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Catalogue.

BY COLTECTOR.

In this list it has been the writer’s
aim to give the stamps with prices an-
noxed, which I consider should be paid
by collectors for them. It has been
mwade so that a fair price might be
given without discounts.

This is a collector’s buying list, not
a dealer’s.

Catilogue Value.
) Unused. Used.
JUBILEE ISSUE.

1-2 c¢. black.. .. .. .. ..$ 20 $ 20
le. orange. .. ve we e e 02 01
de. green.. .. ove e s e e 03 02
dc. bright rose.. ... .. ... ... 03 01
e, bluea. o o v s e e 06 04
6e. brown.. ... .. .. .. .. 35 30
8. violel.. v v v oo o e 15 15
t0c. brown violet... ... ... ... 12 08
15¢. steel blue... ... ... ... ... 15 18
20c. vermilion... .. ... .. .. 20 12
50¢. ullramarine... ... ... ... 50 30
Bl rede. v v it e e e 90 60
$2 dark brown... ... ... ... ... 1 85 125
$3 yellow brown... ... .. ... 275 175
$4 purple.. .. v o ol oo .. 350 2 50
$5... o . e e e 450 3 00

MAPLE LEAF ISSUE.

1-Ze. black.. o i e oo oo 01 1-2
le. green... .. o we o o .. 02 -
Ze. purple.. o wve vee v e .. 02 01
e, rede e v ek it e e . 04 —
5¢. blue... ... ... ... ..ol ... 08 01
6e. chocolate... v o e e .. 07 05.
8c. orange.. ... v vv vee v o 10 03
10c. brown violet... ... ... ... 12 09
1898 NUMERAL ISSUE.

1-2c. black... .. vo v oo .. 01 —
Te. green... oo e et e e o 02 -
Ze. putplen. v v e e o 02 C—-
3¢, carmine... ... .. ... ... .. 04 -
Ge. brown... .. wv vs vee e .. 07 03
8c. orange.. ... ... .. .. .. 09 05
10c. violet... ... ... ... . 10 05

89‘88‘ PECIAL DELIVERY STAMP.

10c. blue green... ... .. ... 12 10
1898 IMPERIAL STAMP.
2¢. Imperial, black, red and
lavender... ... .. ... ... ... 10 02
Ze. Imperial, black, red and
Brey.. v v v e we o 03 01
Zc. Imperial, black, red and
light blue.. .. .. .. ... 03 01
2e. .lmperial, black, car-
mine and Prussia blue 03 01
ENVELOPES.
S
NA o
1898.
Al le. dark green... ... ... 03 = 01
3c. dark red... ... ... ... ... 07 05
1899, o
Al Z2¢. purgle.. ... ... .. .. 75
Al 2c. red... .. .. .. . 05 02

. 2c. black on red.., .., :,_. 20 10

THE STAMP REPORTER.
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Curreat Comment.

Recently a member of the Dominion
Philatelic Association in talking to the
writer stated (hat the library of
that association was of no use to the
members in general. If this be the
case it is only a wuste of postage to
send duplicate stamp papers to the li-
brarian, and in fact there is no need of
appointing a librarian. Perhaps the
state of affairs existing may be ax-
plained in one sentence, “The books
which make up the library may not be
worth sending for or the members do
not know the names of the books pos-
sessed by the association.” If the
member3 are to derive a benefit from
the library more attention must be
given to it. A catalogue should be is-
sued so that the members would have
a list of the books. A supplement of
new books received could be given in
the librarian’s report in the official or-
gan each month. The books should be
bound in volumes as far as possible
and duplicates should be sold, by auc-
tion or otherwise, to defray part of the
expenses. A letter should be sent to
all philatelic publishers soliciting a
copy of their publication, month by
month, or weck by week, for the build-
ing up of our library. This request
would in most cases be complied with.
One philatelic writer explains when
members derive a benefit from a li-
brary as follows: “Trash is no good
anywhere, but good philatelic books
and back numbers of good philatelic

‘| papers, which are out of reach fo the

average collector, individually, became
accessible when in the library of a so-
ciety. Books that would cost from $4
tol $20 to buy may thus be studied at
a cost seldom above a $1. The very
best books should be incorporated into
such libraries first, and every local so-
ciety should have suck a library, in
which case the cost of studying the
best of publications would be reduced
to.a minimum for the individual mem-
.ber.t’ Cheap and poor stuff is good
only to swell the size of a library.”

If the foregoing changes, or some
similar ones, were applied to our lib-
rary it would no doubt prove an im-
portant factor in obtaining new mem-
and revive interest among old members
besides becoming a credit to our be-
loved society.

In a recent number of “Siamps,”
(New York), I find the publishers run-
ning down auction sales and saying the
prices are valueless as guides to stand-
ard prices. Probably their statements
are due to the fact that they may have
placed some stamps in an auction and
because they did not receive as large a
price as they expected, are trying to
belittle auction sales in the eyes of the
collecting fraternity. This action in
the putting of such statements on the
part of suoh a firm should receive se-
vere criticism from every side. It
stands to reason that a rare stamp in
good or perfect condition will bring as
good{a price, if not better, by auction
than!a dealer could retail it to a cus-
tomer for. Yet the “kickers” bemoan
such mode of buying because their sales
are patrounized by “bargain hunters.”
In Iboking through severa) lists of

prices received at auction I find that
‘“hargain hunters” in some cases have
paid over catalogue value fqr good
stampp and still consider their pur-
chase a bargain. Prices as a rule are
good except on trash and that is dear
at any price.

At present we notice that the “co:)—-
dition crank” is becoming more in
number every day. The reason {o this
is that dealers when examining a rave
or medium stamp before purchasing,
generally poinis out all flaws aad de-
ducts amount from the original valu.e
in proportion te Lhe damages. This
makes the collectro, who in the above
was the seller, ai oarc become a “cqn-
dition crank.” In answer {o question
why he i3 so particular hc replies ;“P_or-
fect copies are the ones that will bring
fair prices when youa want le soll,
therefore. when buyiog purchase only

rfect copies.” .
pe ? “STAMPS.”
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The Model Dealer.
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What an unmitigatzd bore the “mo-
del” i3 as a rule, whether as the good
boy of the class at school, as th: San-
day school teacher, the man with a fad
or, in facl, in any line. Thers are,
however, exceptions and the mia who
goss into anylhing with th> idea of
having the best anl keceping his pos-
sessions in the best order and condition
‘is about as good a model as can bn
copied. Of course this wodel is mine
and' to give you a better-idoa o what
I meam\ I will take what should. pa; of
interest to you, the stamp dealer, . I
take him because he is what might be
termed the foundalion stone of the
whole business, though stamp .collect-
ing would go on whether there was
a dealer in existence or not. :

One of the prime necessities—in fact
the first—is neatness with which must
be combined good taste, a knowledge
of stamps, carefulness, accuracy aand
above all he must bs thoroughly hon-
est 80 that all who have anything to
do with him can depend on what he
says. His word must be as good as his
bond if he wishes to gain a nams for
honesty and integrity, two things that
absolutely mecessary in securing the
confidence of collectors, many of whom .
have to trust to these factors when
purchasing through the mails.

You do not care to deal twice with
a dealer who has worked off a damaged
copy on you, just because you are a
long way off and cannot get back-at
him. ) .

The model dealer should be a-phil-
atelist himself, not merely a handler
of stamps, then there i§ but little
chance of having a stamp -sold at a
way up price because: of the absence
of a catalogue and he is.not likely.:to
lose money through the sale:of a valu-
able variety through the lack of know
ledge of what he is handling. . - .. -

There are many other little points
that go to make up the model stamp-
dealer but there are first the poigts
that go to make up the successful pusi-
ness man in any other line and em-
brace such things as courtegus.treat-

ment as customers and enquirers



