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sales talk
by tom horn

Th ank You, Members!
Our thanks go out to all of the 

members who have taken the 
time to write to us with sug-

gestions for various aspects of the Sales 
Division operation. We keep those sug-
gestions close by when reviewing proce-
dures and costs, particularly as we have 
annual postage rate increases. Some of 
the suggestions include:
• switching to the free Priority 

packaging from the USPS,
• limiting circuits to the fi rst-class 

postage weights,
• placing circuits online,
• placing blank book formats online,
• breaking single-country categories 

into specifi c time-periods or 
political entities,

• raising both the maximum and 
minimum amounts allowed in a 
sales book,

• and many, many others.
As we receive each suggestion, we 

make a “fi rst review,” comparing it to 
past research, if any was done, or be-
gin the research if this is the fi rst time 
we have received that suggestion. We 
do not answer all notes, but we do keep 
your correspondence in a folder (which 
I just now used to get examples for this 
column) for future review.

We recognize that situations change, 
sometimes making a suggestion possible 
today that was impossible fi ve years ago. 
For example, our new website and pro-
gram upgrades address and implement 
quite a few suggestions from past years. 
Technology has allowed us to incorpo-
rate these, but at a cost. Suggestions that 
can be implemented without great cost 
or that save you and the APS money and 
time are given serious and more imme-
diate consideration. Our reasons for not 
following some suggestions can be very 
complex, given that we have the unique 
perspectives on buying and selling of 
more than 4,200 members using the 
Sales Division to consider. Again, thank 
you all for your input and keep your sug-
gestions coming.

Good Advice from 
a Member

Th is is a comment from a long-time 
user of the Sales Division:

I suggest you tell potential sell-
ers that they are salesmen and 
should present their products well 
and carefully. 

(1) If your handwriting is poor or 
shaky, ask someone to complete the 
booklet for you. If I can’t tell where 
or if there is a dot to denote cents or 
if a digit is a 7 or 1, I am confused 
(and will skip over the items). 

(2) Be careful in placing the 
stamps in the book. Use mounts 
that fi t the stamps. Describe the 
stamps accurately, mention faults 
— I found 2 described as MNH and 
both had creases not mentioned. 
One other MNH was stuck to the 
page and removing it would have 
damaged it.

Th ese are very good points. And 
many buyers on our circuits share this 
view. “Confuse the buyer, lose the sale.”

Blank Sales Books 
and Mounts

Supply orders for StampStore and 
for the Sales Division now have an ad-
ditional postage charge on a per-order 
basis, as follows: 
• Parcel Post 

— add $1.00 for postage
• First Class/Priority Mail 

— add $2.00 for postage
• Orders mailed to Canada or Mexico 

— add $20
• Orders mailed to all other countries — 

add $30

Th e USPS no longer off ers surface 
mail for overseas addresses and we must 
use the International Priority rates to 
mail the orders.

Please also note that we have added a 
new quantity price for the sales books. In 
addition to the 1-, 10-, and 100-book of-
ferings, we now have a 50-book option. 

Books for singles (yellow cover) and for 
blocks (green cover) are 50 for $37.50; 
the 8-page singles books (lavender cov-
er) are 50 for $30 and the books for cov-
ers (light blue covers) are 50 for $55.

Some Changes in 2010
1. Our free direct circuit off erings 

of the Busy-Person, Seasonal, 
and E-Circuit mailings will be 
discontinued January 1, 2010, 
in favor of a direct circuit that 
will have an additional charge, 
because it will be tailored to the 
individual receiving it. Th e choice 
of categories will not be restricted 
to a certain well-stocked category 
list; however, there may be a long 
wait for material that is in short 
supply. Members who now receive 
Seasonal circuits are encouraged 
to rejoin the regular multiple-name 
circuits and select the location at 
which they would like to receive the 
circuits. We encourage members 
residing overseas to browse the 
StampStore site to obtain items for 
their collections.

2. Members sending a circuit to the 
Sales Division, whether you are the 
last member on the multiple-name 
circuit list or are sending Direct or 
Chapter circuits, may use Delivery 
Confi rmation. Th is service is a 
cheaper option (by about $1.40 in 
2009) for returning the circuits, 
and our mailroom signs for 
them. (Please do not use Delivery 
Confi rmation when forwarding 
circuits to other members, since this 
service does not require a signature 
upon delivery.)

3. In January 2010, we will begin 
deducting all postage to return 
the retired sales books. Th is opens 
the sellers’ options to give us 
instructions as to how they want 
their books mailed to them. If the 
seller has the APS Insurance Plan, 
we can follow those instructions 
and any losses can be settled with 
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the Plan provider. Any loss of 
retired sales books that are mailed 
by any method that involves 
using APS Insurance Fund funds 
to cover the loss will include the 
deduction of our commission in 
the settlement, since the Insurance 
Fund is actually buying the lost 
contents of the package.

4. Sales Division sellers may choose to 
donate their unsold material to 
the APS. Th is saves on the postage 
charges and gives the seller a tax 
deduction based on the value of the 
unsold material. You can choose 
to donate specifi c books or donate 
all of them upon retirement. Th e 
seller may designate a specifi c 
APS program as benefi ciary of 
the donation. (We currently have 
members who are taking advantage 
of this way to help the Society.)

5. APS members who have not used 
the Sales Division services in the 
past or who have returned aft er 
a fi ve-year hiatus will have the 
opportunity to receive a four-book 
mini-circuit as an introduction 
to buying through this approval 
service. We off er this special 
opportunity from January through 
March and again from July through 
September each year. Watch for the 
postage paid circuit request card,, 
in the January and July issues of 
Th e American Philatelist in 2010.

2010 Dues
We encourage you to send your pay-

ment by the end of this year to avoid 

interruption of your circuits and access 
to StampStore. In 2010 we will be drop-
ping names from the Sales Division and 
from StampStore at the end of January. 
Reminders will be sent in mid-January.

Holidays and Circuits
Please be sure the circuits you re-

ceive during the upcoming holiday sea-
sons do not become inhabitants of the 
holiday decoration containers or the 
trash generated by gift  wrappings.

‘5 For 10’ Categories 
(Needs)

We need U.S. items, except U.S. First 
Day Covers, U.S. Mint post-1950, and 
U.S. Used post-1950. You can earn cou-
pons for free blank books and mounts 
for every ten completed books contain-
ing material from a set list of categories. 
(Each group of ten or more qualifying 
books must be received at the same time 
and must contain at least $50 per book. 
Th e coupons are issued when the qualify-
ing books are reviewed soon aft er arriv-
ing.) Each book must be designed to fi t 
one of the categories, exclusively. Details 
are sent with blank sales book orders. 
You also may visit www.stamps.org and 
click Sales Division and How to Sell. 
[Note: Single-country books usually 
have better sales.] Below are category ar-
eas that are usually in very short supply:
• Any U.S. Back-of-the-Book areas
• Any single-country books from the 

British Colonial period
• Any European Colonies
• Any countries of the Far East




