fitzpatrick—St. John’s New
Foundland ‘

R. W. Foston—Scarboro, Ontario

Neil Hovmand—Winnipeg, Manitoba

Victor W. S. Vokes—Victoria, British
Columbia

ADDITIONAL CONTRIBUTORS
Auxiliary to the NAA

THE AUCTIONEER



State Association Conventions — Dates and Locations

Convention Chairman or

Convention Dates State Association Hotel or Motel and City State Association Secretary
April 24-25 Arkansas Ramada Inn, Jacksonville Jayne Lowery
April 17-18-19 Kentucky Lure Lodge, Jamestown B. G. Dunnington
April 25 lowa (Spring meeting) Amana Colonies, Seven Villages Margaret Bloomer
Holiday Inn on Interstate 80

May 1-2 Missouri Holiday Inn, Osage Beach Doran H. Livingston
May 1-2 Nebraska Holiday Inn, North Platte Randy Ruhter
May 1-2 Oklahoma Sheraton Century Center,

Oklahoma City Ray Patterson
May 1-2 Washington Everett Pacific Hotel, Everett Bonnie Anderson
May 15-16 South Carolina Sheraton Lake Marion, Santee Maude Burnett

(Annual)

May 16 Alabama Montgomery Pete Horton
June 5-6 Georgia Savannah Lynn Dempsey
June 9-10 Wisconsin Green Bay Robert Massart
June 11-13 South Dakota Mitchell Marti Dunlap
June 13-14 Tennessee Peabody Hotel, Memphis E. B. Fulkerson
June 24-26 Texas Brookhollow Marriott, Houston Dudley Althaus
July 28-31 NAA 1982 Convention Atlanta Hilton, Atlanta, Georgia
January 14-15, 1983 Pennsylvania Blaine C. Brown

Representatives of State Associations have offered the above dates, places and facilities, of
State Association conventions and/or annual meetings. All NAA officer or director requests should

be coordinated through the NAA office. _
If you have any questions about State Association conventions or meetings, contact the State

Association, not the NAA office. All the meeting information submitted to the NAA office is In-
cluded above.

WATCHES BELOW WHOLESALE [Jasrvs-adl

Bry our special $4.00 Ladies’ Assortment — {WAGNER WATCH CO., Dept. A
ealers’ Inquiries Welcome. i 7 '
| 8 WEST 37:1 S';FIEET18
Have Latest Space Games, = NEW YORK, N.Y. 100
Pen & Musical Alarm Watches | e
I
I
. Address
Wagner Watch Co., Dept. A : r
8 West 37th St., N.Y., N.Y. 10018 | City State ~Zip
|
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NOBODY BEATS OUR PRIGES!

THE BEST IN AUCTION & FLEA MARKET MERCHANDISE
TOOLS-ELECTRONICS-HOUSEWARES-JEWELRY

HELDON CORD’S

NOBODY BEATS OUR PRIGES!

THE BEST IN AUCTION & FLEA MARKET MERCHANDISE

SHELDON CORD’S

MILLION DOLLAR
JEWELRY SALE

FOR ORDERS ONLY

CALL TOLL FREE (800) 621-7999

MILLION DOLLAR SALE

FOR ORDERS ONLY

CALL TOLL FREE (800) 621-7999

LCD PEN MEN'S LCD LADIES’ LCD MEN'S LCD LADIES' LCD | 40 PC. 21 PC. 25 PC. 62 PC. ] 17 PC.
WATCH WATCH w/TWIST | WATCH w/TWIST | WATCH w/ALARM | WATCH w/ALARM SOCKET SOCKET 2" DR SOCKET SOCKET Ya” DR. SOCKET
BOXED BAND — BOXED BAND — BOXED BOXED BOXED SET SET SET SET SET
$5.90 $6.00 $6.00 $9.90 $9.90 $3.50 $3.00 $12.00 $6.50 $3.00
EA. EA. EA. EA. EA. SET SET I SET SET SET
LADIES’ LCD MEN'S LCD LADIES' LCD LCD DIAMOND LCD 1 PC. 10 PC. 11 PC. 7 PC.

WATCH PENDANT | WATCH w/MUSICAL WATCH W/ CUT UGHTER STICK-ON WOOD HANDLE | SCREWDRIVER | WOOD HANDLE | NUT DRIVER FOOT
w/CHAIN ALARM MUSICAL ALARM | WATCH CLOCK SCREWDRIVER SET SCREWDRIVER SET PUMP
$7.90 $13.90 $13.90 $16.00 $60.00 SET $12.00 SET $2.75 $4.00

EA. EA. EA. EA. DOZ. $2.00 ser pz. SETs | $3.00 ser SET EA.
| e T e ———r———ds et i - P 7 - % e —

LCD ULTRATHIN MEN'S LADIES MEN'S CALENDAR POKER 4 PC. 11 PC. BOXED 4 PC. 5 PC. MEN'S

MEN'S or LADIES’ RHINESTONE RHINESTONE WATCH w/ I TABLE ADJ. OPEN END PIPE PLIER JERSEY WORK |
WATCH— DIAL WATCH WATCH EXPA. BAND JEWELRY WRENCH WRENCH WRENCH SET GLOVES

DELUXE BAND BOXED BOXED $6.90 $5030 SET SET SET $8.50 $5.90
$11.90 €. $7.90 ea. $10.90 ea. EA EA $7.00 seT | S7.00 ser | S$9.90 sev SET DOZ.
21-JEWEL 17-JEWEL ASST. MICKEY WALT DISNEY 40 PC. 2-TON MECHANIC'S 6" HEAVY
MEN'S WATCH POCKET WATCH RING MOUSE CHARACTER TAP & DIE POWER TooL MECHANIC'S GUAGE 19”
w/EX. BAND w/HUNT SCENE WATCHES WATCH WATCH SET PULLEY BOX VISE TOOL BOX
BOXED CASE $12.90 $6.90 $7.90 $9.50 $8.50 $5.90 $30.00 $5.90
$13.90 ea. $18.95 ia. EA EA ea. SET EA. EA. EA. EA.
' ' ' L 1| [ s | MENS 3 umE |
DIAMOND ITALUAN ASST. ASST. FROSTED HEART WORLD MEN'S 2-BLADE
CUT CROSS HAND AND 60LD NECKLACE/ NECKLACE/ KNOWN ALL GLASS ALL GLASS DUKE AMER. MADE
PENDANT HORN 4[: ::L:l: EARMING EARRING POCKET MIRROR SMOKE LOCK BLADE BARLOW
- I - FISHERMAN | SUNGLASSES | SUNGLASSES KNIFE KNIFE
$35002 | $5000z | $18.000z | $12000 | s12000: | | S4.90€a | $11.506z | $10.50 |$12.000z | $18.00 0z
L e A . = o
HEART AND ROSE STICK 3 DZ. DIAMOND 3 DZ. INITIAL 144 PC. INDIAN 9" LOCK BLADE CANNON MEN'S TRUCKER'S DISPOSABLE

ASST. LOCKETS PIN/NECKLACE CUT EARRING PENDANT TURQUOISE-LIKE KNIFE/LEATHER TOWELS , PROMOTIONAL SAFETY GAS
BOXED EARRING SET DISPLAY DISPLAY DISPLAY SHEATH LARGE SIZE WALLET WALLET LIGHTER
$24.00 $24.00 $12.00 $15.00 $59.95 $33.00 $16.90 | $10.80 | $36.00 | $45.00

DOZ. DOZ. DISPLAY DISPLAY DISPLAY . D0Z. | DUZ.*# | D0Z | DOZ. i1 GROSS
| g 1 . .
DIAMOND SMALL L6. PISTOL MUSICAL ANGEL MASCOT MEN'S LADIES LCD STICK-ON NECKLACE/
cuT PISTOL BUTANE BUTANE LIGHTER BUTANE GOLD DERRINGER LCD WATCH LCD PEN LCD EARRING SET
BUTAME LIGHTER w/FLASHLIGHT LIGHTER LIGHTER BANDED & WATCH WATCH CLOCK BOXED
LIGHTERS $3.50 $7.50 $8.50 $7.90 BOXED $6.00 $5.90 $4.80 $12.00
$24.00 oz. A A & e $6.00 EA EA. | tA EA. DoZ.
| = £ 4t = k. & d T
BUTANE WINDPROOF COMIC DISPOSABLE ULTRATHIN AM/FM AM/FM 100W ROLLS AM POCKET
PEN UGHTER UGHTER UGHTER PEN w/MATCHING IN-DASH IN-DASH CAR BOOSTER/ ROYCE RADIO -
LIGHTER CARDED CARDED 2 DZ./CARD ELECTRONIC B'T:"‘ﬁ c:f::g‘ EQUALIZER RADIO cﬁﬁ;‘s
$40.00 oz. $5.90 0z. DZ. GROSS $12.50 ser | $30.00 EA _ﬂ__s 0.00 Ea. | == EA tA. e
3 PC. 8 PC. 49 MHZ HAND-HELD
IMPORT ’ L BEER
TRAVEL LUXURY ORTED Bk FOLD Fak, EOLD WOVEN POOL TABLE BAND 3-CHANNEL
ALARM A kri PEN/PENCIL LADIES MEN'S STEIN
cLOCK XiT SET UMBRELLAS UMBRELLAS | BASKET SET COASTER SET WALKIE 2 WATT C.B. $15.00
GIFT-BOXED | ASST. PRINTS $24.00 ALL WOOD | TALKIE SET | TRANSCEIVER DOZ.
$4.00 EA. $3.00 eA. | $30.00 p0z. | $24.00 poz. | $24.00 DOZ. | | DOZ. $6.90 ea. | $18.90 seT| $75.00 PR
ORDER DIRECT FROM THESE ADS NOW! MINIMUM ORDER $100. WHOLESALE ONLY FOR RESALE ONLY. SEND FOR EREE
CATALOG. WE SHIP IN 24 HOURS. VISIT OUR GIANT NEW SHOWROOMS. BRING YOUR TRUCK OR CAR AND LOAD uP!

SHELDON CORD PRODUCTS OPEN WEEKDAYS & SATURDAYS 9-6 P.M. OPEN SUNDAY 10-4 P.M.

DEPT. SK-7, 2201 W. DEVON - CHICAGO, IL 60659  PHONES: 1-800-621-7999 (312) 973-7070
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e Learn the Professional chant

e Every type auction is covered

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

e Every student personally trained
by Col. Jim Graham

e Highly prufessional Instructors

AUCTIONEERING

LEARN

in Beautiful

FLORIDA

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

Become a Professional Auctioneer in 1 Week

JIM GRAHAM training makes you STRONG . . as an
Auctioneer: Businessman; Speaker. Men or women.

REAL ESTATE auctions . . our specialty

MONEY

You'll like our FAST START system BACK
GUARANTEE

Graduates from other schools are welcome

FREE BROCHURE

JIM GRAHAM SCHOOL OF AUCTIONEERING

April, 1982

Wl’ulahelpfua Inqguirer

“First in Auction Advertising in America’s Fourth Market”

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

DDERSWEET

Only The Inquirer effectively targets your bidders for
auction values in the Philadelphia market. We deliver a
proven marketplace: 83% of the auction linage,

82 % of the ads.

And the day that most buys are announced tor the
block is Saturday, when we publish THE AUCTION
PAGE in the main news section. Major houses
throughout the U.S.A. advertise here, with their
messages positioned adjacent to our own in-depth
coverage of the auction market.

A proven, cost-efficient buy. Unsurpassed impact.
|deal editorial environment. Biddersweet results tor you
when you schedule us through:

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

dhe

400 N. Broad St.
Phila, Pa. 19101
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REISCH

WORLD WIDE COLLEGE OF AUCTIONEERING, INC.

Since 1933 Largest in the World .
Approved for VA - |

YOU can be an AUCTIONEER!

START YOUR NEW CAREER NOW
| | AND MAKE BIG MONEY

Col. Gordon E. Taylor Attend 2 weeks intensive training in all

Owner and President phases of this respected and highly profit-

Full-time Auctioneer  able profession, taught by 25 of the na- =~ SR e
tion’s leading professional auctioneers. GRADUATES RECEIVE LIFETIME SCHOLARSHIP, DI-

PLOMA & POST-GRADUATE ASSISTANCE. OUR “ON

e i st

FOR THE — THE CAMPUS” HOUSING & DINING FACILITIES, CON-
PROFESSIONAL iiiiiie e TRIBUTE GREATLY TO ENHANCE YOUR PROFESSIONAL
AUCTIONEER Y TRAINING.
céec::::lgss;;'::r::' Please send me your FREE CATALOG.
WRITE FOR . — - il e S
INFORMATION | Col. Gordon E. Taylor

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

W | Mason City, lowa 50401 Ph. (515) 423-5242 or 6396
COUPON

TODAY! I NAME

| ADDRESS
OBTAIN OUR MODERN AUCTION LIBRARY WITH | ciry
YOUR CHOICE OF TRAINING RECORD OR CAS-

| STATE ZIP
SETTE TAPE. FREE WHEN YOU ENROLL IN THE

TERM OF YOUR CHOICE.
Gordon E. Taylor, Member

BUY FROM AN AUCTIONEER

ADJUSTABLE CAPS: |

#50 Summer Mesh-Open Weave, two-tone with solid white front panel, our most popular style. Your
Company Name, Logo and Address screen printed up to four colors at no set up or art charge. |
Just send us your Logo, we will set type. Colors: Red, White, Royal Blue, Kelly, Gold, Navy, Orange,
Brown and Tan, Blue Denim, Puff Raised Print available.

#60 Winter Polyester—lined with shape-retaining, breathing polyfoam for comfort. Color and printing
‘same as above.

JACKETS ALSO AVAILABLE

RICHARD CRUM
Auctioneer

Caps $2.95 ?n?nfl?l?lm |
Crum’sam& o —rT————

e AUCTIONE T RS
Auction %%
4504 HAMBURG PIKE
JEFFERSONVILLE INDIANA 47130

TERMS — Net 10 days, F.O.B. our plant, or send
check with order & we pay the freight.
812/282-6043
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State association
reports

New Jersey State Society of
Auctioneers third annual convention

The New Jersey State Society of Auctioneers
held its third annual convention, Saturday, February
6, 1982 in Somerset, New Jersey. JOAnne and Jim
Fawcett co-chaired the day long meeting of informa-
tive seminars, convention banquet, Auctioneer-of-the-
Year award, annual meeting, championship bid call-
ing contest and fun auction, all attended by NJSSA
members and their guests.

Patricia Bayer, an associate with the Gallery of
Rosenberg & Stiebel in New York City, opened the
morning session with a slide show presentation on
“Art Nouveau-Art Deco; Origins and Adaptations’.
Ms. Bayer, who is also a writer for the Metropolitan
Museum of Art and Antiques World magazine ex-
plained some of the pieces of furniture, Tiffany lamps
and other famous items of the Art Deco-Art Nouveau
period.

NJSSA member Robert Slatoff, appraiser, mu-
seum consultant and auctioneer, gave a ‘“‘hands on”
lecture on European china. He passed around ex-
amples of different types of china and porcelain for
examination by the group. Slatoff explained under-
glaze, overglaze and other factors to determine the
age and origin of china.

After lunch the seminars continued with a talk
entitled “Original Prints — Past and Present’”’ by An-
drew Stasik, Director of Pratt Graphics Center in
New York City. Mr. Stasik discussed the various
types of prints such as relief prints, intaglio, stencils,
and lithography.

The afternoon seminars were concluded with a
discussion and question/answer session on Oriental
Rugs by NJSSA member Michael Sarkisian, consult-
ant, appraiser and expert in antique oriental rugs.
Many interesting facts about different types of ori-
ental rugs and rug buyers were discussed at this
session.

Nicholas Macaluso was elected NJSSA presi-
dent at the annual meeting. Other officers elected
were: vice president Malcolm Spaulding, treasurer
Joseph Dobozynski, and secretary Pamela Moore
Epstein. Past president Victor Sabatino and Joan
Leibowitz were elected to three year terms as direc-
tors, and H. D. Wilkinson was elected as a director
to fill an unexpired term.

NAA executive vice president Harvey McCray
was the banquet speaker and gave NJSSA members
an “NAA Update,” relating NAA activities, seminars
and the 1982 NAA convention to the group. The
NJSSA presented Harvey McCray with a check for
$500, as the first installment payment of the $2500
pledged by the NJSSA for the NAA building fund.

John P. Kachmar, a past president of NJSSA
was named the 1982 New Jersey Auctioneer-of-the-

April, 1982

CHECK FOR $500 is presented to NAA executive vice
president Harvey McCray, right, by NJSSA 1982 Auc-
tioneer-of-the-Year award winner, John Kachmar.
The check represented a portion of the NJSSA
pledge for the new NAA headquarters building fund.

Year, for his outstanding service and contributions
iIn betterment of the New Jersey State Society of
Auctioneers. He went on to win the New Jersey
Champion Bid Calling Contest over the three finalists,
Bill Barron, Joe Dobozynski and H. D. Wilkinson.
The convention closed with the Fun Auction, and
the naming of Arthur Williams and Joan Leibowitz
to co-chair the 1983 convention.

The 1982 convention co-chairpersons, JoAnne
and Jim Fawcett, were thanked for providing a
day well spent. The convention was a ‘‘rewarding
and an enriching educational experience; a day for
renewing old friendships and forming new friend-
ships; a day that enabled all to leave with new en-
thusiasm to pursue the auction profession with great-
er vigor and zeal.”

PROCLAMATION SIGNING of National Auctioneers

Week in South Carolina. As Governor Richard W.
Riley signed the proclamation SCAA members looked
on, from left: Fred Mullis, Larry Meares, J. L. Pinck-
ney, Bill Yonce, Archie Moody, George Pechilis, Ken
Hendrix, and Jack Richardson. The signing took
olace in the Office of the Governor, at the Capitol
Building in Columbia, South Carolina.
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Roll Top Desks Bowl & Pitchers Windsor Chairs Biscuit Barrels
Organs Whicker Furniture Draw Leaf Tables Dressing Tables O
Parlour Set Smokers Stands Cast Iron ltems Inlaid Furniture ]
China Cabinets Carriages Pianos Spelter Figures
Gateleg Tables Bentwood Chairs Hall Trees Dinner Wagons
Eterges Flo Blue Washstands Piano Stools
Bamboo Furniture Minton China Fire Places Swords
Towel Racks Bureau Bookcases Bureaux Shefioneers
Marble Clocks Buffets Barrometers Oak Furniture
Hat Racks Queen Anne Chairs Pottery Corner Cabinets
Paintings Leaded Glass Wall Clocks 19 Silver Plate
Royal Doulton ] Pine Furniture Prints Grandfather Clocks
Fern Stands Bedroom Suites Carnival Glass Primitive Furniture
Mirrors Coal Scuttles Candlesticks Sea Chests
Carriage Clocks C Paintings Captains Chairs Tapestries
Curio Cabinet Sets of Chairs Bookcases High Boys
Player Pianos Brassware Pub Furniture [ Oriental Items
Sideboards Mantle Clocks Wardrobes Music Boxes
Secretarys Cut Glass Bronze Figures Carvings
Rocking Chairs Wedgewood Chest of Drawers Architecture

Spode O Card Tables O

Antiques @ Antiques ® Antiques @ Antiques @ FOR SALE!

CONTAINER BUYERS ANTIQUES BONANZA
Beat Inflation @ Buy Direct From England

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

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

Please select your shipment Requirements from inventory below. All these items can be included in
your container 20 ft. or 40 ft. containers: Guaranteed: 200 to 250 items per load.

Please check in boxes below the type of merchandise you would like to receive with preference in your Antiques Shipment.

Rolls Royce Vintage Cars available by order

Could you handle a 40 ft. container every 1 Month

2 Months

What is the population of your area? ... cccveieerereccaeencmnsescssnsesenss

Do you sell Retail/Wholesale/Auction? ... ..ot ceeee

w Our prices are quoted for 40 ft. high cube containers
% Economy graded shipment $9,000: Better economy grade $12,000
v Auctioneers Wholesale Graded Shipment $15,000
% Fine Quality Graded Shipment $20,000

3 Months

Y eglie Swainbank Antiques Int. Lowest
Pos_s:ble
Head Office - Prices?

34 Church Rd, Roby, Nr. Liverpool, L36 9TP, Lancashire, England
Telephone 051-489 1142 Oak ltems
_Our
BWorld Wide Antique Exporters Speciality!

OUR WAREHOUSE
Please write for a catalogue or telephone for immediate delivery: 22 days door to door service.

== S = e
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Minnesota

INSTALLATION OF 1982 OFFICERS for the Minnesota
State Auctioneers Association at its January con-
vention. From left, NAA president Howard Buckles,
MSAA directors Duane Mulder and Kelly Conger,
president Bill Pinske, and vice president Pat Ediger.

Pennsylvania

OUTGOING PRESIDENT'S AWARD presented to
Harry Anderson, CAl, right, by Pennsylvania Auction-
eers Association 1982 president Kerry A. Pae, CAl,
part of the January PAA convention in Harrisburg.

PAA BID CALL CONTEST held at the 1982 State
Farm Show, January 14. Pictured are the top ten
finalists, with the winner, Mark Rohaly, standing be-
tween PAA president Kerry Pae and outgoing presi-
dent Harry Anderson. The event was covered by two
television stations, a radio station and several Penn-

sylvania newspapers.

April, 1982

Nebraska

NATIONAL AUCTIONEERS WEEK proclaimed in Ne-
braska by Governor Charles Thone, center, holding
honorary gavel and the official proclamation. The
event was well attended by officers and members of
the Nebraska Auctioneers Association. This AUC-
TIONEER cover features the gavel presentation by
the Nebraska Association president Dean Schow.

- ===

You may have to sell the equipment at auction
someday — wind power use is expanding. For ex-
ample, the number of nationwide manufacturers of
wind machines to generate electrical power has in-
creased 300% since 1975.

HIGH PLAINS JOURNAL

HAULERS
| CONSIGNORS

WE HAVE A MODERN HEATED AND AIR

CONDITIONED AUCTION GALLERY.
WE WILL SELL YOUR
MERCHANDISE AT TOP

NEW

DOLLAR!!  [ouD |

Antiques — Art — Oriental Rugs
Used Furniture — Coins — Jewelry

— WHAT HAVE YOU GOT? —

19 Years Experience

PIERCE AUCTION SERVICE

AUCTIONEER: KEITH J. PIERCE

1900 BRANTLEY ST.
WINSTON-SALEM, NC 27103
PHONE: (919) 723-5338
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come scared or need help.

They are normally

marked with big signs in the window with the letter
“H”. If your community does not have such a pro-
gram, have the PTA write to National Crime Watch
for information.)

9. There is a holdup every 10 minutes in the United

States.

(False: Actually, there is an armed holdup every 78
seconds! And this rate is expected to increase.)
10. The best time to teach children safety and crime

prevention is when they are in the lower grades.

(True: Safety and crime prevention can be taught by
games, coloring books and teacher-parent programs.)

For free crime prevention and fire prevention

tips, send a stamped, self-addressed envelope with
your request to: National Crime Watch Editor c/o
National Association Chiefs of Police, 1000 Connecti-
cut Ave. N.W., Suite 9, Washington, D.C. 20036.
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Advertising Rate Schedule — THE AUCTIONEER MAGAZINE

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

ADVERTISING RATES: One (1) time Six (6) times Eleven (11) times
Full page ......cccceeeeeeee....$160.00 $155.00 $150.00
HallT DEgR cunanpmieammnumnin 80.00 77.50 75.00
Quarter page .......cccccccceeeeee.. 40.00 38.75 37.50

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

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

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

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

NEW ADVERTISERS: All new advertisers are required to submit credit account in-
formation, an insertion order, and payment in advance (with copy), before advertising
will be accepted. If applicable to the new advertiser, advance payment for the first
three months is required. Submission deadline for new advertisers is the first of the
month.

3.

4.

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

COPY AND CONTRACT REGULATIONS: The editor reserves the right to reject
any advertisement. No cancellations accepted after closing date (see item 7).
If advertising is discontinued before completion of contract, short rates for space
will apply.

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

Dimensions for ad space: Full page — 7% by 9% inches: Half page — 7% Dby
455 inches: Quarter page — 32 by 4% inches or 7% by 2%a inches.
PREPARATION CHARGES: You will be billed for the following charges when the
NAA office prepares, or makes changes in your advertising.

Initial composition Changes
quarter page ... $20.00 copy changes ..............$15.00
half page ... $30.00 artwork changes ............... $25.00
full page ... ... $45.00

Changes in your advertising are not accepted over the phone, but must be re-
ceived in writing.

ISSUE AND CLOSING DATES: Published monthly (11 times annually) with the ex-
ception that an August issue is not published. Issued on the first of the publica-
tion month. Deadline for ad copy is the 10th of the month preceding publication
date.

SUBSCRIPTION AND SINGLE COPY: One year's subscription to THE AUCTIONEER
is $18, and only open to non-auctioneers. Single AUCTIONEER copy is $1.75.
Subscriptions and issues available only from the NAA office.

ADVERTISING DISCLAIMER: Products or services advertised in THE AUCTIONEER
are in now no way endorsed by the National Auctioneers Association. Simply be-
cause a product or service appears in the NAA's official publication, that appear-
ance does not imply an NAA recommendation of the product or service over any
other. Problems encountered with an AUCTIONEER advertiser should first be di-
rected to the advertiser for satisfaction. If the problem remains, then the NAA
office should be notified.

Submit all advertising to: The National Auctioneers Association, 135 Lakewood Drive,
Lincoln, NE 68510-2487. Phone: 402 489-9356.
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CEEK-S_AVEIE® _ —_Wdrld's N; 1 C_IerI;ing _Sysiem

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

perforated to make 12 tickets 13ax4'2"".

® ALUMINUM WRITING TRAY

The aluminum writing tray is a lightweight, spring-loaded tray which
is designed to hold ample forms for continuous operation throughout
the sale. A storage compartment, a special feature of the tray, holds
additional forms and completed auction item sheets.

Aluminum Writing Tray .o $14.95

® 100 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

Overall size 23"x16'x4"". Slots are 23 " x 78" x 3'2"". Handle
for easy carrying or nail to a wall for permanent installation.

Slots numbered 1 to 100 plus Ato Z ....................... ONLY $59.95

in buyer’'s shirt pocket).
1,000 Cards....$9.50

@ 10 SLOT SMOKED PLEXI-GLASS CLERKING TICKET FILE

Slots numbered 1-2-3-4-5-6-7-8-9-0. All tickets with buyer .
number ending in one are filed in the one slot (example:
1-11-21-31-41-51-61-71-81-91-101-111-121, etc.). Likewise all
tickets for buyers ending in two go in the two slot; all tickets
for three in the three slot, etc. Small, compact, easy to

carry. Size: 16” by 4” by 4. Weight 1 Ib., 8 0oz. Only $22.95 $1.25 ea.

® ‘‘CLERK-SAVER’ CLERKING TICKETS—Form No. CT-12

Original and 2 copies on NCR paper (makes its own carbon copies) 8%2x11"" sheets
This is an extremely fast, easy, and ac-
curate combination clerking and cashiering form. This one form replaces both
the standard clerking sheets and cashiers statement. You'll like these.

9.000 Tickets (1-3 White; Canary & Cald) -....cwmwssmmmtmmimmsmomsmemmmms s '
18.000 Tickets ((1=8 White, Canéry & Call) ......c-vummmonemmmmnmmmmmsnnnsnrssmmnammnssssnsne
36,000 Tickets (1-3 White, Canary & Card) ...

@ BUYER CARDS ... Form No. BC-70
For buyer's number and purchase notes. 3vax7%2"" (fits

2,500....$22.75

r Buyer's Name THE CLERK SAVER® IS:
Or Number _ N a .
Item or . Fan — CheCk OUt n mfnUteS.
SR RRRTN e . = ® Accurate — Clerk writes buyer, item &
mrradl (o I price. Cashier writes nothing.
This receipt verifies payment and deliwvery ot the above. Selier retains ownership . Less EXpenSive than any known SYStem.
untlll :jjl'\«‘r‘rjulrji ch:Jc:a mshrjloLnf:rpr.jr Sold fsqua, :-'uh:=~: ; alfl'ull salf—: I”:L T::-:kﬁ::]u . Keeps a runn"ng tota’ Of the Sale_

5,000....$44.75

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

812x11”, 50 sheets per pad. Space for buyer's num-
ber, name, address, phone and other information.

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

| SPECIAL CLERK SAVER STARTER KIT
THE SPECIAL KIT INCLUDES:

® Aluminum Writing Tray
® 9,000 CT-12 Clerking Tickets
® 1 Pad FS-69 Final Settlement Forms

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

All of the above plus:
One 10 Slot Clerking Ticket File (a $80.90 Value) Only ... ... $53.50

One 100 Slot Clerking Ticket File (a $117.90 Value) Only ... $89.95

SAVE

$27.00

Payment with Order—We Pay Postage . .. C.0.D. Orders—You Pay Postage

Order by Mail . . . Send Check or Money Order To:

N\
—

_—

Missouri Auction School
Top Floor Livestock Exchange Building

1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117

]




Now. ....

COLONEL®,!"The Sound That Sells”
The all new COLONEL Series of
Portable Heavy Duty P.A. Systems
Designed Exclusively for Auctioneers

® Electro-Voice Model 671 Anti-
Feedback low impedence profes-
sional ball type dynamic cardiod
microphone, on-off switch, de-
tachable 10 foot coiled cord, and
built in windscreen.

® SPECIFICATIONS: Batteries
Eight “D” size flashlight batteries
(not included) (Alkaline batteries
will give many hours of extra ser-
vice).

® Rugged metal re-entrant 9” weath-
er resistant 8 ohm horn speaker.

® DIMENSIONS: 113" High x 8"
Wide x 9%2"" long.
WEIGHT: 7 Ib., 12 oz.

There is a two year repair or re-

place warranty on everything ex-
cept batteries.

COLONEL 6 ® List Price $495.00

Auctioneers Cost $297.00

Payment with Order—We Pay Postage ... C.0.D. Orders—You Pay Postage
Order by Mail . . . Send Check or Money Order To:

___! Missouri Auction School

Top Floor Livestock Exchange Building
1600 GENESEE / KANSAS CITY, MO. 64102

PHONE: 816-421-7117

COLONEL 7 ®

The COLONEL 7 has the same fea-
tures as the COLONEL 6 plus:

RECHARGEABLE BATTERY: Extra
capacity battery will last all day

long. Fully rechargeable over-
night.

Complete with recharger. Charger
rater 120 VAC, 8 Watt, 300 MA.

SPECIFICATIONS: Battery: Gel

Type (2) #626 2.6 AH rating re-
chargeable.

INPUTS: One microphone; one

tape recorder, one battery charg-
er.

OUTPUTS: One extension speak-
er, one tape recorder. With in-
dependent controls.

DIMENSIONS: 113" high x 8"
Wide x 914"’ Long.

® WEIGHT: 8 |Ib., 13 oz.
List Price $645.00

Auctioneers Cost $387.00

THE AUCTIONEER

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

ADDRESS CORRECTION REQUESTED

e = ]
BULK RATE

U. S. POSTAGE
Paid

Lincoln, Nebraska
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