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INTRODUCTION 

Used olothing 1s one souroe of olothing tor family oon­

sumption. Aoquis1t1on of used oloth1ng oould inorease a 

fami1y's oloth1ng oonsumpt1on without purohase of new 

olothing. Used garments may enter the family inventory as 

a gift, exchange or purchase. Before a oonsumer survey 

could be planned to interview families about kinds and quan­

tities ot used cloth1ng they purohased, information was 

needed about sales of used olothing. This investigation 

examines the sale of used olothing. 

The most direct way to obtain informat1on appeared to 

be from observations ot various sales of used oloth1ng and 

interviews with the ohairmen of these sales. Effort was 

made to interview the chairmen of all organization sponsored 

sales that ocourred in Ames between September 1, 1961, and 

August 31, 1962. 

This pilot study was made to describe the Situation, 

the size and oomponent parts of a looa1 used clothing 

market, and to develop a questionnaire. This study suggests 

aspects of used olothing sales that/should be examined in 

more detail. 

Review of L1terature 

A search or publioations in which Home Economics 

research normally appears ta11ed to disclose any research 
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on used clothing sales in the United States from 1952 to 

1961. The Journal ~ Home EconOmiCs, lists ot oompleted 

theses and dissertations, and reports ot researoh at land 

grant institutions and tederal agenoies were examined. How­

ever, several articles about used clothing sold in the 

United States appeared in popular magazines. 

A sale sponsored by the Parent-Teachers Assooiation ot 

Bronxville, New York, was desoribed in Good Housekeepin~. 

The PTA received 25 per cent and the consigner received 75 

per cent ot the selling price. IIPrices are based on one­

third of the original cost with varying amounts deducted for 

t fI age, wear, e c. A $.50.00 dress was prioed at $15.00; it 

not sold within a month the price was reduced one-third. 

Garments not olaimed atter 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 Daily told .ot a store in 

Philadelphia that sold used maternity clothing. The ownert 

or the store sent letters to women suggest1ng they IIconvert 

their old maternity olothes into cash." All used clothing 

lRa1sing money with a used clothing exchange. Good 
Housekeeping. Vol. 150, No.2: 116. February, 1960. 
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was in good condition and clean. Prices ranged trom $3.50 

to $50.00.1 

The second hand market for high fashion olothing was 

disoussed in a Saturday Evening Post2 article in 1956 and in 

a ~ Housekeep1ng3 art1cle in 1959. Both art1cles gave 

the names of designers whose garments were sold 1n second 

hand dress shops. The Saturday Evening Post art1cle waS 

more complete. These items were reported to show no Signs 

of wear, because they were discarded after a few wear1ngs by 

enterta1ners or society women. 4 The selling pr1ce was set 

by the owner of the shop, who rece1ved 40 per cent of the 

se111ng pr1ce. A Dior cocktail dress and coat, or1gina1ly 

priced at $700.00, sold for $100.00;5 a Mainbocher suit 

prioed $225.00 when new was sold tor $50.00. 4 The consign­

ment agreement usually speo1:f1ed that a garment was reduced 

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

lBus1ness 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. October, 
1959. . 

4 Spence, £E. o1t., p. 32. 

5 Ibid., p. 33. 
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marked down to any amount necessary to dispose of it or 

returned to the owner. l In one New York shop the garments 

were mal'ked down to from $5.00 to $10.00 after 60 days on 

the rack. If not sold 30 days later, the garment waS given 

to oharity or returned. When the store first opened in 1953 

the owner did not have a city'used olothing lioense. She 

obtained one after television publicity brought the shop to 

the attention of New York city officials. 2 

The federal personal income tax law allowed an indi­

vidual to deduct the value of clothing donated by him to a 

charitable organization. Deductions for contribut1ons to 

churches and temples, Salvation Army, and veterans' organi­

zations are allowable deductions; contributions to social 

clubs are not allowed by the Internal Revenue Service. 

A letter was sent to the Commissioner of Internal 

Revenue Service to learn what criteria the government used 

to judge the value of donated garments. Mr. Lester W. 

Utter,3 Chief I IndiVidual Income Tax Branch, replied. His 

letter, quoted by permiSSion, follows: 

lHow about those famous fashions at bargain prices, 
p. 191. 

2Spence, .Q.E.. ill.., p. 148. 

3utter, Lester W., Washington 25, D. C. Contribution 
of clothing allowable as personal income tax deduction. 
Private communication. April 51 1962. 
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Section 1.170-1 of the Income Tax Regulations pro­
v1des~ in part~ that if a contribution is made in 
property other than money, the amount of the deduc­
tion is determined by the fair market value of the 
property at the time of the oontribution.The fair 
market value is the price at which the property 
would change hands between a Willing buyer and a 

,w:1.11ing seller~ neither being under any compulsion 
to buy or sell and both having reasonable knowledge 
ot relevant facts. Any deduction tor 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 oontri­
butor, the amount of the oontribut1on, and the date 
ot its aotual payment, and by suoh other information 
as the district director may deem necessary. 

The Internal Revenue Service is unable to approve 
any privately issued guide for the valuation of 
olothing g1ven to ohar1table organizations. 

Reasons for Undertaking th1s Study 

There were four reasons for undertaking a pilot study 

of used olothing Bales at this time. 

1. To describe the s1tuation as it existed by ex­

amin1ng all types of sales and auctions. The 

writer did not explore anyone type of sale in 

detail, but rather described all types of sales 

in Ames from September l~ 1961~ through August 31, 

1962. 

2. ' To develop a questionnaire 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 Assooiated with Family Acquisition, Use and 

Disposal of Clothing, is intended to examine 

fI ••• the process of acquisition, use and disposal of 

clothing by family members and to identify associa­

tions which eXist between this process and such 

.factors as ••• market conditions ••• "l Information 

about different types of used clothing sales is 

needed before a survey oan be made to determine the 

importance of used olothing in fam11y.olothing oon­

sumption. 

3. To provide information about used clothing sales to 

help home economists plan olothing budgets for low 

inoome families. At the present time little in­

formation is available to sooial or welfare workers 

on the availability of used olothing. 

4. To learn if reoeipts from used clothing sales are 

large enough to influence retail sale of clothing. 

This information oould be helpful in explaining 

fluotuations in retail sales of new clothing. 

lWinakor, T. G. Faotors associated with family acqui­
Sition, use and disposal of clothing. Regional research 
proposal, Textiles and Clothing Department, Iowa State 
University of Soienoe and Teohnology, Ames, Iowa. Mimeo. 
report. ~. 1961. 
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Procedure 

Because much bas1c 1nformat1on was needed before 

questionna1res could be developed and chairmen ot sales 

could be interviewed, unstructured observat1ons ot used 

cloth1ng sales preceded all other work on th1s study. The 

wr1ter v1s1ted sales and observed the types of olothing 

sold, the phys10al organization and act1vit1es. She talked 

to her friends, neighbors, and faculty members of Iowa State 

UniverSity about sales ot used cloth1ng with whioh they were 

acqua1nted. Facul ty members of the Textiles and Clothing 

Department of Iowa State Un1versity were questioned to learn 

1t any waS a member of an organizat1on that would soon be 

having a sale of used cloth1ng. 

One taculty member said that her sorority alumnae group 

wonld be having a sale 1n two weeks I and arranged for the 

wrIter to observe the sale. Both the preparation on a 

Friday night and the sale ~n a Saturday morning were ob­

served and a deta1led desoript1on wr1tten tor later reter­

ence. The writer observed other sales without the sponsors' 

be1ng aware of the reason for her visit, so far as she knew. 

Every eftort was made to be unbiased 1n reporting ob­

servations and to make them in as 1nconspicuous a manner as 
t 

poss1ble. To be less obvious the writer usually dressed tor 

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 neighborhoods of new ranch type homes. Old 

clothing would have been conspicuous in these surroundings 

so the type of clothing normally worn for shopping in the 

downtown Ames area was worn. 

Notes were taken during each sale. These notes were 

very brief, oonsisting of key words and prices jotted down 

in a small notebook whioh fitted into the palm of the hand. 

Immediately atter 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 objeotive was to get 

as much information as possible recorded while it was still 

fresh in the writer's mind. Both sets or notes were typed 

up in a oomplete narrative form as soon as possible fol­

lowing the suggestions by Sell tiz et &.1 

A list of sororities and fraternities was compiled trom 

the November, 1961, Ames Telephone Directory2 and check~d 

1C1a!re Se11tiz, Marie Jahoda, Morton Deutsch, and 
Stuart W. Cook. Researoh 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 Direotory1 listing of sorori­

ties and f~aternities. The president ot each group was con­

taoted by telephone to learn if it sponsored a used olothing 

auction or sale, and if there was a local alumni group; the 

name and address of the president of the alumni group was 

also obtained in this call. The alumni president was then 

oontaoted either by telephone or post oard (sample is shown 

1n the Appendix). Arrangements were made to interview the 

president or any fraternity or sorority organization, either 

aotive or alumni, that had held or planned to hold a sale in 

Ames between September 1, 1961, and August 31, 1962. 

From the olassified pages ot the Ames Telephone 

Directory a list was made of all ohurohes in Ames. The 

minister or ohuroh secretary was oontaoted by telephone to 

learn whether any group in that ohuroh sponsored used 

clothing sales and the name of the person who had been in 

charge of its most reoent sale. Eaoh ohairman was then con­

tacted by telephone and a time set tor a personal interview. 

An effort was made to find out if there were any churohes in 

Ames that were not listed in the telephone direotory. 

The Ames Chamber of Commeroe maintains a list of organ­

izations of a sooial, fraternal and philanthropic nature. 

lIowa State University of Scienoe and Teohnology. 
Student d1reotory. Ames, Iowa, Author. 1961. 
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A copy of this list was obtained. The name of the president 

of each organization# his address 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 or the most 

recent sale was obtained. Each chairman was contacted by 

telephone and arra~gements made tor 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

ported 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 following Saturday. 

The local oftice managers of the two railroads# tour 

storage and moving companies, express company and post 

otfice 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 tor several years on a regular 

SChedule. One sale was held tor three days a week, the 

other tor two days a month. The ttrst sale was difficult 

to locate. Atter repeated inquiries the name and address 

of this sale was obtained from a former customer. The 
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looation or the semi-monthly sale was more generally known. 

The managers ot-these sales were oontaoted and interviews 

arranged. 

A local hotel had an unrented store in the hotel build-

ing where used olothing sales were rrequently held. The 

hotel manager was interviewed to obtain names ot the chair­

men of these sales. An Ames city orficial and the society 

editor or the only Ames newspaper, the Ames Daill Tribune,l 

were interviewed to learn or other organizations which sold 

or gave used clothing to indigent families. 

The president of one fraternity alumni group, when con­

tacted to learn it his organization held sales, asked it the 

study was to include olothesline sales. When told that it 

would, he gave the oaller 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 contaoted. 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 

lAmes 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 ot the 

~ Da11Y.Tribune and of the university student newspaper, 

the Iowa State Da11y,1 were read. The files of the past 

issues of both newspapers trom September 1, 1961, to 

. August 31, 1962, were checked to see 1f there ,were any sales 

advert1sed by an Ames organization which had not been dis­

covered using other means. 

Preparation of questionna1res 

A list was prepared ot 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 easily and 

which items were hardest to sell, the cha1rmen were to be 

asked to rate garments according to demand for them at the 

respect!ve sales. The names or the d1fferent items ot 

clothing 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 

clarity the exact type garment that was to be rated. For 

example, "woments coats, full length, 3/4 length; for 

lIowa State Daily. Vol. 91, No.1 - Vol. 91, No. 159. 
September 8, 1961 - August 16, 1962. 
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spring, fall and winterU was listed on one oard. There were 

51 cards to be sorted even though many groups, for example, 

dresses~ were not broken down into exaot kinds. Maternity 

dresses. formal and sport dresses were on one oard; in this 

way the number of oards to be sorted was limited somewhat 

(see Appendix). 

A rating soa1e 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 1tems." In addition, a fifth olass" "not enough items 

at sale to know 11' they do sell well," was found to be 

espeoia1ly useful 1'01' the sales where the amount of olothing 

offered was limited. Most women who sorted the cards 

appeared to understand the different oategories; only one 

woman had to ask repeated questions about this scale. Eaoh 

oategory of this soale was typed on a manila envelope using 

oapital letters of a typewriter With the large, bulletin 

s1ze type. Originally these statements were oentered on 

three and a half by nine inch s1ze envelopes. Th1s proved 

to be awkward beoause the women would stack the oards on the 

envelopes, oovering the identifying words, as they sorted 

them. After two interviews new envelopes were prepared with 

the oategories typed on the left s1de of the envelope. Thus 

the oards eould be plaoed on the envelopes without covering 

the olassificat1ons. 



14 

There were four different types of inte~iews 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

tionnaire was used for interviewing the presidents of the 

sororities and alumnae groups, the second for interviewing 

the chairmen of the various 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 it was decided to investigate these sales in less de­

tail, using a shorter form of questionnaire. 

In the orig1nal plan of study, oity, sohool and welfare 

offioials were to be interviewed. However, 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 lmO had held clothesline sales, the hotel 

manager, the sooiety editor and the managers of the two 

continuing sales were interviewed Without using a formal 

series ot questions. It was believed that in this way the 

persons interviewed would not be restricted in their 

answers. General questions were asked, enoouraging casual 

discussion of the topic by the interviewee. Notes were 

taken during these discussions. None ot those interviewed 
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by this method appeared to be disturbed by the note taking. 

Later these unstructured 1nterviews were typed, almost ver­

batim, tor future reference. l 

A list ot questions was prepared tor use in inter­

Viewing reta1l clothing merchants, shoe repairmen and 

managers ot dry oleaning shops to learn it they donated any 

unsalable merohandise to any used clothing sales. 

Interviews 

Arter introducing herself, the interv1ewer briefly ex­

plained the reason for the 1nterview, its confident1a1 

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 be1ng 1nterviewed were noted on the 

questionnaire. The spaoe allowed on the front for these 

oomments was often insuffioient so the back of the three 

page questionnaire was used for any additional oomments. 

The questionnaire was fastened to a olipboard, giving the 
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interviewer a place to write without needing a table. The 

same interviewing procedure was followed for both types of 

questionnaires except that the ranking cards were·not ·sorted 

by those women who answered the shorter form. 

When the interviewee sorted the cards onto envelopes, 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 livery easy to sell n was nearest the person 

doing the sorting. Ranging from the easiest to the hardest 

to sell, the order was always the same. As the envelopes 

were placed on the sofa or table an explanation ot the 

meaning ot the classifications on the envelopes was given. 

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 ot the questionnaire. When 

the person tinished sorting them, the cards were put into 

the envelopes. These envelopes were placed in the card 

folder and tied with the tolder string to keep the ~ards in 

the proper envelopes. 

Although the ranking ot cards was question number 24, 

10 questions from the end ot the questionnaire, it was 

shifted to be the last question of the interview. It was 

hard to re-establish the question 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 oards on a summary sheet imme­

diately after leaving the interview. The oards were shuf­

fled and put into the folder before being used in the next 

interview. 

The time to administer the short sohedule varied from 

five to 15 minutes for an interview. The duration of the 

interview using the long form varied from 15 minutes to one 

and one half hours. Answers to open end questions and the 

oomments made by the interviewee while sorting the ranking 

oards aooounted for the wide time range. 
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CLASSIFICATION OF SALES 

Atter observation and interviews1 sales of used 

clothing in Ames were classified in the following manner: 

I. Sales sponsored by nonprofit organizations 

A. Occasional sales 

Church 
Active groups or sororit1es and 
fraternities 
Social, fraternal and service 
organizations 

B. Continuing operat1ons 

(1) Women's club 

II. Sales for. mutual prof1t of donor and seller-agent 

A. Occasional 

B. Continuing 

III. Sales tor indiv1dual profit 

A. Occasional 

Ind1vidua1 or group of individuals 
Organizat1on 

B. Continuing 

Sales sponsored by nonprof1t organizations included all 

sales for which the garments were given or donated to the 

church l sorority, rraternitYI club or other organization by 

the members and fr1ends of that organ1zationl to be sold at 

public sale with all profits from that sale to be given to 

the organ1zation. 

The sales for mutual profit of donor and seller or 
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agent inoluded those sales and auctions where the seller­

agent retained a peroentage of the sale price With the 

balanoe paid to the person who owned the olothing. At a 

sale for individual profit, all profits from the sale went 

to the person who owned and sold the olothing. 

An "oooasional" sale was one held one to four times a 

year by a particular organizat1on or group. The garments 

were aVailable for sale only on those days. Arter eaoh sale 

unsold garments were returned to the owners or disposed ot 

in other ways, but not usually saved for the next sale. An 

oocasional sale occupied space that was used by other sales 

or for other purposes when a speoifio sale was not being 

held. 

A tl cont1nuing" sale was held at least one day a month 

and unsold olothing kept from one sale day to another. The 

clothing was available for sale on racks and was not stored 

away between sales. A oontinuing sale oocupied space that 

was not used for other purposes. 

One type of sale not inoluded in th1s study was that 

held annually in oonneot1on with the local Campus Community 

Chest dr1ve. As explained by all those sorority and fra­

ternity pres1dents whose organizations part10ipate 1n this 

type of aot1vity, this sale was for fun. The money went to 

a worthy cause, but the most important thing about the sale 

or auotion was for everyone to have a good time. Most of 
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those interviewed said the things donated for sale at this 

time were either out ot style6 very uglY6 very worn or there 

was some other factor that made the garment extremely unde­

sirable. 

At the time of this study there was no regular or full 

time auction within the city ot Ames. There was an auction 

looated just outside the city limits which sold chiefly used 

furniture and appliances. Occasionally 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 

clothing was sold the second night. These were cotton 

dresses6 size 16# most of them new but some used. There 

was an undisclosed number of dresses in the box, which sold 

for 75 cents. No bid was received on the individual 

dresses# only for the entire box. 

Used clothing was collected by the Salvation Army from 

Des Moines# Iowa, for resale either in Des Moines or for 

shipment to other Cities. Churches in Ames collected 

olothing for sale and also for both domestic and foreign 

miSSions. A churoh sponsored children's home in Ames waS 

frequently the reoipient of used clothing colleoted in 

churches, on the university campus, and donated by Ames 

merohants. 
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Description ot Sales 

All classifications ot sales had some common character­

istios. These similarities Will be d1Bcusse~followed by 

the descript10n of characteristics of each different type of 

sale. 

General characteristics 

S1ze Sales were claBsif~ed into two groups after 

observation ot several sales of used clothing: small and 

large. A "small l1 sale had the tollowing oharacterist1cs: 

1. The rack space waS less than 10 teet long or it 

longer all aVailable hanging Space was not used at 

the start ot the sale. 

2. There were less than five tables with no table 

completely filled at the start of the sale. 

3. The sale was held in a small room, under 25 feet 

square I or in a larger room that was more than half 

empty. 

4. The sale workers consisted of no more than s1x 

women including selling torce and cashiers. 

A "large ll sale met the following requirements: 

1. Over 10 feet of rack space would be filled with 

hanging garments at the start of the sale. 

2. There were more than five tables and at least four 
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or them were completely tilled at the start or the 

sale. 

3. The sale was held in a large room, over 25 teet 

square, whioh appeared to be more than halttull. 

4. The sale workers consisted ot seven or more women 

including selling torce 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 trom 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 betore 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 olothing sale, like a retail store, 

establishes a reputation in a community over a period of 

time. In many ot the interviews the sale chairmen said that 

customers told them that they always tried to attend this 

partioular sale because they knew it was a "good" sale, 

These usually were the sales that reported the largest cash 

receipts. The chairmen of sales that were relatively small 

in dollar volume d1d not mention that they had regular 

customers, but this question was not speoifioally asked on 
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the questionnaire. 

A "good" sale seemed to be charaoterized by clothing 

reasonably prioed and of good quality, with a large seleo­

tion of clean, ironed olothing. It was reported, and ob­

served at some sales, that there was a group of women 

wa1 ting to get into such II goodl! 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. Chairmen of 

smaller sales did not report the people waiting 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 business 

women, mostly unmarried, the olothing that was for sale was 

mostly Suits, tailored dresses, sweaters, blouses and 

skirts. There were few items for men, children or infants. 

It appeared that oustomers preferred a sale that offered a 

seleotion of garments for all members of the family. A sale 

sponsored by a large church in an upper middle class 

neighborhood usually had a wide range of sizes of good 

quality garments for ohildren of all ages as well as for 

adults. Again the customers seemed aware of this. A churoh 

in an older, les8 well maintained neighborhood had fewer 

customers, apparently beoause ltd1d not have the quality 



24 

nor the quantity of garments offered at a larger sale. 

Customers The groups ot oustomers gathered outside 

sales observed for this study oould be desoribed as 

friendly people waiting for a pleasant event. Otten there 

seemed to be old friends and relatives meeting in the orowd. 

There was muoh talking as the people tried to make the 

waiting more interesting. When the sale workers arrived the 

waiting customers greeted them in a friendly manner. 

The atmosphere 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 quiokly looked at 

each dress, took those that apparently looked to her like 

IIgood buystf and rolled them into a roll and tucked the roll 

under her left arm. Eaoh garment that was oonsidered a 

possible purchase was treated in this manner, rolled and 

halt hidden under the lett arm. She then moved to the 

blouse or shirt section, made her tentative seleotions, 

rolled them and oontinued on to the next section. All the 

women customers were doing this: the quick inspection, 

roll,. tuok.. and move on to the next group. After about 15 

to 20 minutes, depending on the size ot the sale, the women 

had been to eaoh 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 cheoked seams, hems, looked for rips, 

tear, holes, faded colors or other signs ot wear. Some 

garments did not pass this test. Many garments were in ex­

tremelyworn oondition, yet perhaps beoause ot low price or 

great need these garments were sometimes purchased. The 

olothing 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 atter a large sale opened a line had 

formed at the cashier's check-out table. The women oustom­

ers then began to talk. This first rush lasted from 20 

minutes to one to two hours, depending on the size ot sale. 

Only a few people came throughout the rest of the announoed 

sale hours until about an hour before closing time. At this 

time there was usually another rush and the Bame process of 

the women oustomers searching, rolling, tucking the garments 

under arms and retiring to inspect carefully what they had 

ohosen. There were a few women in the seoond rush who had 

been there when the sale first opened. There were also 

newcomers. The ohairmen interviewed thought that the women 

who oame in this second rush may have been to another rum­

mage sale they thought would be "better" and so went to it 

first. Some customers may have come back the second time 

beoause they believed that to clear out merohandise the 
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prioes would be out in preparation for this seoond rush. 

Sales .that did not have "good" reputations appeared not 

to have the first nor seoond rush. There was a steady 

trickle of a few women throughout the sale hours, and this 

was reflected in the relatively low oash reoeipts. 

All the ohairmen interviewed referred to the oustomers 

at used clothing sales as "those people.!! In conversations 

the writer held with friends, neighbors and merohants they 

also used the phrase Itthose people" in the same reference. 

The ohairmen always mentioned that odds and ends or 

kniok-knaoks usually sold very well. Several women thought 

that "those people" liked to indulge themselves by impulse 

buying and these items could usually be purohased tor less 

than 15 oents. Other chairmen thought that the oustomers 

did not like to go to a sale and not buy something. The 

observer purchased several items at sales. The oashier was 

always looated by the door, and it was embarrassing to leave 

without buying. Therefore a small, inexpensive item was 

usually purchased at each sale. These inoluded glass 

tumblers, braoelets, earrings, plastiC trays, and one cot­

ton dress. 

The observer happened to leave the semi-monthly women's 

club 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 blooks 



away and came to every sale for it gave her something to do 

and II sometimes you can find really nice things. ff 

Customers observed at sales were usually older women or 

women who had several small ohI1dren with them. There were 

a few men at the ·evening sales and at sales held on 

Saturdays. 

Oocasionally members of the organization whioh was 

sponsoring the sale purchased items. This was usually be­

fore the sale opened to the public. but always atter the 

artIcle was priced. One organization which had a continuing 

sale would not sell any item to a member until the artiole 

had been on sale for one day. Any antique that was dona ted 

to the sale was pr1ced by a profess1onal appraiser. A club 

member could then purohase the antique. 

Clothing sources Apparently most of those who 

attend rummage sales believe that the items on sale are 

cloth1ng disoarded by the family and friends of members of 

the group sponsoring the sale. In same oases this was not 

true. Muoh cloth1ng comes from members but one church sale 

in the spr1ng also included left over or unsold clothing 

trom 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 chairman of the alumnae sorority 

sale. It 1s therefore possible that this could have 

happened on other ocoasions and w1th other groups. without 
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the sale chairman knowing of it. 

The managers ot Ames retail olothing and shoe stores, 

dry'cleaners and shoe repair shops were interviewed to 

learn if any merchants sold or donated unsalable olothing or 

shoes to any Ames used olothing sales. 

The interviewer had seven questions typed on a four by 

six inch oard (see Appendix). Separate oards were made for 

all the retail stores in Ames, listing name of store, 

address and type of merohandise 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 ohurohes for 

resale or tor overseas relief, to both Ames and Des Moines 

ohari ties. None of the managers mew whether they had sold 

any merohandise tor resale in Ames. Three managers reported 

that a man came to Ames from a large 01 ty out of state two 

times a year to buy tor resale any unsold merohandise at a 

very low, unstated prioe. All three people said that they 

gave the garments to their ohurches:rather than sell at such 

a low price. 

or the eleven merchants donating clothing to ohurohes 
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Table 1. Number of Ames merohants who gave olothing to used 
olothing sales 

Number of merohants 
Type of store Number asked Number who said yes 

Children • s clothing 3 1 
Department store 4 1 
Dry oleaner 9 1 
Men I s clothing 7 3 
Shoe repai:r 3 1 
Shoe stOl"e 5 1 
Variety sto:re 3 1 
Women's olothing 6 2 

Total numbel" of firms 40 11 

or charities only four were members of those churohes, or 

were in any way affiliated with the oharities. DenOmina­

tional lines were not observed in g1ving away these items. 

The type of merohandise given away by retail merohants 

could be divided into three groups: new garments damaged in 

some way, making them unreturnable to the factory; merohan­

dise returned by oustomers that had proven unsatisfaotory; 

and Bun faded or soiled items. Shoe repair shops and dry 

cleaners donated merohandise unolaimed 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 said that he never gave away 

shoes that were in a poor condition. 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 th1ngs 

were given to a charity when the item was so worn it should 

be destroyed. He demonstrated his argument with a pair ot 

shoes trom 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 readily seen. He said such shoes would har.m any feet 

that wore them. One shoe retailer said he never gave shoes 

away because shoes should be fitted to the wearer's feet. 

Only these two men referred to the necessity ot thinking ot 

. the welfare of the person who was to wear the garments 

donated. 

A retailer who gave unsold garments to a used clothing 

sale would forgo the possibility ot selling it to a firm 

specializing in this type ot merchandise. The goods had 

been purchased and paid tor and would therefore const1tute 

a deduction from his gross 1ncome. 

When an individual gave clothing to one ot these sales 

he m1ght have claimed it as a charitable deduction trom his 

personal income tax. However, all chairmen replied in 



31 

answer to specifio question that they had not been asked for 

receipts for olothing donated for sale. It is possible that 

donors of olothing had claimed it as deductions from per­

sonal inoome tax but because the District Director of 

Internal Revenue had not asked that the deductions be sub-

stant1ated, the sale ohairmen had not been asked for re­

oeipts. Only by further research could it be determined if 

donors of clothing to such organization sales were claiming 

this as deduotions trom their income tax. 

All chairmen interviewed reported that the sale oomm1t­

tee made arrangements for the clothing to be called for if 

the donor oould not bring it to a oentral spot. Usually it 

was colleoted over a period of a week before the sale with 

most of the garments being brought in one or two days before 

the sale. 

The quantity of olothing at sales varied Widely. Be­

oause this study was oonoerned with describing what actually 

occurred in Ames from September 1, 1961, to August 31, 1962, 
I 

every effort was made not to interfere with the a:oti vi ty at 

a sale. Therefore the observer did not oount the numbers of 

garm~nt8 at the sales attended beoause she did not wish to 

be oonspicuous. However at one sale the garments on a 

Single, fifty foot rack were counted the morning of the 

seoond day of the sale by a churoh member. This raok held 

women's ooats, Suits, dresses and skirts, a total ot 480 
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g~ents. 

Display Methods of displaying used clothing were 

conSistent regardless of size or type of sale. Coats, 

Suits, trousers, Skirts, jaokets, dresses and blouses were 

plaoed on hangers which were hung on raoks. The type of 

rack varied trom conventional chrome plated garment racks 

to seotions of iron pipe suspended from the ceiling by 

chains or wire. 

At one church sale shoes were displayed on unfinished 

wooden racks. Usually shoes, purses, hats, and all other 

items that oould not be hung oonveniently were plaoed on 

tables, which ranged ~n size from card tables to ping-pong 

tables. Sometimes tables were plaoed so that customers 

could enoirc1e them. At other times they were side by side 

or, in the case of long, narrow tables, end to end. Tables 

were also used to channel flow of oustomer traffic, and 

often to olose ott a doorway that 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, olothing was sorted by type. 

Clottdng for men was hung in one seotion, olothing for women 

in another. Children's clothing, both boys' and girls' 

garments, was usually displayed together in the same area. 

Women's dresses, blouses, suits, and coats were displayed 

in groups sorted as to garment type. Cloth1ng tor men and 
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children was also sorted and d1splayed by garment type. 

Label1ng Eaoh garment offered for sale was usually 

marked or labeled with a reotangular tag of paper one or two 

1nohes wide by two or three inohes long. This label was 

pinned to a sleeve, oollar or, less commonly, to,the 

shoulder area of the g~ent and was marked with the price 

and sometimes the size of the art1ole. If pr1ced 1ndi­

vidually, shoes were marked on the soles. Hats were occa­

s10nally marked with a paper prioe tag p1nne~ to the ribbon 

band or veil. 

The workers frequently placed a large pr1ce sign on the 

raok'or table 1nstead of marking eaoh item With a prioe 

tioket. This was the most oommon method of 1nd1oating 

pr10es of shoes, purses and hats. Often there was no prioe 

s1gn e1ther on the table or on the displayed 1tems. 

At none of the sales attended was an attempt made to 

state f1ber oontent or other desor1ptive material on the 

label. Some garments have a woven size label fastened into 

a seam. Donors infrequently marked garments with s1ze be­

fore send1ng the items to be sold. Informat10n about the 

garment was seldom available to the person doing the 

marking. 

Pricing and pr1ce cutting Acoording to the women 

interViewed, pr1cing the garments was the most diffioult 

part of the sale. Several sales chairmen stated that women 
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do not voluntee~ fo~ this wo~k. Because the chairman 

usually had. had expe~ience with other sales, she was tlstuck 

With the job." Those with expe~ience gained trom ea~lie:r 

sales helped to train others for the next sale. When the 

women we:re asked what criteria they used to prioe the sale 

garments, each ot them said "experienoe" o:r words to that 

effect. After working at sales for many years they be­

lieved that they knew what customers would pay for different 

garments. As one woman said, tI Someone who has done a lot of 

it geta along better than someone who tries to tollow a 

. recipe. I! 

One woman interviewed said that infrequently a dono:r 

would put the original prioe on a garment sent to the sale, 

to help the worker price it tor resale. Aooording to this 

woman, resale prioe could be based on original cost only to 

a·oertain extent because there is a limit to how much people 

will pay fo:r used garments. For example, she said there is 

a five dollar limit on wool coats. The amount of wear still 

in a coat seems to be more important to the p:rospective 

purchaser than the original cost. 

The way different women p:rioe garments is illustrated 

by the following example. Three sales whose ohatrmen were 

interviewed had eaoh :reoeived three difte:rent women's suits 

that were all of the same, nationally advertised brand. 

These suits, known for thei:r classio style, usually :retail 
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tor over 100 dollars. The only one ot these three suits 

that the wr1ter saw was not1oeably out of date both in 

fabrio and style. It was of medium blue oolor With streaks 

ot gray ~ apparently trom gas fading. There were two women 

d01ng all the marking tor this sale. Ne1ther wanted to 

prioe this suit. Two other women workers entered the dis­

oussion whioh oentered on the faot that although it was in 

poor oondi t10n 1 t was a famous brand name su1 t. F1nally the 

suit was marked $2.50, which two of the women oonsidered a 

r1dioulously low prioe tor that brand of suit. They ex­

pressed their disapproval, but the pr10e was not changed. 

Several hours after the sale started the suit was st~ll un­

sold. It was then marked down to 75 cents. It sold about 

30 minutes later. At another sale the same brand of suit 

was also prioed at $2.50 and did not sell. It was taken 

home by the owner to be brought baok tor the next sale. The 

woman interviewed desoribed 1t as being in 1l10vel y " oondi­

tion, so they would not cut the prioe. A third suit, with 

the same brand label, was sold for $7.50 at a third sale. 

The woman in charge of this sale said 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 

ohairman said that no label was worth· $7 • 50 when the garment. 

waS so badly worn. These three sales were held within a 

four month per10d in downtown Ames. Two of the sales were 
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held 1n the same location. 

The casual way prices were determined at one sale was 

shown by the following example. The sale was a small one, 

held regularly but not continuously. The observer could 

find only one item that was marked. When a woman customer 

asked the price of a dress the worker asked the chairman ot 

the sale" uHow much for this?tI 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 at any price. 

There were, however" three uses for the garments mentioned 

by the women in answer1ng another question which concerned 

the fabric rather than the style. One nonfashion use of 

used 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 1n the inter­

views was for making rugs. Men I 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 otten purchased tor rug making. 

Some women said that they believed it was wrong to sell a 

warm winter coat to someone who would cut it up into a rug 

when the same coat would keep someone else warm. A woman 

in th1s g~oup would not have prioed a woolen garment low 

enough so a person could afford to use it in a rug. Some 

other women stated that the reason the coat was purohased 

was unimportant so long as it ~ sold and the organization 

received the money. A woman in this seoond group would have 

priced the garment low enough to sell it for any purpose. 

One ot the groups that held continuing sales believed 

that the way to deal with th1sp;roblem was to put all woolen 

garments tha~ had been damaged by moths into large corru­

gated paper boxes. Eaoh box6 usually about two feet square 

and 18 to 20 inohes high6 was tilled with these damaged 

woolen garments. The price ot the box and contents was 25 

to 50 cents6 depending on the size of the box and the number 

of garments it oontained. A oustomer was not permitted to 

buy one or two garments from the box, but had to buy allot 

the items in the bOX, as 1s. 

wrong with the merohandise. 

He was always told what was 

The sale chairman believed that 

these damaged ga.rrr.cnts would not be used as olothing. At 

th1s low price, rug makers would use these garments rather 

than buy "good" ones. 



The third use for garments was for rags. Theatre 

owners, 'garage mechanics and painters were mentioned as 

customers who purchased used clothing by the pound to be 

used as cleaning rags. Only four sale chairmen 'said they 

sold clothing tor this purpose. The price ranged from five 

to ten cents a pound, weighed atter buttons, zippers and 

belts were removed. 

Policies on price cutting seemed to depend on whether 

the sale was a continuing or an ocoasiona1 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 

it, to avoid constant bargaining. If an item 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 year 

there would not be another opportunity to sell an item until 

the next year. A sale held in a ohurch basement or 1n a 

store downtown must close at ascertain time. All items must 

be removed from the salesroom. Unsold merohandise must be 

boxed and stored or given away. Therefore to avoid as much 

of this work as possible prices were cut the last hour or 

before the last day of the sale. Many groups sponsored 

sales primar1ly to obtain money for some"phi1anthropic work. 

Thus if dur1ng the sale a customer expressed interest in a 

garment but ind1cated that the price was too high, the 
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worker would usually cut or "adjust II the pr1ce if' she 

thought the -customer ~ea11y needed the garment and oou1d not 

pay the asked priae. 

The women interviewed indicated that the austomers knew 

when pr1aes would be aut so they would come back the last 

day or last hours of the sale. 

Rankins of olothing by ease of' sale Eaoh chairman 

of an ocoasiona1 sale was asked to base her ranking of 

olothing aocording to ease of sale on the most recent sale 

she had supervised. Chairmen of' regularly operat1ng sales 

based their rankings on how clothing had Bold over the years 

of sale operation. 

Each olass of ease of selling was given a number. 

1 - 11 Usually sell very well" 

2 - 11 Usually sell fairly well" 

3 - " Sells" 

4 - IIHard to sell items!! 

5 - IlNot enough items at sale to know if they do 

sell we1l. 11 

Infants' clothing was aonsistent1y ranked easy to sell. 

Of' the clothing rated by 25 sale oha1rmen# over half of' a 

total of 175 cards were placed in class 1. In seven cases 

the chairmen ranked all seven infants' items as class 1. In 

a fifth case six items were r~ked class 1; the seventh item 

was classified 5. Of' these seven sales one Was a churoh 
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sale, five were other organizations, and two were clothes­

line sales.· One chairman of a social organizat1on sale 

ranked all 1nfants' clothing as 5, because the members had 

no small ch1ldren. 

Cards for boys' oloth1ng d1d not show anyone 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 Bale to know 1f they do sell well," partly beoause 

one clothes11ne sale had no oloth1ng for boys. 

For g1rls' cloth1ng a total of 275 oards were sorted. 

Ninety-three were rated as being easy to sell; group 1. One 

woman who sponsored a olothesline sale rated all g1rls' 

clothing as group 5 because among the 15 neighbors with 20 

ch11dren who brought clothing to sell, only two of the 

children were girls. 

Men's clothing was rated, on the whole, as being harder 

to sell than other groups. Thirteen women of the 25 gave no 

rat1ngs of group 1 to the 10 items of men's olothing. One 

woman class1fied all men's garments as group 4, "Hard to 

sell 1tems." 

Women's clothing, 13 items, did not seem to be ranked 

with any uniformity by the 25, exoept that there were 12 

rankings of 5 from one olothes11ne sale. 

An examination of the averages of the rankings by the 
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Table 2. Class1f1cat1on of garments as to ease of sale 

Number of Total number 
Clothing items in of cards Classif1cations 

group group to sorted by 
. be Borted sale chairmen 1 2 3 4 5 

Infants 7 175 101 24 14 12 24 
Boys 10 250 71 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 sale 

or gross receipts was related to the way cards were sorted, 

showed no pattern. If there was a relationship of the 

volume of the sale to the ease of selling different groups 

of clothing, this study was unable to d1scovar 1t. 

D1fferen~es in ranking could be p~tly aocounted for in 

the fact that each woman said winter clothing did not sell 

in summer sales. A comparison was made between the ranking 

of infants' blankets and ch1ldren's and adults' coats at 

sales held from Apr11 through August versus sales held from 

September through March. The results were not conolusive, 

poss1bly because on the cards ooats 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 chairmen 

of sales interviewed said that some clothing was lett 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 left-overs were given to the women's club sale 

or to church sales. Six ohurches gave their unsold garments 

, to the Ames women's olub 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 olothing 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 olub sale. 

The women's club sale gave its unsold merchandise to the 

Salvation Army. It waS therefore possible for a garment to 

be plaoed on sale at more than one rummage sale in the oom­

muni ty. The following diagram illustrates the flow of used 
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garments from one type of sale to another. 

Save~ 

T~I.t":_ ~ 
C1oth~e8~-;. ChurCh\ 

-- ~oments 
. / 
Salvation Army ~ . 
Good Will or ~ 
St. Vincent de 
Paul-Des Moines 

Consignment 

Organization 

Thus the flow of disposed unsold clothing was trom the 

smaller, personal oontact sale to larger, more impersonal 

sale or out of the community. 

Sales sponsored by nonprofit organization 

·Ocoasional sales 

Chur.ch 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 oa11ed 

"rununage sales." Oooasiona1ly the ohairman tried a dif­

ferent name to arouse interest. "Trash and treasure ll 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 churoh although the money made from 

the sales usually benefited the entire churoh. 

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 noth1ngto do 

with whether a sale would or would not be held. No ch~ch 

sale chairman interviewed mentioned the clothing being 

available as the reason for the sale. Money was raised to 

pay for church building or for a special church need. One 

minister, when contacted to learn if his churoh sponsored 

such a sale, said his congregation no longer had sales be­

cause the church debt was paid. A woman who had been in 

charge of the most recent sale held by her church said that 

the members were planning to build a new ohurch soon; there-

fore they would continue to have annual rummage sales. 

Members of another local church had decided to discontinue 

their sales. Then they learned of the special need of an 

overseas miSSion, so they held a sale in the spring as 

usual. In every interview the chairman 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 churohes in Ames 

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

churches bad been holding sales regularly for between six 

and ten years, five for more than 15 years. The ohairman 

of sales at ona of these churches reported that her group 

had been having sales tor more than 30 years. 
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Three sales were held once a year; three were held'two 

times a year, 1n the spring and fall. The ohurch that had 

been having its sales the longest# over 30 years, also had 

them most frequently, four times a year. 

All but one ohuroh held its sales on Fridays and 

Saturdays. One ohurch regularly held its sales on Wednesday 

and Thursday. Three churohes had evening sales. The, ohair­

men of these said that they scheduled sales during the 

evening hours so the men could aocompany their wives shop­

ping. 

The earliest opening hour was 7:30 a.m. and the latest 

,closing hour was 9:00 p.m. One ohuroh, which held a spring 

and fall sale every year, stated the ohuroh name, two dates, 

a Friday and a Saturday, and the phrase "sale oloses 3 p.m. 

Saturday," in the advertisements for both sales. When it 

was deoided to run the spring sale for two weekends the same 

advertisement was again run. Most or the people inter­

viewed said that there were people waiting 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 inoomplete hours 

stated in this advertisement. 

Six of the ohurohes advertised their 11 sales 1n the 

Ames Daily Tribune; one sale by the seventh churoh was not 

so advertised. Three sales were advertised. for t~ee days, 



46 

three sales for two days. The insertion of the advertise­

ment was usually two days in advance of the sale. One 

chairman of a sale said that it was important not to adver­

tise a sale too far in advance beoause this would confuse 

prospective customers. Two churches advertised sales in the 

Iowa State Daily. a student newspaper for the university, in 

addition to their other advertisement. 

One church used the free Radio Station KASI program 

oalled "Swap Shop" in addition to the newspapers. This pro­

gram was broadoast daily, five times a week at 11:00 to 

11:15 and 11:20 to 11:45 a.m. The two programs were 

separated by five minutes of local news and muSic. An in­

d1vidual could advertise any item prioed under 50 dollars. 

An organization having a rummage sale was not restricted to 

this 50 dollar lim1 t'. To place the advertisement the person 

telephoned the Ames station on the day on wh1ch the 

announoement was to be broadoast. 

Three ohurohes plaoed homemade posters in store windows 

in both the campus and downtown business distriots. One 

churoh used duplioated "flyers" delivered to Pammel Court" 

the university married student housing area, by four college 

boys. The college students were members of the ohurch; 

therefore they were unpaid tor this work. 

Only one woman stated that the sale was announoed in 

the regular Sunday church bulletin at her Church. However 
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the wr1ter knows of at least one other ohurch where a sale 

was announced 1n the church bullet1n that the sale chairman 

d1d not ment10n when interviewed. 

Churoh rummage sales were held in the churoh basements. 

Usually there was a paper or oardboard sign advertiSing the 

sale posted on an outside door. Sometimes there were signs 

inside the building direoting oustomers to the sale. One 

churoh had a sign on every outside door to direct oustomers 

to one partioular door and 1nside the designated door more 

signs direoted them to the basement stairs. At some sales 

there were no signs, inside or out, making it diffioult for 

people unaoquainted with the building to looate the sale. 

The size and physical arrangements of basement rooms 

varied oonsiderably. The rooms ranged in size from approxi­

mately 15 by 25 feet for a small room to 40 by 60 teet for a 

large one. Some rvoms were well lighted, while others were 

dimly lighted. At one sale the lighting was not suffioient 

for the observer to distinguish brown, black, dark green and 

navy blue. This made it very difficult to tell the oleanli­

ness or state of repair of the clothing. 

The number of workers varied from about four, at a 

small sale, to over twenty, at a larger sale. All were 

unpaid volunteers. At one spr1ng 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 either large or small sales were 

available 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 oashiersand 

these women sometimes wrapped the merchandise also. How­

ever, garments were frequently left unwrapped. New and used 

sacks were used as wrapping. Muffin tins were usually used 

as change boxes. Sometimes a portable adding machine was 

used to total the individual purchases but more oommonly one 

woman listed and totaled the prices Without using a machine. 

Active sorority and fraternitl Act1ve sorority 

group sales followed no set pattern. Some were of the non­

profit organizat1on type, others were sales for indiv1dual 

profit. In 1961 one sorority held an auction at which the 

first five dollars that eaoh 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 active soror1ty 

groups were called "auctions" or "sen1or sales." The sales 

and auotions were held after hours so all the members were 
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able to attend. In 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 raise 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 dictated when the 

auctions were held. At an auction, 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 

held in the sorority house for soror1ty members only. 

SOCial, 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 organizations holding sales during the year 

studied had been holding sales in Ames from two to 15 years. 

Advert1sing 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 used larger Signs on the 

outside doors and windows than those used by churches to 

identify their sales. The name of the organ1zation spon­

soring the sale was usually in the largest print l 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 I 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 oth~r Saturday afternoon the 

year around. Almost 30 year~o members of the oI'ganiza-
.-~---

/- ' 

tion held theiI' fiI'st rummage sale. It was so successful 

that they established a continuing operation. 

Before a sale day the telephone number of the Telephone 

ChaiI'man of the sale was listed in the sooiety oolumn of the 

local evening papeI'. Anyone who had olothing for the sale 

oalled this number and within the ne~t two days a man picked 

up the olothing. This was the only advertising used. Most 

residents of Ames that the writeI' talked with weI'e aware of 

the sale l without formal advertisements in the newspaper or 

on the radio. Most people oontaoted 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 -op1nion that since Ames had no welfare depart­

ment that this sale tilled a need. 

For 20 years the sale was held in the same location in 

a 01 ty building. One year atter the sale was mov~di sm tch­

board g1rls at the city building were still receiving calls 

1nquir1ng about the time and location of the sale. 

The new location was an old house. The seoond floor 

was not used exoept tor storage because the floors were 

unsafe. There was less room to display the merohandise than 

in the former location. but this disadvantage was partially 

overcome by the large amount of free parking ava1lable to 

the oustomers. The house was pa1nted a tresh light green 

and a space heater installed when the'olub moved in. In 

winter the room with the heater was too warm and the rest 

of the house was rather cold until the oustomers arrived. 

In the summer the house was extremely hot. - A large 20 inoh 

window fan and smaller fans in the rooms did little toward 

making the plaoe more comfortable. But summer or winter. 

in 90 degree or freezing weather, there were usually more 

than 30 people waiting to get into the sale before the door 

opened. This sale had many regular customers. They 

hurriedly scanned the racks to see it there was anything 

"new" that had been brought in sinoe the last time they \'lere 

there. 



52 

The sale did not accept checks nor charge acoounts, but 

did have lay-a-ways. An item of 50 oents or more, usually 

50 cents to two dollars, could be paid for over a per10d of 

t1me. A 10 cent deposit was required, w1th payments as the 

person could afford to make them. There was no formal con­

tract, and when the garment was fully paid for the person 

took it home. No one had ever asked to take the garment be­

fore the f1nal payment was made. However, most of the sales 

were for cash. 

There were women workers 1n each of the f1ve small 

rooms, to help ans\{er quest10ns or to measure a dress. Be­

cause few 1tems were sized the workers oarried a tape 

measure and measured a dress or skirt for the customer upon 

request. There waS a small doorless oloset where customers 

tr1ed on garments. 

Each t1me the observer was present, there seemed to be 

more clothing than there was room for. The rooms were ex­

tremely small, s1x feet by 10 feet be1ng about average, and 

the racks took up so much space there was little room for 

the customers. The Telephone Cha1rman reported that there 

had been p1ckups of clothing for the sal~ reade at not only 

club members' homes but also those of soma of the salets 

customers. Perhaps because of th1s the clothing at th1s 

sale var1ed so Widely that 1t was 1mpossible to make a gen­

eral statement about 1ts condit1on. Some g~entB were 
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clean and. ironedl others were caked With mud. Some garments 

were in excellent repair but others were not. One fur ooat 

was just a shell of fur With no liningl 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 001-

lected throughout the year, Winter garments were placed out 

for sale only in the fall and Winter months. Out of season 

merohandise was stored on the seoond floor of the house. 

Clothing was usually put into paper saoks when it was 

sold. Both new and used saoks were used. There was an old 

adding maohine, 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 

Occasional 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 

operat10n~ specializing in clothing for ch1ldren. 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 condition to the shop. When these 

garments were sold the former owner would receive 70 per cent 

of the sale pricel 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 retail store hours. The shop did little 

advertising. A two inch box advertisement was inserted in 

the local evening newspaper only for two or three n1ghts 

before 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

hood appeared to be well maintained. The entrance to the 

shop was at the s1de 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 card file, which the writer did not see, was main­

tained, listing the source of each garment, its condition 

and original price. The owner was careful, she stated, 

never to sell a garment to a person who lived in the Bame 

school district as did the person who was selling the gar­

ment. 

There was a fairly oomplete selection of garments for 

children, but very little ~nfantBt clothing and few g~ents 

for adults. The shop specialized in children's clothing, 



55 

so the customers were usually there for children's clothing 

and would not be interested in clothing for infants or 

adults. The owner said that she had expected to have a 

large volume of business in infants' clothing from the col­

lege married students, but that this had not developed. The 

clothing was usually priced at one half orig1nal cost. This 

was relat1vely high when compared to prices oharged by other 

used olothing sales. This might partly explain the lack of 

business from college students. Also, they might have ex­

changed olothing with eaoh other informally. 

The garments 1n the "better" room were of muoh better 

qual1ty than those offered at many of the church and other 

rummage 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 oonsumer survey. 

The reason stated for disoontinuing this Bale was a 

general decrease in business. The OliOer believed that it 

was the radio "Swap Shop" and olothesline sales that had 

oaused fewer people to. buy from her. 

During one interview 1n Ames, the type of sale held 

by the Parent Teachers Assoo1at10n 1n Bronxville, New York, 
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was discussed by one woman.1 The sale was a continuing 

operation whioh aooepted clothing from PTA members. The PTA 

retained ~5 per oent of the selling price and returned 75 

per oent to the seller-donor. The woman 1nterviewed in Ames 

had attended a sale of th1s type in Illinois. She was 

interested in starting suoh a sale in Ames. She said that 

she had proposed it as a money making projeot at her local 

PTA meeting but it was not acoepted. She be11eved it was 

the existenoe of the women's club sale l the individual 

c1othesl1ne sales and the radio exchange program that oaused 

the women to be uninterested in her plan. 

Another sale that divided the profits between seller 

and owner was desoribed by two women interviewed who had 

sold and purchased items at Air Force base "Thrift Shops.1t 

The shops they described were located overseas, one in 

England and -the other in North Africa. In a shop of this 

type the base welfare fund reoeived 15 per oent of the sel­

ling prioe, the owner 85 per oent. They said such shops are 

also in operat1on at some Air 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 

1RaiSing money with a used clothing exchange. Good 
Housekeeping. Vol. 150, No.2: 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 

Occasional sales 

Individuals or group of individuals Clothes-

line sales are sales held by an individual or a group of 

individuals for their own profit. Four women who had held 

clothesline sales were interviewed, and none of them had 

held" such sales in any other town. They agreed that it was 

flacceptedtt 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. fl 

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 generalizations 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

oulty in studying these sales arises from trying to deter­

mine from newspaper advertisements which are clothesline 
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sales and which are sales of just one or two items. Some­

times the advertisement listed a rew items and then stated 

"also many other items." Some sales were oalled rummage 

sales but appeared to be olothesline sales beoause the ad­

dresses given in the advertisements were those of houses in 

residential neighborhoods. The direotions to such sales 

usually read "use side door.tI 

Sales were sponsored by trom one to as many as 12 

women # each br1ng1ng clothing from her family. Sometimes 

friends and neighbors # knowing of the sale, would take the1r 

used garments to the sale even though they were not spon­

soring it. The women who sponsored the sale paid for the 

advertisement in the newspaper and acted as sales clerks at 

the sale. Among reaSons tor clothesline sales were avail­

able clothing, 11mited storage apace 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 ot state. This appeared to be 

a frequent occurrence in Ames where the population is 

fairly mob11e because the chief employers inolude Iowa State 

University and the headquarters of the state highway oom­

miSSion. 

The newspaper advertisements were usually inserted two 

days before the sale. The tree radio advert1sement was 

broadoast the day or days of the sale. The women 



59 

interviewed had held from one to four sales. Two had held 

their sales "in the spring and 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 advert1sements 1n the news­

paper throughout the year. From the incomplete researoh 

done in th1s study on this type of sale it was diffiou1t to 

state the time of day or day of the week that the major1ty 

of suah sales were held. Sales were held in old houses and 

in new houses that were in older sections of .~es as well 

as in new subdivisions. 

There was seldom a Sign on the house for advert1sing 

unless the sale was in the basement. The sales were held 

in the basement, on the front poroh, 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 tor this type of sale. Card tables were used for 

small items not suitable for hang1ng. 

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 available there seemed to 

be more oustomers. When more than one family· s clothing was 

offered the garments were labeled with tickets marked With 

the initials ot the women who owned the item and the price. 

These tickets, usually small pieoes ot paper approximately 

two inohes square~ were removed when the 1tems were sold. 

At the end 01' the sale the tiokets from each woman's gar­

ments were totaled, and the money divided aooording to these 

totals. 

All the sales observed and two of the women interviewed 

used a muffin tin as a cash register. One woman used a 

cigar box, the other used a pound coftee tin. The tin oan 

was used because the lid made a noise when it was removed. 

This woman wanted to be able to hear when anyone opened the 

money oan. The garments, if paokaged at all, were usually 

sacked in used grocery sacks when sold. 

The olothing at these sales ranged from nearly new to 

s~verely worn garments. The original quality appeared to 

differ greatly, as did the amount of repair needed before 

the garments oould be worn. At the six sales observed, all 

the olothing and the sizes offered differed greatly trom 

one sale to another. There was not as much variety when 

clothing trom only one family was tor sale as there was when 

several families oooperated. 

All but one woman said that they enjoyed having the 
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sales and would have another sale when they had more gar­

ments to sell. The husbands were not interviewed and the 

women were not asked, but three said that their husbands 

hated the 1dea of the sale, so they tried to schedule sales 

when their husbands were out of town. The fourth woman was 

a widow. One of the reasons given 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 waiting to get into a 

clothesline sale but they used other tactios to try to be 

the first Qustomer. All women interViewed said that they 

had at least one woman customer the n1ght before the sale 

or early (before 7:00 a.m.) the sale day. In one sub­

division there had been several sales in the past year. 

One ot the women interviewed stated that she had reoeived 

a telephone call asking it 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 ot the woman having the sale 

was 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 earlier 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 family having the sale. The woman who sponsored the 
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sale checked liith the family whose name was listed f1rst 1n 

the telephone directory. They had not been home the even1ng 

before, so did not know 1f there had been any telephone 

calls. They had received te1ephone·ca11s on other occasions 

when other women 1n the bloak had held sales. The other 

women interviewed in other sections of Ames reported a woman 

had called the night betore the sale. They did not know how 

she could have known their names, because the names were not 

listed in the newspaper advertisements. 

The receipts ot sales held by the women interviewed 

were moderate, varying £rom $15.00 to $45.00 at a single 

sale, but were greater than the receipts of one church sale 

and one other organization sale. This might indioate 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 1s recommended. 

When interviewed, the women who sponsored the olothes­

line neighborhood sales were not asked if they were aware 

that a sale of this type was illegal in Ames. A city 

ordinance exempts sales from having a license and being 

regulated by oity council if sales or auct10ns are limited 

to personal things of an indiv1dual and are held tor only 
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one day 1n eaoh calendar year. l A sale sponsored by a group 

ot individuals or any sale that was held tor more than one 

day was therefore illegal. A oity official expressed the 

opinion that this was an ordinance that was not enforoeable. 

It was used only to restriot regularly operating sales which 

disturbed the peace and quiet ot a neighborhood. It was 

doubtful if many of the ladies who have held clothesl1ne 

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 bulletin 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 

lAmes C1-ty Council. Munioipal code ot Ames. Chapter 
66. T1tle 1" Paragraph 1 and ParagI'aph 15, Subparagraph o. 
Ames, Iowa, Author. 1956. 

Chapter 66-1.1 Auotion Sale. tlAuction sale" shall mean the 
offering for sale or selling of new or used personal 
property to the highest bidder or offer1ng for sale or 
selling ot personal property at a h1gh price and then 
offering the same at suocessive lower prices until a buyer 
is seoured. (Ord. 823, 1.1) 

Chapter 66-15 (c) "Auction sales by indivIduals of their own 
personal property, not subject to renewal, nor oontemp1ated 
to last more than one day or to occur more often than once 
in a oalendar year and when such auction sales are made with 
or Without the service of a lioensed auotioneer. Ord. 823, 
15, Ames, Iowa . 
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the room or eaoh girl who was selling her olothing. This 

sale lasted -tor a week. The price was set by the owner of 

the garment. Each girl collected the money for her own 

garments as they were sold. Most of the oustomers were 

sorority members or friends of members. 

The clothing sold usually consisted of the garments of 

the active sorority girls living in the house at the time ot 

the sale. Sometimes any garments left by former members and 

not claimed 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 known~ held used olothing sales for the 

benefit of the individual club members~ rather than the 

organization. The olub held two sales a year in the garage 

of one of the members. Advertisements in the newspaper and 

on the radio stated that the organ1zati~n was sponsoring the 

sale. The individual members reoeived the money tor their 

own garments that were sold. Eaoh woman priced her own 

garmenta. The sales were muoh the same as any other 
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olothes11ne or garage sale exoept that the olub ostens1bly 

sponsored them. 

Continuing sales There were no sales ot th1s type 

observed in Ames at the t1me ot th1s study. 
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ESTIMATE OF SALES VOLUME 

The total reoeipts trom 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 ot over $8,000.00 represents a large number ot used 

garments. This did not include the receipts ot individualS 

from clothesline sales. The average receipts per clothes­

line sale reported by the four women interviewed was from 

$21.00 to $27.00. 

For an estimate ot total used clothing sales volume in 

a given geographic area, a count of the number of clothes­

l1ne sales trom the number ot advertisements in the classi­

fied section ot the local newspapers and ot advertisements 

of sales on radio or television exchange programs should be 

made. Interviews ot a random sample of persons sponsoring 

suoh sales would give a more satisfactory estimate of the 

average receipts trom these sales. Average receipts mul­

tip11ed by number of sales could give an estimate of total 

receipts from this type ot sale. This estimate, added to 

the area total reoeipts of organization sales, could then 

be used as an estimate of receipts from used olothing sales 

in the area. No attempt was made to estimate the total 
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receipts of olothesline sales, beoause of limited informa­

tion gained from this study of that type of sale. 

Present methods of keeping reoords 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 

without further researoh. It would be neoessary to develop 

a method of oounting the garments without disturbing the 

sale activities. 
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RECOMMENDATIONS 

Changes in Procedure 

The rollo~~ng changes in procedure are recommended as a 

result of this study: 

1. Although most of the used clothing sales were held 

in the fall or spring# it would be preferable to 

start a study of this type in September beoause 

there were more sales in the fall. The first sale 

observed for th1s researoh was in Maro~, 1962. 

2. It may be that more accurate information was ob­

tained when the sale chairman was· interviewed soon 

after the sale. Therefore it is reoommended that 

interviews be arranged as soon after the sale as 

possible. Some of the sales reported had been held 

as much as eight months before the interview. 

Sometimes various factors might oause a chair­

man to over- or underestimate the net profit from 

her organization's sale. The writer attended a 

sale that appeared to be the smallest ohuroh sale 

that she had observed. The next week a Textile and 

Cloth1ng graduate student who was a member of that 

church~ knowing of the study# reported that the 

chairman had told her that the sale had total re­

ceipts of $15.00. Later, when the chairman was 
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interviewed" she repor.ted oash reoeipts of $40.00. 

There had been less than a month between the two 

reports • 

. 3. A file ot the entire olassified seotion of eaoh 

looal daily paper would make readily available in­

formation about all advertised sales being held in 

the area. When advertisements only tor sales of 

the type currently under investigation are olipped 

and tiled it 1s neoessary to go to the tiles main­

tained by the newspapers to learn other information 

that may be desired as the study progresses. For 

example: atter a study ot church sales, the in­

vestigator may want to-oompare the number of ohuroh 

sales to the number ot sales sponsored by sooial 

organizations during the same period. 

A cont1nuing t11e ot olassified seotions main­

tained over a long period or time would also make 

trends in sales available tor study. In the past 

. there may have been a shitt ot clothesline sales 

rro~ the married student un1versity housing to 

other sections ot Ames. 

4. Investigation ot the growth ot the looal radio 

Show" "Swap Shop,,!! and a thorough study of" the 

growth ot the olothesline sales is recommended be­

oause 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 ot used clothing 

sales sponsored by organizations. 

Changes in Questionnaire 

The folloWing changes in the questionnaire are recom­

mended as a result ot this study: 

1. The ranldng ot clothing as to ease ot 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 ot the cards used in ranking the clothing 

acoording to ease ot selling should be ohanged. 

Most or the women who sorted the oards oommented 

that there should be more than one card tor shoes 

and more than one oard for dresses because there 

were so many different kinds ot shoes and dresses 

and not all were equally easy to sell. For ex­

ample, shoes would be on at least tour cards tor 

each age and sex group: canvas shoes. leather 

shoes. winter boots and house slippers. Dresses 

would be on six cards: formal. mat ern! ty. after­

noon. sport and house dresses. Dresses larger than 

size 38 or 40 should be ranked as a separate class 

because the women frequently mentioned that large 
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dresses sold better than small sized dresses. 

These olasses of dresses oould be further broken 

down into Winter and summer, spring and tall, or 

tailored and femin1ne. 

Ties for both men and boys could be on one 

oard, sinoe 19 ot 25 women rated them the same, tor 

ease ot selling. 

2. Speoifio questions whioh should be added to the 

questionnaire 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 or the week was the most 
recent sale held? 

What were the hours of the most reoent sale? 

Were any arrangements made to have donated 
garments cleaned, pressed or repaired? 

These questions were not asked speoifioally, but 

f'requently this information was volunteered. When 

they were not inoluded in the interview, the news­

paper classif1ed advertisement for the sale usually 

provided answers about day and time. This would be 

a check on the aoouracy of the interview, it the 

newspaper advertisement were oompared With the 

oha1rman's answer. 

All women interviewed said that clothing would 
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sell more easily it ,olean 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 said 

that some of the donors pressed the garments they 

gave but that no general arrangements were made by 

the sale committee. It pressing makes garments sell 

better, perhaps future investigators oan learn how 

many managers try to inorease their oash reoeipts 

by performing this service before the sale. It all 

garments at a sale were olean and ironed this might 

also affeot the ranking of the cards as to ease of 

selling. For example, at one sale two white shirts 

ot the same size were prioed at 15 oents and 25 

oents, respeotively. The olean, ironed shirt was 

priced higher than the olean but unironed shirt. 

The 15 cent shirt was less worn and appeared to be 

a better quality ot material than the more expen­

sive shirt. When the observer checked about 15 

minutes later the ironed shirt had been Bold, while 

the unironed shirt waS still unsold. 

The effeot of the advent ot ooin operated dry 

cleaning equipment in the oommunity on the condi­

tion ot donated garments might also be 1nvesti­

gated. One woman interv1ewed said that her 
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organization had oonsidered using this method to 

clean the dresses donated tor sale but was not 

oonvinced that the garments would sell tor a higher 

price it they were olean. 
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SUMMARY 

Used olothing is one source of clothing for family con­

sumption. Acquisition of used clothing as a gift~ exchange 

or purchase could inorease a family's olothing consumption 

without purchase of new clothing. There had apparently been 

no researoh on sales of used olothing, although artio1es in 

popular magazines described sales of used high fashion 

clothing. Information was needed about sales of used 

c1oth1ng before a consumer survey could be planned. 

This pilot study was made to desoribe used clothing 

sales in Ames, Iowa, trom September 1, 1961, through 

August 31,1962.) Reasons for undertaking this study were: 
/ -to desoribe the existing used clothing market, to develop a 

questionnaire tor use 1n interviewing sale oha1rmen~ and 

to provide a foundation tor further research on the effeot 

of used olothing sales on oonsumers and retailers. 

The first step was to make unstructured observations ot 

sales. The second step oonsisted of interviews with sale 

chairmen, a city offic1al and the owner of a cons1gnment 

shop. C1assif1ed seot1ons of the local daily papers were 

checked to locate sales. Pres1dents of social, fraternal 

and service organ1zations were oontaoted to learn of any 

sales sponsored by their groups. 

Used cloth1ng sales were class1fied 1n two ways: 
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according to the nature of sponsoring organization and 

according to whether they were continuing or oocasional 

sales. \All the sales 1n Ames, so far as is mown, we:re 
v-"~ 

sponsored only by women, either wo:rking alone, 01" in orga­

nized 01" informal groups. Organ1zed groups included women 

£rom churches, sorority alumnae and service, soc1al o:r 

philanthropic organizations. 

The reason for used olothing sales was the :need of the 
L-

/ 

organization for money, not olothing being available.' ~Among 

reasons for holding olothesline sales were available 

clothing, limited storage space and the desire to convert 

wardrobes to all wash-and-wear type garments. Some ,clothes­

line sales were held because the family was mOving out of 

state and did not want to move old clothing. This appeared 

to be a t:requent oocurrenoe in Ames where the populat10n 1s 

fairly mob11e, where the chief employers 1nolude Iowa State 

University and the headquarters of the state highway com­

miss10ny 

'\ Sales were held throughout the year, with the majority 

in the spring and fall, usually on Fridays and Saturdays,' 
; 

-..--' 

There seemed to be a trend to more sales by ind1viduals, 

poss1bly because of free advertising on radio station KASI 

tI Swap Shop" program, which may in turn have been accompanied 

by a trend to fewer organization sales. 

Women prio1ng the garments believed they knew how muoh 
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the oustomers would pay tor difterent kinds of g~ents. 
,,....-..... 

\Prices were usually based on experienoe gained trom past 
\ 
I 
sales, depending partly on degree of wear and oondition of 

garment, or original purohase prioe. Clothing was obtained 

at no cost to the organization; ;therefore these articles 
_-1 

were sold at a prioe to ~mize receipts yet minimize the 

quantIty of lett-over merchandise. At olothesline sales 
/" 

clothing was priced to sell. '~\S1nce prices were based on 
,-. 

what the customers were willing to pay, the purchaser was 

really the one who Bet prIces on used clothing in Ames. 

There seemed to be a well informed group of customers 

who a:~e~~~~. ~hese sales regularly. Many chairmen reported 

seeing the same women customers at sales over several 

years. "Thos~ people" appeared to mow which sales oftered 

the most oomplete seleotions at the lowest prices. Thus 

apparently all sales were in oompetition with all others. 

Although many different organizations and Individuals 

held sales ot used olothing, the sales had many oh~~oterls­
r 

tios in oommon. I Among these were display praotioes. 
L·-

labeling of garments, prioing, inoluding prioe outting, day 

of the week and time of year when sales were most frequent. 

type of advertiSing, methods of wrapping sold garments and 

handling of reoeipts.' 

Most women who worked at used olothing sales and those 

who held their own olothesline sales enjoyed the work. They 
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said they experienoed a sense of personal satisfaotion in 

turning unused garments into money# enjoyed helping others# 

and enjoyed 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 said several times during the 

interviews how much they enjoyed the whole thing. Perhaps 

this was the reason why the women were Willing to discuss 

the sales so treely. 

~nsold used garments were disposed of according to a 

defin1te pattern: from social organization to church,to 

women's club store to Salvation Army or Good Will in Des 

Moines.-; In conversation with friends we learned that as 
I 

.--.J 

women are discarding used garments they usually have a club# 

sorority or other organization to which they give the dis­

cards in the best cond! tion. The rest of the i tams 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 1s therefore to be expected that they 
r·--·· 

would again follow the same pattern of d1sposal~ Occaston­
l-

ally sale workers separated out garments in good condition 

to be sent to overseas or to domestic mission fields rather 
',. , 

than to be sold in Ames. Some organizations which did not 

sell used clothing reported that they oolleoted it for 
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domestic or overseas missions. 

~! the 12 active sorority groups contacted for this 

study, each of three houses held one sale with1n the year. 

The 12 sorority alumnae organizations held five sales, 

sponsored by four groups. Of the 96 social, fraternal and 

service organizations contacted, 13 held 19 sales in the 

year ot the study. Seven ot the 31 Ames churches held 12 

sales. This made a total of 39 sales sponsored by organ­

izations contacted in th1s research. 

The total receipts reported by the different types of ---_.- -. --------~-_ ... 

sales held by organizat1ons in the year September 1, 1961, 

to August 31, 1962, in Ames waS $8,186.00. This cl1d not 

include the receipts of individuals from clothesline sales. 

It is impossible at this t1me to estimate the receipts trom 

this type of incl1 vidual sale. 

No count of actual number of g~ents sold was included 

in this study. A method Will have to be developed to count 

the garments sold Without cl1sturbing the sale activities. 

It was recommended that clothesline sales be studied in 

detail. 

The 1nformation gained trom this study, while not oom­

p1ete, is believed 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 ot 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? ____ _ 
4. Where was your most reoent sale held? -----------------5. Would you say your oustomers were f 

members mostly members and mostly outsiders 
only members outsiders outsiders only 

6. How did you let people know about your last sale? For 
how many days or times? 

Newspapers Radio Signs Posters Other 
7. 
8. Where did you get the clothes that you sold? -----9. Did the people bring them in or do you have a way to 

10. 
11. 

12. 

13. 

14. 

15. 
16. 

collect them? ----------------------------------------
Did you give income tax deduotion receipts for clothing 
donated to your sale? Yes No 
How did you deoide on prices? ____________________ __ 

On your last sale how muoh did you make from the sale 
ot clothing? , _____ _ 

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

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 II: 

Date: 

1. 
2. 

3. 

4. 

5. 

6. 
7. 
8. 
9. 

10. 

11. 

12. 

13. 

14. 

15. 

T&C 4-18-62 MM 

-------------------
\ihat 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 list) 
For how many days did your most recent sale run? __ _ 
Anyevenings? ________ _ 
Where was your most recent sale he1d? _________ _ 

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 ot 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 clothing for you to sell? \~.~", 
~\1i:\ 

Private families merchants Others 1~~;~ 
"\':,: , 

members non-members members non-membef~':, 
Did the people who donated clothing bring it to a 
central spot? Yes No 
D1d your organization make arrangements to collect it? 

Yes No 
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16. What p~oportion was oolleoted (brought) 
the day ot the sale? ----------

the day before the sale? ---------
a week before the sale? --------any time throughout the· year? ______ _ 

17. Did you put everything that you have oollected out for 
sale at the beginning ot the sale? 

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

Yes No . 
19. Did you give any income tax deduotion receipts tor the 

clothing donated? 
Yes No Asked quest1on~ _______________ __ 

20. D1d you buy any new 1tems to sell? Yes No 
21. Exp1a1n: __________________________________________ _ 

22. How did you deoide on prices? 

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

24. What oategories ot clothing sell best? (Rank order of 
oards) Please p1aoe these oards into the envelope that 
is marked with the phase that best describes the way 
the items sell at your sales. 

25. Would you say the people that buy at your sales are 
members mostly members and mostly outsiders 
only members outsiders outsiders only 

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

,------
'2:7. Did you have any clothing lett over at the end ot the 

sale? Yes No 
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28. What did you do with it? ____________ _ 

30. 
31. 

Are there. any other organizations whose sales cut down 
'on your amount of business? 

Yes No 
Who or what are they? _______________ _ 

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

Yes No 
32. It yes, please explain. ______________ _ 

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

34. It yes, please exp1ain. ______________ _ 

Person interviewed - Name -------------------------------Title ______________________________ _ 
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Questionnaire for Ames Retail Stores~ 
Dry Cleaners and Shoe Repair Shops: 

1. Within the last year, September 1, 1961 to Au~st 31~ 
1962~ has your store given any olothing (shoes) to any 
Ames group or organization tor them to sell or give 
away? 

2. So far as you know have you sold any suoh merohandise 
for resale by a group or organization in Ames? 

3. What organization (or group)? 

4. Approximately when? 

5. Are you a member of the organization? 

6. Is any member of your family a member? 

7. What kind of olothing? Shoes? 

8. Remarks 
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Clothing to be ranked by Cha1rmen of Sales: 

Infant's Clothing 

D1apers 
Dresses, shirts, sac que sets, slips, rompers, diaper 

sets 
Outerwear: blankets, buntings, carr1age robes 
Overalls, coveralls 
Shoes, booties 

- Sleep1ng garments: P.J.'s, sleepers, gowns, n1ghtgowns, 
wrappers, kimonos 

Sooks, all lengths 

Boy's Clothing 

Coats: overcoats,-topcoats, trenoh coats 
Hats, all types 
Jackets, all types shorter than 3/4 length ooat 
Shirts, all types of outerwear Shirts, not underwear 

type shirt 
Shoes, canvas and other; boots, rubber and other 
Slacks, pants, trousers, bluejeans 
Suits, matohing coat and trousers 
Sweaters, all types, all fabrics 
T1es, all types 
Undergarments: shorts, briefs, shirts 

Girl's Clothing 

Blouses, shirts 
Coats: full length, 3/4 length; spr1ng, fall and 

winter 
Dresses, all types 
Hats, all seasons, all types 
Jaokets, all types, all fabr1cs 
Lingerie: slips, pettiooats, panties 
Purses, pooketbooks, handbags 
Shoes~ canvas shoes, all other shoes; boots, 

houses1ippers 
Skirts, winter and summer 
Suits, jacket and skirt, matohed or coordinated 
Sweaters, all types, all fabrios 
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Men's Clothing 

Coats: overooats, topooats, trench coats 
Hats, all types 
Jaokets, all types shorter than 3/4 length ooat 
Shirts, all types of outerwear shirts, not underwear 

type shirt . 
Shoes, oanvas and other; boots, rubber and other 
Slaoks, pants, trousers, bluejeans 
Suits, matching coat and trousers 
Sweaters, all types, all fabr10s 
Ties, all types 
Undergarments, shorts, briefs, shirts 

Women's Clothing 

Blouses-, shirts 
Coats: full length, 3/4 length; spring, tall and 

winter 
Dresses, all types 
Gloves and soarves 
Hats, all seasons, all types 
Jackets, all types, all fabrics 
Jewelry 
Lingerie: bras, girdles, slips, pettiooats, panties 
Purses, pooketbooks, handbags 
Shoes: canvas shoes, all other shoes, boots, 

houses11ppers 
Skirts, Winter and summer 
Suits, jacket and Skirt, matohed or ooordinated 
Sweaters, all types, all fabrics 
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Double post card mailed to pres1dents of 
fraterni t1es who did not 11 ve 1n Ames: 

Text1les & Clothing 
Department 
Iowa State Un1vers1ty 
{Date} 

Dear Mr. a 
We are d01ng a study on the used olothing 

market in Ames during the year September lJl 1961 
to August 31, 1962. 

Has your alumni group of 
traterni ty held any kind of sa .... l-e-o-r-a-u-o .... t .... 1-0-n-o-r---
used olothing in Ames durlng thls perlod? 
Please oheok the approprlate box on the attached 
oard and return 1 t to me. Thank you for your 
oooperatlon. 

o 
o 

Remarkss 

Slnoere1y yours, 

Research Graduate Asslstant 

Date~ ____________ __ 

We did not have, and are not plann1ng, 
a used clothing sale in Ames between 
September 1J1 1961 and August 31, 1962. 

We had {or will have} a sale of used 
olothing in on • 

(town) --(--da--'-t-e -) ---

Name 

Tltle Fraternity 


