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Members who have been 
using the Sales Divi-
sion for more than ten 

years may have noticed a number 
of tweaks to the approval service 
we off er. But because they were 
put into operation one or two at 
a time, many members may not 
be aware of all the changes that 
have been made. Th is month, we 
are listing those changes and the 
reasons for making them.
Eight-page Sales Books:

We will begin with the addition of 
two types of eight-page sales books to the 
variety of blank sales books sellers may 
purchase. Th e fi rst eight-page book has 
a format of twelve spaces per page and 
was introduced in October 2006. Th e 
second is a book with the six spaces per 
page format and is brand new as of April 
2010. Many of the original sixteen-page 
sales books we receive do not have all 

sixteen pages mounted with items to sell. 
Th e introduction of the two eight-page 
books eliminates the need for cutting 
out pages, reduces the weight and bulk 
of circuit packages, and helps us increase 
the number of books selected for most 
circuits, giving buyers more variety.

Small Flat Rate Priority Boxes:
Another benefi t of off ering these 

books is the ability to make circuits that 
fi t into the USPS small fl at-rate Prior-
ity boxes. Th is is signifi cant because any 
circuit, regardless of weight and desti-
nation, can now be mailed for $4.95. In 
mid-March 2010, we began sending cir-
cuits using these boxes, which are avail-
able free from the USPS. Th eir use elimi-
nates the need to buy padded envelopes 
or to keep paper wrappings on hand for 
forwarding circuits. Just band the cir-
cuit, place it in the USPS box, seal it, and 
slap the address label on it.

Keep in mind that padded envelopes 
large enough for circuit mailings can cost 
between 50¢ and $1.50. Parcel Post rates 
are between $4.90 and $8.05, depending 

on the distance. Th e use of a padded en-
velope can make that cost between $5.40 
and $9.55. You can see where $4.95 for 
Priority mail is a savings.

Signature Confi rmation:
Along the same mailing thread is a 

change we made in 2003. We went from 
requiring Insured Mail ($4.70) to requir-
ing Signature Confi rmation ($2.35). In 
today’s terms and with the level of insur-
ance needed to require a delivery signa-
ture, the savings at the post offi  ce is $2.35 
per mailing. Since that switch was made 
we’ve had a dramatic drop in the number 
of circuits classifi ed as lost in the mail: 
from 75–100 down to 20–30 per year, 
which we attribute to the availability of 
the delivery signature online. 

AND, for members who fi nd their 
names at the bottom of a circuit list and 
are mailing the circuit back to APS, you 
may use Delivery Confi rmation, cost-
ing all of 70¢. We sign for any package 
that has a scanned barcode label.

Insurance Fund Fee:
It has been many years since we 

raised the Insurance Fund Fee to $1.50. 
We are not planning any increases for 
the future, but it should be pointed out 
that this fee helps provide funds for cov-
ering lost or damaged circuits. If this 
Fund were not in place, we would have 
to require the mailing of the high-end 
circuits (up to $4,000) using Registered 
Mail (a USPS fee of $18.50) or Insured 
Mail for that amount (USPS fee of 
$41.70).

5% Purchase Fee:
In March 2010, we began charging a 

fi ve percent fee on purchases from sales 
books. An explanation for this fee is in 
the January and February issues of Th e 
American Philatelist. In a nutshell, the 
fee was put in place to help keep the Sales 
Division service from operating in the 
red every year. Th e small fee is suffi  cient 
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to make the Sales Division continue to 
be a service that can continue to help 
members buy and sell stamps in a venue 
that is like no other. Th e actual cost to 
members, however, is off set somewhat 
by the savings generated by the use of the 
small fl at-rate Priority box method for 
mailing most circuits and other mailing 
savings noted above.

Blow-In Card:
We used a “blow-in” promotional 

card in the 2008 January and July issues 
of Th e American Philatelist. Members 
can send the card, postage-free, to sign 
up for circuits. Th is form of advertising 
proved to be very successful, introduc-
ing 378 members to the circuits for the 
fi rst time and encouraging 117 others to 
return aft er a four-year or more absence 
from them.

Mini-Circuit:
In January 2009, we introduced the 

“mini-circuit” to members who had 
never had circuits before or who had not 
used the service for at least fi ve years. 
Th is brought more than 500 members 
into the circuit system and, with that suc-
cess, we off ered them again this year. Th e 
“mini-circuit” includes four sales books 
from the member’s requested category 
list and provides information about the 
circuit system. Look for the “blow-in” 
card in next month’s AP.

Sales Circuits at STAMPSHOW:
In 2008, for the fi rst time, we sent 

50+ sales circuits to StampShow, held 
that year in Hartford, Connecticut. 
Many members got the chance to browse 
through sales books aft er they had vis-
ited their favorite dealers at the show. We 
sent another 50+ circuits to Pittsburgh, 
Pennsylvania in 2009 and will take cir-
cuits to Richmond, Virginia this August. 
Along with selling stamps, we have the 
circuits there to introduce members to 
the circuit system, and we also have the 
chance to answer questions about the 
system.

Seller Incentives:
1. We added some incentives for 

becoming a seller in the Sales 
Division. We off er lower per-book 
prices for quantity orders. For 
example, the standard singles sales 
book sells at ten for $8.50 (85¢ 
each). Buy fi ft y and you pay $37.50 
(75¢ each). Ordering 100 costs $60 

(60¢ each). Submit ten sales books 
containing philatelic material from 
our “want/need” list and you earn 
a coupon for fi ve free blank books. 
Every sold-out book earns a free 
blank book. Buy ten blank books 
at StampShow and you receive 
fi ve free blank books of the same 
style.

2. Th e default period for circulation of 
sales books is eighteen months. 
We now off er sellers the option 
to have their books circulate for 
twenty-four months. Many sellers 
have chosen this option, fi guring 
they will have fewer unsold items 
to handle aft er the additional six 
months.

3. Sellers also may choose to donate 
their unsold stamps to the Society. 
We then send the seller a check 
for the sold items, minus our 
twenty percent commission 
and two percent insurance fund 
charge, and a thank you note for 
your tax records. Since we are not 
mailing the donated books to the 
seller, there is no return postage 
deduction.

2% Insurance Fund:
Speaking of the two percent Insur-

ance Fund charge, this, too, was changed 
in the late 1990s. Until then, the sales 
book retirement statements included 
a charge of two percent of the original 
value of the submitted sales book. Th e 
Insurance Fund benefi tted from this 

charge, covering losses, damage, and 
any illicit substitutions in an owner’s 
sales book. In the late 1990s, however, 
we changed the basis of the two percent 
charge, using the remaining value of the 
book at its retirement point to fi gure the 
charge.

Previously, a $500 book would be 
charged $10 on the retirement state-
ment, even though the book may have 
sold $400. With the change, the same 
book would incur a charge of two per-
cent times Th e $100 remaining in the 
book, or $2. Th e savings to the seller is 
$8 for that one book. Sellers could then 
price their material to have better sales 
from each book and further reduce the 
end costs.

Mailing Boxes:
In the reviews leading to the use of 

the USPS Priority boxes noted above, 
we settled on a switch to using lighter 
weight mailing boxes, especially for the 
bulkier circuits. Th e fold-up corrugated 
boxes cost half as much as the previous 
telescopic, chipboard boxes and weigh 
less than half as much. Using our larg-
est boxes as an example, the old ones 
weighed eleven ounces while the new 
ones weigh only fi ve ounces. You can see 
how the box weight plays into the post-
age needed to mail a circuit and why we 
reviewed the situation further to arrive 
at use of the fl at-rate boxes for most cir-
cuits, where weight does not matter as 
much as bulk does.

A trip to the Sales Division is always a must for APS visitors.
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Catalogue Value:
In the January 2010 “Sales Talk” col-

umn, I noted that our advice on pric-
ing is to include a percentage of catalog 
value, since it is a comparison that was 
more familiar to the average collector. At 
a certain percentage threshold, however, 
we take a closer look at the sales book 
and try to determine future sales suc-
cess based on other sellers’ prices. Th is 
is more of a perspective change in pricing 
advice and is aimed at making sure sell-
ers are realistic about their sales expecta-
tions, given the condition and common-
ness of the material they are off ering.

Visitors:
Since moving to the Match Factory 

in May 2004, the number of new and re-
peat visitors to the Sales Division offi  ce 
has continued to grow. Members browse 
through sales books that are in transition 
between circuits, take a circuit out over-
night or home for mailing back to us, 
or buy the needed items while they are 
here. Several visitors plan a multi-day 
stay to use other APS services as well. 

At this time, we have a number of 
donated items available for purchase by 
visitors to the American Philatelic Cen-
ter; some can be examined in the Sales 
Division, but most of them are in our 
special “donation room.” In addition, the 
Sales Division has scheduled several Sat-
urdays during the summer months to be 
open for visitors. Th ey are June 5 and 19, 
July 17 and 31, and August 7; the hours 
are 9 a.m. to 4 p.m. each Saturday.

Digital Cameras:
In October 2007, we began using 

a digital camera to photograph sales 

books, instead of microfi lming them. We 
purchased two cameras rated at 100,000 
shutter releases each. Within the fi rst 
year, our savings over buying and pro-
cessing microfi lms were about $3,000 — 
more than the cost of the two cameras. 
Th e zoom capability of the images helps 
us to identify items submitted to us for 
selling, and we can print the image or 
send it by e-mail attachment. Since the 
purchase of these cameras, we have pho-
tographed more than 760,000 sales book 
pages, which are stored on more than 80 
DVDs.

Member Suggestions:
Many of the changes noted above 

were the results of suggestions from 
members, while others were the results 
of waiting for technological or other de-
velopments — the aff ordable high-speed 
cameras, for example — to implement 
changes. We are open to any suggestions 
or comments you might have for us. Our 
purpose is to provide the membership 
with a superior venue for the buying and 
selling of stamps. Let us know what we 
can do to continue to make the Sales Di-
vision better for you.

Direct Circuit Offer:
Th is month, we are off ering a one-

time direct circuit of U.S. covers (19th 
Century, 20th Century, Postal Statio-
nery, or First Day), waiving the $5 fee for 
members in the United States and dis-
counting the $20 fee by $5 for members 
outside the United States in countries to 
which we can send approvals. Just send 
us a note saying that you saw this of-
fer, and provide us with your member-
ship number, mailing address and your 

choice of one of the four categories of 
U.S.-related covers. Th e direct circuit 
will be sent to you using Priority Mail or 
fl at-rate Priority Mail.  You will need to 
obtain one of these boxes at your post of-
fi ce (for free) for returning the circuit to 
us, because they may not be used a sec-
ond time. Delivery Confi rmation may be 
used for sending the circuit to APS only 
from the fi ft y states and Puerto Rico.

Vacations:
Please notify us at least two weeks 

in advance about your vacation plans, 
so we can process a bypass for your 
name on your circuits. Th is ensures the 
smooth travel of each circuit without de-
lays. Have a great time this summer!

‘5 for 10’ Categories (Needs)
We need U.S. items, except U.S. First 

Day Covers, 20th Century Covers, Plate 
Blocks, U.S. Mint post-1950, and U.S. 
Used post-1950. You can earn coupons 
for free blank books and mounts for ev-
ery ten completed books containing ma-
terial 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 qualifying 
books are reviewed soon aft er arriving.) 
Each book must be designed to fi t one 
of the categories, exclusively. Details are 
sent with blank sales book orders. You 
may also visit www.stamps.org and click 
Sales Division and How to Sell. (Single-
country books usually have better sales.) 
Below are category areas that are usually 
in very short supply.

Topicals of:
Airmails (Global)
Animals
Art and Paintings
Birds
Europa
Flowers and Flora
Ships
Space
Sports
Stamps on Stamps
Transportation

General Topicals
Please do not send books containing 

material that can only be noted as Glob-
al General.

The “donation room” attracts a lot of shoppers.




