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sales talk
by tom horn

Buyers Fee 
Coming in 
March 2010
The November 2009 edition of this column referred to 

some changes we would be making in 2010: “We will 
be making some adjustments in procedures and charges 

within the next few months that will give us the stability we 
need to insure a strong operation that contributes to the So-
ciety’s fi nancial health.” Th e major change is the addition of a 
buyer’s fee on purchases made from sales books. It was deter-
mined in discussions with the APS Long-Range Planning Com-
mittee that increases in revenue were needed to eliminate the 
yearly defi cit incurred by the Sales Division. In March 2010, 
there will be a line on the report sheets of all types of circuits we 
off er (multiple-name, direct, chapter and local visitor circuits) 
indicating that 5 percent must be added to the purchases re-
corded on the sheet.

We have chosen not to increase the insurance fund fee or to 
add a postage and handling fee to the buyers on the multiple-
name circuits. As announced in November and December, the 
direct circuits will have an additional postage and handling fee 
of $5, which was already in place for the Busy-Person circuits. 
Th e buyers’ fees in the open market are in the range of 5–18 
percent, with the standard fee set at 10 percent. Th e members 
who have sold material through the Sales Division have been 
paying a 20 percent commission for more than forty-fi ve years 
(in mid-1963 it went from 15 percent to 20 percent).

Th e variety and volume of philatelic material — on con-
signment from more than 650 seller-members, backed by the 
Society’s money-back guarantee, and actually in your hands for 
inspection before purchasing — is unmatched in today’s mar-
ket. We are developing circuit weight limits for postage costs 
and suggestions for seller presentation of material to make the 
circuits more attractive to buyers. Look for these in my Febru-
ary column.

New Pricing Guidelines for Sales 
Division & StampStore

For years, we have responded to members’ questions about 
how best to price material for sale in the sales books with this 
suggestion: 10–20 percent below retail will place your material 
in the ballpark with other sellers in our system. With the chang-
es for buyers noted in this column, we have some more specifi c 
guidelines for sellers when pricing the items they want to sell.

First, most members use the Scott’s Standard Postage Stamp 
Catalogues for catalogue values to use as comparisons with their 
pricing scheme. When sellers use other U.S. catalogues, buyers 

will still want a favorable comparison with Scott’s before decid-
ing to buy items. Some members use specialized catalogues for 
areas such as Germany, France, British Commonwealth, Scan-
dinavia, and others. Th ese catalogues refer to the markets other 
than the U.S. stamp market and sellers should keep in mind 
that those markets may command a diff erent pricing level. Re-
member that you are selling mainly within the U.S. market and 
your asking prices should be developed to compete in the U.S. 
market. Items not found in Scott’s catalogues might be listed in 
those other specialized catalogues or in specialized dealer price 
lists and auction realized price lists. Th e listed prices could be 
considered retail and the 10–20 percent suggestion should be 
followed. In addition, don’t forget that the condition of the item 
must be considered when determining your price. Presentation 
also is important, since a messy mounting method can make a 
very-fi ne item look fi ne or average.

In general, items should be priced at no more than 65 per-
cent of the catalogue values. Th e listed values for never hinged, 
mint (unused), and used in Scott’s is for very fi ne condition. 
Your chosen pricing percentage could be used for unused and 
used material. For example, U.S. Scott 621, the 5-cent Norse-
American stamp, is valued in the 2010 Scott’s U.S. Specialized 
Catalogue at $24 for never-hinged, $11 for unused, $11 for used, 
and $17.50 on cover. If you were to choose 50 percent as your 
pricing percentage, you could use it for all four items, making 
your asking prices $12, $5.50, $5.50 and $8.75, respectively. 
Th e condition of the items might aff ect that percentage. Check 
Scott’s description of the value assigned to the stamps.

Th e material submitted by most sellers falls within 40–60 
percent of the catalogue values. Our more successful sellers 
price their items below the 50 percent level. Faults — such as 
pulled perfs, thins, tears, scuff  marks, no gum on mint stamps, 
etc. — would reduce the asking price considerably. For example, 
do not expect to sell a stamp with a rounded corner for more 
than 20–25 percent of the catalogue value. Of course, there is 
always an exception to these pricing limits. As an example, the 
“Match & Medicine” revenues of the United States are not usu-
ally in very fi ne condition. Th e catalogue values for them are 
for stamps with some faults. In this instance, those stamps in 
very fi ne or excellent condition can sell for much more than 
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catalogue value.
Sales books and StampStore items 

might be rejected if you price your ma-
terial at higher than 65 percent of cata-
logue value and we determine that the 
material will not compete well with oth-
er members’ material. You may appeal a 
rejection, but please have supporting in-
formation for your pricing policy.

In summary:
• Pricing between 40 and 60 percent is 

within competitive range of other 
sellers.

• Pricing below 50 percent is very 
competitive.

• Pricing for condition, with faults 
noted, is a must.

• Presenting the material to make it look 
attractive is also a must; viewing 

your material as a buyer would 
is very important in the pricing 
process.

‘5 For 10’ Categories 
(Needs)

We need U.S. items, except U.S. First 
Day Covers, U.S. Mint post-1950, and 
U.S. Used post-1950. You can earn cou-
pons for free blank books and mounts 
for every ten completed books contain-
ing material from a set list of categories. 
(Each group of ten or more qualifying 
books must be received at the same time 
and must contain at least $50 per book. 
Th e coupons are issued when the quali-
fying books are reviewed soon aft er ar-
riving.) Each book must be designed to 
fi t one of the categories, exclusively. De-

tails are sent with blank sales book or-
ders. You also may visit www.stamps.org 
and click Sales Division and How to Sell. 
[Note: Single-country books usually 
have better sales.] Below are category ar-
eas that are usually in very short supply.

Any U.S. Back-of-the-Book areas
Pre-1940 stamps in all U.S. areas
U.S. 19th Century
Any European Colonies
China
Ethiopia
Hong Kong
India
Japan
Liberia
Individual Topicals

Join the thousands of satisfi ed buyers & sellers —
Sign Up for Sales Circuits Today!

Mini-Stamp Stores Delivered to Your Door
For your convenience, please use the postcard

inserted in the front of this issue.
Visit us online for more information about

the Sales Division or to buy Sales Division supplies

www.stamps.org/Buy-and-Sell-By-Mail




