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Some Market P roblems

Discussion of Some Important Phases of the Problem of Marketing Farm Produce

At this time of the year, perhaps
more than at any other, farmers turn
their attention to the question of mar-
kets. To the thoughtful it is strange
that up to the present so little enquiry
has been made, comparatively speaking,
into this very essential factor in pro-
duction. Heretofore markets have
scarcely been considered seriously by
the individual as being included in the
scheme of production, and the great
majority of the investigational and ex
perimental work carried on by govern
ment action has been devoted to im
proving methods of growing erops or
stock, while ignoring almost  entirely
the equally important question of their
disposal when matured. Unquestion
ably the disposal of a product when
ready for market calls for just as high-
ly specialized business methods as does
its production. In Canada, where agri
culture is the basic industry and where
grain has been and still is the staple
product, a very advanced system has
been put into operation thru public agi
tation followed by legislation to facili
tate the business of handling the crop,
but what of the constantly growing pro
duction -of farm products other than
grain? Is the farmer obtaining in
every case a fair price for his butter,
eggs, poultry, vegetables or other pro
duce, and 'if not, why not? In any
gathering of farmers it is only neces
sary to mention the word ‘‘middle
man’’ to immediately become conscious
from the tone of the meeting that any
one coming under that category was
considered responsible for all abuses
real or imaginary, that farmers are
heir to. Before coming to any definite
decision as to the justification for this
attitude, it would he well to consider
the question of handling farm produce
from all aspects.

Country S8hipments

While it may be possible in a few
isolated cases for individual producers
close to a large market to get into per
sonal touch with ecustomers and sell
their produce direct, for the purposes of
diseussing marketing conditions in gen
eral it must be granted that shipments
usually are collected at country points
and consigned for disposal on the near
est large market, The claim is made
that during the time produce passes
from the farmers' hands until it reaches
the ultimate consumer it is subjeet to
by far too muech handling, and a mueh
too heavy toll is taken by these agents
during its journey. Probably in some
cases this is true, but it is possible that
too much blame for loss on farm pro
duce has been placed to this cause. In
any scheme so far adyanced for the 1m
;-rt'-\vmvm of farm produce mnrl\c-hyu
conditions it is deemed necessary for

wholesale dealers to be included. Just”

consider. the useful funetions which
such firms occupy. In any town or eity
the market demand for every kind of
produce is reasonably constant. "~ That
is, there is a definite population requir
ing so much food day by day and, gen

erally speaking, in quantities which
vary very slightly, This is not true of
shipments of farm produce These vary

from shipment to shipment and from
time to time during the year. Ship
ments from different localities vary ac
cording to local conditions, so that the
function of the wholesale receiving
house is to sollect these varying
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opinions which its readers may offer.

.

In former articles dealing with the marketing of farm produce different
phases of the question have been dealt with. Particular attention has been
given to the benefit which would acerue to the business as a whole if legis-
lation were put into force requiring dealers handling farm produce of
any kind to be licensed and bonded.
definite steps will be taken towards this end in the Manitoba legislature
this year. There is no doubt that lasting benefit will result from this
action, but it must be remembered that the marketing problem is a very
wide question. The object of this article is to outline some of the many
factors which have to be considered so that a more intelligent enquiry
can be made into this subject with a view to suggesting means whereby the
produce of the farm may bé more economically handled. The Guide would
welcome a discussion on this subject and will be glad to publish any
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The Guide has had assurance that
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sold before payment for them is made,
This entails an unnecessary hardship
upon the producer, and very often
causes him to demand a quick sale at
an unfavorable time when prices are
low rather than wait for his money,
when storing for a short time until sup-
plies decrease would return a much
more favorable price and hence a profit
on his goods, This funetion can be ad-
vantageously performed by a wholesale
receiving house.

It will be seen that wholesalers do
perform a necessary funetion in the
handling of farm produce. The success-
ful conduct of such a business calls for
a very highly developed organization
and expert supervision by persons who
from lomg experience know exactly the
market requirements of the particular
centre in which they are operating.

A Question of Economy

But there are other middlemen be
sides the wholesaler. . What about the
man who buys a quantity of butter or
a few carloads of potatoes and jobs

proportion which farmers receive of the
retail price for butter is around 75 per
cent., eggs 65 per cent,, livestock 55
per cent., potatoes 55 per cent, and
milk 35 per cent. Why this variation?

Cost of Marketing Varies

First of all the pmiuhnbilit‘y of the
article must be considered. Fruits re-
quire rapid handling and quick sale,
while meat, butter and eggs can be
placed in cold storage until a suitable
market is available, Then the question
of regularity of supply must be con-
sidered. If the product is received all
at one particular season of the year it
must either be sold when plentiful at
a low price or stored for distribution
when the supply is less. Btorage is
generally costly. If the produet can
be handled in a large volume it usually
is marketed to better advantage be
cause special marketing facilities have
bheen developed to care for it.  Then,
again, if the commodity is a particular-
ly necessary one, definite grades and
standards will become recognized and

More and more attention will be given to Intensive

these commodities out in smaller quan
tities to small retail storekeepers, Are
these necessary? Is it economy to have
so many little grocery stores with the
great consequent duplication of deliv
ery work? True, competition is the life
of trade, but does competition exist
where credit is extended by a central

foulture and the growing of garden oreps as facliities
for sconomically handling these are Improved.

will ‘aid in making handling more
prompt aud sure, thus cutting down
costs. The factors of waste and shrink-
age must also be considered. Eggs will

. be broken in spite of all precautions,

and live chickens or stock will shrink
in transit.

amounts and, bf storing or other means
regulate the supply so that the proper
required amoynt is available for con
sumption on démand, and thus the price
returned is a fair average one

Then the quality of country ship
mets varies, and, since there are several
different classes of trade in any large
centre, the proper distribution of these
different grades wherever required will
ensure the bhest price being obtained
for each. This is a funetion which ecan
only be efficiently performed by par
ties in close touch with the market re
'|Illr“lnl'hf~

By shipping direct to the retailer,
cither store or market, it is generally
necessary for the goods to be artually

wholesaler to a large number of small
storekeepers?  These are questions
which- have scarcely heen sufficiently
investigated to warrant a definite an
swer being given. On the face of
things, however, it is e¢lear that the
cost of marketing a commodity does
not depend so much upon the number of
middlemen who handle it as it does up
on the nature of the commodity itself.
Complaints are made of the great waste
in handling between the producer and
consumer. In many cases the spread is
large, perhaps in some cases unjustly
so. but too little attention has been
paid in the past to the great variation
in the ecost of marketing different pre
ducts. It has been caleulated that the

ation when a fair estimate of the cost
of handling any produce is to be ar-
rived at, ith a little reflection it will
be realized that some products are
handled on a very small margin indeed,
There are other marketing costs
whieh might be considered, sueh as
transportation, insurance, storage, ete.,
but it will be sufficient for the present
article to inquire how the nts al
ready mentioned may be glt dealt
with so that a somewhat more efficient
marketing system may he built up,
From this article so far the impres-
#ion may be formed that the present
system is satisfactory and little useful
change can be suggested. This, how-
ever, is not the ease, as & number of

suggested improvements will later show,
but to properly understand the question
all its varied phases must be considered,

The Defects

Some of the defects of the present
system have already been touched on.
Undoubtedly there is room for improve-
ment in the retail trade. Co-operation
in delivery and selling will assist this,
but just to what extent this may be
done has not yet heen sufficiently clear-
ly determined. - The transportation
question is one which also fequires some
investigation but cannot be dwelt on
here. Two other defects, namely, those
affecting the condition of the produce
when made ready for shipment at coun-
try points and the way in which it may
be handled by dealers at receivin
points ean be profitably discussed an
;urueuthmn macla which will prove help-
ul,

Very often the producer, the farnier,
is to blame for the low price which his
produce brings him, his is due to
careless packing, lack of uniformity of
packages, ignorance of the special re-
«luiremont- of the loeal market, total
disregard of supply and demand; ab-
sence of uniformity in the produet and
sometimes dishonesty on the shipper’s
part. With a little attention to busi-
ness all waste from any of these sources
can be eliminated, What of the defects

the produce handling trade? At
p _there js no guarantee that a
shipper "will obtain payment for his
produce, there is every chance for deal-
ers to ngeee together upon a ecertain
price for produce which allows of too
great a proportion of profit being
handled by themselves. Competition
among the dealers largely takes care of
this defeet in the local market. No
ndequate inspection system is available
loeilly  whereby standards of quality
and corresponding prices may L ob-
tained, and there is no very definite
menns of advising possible ecountry
shippers of the ruling market prices for
their produce,

The Remedies

The remedies in part have already
heen wuggested in  former articles.
Legislation making it necessary for
produce dealers to be lieanl«( and
bonded will safeguard the interests of
the shipper, and incidentally will be
very helpful to dealers themselves in
that it will eliminate undesirable men
who at present are harming the produce
business as a whole by practicing un-
fair methods. Then the farmer must
do his whare in becoming sequainted
with market requirements and produe-
ing an article which his dealer can sell
to advantage, A great deal of very
useful work along educational lines ean
be done on this phase of the problem.
Feonomy ean be practiced by closer co-
operntion in the ecollection, handling
and shipment of the goods and finally
produce  dealers, by getting together,
can do much to assist in the improve
ment of existing methods of buying
and wselling farm produce,

STORING MANURE

Careful English experiments with the.
storing of manure indicate that rain

All these factors enter into consider- :lumnge manure worse than asythiag

caused the loss of 75 cents’ worth of
nitrogen ton. Manure when put in
compae heaps under cover lost ul-
most no nitrogen. It proved to be
policy to add water to manpure under
;mver even utho tbg‘o"wu no loss
eaching. any

think it wise to keep 3&"‘:.-.. pile
wet and compact. But the English ex-
periments prove that when the

must be stored” it should be dry
compact, and moved as little as

A business not worth watehing is not
worth having. Perhaps this is m'
many farmers only manage to .
bare living. :
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