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Sellers’ Stories

Visit the APS 
Sales Division & 

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

www.stampstore.org

From time to time, we have fea-
tured stories of how collectors got 
into the hobby. It was suggested 

that we feature stories about the sell-
ers who have used the circuit system to 
turn their material into cash. These are 
some of the stories we have gleaned from 
years of talking with our sellers and from 
learning a little about them, from them. 
We have chosen not to divulge their 
names.

Our first seller joined the APS in 
1948 and has sold stamps through us 
since the early 1950s. He had a mail or-
der business on the side from his regular 
job in law enforcement. In the last twen-
ty-five years, he has been buying auction 
lots for the sole purpose of mounting 
stamps in our sales books. He contacts 
me to see what we need for the circuits 
and then bids on certain lots to meet 
those needs. His identification of stamps 
and covers is on target, even in some ar-
eas where paper determines the item’s 
value. I enjoy our conversations, because 
I learn the hobby from the perspective 
of a seasoned collector/dealer. He is able 
to put himself in the position of a buyer 
when he prices his material and it pays 
off. He regularly sells about 55 percent 
of the material he submits. (The system-
wide average is about 32 percent.)

Another seller has been a member of 
APS since the 1950s and his family has 
been heavily involved in his business. 
Much of the material he has submit-
ted for sale has been items that he had 
offered at his bourse booths. He then 
pulled the items from the booth offer-
ings and mounted them in sales books 
at deep discounts. In the last thirty years, 
several family members have also shared 
the labor of mounting sales books and 
all have sold very well. Their average 
sales per book have been 59 percent with 
many individual books hitting 80 per-
cent sales. This family knows the busi-
ness and knows what will sell and at what 
price. And they have proven results.

At the time the APS StampStore 
began, a seller was trying to determine 
which items to place in books and which 
should be placed online. He checked the 
listings in StampStore and found many 
copies of some of the early U.S. stamps 
he wanted to sell. He found very few 
items of Liberia. He placed his Liberian 
material online and sold very well, as 
there was little competition. He mount-
ed the early U.S. in sales books, thinking 
that each circuit would have just a couple 
of copies of each stamp he was submit-
ting and therefore increase his chances 
of selling them. Good thinking, but the 

pricing he chose for the condition of the 
items made this experiment fall short of 
his expectations. He sold 13 percent of 
the submitted book values.

In the 1970s, a member from Central 
America sent sales books that had rusted 
staples and faded covers from the heat 
and humidity of the region. Much of his 
material was used and priced very low 
because of some real “tropical stains.” His 
offerings included many European and 
Latin American countries. One time, he 
sent several books of U.S. mint stamps. 
His prices for the stamps were, in most 
cases, under the face value and, in oth-
ers, just enough to give him face value 
after our commission. We held the books 
and wrote to him, pointing out that he 
might want to reconsider his pricing 
philosophy on these items. He gave us 
the OK to circulate them saying that he 
couldn’t use them for postage where he 
lived in Central America. Members on 
the circuits bought them all. In addi-
tion, he had been selling West German 
material priced at what amounted to face 
value. One circuit member noted that he 
didn’t need them for his collection, but 
he bought them for providing return 
postage to dealers in Germany when he 
bought items through them.

One very famous dealer was sending 
sales books to us that contained squares 
of material from Graf Zeppelins, appar-
ently thinking that would be a nice ad-
dition to a Zeppelin cover collection. At 
$15, he did not sell many. Thankfully, he 
had only mounted one square per book 
and the rest of the items were very desir-
able, resulting in good sales for his books 
overall.

We had one seller who, as a buyer, 
had received a circuit without signing for 
it. We asked him if he received the cir-
cuit, since we had not received his report 
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sheet. He responded that he had not re-
ceived it. The sender did not have proof 
that it was mailed and had to pay for the 
“loss in the mail.” As luck would have it, 
we were investigating some substitutions 
in the circuit books and focused on this 
particular seller. In addition, we noticed 
that he had submitted sales books. We 
checked microfilm records of the “lost 
circuit” and compared those stamps to 
the ones he had submitted in sales books 
and they matched. He was eventually ex-
pelled from the APS.

One seller, who had submitted sev-
eral thousand books during a forty-year 
period, mounted unusual items that no 
one else was submitting and in many dif-
ferent categories. The only problem with 
his material was his insistence on stamp-
ing a small, light mark on the backs of 
his stamps as his own security device, 
apparently not trusting our microfilm 
procedures. He once sent two books of 
the peacock overprints of the Japanese 
Occupation of Burma. We sent them to 
the only expert known for this area and 
to whom we sent items only when he 
agreed to look at them. The expert would 
lightly mark his initials in pencil on the 
back of the genuine overprinted stamps 
as an “expert mark.” He would pull the 
forgeries and place them in envelopes 
for return to the sellers. We rejected the 
two books because most of the items 
contained forged overprints. When the 
seller complained about the marks on 
the backs of his stamps, we noted that 
the only known expert on those stamps 

made the mark. He did not respond to 
our letter about it, but he did remount 
the genuinely overprinted stamps in new 
sales books and entered them as “exper-
tized.” I don’t recall if they sold on the 
circuits.

One seller submitted quite a few 
books of U.S. Fancy Cancels on Scott 65. 
He only lived thirty-five miles from State 
College. He would drop off some books 
and look through material we had in our 
files at the time. On one occasion, he set 
aside a book that had an item he wanted. 
His wife, sitting beside him, picked up 
the book and asked him if he was sure 
he wanted to buy something from the 
book. He said yes, there was a cancel he 
thought he needed. She said, “Did you 
look at whose book it was?” When he 
looked at it, he saw that it was one of his. 
Then he said, “I didn’t mean to sell that 
stamp. I guess I’ll have to buy it back.” 
He did and he was more careful about 
selecting items to sell from then on.

Another seller had worked for the 
U.S. Information Agency and had a lot 
of stamps from his travels. He did sell 
well at the start. As the years went by, 
he began mounting very lightly can-
celled stamps. He then started “cleaning” 
stamps to brighten their appearances. 
We figure that he must have been using 
a whitening agent, but he never admitted 
to anything; however, we had to reject 
books when they had bleached spots on 
the green pages of the sales books.

We have had several members from 
outside the U.S. selling through us. A 

couple of them are selling recent, used 
stamps of several countries and selling 
very well, since these stamps are difficult 
to find with the electronic communica-
tion age taking over. A recently deceased 
member from Europe sold material 
through us for about thirty years. His 
early submissions had very good prices, 
but he eventually based his pricing on 
the European market, which for many 
countries has been at higher prices than 
the U.S. market. His handwriting also 

Sales Division Is  
Coming to Milwaukee

APS StampShow
August 8–11 • Delta Center

Show Hours: 
Thursday–Saturday • 10 a.m.– 6 p.m. 

Sunday • 10 a.m.–4 p.m.

On the back wrapper of this issue, please 
note the circuit request form. A business 
reply card is also included with this issue 
in the “letters to the editor” section. 
review the list of circuit categories  then 
use the card to request circuits in your 
areas of interest. contact us if you have 
any questions about which categories 
might contain the material you collect. 
A list of our circuit categories with the 
countries/areas that you are likely to find 
in those categories is on our website at 
http://stamps.org/how-to-Buy. click on 
the first question at the bottom of that 
page to view the list in pdf format.

Request a Circuit
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deteriorated to the point where we had 
trouble reading the entries.

We have had sales book examiners 
submit material from their collections. 
Some have sold well and some have not. 
If buyers knew the background of the 
seller, they would have bought items 
offered, knowing that the stamps were 
genuine in all respects, correctly identi-
fied, and priced accordingly.

Sales Division at StampShow
As I noted last month, the Sales Divi-

sion will have the regular circuit books at 
StampShow for buying individual items. 
We will also have Clearance books avail-
able. These are books that have circu-
lated through our regular circuit system 
and the remaining contents are for sale 
as a whole book purchase at a discount.

In addition, we will have show spe-
cials: Buy ten blank sales books and re-
ceive five more free. This applies to all 
five styles of books we will have on hand 
at the show. You may pre-order blank 
books and mounts for pick-up at the 
show. Pre-orders must be received by 
July 25, 2013, with payment and a note 
that you are picking the order up at the 
show to get the special offer. We also will 
have an additional special at the Sales 
Division booth. Just look for the “Spe-
cial” sign.

Plan to circulate among our dealers 
at the show and then visit the Sales Di-
vision booth to continue buying. Bring 
your want lists with you, as we are sure 
you will find what you need for your col-
lection at the show.

Letters from  
the Sales Division

It is important to note that when we 
send letters to members and a response 
is requested, it would be very helpful to 
receive a timely response. The sooner 

we know the member’s situation that 
prompted the letter, the more flexible we 
can be in working on a solution or cor-
rection to a problem. Monthly, our sales 
program generates letters for sending to 
members who might have had a circuit 
for longer than the allowed processing 
time. The letters ask for a response with-
in two weeks as to whether the member 
has received a named circuit or not. If we 
receive no response within thirty days, 
we send a reminder. Getting a response 
to the first letter allows us to move on to 
finding the circuit, if it was not received, 
or lets us sit and wait for the report sheet 
from the member who has delayed the 
circuit. We treat circuit delay situations 
on a case-by-case basis, knowing that 
some situations are beyond a member’s 
control. If we have to send a third letter 
to get a response, a complaint with the 
APS Board of Vice Presidents may be in 
order.

Letters asking for money related to 
circuit purchases are treated the same 
way. We can work with a member who 
responds right away on how to settle 
the account. While we do not accept in-
stallment buying, we do remain flexible 
when handling a member’s difficult fi-
nancial situation.

USPS Tracking Labels
As noted in April’s column, USPS 

Tracking can be used instead of Sig-
nature Confirmation to mail circuits 
between members. Please note that 
since this is a new service for the USPS 
(although Delivery Confirmation has 
been around a while), there might be 
“glitches” when dealing with local post 
offices. One member said that his post 
office could not read the self-adhesive 
bar-coded label that he had obtained 
from the USPS. They applied a computer 

generated label, which was the one used 
for scanning into the system. In speak-
ing with a regional office representative 
with the USPS, she stated that the pro-
cess you can follow for using the labels 
is what we noted in the April American 
Philatelist: Obtain some Tracking labels, 
small flat-rate Priority boxes, flat-rate 
Priority padded envelopes and stamps 
from the USPS. Apply a Tracking label 
and the appropriate postage ($5.80 for 
the box and $5.95 for the padded enve-
lope) and let the mail carrier pick it up. 
You may take it to the post office as well. 
If you let the postal clerk generate the la-
bel and you purchase postage for it, keep 
the cash register receipt, since it contains 
the tracking number. Until this new set 
of procedures is in place for about a year, 
you may run into minor glitches, de-
pending on which post office you use. 
Let us know what problems you experi-
ence and we will try to assess the situa-
tion for further action, if necessary.

‘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 cat-
egories. 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.]

U.S. Cut Squares
U.S. Mint Only (pre-1960 preferred)
U.S. Postal Stationery
British pre-Elizabeth
British Victorian Era
Cuba (stamps)
Netherlands Colonies
Philippines
Spanish Colonies

Save the Date!
February 14–16, 2014

See you in Little Rock!!


