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Buy American 
(Philatelic Society)

You read it right, Buy American 
— American Philatelic Society, 
that is. Use the Circuit Request 

form on the back of this issue to match 
your interest areas with the Sales Divi-
sion circuit categories. Then fill in the 
postpaid card in the Letters to the Editor 
section of this issue to sign up to receive 
mailings filled from our inventory of 
41,000 sales books valued at more than 
$8,000,000. These circuits are delivered 
to your home via the U.S. Postal Service, 
giving you a chance to inspect the actual 
stamps before buying. All of the stamps 
you receive on approval have been pro-
vided for sale by other members, many 
of whom have been selling through the 
APS for many years. Their prices range 
from 20–50 percent of catalogue values. 
You may be one of the 3,800 members 
currently using this service, or you may 
be one of thousands who have used it at 
one time in the past, or you may be one 
who has never taken advantage of this 
service. Use that card to get started and 
experience what other members have 
been enjoying for years.

As a first time user of this service, 
you will receive a mini-circuit consist-
ing of four sales books from your noted 
interest areas (normally, a circuit has 
10–14 sales books), along with informa-

tion that you will find invaluable when 
receiving the circuits regularly.

If you are so inclined, you may use 
the card to request our Clearance cir-
cuits instead of or in addition to regular 
circuit mailings — just note “Clearance” 
on the card. Clearance circuits contain 
sales books that have previously circu-
lated and are now being offered at a dis-
count for the remaining items in each 
book. Each book is sold as a single lot. 
You buy the entire book for a single dis-
counted price with no need to return 
it to us. Contact the Sales Division for 
more information: telephone 814-933-
3803, option #2 or visit http://stamps.
org/How-to-Buy.

Sell American
Yes, you can sell American — again, 

APS. More than 600 members currently 
sell through the Sales Division and they 
are responsible for more than $1,700,000 
in annual sales. Do you have stamps to 
sell? Focus on pricing, presentation and 
identification, and you will find yourself 
in that $1.7 million mix. You can find 
more information by calling the phone 
number given above or visit http://
stamps.org/How-to-Sell. Prices for 
blank sales books and mounts are avail-
able at that web address and on the bot-

tom of the Circuit Request form on the 
back cover of this issue.

Past in the Future
The original intent for my first-of-

the-year column was to continue with 
the Sales Division history from 1960. 
Circumstances caused by an accident 
forced me to delay the historical account 
for a couple of months, but it will return!

Stereotypical Collector?
Recently, a comic strip portrayed 

one of its characters as showing another 
character a stamp. The second character 
sarcastically thanked him for sharing as 
Character 1 said he had another stamp to 
show. Character 2 turned away and said 
“the escape hatch is within reach.” And 
just why are stamp collectors portrayed 
as boring, anti-social, or narrow-mind-
ed? I’ll offer the good news answers first:

Stamp collecting must still be the 
most popular hobby because so many 
outside the hobby to make fun of it. Are 
they envious of our well-structured col-
lecting organizations, or of our enthu-
siasm for collecting, or of the unlim-
ited learning possibilities from studying 
stamps, or of the infinite variety of ways 
to collect? Is it because stamp collectors 
know how to relax and “recharge their 

WESTERN EUROPE including Andorras, Austria, 
Belgium, Europa (cept), France, Germany, Greece, 
Ireland, the Italian area, Liechtenstein, Luxemburg, 
Monaco, Netherlands, Portugal, San Marino, Spain, 

Swiss, Scandinavia, Turkey, Vatican, etc.
Low prices plus extra discount.

Ask for a copy of my FREE price list.

FRANK COPPOLA
P.O. Box 181022 • Utica, MI 48318-1022

frankcoppola@sbcglobal.net

SELLING PRICE LIST!



72   AmericAn PhilAtelist / January 2013

batteries” with solitary activities? Per-
haps they are also envious that the stamp 
collector is in complete, and I do mean 
complete, control of his/her activities in 
the hobby. The items are small and light 
and their storage does not require an-
other whole building added to the home 
(although some spouses and children 
maintain that collections take up too 
much space).

The bad news answers? Because it is 
a very solitary hobby and the focus on 
our interests can be very narrow and 100 
percent, some outsiders see us as anti-
social recluses. All hobbies have their 
share of the reclusive hobbyist. Maybe 
our ranks are so swelled that we seem to 
have a higher percentage of them. There 
are also those who are determined to 
sell (and almost force) their collecting 
interests on others. Outsiders do not un-
derstand the relaxation, education, orga-
nization, and personal excitement and 
pride this hobby provides. The pushy 
collector turns them off quickly and per-
manently.

Some of the most successful people 
use stamp collecting to fuel their person-
al and mental development. Sure, we can 
drop names like Franklin Roosevelt, The-
odore Steinway, Bela Lugosi, Boris Karl-
off, King Farouk of Egypt and, of course, 
kings and queens of Great Britain. But 
also consider people in these vocations 
and avocations: present-day actors (from 
film to local playhouses), singer/song-
writers, writers on the best seller lists, 
Nobel prize laureates, financial consul-
tants and analysts, farmers, factory work-
ers, high-ranking military personnel, 
government employees, teachers, bakers 
and restaurant owners, postal employees, 

professional sports stars, lawyers, clergy, 
scientists, real estate executives, busi-
ness executives, corporate “head hunt-
ers,” nonprofit executives and employees, 
bankers, ad executives, retailers, small 
business owners, contractors and heavy 
machinery operators, bikers ... the list 
goes on and on.

I can think of people I have met or 
known who fit into each of the areas 
mentioned here. There are many situ-
ations where I have had conversations 
with collectors at shows or on the phone, 
not knowing what they do to make a 
living. And it doesn’t really matter. The 
stamps they have and display may say 
something about their disposable in-
come, but not necessarily. I know some 
who have placed more importance on 
developing their collection than they did 
on their residence, car, or clothes. The 
hobby tends to level the playing field, 
because in the end we are all stamp col-
lectors. Discovering later on how one 
makes a living doesn’t really add hills to 
the playing field.

The pleasure of talking with another 
collector increases with the level of en-
thusiasm and inquisitiveness exuded by 

the collector. Talking about the joys of 
collecting, in general, and maybe pro-
viding some universally recognizable 
example of that joy could get outsiders 
interested. Talking to them about their 
own overall interests and offering exam-
ples of stamps or postal history that ad-
dress those interests just might get them 
started. Listening to them rather than 
talking at them can usually get good re-
sults. Stereotypes are broken down one 
person at a time.   

‘5 for 10’ Categories (Needs)
You can earn coupons for free blank 

books for every ten completed books 
(Clearance books do not qualify) contain-
ing material from a set list of categories. 
Visit http://stamps.org/Stamps-Needed 
for more information and the list of quali-
fying categories, or contact us to obtain a 
hard copy of the list. [Note: Single-coun-
try books usually have better sales.]

Rather than list this month’s quali-
fying categories for the free books here, 
turn to the back cover of this magazine 
for the list of available circuit categories 
and note the categories that have an as-
terisk (*). These categories qualify.

Visit the APS 
Sales Division & 
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