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What Is the Best Way to 
Price Stamp Material?

The plan this month is to attempt 
to cover a subject that can be-
come controversial when pair-

ing buyers and sellers in the same room. 
There is a psychology for buying and 
selling. Let’s start with our advice on 
pricing in sales books:

The material submitted by most sell-
ers falls within 30%–60% of the cata-
logue values. Our more successful sell-
ers price their items below the 50% 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% of the 
catalogue value. (There is always an ex-
ception to these pricing limits. As an 
example, the “Match & Medicine” rev-
enues of the U.S. are not usually in Very 
Fine condition. The catalogue values for 
them are for stamps with some faults. 
Those in Very Fine or Excellent condi-
tion can sell for much more than cata-
logue value.)

Circuit books and StampStore items 
might be rejected if you price your mate-
rial at higher than 65% of catalogue value 
and we determine that the material will 
not compete well with other members’ 
material. You may appeal a rejection, 
but please have supporting information 
for your pricing policy. Some points to 
consider:

• Pricing between 30%–60% is within 
competitive range of other sellers; 
pricing below 50% is very competi-
tive and is strongly recommended to 
produce good sales.

• Pricing for condition, with faults not-
ed, is a must.

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

• Learning to view your material as a po-
tential buyer would is very important 
in the pricing process.

As for the psychology of selling and 
buying: a seller needs to focus on the 
positive aspects of the material she/he 
is presenting for sale. The style of pre-
sentation used will highlight the good 
points of the stamp or cover, directing 
the buyer to focus on certain aspects of 
material (price, condition, description, 
or research). A specific price range or 
percentage of catalogue values may be 
chosen to put the buyer in the mood to 

consider buying from the seller’s books. 
Some have mounted two of the same 
stamp, one in an inferior condition to 
highlight and sell the other stamp. The 
wording of the descriptions also may be 
used to direct attention to the pluses of 
the material being offered.

Some sellers like to use the pricing 
strategy that I call “the lazy way out.” 
This occurs mainly in sales books of 
covers (and maybe for U.S. fancy can-
cels and U.S. precancels). This involves 
assigning a uniform price on all items 
in each book; for example, assigning $5 
per cover for a book value of $70 with 
no catalogue references. The philosophy 
they use is that some covers may be over-
priced and others under-priced. If some-
one finds a good deal, they are happy. 

As for the psychology of selling and buying: a seller tends 
to focus on the positive aspects of the material she/he is 
presenting for sale. The style of presentation used will 
highlight the good points of the stamp or cover, directing 
the buyer to focus on certain aspects of material (price, 
condition, description, or research). 

First, buyers will tend to focus on the negative aspects of 
the items of interest to them. Whether this is “being picky” 
or “being cautious” does not matter, this is the thinking the 
buyer usually exercises before adding an item to his/her 
collection. How the item is presented also is important in 
the buyer’s decision process. 
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What the Sales Division 
Can Offer You!

“Mini Stamp Shops” delivered to your home • $8 million inventory
More than 160 collecting categories • No buying limit

$215 average value per sales book • Buyer satisfaction guaranteed
Sellers’ books insured while circulating

40,000 sales books in circulation among members • Friendly staff
Excellent customer service (more than 100 combined years of experience)

The sales for books using this strategy 
are typically lower than the average sys-
tem-wide sales (26% versus 32%). Buy-
ers who recognize the technique usually 
choose to look for the under-priced cov-
ers only or else choose to skip over the 
book altogether. 

The stamp version of the lazy way out 
method is what I call “pack it in at a low-
er price.” The seller does not want to take 
the time to mount stamps separately, so 
she/he packs several stamps in a mount 
or in a couple of mounts and prices them 
with a very deep discount. This yields 
a sales percentage that is just below the 
average system-wide (30% versus 32%). 
The prices are not uniform across all sets 
in the book, as is the case for the “lazy” 
covers, because the seller has entered the 
total catalogue values so you can see the 
discount taken.

Sellers will, on occasion, include an 
expert certificate with some items. Note 
that these items might be offered at a 
higher percentage of the catalogue value, 
because they have done the work for you 
by obtaining the certificate.

Many sellers have had experience 
selling in many different venues for a 
long time. They are “in tune” with the 
market and know what pricing works. 
Along with the experience comes their 
awareness of the buyer’s thinking about 
pricing, which we address here:

First, buyers will tend to focus on the 
negative aspects of the items of interest 
to them. Whether this is “being picky” or 
“being cautious” does not matter, this is 
the thinking the buyer usually exercises 
before adding an item to his/her collec-
tion. How the item is presented also is 
important in the buyer’s decision pro-
cess. A relaxed look to the page in the 
sales book will help the buyer focus on 
each stamp offered; whereas, a messy 
page makes reviewing the stamps a 
chore. And having to decipher net price 
entries can only hinder sales.

The buyers’ knowledge of their col-
lecting interests can be a powerful tool. 
If the seller knows what he/she is selling 
and can convey that to the knowledge-
able buyer, a sale is likely. However, the 
buyer may need to be convinced that 
the item belongs in a collection at the 

price presented. There are also buyers 
who like to “wheel and deal” to lower the 
price and are disappointed when they 
cannot obtain a desired item for the low 
price they want to pay. The truth is that 
there are items out there that, because 
of condition or markings, command a 
price which is higher than other copies 
of that item. The knowledgeable buyer 
will recognize the difference.

Some buyers find that having a cou-
ple examples of the same stamp to ex-
amine is sometimes preferable for mak-
ing a satisfying buying decision. Buying 
studies have shown that a consumer will 
“shop” as much for an item after the pur-
chase as before. This comparison shop-
ping reinforces their purchase decision 
and makes them feel good about it, es-
pecially when a high value purchase was 
made. However, we have found that, for 
the seller, having more than two copies 
of a stamp in a single book does not help 
sales. In addition, some buyers appreci-
ate having an expert certificate included 
with higher priced items, since they 
would have verification of the stamp’s 

authenticity before making the pur-
chase decision.

New Circuit Category 
Suggestions

Here we are again, asking you for 
your thoughts and interest in new cate-
gory divisions for the regular circuit sys-
tem. The factors that make the establish-
ment of a new category possible are: the 
amount of material we currently have in 
our inventory; how much we have had 
of it in the past; how many requests we 
have received in the recent past; and how 
many members tell us of their interest in 
it when we publish the suggestion in this 
column, as we are this month. So, here 
goes:

• U.S. Advertising Covers — this would 
include any covers with commercial 
advertising on them encompassing 
the 19th, 20th and 21st centuries.

• Italian States — anything from the 
pre-1871 period of Italy.

• Global Mint Only — this might 
include books from individual 
countries and regions of the world, 
all or mostly mint.

• European Colonies — this would 
include books of colonial issues 
from France, Great Britain, 
Italy, Portugal, Spain, Belgium, 
Netherlands, Denmark, and 
Germany. Offices of these countries 
could also be included in these 
circuits. Please note that we might 
not have very much material in the 
German and Spanish colonies, so 
not every circuit would have stamps 
from these areas.

The buyers’ knowledge of 
their collecting interests 
can be a powerful tool. 
If the seller knows what 
he/she is selling and 
can convey that to the 
knowledgeable buyer, a sale 
is likely. 
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Category Definitions  
and Divisions

To piggyback on the suggestion re-
quest above, this section seeks to define 
some of the existing categories and of-
fer sellers help with deciding what ma-
terial should be mounted in a book. We 
will start with Colonies. The present 
categories are French, British, Italian, 
Portuguese, Spanish, Netherlands, and 
German colonies. The word “Colonies” 
entered on the sales book cover should 
indicate that the stamps within are from 
the colonial period of that colonizing 
country. We receive a lot of books that 
are marked for Colonies but that also 
contain stamps of the now-independent 
entities of that colony. When buyers 
sign up for the Colonies, they are look-
ing for the colonial-era stamps.

The African colonies are prime ex-
amples of the colonial and independent 
divisions. We have a category for Inde-
pendent Africa that includes countries 
previously tied to European countries. 
It is desirable to have sellers recognize 
this division when mounting sales 
books. The British colonies, although 
becoming independent from Great 
Britain, maintained their connections 
through membership in the British 
Commonwealth (with the United States 
being the exception). This explains why 
you might receive Canada and The Ba-
hamas in the British America circuits, 
for example. It is better to mount the 
colonial and independent periods in 
separate sales books.

When you consider mounting sales 

books of covers for the United States or 
any other country, please consider fo-
cusing each book on a particular type of 
cover. The following are suggestions that 
could be applied to any covers book you 
plan to submit:

• Postal Stationery, used and unused 
• Advertising covers
• Military and war-related mail
• Patriotic covers, used and unused
• Censored covers
• Trans-Oceanic mail (Atlantic, Pacific, 

etc.)
• Back of the Book stamps on cover 

(postage dues, special delivery, 
officials, etc.)

• Covers with Auxiliary markings, such 
as forwarding, missent, postage 
due, special delivery, registered, or 
other postal system marks noted in 
addition to the standard cancels

• Slogan cancels
• Fancy cancels
• Perfins and precancels on cover
• Plate number items on cover
• Specific stamp issues on cover, as in 

those that are recognized as major 
collecting interests (this might 
include the Washington-Franklins, 
the Prexies, Zeppelin stamps, 
Machins and others)

• Covers of a specific state (U.S.), 
country, region of the world, 
Occupations (European countries), 
and other geographic or political 
divisions

• Special event and first day covers — 

please note that these do not sell 
well in circuits other than U.S.-
related categories

Because each cover has a story of 
its own, this is only a partial listing of 
how to focus a sales book of covers. As 
for pricing, we suggest researching the 
catalogue value of a particular stamp on-
cover and then researching other aspects 
of the item that might add value. If you 
have problems finding catalogue refer-
ences to a stamp on-cover, start with 
the catalogue value of a used copy of the 
stamp.

Business Reply Card  
for Circuits

In this month’s magazine is a busi-
ness reply card that you may use to re-
quest circuit categories. On the back 
cover is our list of offered categories. Use 
this list to complete the card and send it 
back to us — postage free. Categories en-
tered on the card will be entered in our 
program for the multiple-name circuits. 
If you want the Clearance circuits of the 
entered categories, please note that next 
to the category.

Rubber Stamp Ink
We strongly suggest that members 

use a rubber stamp for marking spaces 
from which stamps are bought in the 
sales books. This protects the buyer, be-
cause someone who wants to remove 
stamps in another member’s name is 
not likely to have a rubber stamp made 
to duplicate a purchase mark. Also, the 
rubber-stamping buyer does not usually 
miss marking spaces. So, as we process 
a returning circuit, the buyer who hand-
writes the purchase mark or leaves them 
blank will probably be charged for any 
missing stamps.

The ink you use should not be the 
type that will readily soak through pa-
per. Inferior quality inks or those with 
some oil base will soak through paper, 
damaging the stamps on the next page of 
the sales book. Please test the stamp pad 
ink by applying your mark to recycled 
paper. Over-inking also may cause paper 
bleeding.

We also suggest keeping your inkpad 
a good distance from the sales books as 

Visit the 
Sales 

Division & 
StampStore 

Online!
www.stamps.org/Buy-and-Sell-by-Mail 
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you are buying from a circuit. If a sales 
book is inadvertently laid on any part of 
the pad, there is a good chance that any 
ink will soak through several pages. This 
has happened before, even with ink that 
appears to be “dry” ink. We charge for 
damage done to stamps when their pur-
chase mark bleeds through to “cancel” a 
stamp on the next page.

“5 for 10” Categories (Needs)
You can earn coupons for free blank 

books for every ten completed books 
(Clearance books do not qualify) con-
taining material from a set list of cat-
egories. For more information and the 
list of qualifying categories visit http://
stamps.org/Stamps-Needed, or contact 
us to obtain a hard copy of the list. 

[Note: Single-country books usually 
have better sales.] This is only a short 
list of areas we need.

U.S. 19th Century Covers
U.S. Precancels
German Colonies
Netherlands Colonies
Spanish Colonies

CENTURY STAMPS
37 Years of Quality & Service

P.O. Box 69, Dept. A
Huntington Station, NY 11746

Phone: 631-385-4647   Fax: 631-385-4699
E-mail: centurystamps@hotmail.com

U.S. Stamps from 1847–1938
Over 3,000 STAMPS!!

ALL in full Color!!

Plus an additional listing of 2,000 Mint 
& Used Stamps also enclosed.

If you collect SUPERB,
XF or VF stamps,

This Catalog
is a MUST!

Outside the U.S. enclose $8.00.  Limit 1 catalog per request.

Send $3.00     Catalog Sent Priority Mail!

Please rush my catalog to:

Name: _________________________________________

Address: _______________________________________

City: ___________________________________________

State: ___________________________________________

Send for Our United States
Current Catalog in Full Color!

Check out our Catalog on the web: www.century-stamps.com

160 Pages!!

Zip:

160-page catalog
now with thousands

of graded stamps
from PSE, PSAG

& PF. 




