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APS Sales 
Division Use

An estimated 22,000 APS mem-
bers have now experienced buy-
ing stamps, covers, cards, and 

other philatelic items from the Society’s 
Sales Division. Add the number of mem-
bers who are actively buying through 
this approval service to the number who 
have used it in the past (including those 
who have now passed away) and the to-
tal equals the Society’s membership. At 
the time this article is written, the inven-
tory of members’ sales books stands at 
41,627 sales books worth $8,204,500.86. 
This includes the Clearance sales books, 
most of which are being sold at 50 per-
cent less than the original asking prices.

Here are the ways you, too, can ex-
plore this voluminous stock of material:

• Get your name on a list of other col-
lectors in your relative geographi-
cal area who have similar interests 
in material. Many friendships have 

been made through this informal 
way to add to your collection. There’s 
no pressure from someone looking 
over your shoulder. Take seven days 
to decide what you want to buy. The 
stamps are right there in your hands 
for inspection.

• Request a Clearance circuit of sales 
books that have been discounted 
and are selling as a unit. There are no 
individual-stamp sales on this cir-
cuit, but the experience is like buy-
ing the old kiloware lots, except that 
these stamps are identified for you.

• Join a local stamp club that is receiving 
monthly mailings of sales books for 
their meetings. Better yet, join a club 
that is not receiving them and push 
to have them request circuits. This 
includes mailings of Clearance cir-
cuits. With the great prices of these 
discounted books, many clubs are 

buying the books and then breaking 
the material into lots for their own 
club auctions.

• VISIT US! This time of year is busy 
for us, because members traveling 
through this area stop to browse 
through sales books that are in tran-
sition between circuits. Some buy 
stamps here, while others make up 
their own personalized circuit and 
mail it back to us after checking 
their collections at home. Speaking 
of visiting, we are open the Saturday 
before the Summer Seminar from 9 
a.m. to 4 p.m., June 16, 2012. Our lo-
cal stamp show, Scopex, is operating 
that weekend and will provide you 
with additional buying opportuni-
ties.

History 1920–1930
P.M. Wolsieffer handed the reins of 

the Sales Department to J.E. Guest in 
1920. His long tenure in this position 
would show how efficient an operation 

early sales circuit book and report sheet.
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could be if it did not have to settle all ac-
counts every year or so before transfer-
ring to the next Superintendent, effec-
tively shutting the operation down and 
starting from scratch again. The Board 
of Directors did not record the specifics 
on how they decided on the approval of 
Sales Department Superintendents, but 
their approval of Guest proved to be a 
long-term situation.

J.E. Guest made his first report to the 
Convention of 1920. The usual closing of 
accounts under Wolsieffer, the transfer 
of records and funds, and the resump-
tion of activities occurred. Guest moved 
from Minneapolis to Wichita Falls that 
year and stated that he could now de-
vote more time to the Department ac-
tivities. From the 1920 Convention to 
the 1921 Convention, the Sales Depart-
ment showed an increase in sales from 
$4,841 to $19,263 while the inventory 

value of sales books went from $24,655 
to $82,892. In 1922 Guest reported sales 
of $29,050 and an inventory value of 
$151,098 — quite a jump in both num-
bers.

Part of the reason for these advances 
was the increase in membership in the 
Society (going from 1,788 in 1920 to 
2,308 in 1922), but Guest also devel-
oped a short quarterly newsletter that 
he sent to members, emphasizing the 
advantages of using the Society’s Sales 
Department.

The following year, 1923, showed 
continued growth as the sales and inven-
tory increased to $39,258 and $186,820, 
respectively. At this Convention, Guest 
proposed through the Bylaws Commit-
tee that Branches that wanted to receive 
sales circuits should properly appoint a 
local member to handle the circuits and 
that, as far as the Society was concerned, 

the Branch was responsible for any losses 
or damage. The Branch could then make 
the local “Sales Superintendent” respon-
sible for the loss, if they chose to do so. 
(This arrangement still stands today for 
the local Chapters.)

By 1924 Guest was already deciding 
that the profits from operating the Sales 
Department were enough to give him a 
decent living.  He reported that he “has 
gradually given up all other sources of 
income and today, and for the past year 
has been depending on the profits from 
the Sales Department as his means of liv-
ing.” As a licensed attorney, he still held 
one or two nominal positions in Texas, 
which gave him just a little extra income. 
During 1923–24, Guest established an 
office in Dallas with a fireproof vault and 
office machines and he “put in 50 hours 
per week” in managing the APS sales op-
eration. In addition, he proposed 10 per-

the Sales Department News from 1924. the 
newsletter grew in size from 515/16 x 813/16 inches (in 
may) to 8 x 11 inches (in september).
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cent of the new members who joined the 
Society that year. (On a side note, P.M. 
Wolsieffer, the former Sales Superinten-
dent, was elected President of the Society 
at the 1924 Convention.)

At the 1925 Convention, Guest re-
ported that sales had surpassed the de-
partment’s goal of $50,000. He also ad-
dressed the accusation that he was “pick-
ing all the good stamps from the books” 
by saying that he was not a stamp dealer 
and that he challenged anyone to prove 
that he had taken stamps. He said he 
would buy a life membership for anyone 
who could prove that it was so. He was 
further accused of “being interested in 
who is elected to office in the Society,” 
and to this he pled guilty, saying it was 
because he was concerned about who 
would be responsible for making deci-
sions concerning all phases of the Soci-
ety’s offerings, including the Sales De-
partment.

Also at the 1925 Convention, Guest 
and Wolsieffer pushed for changing the 
appointment period for Sales Superin-
tendent from yearly to five-year terms. 
No action was taken until such time that 
the membership was to be notified about 
a change in policy. That change ultimate-
ly was made by member vote and Con-
vention vote at the 1926 Convention. 
This gave J.E. Guest an additional five-
year appointment on top of the six years 
he had already served. Now that the of-
fice had some continuity, serious future 
planning could take place, rather than 
having to rely on a year-to-year plan.

By 1928 the Sales Department’s an-
nual sales had grown to $80,267 and the 
value of the circulating sales books had 

increased to $363,967. Guest’s quarterly 
newsletter was very popular and there 
were many who objected when he said 
he might discontinue its publication. 
He suggested that it be included in The 
American Philatelist. It was left to the ed-
itor of the magazine and Guest to work 
out an agreement on allowing two free 
pages for the Sales Department News. 
The Sales Talk column had its begin-
nings during this time.

Sales reached $88,201 by the summer 
of 1929, but as the country entered the 
Great Depression later that year, Guest 
had to report a drop in sales by 1930 to 
$79,061, still a successful amount, given 
the economic conditions of the day. 

To be continued....

Circuit Category 
 Adjustments Reminder

Circuit categories with adjusted de-
scriptions, new categories, and discon-
tinued categories are listed below:

Adjusted descriptions
• U.S. General
• U.S. Covers (This category is to covers 

as U.S. General is to stamps.)
• Canada General

New categories 
• U.S. 1900–1940
• U.S. Covers 1900–1945
• Canada pre-Elizabeth

Change of focus
• U.S. Blocks — includes any U.S.-related 

multiple-stamp)
• Animals and Flora — combines 

Animals, Birds, and Flowers 
• Art — covers all forms of art, including 

animation (Disney and cartoons) if 
we have some books of it

• Transportation — all forms of 
tranpsortation, including ships

Discontinued categories
• Animals
• Birds
• Flowers
• Ships
• Stamps on Stamps
• Transportation, including Ships

Dropped categories are
• U.S. Zip & Mail Early Blocks 

Sellers
Please note the categories above 

when mounting sales books.

Possibilities
Let us know about other category 

possibilities. In the past, we have had 
these suggestions: Switzerland pre-1940, 
Berlin, Italian States, and Global Mint 
Only. Any others?

‘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 catego-
ries. (Each group of ten or more qualify-
ing books must be received at the same 
time and contain at least $50 of material 
per book. The coupons are issued when 
the qualifying books are reviewed soon 
after arriving.) Each book must be de-
signed to fit one of the categories, exclu-
sively. Visit http://stamps.org/Stamps-
Needed for more information and the 
list of qualifying categories, or contact us 
to obtain a hard copy of the list. [Note: 
Single-country books usually have better 
sales.] Below are categories mentioned 
in this column and which will qualify for 
this offer, if the contents fall completely 
within the described focus of each:

• U.S. 1900–1940
• U.S. Blocks
• U.S. Covers 1900–1945
• Canada pre-Elizabeth
• Air Mails Worldwide
• Animals & Flora
• Space
• Transportation

Visit the APS 
Sales Division & 

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

www.stampstore.org


