
ike most Interior Alaska trappers of my era, I spent a lot of 
time hanging out at Dean’s “suite” at the Klondike Inn. It 

was the best place EVER to talk trapping. There were always 
other trappers to BS with, but the Patriarch himself was the 
focus and the fountain of information.

Dean billed himself and the “Biggest Furbuyer in Alaska.” 
I once asked him if this self-anointed title was a reflection 
of the volume of fur he bought and sold. He told me in no 
uncertain terms that no other furbuyer weighed as much 
as him.

Many years ago, Dean asked me to write up a description of 
the fur handling contest he was getting ready to launch. He 
contended that his writing skills were not up to the task. I 
wondered why a guy who had written a book about trapping 
would need my help, but he insisted. I wrote the piece and 
Dean used it. He presented me with an arctic fox in return. 

The contest was emblematic of Dean. It may have appeared to 
be just good fun, but it also:
	 •	 Promoted responsible resource management,
	 •	 Sharpened the fur handling skills of the average trapper	
		  •	 Generally promoted trapping.

The fact that it might have brought Dean a bit more business 
was just a side benefit.

Pete Buist -Fairbanks

L ean Wilson was a trapper in his heart, much more so than being a furbuyer. 
All his life, Dean found great joy in helping/teaching young and new trappers. 

When I was still a school kid, in the 1960’s, Dean taught me many things about 
trapping. He showed me how to split lips, turn ears and other proper fur handling 
techniques. Then, on several occasions, he gave me a rubbed out fox or coyote to 
practice on. 

Dean’s initial quest into the furbuyer’s world started only with a desire to find bet-
ter places for him and his friends to sell their furs. He soon learned that the bigger 
the volume of furs he had, the more options there were with the big buyers, and 
higher prices could be found. His final year of trapping was the winter of 1980-81, 
when his furbuying had grown too big for him to properly run traplines anymore. 

Dean’s idea of “trying to find the best prices for trappers” never left his thinking. 
When he offered a price on your furs, there was no dickering, because his first offer 
was his highest offer. He never had thoughts of trying to get your furs as cheap as 
possible, so he could make the most profit. As a matter of fact, there were times 
when he would get back from a furbuying trip, that he discovered that fur markets 
moved up while he was gone. Dean would then go back through the furs he had 
just bought, re-grade them again according to the new prices, and send trappers 
more money … even after they were his furs. This happened on more than one 
occasion. Who ever heard of a furbuyer doing something like that? Only Dean. 

Dean held fur contests, giving away new snowmachines and other prizes. He 
became the biggest furbuyer in the state of Alaska, not because he strived to be 
the savviest businessman. Rather, it was because he was a trapper at heart, and 
never stopped being an advocate for trappers and trapping.

Dave Bruss - Copper Center

D


