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Sellers Mailing 
New Sales Books

Several members who have never 
sold stamps through us are now 
sending new sales books for circu-

lation among our buyers. I would like to 
address how these new books should be 
mailed to the APS.

Since our Insurance Fund does not 
cover the new books until we receive 
them from the USPS, we suggest evalu-
ating the contents of the package you 
are sending us. Your need for security in 
the postal system increases as the value 
of the package contents increases. You 
might also check your stamp insurance 
policy to see if it covers the mailing and, 
if it does, how it must be mailed. We 
have seen many mailing methods used, 
as noted in the following list:

1. First class envelopes with no USPS spe-
cial services added. This would be for 
low-value books mailed one or two 
at a time. The member absorbs any 
loss or damage.

2. First class parcel with USPS Tracking or 
Signature Confirmation. This can be 
used for two or more books weigh-
ing less than 13 ounces and provides 
tracking, but the member still ab-
sorbs any loss or damage.

3. Priority Flat-Rate packaging with USPS 
Tracking or Signature Confirmation. 
More books can be sent while sav-
ing money on postage. Again, it pro-
vides tracking, but the member still 
absorbs any loss or damage.

4. Insured Mail. We recommend using 
this as an added USPS service to any 
parcel rate. It provides tracking, and 
the USPS covers the contents up to 
the insurance amount you purchase 
if the package is lost or damaged.

5. Registered Mail. This is the most se-
cure way to send sales books to us, 
but it is also the most expensive. 

You may add insurance coverage 
for the value of the contents. We 
recommend this method for sellers 
who are sending thousands of dol-
lars worth of material to us, but be 
aware that the package spends more 
time in the postal system because of 
the special handling Registered Mail 
requires. The USPS covers the con-
tents up to the insurance amount 
you purchase.

Offer Sets or Single Stamps?
When mounting stamps in sales 

books, the question often arises: are of-
ferings of individual stamps better sell-
ers than sets of stamps? This question 
is raised in about 30 percent of the in-
quiries we receive about selling through 
our service. We have material offered 
both ways. The collecting styles of more 
than 3,200 buyers are involved in the 
answer.

Consider the material you have for 
sale and then ask yourself, “How do I buy 
stamps for my collection?” If you usually 
look for sets when adding to your collec-
tion, you may want to consider offering 
items as sets when you decide to sell. If 
you bought those sets just to get a couple 
of stamps you needed, then individual 
stamp offerings might make more sense.

We have advised sellers who have 
several sets of the same issues to mount 
one as a set offering and mount another 
set for single-stamp sales. Many recent 
sets are usually only found as sets and re-
placing the loss of a single stamp in such 
a set is nearly impossible. I have given 
this example before: In the mid-1980s, 
a Nyassaland #124 was damaged while 
on a circuit. It is one of the low values of 
the set #123–134. The set sold for about 
$5 or $6. After paying the seller for the 
set (which had a couple of other stamps 

damaged as well), we ran an experiment. 
How long would it take us to find that 
stamp as a single-stamp offering? Every 
time we came across a sales book con-
taining Nyassaland, we checked it. We 
only saw the stamp as part of a set. Twelve 
years after we started the experiment, 
we found it offered as a single stamp for 
about 5 cents. For a stamp collector, this 
gives us a sense of accomplishment and 
satisfaction, even when a little 5-cent 
stamp is involved.

As a technical issue, single-stamp 
offerings are easier to film and simpler 
to track for recording purchases. The 
presentation of the material using sin-
gle-stamp offerings is enhanced, avoid-
ing the overlapping problems created 
by sets and reducing confusion for the 
buyers. Sets can be mounted to make 
a nice presentation, as long as they are 
clearly marked and the pages do not look 
crowded. Stacking stamps in one mount 
adds to the crowded look, makes filming 
the page a problem for identifying what 
was originally mounted, and can be the 
cause of mounts splitting open, leading 
to lost or damaged stamps.

You might get the idea that we pre-
fer single-stamp offerings to sets. This 
is true, as noted above, but we do sell a 
lot of sets; that is, sets that are generally 
recognized in the catalogues as sets. Par-
tial sets, “short” sets, and sets that con-
sist of stamps that are not in consecutive 
catalogue number order or not of similar 
design are not good sellers. We receive 
letters of complaint from buyers when 
they come across these types of “sets.” 
In addition, sets that contain both mint 
and used stamps or a wide variety in this 
condition of the stamps (centering, pa-
per aging, gum differences, faults, etc.) 
will probably come back to you unsold 
after eighteen months.
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Some collectors get satisfaction from 
the thrill of the hunt for each single stamp 
and others are delighted to obtain a set in 
one purchase. Sets help some people get a 
“jump start” on a new collecting interest. 
The choice on how you want to offer your 
material for sale is yours.

Pricing Covers
Wow, this can be a controversial sub-

ject. When you think about it, almost all 
postally used covers are unique. How do 
you give someone advice on this when 
there are so many types of covers and so 
many markings, printings, and stamp 
combinations used on them? It is nice 
when a catalogue lists a value for a stamp 
on cover. Add a particular cancel from 
a particular location at a specific time, 
sent by a particular person or company 
to a particular addressee, and you have 
variables that run the market price well 
above the catalogue value. Condition, as 
with stamps, is very important in pricing 
a cover. Imagine the stamp off-cover — 
how would you appraise its condition? 

Evaluate the cancels, backstamps, and 
other postal markings. What is the enve-
lope’s condition? Yellowed, torn, stained, 
clean, or cleaned?

Next, is there some historical sig-
nificance in the town of origin at that 
period in its history or in the sender or 
addressee? This might enhance its value. 
Dealers in postal history have an eye for 
quick evaluations of covers just from ex-

perience. They add to their knowledge of 
covers every time they have a conversa-
tion with a customer.

For items that do not have a cata-
logue value assigned to them, some re-
search might help. Hometown postal 
history is my main collecting focus these 
days. I have covers that mean a lot to me, 
because of the history expressed on and/
or in the cover. If I decided to sell the col-
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lection, I would have to support the prices 
I would like to get with information that 
highlights each cover. I cannot be so at-
tached to the items that I forget that they 
are being offered to the general market 
where some of this information doesn’t 
excite a collector like it did me when I 
bought them. Where you sell it also may 
be a determining factor in your pricing.

As in anything you want to sell, pre-
sentation is important. Present the most 
important information about the item to 
support why you decided on the price. 
Doing this lets the buyer see that you 

researched the philatelic item and know 
the value of what you have. I buy from 
a dealer who has his stock arranged by 
state and county, and he knows the scar-
city of certain types of covers from many 
of the towns in the state. I will pay a little 
extra for his work on that kind of pre-
sentation, because it makes my buying 
decisions that much easier.

Open Saturday at  
the Sales Division

The Sales Division will be open on 
Saturday, September 13, 2014 from 9 

a.m. to 4 p.m. This will be in conjunction 
with the American Air Mail Society’s 
show, Aerophilately 2014, and the Post-
al History Symposium, both to be held 
here at the Match Factory that week-
end. Come to the show, enjoy the great 
exhibits, visit the dealers’ booths, sit in 
on the Symposium sessions (registration 
for this is free) and browse through sales 
books.

“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 catego-
ries. For more information and the list of 
qualifying categories visit http://stamps.
org/Stamps-Needed or contact us to ob-
tain a hard copy of the list. [Note: Single-
country books usually have better sales.]

U.S. 19th Century Covers
U.S. Fancy Cancels
U.S. Officials
U.S. Plate Number Singles
U.S. Possessions
U.S. Precancels
The Bahamas
British Caribbean Saints
China
Danzig
German Covers
German States
Philippines
Ryukyus

For more information on buying and selling with APS Sales Circuits, visit www.stamps.org/
Buy-and-Sell-by-Mail.

USA at SESCAL
Los Angeles • October 17–19

US Postal History  Colonial to Prexies: 
Maritime, Destinations, Expos, DPOs, Railroads,
CSA, Territorial, Express, Possessions, & Military

STEPHEN T. TAYLOR
5 Glenbuck Road, Surbiton, Surrey KT6 6BS England

 Phone: 011-4420-83909357 Fax: 011-4420-83902235
 info@stephentaylor.co.uk www.stephentaylor.co.uk

Your American Dealer in Britain

1847–1945

Quality U.S. Stamps
Singles (mint and used), Plate Blocks, Booklet Panes 

plus Complete Booklets, Price lists $2 each category or 
free online. We also buy quality U.S. & foreign stamps.

Mountainside Stamps, Coins and Currency
P.O. Box 1116 • Mountainside, NJ 07092

Tel: 908-232-0539 or 908-419-9751
E-mail: tjacks@verizon.net • www.mountainsidestamps.com

Tom Jacks, owner; member APS, ASDA


