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APS vs J.E. Guest: 
The 1950s

Continuing our story about the 
history of the APS Sales Depart-
ment, we move into the 1950s. 

The sales figures for 1950–1960 showed 
some wild fluctuations:

1950 $106,796.94
1951 $98,485
1952 $102,000
1953 $97,265
1954 $106,585
1955 $111,737
1956 $108,808
1957 & 1958 Transition period
1959 $23, 634
1960 $160,297

At the 1950 APS Convention, J.E. 
Guest had hoped to have the commis-
sion rate raised to 15 percent, but dis-
covered that it had to be addressed in 
the Bylaws through an amendment. He 
then began a push to have the Bylaws 
changed on the 1951 election ballot to 
give the Board of Vice-Presidents the 

power to determine the commission rate 
when necessary. (The Board oversaw the 
operation of the Sales Department.)

By the 1951 Convention, the amend-
ment had been passed and the commis-
sion rate was increased to 15 percent, ef-
fective January 1, 1952, but only for sales 
books received from that date forward. 
While Guest welcomed this, it also meant 
that it would take some time to have the 
entire inventory subject to the new rate. 
For the next year, only 10 percent of the 
books would be charged 15 percent on 
their sales. The Board appointed him for 
another five-year stretch as Sales Manag-
er. In the November American Philatelist, 
Guest ran a four-page explanation of how 
the Sales Department worked, and this 
information may have been partially re-
sponsible for the increase in sales by 1952.

In the fall of 1952, Guest and his wife 
were in an accident on the way to the 
Convention and they remained hospital-
ized for some time. This was the first Con-
vention Guest had missed since 1921, but 
he had already submitted his report. In 
it, he addressed the push by some on the 
Board of Directors to require using regis-
tered mail and insuring circuits for their 
full value, as they were concerned about 
losses in the mail. Guest argued that the 
registered mail should still be used, but 
that a nominal value should be chosen for 
insurance. He argued that insuring cir-
cuits for the full value would cost much 
more than the losses the Department had 
experienced annually. His point of view 
prevailed, even in his absence.

The 1953 Convention was not event-
ful for the Department. Guest noted that 
in thirty-two years of service the De-
partment’s sales had amounted to about 
$2,087,000 from an estimated $10 mil-
lion dollar total inventory. 

During 1954, Guest made several 

points in his Sales columns:

1. He wanted members to use hinges 
only, and not the pre-folded ones as 
he felt they were not secure enough. 
Sellers should not use mounts or 
glassine envelopes at all.

2. He had gotten requests for covers, but 
he had no way to handle them for 
circulating (postal history was not as 
popular then as it is now).

3. He was able to find an insurance policy 
that would cover circuits in the mail 
and reduce postage costs for mem-
bers. The member would pay the Post 
Office three cents for a proof of mail-
ing receipt and remit twenty cents to 
the Sales Department, which would 
serve as the premium payment to 
the insurance company. If a circuit 
were lost, the sender would need to 
produce the mailing receipt and the 
proof of the twenty-cent remittance 
to avoid being responsible for the loss.

At the Convention, he reported an 
inventory of 18,000 sales books valued 
at $300,000. He also addressed the Con-
vention about being engaged in three 
other activities for adding to his income 
and helping to defray postage costs:

1. He started a want-list operation, 
which involved keeping a record of 
members’ want lists and removing 
stamps from sales books for sending 
directly to them on approval.

2. He was using credits that foreign 
members had from sales to sell 
them supplies, literature and pay 
their dues.

3. Mrs. Guest was running a new issue 
service at the same address but not 
in the same office.

He had talks with the Board of Vice-
Presidents to iron out any misconcep-
tions about how these various activities 
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operated, and he brought them up at the 
Convention to get the attendees’ opin-
ions about his involvement in them, 
conflict of interest, ethics, etc. One com-
ment was from a local club member say-
ing that they had not received material of 
any quality or saleability for some time 
and wondered if Mr. Guest was giving 
preferential treatment to a select few and 
depriving the rest of the chance to buy 
good items. This was the beginning of 
Board awareness of problems with his 
operation of the Department.

Before the 1955 Convention, Guest 
talked with Lawrence Shoemaker, one 
the APS Board members and the can-
didate for President on the 1955 ballot, 
about his future as Sales Manager. He 
assumed the Department would not be 
taken from him until he reached retire-
ment age. His present five-year appoint-
ment would end in 1956. At the Conven-
tion, the requirement to use ink instead 
of pencil for entries in the sales books 
was noted in the Sales report, since there 
was an increase in the changing of pen-
ciled prices in the books by buyers.

In January 1956, complaints began 
to surface that Guest was buying the 
bargains and the attractive items from 
the books and that local people in Dal-
las could visit and buy the good items 
from the books. By June 1956, Guest 
had worked out a plan to sell and handle 
covers. Also, the insurance company 
covering the circuits dropped the plan, 
because there were too many losses. 
Members had to return to using regis-
tered mail to forward circuits.

His appointment for another five-
year period was not passed, but Presi-
dent Shoemaker worked out an under-
standing with Guest that he would step 
down as Sales Manager on October 1, 
1958, when he could retire at age 72 with 
full benefits. Under the APS Bylaws, he 
would serve for the next two years until 
a successor was appointed by the 1958 
Convention. The December 1956 Sales 
column was to be the last for Guest, but 
a new editor put the column back in the 
magazine in April 1957.

At the 1957 Convention, it was an-
nounced that the Sales Department 
would be moved to the Central Office in 

State College, Pennsylvania and 
that Executive Secretary H. Clay 
Musser would administer its op-
erations. Guest’s last day as Sales 
Manager would be September 30, 
1958, thirty-eight years after his 
appointment to that position. His 
October column stated that he 
had hoped to continue until 1961, 
but the official announcement was 
published in the AP in December 
1957. Additional features of the 
transition would be announced 
in subsequent issues of the maga-
zine. No sales books would be 
transferred from Texas to the 
Central Office. Mr. Guest would 
be allowed to continue soliciting 
and circulating the old Depart-
ment’s sales books until October 
1, 1958, after which time he was 
to retire all sales books and settle 
accounts with members. Account 
books would be sent to the Central Of-
fice and the Dallas office closed for APS 
operations.

In March 1958, the Central Office 
sent every member a larger, newly de-
signed sales book with twelve pages, 
and noted that members should begin 
ordering blank books and begin submit-
ting material on October 2, 1958. Also, 
the new circuits would be using certified 
mail in combination with an insurance 
fund fee that would reduce the costs of 
forwarding circuits.

The first sales column written from 
the Central Office appeared in June 1958 
and included the most important advice 
to sellers about pricing: “Would I pay the 
price that I am asking for this stamp?” 
(No different from today’s advice.) By 
August the official Sales Division had re-
ceived 700 books valued at $26,000 and 
that month’s magazine column included 
full mounting instructions and the sug-
gestion that sellers hold the minimum 
per book to $5, preferably to $10.

The circulation time for each book 
and specific pricing advice had not been 

new request card for sales 
books and the new-look sales 
Division circuit books.
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determined by the Convention in Sep-
tember. However, the Sales Division 
report noted that the cost to set up the 
new arm of APS at the Central Office had 
been $14,356. The inventory was now 
valued at nearly $100,000 and they had 
1,000 buyers ready to receive the new cir-
cuits. J.E. Guest was supposed to begin 
wrapping up his APS operation and the 
new circuits would be sent on October 2, 
1958. Guest’s deadline for full liquidation 
of his operation was October 1, 1959.

By January 1959, the new inventory 
had grown to 10,000 sales books valued 
at $365,000. More specific guidelines 
were added, such as a $10 minimum and 
$150 maximum per book. Circuits were 
set up to circulate so that the last mem-
ber on the list became the first member 
on the next mailing of that circuit list. 
(Today, the first member drops to the 
bottom on the next circuit list, while 
everyone slides up one spot.) The April 
edition of the Sales Talk column noted 
that the service would soon be extended 
to APO/FPO and some foreign address-
es. Also, it was suggested that eighteen 
months might be the optimal period of 
circulation for the books.

As the 1959 Convention approached, 
the Board of Vice-Presidents worked on 
new Bylaws for the operation of the Sales 
Division by the Society, and Clay Musser 
suggested hiring someone to manage the 
Division, on the grounds that the com-
bination of the Central Office duties and 
the Sales Division was too much for one 
person. Ralph Lyford was hired to be 
Sales Manager at the Convention. 

While this transition was taking 
place, J.E. Guest had refused to send 
the account books for closing out the 

old Sales Department so that the Board 
of Vice-Presidents could verify that all 
members had been satisfied with their 
settlements. Guest said he had retired all 
sales books and made settlement with 
their owners and that they were satis-
fied. He did not address sales books that 
belonged to deceased members, the dis-
crepancies on accounts, his responsibil-
ity to pay for the annual audits, or the 
discrepancy involving his report at one 
point of an inventory that showed an 
average book value of $3 or less (8,800 
books valued at about $25,000). Ad-
ditionally, Guest ran for the position of 
Director-at-Large and came in second, 
after mailing notices to members that 
they should vote only for him (when the 
ballot said to vote for three individuals) 
so he could be assured a victory (an ac-
tion that violated election policies).

The Board of Vice-Presidents gave 
him many opportunities to send the 
account books to the Board and finally 
filed a complaint against him. He was 
not permitted to hold a position on the 
Board, since the complaint made him a 
member “not in good standing.” Refusal 
to give up the account books and make 
specific explanations for the errors the 
Board found in his closing reports cast a 
dark cloud on his years of operation, and 
questions rose as to what he had been 
doing that was outside of the Board’s 
knowledge for the last thirty-eight years. 
Guest was notified that he would be ex-
pelled with the publishing of the expul-
sion in The American Philatelist.

He filed an appeal, but the appeal 
board voted to uphold the expulsion and 
it was made official with the May 1960 
notice in the magazine. He maintained 

that he had done nothing unethical or 
underhanded, but it appears that we 
will never know, since there are no in-
dications that the APS ever received his 
account books. The expulsion was for 
conduct unbecoming a member, for fail-
ure to surrender Society property (the 
account books, which were bought for 
him by the Society every year), and for 
disregard of stated rules and regulations 
as they appear in the Society Bylaws.

This ends the period when the op-
eration was called the Sales Department 
and its function was assigned to an out-
side contractor. As of October 1, 1958, 
the Sales Division became an integral 
part of the Society’s membership benefits 
and now provided income for the Society. 
This column will continue the modern 
history of the Sales Division in 2013.

Suggestions for the Holidays
October is Stamp Collecting month, 

but it is not too early to think about 
holiday gifts. Check our website at www.
stamps.org for the free downloadable, 
full-color stamp albums the APS has cre-
ated over the last few years. There are 
enough topics covered by those albums 
that it would be difficult not to find some-
thing you can print to give to a new or 
potential collector for the holidays. These 
are some of the best topical presentations 
you will find anywhere AND you can 
look through APS sales circuits to buy 
stamps to fill the spaces in them.

Another idea is to search for stamps 
to include in a presentation or place in 
an arrangement for framing. A num-
ber of years ago, someone noted that 
they found stamps from the Civil War 
era in our circuits, including a cover or 
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two, arranged them on a matted board 
and had the board custom framed with 
UV blocking glass. He now proudly dis-
plays it on his office wall. He was plan-
ning a similar presentation for World 
War II with stamps from the Allies and 
the Axis powers. Some collectors create 
similar artwork with stamps that depict 
their day jobs or hobbies. Think about 
giving this kind of gift to a family mem-
ber or coworker who is not a collector. 
Your imagination can be put to good use 
in designing the contents of the framed 

piece. Don’t forget to use the circuits to 
acquire the necessary stamps.

‘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. Air Mail (stamps)
U.S. Possessions
Bahamas
Bermuda
Germany pre-1945
Jamaica
Japan
Portugal
Portuguese Colonies
South America: mixed and single-

country books
Thailand


