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Update on 
Clearance Circuits

This is the first anniversary of the 
Clearance Circuit inventory and 
I would like to report on the 

progress of this newest feature of the 
Sales Division. The inventory consists 
of sales books that were originally circu-
lated in the regular circuit system, after 
which each book with the philatelic ma-
terial that remains (which can be most of 
the original items to very little) is offered 
at a discount on the original pricing as a 
buy-all-or-nothing purchase. Sellers dis-
count the remaining stamps by at least 
20 percent and most use 50 percent. One 
member applies a 67 percent discount.

Some of the books are rolled over 
into the Clearance inventory as they ap-
proach the retirement date and others 
are returned to us by the sellers after they 
had been retired and returned to them. 
In fact, some of the “returned” books 
are ones that were retired years ago. 
This means that the original pricing was 
based on catalogue values from as much 
as twenty years ago. It is an opportunity 
for buyers to purchase “in bulk” at rea-
sonable prices.

To figure how good the bargain is, 
check the original prices and how they 
compare with the catalogue values used. 
Here are two examples:
• U.S. Fancy Cancels priced by Scott’s 2009 

catalogue. Catalogue value of remain-
ing stamps = $1,949.65. Originally 
priced at $471.50 (or at 24 percent); 
now discounted by 30 percent = $330 
or 16 percent of catalogue value.

• France and Colonies priced by Scott’s 
2006 catalogue. Catalogue value of re-
maining stamps = $923.90. Originally 
priced at $416.50 (or 45 percent); now 
discounted by 58 percent = $175 or 18 
percent of catalogue value.

These represent great bargains when 
you look at the original pricing. Then 

when you take into account the date of 
the catalogues used for comparison and 
the possibility that catalogue values may 
have increased since then, it is clear that 
the books are an even better deal. So, re-
member to check the catalogue used for 
the original pricing and don’t determine 
the value of the bargain simply by the 
amount of the seller’s discount.

The statistics on this operation as of 
February 10, 2012 are:

• 922 = books sold out
• $69,260 = sales from these books
• 4,679 = books in inventory
• $502,730 = value in these books
• $107.44 = average value per book in 

inventory
• $75.12 = average value per book sold 

out
• 160 = members asking for these 

circuits, with many not having been 
on the regular circuits

Sellers
Please check the following list when 

deciding to send us books for the Clear-
ance inventory. These are categories 
that are not currently in demand or for 
which we are overstocked for the lim-
ited demand we have seen. Many of the 
books we have had for several months 
in these categories have not yet been 
out on Clearance circuits. While France 
and Germany are on this list, due to the 
volume on hand, they have sold well, as 
have some of the British Empire (pre-
Elizabeth and Victorian Era). We just 
have an over abundance of these books. 

Overstocked in the Clearance inventory:
• U.S. 20th-Century Covers
• U.S. First Day Covers
• British Empire (mixed countries)
• Canada (mint and used)
• Great Britain
• Belgium

• France
• General Germany
• West Germany
• Scandinavia
• Sweden
• Switzerland
• Global
• South America (mixed and  

             single countries

Please note that the minimum re-
maining value of a resubmitted book is 
$20 and the minimum value is now $10 
after the discount.

Buyers
Please note the above list. If any of 

these categories are of interest to you, re-
quest a Clearance circuit now. We have 
a lot of material to send you. It is a great 
way to start a new collection.

Chapters
You may request a Clearance circuit 

in addition to your regular monthly cir-
cuits. It is a good resource for buying 
material for your occasional auctions.

Dealers
You might find good bargains for 

adding material to your stock. These 
books are available for browsing and 
purchase to any member who is travel-
ing through Central Pennsylvania and 
finds time to visit us.

History Resumption
With last month’s column off my 

chest, the story of the Sales Division 
development can be resumed. In 1907 
P.M. Wolsieffer gave his last report as 
Sales Superintendent. He noted that the 
department was growing to the point 
where one person could no longer han-
dle its operation in his spare time. With 
the amount of detail involved and no 
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possibility of simplifying record keep-
ing, the Society might have to consider 
having two people work full time in the 
future. He also made a general observa-
tion: Members with very large collec-
tions were finding a lot of material of 
interest in the circuits they received (one 
of the members in this group accounted 
for 10 percent of the department’s yearly 
sales), whereas members with relatively 
small collections were complaining that 
there was nothing of interest in the cir-
cuits they received.

As noted in the February column, 
Percival Parrish established a “Branch” 
system, in which sales books were sent to 
Branch managers for distribution within 
the city of the Branch location. It was a 
very well received operation and is cred-
ited with contributing to the very large 
increase in Society membership during a 
two-year period.

The 1909 convention report is the 
first mention that no sales were being 
made in the Sales office. Parrish chose 
to keep them moving in the mail to in-
dividuals and “Branches.” He also noted 
several suggestions to sellers to help 
their sales results. Some of the sugges-
tions included entering the catalogue 
values as quick comparisons for busy 
buyers, mounting only stamps that were 
in good condition, allowing sales books 
to stay in the system for a year or more to 
get good circulation, and (get ready for 
this one) “hinges which do not peel too 
readily should be used and they should 
be of a good quality.” (So how does that 
compare with today’s hinge situation?)

In 1910 the Sales Department re-
port noted an increase in substitutions 
in sales books. The Board of Vice-Pres-

idents speculated that this might have 
been due to the “Branch” operation, 
which gave the Superintendent a little 
less control over who handled the sales 
books, making the tracking of a substitu-
tor difficult. Parrish devised a procedure 
for “trapping” a suspected substitutor 
that was so effective we still use it today 
(with some technological updates).

Parrish handed the Sales Department 
operations over to P.M. Wolsieffer in the 
latter part of 1911 for the latter’s second 
run as Superintendent. In 1912 Wolsieffer 
did not send circuits to members outside 
the United States due to problems associ-
ated with the travel time for such circuits, 
the humidity aboard ship or in the tropi-
cal destinations, and the U.S. Customs 
regulations. This was also the year that 
the “direct” or “special individual” cir-
cuits were suggested; Wolsieffer applied 
a charge for postage both ways. These 
circuits proved to be very popular during 
the next few years.

Wolsieffer’s 1915 report addressed 
the problem of retiring and returning 
sales books to “Foreign members” who 
reside in the “War Zone,” concluding that 
they would have to assume responsibility 

of any loss or damage that occurred in 
the mail. War and economic occurrences 
are noted occasionally in these annual 
reports as a way to explain some of the 
problems with irregular handling of the 
circuits. In his 1916 report, Wolsieffer 
addressed reasons for why there seemed 
to be an increasing absence of beginners 
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and young collectors in the hobby and 
on circuits at that time:

We all recall the period when 
the bicycle craze was at its height 
which at that time unquestionably 
affected the stamp business. Now 
we have other out-door sports, 
automobiling, movies, boy scouts 
encampments, and other attractions 
with which the stamp business must 
divide attention and interest. With 
all this, we must not forget the 
war in Europe, and the unsettled 
conditions in our own country.

He went on to suggest that if movies 
were responsible for the drop in collect-
ing activities, then the Society ought to 
use movies to advertise the advantages 
of stamp collecting. (Another parallel for 
today’s thought process on spreading the 
word about collecting?)

The following year, 1917, brought 
another addition to the circuit system. 
Junior members who were properly guar-
anteed by their legal guardians could be 

admitted to participation in the circuit 
program. The idea was that proper edu-
cation of a junior member would develop 
the “sterling philatelist.”

World War I was taking a toll on 
the buyer participation in the circuit 
system. Many who volunteered for the 
war effort had to drop the circuits, and 
1918 was the toughest year of the previ-
ous four years because the United States 
was fully involved in the conflict. Wol-
sieffer presented his last report as Sales 
Superintendent to the 1919 Convention. 
He had served in that position longer 
than any of his predecessors, giving the 
department more continuity and stabil-
ity than it had experienced in its history. 
It appears that few if any of the previous 
Superintendents continued to influence 
the Society more than a year after they 
left the position. P.M. Wolsieffer later re-
turned to the forefront of the Society as 
President of the organization. His 1919 
report included this line: “During all the 
time that I have been your Sales Superin-

tendent I have never taken advantage of 
the privilege of ‘first choice,’ and if there 
were any bargains or ‘sleepers’ some 
member secured it.” This is a philoso-
phy that the Sales Division follows today.  
However, there are indications that this 
philosophy was not followed by one of 
his successors. To be continued....
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