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INTRODUCTION

Used clothing 1s one source of c¢lothing for family oon-
sumption, Acquisition of used clothing could increase a
familyfs clothing consumption without purchase of new
clothing. Used garments may enter the famlly inventory as
a gift, exchange or purchase. Before a consumer survey
could be planned to interview famllies about kinds and quan-
tities of used clothing they purchased, information was
needed about sales of used clothing., This investigation
examines the sale of used clothing.

The most direct wéy to obtaln informatlion appeared to
be from observations of various saies of used clothing and
interviews with the chairmen of these sales, Effort was
made to interview the chalrmen of all organization sponsored
sales that occurred in Ames between September 1, 1961, and
August 31, 1962,

- This pilot study was made to describe the situation,
the size and component parts of a local used clothing
market, and to develop a questionnalre. This study suggests
'aspecté of used clothing sales that should be examined in
more detall,

Review of Lliterature

A search of'publications in which Home Economics

research normally appears falled to disclose any research



on used clothing sales in the United States from 1952 to
1961, The Journal of Home Economics, lists of completed

theses and dissertations, and reports of research at land
grant 1nét1tutions and federal agencies were examined., How-
ever, several articles about used clothihg sold in the
United States appeared in popular magazines,

A sale sponsored by the Parent-Teachers Assoclation of

Bronxville, New York, was described in Good Hbusekeeping.
The PTA received 25 per cent and the consigner received 75
per cent of the selling price. "Prices are based on one-
third of the original cost with varying amounts deducted for
age, wear, etec,” A $50,00 dress was priced at $15.00; if
not sold within a month the price was reduced one-third,
dafments not clailmed after six weeks belonged to the PTA;
all proceeds from their sale went to the organization. Two
or three times a year a half-price sale was held. If not
sold in the half-price sale the garments were given to
charity.l

A news story in Women's Wear Dally told of a store in

Philadelphia that s0ld used maternity clothing. The owner,
of the store sent letters to women suggesting they "convert

their old maternity clothes into cash." All used clothing

lRaising money with a used clothing exchange., Good
Housekeeping. Vol. 150, No., 2: 116, February, 1960,



was in good condition and clean. Prices ranged from $3.50
to $50.00.%

The second hand market for high fashion clothing was

2

discussed in a Saturday Evening Post® article in 1956 and in

a Good Housekeeping3 article in 1959. Both articles gave

the names of designers whose garments were sold in second

hand dress shops. The Saturday Evening Post article was

more complete, These ltems were reported to show no signs
of wear, because they were discarded after a few wearings by
entertainers or soclety women.u The selling price was set
by the owner of the shop, who received 40 per cent of the
selling price. A Dior cocktall dress and coat, originally

" priced at $700,00, sold for $100.00;° a Mainbocher sult
priced $225,00 when new was sold for $50.00.4 The consign-
ment agreement usually specified that a garment was reduced

20 per cent after 30 days. After 90 days it was either

1Business developed for used maternities, Women's Wear
Daily. Vol, 104, No. 60: 35._ March 27, 1962,

2Hartzell Spence, She sells glamour secondhand.
Saturday Evening Post. Vol. 229, No. 13: 32-33, 148-149,
September 29, 1956.

3How about those famous fashions at bargain prices.
Good Housekeeping. Vol. 149, No. 4: 190-191. Octobver,
1959. '

4Spence, op. eit., p. 32.

STpid., p. 33.



m

marked down to any amount necessary to dispose of it or
returned to the owner.1 In ohe New York shob the garments
were marked doﬁn to from $5;00 fo $10.00 after 60 days on
the rack; If not s0ld 30 days later, the garment waé given
to charity or returned; When the store first opened in 1953
the owner did not have a city used clothing license. She
obtained one after television publicity brought the shop to
the attention of New York city officials,® |

The federal personal lncome tax law allowed an indi-
vidual to deduct the value of clothing donated by him to a
'oharitable organization, Deductions for contributions to
churches and temples, Salvation Army, and veterans' organil-
zations are allowable deductions; contributions to Boclal
clubs are not allowed by the Internal Revenue Service.

A letter was sent to the Commissloner of Internal
Revenue Service to learn what criteria the government used
to Judge the value of donated garments. Mr, Lester W,
Utter,3 Chief, Individual Income Tax Branch, replied, His
letter, quoted by permission, followss

1How about those famous fashlons at bargain prices,
p. 191,

ESpence,.gE. eit., p. 148,
3Utter, Lester W., Washington 25, D. C. Contribution

of clothing allowable as personal income tax deduction.
Private communication. April 5, 1962,
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Section 1,170-1 of the Income Tax Regulations pro-
vides, in part, that if a contribution is made in
property other than money, the amount of the deduc~
tion is determined by the falr market value of the
property at the time of the contribution. The fair
market value is the price at which the property
would change hands between a willing buyer and a
.wllling seller, nelther being under any compulsion
‘to buy or sell and both having reasonable knowledge
of relevant facts. Any deductlion for a charitable
contribution must be substantiated, when required
by the district director, by a statement from the
organization to which the contribution was made
Indicating whether the organization is a domestic
.organization, the name and address of the contri-
butor, the amount of the contribution, and the date
of 1ts actual payment, and by such other information
as the district director may deem necessary,

The Internal Revenue Service is unable to approve
any privately lssued gulde for the valuatlion of
clothing given to charltable organizations,

Reasons for Undertaking this Study

There were four reasons for undertaking a pilot study

of used clothing sales at this time:

1. To describe the situation as it existed by ex-
amining all types of sales and auctiona. The
writer did not explore any one type of sale in
detaill, but rather described all types of sales
in Ames from September 1, 1961, through August 31,
1962,

2. . To develop a questionnalre to be used for this

study and future studies of this nature. A pro-

posal for North Central regional research entitled,
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Factors Assoclated with Family Acquisition, Use and
Disposal of Clothing, is intended to examine
"...the process of acquisition, use and disposal of
elothing by family members and to identify associa-
tions which exist between this process and such

nl Information

factors as.,.market conditions,..
about different types of used clothing sales is
needed before a survey can be made to determine the
importance of used clothing in family clothing con-
sumption.

3. To provide information about used clothing sales to
help home economists plan clothing budgets for low
income families, At the present time little in-
formation 1s avallable to soclal or welfare workers
on the availlabllity of used clothing.

4, To learn if receipts from used clothing sales are
large enough to influence retall sale of c¢lothing.
This information could be helpful In explaining

fluctuations in retail sales of new clothing.

lyinakor, T. G. Factors assoclated with family acqui-
sltion, use and disposal of clothing. Reglonal research
proposal, Textiles and Clothing Department, Iowa State
University of Science and Technology, Ames, Iowa., Mimeo,
report. ca. 1961.
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Procedure

Becauée muach baslc information was needed before
questionnalres could be developed and chalirmen 6f sales
could be interviewed, unstructured observatiohs of used
clothing sales preceded all ofher work oh this stﬁdy. The
writer visited sales énd observed the types ofvclothing
sold, the physical organization and activities, She talked
to her friends, neighbors, and faculty members.of Towa State
Unlversity about sales of used clothing with which they were
acquainted. Faculty members of the Textlles ahd Clothing
Department of Iowa State Univefsity were questioned to learn
if any was a member of an organlization that would sobn be
having a sale of used clothing.

One faculty member sald that her sorority alumnae group
-wonld be having a sale in two‘weeks, and arranged for the
writer to observe the sale. Both the preparation on a
Friday night and.the sale on a Saturday morning were ob-
served and a detailed description written for later refer-
ence. The writer observed other sales without the sponsorsf
being aware of the reason for her visit, so far as she knew,

Every effort was made to be unblased in reporting ob-
servations and to make them in as inconspicuous a manner as
possigie. To be less obvious the writer usually dressed for

a sale in neutral colors. Her garments were not new, but
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were threadbare‘or faded., A head scarf was worn rather than
a hat, However, some of the clothesline sales were held in
middle class nelghborhoods of new ranch type homes, 014
clothing would have been consplcuous in these surroundings
80 the type of clothing normally worn for shopplng in the
downtown Ames area was worn, |

Notes were taken during each sale, These,notes were
very brief, éonsisting of key words and prices Jotted down
in a small notebook which fitted into the palm of the hand.
Immediately after the writer left the sale more detailed
‘notes were made, These notes, more complete than the first
notes made at the sale, were made in a car, on a bus or
while walking down the sidewalk, The objective was to get
as much information as possible recorded while it was still
fresh in the writer's mind. Both sets of notes were typed
up in a complete narrative form as Boon as posslble fol-
lowing the suggestions by Selltiz gg,gg,l

A 1ist of sororities and fraternities was complled from

2

the November, 1961, Ames Telephone Directory“ and checked

loiaive Selltiz, Marie Jshoda, Morton Deutsch, and
Stuart W, Cook. Research methods in social relations,
Revised one-volume edition. New York, New York, Holt,
Rinehart and Winston, Inc. 1961, p. 211.

2Northwestern Bell Telephone Company. Telephone
directory. Ames, Iowa, Author. 1961,
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against the Iowa State Student Direetoryl listing of sorori-

ties and fraternities, The president of each group was con-
- tacted by telephone to learn 1f it sponsored a used clothing
auction or sale, and 1f there was a local alumnl group; the
name and address of the president of fhe alumni group was
also obtained in this call, The alumni president was then
contacted either by telephone or post card (sample is shown
in the Appendix). Arrangements were made to interview the
president of any fraternlity or sorority organization, either
active or alumni, that had held or planned to hold a sale in
Ames between September 1, 1961, and August 31, 1962,

From the classified pages of the Ames Telephone
Directory a list was made of all churches in Ames., The
minister or church secretary was contacted by telephone to
learn whether any group in that church sponsored used
‘clothing sales and the name of the person who had been in
charge of 1ts most recent sale., Each chalrman was then con-
tacted by telephone and a time set for a personal interview.
An effort was made to find out if there were any churches in
Ames that were not listed in the telephone directory.

The Ames Chamber of Commerce maintains a list of organ-

izations of a soclal, fraternal and philanthropic nature.

lIowa State University of Science and Technology.
Student directory. Ames, Iowa, Author. 1961,
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A copy of this l1list was obtalned, The name of the president
of each orgénization, his addreeé and telephone number were
given on the list, The president of each listed organization
was contacted by telephone. 'If the organization sponsored
used clothing sales the name of the chairman of the most
éecent sale was obtalned, Each chairman was contacted by
telephone and arrangements made for a personal interview,

Every effort was made to learn about all sales spon-
sored by such organizations. However, when the presidents
of organizations were contacted by telephone one woman re-
ﬁorted that her organization did not have used clothing
sales. About three months later her organization advertised
in the local evening paper a sale of used clothing to be
held the followlng Saturday.

The local office managers of the two rallroads, four
storage and moving companies, express company and post
office were contacted, No unclaimed merchandise was sold
in Ames from these sources.

Nearly every person who was contacted during this re-
search volunteered information about two used clothing sales
that had been held in Ames for several years on a regular
schedule, One sale was held for three days a week, the
other for two days a month, The first sale was difficult
to locate. After repeated inquirles the name and address

of this sale was obtained from a former customer, The
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locatlion of the semi-monthly sale was more generally known,
The managers of these sales were contacted and interviews
arranged,

A local hotel had an unrented store in the hotel build-
ing where used clothing sales were frequently held, The |
hotel manager was interviewed to obtaln names of the chair-
men of these sales, An Ames clty officlal and the soclety

edltor of the only Ames newspaper, the Ames Daily 'I‘ribune,1

were interviewed to learn of other organizations which sold
or gave used clothing to indigent families.

| The president of one fraternity alumnli group, when con-
- tacted to learn if his organization held sales, asked if the
study was to include clothesline sales. When told that it
would, he gave the caller the names of two women who had
sponsored clothesline sales. The women were contacted by
telephone and both were willing to be interviewed. At
another clothesline sale, located through a newspaper adver-
tisement, the family name was on the mailbox. Later this
woman was contacted, She was not only willing to be inter-
viewed, but also gave the writer the name of another woman
who had recently held a sale in another part of the city.

To learn of sales sponsored by different types of

1pmes Daily Tribune., Vol, 95, No. 53 - Vol, 96, No,
52, September 1, 1961 - August 31, 1962,
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organizations the classified advertising sections of the
Ames Daily Tribune and of the university student newspaper,
the Iowa State Daily,’

were read. The files of the past

issues of both newspapers from September 1, 1961, to
. August 31, 1962, were checked to Bee if there were any sales
advertised by an Ames organization which had not been dis-

covered using other means,

Preparation of questionnaires

A list was prepared of information that the observer
hoped to learn from this study. After attending several
sales, she developed the questionnaires to be used to inter-
view the chairmen of sales,

In order to learn which garments sold more easlily and
which items were hardest to sell, the chalrmen were to be
asked tb rate garments according to demand for them at the
respective sales. The names of the different items of
Aclothing for the infant, boy, girl, man and woman were typed
on three by five inch cards. On each card was the name of
the garment, the person that would'wear it, that is, man,
woman or child, and any other necessary information to
clarify the exact type garment that was to be rated, For
example, "women's coats, full length, 3/4 length; for

lrowa State Dally. Vol. 91, No. 1 - Vol. 91, No. 159,
September 8, 1961 - August 16, 1962.
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spring,'fall and winter" was listed on one card. There were
51 cards to be sorted even though many groups, for example,
dresses, were not broken down into exact kinds. Maternity
dresses, formal and sport dresses were on one card; in this
way the number of cards to be'sorted was limited somewhat
(see Appendix).

A rating scale of four degrees of ease of selling was
developed. The four categories were "usually sell very
well," "usually sell fairly well," "sells," and "hard to
sell items.” In addition, a fifth olass, "not enough items
ét sale to know if they do sell well," was found to be
especlially Qseful for the sales where the amount of clothing
offered was limited. Most women who sorted the cards
appeared to understand the different categories; only one
woman had to ask repeated questions about this scale, Each
category of this scale was typed on a manila envelope using
capital letters of a typewrlter with the large, bulletin
Blize type. Originally these statements were centered on
three and a half by nine inch size envelopes, This proved
to be awkward becsuse the women would stack the cards on the
envelopes, covering the ldentifying words, as they sorted
them, After two 1nterviews new envelopes were prepared with
the categories typed on the left side of the envelope. Thus
the cards could be placed on the envelopes without covering

the classifications,
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There were four different types of interviews conducted
for this study. All the interviews were made by the writer,
assuring uniformity in interviewing methods, Two different
questionnaires (see Appendix) were used. The-first ques-
tionnalire was used for Intervliewing the presidents of the
sororities and alumnae groups, the second for interviewing
the chalrmen of the varlous organization sales, The
sorority sales, active and alumnae, were usually smaller
and were held less frequently and with less regularity than
the sales sponsored by other women's organizations. There-
fore 1t was decilded to investigate these sales in less de-
tail, using a shorter form of questionnaire,

In the original plan of study, c¢ity, school and welfare
officials were to be interviewed, HOWB#er, this was not
done because it was believed that necessary information had
been provided by an interview with a city official,

In the third type of interview no questionnaire was
used, The women who had held clothesline sales, the hotel
manager, the soclety editor and the managers of the two
continuing sales were interviewed without using a formal
series of questions. It was belleved that in this way the
persons interviewed would not be restricted in their
answers, QGeneral questions were asked, encouraging casual
discussion of the topic by the interviewee, Notes were

taken during these discussions., None of those interviewed
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by this method appeared to be disturbed by the note taking.
Later these unstructured interviews were typed, almost ver-
batim, for future reference.1
A 1ist of questions was prepared for use in inter-
viewing retaill dlothing merchants, shoe repairmen and
managers of dry cleaning shops to learn if they donated any

unsalable merchandise to any used clothing sales,

Interviews

After introducing herself, the interviewer briefly ex-
plained the reason for the interview, its confidential
nature, and the proposed use of the results.

A relaxed atmosphere was desired, so the interviewer
tried never to seem hurried. The questions from the inter-
view schedule were read aloud by the interviewer who then
wrote the verbal response on the form. Some of the ques-
tions, for example, numbers 21, 22, 32 and 34 on the long
forms, were of the open type (see Appendix), All comments
made by the person belng interviewed were noted on the
questionnalre, The spéce allowed on the front for these
comments was often insufficlent so the back of the three
page questionnaire was used for any additional comments.,

The questionnaire was fastened to a clipboard, giving the

lse11t1z, op. cit., p. 267,
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interviewer a place to write wlthout needing a table, The
same interviewing procedure was followed for both types of -
questionnalres except that the ranking cards weré'not sorted
by those women who answered the shorter form. o

When the interviewee sorted the cards onto eﬁVelopes, a
space was needed to put the envelopes. Most frequently the
sofa was used; on several occasions the dining room table or
other table was used., The envelopes were always placed so
the one marked "very easy to sell” was nearest the person
doing the sorting. Ranging from the easiest to the hardest
ﬁo sell, the order was always the same, As the envelopes
were placed on the sofa or table an explanation of the
meaning of the classifidations on the envelopes was glven.
During the sorting any questions about the meaning of the
cards or the envelopes were answered by the interviewer and
noted on the questionnaire. Other comments made during this
time were also noted on the back of the questlonnaire. When
the person finished sorting them, the cards were put into
the envelopes. These envelopes were placed in the card
folder and tied with the folder string to keep the cards in
the proper envelopes. 3

Although the ranking of cards was question number 24,
10 questions from the end of the questionnalre, it was
shifted to be the last question of the interview. It was

hard to re-establish the questlion and answer give-and-take
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~ when the ranking of the cards was not at the end of the
interview,.

The interview was then finished., The interviewer
entered the ranking of the cards on a summary sheet imme-
dlately after leaving the interview, The cards were shuf-
fled and put into the folder before being used in the next
interview,

The time to administer the short schedule varied from
fivé to 15 minutes for an interview. The duration of the
interview using the long form varled from 15 minutes to one
ahd one half hours. Answers to open end questions and the
'eomments made by the interviewee while sorting the ranking

cards accounted for the wide time range.
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CLASSIFICATION OF SALES

After'observation and interviews, sales of used
clothing in Ames were classifled in the following manner:
I. Sales sponsored by nonprofit organizations

A, Occaslonal sales

51} Church

2) Active groups of sororities and
fraternities

(3) Social, fraternal and service
organizations

B. Continulng operations
(1) Vomen's club
I;. Sales for mutual profit of donor and seller-agent
A, Occasional
B, Continuing
III. Sales for individual profit
| A. Occasional
51; Individual or group of individuals
2) Organlzation
B. Continuing
Sales sponsored by nonprofit organizations included all
sales for which the garments were glven or donated to the
church, sorority, fraternity, club or other organization by
the members and friends of that organization, to be s80l1d at
public sale with all profits from that sale to be given to
the organization.

The sales for mutual profit of donor and seller or
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agent included those sales and auctions where the seller-
agent retalned a percentage of the sale price with the
balance paid to the person who owned the clothing., At a
sale for individual profit, all profits from the sale went
to the person who owned and sold the clothing.

An "occasional"” sale was one held one to four times a
year by a particular organlzation or group, The garments
were avallable for sale only on those days., After each sale
unsold garments were returned to the owners or disposed of
in other ways, but not usually saved for the next sale, An
oceésional sale occupled space that was used by other sales
or for other purposes when a speclflc sale was nbt belng
held. |

A "econtinuing" sale was held at least one day a month
and unsold clothing kept from one sale day to another., The
élothing was available for sale on racks and was not stored
away between sales., A continulng sale occupled space that
was not used for other purposes.

One type of sale not included in this study was that
held annually in connection with the local Campus Communlty
Chest drive, As explained by all those sorority and fra-
ternity presidents whose organlzatlons participate in this
type of asctivity, thlis sale was for fun, The money went to
a worthy cause, but the most important thing about the sale

or auction was for everyone to have a good time, Most of
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those interviewed sald the things donated for sale at this
time were elther out of style, very ugly, very worn‘or there
was some other factor that made the garment eitremely unde-
sirable,

At the time of this study there was no regular or full
time auction within the city of Ames, There was an auction
located Just outside the city limits which sold chiefly used
furniture and applliances, Qccasionally there was some
clothing sold, The writer went to two of these auctions.
No clothing was sold the first night and only one box of
cldthing wasg sold the second night. These were cotton
dresses, size 16, most of them new but some used. There
was an undisclosed number of dresses in the box, which sold
for 75 centa. No bid was received on the individual
dresses, only for the entire box.

Used clothing was collected by the Salvation Army from
| Des Moihes, Iowa, for resale elther in Des Moines or for
shipment to other cities, Churches in Ames collected
clothing for sale and also for both domestie and foreign
missions. A church sponsored children's home in Ames was
frequently the recipient of used clothing collected in
churches, on the university campus, and donated by Ameé

merchants,
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Description of Sales

A1l classifications of sales had some common character-
istics, These similarities will be discussed, followed by
the description of characteristics of each different type of

sale,

General characteristics

Size Sales were classified into two groups after
observation of several sales of used clothing: small and
large. A "small" sale had the following characteristics:

| 1. The rack space was less than 10 feet long or if
longer all avallable hanging space was not used at
the start of the sale.

2, There were less than five tables with no tagble
completely filled at the start of the sale,

3. The sale was held in a small room, under 25 feet
8quare, or in a larger room that was more than half
empty.

4, The sale workers consisted of no more than six

women including selling force and cashlers,

A "large" sale met the following requirements:
1. Over 10 feet of rack space would be fllled with
hanging garments at the start of the sale,

2, There were more than five tables and at least four
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of them were completely fllled at the start of the
sale,
3. The sale was held in a large room, over 25 feet
square, which appeared to be more than half full,
4, The sale wérkers consisted of seven or more women

including selling force and cashiers.

Only three church sales were observed, two large and
one small, using the above criteria. Of the two sorority
alumnae sales observed, both were small, Clothesline sales
ranged from very small to large in size, depending usually
upon how many women were sponsoring the sale, Many sales
were held in the fall of 1961 before observations of sales
started; therefore it was impossible to classify them as to
size in this study.

Reputation Customers referred to some sales as

"good" sales, A used clothing sale, like a retail store,
establishes a reputation in a communlity over a period of
time. In many of the interviews the sale chairmen said that
customers told them that they always tried to attend this
particular sale because they knew it was a "good" sale.
These usually were the sales that reported the largest cash
recelpta. The chairmen of sales that were relatively small
in dollar volume did not mention that they had regular

oustomérs, but this question was not specifically asked on
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the questlonnaire,

A "good" sale seemed to be characterized by clothing
reasonably pficed and of good quality, with a large selec~
tion of clean, ironed clothing. It was reported, and ob-
served at some sales, that there was a group of women
waiting to get into such "good" sales 30 minutes to an hour
before the sale was scheduled to start. This was true re-
gardless of the season of the year, In subfreezing winter
weather or on a hot summer day the crowd seemed to be there
when the sale was known to be a good one, Chalrmen of
Bmailer gsales did not report the people walting for the sale
to open, This was also verified by observations.

Many intangibles contributed to the reputation of a
sale, If the sale was sponsored by a group of busliness
women, mostly unmarried, the clothing that was for sale was
ﬁostly sults, taillored dresses, swéaters, blouses and
sikirts, There were few items for men, children or infants,
It appeared that customers preferred a sale that offered a
selection of garments for all members of the family. A sale
sponsored by a large church in an upper middle c¢lass
neighborhood usually had a wide range of sizes of good
quality garments for children of all ages as well as for
adults, Again the customers seemed aware of this. A church
in an older, less well maintained neighborhood had fewer

customers, apparently because it did not have the quality
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nor the quantity of garments offered at a larger sale,

Customefs The groups of customers gathered outside
Bales observed for this study could be desoribed as
friendly people walting for a pleasant event, Often there
seemed to be old frliends and relatives meeting in the orowd.
There was much talking as the people tried to make the
walting more interesting. When the Bale workers arrived the
wailting customers greeted them in a friendly manner,

The atmospbere changed abruptly when the doors were
opened, All talking ceased. Each person hurried to the
section where the clothing that interested him or her was
displayed. For example, one woman went to the rack where
children's dresses were displayed. She quickly looked at
each dress, took those that apparently looked to her like
"good buys" and rolled them into a roll and tucked the roll
ﬁnder her left arm. Each garment that was considered a
possible purchase was treated in this manner, rolled and
half hidden under the left arm. She then moved to the
blouse or shirt sectlon, made her tentative selections,
rolled them and continued on to the next section., All the
women customers were doing this: the quick inspection,
roll, tuck, and move on to the next group. After about 15
to 20 minutes, depending on the size of the sale, the women
had been to each section and they then each went to a quiet
spot, preferably near a window or light, where she took the
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garments one by one from under her arm and examined them
carefully. The women checked seams, hems, looked for rips,
tear, holes, faded colors or other signs of wear. Some
garments did not péss this test. Many garments were in ex-
tremely worn condition, yet perhaps because of low price or
great need these garments were sometimes purchased. The
clothing that was taken to the quiet corner was either left
there, for the workers to re-sort later, or it was taken to
the cashier where payment was made,

About 20 minutes after a large sale opened a line had
formed at the cashier's check-out table. The women custom-
ers then began to talk. This first rush lasted from 20
minutes to one to two hours, depending on the size of sale,
Only a few people came throughout the rest of the announced
sale hours until about an hour before closing time. At this
ﬁime there was usually another rush and the same process of
the women customers searching, rolling, tucking the garments
under arms and retiring to inspect carefully what they had
chosen., There were a few women in the second rush who had
been there when the sale first opened. There were also
newcomers, The chairmen interviewed thought that the women
who came in this second rush may have been to another rum-
mage Bale they thought would be "better" aﬁd so went to it
first. Some customers may have come back the second time

because they belleved that to clear out merchandise the
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prices would be cut in preparation for thls second rush,

Sales that did not have "good" reputations appeared not
to have the first nor second rush, There was a steady
trickle of a few women throughout the sale hours, and this
was reflected in the relatively low cash receipts.

All the chairmen interviewed referred to the customers
at used clothing sales as "those people.” In conversations
the writer held with friends, nelghbors and merchants they
also used the phrase "those people" in the sBame reference.

The chairmen always mentioned that odds and ends or
knick~knacks usually sold very well, Several women thought
that "those people" liked to indulge themselves by impulse
buying and these ltems could usually be purchased for less
than 15 cents, Other chalrmen thought that the ocustomers
did not like to go to a sale and not buy something. The
bbserver purchased several items at sales. The cashier was
always located by the door, and it was embarrassing to leave
without buying. Therefore a small, inexpensive item was
usually purchased at eaéh sale, These included glass
tumblers, bracelets, earrings, plastic trays, and one cot-~
ton dréss.

The observer happened to leave the semi-monthly women's
¢lub sale at the same time that an elderly woman was leaving
and walking in the same direction. They talked about the
sale, The woman explained that she lived only two blocks
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away and came to every sale for 1t gave her something to do
and "sometimes you can find really nice things."

‘Customers observed at sales were usually oldér women or
women who had several small children with them, There were
a few men at the evening sales ahd at sales held 6n
Saturdays.,

Occasionally members of the organization which was
sponsoring the sale purchased items, This was usually be-~
fore the sale opened to the public, but always after the
article was priced. One organization which had a continuing
sale would not sell any item to a member until the article
had been on sBale for one day. VAny antique that was donated
to the sale was priced by a professional appralser. A cludb
member could then purchase the antique.

Clothing sources Apparently most of those who

éttend rummage sales believe that the items on sale are
clothing discarded by the family and friends of members of
the group sponsoring the sale., In some cases this was not
true. Much clothing comes from members but one church sale
in the spring also included left over or unsold clothing
from an earlier sale sponsored by the sorority of a church
member, This was learned, not from the chairman of the
church sale, but from the chalrman of the alumnae sorority
sale, It is therefore possible that this could have

happened on other occasions and with other groups, without



28

the sale chairmah knowing of 1t.

The managerslof Ames retall clothing and shoe stores,
dry cleaners and shoe repair shops were interviéwed to
learn if any merchants sold or donated unsalable clothing or
shoes to any Ames used clothing sales,

The interviewer had seven questions typed on a four by
six inch card (see Appendix). Separate cards were made for
all the retail stores in Ames, listing name of store,
address and type of merchandise sold. The writer asked the
questions and wrote each manager's answers on the proper
card, The interview took from two to five minutes.

To the question "Within the last year, September 1,
1961, to August 31, 1962, has your store given any clothing
(shoes) to any Ames group or organization for them to sell
or give away?" the answers are shown in Table 1,

These garments and shoes were given to churches for
resale or for overseas rellef, to both Ames and Des Molnes
charities, None of the managers knew whether they had sold
any merchandise for resale in Ames. Three managers reported
that a man came to Ames from a large city out of state two
times a year to buy for resale any unsold merchandise at a
very low, unstated price, All three people sald that they
gave the garments to their churches rather than sell at such
a low price.

Of the eleven merchants donating clbthing to churches
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Table 1. Number of Ames merchants who gave clothing to used
clothing sales

Number of merchants

Type of store _ Number asked Number who said yes
Children's clothing 3 1l
Department store b4 1
Dry cleaner 9 1
Men's'clothing 7 3
Shoe repair 3 1
Shoe store 5 1l
Variety store 3 1
Women's clothing 6 2

Total number of firms 4o 11

or charities only four were members of those churohes, or
were in any way afflliated with the charities, Denomina-
tional lines were not observed in giving away these items.
The type of merchandise given away by retall merchants
could be divided into three groups: new garments damaged in
some way, making them unreturnable to the factory; merchan-
dise returned by customers that had proven unsatisfactory;
and sun faded or soiled items, Shoe repair shops and dry
cleaners donated merchandise unclaimed for more than one to

two years. One dry cleaner donated any articles damaged in
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cleaning, after payment had been made to the owner,

One shoe repairman who gave shoes to be sent by his
church to an overseas mission sald that he never gave away
shoes that were in a poor éondition. He did not think the
money should be spent on freight for shoes that would in-
Jure the wearers! feet, It was his opinion that many things
were given to a charity when the item was sc worn it should
be deatroyed. He demonstrated his argument with a pair of
shoes from the waste box. These shoes appeared to be in
better condition than many seen by the writer at rummage
sales, These shoes had deep holes inside the sole that were
not readlly seen, He sald such shoes would harm any'feet
that wore them. One shoe retailer said he never gave shoes
away because shoes ghould be fitted to the wearer's feet.
Only these two men referred to the necessity of thinking of
. the welfare of the person who was to wear the garments
donated.

A retaller who gave unsold garments to a used clothing
sale would forgo the possibility of selling it to a firm

specializing in this type of merchandise. The goods had
been purchased and pald for and would therefore constitute
" a deduction from his gross income,

When an individual gave clothling to oné of these sales

he might have claimed it as a charitable deduction from his

personal income tax. However, all chairmen replied in
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answer to specifiec qgestion that they had not been asked for
recelpts for clothing donated for sale., It 18 possible that
donors of clothing had c¢laimed 1t a8 deductions from per-
sonal income iax but because the District Director of
Internal Revenue had not asked that the deductions be sub-
stantiated, the sale chairmen had not been asked for re-
ceipts., Only by further research could it be determined if
donors of clothing to such organization sales were claiming
this as deductions from thelr income tax.

All chairmen interviewed reported that the sale commit-
- tee made arrangements for the clothing to be called for if
the donor could not bring it to a central spot. Usually it
was collected over a periocd of a week before the sale with
most of the garments being brought in one or two days before
the Bale.
| The quantity of clothing at sales varled widely. Be-
cause this study was concerned with deseribing what actually
occurred in Ames from September 1, 1961, to August 31, 1962,
every effort was made not to Interfere with the gbti#ity at
a sale., Therefore the observer did not count the numbers of
garments at the sales attended because she did not wish to
be consplcuous. However at one 8ale the garments on a
single, £ifty foot rack were counted the morning of the
second day of the sale by a church member. This rack held
women's coats, sults, dresses and skirts, a total of 480
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garments,

Display Methods of displayling used clothiné Were
consistent regardless of size or type of sale.' Coats,
sults, trousers, skirts, Jadkets, dresses and blbuses weﬁe
placed on hangers which were hung on racks., The type of
réck varied from conventional chrome plated garment racks
to sections of iron pipe suspended from the ceiling by
chains or wire,

At one church sale shoes were displayed on unfinished
.wooden racké. Usually shoes, purses, hats, and all other
- 1tems that could not be hung conveniently were placed on
tables, which ranged in size from card tables to ping-pong
tables, Sometimes tables were placed so that customers
could encircle them. At other times they were side by side
or, in the case of long, narrow tables, end to end. Tables
ﬁere also used to ehannellflow of customer traffic, and
often to close off a doorwayvthat was not to be used during
the sale. The women workers stood behind the tables and
used them as display counters.

In all sales observed, clothing was sorted by type.
Clothing for men was hung in one section, clothing for women
in another, Children's clothing, both boys' and girlsf
garments, was usua11& displayed together in the same area.
Women's dresses, blouses, sults, and coats were displayed

in groups sorted as to garment type. Clothing for men and
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children was also sorted and displayed by garment type.

Labeling Each garment offered for sale was usually
marked or labeled with a rectangular tag of paper one or two
inches wide by two or three inches long. This label was
pinned to a sleeve, collar or, less commonly, to. the
shoulder area of the garment and was marked with the price
and sometimes the size of the article., If priced indi-
vidually, shoes were marked on the soles. Hats were occa-
sionally marked wlith a paper price tag pinned to the ribbon
band or veil,

The workers frequently placed a large price sign on the
rack or table instead of marking each item with a price
ticket, This was the most common method of indlcating
prices of éhoes, purses and hats, Often there was no price .
sign either on the table or on the displayed items.
| At none of the sales attended was an attempt made to
state fiber content or other descriptive material on the
label, Some garments have a woven slze label fastened into
a seam. Donors infrequently marked garments with size be-
fore sending the items to be sold. Information about the
garment was seldom available to the person doing the
marking.

Pricing and price cutting According to the women

interviewed, pricing the garments was the most diffioult

part of the Bale. Several sales chalrmen stated that women
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do not volunteer for this work. Because the chairman
usually had had experience with other sales, she was "stuck
with the job." Those wlth experlence gained from earlier
sales helped to train others for the next sale. When the
women were asked what criterla they used to price the sale
garments, each of them sald "experience" or words to that
effect, Af'ter working at sales for many years they be-
lieved that they knew what customers would pay for different
garments, As one woman said, "Someone who has done a lot of
it gets along better than someone who tries to follow a

. recipe,"

One woman interviewed sald that infrequently a donor
would put the original price on a garment sent to the sale,
to help the worker price 1t for resale, According to this
woman, resale price could be based on original cost only to
é'eertain extent because there is a limit to how much people
will pay for used garments, For example, she sald there is
a rive dollar limit on wool coats, The amount of wear still
in a coat seems to be more important to the prospective
purchaser than the original cost.

The way different women price garments is i1llustrated
by the following example, Three sales whose chalrmen were
interviewed had each received three different women's sults
that were all of the same, nationally advertised brand.

These sults, known for thelr classic style, usually retail
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for over 100 dollars, The only one of these three suits
that the writer saw was noticeably out of date both in
fabric and style, It was of medium blue color with streaks
of gray, apparently from gas fading, There were two women
doing all the marking for this sale. Neither ﬁanfed to
price this sult, Two other women workers entered the dis-
cussion which centered on the fact that although it was in
poor condlition 1t was a famous brand name sult. Finally the
sult was marked $2.50, which two of the women considered a
ridiculously low price for that brand of suit., They ex-
pressed thelr disapproval, buf the price was not changed.
Several hours after the sale started the sult was still un-
s0ld, It was then marked down to 75 cents., It sold about
30 minutes later, At another sale the same brand of sult
was also priced at $2.50 and did not sell, It was taken
home by the owner to be brought back for the next sale. The
woman interviewed desecribed it as being in "lovely" condi-
tion, 8o they would not cut the price. A third suit, with
the same brand label, was sold for $7.50 at a third sale,
The woman in charge of this sale sald that from the worn
condition of the suit it was obvious, to her, that it was
Just the label that was important to the customer. The
chairman sald that no label was worth $7.50 when the garment
was 80 badly worn. These three sales were held within a

four month period in downtown Ames, Two of the sales were



36

held in the same location.

The césual way prices were determined at one sale was
shown by the followlng example, The sale was a small one,
held regularly but not contlnuously. ’The observer could
find oniy one item that was marked. When a woman customer
asked the price of a dress the worker asked the chairman of
the sale, "How much for this?" The chairman answered,
"Well, she bought those other things, so what do you think,
35 cents?" Worker and customer agreed that was a fair
price.

All sale chairmen interviewed agreed that if a garment
was obviously out-of-date it would not sell st any price.
There were, however, three uses for the garments mentioned
by the women in answering énother question which concerned
the fabric rather than the style. One nonfashion use of |
ﬁsed garments was as a source of fabric to be used in make-
overs, The fabric in one very full skirted dress was sold
to make doll clothes., No chairman said that garments were
sold to be made over for children; however the questionnaire
did not specifically ask this., In most cases chairmen did
not know the purposes for which garments were purchased,

A second use of old garments mentioned in the inter-
views was for making rugs. Men's neckties in the old wide
style were said to be almost impossible to sell. At one

sale they were given away, but at another all the old ties
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were purchased by one man to make rugs.

. Woolen garments are often purchased for rug making.
Some women sald that they belleved it was wrong to sell a
warm winter coat to someone who would cuft it up into a rug
when the same coat would keep someone eise warm., A woman
in this group would not havé priced a woolen garment low
enough 80 a person could afford to use it in a rug, Some
other women stated that the reason the coat was purchased
was unimportant so long as it was sold and the organization
received the money. A woman in this second group would have
priced the garment low enough to sell it for any purpose.

One of the groups that held continuing sales believed
that the way to deal with this problem was to put all woolen
garments that had been damagédAb& moths 1nto'1érge corru-
gated péper boxes, Each box, usually about two feet square
and 18 to 20 inches high, was filled with these damaged
woolen garments, The price of the box and contents was 25
to 50 cents, depending on the size of the box and the number
of garments it contalned. A customer was not permitted to
buy one or two garments from the box, but had to buy all of
the items in the box, as 18, He was alwayé told what was
wrong with the merchandise., The sale chairman believed that
these damaged garments would not be used as élothing. At
this low price, rug makers would use these garments rather

than buy "good" ones.
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The third use for garments was for rags. Theatre
owners,*garége mechanies and painters were mentloned as
customers who purchased used clothing by the pound to be
used as cleaning rags. Only four sale chairmen*éaid they
sold clothing for this purpose. The price rangéd from flve
to ten cents a pound, welghed after buttons, zippers and
belts were removed, |

Pollcles on price cutting seemed to depend on whether
the sale was a continuing or an occasional operation. At a
continuing sale, held every week or every other week,
workers would cut prices only before the sale began. Their
policy was never to cut a price when a customer requested
1t, to avoid constant bargaining. If an ltem was not sold
one day, there would be another opportunity soon to sell it.

At a sale that was held for only one or two days a yéar
there would not be another opportunity to sell an ltem until
the next year. A sale held in a church basement or in a
store downtown must close at a certaln time. All items must
be removed from the salesroom. Unsold merchandise must be
boxed and stored or given away. Therefore to avoid as much
of this work as possible prices were cut the last hourvor
before the last day of the sale, Many groups sponsored
sales primarily to obtain money for some philanthropic work,
Thus if during the sale a customer expressed interest in a

garment but indicated that the price was too high, the
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worker would usually cut or "adjust" the price if she
thought the -customer really needed the garment and could not
pay the asked price, |

The women interviewed indicated that the customers knew
when prices would be cut éo they would come back’the last
day or last hours of the saie.

Ranking of clothing by ease of sale Each chairman

of an occasional sale was asked to base her ranking of
clothing according to ease of sale on the most recent sale
she had supervised. Chairmen of regularly operating sales
based their rankings on how clothing had sold over the years
of’ 8ale operation.

Each class of ease of selling was given a number,

1 - "Usually sell very well"

2 - "Usually sell fairly well"

3 - "Sells"

4 - "Hard to sell items"

5 - "Not enough items at sale to know if they do

sell well."
Infants! clothing was consistently ranked easy to sell.
Of the clothing rated by 25 sale chalrmen, over half of a
total of 175 cards were placed in class 1, In seven cases
the chairmeh ranked all Seven infants! items as class 1. In
a fifth case six items were ranked class 1; the seventh item

was classified 5, Of these seven sales one was a church
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sale, five were other organizations, and two were clothes-
line sales,  One chalrman of é soclal organization sale
ranked all infants! clothing as 5, becausé the members had
no smali children.

Cards f'or boys'! clothing did not show any one classifi-
cation as being most frequently chosen, but classes 1 and 2
accounted for over half of the cards sorted. Almost one-
sixth of the cards were in the fifth category, "not enough
items at sale to know if they do sell well," partly because
‘one clothesline sale had no clothing for boys.

For girls! clothing a total of 275 cards were sorted.
Ninety-three were rated as beilng easy to sell, group 1. One
woman who sponsored a clothesline sale rated all girls!
c¢lothing as group 5 because among the 15 neighbors with 20
children who brought clothing to sell, only two of the
¢hildren were girls.,

Men's clothing was rated, on the whole, as beilng harder
to sell than other groups. Thirteen women of the 25 gave no
ratings of group 1 to the 10 items of men's clothing. One
woman classified all men's garments as group 4, "Hard to
sell items." |

Women's clothing, 13 items, dld not seem to be ranked
with any uniformity by the 25, except that there were 12
rankings of 5 from one clothesline sale,

An examination of the averages of the rankings by the
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Table 2., Classification of garments as to ease of sale

Number of Total number .
Clothing items in of cards Classifications
group group to sorted by

'be sorted sale chalrmen 1 2 3 4 5

Infants -7 175 101 24 14 12 24
Boys 10 250 7L 68 42 26 43
Girls 11 275 93 69 58 20 35
Men 10 250 28 66 56 53 47
Women 13 325 62 83 90 52 38

Total 1275 355. 310 260 163 187

individual chairmen, to try to discover whether size of Bale
or gross receipts was related to the way cards were sorted,
showed no pattern. If there was a relatlonship of the
volume of the sale to éhe‘ease of selling different groups
of c¢lothing, this study was unable to discover it,
Differences in ranking could be partly accounted for in
the fact that each woman sald winter cldthing did not sell
in summer sales. A comparison was made between the ranking
of infants' blankets and chlldren's and adults' coats at
sales held from April through August versus saies held from
September through March. The results were not.oonelusive,

possibly because on the cards coats were not separated into
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spring, fall and winter coats. All coats for each group
were on one card (see Appendix). Further research would be
necessary before the statement that winter clothing is hard
to sell in summer can be accepted.

Disposition of unsold clothing All of the chalrmen

of sales lnterviewed sald that some clothing was left over
at the end of sales, There seemed to be a pattern of dis-
posal for these unsold garments,

The alumnae sorority presidents who were interviewed
said their 1eft-overs were given to the women's club sale
or to church sales. Six churches gave their unsold garments
. to the Ames women's c¢lub sale, the Salvation Army, Good Will
or St. Vincent de Paul in Des Moines, Iowa. One church kept
the unsold items for the next sale. |

The four women interviewed who held clothesline sales
also had unsold clothing after the sales were finished. One
woman gave these garments to the women's club sale, one gave
unsold clothing to a relative, one woman kept all unsold
garments for the next sale and the fourth woman kept part
and gave part to the Salvation Army. The continuing con-
signment sale gave unsold items to the women's club sale.
The women's club sale gave 1ts unsold merchandise to the
Salvation Army. It was therefore possible for a garment to
be placed on sale at more than one rummage sale in the com-

munity. The following dliagram illustrates the flow of used
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garments from one type of sale to another.,

saTve \\
Clothesllnf\\\\\N‘\
~Women's club

. ~
Salvation kf//// ' Consignment
Good Will or

St. Vincent de Organization
Paul-Des Moines

Church(——-Sororities
(alumnae)

Thus the flow of disposed unsold clothing was from the
smaller, personal contact sale to larger, more impersonal

sale or out of the community.

Sales sponsored by nonprofit organization

‘Qcoaslional sales

Church Of the 31 churches in Ames, seven held

used clothing sales between September 1, 1961, and August 31,
1962. Church sales of used clothing were usually called
"rummage sales." Ocecasionally the chailrman tried a dif-
ferent name to arouse interest. "Trash and treasure" and
"ABC," or attic, basement and closet, were two such names
used in Ames in 1961-62. Sales of this type were sponsored
- only by the women of the church although the money made from
the sales usually benefited the entire church.

The purpose of the sales seemed to be the raising of
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money rather than the disposal of clothing., The amount of
clothing on hand appeared to have little or nothing to do
wlth whether a sale would or would not be held. No church
sale chalrman interviewed mentioned the clothing being
avallable as the reason for the sale., Money was ralsed to
pay for church bullding or for a speclal church need. One
minister, when contacted to learn 1f his church sponsored
such a sale, sald his congrégation no longer had sales be-
cause the church debt was pald. A woman who had been in
charge of the most recent sale held by her church saild that
the members were planning to build a new church soon; there-~
_fore they would continue to have annual rummage sales,
Members of anéther local church had decided to discontinue
thelr sales., Then they learned of the special need of an
overseas mission, soO they held a sale in the spring as
usual, In every interview the chalrman of the sale told of
the purpose of the sales even though that question was not
asked. The use of the money made from the sale was usually
mentioned as the reason for the sale,

A total of 12 sales was held by seven churches in Ames

between September 1, 1961, and August 31, 1962, Two

churches had been holding sales regularly for between six
and ten years, five for more than 15 years. The chairman
of sales at one of these churches reported that her group

had been having sales for more than 30 years,
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Three salea}were held once a year; three were held two
times a year, in the spring and fall, The church that had
been having its sales the longest, over 30 years, also had
them most frequently, four times a year.

All but one church held its sales on Fridays and
Saturdays. One church regularly held its sales on Wednesday
and Thursday. Three churches had evening sales, The chalr-
men of these said that they scheduled sales during the
evening hours so the men could accompany their wives shop-
ping.

The earliest opening hour was 7:30 a.m. and the latest
closing hour was 9:00 p.m. One church, which held a spring
and fall sale every year, stated the church name, two dates,
a Friday and a Saturday, and the phrase "sale closes 3 p.m,
Saturday,”" in the advertisements for both sales., When it
was declded to run the spring sale for two weekends the same
advertisement was again run, Most of the'people inter-
viewed s3ld that there were people walting to buy before the
sale opened for business, and the most business was done in
the first two hours. It would be difficult for a customer
to know when the sale would start from the ingcomplete hours
stated in this advertisement,. |

S1x of the churches advertised their 11 sales in the

Ames Dally Tribune; one sale by the seventh church was not

so advertised. Three sales were advertised:for three days,
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three sales for two days, The insertion of the advertise-
ment was usually two days in advance of the sale. One
chairman of a saie sald that 1t was important not to adver-
tise a sale too far in advance because this would confuse
prospective customers, Two churches advertised sales in the

Iowa State Dally, a student newspaper for the university, in

addition to their other advertisement,

One church used the free Radlo Statlon KASI program
_ called "Swap Shop" in addition to the newspapers, This pro-
gram was broadcast dally, five times a week at 11:00 to
11:15 and 11:20 to 11:45 a.m. The two programs were
vseparated by five minutes of local neﬁs and music. An in-
dividual could advertise any item priced under 50 dollars,
An organization having a rummage sale was not restricted to
this 50 dollar 11mit) To place the advertisement the person
telephoned the Ames station on the day on which the
announcement was to be broadcast, |

Three churches placed homemade posters in store wihdows
in both the campus and downtown business districts, One
church used duplicated "flyers" delivered to Pammel Court,
the university married student housing area, by four coliege
boys. The college students were members of the church;
therefore they were unpald for this work,

Only one woman stated that the sale was announced in

the regular Sunday church bulletin at her church. However
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the writer knows of at least one other church where a sale
was announced in the church bulletin that the sale chairman
did not mention when interviewed.

Church rummage sales were held in the church basements,
Usually there was a paper or cardboard sign advertising the
sale posted on an outside door, Sometimes there were signs
inside the building directing customers to the sale. One
church had a sign on every outside door to direct customers

to one partlcular door and inside the designated door more
-signs directed them to the basement stairs, At some sales
there were no signs, inside or out, making it difficult for
people unacquainted with the bullding to locate the sale,

The size and physical arrangements of basement rooms
varied considerably. The rooms ranged in size from approxi-
mately 15 by 25 feet for a small room to 40 by 60 feet for a
large one. Some rooms were well lighted, while others were
dimly 1ighted. At one sale the lighting was not sufficient
for the observer to distinguish brown, black, dark green and
navy blue. This made it very difficult to tell the cleanli-
ness or state of repair of the clothing.

The number of workers varlied from about four, at a
small sale, to over twenty, at a larger sale. All were
unpaid volunteers. At one spring sale there were over 60
women involved in the work before and during the sale, For

a week before this sale 20 women marked prices on sale
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clothing. Forty women, working in two hour shifts, sold for
the two days.of the sale.

All of the workers at elther large or small sales were
avallable during sale hours to answer questions. Most of
the sales had women assigned to certain areas as sales
clerks. The number of sales clerks varied with the size of
the sale. Two to six women were assigned as cashlers and
these women sometimes wrapped the merchandlise also. How-
ever, garments were frequently left unwrapped. ’New and used
Eacks were used as wrapping. Muffin tins were usually used
a8 change boxes, Sometimes a portable adding machine was
used to total the individual purchases but more commonly one
woman listed and totaled the prices without using a machine,

Active sorority and fraternlity Active sorority

group sales followed no set pattern, Some were of the non-
profit organlzation type, others were sales for individual
profit. In 1961 one sorority held an auction at which the
first five dollars that each girl made from the sale of her
clothing went to the house fund and the rest of the money
went to the girl., Another sorority had a sale at which all
the money went to the individual girls with nothing going

to the house organization,

The sales of used clothing sponsored by actlve sorority

groups were called "auctions” or "senlor sales," The sales

and auctions were held after hours so all the members were
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able to attend. 1In an auction the garment was sold to the
highest bidder. The auctions were held at various times of
the year, because they were usually held to ralse money for
some large item for the sorority house; for example, to pur-
chase an intercommunication system, Thus the need for the
money rather than the clothing on hand dlctated when the
auctions were held. At ah auctlion, one or two persons col-
lected the money as the items were sold. None of the gar-
ments were wrapped after they were sold since the sale was
ﬁeld in the sorority house for sorority members only.

Soclial, fraternal and service Sales by other

women's organizations, sorority alumnae groups, women's
auxiliary groups of male organizations and service groups
were very similar to those sales held by church groups, with
the exception that this type of sale was held in an unrented
store or on the front porch of a member'!s home rather than
in the church basement. |

Those ofganizations holding sales during the year
studied had been holding sales 1h Ames from two to 15 years,
Advertising methods used, time of year, day of the week and
sale hours were all very similar to church sales., These
sales were usually similar in size to small church sales.

If the sale was held in an unrented store the workers
set up the garment racks and tables the night before the
sale day. They would do all the work of sorting and marking
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each garment with the price at this time.

Usually these organizations‘uaed larger signs on the
outside doors and windows than those used by churches to
identify theilr sales. The'name of the organization spon-
soring the sale was usually 1ﬁ the largest print, with the
sale hours and date of sale in letters almost as large. The
signs were posted the'day{before the sale or on Friday
night, if the sale was to be held on Saturday morning.

Continuing sales -

Women's club A local women's club sponsored a

sale of used clothing every other Saturday afternoon the
year around. Almost 30 yeagg/aZo members of the organiza-
tion held their first}ruﬁﬁage sale. It was so successful
that they established a éontinuing operation,

Before a sale day the telephone number of the Telephone
Chairman of the sale was listed in the soclety column of the
local evenling paper. Anyone who had clothing for the sale
called this number and within the next two days a man picked
up the ciothing. This was the only advertising used, Most
residents of Ames that the writer talked with were aware of
the sale, without formal advertisements in the newspaper or
on the radic. Most people contacted about the sales that
their own groups were sponsoring would tell the writer about

this sale, Everyone interviewed in connection with this

sale seemed proud of the work that the women were doing.
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People connected with the sale and other Ames residents ex-
pressed the opinion that since Ames had no welfare depart-
ment that this sale filled a need.

For 20 years the sale was held in the same»locafion in
a clty building. One year afﬁef‘the sale was moved, switch-
board girls at the city building were stili receiving calls
inquiring about the time and location of the sale,

The new location was an old house. The second floor
was not used except for storage because the floors were
uhsafe. There was less room to display the merchandise than
in the former location, but this disadvantage was partially
overcome by the large amount of free parking avallable to
the customers, The house was painted a fresh light green
and a space heater installed when the:club moved in. In
winter the room with the heater was too warm and the rest
of the house was rather cold until the customers arrived.
In the summer the house was extremely hot. A large 20 inch
window fan and smaller fans in the rooms did little toward
making the place more comfortable. But summer or winter,
in 90 degree or freezing weather, there were usually more
than 30 people walting to get into the sale before the door
opened, This sale had many regular customers, They
hurriedly scanned the racks to see if there was anything
"new" that had been brought in since the last time they were

there,
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The sale did not accept checks nor charge accounts, bdut
did have lay-a-ways. An item of 50 cents or more, usually
50 cents to two dollars, could be paild for over a period of
time. A 10 cent deposit was required, with payments as the
person could afford to make them, There was no formal con-
tract, and when the garment was fully pald for the person
took it home. No one had ever asked to take the garment be-
fore the final payment was made. However, most of the sales
were for cash.

- There were women workers in each of the five small
rooms8, to help answer questions or to measure a dress, Be-
cause few iiems were slzed the workers carried a tape
measure and measured a dress or skirt for the customer upon
request, There was a small doorless closet where customers
trlied on garments.

Each time the observer wag present, there seemed to be
more clothing than there was room for, The rooms were ex-
tremely small, six feet by 10 feet belng about average, and
the racks took up so much spacé there was l1little room for
the customers. The Telephone Chairman reported that there
had been pickups of clothing for the sale wade at not only
¢lub members! homes but also those of some of the sale's
customers, Perhaps because of thls the clothing at this
sale varied so widely that it was impossible to make a gen-

eral statement about its condition. Some garments were
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clean and ironed, others were caked with mud. Some garments
vere in excellent repair but others were not,  One fur coat
was Just a shell of fur with no lining, interlining or but-
tons. None of the woolen garments offered for sale had
holes from moth damage. Damaged garments were sold by the
box, not as separate garments. Although clothing was col-~
lected throughout the year, winter garments were placed out
for sale only in the fall and winter months, Out of season
merchandise was stored on the second floor of the house,

‘ Clothing was usually put into paper Backs when 1t was
gold. Both new and used sacks were used. There was an old
adding machine, hand operated, to total any'large purchases,
The money was sorted into a muffin tin for making change.

Sales sponsored for mutual profit
of donor and seller-agent

Oceaslional sales There were no sales of this type

observed in Ames at the time of this study,.
Continuing sales Until early 1962 there was in Ames

a used clothing shop which was a commission or consignment
operation, specializing in clothing for children. It went
out of business and the writer could learn of no other sale
of this type in the town. People could bring used garments
that were in fairly good condltion to the shop. When these
garments were sold the former owner would receive 70 per cent

of the sale price, with the privately operated shop
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retaining a 30 per cent commission,

The shop was open three days a week, keeping. approxi-
mately regular retall store hours. The shop did little
advertising. A two inch box advertisement was 1nser£ed in
the local evening newspaper only for two or three nights
bef'ore a new season began.

The shop was in the basement of a large two story frame
house located in an older residential neighborhood about six
blocks from the main shopping area of Ames, The neighbor-
ho&d appeared to be well maintalned. The entrance to the
shop was at the slide of the house, down steep stairs into
the salesroom hung with dark green burlap curtains. The
curtains were also used to screen off the salesroom from the
rest of the basement. There were two rooms of clothing,
with the better garments in one room and those not as good
in the other. The owner was the only sales person.

A ocard file, which the writer did not see, was main-
tained, listing the source of each garment, its condition
and origlnal price. The owner was careful, she stated,
never to sell a garment to a person who lived in the same
school district as did the person who was selling the gar-
~ment,

There was a fairly complete selection of garments for
children, but very little infante' clothing and few garments
for adults. The shop specilalized in children's clothing,
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go the customers were usually there for children's clothing
and would not be interested in clothing for infahts or
adults., The owner sald that she had expected to have a
large volume of business in infants' clothing from‘fhe col-
lege married students, but that this had not developed. The
clothing was usually priced at one half original cost. This
was relatively high when compared to prices charged by other
used clothing sales, This might partly explain the lack of
bus;ness from college students., Also, they might have ex-
changed clothing with each other informally.

The garments in the "better" room were of much better
quality than those offered at many of the church and other
rummsge sales. However, the prices were in most instances
as much as 10 to 20 times as high as those charged at other
sales., It seemed to the store owner that those persons who
buy used clothing want it to be priced very low., More in-
formation about the customers'! viewpoint on this matter
could be learned from a consumer survey,

The reason stated for discontinuing this sale was a
general decrease in business. The owner believed that it
was the radio "Swap Shop" and clothesline sales that had
caused fewer people to buy from her,

During one interview in Ames, the type of sale held

by the Parent Teachers Assoclation in Bronxville, New York,
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was discussed by one woman.l

The sale was a continuing

. operation which accepted clothing from PTA members. The PTA
" retalned 25 per cent of the selling price and returnéd 75
per cent to the seller-donor. The woman interviewed in Ames
had attended a sale of this type in Illinols, She was
interested in starting such a sale in Ames., She said that
she had proposed it as a money making project at her local
PTA meeting but 1t was not accepted. She believed it was
the exlstence of the women's club sale, the individual
cloéhesline saies and the radio exchange program that caused
the women to be uninterested in her plan.

_Another sale that divided the profits between seller
and owner was described by two women interviewed who had
sBold and purchased items at Air Force base "Thrift Shops."
The shops they descrlbed were located overseas, one in |
England and the other in North Africa. In a shop of this
type the base welfare fund recelved 15 per c¢ent of the sel-
1ling price, the owner 85 per cent. They said such shops are
also in operation at some Alr Force bases in this country.
Both civilian and military employees of the base make pur-
chases but ordinarily only military personnel may sell items

at the shop. Both women expressed a wish for a shop of this

lRaising money with a used clothing exchange. Good
Housekeeping. Vol. 150, No. 23 116. February, 1960,
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type in Ames., Each of these women had held a clothesline

sale in Ames,

Sales sponsored for individual profit

Oceaslonal sales

Individuals or group of individuals Clothes-

line sales are sales held by an individual or a group of
individuals for theilr own profit. Four women who had held
clotheslline sales were interviewed, and none of them had
held such sales in any other town. They agreed that it was
"accepted" here, but they were not sure that they would do
it in another town, under other conditions. One woman said
that in her home town "people thought you were destitute if
you had a sale of your used clothing."”

Six sales were observed, This was only a small propor-
tion of the clothesline sales held in Ames, More informa-
tion would be needed before any generalizatlons about‘number
of sales or volume of business of these Sales can be made.

A clothesline sale was seldom called that in the
newspaper advertisement even though in conversation with
friends or during interviews these sales were always re-
ferred to as clothesline sales, In the advertisements they
were called rummage sales or no name was given. One diffi-
culty in studying these sales arises from trying to deter-

mine from newspaper advertisements which are clothesline
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sales and whlch are sales of Just one or two items. Some-
times the advertisement listed a few items and then stated
' "also many other items." Some sales were called rummage
sales but appeared to be clothesline sales because the ad-
dresses given 1n the advertisements were those of houses in
residential nelghborhoods, The directions to such 8sales
usually read "use side door."

Sales were sponsored by from one to as many as 12
women, each bringing clothing from her family. Sometimes
friends and nelghbors, knowlng of the sale, would take thelr
used garments to the sale even though they were not spon-
soring it. The women who sponsored the sale pald for the
advertisement in the newspaper and acted as sales clerks at
the sBale, Among reasons for clothesline sales were avail-
able clothing, limited storage space and the desire to con-
vert wardrobes to all wash-and-wear type garments. Some
clothesline sales were held to dispose of excess clothing
before the family moved out of state, This appeared to be
a frequent occurrence in Ames where the population is
fairly mobile because the chief employers include Iowa State
Universlity and the headquarters of the state highway com-
mission.

The newspaper advertisements were usually inserﬁed two
days before the Bale, The free radio advertisement was

broadcast the day or days of the sale, The women
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interviewed had held from one to four sales., Two had held
their sales in the spring énd fall, one had held only one
sale in the spring and the fourth had her only sale in the
late summer., All agreed that spring or fall was the best
time of the year for sales, The sales observed were all in
the spring; however, there were advertisements in the news-
paper throughout the year, From the 1ncomp1¢te research
done in thls study on thils type of sale it was difficult to
state the time of day or day of the week th@t the majority
of such sales were held, Sales were held in old houses and
in new houses that were in older sections of Ames as well
a8 1n new subdivisions.

There was seldom a sign on the house for advertising
unless the sale was in the basement. The sales were held
in the basement, on the front porch, in the garage or in the
back yard of the home of one of the women who sponsored the
sale, The garments were usually on hangers hung on clothes-
line which had been fastened to supporting pillars, hence
the name for this type of sale, Card tables were used for
small items not sultable for hanging.

There were usually two women who acted as sales clerks,
although sometimes there was only one. An advantage of
several women pooling their used clothing for one sale was
that the women could take turns selling. A second advantage

to the larger sale was the greater selection offered the
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customer, When more clothing was avallable there seemed to
be more customers. When more than one family's clothing was
‘offered the garments were labeled with tickets marked with
the initials of the women who owned the item and the price,
These tickets, usually small pleces of paper approximately
two inches square, were removed when the items were sold.

At the end of the sale the tickets from each woman's gar-
ments were totaled, and the money divided according to these
totals,

All the sales observed and two of the women interviewed
used a muffin tin as a c¢ash register, One woman used a
gigar box, the other used a pound coffee tin, The tin can
was used because the 1id made a noise when it was removed.
This woman wanted to be able to hear when anyone opened the
money.can. The garments, if packaged at all, were usually
sacked in used grocery sacks when sold,

The clothing at these sales ranged from nearly new to
severely worn garments, The original quality appeared to
differ greatly, as did the amount of repair needed before
the garments could be worn. At the six sales observed, all
the clothing and the sizes offered differed greatly from
one Bale to another, There was not as much variety when
clothing from only onelfamily was for sale as there was when
gseveral families cooperated.

All but one woman said that they enjoyed having the
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sales and would have another sale when they had more gaé-
ments to sell, The husbands were not interviewed and the
women were not aSked, but three sald that thelr husbands
hated the idea of the sale, 80 they trlied to schedule sales
when their husbands were out of town. The fourth woman was
a widow., One of the reasons glven for the husbands'! dislike
of the sale was the number of people who try to buy before
the sale hours,

There were usually no women walting to get into a
clothesline sale but they used other tactics to try to be
the first customer. All women interviewed sald that they
had at least one woman customer the night before the sale
or early (befare 7:00 a.m.) the sale day. In one sub-
division there had been several sales in the past year.
One of the women interviewed stated that she had recelved
a telephone call asking if the caller could come to the sale
the night before it opened, because she was to be out of
town the next day. The name of the woman having the sale
wag not in the newspaper advertisement, only her address,

It was later learned that a family in the same block whose
name started with B had been called earller and asked the
name of the family on their block that was having a sale the
next day. In the Ames telephone directory this was the
second telephone listed with an address in the same block
as the famlly having the sale., The woman who sponsored the
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Bale checked with the famlly whose name was listed first in
the telephone directory, They had not been home the evening
before, so dld not know if there had been any telephone
calls, They had received telephone calls on other occasioné
when other women in the block had held sales., The other
women interviewed in other sections of Ames reported a woman
had called the night before the sale, They did not know how
She could have known thelr names, because the names were not
listed in the newspaper advertisements,

' The receipts of sales held by the women interviewed
were moderate, varying from $15.00 to $45.00 at a single
sale, but were greater than the recelpts of one church sale
and one other organization sale. This might indicate that
the total volume of clothesline sales could have a great
influence on the total used clothing sales volume in Ames;
Further investigation of these sales is recommended,

When interviewed, the women who sponsored the clothes-
line neighborhood sales were not asked 1f'they were aware
that a sale of this type was illegal in Ames, A city
ordinance exempts sales from having a license and dbeing
regulated by clty council 1f sales or auctlons are limited
to personal things of an individual and are held for only
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one day in each calendar year.l. A sale sponsored by a group
of indlviduals or any sale that was held for more than one
day was therefore 1llegal., A clty official expressed the
opinion that thlis was an ordinance that was not enforceable.
It was used only to restrict regularly operating sales which
disturbed the peace and quliet of g neighborhood., It was
doubtful i1f many of the ladies who have held clothesline
sales realized that they were breaking the law,

A senior sale was held by one sorority in the spring,
when the graduating girls no longer needed clothing that was
appropriate for campus wear, This sale was advertised by
signs on the house hulletin board and announcements were
made at dinner and -house meetings. This sale was usually

held in the basement or general lounge of the house, or in

1Ames City Counell. Muniocipal code of Ames, Chapter
66. Title 1, Paragraph 1 and Paragraph 15, Subparagraph c.
Ames, Iowa, Author, 1956.

Chapter 66-1.1 Auction Sale. "Auction sale" shall mean the
offering for sale or selling of new or used personal
property to the highest bidder or offering for sale or
selling of personal property at a high price and then
offering the same at successive lower prices until a buyer
18 secured. (Ord. 823, 1.1)

Chapter 66-15 (c) "Auction sales by individuals of their own
personal property, not subject to renewal, nor sontemplated
to last more than one day or to occur more often than once
in a calendar year and when such auction sales are made with
or without the service of a licensed auctioneer, Ord. 823,
15, Ames, Iowa ’
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the room of each girl who was selling her clothing. This
sale lasted for a week; The price was set by the owner of
the garment. Each glrl collected the money for her own
garments as they were sold, Most of the customers were
sorority members or friends of members.

The clothing so0ld usually consisted of the garments of
the active sorority girls living in the house at the time of
the sale. Sometimes any garments left by former members and
not ¢laimed within a reasonable length of time were also
included in the sale. The money from the sale of these
garments was deposited in the house fund. '

Sales by sorority alumnae groups were similar to other
organization sales and therefore are included in the de-~
scription of other organization sales, Fraternities in
Ames reported no sales or only sales associated with the
Campus Chest,

Organization Only one organization in Ames,

so far as was lknown, held used clothing sales for the
benefit of the individual club members, rather than the
organization, The c¢lub held two sales a year in the garage
of one of the members, Advertisements in the newspaper and
on the radio stated that the organization was sponsoring the
sale. The individual members received the money for their
own garments that were sold. Each woman priced her own

garments. The sales were much the same as any other
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c¢lothesline dr garage sale except that the c¢lub ostensibly
sponsbred them.

Continuing sales There were no sales of this type

observed in Ames at the time of this study.
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ESTIMATE OF SALES VOLUME

The toﬂal recelpts from sales of used clothing reported
by the various types of sales held by organizations, in-
cluding continuing sales, in the year September 1, 1961, to
August 31, 1962, in Ames were $8,186.00, Considering the
low prices of used clothing relative to new clothing, this
figure of over $8,000.00 represents a large number of used
garments. This did not include the receipts of individuals
from qlotheeline sales, The average recelpts per clothes-
line sale reported by the four women 1hterv1ewed was from
$21.00 to $27.00,

For an estimate of total used clothing sales volume in
a glven geographic area, a counf of the ﬁumber of clothes-
line sales from the number of advertisements in the classi-
fied section of the local newspapers and of advertisements
of sale8 on radio or television exchange programs should be
made, Interviews of a random sample of persons sponsoring
such sales would give a more satisfactory estimate of the
average receipts from these sales, Average recelpts mul-
tiplied by number of sales could give an estimate of total
receipts from this type of sale, This estimate, added to
the area total recelpts of organization sales, could then
be used as an estimate of receipts from used clothing sales

in the area. No attempt was made to estimate the total
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recelpts of clothesllne sales, because of limited informa-
tion gained from this study of that type of sale.

Present methods of keeping records at sales do not in-
clude the number of garments sold. It is impossible at this
time to estimate the number of used garments sold in Ames
wlthout further research. It would be necessary to develop
a method of counting the garments without disturbing the

sale activities.
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RECOMMENDATIONS

Changes in Procedure

The followling changes ln procedure are recommended as a

result of this study:

1.

2.

Although mqst of the used clothing sales were held
in the fall or spring, 1t would be preferable to
start a study of this type in September because
there were more sales in the fall. The first sale
observed for this research was in March, 1962.
It may be that more accurate information was ob-
tained when the sale chairman was interviewed soon
after the sale. Therefore i1t is recommended that
interviews be arrénged as soon after the sale as
possible, Some of the sales reported had been héid
as much as eight months before the interview.
Sometimes various factors might cause a chalr-
man to over- or underestimate the net profit from
her 6rganization's sale., The writer attended =
sale that appeared to be the sméllest church sale
that she had observed. The next week a Textlle and
Clothing graduate student who was a member of that
church, knowing of the study, reported that the
chalirman had told her that the sale had total re-
ceipts of $15.,00, Later, when the chalrman was
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interviewed, she reported cash receipts of $40.00.
There had been less than a month between the two
reports,
A file of the entire classified sectlion of each
local dally paper would make readily available in-
formation about all advertised sales being held in
the area., When advertisements only for sales of
the type currently under investigation are clipped
and filed it is necessary to go to the flles main-
tained by the newspapers to learn other information
that may be desired as the study progresses, For
example: after a study of church sales, the in-
vestigator may want to.-compare the number of church
sales to the number of sales sponsored by socilal
organigations during the same periéd. |

A continuing file of classified sections main-
tained over a long period of time would also make
trends 1n sales avallable for study. In the past

-there may have béen a shift of clothesline sales

" from the married student university housing to

other sections of Ames, ,
Investigation of the growth of the local radio
show, "Swap Shop,” and a thorough study of the
growth of the clothesline sales 1s recommended be-

cause there appears to be a positive relationship.
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A negative relationship may exist between the radio
program's growth and the number of used clothing

sales sponsored by organizations,
Changes in Questionnaire

The following changes in the questionnalre are recom-

mended as a result of this study: ‘

l. The ranking of clothing as to ease of selling
should be moved to the last place on the question-
naire, to avoid interrupting the interview before
all the formal questions have been asked.

Two of the cards used in ranking the clothing
aceoxrding to ease of selling should be changed,
Most of the women who sorted the cards commented
that there should be more than one card for shoeé
and more than one card for dresses because there
were so many different kinds of shoes and dresses
and not all were equally easy to sell, For ex-
ample, shoes would be on at least four cards for
each age and sex group: canvas shoes, leather
shoes, winter boots and house slippers. Dresses
would be on six cards: formal, maternity, after-
noon, sport and house dresses., Dresses larger than
size 38 or 40 should be ranked as a separate class

because the women frequently mentloned that large
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dresses sold better than small sized dresses,
These classes of dresses could be further broken
down into winter and summer, spring and fall, or
tallored and feminine.

Ties for both men and boys could be on one
card, since 19 of 25 women rated them the same, for
ease of selling,

Specific questions which should be added to the
questionnailre are:

Were workers paid or volunteers?

How many workers were there at each sale?

How many hours did they work?

On what day or days of the week was the most
recent sale held?

What were the hdurs of the most recent sale?

Were any arrangements made to ha?e donated
garments cleaned, pressed or repalred?

These questions were not asked specifically, but
frequently this information was volunteered. When
they were not included in the interview, the news-
paper classified advertisement for the sale usually
provided answers about day and time. This would be
a check on the accuracy of the interview, if the
newspaper advertisement were compared with the
chalrmants answer,

All women interviewed said that clothing would
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sell more easlly if clean and ironed or pressed;
The -questionnaire used did not ask if arrangements
were made to press garments that were wrinkled,
The few women who were asked this question sald
- that some of the donors pressed the garments they
gave but that no general arrangements were made by
the sale committee, If pressing makes garments sell
better, perhaps future investigators can learn how
many managers try to increase thelr cash receipts
by performing this service before the sale, If all
garments at a sale were clean and ironed this might
also affect the ranking of the cards as to ease of
selling. For example, at one sale two white shirts
of the same size were priced at 15 cents and 25
cents, respectively, The clean, ironed shirt was.
priced higher than the clean but unironed shirt,
The 15 gent shirt was less worn and appeared to be
a better quality of material than the more expen-
sive shirt, When the observer checked about 15
minutes later the ironed shirt had been sold, whille
the unironed shirt was still unsold. L
The effect of the advent of coin operated dry
cleaning equipment in the community on the condi-
tion of donated garments might also be investi-
gated, One woman interviewed sald that her
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organization had considered using this method to
clean the dresses donated for sale but was not
convinced that the garments would sell for a higher

© price 1f they were clean.



T4
' SUMMARY

Used/clbthing is one source of clothing for famlly con-
sumption., Acquisition of used clothing as a gift, exchange
or purchase could increase a family's clothing consumption
without purchase of new clothing. There had apparently been
no research on sales of used clothing, although articles in
popular magazines described sales of used high fashion
clothing. Information was needed about sales of used
clothipg before a consumer survey could be planned.

This pllot study was made to describe used clothing
sales in Ames, Iowa, from September 1, 1961, through
August 31, 1962, Reasons for undertaking this study were:
to describe the/;xisting used clothing market, to develop a
questionnaire for use in interviewing sale chairmen, and
to provide a foundation for further research on the effect
of used clothing sales on consumers and retailers.

The first step was to make unstructured observations of
sales, The second step consisted of interviews with sale
chalrmen, a city officlal and. the owner of a consignment
shop. Classified sections of the local daily papers were
checked to locate sales, Presidents of soclal, fraternal
and service organizations were contacted to learn of any
sales sponsored by their groups.

Used clothing sales were classified in two ways:
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according to the nature of sponsoring organization and
according to whether they were continuing or occasional
sales, EA}I the sales in Ames, s0 far as is known, were
aponsoréa only by women, elther working alone, or in orgs-
nized or informal groups;: Organized groups included women
from churches, sorority alumnae and service, soclal or
philanthropic organizationgf
The reason for used clothing sales was thezéeed of the

organization for money, not c¢lothing being availablé.”ﬁmong
reasons for holding clothesline sales were available~
clothing, limited storage space and the desire to convert
wardrdbes to all wash-and-wear type garments, Somefclothes-
line sales wére held because the family was moving éut of
state and did not want'to move o0ld clothing. This appeared
to be a frequent occurrencébin Ames where the population ié
fairiy mobile, where the ;ﬁief employers include Iowa State
University and the headquarters of the state highway com-
mission?/

i,Sales were held throughout the year, with the ﬁaJority
in tﬁé spring and fall, usually on Fridays and Saturdaysf
There seemed to be a trend to more sales by{individualéj
possibly because of free advertising on radio station KAST
"Swap Shop" program, which may in turn have been aécompanied
by a trend to fewer organization sales.

Women pricing the garments believed they knéw how much
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the customers would pay for different kinds of garments.

N

¢

?rices were usually based on experience gained from past
gales, depending partly on degree of wear and conditlion of
garment, or original purchase price. Clothing was obtalned
at no cost to the organization;?therefore these articles
were sold at a price to maximigg receipts yet minimize the
quantity of left-over merchand;se. At clothesline sales
clothing was priced to sell, i§;nce prices were based on
what the customers were willing to pay, the purchaser was
really the one who set prices on used clothing in Ames}

There seemed to be a well informed group of customers
who agfggﬁggwthege_salee regularly. Many chalrmen reported
seeing the Same women customers at sales over several
years, "Thégé\people" appeared to know which sales offered
the most complete selections at the lowest prices., Thus
apparently all sales were in competition with all others,

Although many different organizations and individuals
held sales of uag@ clothing, the sales had many ohaggaterisf |
tics in common. gAmong these were display practices,
labeling of garééﬁts, pricing, including price cutting, day
of the week and time of year when sales were most frequent,
type of advertising, methods of wrapping sold garments and
handling of receipts.g

Most women who worked at used clothing sales and those

who held their own clothesline sales enjoyed the work. They
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sald they experienced a sense of personal satisfaction in
turning unused garments into money, enjoyed helping others,
and enjJoyed the sale itself. They did not like to price the
articles, and reported the sorting and arranging of the
merchandise before the sale was hard physical labor, All
-the women interviewed but one sald several times during the
interviewe how much they enjoyed the whole thing. Perhaps
this was the reason why the women were willing to discuss
the sales so'freely.

(?nsold used garments were disposed of acecording to a
definite pattern: from social organization to church to
women'g/flub store to Salvation Army or Good Will in Des

Moineé.: In conversation with friends we learned that as

i
!
mmnd.

women are discarding used garments they usually have a club,
sorority or other organization to which they give the dis-
cards in the best condition., The rest of the items go to a
second charity of a more impersonal character. Probably the
same women who made this type of decision in their own homes
were responsible for disposing of unsold garments at used

clothing sales, It is therefore to be expected that they

1

ally sale workers separated out garments in gdod%gbndition

to be Bent to overseas or to domestic misslon fields rather
than to be sold in Ames;j Some organizations which did not

sell used clothing repérﬁed that they collected 1t for
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domestic or overseas missions,

ié; the 12 actlve sorority groups contacted for this B
study, each of three houses held one sale within the yeartj
The 12 sorority alumnae organizations held five sales, |
sponsored by four groups. Of the 96 social, fraternal and
gservice organizations contacted, 13 held 10 sales in the
year of the study. Seven of the 31 Ames churches held 12
sales, This made a total of 39 sales sponsored by organ-

izations contacted in this research.

The total receipts reported by the different types of

sales held by organizations in the year September 1, 1961,
to August 31, 1962, in Ames was $8,186 00, This did not
include the receipts of 1nd1v1duals from clothesline sales,
It 1s impossible at this time to estimate the receipts from
this type of individual sale,

No count of actual number of garments sold was included
in this study,. A method will have to be developed to count
the garments sold without disturbing the sale activities.
It was recommended that clothesline sales be studied in
detail.

The information gained from this study, while not ﬁomp
plete, 18 belleved to provide a basis for a consumer survey
which would contribute to a more complete understanding of

the used clothing sales in Ames.
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APPENDIX
Questionnaire I:
T&C 4-18-62 MM

Date - ,
Name of person interviewed Title

1. What is the name of your organization?

2, What do you call your sales?

3. How many sales did you have this year?

T,
8.

9.

10.
11.

12.
13.

14,

i5.
16.

17.

Where was your most recent sale held?
Would you say your customers were:

members  mostly members and mostly outsiders
only members outsiders cutsiders only

How did you let people know about your last sale? For
how many days or times?
Newspapers Radlo Signs Posters Other

Where did you get the clothes that you sold?

Did the people bring them in or do you have a way to
collect them?

Did you give income tax deduction receipts for clothing
donated to your sale? Yes No

How did you decide on prices?

On your last sale how much did you make from the sale
of clothing? $

Did you have any clothing left over at the end of the
sale? Yes No

What did you do with 1t?

Does your group collect clothing for any reason other
than for rummage sales? Yes No

If yes, for what reason?
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Questionnaire IX:

Date:

1.
2.
3.

4,

5.

11.
12,

130

14,

15,

T&C 4-18-62 MM

What is the name of your organization?
What do you call your sales?

About how many years has your organization been having
rummage sales?

1 2-5 6-10 11-15 More than 15

How many of these sales have you had since a year ago
this time?

Within the last year in what months did you hold sales?
(Circle months)

-Jan, Feb, March April May June
July Aug. Sept. Oct. Nov, Dec.
When was your most recent sale? (X month in above 1ist)

For how many days did your most recent sale run?
Any evenings? "
Where was yoﬁr most recent sale held?

How did you let people know about your last sale? How
many days or times did it run?

Newspapers Radio Signs Posters Other
D.Ad Other

Would you say that in terms of cash receipts of this
sale when compared to other sales that you have had this
year, that this most recent one did

more business less business
about the same amount of business as other sales
Who donated the most eclothing for you to sell? W

Private familles merchants Others ;

members non-members members non-membef§¢
Did the people who donated clothing bring 1t to a
central spot? Yes No

Did your organization make arrangements to collect 1t?
Yes No



16,

17.

18,

19,

20,
21.

22.

23.

24,

25.

26,

83

What proportion was collected (brought)
the day of the sale?

the day before the sale?

a week before the sale?

any time throughout the year?

Did you put everything that you have collected out for
sale at the beginning of the sale?

Yes No

Do you put out additional items during the sale?
Yes No '

Did you give any income tax deduction receipts for the
clothing donated?

Yes No Asked question
Did you buy any new items to sell? Yes No
Explain:

How did you declde on prices?

Do you keep the same prices throughout the sale?
Yes No

What categories of elothing sell best? (Rank order of
cards) Please place these cards into the envelope that
is marked with the phase that best describes the way
the items sell at your sales,

Would you say the pgople that buy at your sales are

members mostly members and mostly outsiders
only members outsiders outsiders only

Please estimate the total receipts from clothing in
your last sale, As I sald before, this Information
will be confidential.

$

Did you have any clothing left over at the end of the
sale? Yes No
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28. What did you do with 1it?

29, Are there any other organizations whose sales cut down
on your amount of business?

. Yes No
30. VWho or what are they?

31, Do you sell used clothing at any other time than the
regular sale day (s)?

Yes No
32, If yes, please explain,_

33. Do other organizations ever hold sales in your church?
' Yes No

34, If yes, please explain,

Person interviewed - Name

Title
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Questionnaire for Ames Retail Stores,
Dry Cleaners and Shoe Repair Shops:

1.

3.
4,
5.
6.
7.
8.

Within the last year, September 1, 1961 to August 31,
1962, has your store given any clothing (shoes) to any
Ames group or organization for them to sell or give
away?

So far as you know have you sold any such merchandise
for resale by a group or organization in Ames?

What organization (or group)?
Apprdximately when?

Are you a member of the organization?
Is any member of your family a member?
What kind of clothing? Shoes?

Remarks
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Clothing to be ranked by Chairmen of Sales:

Infant'!s Clothing

Diapers

Dresges, shirts, sacque sets, slips, rompers, dlaper

sets
Outerwears bDdlankets, buntings, carrlage robes
Overalls, coveralls
Shoes, booties

. Sleeping garments: P.J.'s, sleepers, gowns, nightgowns,

wrappers, kimonos
Socks, all lengths

Boy's Clothing

Coats: overcoats, topcoats, trench coats
Hats, all types
Jackets, all types shorter than 3/4 length coat

Shirts, all types of outerwear shirts, not underwear

type shirt
Shoes, canvas and other; boots, rubber and other
Slacks, pants, trousers, bluejeans
Sults, matching coat and trousers
Sweaters, all types, all fabrics
Ties, all types
Undergarments: shorts, briefs, shirts

Girl's Clothing

Blouses, shirts

Coats: full length, 3/4 length; spring, fall and
winter

Dresses, all types

Hats, all seasons, all types

Jackets, all types, all fabrics

Lingerie: 8lips, petticoats, panties

Purses, pocketbooks, handbags

Shoes: canvas shoes, all other shoes; boots,
houseslippers

Skirts, winter and summer

Suits, Jacket and skirt, matched or coordinated

Sweaters, all types, all fabrics
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Men's Clothing

Coats: overcoats, topcoats, trench coats

‘Hats, all types

Jackets, all types shorter than 3/4 length coat

Shirts, all types of outerwear shirts, not underwear
type shirt '

Shoes, canvas and other; boots, rubber and other

Slacks, pants, trousers, bluejeans

Sults, matching coat and trousers

Sweaters, all types, all fabrics

Ties, all types

Undergarments, shorts, briefs, shirts

Women's Clothing

Blouses, shirtis

Coats: full length, 3/4 length; spring, fall and
winter

Dresses, all types

Gloves and scarves

Hats, all seasons, all types

Jackets, all types, all fabric

Jewelry : ,

Lingerie: bras, girdles, slips, petticoats, panties

Purses, pocketbooks, handbags

Shoes: canvas shoes, all other shoes, boots,
houseslippers

Skirts, winter and summer

Sults, Jacket and skirt, matched or coordinated

Sweaters, all types, all fabrics
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Double post card malled to presidents of
fraternities who dld not 1live in Ames:

Textiles & Clothing
Department
Iowa State University
. (Date)
Dear Mr, s
We are doing a study on the used c¢lothing
market in Ames during the year September 1, 1961
to August 31, 1962,
Has your alumni group of __
fraternity held any kind of sale or auction of
used clothing in Ames during this perilod?
Please check the appropriate box on the attached
card and return 1t to me. Thank you for your
cooperation.

Sincerely yours,

Research Graduate Assistant

Date

We did not have, and are not planning,
a used clothing sale in Ames between
September 1, 1961 and August 31, 1962,

We had (or will have) a sale of used
clothing in on
’ (town) (date)

Remarks:

Name

Title Fraternity



