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Sales Division  
Changes Since 1999

In 1995 the Sales Division began 
looking at how it could better serve 
the APS members who were us-

ing this buying/selling venue. We were 
overstocked with sales books in many 
categories, making it difficult to give the 
books the circulation we wanted before 
retiring them. And there were catego-
ries in which we had serious shortages 
to meet the demands. The Sales Talk 
column became a listing of categories 
we needed the most, while presenting a 
few that were overstocked. These listings 
were the first step in redirecting sellers 
to submit sales books in areas that would 
have optimal circulation and present 
them with better sales. Also, we began 
including members from Hawaii and 
Alaska on the regular circuit lists, with 
special mailing instructions for sending 
circuits to them.

In 1997, at the suggestion of a mem-
ber, we developed the acceptance of sales 
books priced more than $500, placing 
restrictions on them that the one item 
contained in each book have a certificate 
of authenticity. About a year later, we ex-
plored the use of large sales books. After 
retooling files and mailing containers, 
we ran this selling vehicle for about eigh-
teen months. The added weight of mail-
ing them, additional handling, and the 
use of them for stamps other than over-
sized items helped inform our decision 
to drop them. In addition, StampStore 
was in the planning stages and about to 
go live, providing a better venue for sell-
ing oversized items.

The next three years saw the intro-
duction of: 1) a new way to calculate the 
2% insurance fund fee for retired books, 
one that benefited sellers and encour-
aged them to increase their sales; 2) 
computerization of the sales book infor-
mation for the inventory; 3) the instant 

reward of a free blank sales book for ev-
ery one that completely sells; and 4) the 
“5 for 10” coupon for submitting sales 
books in needed categories.

When StampStore took off in 2000, 
attention was directed at automat-
ing the circuit operation. The program 
we use now was implemented in Au-
gust 2002 and it allowed us to provide 
greater member service while reducing 
the size of the staff. The following year, 
we switched the mailing instructions to 
use Signature Confirmation instead of 
Insured Mail, giving us the required de-
livery signature for circuits, reducing the 
paperwork needed for lost or damaged 
circuits, and reducing the postage costs 
since Insured Mail was increased signifi-
cantly that year. We noted about a 67% 
drop in lost circuits in 2004.

With the move to the Match Factory 
in 2004, we immediately saw an increase 
in the number of visitors who were 
traveling through the area and stopped 
by to browse through the inventory 
that was in transition between circuits. 
Many of these visitors have made repeat 
visits since then. In 2005 we began of-
fering special quantity pricing on blank 
sales books and presented sellers with 
a choice of circulating their sales books 
for the standard eighteen months or the 
new 24-month option. Quite a few took 
us up on twenty-four months, because 
they wanted less returned material to 
remount. A study was done on whether 
StampStore or the Sales Division could 
or should sell counterfeit, fake, or forged 
stamps. Both services opted to offer 
them for sale, provided they are marked 
on the reverse and are priced as such.

In the late 1990s, we had experiment-
ed with having the Sales Division open 
on Saturdays during the summer. The at-
tendance of members on those days did 

not begin to meet our expectations. Two 
years after moving to the Match Facto-
ry, we again tried some Saturday hours 
and found that the only well-attended 
one was the Saturday before our Sum-
mer Seminar. We continue that one-day 
opening today, but we encourage APS 
Chapters who can bring a sizeable group 
to schedule a Saturday visit about thirty 
days in advance. We developed a new 
style sales book, consisting of eight pages 
with twelve spaces per page, specifically 
for sellers who consistently mounted 
fewer than nine pages in the regular 16-
page books.

In October 2007 we made the switch 
to filming sales books with a digital cam-
era, retiring the microfilm camera we had 
been using since the early 1960s. This 
decreased our annual filming costs by 
about $3,000. Since that switch, we have 
taken 2 million pictures of sales book 
pages, which are stored on more than 200 

Each page of every circuit book is 
photographed using this digital camera and 
computer setup purchased for the Sales 
Division with donations from the Mighty 
Buck Club.
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DVDs. Images of about 170 sales books 
can be contained on a 100-ft roll of film, 
whereas images of about 1,250 books are 
stored on one DVD. This technology gave 
us the chance to test a way to sell to mem-
bers outside the United States. We set up 
a system we called “E-circuits.” Overseas 
members could order a circuit containing 
their interest areas, we would photograph 
the pages, put them on a web page, e-mail 
them the link, and wait for their order for 
stamps from those books. However, re-
moving the requested stamps, then pack-
aging and mailing the orders became very 
time-consuming. In addition, the sales 
and the response did not go as well as we 
had anticipated, so we discontinued the 
service.

We took sales books to StampShow 
at Hartford, Connecticut in 2008 for the 
first time and continue to have them at 
our annual show when we are able to 
drive them to the event. In an effort to 
add new users to the Sales Division buy-
ing list, we placed business reply cards in 
the January 2008 issue of The American 
Philatelist. This proved to be a successful 
promotion and we have been including 
the card in the January and July maga-
zines every year since then. In addition, 
we have tracked those who were drop-
ping from the circuits and found that 
most of them had bought less than $200 
in the previous twelve months. The new 
buyers were buying more than twice that 
amount in their first year. 

In 2009 we promoted a “mini-cir-
cuit” mailing for members who were re-
questing circuits for the first time. This 
program was continued for about three 
years and helped introduce these mem-
bers to the workings of the system. It also 
helped with buyer retention.

The year 2010 was busy with changes. 
We began accepting retired sales books 
as donations to the Sales Division and 
we have volunteers who have remounted 
some of the material into books for cir-
culation. We began offering occasional 
specials for direct circuits. We changed 
our advice on pricing stamps for selling 
to a catalogue comparison rather than 
a “market” perception. Most members 
can relate to a percentage of catalogue-
pricing method. The 8-page version of 

the six spaces per page sales book was 
printed and sold for the first time, giv-
ing members a choice of five sales book 
styles. The 5% buyers fee was instituted 
in 2010, along with the use of the small 
flat-rate Priority boxes to reduce most 
postage costs to offset the new fee. The 
box also allowed for quicker circuit trav-
el between members.

In 2011 the new Priority flat-rate 
padded envelope from the USPS al-
lowed us to continue mailing the larger 
circuits and save money on postage. At 
the Richmond show in 2010, two mem-
bers gave us some detailed suggestions 
on handling retired sales books and we 
were able to develop what we now call 

the “Clearance circuits,” sending the first 
of these in May 2011. They have been 
very successful.

Since early 2013, we have been ex-
perimenting with the USPS Tracking 
service to see how delivery of the circuits 
is affected. At the same time, the insur-
ance fund fee was raised to $2 to cover 
any increased losses. We are reviewing 
the effects of these two changes for any 
adjustments.

What’s on the table for 2014? This 
year, we are preparing for the time 
when our twelve-year old program is 
revamped and upgraded to make circuit 
and sales book information available to 
members online.

Colombia clearance book cover plus sample page.

Visit the 
Sales 

Division & 
StampStore 

Online!
www.stamps.org/Buy-and-Sell-by-Mail 

www.stampstore.org



476   AMERICAN PHILATELIST / May 2014

Which Latin American 
Countries Are Selling?

The January and April editions of this 
column had listings of Far Eastern and 
European categories that have good sales 
in our sales books. This month we look 
at the Latin American countries, cover-
ing Mexico, Central and South America, 

and the Latin West Indies. Here are the 
comparisons of all inventories and the 
Clearance inventory breakout for some 
of these countries and regional categories. 
The statistics are taken from the retired 
book information in 2012 and 2013. The 
categories are shown, in order by the per-
centage of sales as compared to the total 
original values of the books as submitted. 
The percentage includes Clearance book 
amounts. The second column notes the 
percentage number of Clearance books 
that sold, as compared to the total num-
ber retired from the Clearance inventory 
in that two-year period:

Category % $ amt % # 
 material Clearance 
 sold  books sold
Panama 69.9% 71.4%
Honduras 63.5% 0.0%
Costa Rica 58.2% 57.9%
Colombia 56.8% 68.5%
Venezuela 53.6% 57.7%
Peru 53.2% 46.2%
Uruguay 52.0% 44.4%
El Salvador 50.4% 100.0%
Guatemala 50.1% 91.7%
Cuba 49.1% 48.4%
Chile 47.7% 30.0%
Ecuador 47.4% 68.8%
Poland 54.4% 44.4%
Romania 45.5% 35.0%
Russia 51.4% 68.0%
Saar 44.9% 63.6%
Spain 43.3% 18.2%

Note that while some categories sell 
well in the regular inventory, they might 
not fare as well in the Clearance inven-
tory. Honduras has not sold at all on the 
Clearance circuits, because no one is 
asking for it. Paraguay shows 100% sales, 
only because two books have been re-
tired in this category in the last two years 
and they sold. So, this statistic is not sig-
nificant.

Please keep in mind that material 
that is nicely presented and priced com-
petitively should sell well. It is not sur-
prising that the Latin American catego-
ries are generally selling well, because 
the material is difficult to find on the 
market, as noted by many users of our 
circuits.

We will have a full listing of catego-

ries that can be requested by e-mail or 
hard copy by the time of StampShow in 
August; it also will be available online.

Circuit Request Form
The back mailing cover of this issue 

has our circuit request form. It is also on-
line at http://stamps.org/Circuit-Request. 
Use it to update your circuit requests or to 
get started receiving our approvals in the 
privacy and comfort of your home. We 
are happy to answer any questions you 
might have. Phone calls and e-mails are 
welcome. Even better yet, come visit us 
this summer. See http://stamps.org/Visit-
Us for details on our hours and directions 
to Bellefonte, Pennsylvania.

Rocky Mountain Stamp Show
For anyone who is planning to at-

tend the Rocky Mountain Stamp Show 
in Denver, Colorado, the weekend of 
May 16–18, 2014, please stop by the APS 
booth and introduce yourself. I will be 
there to sell memberships and address 
any questions members might have 
about our operations. Mention that you 
read about the show in this “Sales Talk” 
column and I will have a special gift for 
you. Hope to see you there! Visit http://
www.rockymountainstampshow.com/ 
to see more information about the soci-
eties and clubs meeting at the show.

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

books for every ten completed books 
containing material from a set list of cat-
egories. (Clearance books do not qualify.) 
For more information and the list of qual-
ifying categories visit http://stamps.org/
Stamps-Needed or contact us to obtain a 
hard copy of the list. [Note: Single-coun-
try books usually have better sales.]

U.S. Air Mails (stamps)
U.S. Back of the Book
U.S. Fancy Cancels
U.S. Precancels
British Middle East
Czechoslovakia
Hong Kong
Japan
Netherlands Colonies
South America single-country books
VaticanMexico circuit book and page of stamps.

Germany clearance 
book cover plus 
example (Scott 
MQ3).


