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SALES TALK
BY TOM HORN circuit sales director 
twhorn@stamps.org

How To Mount a Set of Stamps
Tips for Selling Sets Through Sales Circuits

..................................................................................................................

The Sales Talk column will have 
a section each month moving 
forward dedicated to giving 

specific advice on how to buy and sell 
through the Circuit Sales Department. 
This month is how to mount sets.

A frequent question we receive is, 
“Is it better to mount stamps of a set 
as individually priced items or as a set 
with one price?” Our first answer is, “It 
is up to you.” Then we suggest experi-
menting with offering them both ways, 
if they are selling two sets, to see which 
one sells better for them. Many sets are 
only found as sets in the marketplace 
and finding the individual stamps of-
fered separately is difficult. Circuit Sales 
has been a place where collectors find 
the elusive stamp.

So, how should sets be mounted? 
The definition of “set” is a series of 
stamps noted in the catalogs as related 

in subject or in chronological order of 
issue. By subject is the more accepted 
aspect of sets. Most catalogs will have a 
set price noted, but keep in mind that 
back of the book items may be indicat-
ed in the catalogs as part of a set in the 
regular postage sections.

We do find that if a buyer needs a 
stamp or two from a set, they will not 
hesitate to buy smaller sets to get those 
stamps. One or two needed stamps 

from a large set may deter them from 
buying. There would be too many ex-
tras to deal with and the price might be 
too much for obtaining just those two 
stamps. The following is a list of how 
sellers have presented sets in the past:

Large sets (All related and more 
than six stamps): Sells if the buyer 
needs quite a few stamps in the set or 
does not have the set at all.

Small sets (Six or fewer stamps as 
complete sets): Sells even if the buyer 
just needs a couple of the stamps.

Short sets (parts of designated 
sets): Might sell well if the stamps 
present are in consecutive order by 
catalog number. A seller might choose 
to offer a large set in two or three parts, 
therefore, creating short sets.

Groupings: These are not sets, but 
rather a small collection of stamps that 
might only have the country of origin 
in common, topic-related or era-relat-
ed. Some sellers have offered packet 
lots and they do not sell well.

Years ago, I bought the 164-stamp 
British Commonwealth Peace set is-
sued after World War II. I did not have 
any of the stamps and it was a set I had 
thought about acquiring over time. I 
saw it offered as a set and picked it up. 
(It is still part of my collection.) That 
has been a rare occurrence for me, 
because I typically buy small sets or A set of 11 Pitcairn Islands stamps mounted 

individually but sold as a set.
A set of 10 stamps from France mounted in 
two separate rows of five each.

A set of nine mint stamps from Taiwan overlaid in one mount.
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focus on single stamps to fill in empty 
spaces.

For mounting sets in sales books, 
please spread them out so at least an 
identifiable amount of each stamp can 
be photographed. Using a row of spaces 
(two or three spaces per row, depending 
on the book type) to mount six stamps 
will work well. A line should be drawn 
beneath the stamps from left to right 
with the phrase “Set of 6” above the 
line. The set description, catalog value 
and net price should be entered in the 
provided space where the last stamp is 
mounted.

The stamps can be mounted sepa-
rately in mounts or minimally over-
lapped in one or more mounts, clearly 
marked as a set. Please note the exam-
ples pictured with this column. Do not 
stack the stamps into one mount, be-
cause the seams of the mount may split, 
or a stamp can be removed without 
detection. The insurance fund will not 
cover losses for this situation and buy-
ers pass over such books. Hinges can 
be used for used stamps, but the seller 
should be careful not to crowd too 
many stamps in too few spaces. Crowd-
ing of any kind does not make for a 
well-presented set.

Also, sets must be mounted in con-
secutively numbered spaces to avoid 
confusion for the buyer and our check-
ers. Mounting them vertically on a page 
can be confusing and only the large sets 
should be continued on the next page. 
For example, placing five stamps in the 
row at the bottom of a page and plac-
ing the last stamp at the top of the next 
page can be a confusing way to offer the 
set. One seller placed the sixth stamp at 
the bottom of the next page, with other 
stamps mounted and priced above it on 
that page. It was a very confusing way 
to present the set. We strongly suggest 
mounting all of the stamps of a set on 
the same page, leaving spaces blank if 
necessary.

When sets are purchased, only one 
purchase mark is necessary, as long as it 
is placed in the space where the set price 
is marked. We count it as one item for 
report sheet purposes. If a sales book is 
damaged in the mail, each stamp of a set 

will be evaluated and the seller is paid for 
only the damaged stamps based on the 
price as a percentage of the catalog value.

Problem-Area Offerings
If you plan to sell stamps that could 

be considered identification problems, 
consult the listing we have on our 
website of countries and what we see 
as the more common problems sell-
ers have when describing their stamps. 
Those details that need to be considered 
are watermarks, perforation (measure-
ments, reperfing, perfs removed or 
added, etc.), cancels (fiscal or revenue, 
back-dated, colored, fancy, locations, 
etc.), reprints, forgeries, counterfeits, 
regumming, printing method, paper 
varieties, overprints, design differences, 
alterations, etc. We also have the Scott 
catalog numbers and/or eras within 
each country that are of particular con-
cern when trying to correctly describe 
items for selling. Visit stamps.org/ 
userfiles/file/sales/sales_problems.pdf 
to view the online list. If you do not 
have Internet access, contact us for a 
hard copy of this list.

Clearance Circuit Anniversary
This year is the fifth anniversary of 

the clearance circuits. The first circuits 

were sent in May 2011 and it has grown 
from the initial inventory of $100,000 
to a high of $430,000. Sales in the first 
year were about $30,000 and now we 
sell about $70,000 annually.

Some sellers have settled into plac-
ing their unsold material directly into 
the clearance inventory after retiring 
them from the regular circuits. And, 
we have a core group of members who 
want to buy stamp lots in this fashion 
on a standing order basis. Many other 
members will occasionally request a 
circuit of clearance books, buy and 
then assimilate the material into their 
collections before requesting the next 
mailing, i.e., “on demand.” All of the 
books were housed in one file cabinet 
for about two years, but we have since 
added two more file cabinets to accom-
modate the books in the system. We 
started with 1,280 books and now have 
5,800 in the system.

Something we have learned dur-
ing this time is that certain categories 
do not sell well, because there are few 
requests for them and some are not re-
quested at all in this venue. Categories 
not requested in five years are: most 
topicals, United Nations, U.S. blocks 
of four and regional, mixed-country 
books of southern Europe, central Eu-

At left are three small sets of Australian stamps, overlaid in single mounts. At right is a set of 
11 Australian stamps — 10 mint, 1 used — secured individually with hinges.
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Circuit Sales Details
Questions? Contact us via e-mail at circuits@stamps.org, 

by phone at 814-933-3803, ext. 227, or by mail at 
APS, 100 Match Factory Place, Bellefonte, PA 16823.

rope and independent 
Africa. The categories 
for which we receive 
very few requests are: 
miniature sheets, U.S. 
first-day covers, general 
British Empire (post-
George VI), Greece, and 
global general (post-
1940).

Some of the most requested catego-
ries are: U.S. revenues, U.S. 19th cen-
tury, U.S. possessions, U.S. back of the 
book, Japan, China, South America, 
British West Indies, Germany pre-1945, 
French colonies, and eastern Europe 
single-country books. All other catego-
ries are requested regularly. It should be 
noted here that some categories that sell 
well or are short in supply in the regu-
lar circuit inventory are not necessarily 
popular in the clearance area. If you 
wish to buy from any of the categories 
for which we have little demand, this is 
your chance to be the sole “picker” of 
material. You would receive quite a few 
books in each clearance circuit.

Our advice to sellers who eventu-
ally want to place their unsold material 
into the clearance inventory is to fol-
low these suggestions when mounting 
books for the regular circuits:

1. Keep duplication of stamps at 
a minimum, if at all. Buyers pass over 
books containing duplicates of stamps.

2. Be aware that certain categories 
are not big sellers or will not be request-
ed from the clearance area.

3. We made adjustments to com-
missions and insurance fees for those 
books that could not be sent on clear-
ance circuits (not enough requests). 
With our upgraded program, we will 
not be making those adjustments.

4. Presentation will still matter 
when a buyer is deciding to buy a clear-
ance book.

5. If your book does not sell well in 
the regular circuits, the discount you 
choose will be important for selling in 
the clearance area.

6. Most books that sell are less than 
$150, with the average sold book price 
of about $72.

7. The minimum remaining amount 
of a book, after retirement, is $20 to be 
eligible for clearance circulation and the 
after-discount minimum is $10 per book.

8. The discount must be, at least, 20 
percent, but more than half of the sell-
ers use 50 percent. Resulting prices for 
books are about 15 percent to 30 per-
cent of catalog values.

9. Sales books resubmitted for clear-
ance can be of any age. Books priced by 
catalogs from 1971 to 2014 are and have 
been offered in clearance.

10. We currently have 20 APS chap-
ters requesting clearance circuits for 
their club meetings. For individual cir-
cuits, about 40 members are listed for 
the “standing order” circuits, 100 “on 
demand” and about 130 who received 
them in the past.

Summer Seminar Reminder
You can still sign up for our Summer 

Seminar, June 19 to 24. Throughout the 
week of learning more about the hob-

by
, browse through sales 

books in Circuit Sales, 
check selected items from 
StampStore and peruse the 
donated material in the 
Stamp & Cover shop. The 
newly renovated library 
space will be available for 
research and for buying lit-

erature from our surplus of donations.
Arrive in Bellefonte a day or two 

early to attend our local stamp show, 
Scopex, organized by the Mount Nit-
tany Philatelic Society, a life chapter 
member of the APS. The show runs Sat-
urday and Sunday, June 18 and 19. The 
Circuit Sales area and the American 
Philatelic Research Library will be open 
that Saturday from 9 a.m. to 4 p.m. with 
the library open again on Sunday from 
3:30 to 5:30 p.m..

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

books for every 10 completed books 
(Clearance books do not qualify) con-
taining material from a set list of cat-
egories. Because you earn coupons for 
free blank books, the coupons can only 
be redeemed if accompanied by an or-
der for sales books and/or mounts. Each 
month we list categories that are in par-
ticularly short supply. (Single-country 
books usually have better sales.)

U.S. Fancy Cancels
U.S. Officials
U.S. Revenues
Australian States
Hong Kong
Colonies of European countries
China
Israel
Japan

VISA • MasterCard Accepted

MILLER’S STAMP CO.
12 Douglas Lane, Suite 11 • Waterford, CT 06385

Phone: 860-908-6200 • E-mail: stamps@millerstamps.com 

I should have bought my stamps from

A name you can trust since 1969

DARN!

BUY & SELL QUALITY U.S.
For one of the most

complete U.S. inventories
Visit BOOTH 702
or our website

www.millerstampco.com


