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FINDINGS AND CONCLUSIONS

1. The marketing margin for dry cdibic beans in 1949 was 52 percent of the
consumer’s dotlar. :

2. Apparently there has been & decreasc in the marketing margin since 1039.

3. The stabilization of the market provided by the price-supporb program is
gencrally regarded by the trade te have been a factor th reduging both the costs
end the profits in distributive marging,

4. Opportunities for further reduction in costs exist nt all levels in dry bean
and pea marketing.

8. Threc general ideas are here recommended as the basis of a program for
promoting incressed cfficioncy.  (The application of t} < 5o prineiples is set forth
o pages 56-60.)

6. Marketing risk, according to the trade, has been redueed bobh for the
growers and for the marketing ageneics under the price-support program.

7. Blevators have ingreasingly svoided marketing risk by engaging in custom
processing and storage, and buying beans anly as heeded to A arders,

8. There is a tendency for infermediary disteibution serviecs to he performed
by brokers vather than by dealers.  This is another step toward minimizing mar-
keting risk in distribution,

9. Eliminalion of marketing risk favors reduction in bhe cost of standardized
functions rnad should foeus attention on efficiency in the performanee of them.

10. The tiend away from ownership of dry beans in the years of minple supplies
poses a problem as to who will undertake market expansian through netive mer-
chandising. Maintenunece of a working inventory is essential il o distributor is
golng to earry n complete fine, il recurring orders from regular customers, put
up beans and peas in consumer packages, and take responzibility for quality under
a brand name,

11. Despite the apparent confusion a3 ko who is ko fuke merchandising Jeader-
ship, pregress is under way, the rapid advanee in consumer packaging being one
example,

12. Because of the prossure exerted through the self-service trend in retaiting,
packaging is being done in a variely of ways—hy clevators, hean deaters, whole-
salers, retailers, and speeialized packagers. Tlis mixed situation is not con-
sistent with ctfective and continnous rmerchandising of dry beans in caeh market.

13. The demand for beans has bean Iargedy regional; eolored classes are stronger
in the South and white varicties wro stronger in the Norbh, Netionally there is
& moderate shifl toward white closses. Thore is o teudeney on Lhe other hand
for the Norkh o consume a somewhnt greater proporticn of eolored beans than
formerly.

I4. Lima beans, vown commerciaily in California, have been merchandised
nationaly, sclling vt rbout the zame proportion in caeh arca in relation io the
sale of all beans. fin inerease in domesiic eonsnimption would appoear Lo enli for
a similar trend toward national distribution of olhor classes,

15. There are sume indications thab physieal handiing i becoming snore clfi-
eient. For example, ahout half of the beans now move lrown farm Lo clovagor in
balk instead of being bagged in the ficld. This is in line with changes in practices
which had niready ecourred in major grain-producing arens.

16, The median operaling enad for clevators jn 1949 was 4 cents per 100-pound
bag., This eost figure was achicved at n volinne level of 44,000 hags,

17. Blovetor eperaling costs, per 100-pound hag, decrease sharply as volume
increases until volume reches gbout 10,000 hags anrually.  Beyond that vaigme,
the cosls deercase, but only slightly, §

18. For clevalors, indircet costs are » large fnetor, nmounting fo 45 poreent of
tatal costs.  The struefure of costs is quite different for the dealer with indirect
costs, amounting fo aboutl 29 pereent of thoe teial

19, With one or (w1 exceptions, the ensiom ehavges made by the clevators are
in liue with the costs for the clovator's funclion,

20. Marging of Lhe whelesaler nve sugher stable for beans and peas that are
bought in consnmer packages but are esfremely vaviable with respeet to 100-
pound bags,

Oriscrivis, Scorr, ave Alernon

This study of the marketing of dry edible beans and peas has the
gencral objective of promoting cfliciency in the marketing of {farm
products. A fuilscale altack upon this ebjective would include
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some types of analysis not contemplated in the present assignment,
For example, this study does nel embrace a critical evaluation of
alternative macketing technigues and detailed recommendations for
changes in current marketing procedures.

Belore recommending modifications in the marketing of dry edible
benns and peas it is essentinl to have comprehensive guantitative in-
formation, such as that on which this report is based, as to the strue-
ture of the marketing processes divecily involved, The study was
designed primarily lo give a deseriptive analysis of the marketing of
beans and peas.  The information developed in this study does not
cover a complete program of markeling; bul it does provide the
aroundwork for a program of evaluation and improvement of market-
ing methods.

The sturvey dealt with the prineipal marketing agencies and their
operalions in 1949, with the flow of products through marketing chan-
nels, and with the costs and marging aceruing in disteibution. Com-
prehensive datn have been obtainwd on these aspeels of marketing
through the work of stall members of the Burcan ol Agricultural Eeo-
nomics and. the usually generous cooperation of the firms that re-
ported. The mass of data obtpined from each type of marketing
agoeney has heen analyzed and fitted together to form an integrated
picture of the machinery for marketing beans and peas.

Although the report’s primury purpose is deseriptive, it does not
stop there.  Several basic issues are raised eoncerning the nature of
marketing efficiency and (e problem of inereasing elliciency in
markeling drey beans and peas.

More gpecifie studies of mark sting teehniques might now be under-
taken as a basis [or preseribing construetive changes.

The survey was Nation-wide in seope.  From an exploratory study
in a single bean-producing avea, (he plan was extended (o cover all of
the principal growing areas. Tt was deeided to inelude dry edible peas
gs well as beans. Wilh respeel lo marketing azencies, the study em-
hraced (1) elevators, (2) hrokers and dealers, (3} canners, and (4)
wholesale grocers. 13y varieties of produel the coverage incluwded all
leading types of beans under the three broad headings of white,
colored, and lima.

The firms o he covered in the study were seleeied from each of
these four ficlds acearding (o established prineiples of sampling. The
largest of these samples and, in some ways, the nost fundamental, was
the sample of bean and pea elevators.  Inoall, 134 elevators were
covered. These were distribuled among the principal growing arens
for beans and peas i proportion e productivn.  Qut of this total,
122 clovators were selecled primarily as representaiive of hean eleva-
tors and 12 of pon clevators {table 30, Appendixi. Tlhere was some
overlap in the study, with 11 elevators in the sample handling both
Beans and pens. Thus, the tolal number of elevators from which infor-
mation was oblained about hepns was 1240 Information about peas
was ohlainrd [rom 21 elevatars,

Both large aned small elevators were included in the sample. There
was somie tendeney, inherent in the method of sampling, to gel o large
proportion of clevitors toward the upper end ol the size range. This
resulled from ellocating the snmple amony producing areas in propor-
tion to the size of the crop rather than according to the number of



http:oYNlnp.in
http:Blll'('n.ll

4 TECHNICAL BULLETIN 1044, U. 8. DEPT. OF AGRICULTURE

clevators. Inasmuch as clevators tend to be larger in areas of heavy
production, a larger proportion of these clevators would be covered
i an area in which elevators were larger (han average.

The objectives of the survey were to obtain information on bo th the
~market flow of beans and the practices of individual elevators, A
sampling method which gave considerable woight to the volume of
beans handled was consistent with the objecitves.

The second sample, covering 60 firms interviewed in the study, was
designed to cover the many types of intermediavios designaied as
brokers, dealers, and jobbers. Such an intermediary draws its supplics
from clevators or growers in the growing areas and sclls to canners,
wholesale grocers, and chain warchouses (table 31, Appendix).

Intermediary handlers are so diversified in charnetor that they
present great difficultios from a sempling standpoint. An attempl was
made Lo give adequate representation to dealers and shippers who tend
to be located in the growing arcas on the one hand and on the other to
brokers and jobbers who were locatod in Uhe consuming areas. But
it was not possible te prepare listings for these two groups separatoely
because of the overlapping as o function.

The analysis, therefore, deals with one brond category of inter-
mediary handlers, with full recognition of the limitations inherent in
such & broad classification. Some intermediarvies, often known as
dealers, take title and po..ession of the heans they handle., AL the
other extreme, there is the true broker who Lalkes neilhor title nor
possession but operales on a commission basis. Tt was not possible to
classily all of the fiems covered under one heading or the other. A
consilerable number of intermedinries might be deseribed as whole-
solers without stocks. They take tille without taking possession, In
some instanees o broker may take possession without taking title.
Furthermore, cven individual firms may operate in different ways at
different times.  The intermediary who s serving as a full-fledged
dealer with some of the beuns Lie handloes may acl as a broker on other
transactions,

The third group of firms in{erviewed in the sludy consisted of 62
wholesale grocers and ehain-store organizalions (table 32, Appendix).
This sample was national in coverage and (ended to follow consump-
Lion of heans rather than production.  Firms ongaged in the export
business might logically be classifiod as wholesnlers but none was
included in s stedy. ™ Beans grown in the United Stafos are mostly
consumed in this country, and (he present adtempt to traece the
market flow Tor beans and pens was confined chiefly Lo the domestic
markel.

"The fourth and smallest snmple in the study covered 41 firms oper-
aling as boan canners (tahle 32 Appendix). Many of these firms
canned other food products as well. Conners were excluded from
the sample if beans did not constitute s substantinl part ol their tatal
volume of business. Canners were not scleetod Lo represont the
canning ol peas.  Peas are gonemally ennned in the green form rather
than dry, except for sueh special produets as puree.  The operations
of the eanners in regard Lo beans were not. covered in as great detail
15 were the operations of other types of firms in the survey. In this
study the canner was regarded as (he ultimale destination so far as
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dry beans are concerned and relatively Jittle information was gathered
about the canned product.

Schedule information was obtained [rom personal interviews with 2
representative cross scction of each class of respondents.  Some of
the data were generally available from normal business records.
Tnn other ceses, now records were compiled by such devices as tabula-
tious from sales slips. Estimating formulas were used to meet such
problems as the allocation of joint costs.

Detail in regard to cests was obtained from clevators and dealers
by means of a more detailed schedule used with a subsample of
respondents.

The information required by the supplementary cost schedules
was pursued with on inlensity that would give some ol these reports
almost the character of case studies. Schedules from individual
respondents in some cases are supported by work sheels that were
developed in filling out single items on the schedules.

Dun and Bendstreel ® reports were demwn on many respondent
frms to fill in data missing on schedules.  Various rating and refer-
cnce manuals were also employved, such as Thomas' Hegister® A
great deal of statistical information from the United States Depart-
moent of Agriculture and other soutces was sutheved and digested.
Statistical serics were available for both beans and peas, covering
many years. Special methods had to be adopted in dealing with such
problems as costs and margins, A more delailed treatment of these
devices is developed in the Appendix.

Aside from the pueely factual material gathered from the cooper-
ating firms in the bean industry and from other sources, some infor-
malion was ohtained concerning opinions and atlitudes. The study
Adid not include an opinion survey in the usual form of aser of definite
questions to which specific answers could be obtained and tabulated.
The procedure was rather that of encournging each person inter-
viewed to comment and make his own soggestions as Lo currenl con-
ditions in the bean industey.

The finel soction of this report offers some {entative recommoenda-
tions and suggests some further lines of inquiry. That section 1s
meant to be suggestive rather than conclusive. A more intensive
mvestigation of divesse methods employed end their relative merits
would be essential in reaching final conelusions concerning markeling
elliciency and the stabilization of the industry. The diseussion,
therefore, is intended to serve the purpose of posing issues rather Lhan
settling them,

BIEAN AND PEA FLEVATORS

RBasic Coxsiprrarions. Drv edible beans are grown in several
States which can conveniently be elussified in three brond regional
groups. The oldest of the major producig avens are in Michigan
and New York, snother of the major aveas, and the one thal has
shown the grenlest increase in producton, extends throughout the
Mountain Stetes, The most diversified avea, as to varieties of heans
produced, is in California.  Dry edible peas are produced primanily
in Lthe wheat country of seulheastern Washington and northern Tdahe
(lig. 1).

z Thun and Bradslreet, Tne.
3 f'homas’ Register of Wholesale Grocery and Windred Trades.
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This study covered operations in 1949 of & sample of the clevators
in all of these regions. The seven States in which, these elevators
were located accounted for approximately 90 percent of the crop of
dry edibie beans and peas in that year. In fact, these elevators proc-
essed more than half the 1949 crop.  Figure 2 shows the geographical
distribution of the sample of clevators; brokers, jobbers, and dealers;
wholesalers; and canners.

The bean and pes elevators perform severnl functions which only
g very few larger farmers attempt to perform for themselves. Prac-
tically Lhe enlire evop meves from the farms lo the clevators. In

L ]

DISTRIBUTION OF INTERVIEWS

With the Various Marketing Agencies for Beans and Peas
1948 Crop Year

o Beon elevator

o Pec elevolor

x Wholesaole groces

& Broker, jobber and dealer
a Cannar

Each symbof represanty
ane inferviow

¥ 5 DEPARTWELNT OF AGRICULTURE N1G, 48108 X DUREAU OF AGRICULTUALL ECONGHICS

Ficrus 2

tracing the flow of cleaned beans as an article of commerce, the ele-
vator can be talken ns the starting poing,  This section of the report
deals with Lhe size and orcanization of clevators, the movement of
beans and peas inlo them, the movement out of them, and the [unc-
fions thal the olevators perform.  The costs and margins invelved
in the performance are diseussed in o later seetion.

ORGANIZATION STRUCrERE OF BLEvVATORS.— Benn and pea elevators
ave mainly operated by small private enteprises engaged in several
activitios other than the handling of beans and peas. There are
Jnrge companies in the field and some operate ene or more branches.
The ceoperative elevator is represented in both Lhe federated and
the central types. There are moderate differences in type and size
of organizalion nsmong the growing sreas. Despite these variations
the prevailing patiers is one of small or moderate-sined business with
(he handling of beans and peas as a seasonal side line {Llable 1).
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TaBLe 1.—Elevators, processors, and shippers: Percentage distribution
of organization respondents by volume of business in specified bean
and pea areas

Area

Beans

Pca}a in
Colorado northern
Nebmska’, Michigan I‘%ggiﬁnfi
California snd and ton E
southern | New York
Idaho

Number Number Number Number
Respondents. ___..__.. ... 20 37 56

Pereentage of all respondents

Volume of business: ! Pereent Percent Percent Pereent
Less than 100,000 . . . . 18. 3 0 3.6 0
$100,000-8409,09%_ __ . 3.5 40, 6 16, 4 33. 4
3500,000-%009.990___ . .. 10, 3 27, 30. 4 0
$1,000,000-%2,000,909_ . . 4.1 18. 10, 7 §50. 0
$3,000,000-34,009 999 _ . { ] 0 8 3
$3,000,000 and over. .. . . . 0 . 1. 8 0
Unelassified e ] . 71 83

Total_____.... . .. . _ 100. ¢ 100. 100. 0 100. 0

! Based on reporis from respondents, reports from Dun and Bradstreet, Ine,,
and estimates bused on raiings from Thoyas' Reasren or WHoLESALE OLOCERY
AaNp Kisoren Trabes, Volume of business refers to volume arising from all
types of operations.

The busy season for the processing of heans and peas lasts about
4 months after harvest. Unless an clevator hias large facilities and
large demands for storage, it musbk have other aetivities to obtain
revenue during the other § months of the vear. Bean clevators are
divided into four roughly equal groups with respect to the size of
theiv physical volume represented by heans. One-fourth of the
clevators reported that beans make up 20 pereent or less of their
volume (table 33, Appendix). For another quarter the volume ranges
between 20 and 40 percent of the total. More than 40 percent of
the total business of about half of the elevators is in beans. At the
top of the range is the one-fourth of all the bean elevators that got
more than 80 percent of their physical volume from beans.

This distribution is quite different for clevalors that handle peas.
Nearly two-thirds of the elevators studied reported that peas account
for 20 percent or less of their volume.,  An clevator handling peas is
likely to be engaged in a more substantial way in handling beans or
m handling such grains as wheat. In fack, well over hall of the ele-
vators handling either beans or peas get most of thejr physical volume




MARKETING DRY EDIBLE BEANS AND PEAS 4]

from other crops. In addition, many of these elevators have a
substantial retail business, consisting primarily of feed, farm supplies,
and implements, sold to farmers.

The corporate form of organization was reported by neasly 42
percent of the elevators. About 39 percent are individually owned
or arc operated as partnerships. The remaining 19 percenl are
cooperalive elevators. Somoewhat more than one-fourth of the ele-
vators operate branches. Corporalions alone made up more than
half of the concerns operating branches; corporations and eenlral-
type coeperatives accounted for ibwo-thirds of the elevalors with
branches. Corporations were predomunand in California and they
accounted for nearly half of the elevators in Michigan and New York.
The Mountain States run more to individual proprictors and partner-
ships. Half the clevators studicd in the Washington-Idaho-Oregon
pea avea were cooperatives, Blevators withoul Branclies predomi-
nated among bean elevators in every region, but half of the elevators
in the pea area operated branches.

On the basis of total busiuess of all kinds, the most Lypical elevator
had an average annuaal volu.ne of slightly less (han half a million
dollars.  Volumes of hall o million or more were veporbed by 47 per-
cent of the clevators. Two flirms had volumes in excess of 5 million
dollars and {eur additional firms exceeded 3 million dollars,  Of these
six larger firms, four handled beans, onc handled pess, and one handled
both. Noue of the pea clevators reported volumes of less (han
$100,000 and the typical pen elevitor is about twice as lurge in total
volume as the bean clevator,

Most of the elevators handling an aanual volume less than $180,000
arc in California.  Only 17 percent of the Californin elevators covered
in the study reported more than $500,000 in volume compared with
about half of the clevators in AMichigan and New York and mere
than half of those in the Mountain Steies.  Blevalors with volumnes
of 3 million dollars and more are found n nll of the arens cxeept
California,

Sounce orF LLsvaror Suppny.—Klevalors are located elose lo
growing areas. The maximum distance from frrm o elevator was
under 30 mies for 80 pereeul of lhe elevators handiing beans and
94 pereent of lhe elevators hoadhng peas. The median distance
traveled by beans lo the elevator is 6 miles, This is cquivalent o
saying that a cirele wilth n radius of 6 miles drawn around the average
elevator would mnclude half of the beans handled by the olevator.
TFor peas, the median distance is 7.5 miles.  These figures ciuphasize
the highly localized character of the elevalor business. A {ew ele-
vetors, however, draw from o somewhai greater dislanee, Among
bean elevators, 8.8 pereent say that some of (heir beans come from
50 miles wway or more; 5.6 pereent of the pea clevators reported
drawing from a similar radius.

Transportation [rom farm lo elevatoe is generally Ananced by (he
grower. In 1949, elevalors look responsibitity for only 7.6 percent
of the lrausportalion for beans and 154 percent for peas. The
movement o the elevator is mainly by metortruck although some
beans move by horse-deawn wagon.  Ouly 3.5 pereent of the elevators
reported receipl of beans by rail; the corresponding figure for peas
was 11.t pereent.
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About half of the crop moves to the clevators in bulk, Hauling in
an open truck bed has been adopted as standard practice in many
rain arens and seems e(‘unlly suitable for béans. When heans are
agged on the farms the bags are usualiy owned by the farmers.
1ernoos or Punrcnase—An clevator that handles beans may
either buy them or handle them as an agent for the farmers ((able 2).

Tasue 2.—Elevator stocks: Percentuge distribution between owned and
stored for growers, by clusses of beans und peas, 1948 1

Crop yoar 1948

Class .
Slored for

Owned grower

Beans: Foreent Pereant
Pew and medinn white . ... . .. .. 1]
Great northern. ... . __ -
Small white. .

I

Pinto...___._. _
Red kidney. .
Pink__ .. ... ... .
Small red._ .- ______ ..

L35 =

o =
SO SO -]

Yelloweyo_ |

Standard lima.

Baby lima . . .
Biackeye, Californin. _ _ _

I

Average.

L]
I

L
|
I
|

E.

Peas;

White Coanndian .

Average . .

I Compufed on hasis of averare of Tour gnarterly inventories,
? Produeed admest entirely in Califarnin, where olevilors do not normally
purchase heans,

The elevator takes (itle more commonly in (he ease of beans (han
peas.  OQutright purchase was reported by 58.1 percent, of bean ele-
vislors but by only 2009 percent of pea elevators. The most usoal
method of purchase for berns is on o spot hasis rather than under
contract.  Payment in the great majority of cases is for cleaned beans
rather than for field run.  Peas, on the other hand, nre more commonly
bought on a field-run basis. There is also n somewhal groater tendeney
for peas Lo be hought under contrael.

When an clevator does not buy the produet, it may process it and
store it for the account of the grower. A smail proportion of the
crop is processed only, under such arrangements, and not storved.
Usually beans or peas handled on a custom basis are processed and
are stored while awaniling their further disposition. This may be
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through private channels or through Government loan or purchase.
The bean and pea clevator assumes little market risk as beans are
bought under contract in only 4.2 percent of the cases and peas are
bought under contract 6.5 percent of the time. ‘The clevator may
deeide, on the basis of market conditions, whether in making Lhis
deeision to buy or merely to handle beans and peas on the grower’s
account. Undoubtedly, the revenues from custom charges are weighed
against prospective gross margins.

If the clevator buys beans oulright it is with the hope that the
gross profit obtained from the sale will cover the costs and return o
net profit 1o the elevalor. Among the elevalor’s prineipal costs are
the costs of cleaning and the costs of stornge. Custom chavges for
heans handled to the grower's account, cover the expenses of clean-
ing and storage and presumably leave some net return for the clevator.
Thus, when the clevator does nol see v goodd prospeel of huying beans
anc vosclling (hem profitably, it may refuse (o huy bul ofTer Lo aceept
them on a cuslom basis,  Under certain markel couditions the cle-
valor might rely on custom charges lor its income rather thean on a
gross profit renlized [rom the purehase and sale of heans,

A grower nlso exereises options which ean help him to avoid or

minimize market visk. Il the mackel price is bigher than the Gov-
ernmend support price plus aeerued charges, the grower may decide
(o sell. On the other hnnd, he may hold his beans, hoping for still
higher prices, even though he ecan realize a profit by redeeming his
loan and selling at the enerent market price. I the marked price is
lower than the support price plos acerued charges, the grower would
not he likely Lo sell on the open market,
[ An elevator must meet certain standards in order to neeepl heans
a00 storage under the price-support progrant. T{ the clevator oper-
plor meets (hese standmrds he een either aceept beans for custom
1,;0rage or ()_f'l{'l' to buy them mllrlghh according Lo which appenrs to
Ym most likely o turn out prolitably, The genecal clfect of the
Yercise of these options by growers and clevators should be to slabilize
Prices, regulntize the flow of the produet, aml minimize market risk
or hoth growers and elevalers.

[Fuxarioxs PERrorMED BY FLEvATORS

ProeussiNeg axn Prevarariox vor Marxpre The first funetion
of an elevator is (he processing or (he preparation of beans and peas
for the markel. Several detailed sleps are comprised within this
funciion, stch as cleaning, picking, and polishing.  The most dis-
Cinelive of these stops is that of placing the beans in consumer pack-
ages, bul only a Tew clevalors engage in packaging,  All heans nnd
pens must be processed whether the elevator buys (hem or does cus-
fom processing for the grower. Storing generally means that the
beans or peas are being held for the grower’s nccount il the beans are
of the (ype grown in that area. If they are not loeally grown they
may have been shipped in for loeal distribution.  Packaging is a
definite indication ol an elevalor's interest in developing the con-
sumer market. A comparison of (hese (hree functions provides a
hroad characlerization of the type of business conducted by the
clevalors (table 3 amd tables 34, 85, and 36, Appendix).
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TasLw 3.—FKlevaiors, processors, and shippers: Porcentage distribution
of establishments handling beans and peas, by trade and buying policies

Establishments han-
dling—
Ttem

Beans Peas

Number Number
Reporting 130 18

Pereentage of ali
reperting ¢

Policy:
Obiains iftle from grower:
With contract:
Price when delivered: Pereend Percent
Contrack. . ____._. 0.6 3,
Market_____. ot e At mmm e ——— . 3.6 3.

4, 2

Without contract:
Tield-run beens on tare basis
Beans on cleaned basis
Qther

Total obtaining title frem grower

Does not obiain titie from grower:
Processed for growoer ?
Processed and stored for prower 2
Processedd andfor stored before delivery o Govern-
ment under price support program
Other_ ... .. :

t Distributed on the basis of ihe pereentnge of each elevator's totnl volume of
beans and peas handied under cach poliey,
2 Other than Government toan beans,

One hundred and thirty-one clevators in the study reported that
they did processing, 122 that they did storing, and only 10 reported
packaging. The percentage of clevators that process each variely
follows the relalive importance of varictics fairly closely; 40.5 percent
for pea and medium white beans. The percentage of elevators that
store follows closely the percentage that process, with exceptions that
can be explained on & regional basis, Although only a few clevators
engaged in packeging, they covered most of the leading types of
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beans end peas. On the average, cach of these 10 clevators packaged
only 4 varieties of beans and peas.

In California, all of the 29 clevators interviewed reported both
processing and storing. Only one reported packaging, but this one
packaged some of neatly all the classes handled by Calilornia elevalors.
The percentages that processed and stored were identical for most
clagses. Storing was practiced more often than processing, in the case
of peas. Presumably the elevator that stored peas without processing
them had received them from smaller local clevators,

In the Mountain States, storing was undertaken by 35 clevators
and 37 elevators engaged in processing. The percentages of elevators
that processed and stored were similar for the different kinds of beous
except for great northerns, Several larger elevators were ppparcably
storing this class of beans processed by loeal elevators, The 5 eleva-
tors that reported packaging were all engaged in packaging the two
principal classes grown in lhab region—great northern and pinto.
They also packaged several other classes, including some grown only
in California such as lima, pink, sl blackeye.

The elevators in Michigan and New York predominantly handle
beans grown in these arews. The class of largest volume by far is the
pea hean, followed by red kidney, cranberry, aud yelloweye. “The
number that reported storing exceeds the number that reported proe-
essing substantinlly for the cranberry and yelloweye clnsses. Five
clevators reported storing pea beans but none reported processing.
Packaging of pea beans was reported by four clevators.  The Ollfif
other packaging reported was of the ceanberry class, packaged by a
single elevator,

Processing of beans and peas may be broken down info several
aspects. Eight of these are sufficiently important for clevators to
quote separnte charges for custom services, Two of these charges are
for the cost of bags and the cost of putting the product into bags.
These charges are reported from all three vegions that grow beans n
quantity. Three other processing charges reported [rom cvery region
are for cleaning, picking, and destoning., Cleaning is tha essentinl
phase of processing, carried on by all clevators. Picking and destoning
nre adjuncts of cleaning. Funugating was reported only lrom Cali-
fornia. Drying and polishing were reported from the other tvo regions
but not from Calilornin. Processing, therelore, is to be understood as
including whaiever it Lakes to prepare field-run heans for market
according to the requirements by region and class.

Conceiving of funclions in still broader terms, the preparation of
the product for mavket, is one of four broad phases of marketing. The
second is the physical flow of goods through marketing chruuels, in-
cluding storage and transportation costs. 'This study is coneeried
directly with these two functions: preparation for markeling ik
marketing flow. Most of the collected information pertains to hese
two functions. Thestudy denls less direetly with the other Livo aspects
of marketing—the assumption of marketing risk and the expansion of
markets. These two functions are treated only incidentally in con-
neetion with cach type of marketing agency. Further consideration
is miven to these functions in the laler analytical discussion.

ISTRIDUTION T0 BuyErs —By far (he larger part of the movement
from the elevators is by rail—82 percent of the beans and nearly 97
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percent of the peas—moved by rail in 1049,  About one-sixih of the
beans moved out by truck. "There was a small movemeni by water
of both beans and peas.

Most, commen prevailing terms of sale are {. 0. b, shipping poini for
beth beans and peas. A considerable volume of peas and a somowhat
Iesser volume of beans are sold on a delivered basis.

In 1949, clevators sold 35 percont of their volume (o dealers who
took title. Thoy alse sold to other types of customers, most of
these transactions being haudled by brnkers, The largest of these
customer types s the wholesale grocer, who accounted f{or ahout
30 percent of the sales volunie of the elevalor. Smaller guanlitics
moved. Lo canners, packagers, experters, and institubions. Some
beans and peas went back to the growers for seed.  In 1949, 7 pereent
of the beans and 41 percent of the pens moved from the slevators to
warchouses for Governmoenl account. There are striking differences
m the disteibulion by {ypes of customers among {he leading classes.
Thus, 36.7 percent of white marrows moved 1o packagers as com-
pared with 6.3 pereent for all types!  Dealers handied » large pro-
portion of pintos, limas, and blackeves. Canners look snore than an
average share of pea beans, small whites, and ved kidaeys.

The {ypical bean clevator has three roughly ecqual sources of
revenue. Oune of (hese major sources is from beans bought and sold.
Another thisd of revenue comes from custom charges {or processing
and storing beans for the account of growers, The remaining major
source is the gross margin on other sales, a5 seed and bags sold to
growoers, sales of culls and beans for feed, and the retail side of the
business. The proportions were somewhat different for pea dlevators,
Revenue from custom charges was lower, while miscellnneous revenues
such as sale for feed were relatively highor,

Subsidiary problems of distribution invelve the disposal of culls
and the handling of empty bags. Half of the bean culls and nearly
all of the pen culls were sold o Tarmoers Tor livestoek feed,  Bean culls
were disposed ol in other ways; 24 pereent went into export and 11
percent was destroyed,  Bags were owned by the devator and fent
to farmers in 19 percent of e cases. Bags originally belenging to
the growers were handled in varvious ways by lhe elevator, More
than half the time they were used for shipping beans. The next
mosk Trequent praclice was Lo return them to the grower.

Sronacr to Bovavntss Marker Sveeniss—Blevalors process the
engire crop and stove alarge part of it until it moves on in the channels
of distribution. Nome general facts about production trends and
carry-over of beans and peas ave pertinent at this point.  The datg are
drawn from published sourees rather than from the survey, and they
are imporlant us backgronnd to the laler stages of the analysis,
The over-all facts about supply help to define the place of ihe ele-
vators in the industry ad o determine the eeonomie outlosk both
for growers of beans and pess and for the marketing agencies.

The bumper erap of heans in 1949 was about 75 porcent greater
than the average crop 20 years sgo (Iable 4). Even the average crop
of the last 5 yenes has heen about 50 percent greater than the 1929

! Apprrenily a sebstantia) woionnd of additional packaging was done by whole-
salers and ngencies nol vovered in {his study.




MARKETING DRY EDIBLE BEANS AND PEAS 15

crop. Over the same period, the population of the United States
increased nob quite 20 percent. There has beea some increasc in
per capite consumption during this time but this trend has leveled
off in recent years.

TabLe 4 —Dry edible beans: Supply and distribution, United States,
19259-48

Supply Distrilzulion

Year

boginning Tromestic
Septomber TProdue-|  Tm- Total dis- 18x-

tion porls ! ] appear- | ports?®

giee ?

Stoeks
cnd of
SEAS0N

1000 | tooo | tooo | fo00 | t000 | 1,000

bags 1 bags * bags Brgs 3 buags 4 bags 4

11, 86l 1,874 | 13,085 | 12, 651 204 430
18,610 | 1,085 | 15,555 | 13, 200 200 2, 065
11,974 262 | 14,297 1 12, 526 10% 1,662
14, 416 245 | 13, 317 | 10, 977 HiE 1, 250
12, 005 271 | 13, 586 | 11, 503 81| 2 000
10, (656G 503 | 13, 159 | 11,930 70 1, 150
13, 333 2656 | 14, 78 | 13, 524 104 i, 120
6, 767 743 | 12,590 | 11, 6218 44 925
14, 910 199 | 16, 064 | 13, 510 104 2, 450
14, 717 141 | 17, 308 1 i3, 841 317 | 3 150
14, 254 143 1 17,547 | 13,191 HILY 3, 450
15, 790 2411 19, 4814 117 1, o4 3, 500
17, 100 iGd | 20, 764 359 1, 832 4, 573
17, 368 452 | 22, 5393 079 | 2,983 3, 581
19, 435 1,467 | 24, 483 742 | - 4,430 4, 311
15, 660 470 | 19, 81 372 | 4,519 950
11, 954 186G 1513, 155 , 548 i, 269 338
14, 737 117 1 15,283 , 53 1, 4064 700
15, 783 300 216,992 , 533 | 2,729 730
14, 120 3495 i"’?(}, i85 4 13, 198 1, 817 3, 570

b e ekt bk gt bl
mw»—_:é;.(‘_tlc':.!_.'..

I Ineludes dry beans and garbrnzos,

2 Inciudes domestic food and seed use, United Siates military food nse, and
shiipments to United States territories. .

3 Incindes dry beaus, sced beans, garbanzos, and conned beans convorbed to
dry beans, using 31 pereent as the ralie of dry-bean conlent.

1 Iags of 100 pounds,

s Total supply ineludes aliowance for split beans expeorted for eivilian feeding.

Stoeks—19027.-42 officinl estimaies of U. 8. 1D, A. Burcau of Ageicultural
Teonomics, 1043-46 stacks oflicially reported by B. A, I, with adjustmenls to
allow for C. C. C. stocks, 1047-48 ostimates based on Market News Serviee and
Trade information.

Production—Q#ficial records of 3. AL B

Tmports and Exporls—IL 8. Department of Convbierce, Burean of the Gensus,
with adjustmenls for Army eiviliun feeding prior fo 1947, when uot reporied by
the Census.

The large crops of 1948 and 1949 were not due primarily to ox-
panded acreage. The average planted nacreage for 1935-39 was
1,014,000 neres; the 1948 planled nereage was 1,970,600 and the 1649
acreage was 1,900,000, Yiclds remained relatively stable during the
period 193746 but rose sharply beginning with the 1547 crop. Im-
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proved methods of production, development of betéer varieties, and
expansion of the irrigated acreage planted o beans were among the
principal infliences in the increase, but for the 1948 and 1949 crops
particalarly, the unusually widespread favorable growing conditions
constituted the most influential factor in the record yields,

The history of bean preduction is one of moderate growth and
relative stability compared with the trends for othor feguminous crops.
The peanut crop in 1949 was about cqual to the bean eror in number
of pounds. The upward trend in production is greater in peanuts—
the 1849 crop was more than twiee as large as the 1929 crop,

The increase in produetion of these oldergeropslis very moderate
compared with the increase in soyboans. In 1949, the countiry pro-
duced 6 times as many pounds of soybeans as dry edible beans.” The
goybenan crop was 24 fimes as large that year as in 1929, The greatest
fluctuation among leguminous crops is found in cdible field peas.
The 1949 crop was nearly twice as large as the 1929 erop but it was
less than one-third as large as the record crop of 1943,

The main point of these comparisons is to show the relative stability
of the supply of dry edible beans, This stability should be favorable
to orderly marketing (table 5). An analysis of production by regions
and by varieties of boans reveals a high degree of internal stabality,
The hean-producing areas are divided into three parts in this study—
Californin, the Mountain Stales, and the older preducing areas in
Michigan and New York., The production trend in cach of these
threee divisions has been approximately the same during most of the
last 30 years. The principal change was found in the Mountain
States which moved from lnst place to first place in the annual volume
of production.

The bumper crops of heans in 1948 and 1949 did not mean ran-away
mereases for any one or two classes, Rather, it was a general increase
in all iypes, whether white, colored, or lima, because of good crop
conditions everywhere, These 2 years represented record production
not only for heans but for ficld crops gencrally, Dry edible peas
constiluted onc of Lthe fow cxceptions. The pea crops 1 1948 and in
1949 were only about haif the size of the 1947 erop.

The earry-over of heans at the end of 1949 was about 5 million
bags—mnearly one-fourth of the eniire 1049 crop.  The size of the
carry-over I8 causing considerable uneasiness in {he trade, Yet the
fluetuntions of beginning stoeks, since 1925, offer some ground for
oplimisni.  Larpe stocks bave heen disposed of before, and have been
lollowed by pertads in which earry-over was reduced to a minimum.
The then curreut concern was that sueh a readjustment could not
be counted on because of the Government support program. The
problem of the adjustment of supply and demand is one of the topics
discussed in the final analytical soction of this reporl,

Information was gathered on several aspeets of clevalor operation
which have not been covered in this seelion hul are reserved for iater
discussion.  Elevators’ receipls and purchases and sales, month by
month, are lreated in the section on the marketing flow of peas and
beans.  Clomparison is made wilh the monthly flow through dis-
tributors and wholesalers. Monthly price data are considered in the
section on costs and marging along with the comparable priee datn
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Tanue 5.—FElevators, processors, and shippers: Percentage distribution of volume of incoming beens and peas handled,
by classes and by months, 1948 ' :

Per- )
cenrt- Percentage of total for crop year 1948
age of
total
of all
classes . i .| Mar. | Apr, May

Per- ) ) Per- Per~

Beans: cent cent cent
Pea and meditm white 78. .6 X 1.9
Great northarn. .. .. i€, 0
Small white. ... ... .0 3. 0
White marrow -6

LR Raagv g

i
joo]

Pinto. wewcoion.
Red kidney. ... ..
PInk wmwn oo

Small red. o

-

SO0, © ocowE
_OoOHE O

. 6
.3
3
6
0
.2
.0
.

[CPENE

Cranberry -
Yelloweye. .licu. oo
Standard lima. ..

Baby Hma . oooooo .
Blackeye, Californin . ...

S

[oNEN

oI NI ;RS wWw LRl
[aliodv R

NOHOO OO, &

[

Peas:
Alaska, other smooth
green.. oo aoioanol 86,4
White Canada, first
and best, other white
and- yellow seeded. .. - 13. 06 4.6 27. 7 21, 4 9.7 2.7 0 0 0

o
Jroc
SVAd AV SNVEd @413 Xdd DNICL(KXH‘VW

1 Tneoming volume means total volume handied by elevator, both owned and not owned by eclevator,
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for other levels of distribution. All information bearing on costs is
included in that part. The uitimate purpose in the treatment of
costs and margins is to indicale the division of the consumer’s dollar
among the suceessive ageneies in distribution and to examine the costs
incurred in performing the corresponding functions.

BROKERS, JOBBERS, AND IDISTRIBUTORS
Tue FuncTions oF SERVICE AGESCIES AND HixDLERS

This section deals with (he ixpe and chargeter of dealer organizn-
fion, methods of huying and sclling, packaging and nerchandising,
physical movement of goods, and seasonal trend. Consideration 6f
costs and margins is reserved for a inter ehapler. Demand [actors
touched upon here appear again in o final treatment of the economje
outlook for the hean and pen industry.

ORrcaxizamox oF ruan TRapo Srrrearrg—Intermediary distri-
bution is primarily a fiddd of proprietary-type enterprise with only
limited perticipation by the cooperative-{ype markeling associntions.
About one-fourth of 1he firms that reported bave beanches.  Most of
the firms with branches are organized as cooperalives,  Firms without
branches are mostly individual propriclorships or partnerships.

TFirms amony the brokoers, jobbers, and distributors are larger, on
the average, than those thai opernte elevalors. Ahoul 37 pereent
have an annual volume worth 1 million dollare or more each {tahle 1.

Tanve 8.— Brokers, jobbers, and distributors: Pereentuge disiribution
of respondents, by vohume of busivess and conmmodity kandled

Cirnmaoddiiy

Item o T Total
. Beans and

Beans
Bean peas

Numder ' Number Number
Respondents._. ... ... .. . . an 21 [HY

Perecntage of all rexpondents

Volume of husiness: ! : Preeent . Pereerl @ Pereent
Less than $100,000 . o 33,1 [ 24,
$100,000 1o S400,000 S 12, {1
$500,000 tn S690,000 = 25, 15,
51,000,000 o 22,009,000 . 9.5 21 20,
$3,000,000 to §4,590,040 . : 8
35,000,000 and over. . .

1N,
10,

TR

w
=B BN o Yo RN T

Uneclassified . _

[y -

Total. . .. . . | ' 100,

1
1

'Baswed on reports from respondents, reparts from Dun and Bradsirest, Ine.,
antt estimates Dased on ratings from Taosas” Reoisrer op WiuoLssane (o
CERY axn Kaxpusn Travss,  Volwe of business refers io volume arising from
all types of operations,
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This is true of both bean and pea dealers but there is a decided differ-
ence in degree of specialization. Three-fourths of the pes dealers
reported thmt peas accounted for 20 pereent or less of their volume,
Only haif of the bean dealers report so low a percentage of hean busi-
ness. At the other end of the seale, 28.3 pereent of the bean dealers
reported that 81 percent or more of their volume was in beans.®

On the average, brokers and dealers handle seven or eight ¢lasses
of beans and peas. The number handling any particular class of
bean is not always in proportion to the relalive importance of that
class in total bean produrtion. For example, n greater number of
intermediaries were handling great northerns, pintes, baby limas,
and blackeyes than were handling pea beans. which is the largest class
ol hean, by volume.

Types oF MarksTiNG Aaexcrss, —The movement of beans and
peas from the clevators into the channels of distribution generally
calls for the services of inlermediaries.  An elevator, generally speak-
inge, i not cquipped to handle transaetions with wholesale grocers,
eanners, or exporters whe are loeated nainly at o great distance from
the growing arcas.  Many varintions in type of organization and in
fonetions performed are required to meet the different operating
situalions.  Sonte brokers do nothine but neeotiate sales transactions,
taking neither title nur possession of the goods, and charging a broker-
acze fee to the clevator or other prineipalc There are dealers and
jobhers wha 1ake title but do not take possession (table 7). QOther
doalers buy beans or peas and have them delivered to their own
warchouses,  Some of these send the beans nnd peas on in the
Cform in which they were received but others reeeive them in 100-
ponnd bags and repackace all or part of them in consumer containers.
lu some eases an independent packaging firm performs o custom
sorviee for the dealer.

These differenees in funetivn vepresent adjustinents to such variables
s distance from the growing srea 1o the market, average size of opera-
tions of supplicrs and of enstomers, and refative importance of such
merehandising Tnetors as high-gnality consumer packaging, and the
olfering of & complete line of beans and peas,  These intermediaries
participate in some degree twall of the four major marketing functions
previously deseribed - the prepaeation of the produet lor mackel, the
mavement Uirongh the marketing channels, the ussumption of market-
ing risk, and the expansion of markets.  Of greatest interest in con-
neetion with this sludy is their part in the expansion of markets.
This is the vue point in the marketing channel ar which eflective
offorts at market expansion will take place if at all. This sttement
applies to dry beans ad peas as canned beans may be losked dpen
as a different produrt.

Same canners ve spenl, wnd continue (o spend, substantial sums
o promote the sale of the canned produet. The dry commuodity

5 Phe torm Shean dealer™ is used by many in the industry in g dilferent sense
than i Whis stndy, T the fndostey,” 8 chean deales” i generally eonsidered Lo
e an veganiztion which oblain- <ipplies from elevators and growers and moee-
chmlises The breais to disteibitors aonl wholesalers 0 the consuining areas, e
way or pay bel fake fide and physieal possession, wsoally depending on the
individual teansaetionn,  *Bean dealer”™ as nsed iu this publication inchudes all
intermediaries betweoy the vlevator and the wholesaler who take title to the
commoedity.
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still represents much the larger part of the sales to consumers. A
wholesale grocer cannot be expected to promote the sale of dry beans
and pess as they are relatively small iters for him, and usually carry
moderate margins. Elevalors are not generally in a position to gage
demend and to carcy out promotional plans for expanding it,

TasLe 7.—Brokers, jobbers, and distributors: Percentage distribution of
respondents, by relutive importance of functions performed and com.-
maodity handled

Establishments handiing—

Ttem

Beans Pens

Number Nunber
Respondents t__. ... . .. . . [1i1] 24

Pereentage of all respond-
enis

. Brokerage functions: Percent Percent
20 pereent and undor. . . e . 6. 6.7
21 to 40 percent., .. e e . . 8. 12.5
41 to 60 pereent . e e e e 1. 0
61 to 80 pereent_ .. . S . L &
81 percent and over, . . S . 43. 3 | 37.
66,

L= R I NN |

o
-T

f

Dealer and johber funclions:
28 pereent and under.,
21 to 40 pereent . _

41 to 80 percent_ _
61 to 80 percont -
&1 pereent and over

Total

o Sdowem
Q| NS WS

Lol v

<h
&

!
i
i

' Some respondents specified both funetions.

Mrrions oF Buving axp Suuina.—The Inrger proportion of dis-
tributors acl as brokers witliout taking title. A sceond group are
jobbers and dealess who take title. A third group operales in both
ways. Tor bean distribulors the hreak-down is: Brokers, 45 percent;
dealers and jobbers, 38.3 pereent; hoth, 16.7 percent. For distributors
of peas, there is a greater overlap in the [wo ways of operating, the
breal-down heing as lollows: Brokers, 37.5 pevcent; dealers and job-
bers, 33.3 percent; both, 29.2 pereent, Tor those who operate as
brokers, the brokernge fees have been § pirly well slandardized at 10
cenis per 100-pound T;aig or 5 cenis or 6 cenls per case of 24 consumer
packages (iable 8).

The souree of supply for brokers and deglers reported in this study
was the clevator in about six times out of ten. This was trie for bobh
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bean and pea distributors. Terms of saie were usually f. 0. b. shipping
point. Other dealers were mentioned as suppliers to & smaller extent.
Roughly, onc-fourth of the beans and peas were obtained from other
sources, as the growers, for instance. Dealers, in turn, usually sold
on the basis of f. o. b. shipping point, although a substaniial part of
the business called for delivery to the warchouse of the purchaser
{table 9).

TasLie S.—Brokers, jobbers, and disiributors: Number reporting and
brokerage charges, by method of charging and by commodity handled

Establishments handling—

Aethods Beans 1 Peas

!
|
|

!chorting' Chnrges ERepQrting Charges
TR I .- 3 .

Regular operailon charges: b Number i Daotlars
Per 100-pound bDag ... ... 35 | 8 10 12
Per case of packaped goods .. __ 23 .05 ! 8 . 06

Under contract with shippers:? ¢ .

Charge per 108-pound bag : i ; L 4 .10

]
U Nwmber Dollars
t 01

! Seventeen firins handling benns hae shipper contraets, while six firms handling
peas had conkracts,

Tasre §.—Brokers, jobbers, and distributors: Percentage distribution of
all reporting, by supplicrs of beans and peas and by buying policy

" BEslablishimenls handling—

H
'

Tiem :
|

Beans Pras

- Number | Number
REpOrLIE oo oo im e cmmmmmme e mamm e ] 30

Pereentuge of all reporting *

Policy: : i
Lievalors: o Percent
T, o. b. shipping point . : 7.

Dieliveril, . . . (R
Other denlers: ’

. o. b. shipping point. .. . i 12.5 a4

Delivered o .... .. ... . . 531 7.1
Governmenb. ... . . o . 6 4]
Qther sourees_ ... . .. . _ . 23,2 28.6

Total oo 100.0 160. 0

1

5‘ Pereent
| 43.9
i 15. 0

! Distributed in properiicn to the percentage of lalal heans or peas which
were purchased frome ench supplive.  See Appendix for discussion of melhods used.
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By far the greater part of ihe total sales of brokers and dealers,
or 82.9 percent, were to wholesale and chain grocers. Of the several
other types of customers, the one handling the largest volume was
puckagers, with 4.1 pereent.

Distrisrrior 8y Brokers asn Duanzrs, ~The distribution of
broker and dealer sales by {ype and area provides some measure of
the national and regional conswmer markel for dryv beans and poas.
The types of beans are here arranged under four broad groups-- while,
colored, lima, and othier.  Their relative importance in nalional sales,
in terms of volume, is in the order named.  Colored clagses necount
for about one-third of the total,  Similar data for 1830 showed that
37.5 pereent of the total was colored brans and that the praportion
was still higher i 1020, The percentage of whites is hisher than for
the carlier years, The shift rom colored beans to whiles marks o
sighificant change in consumer demand over the 20-vear period
(table 10),

Comparison with the eatdier studies ® also shows that there has boen
n_substantial change in the charaeter of demand by regions. The
Northeast has traditionally been the largest markel for whites and
the Southeast for colored heans, A degree of leveling aut has heen
going on, with the Boutheast taking more whites and (he Northeast
more eolored.  Lima beans continue 1o ho zold quite generally through-
out the Unitel States, .\ pattern of national disteibution has boen
cstablished here which may eventuelly be approached by some of
the olher classes,

These changes in velative position in production by elasses of hean
are cousistent with fhe known production ligures by elusses. Thus.
the shiflt in demand in the Southenst can be related to produetion
trends on the prineipal classes of whites and colored consumed i this
region.  These are, respectively, great northeen and pito. The
former has come ahead rapilly in relation to the latter, A1 the same
time there has been some broadening of the neens in which many
classes were traditionally marketed. This would appenr (o be ono
of the principal faciers which might make for market expansior,
Familiarity with o mreater muuber of elnsses nned (he speeial twses andd
merits of each should promoie greater total consumption of beans.

Dry peas are alternatives to some extont for beans, in consuner pair-
cheses. They are grownin a restrdeted prea and marketed all over the
counlry in somewhst the same pattern as Hma beams. There is somp
evidence that dealers are earrying and promoting more complote lines
of beang and peas for sale in every part of the country.,

& Iten 21 in Bibliography.,




TanLs 10.~—DBrokers, jobbers and distributors: Percenlage distribution of volume of sales of beans and peas, by classes and
‘ by kind of buyer, in specified areas*

Biyer

Ttem ; . . e
Other ¢ Wholesale ¢ : Institu- ¢ L S

P dealers or 7 Canners ! and chain | Packagers Exporters { “ions Govern- Other
brokers grocers - ‘ . ment

i i . 1 %

s s et e ¥ e i DT S IRPUPES S S OSEI Rp— e | it e i

Beans: ? : ; : .

Northeast: Percent . Pereent Percent | Pereeal Percent  * Percent Percent Percent
Whites. _.. . U 0 : Q. 16.2 : 1 H 0.7 0 19.6
Colored. . o L 8. 11..
Lima ... . . .. : i ‘ 3. 4,
Others.. ... o020 L 1, 1.

Total. T m .8 30. 37. ¢

1]

(oS el )
[N (RSN |

!

;
i

o

Southeast: ' ' :
Whitesoon o L oa e $ 15, ; ) .6 16.
Colored. . . . . G 9.4 : 10.
Lima_ ..o .00 .. 0ol L ) .1 4.6
Others.... ~.oo. oo L4 (1 1. 4

Total, wiveraiiivannn % 3 i 3 ; 32.

- North-Ceniral: ; i { ]
Whiles, coini e n D m . S 0.6 . 61 10.6
Colored. avcmme il . L2 . .91 9,

! ‘ ~ 2.

3.

25 (
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Sae footnotes atend of table.
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TABLE 10.—DBrokers, jobbers and distributors: Percentage distribution of volume of sales of beans and peas, by classes and
by kind of buyer, in specified areas—Continucd

Buyer

Other

fdealers ory Canners ¢ and ehain ! Packagers { Bxporters |

brokers

e i S e e o [P

West s L Prreent
Whifes - .. { 0
Colored.

Lima. .
Others. ...

Total,

All areas:
Whites. .. ...
Colored. .
Lima.
Others.. ..

Pereent
0

: Wholesule ©

grocers |}

U. S.
Govern- Other
ment

Institu-
tions

P
Pereent i Pereent ;. Percent Pereent Pe cent Percent
0 0 0 0 .

.

)
i
} el

.8
.4
2

2.1

Total... . .

Peas:
Northeast. ..
Southeast Vv
North Central. . ...
Westo. oo,

7.6

4
H

0
0
7.5

Totai...

22 4 100.

g 1-1 9
i
|

! Distributed in proportion to the pereentage of total sales of this
class of bean or pea which was sold to each type of buyer, The
totals were then weighted by importanee of each elass of bean or
pea {according to 1948 and 1949 United Stafes production) befure
grouping into whites, colored, lima, other beans, and . peas. Sce

Appendix for discussion of methods used.

2 Whites include pea and medium whites, great northern, small
whites, white marrow, and white kidney beans. Colored includes
pinto, red kidney, pink, small red, cranberry, and yelloweye beans.
Lima includes both large and baby lima. = Others includes blackeye
and garbanzo.  Tor definition of areas, see Census Division map. ;

3 Less than 0.05 percent.
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About 40 pereent of the beansg handled by distributors was sold in
consumer packages. 'Fhe pereentage was somewhal greater for peas
(table 11}, ‘I'he proportion of the crop so handled is cven greater
than these figures suggest as o considerable part of the sale in 100-
pound bags does not move divectly into domestic consumption as bulk
dry beans and peas.  Packagers, canncrs, and experters are among
the customers who buy from (he deal:w In 100-pound bags. Other
dealers constilute another kind of customes which would necessitate
further packaging. Including the paekaging by chain stores and
some of the larger wholesalers, it is clear that more than half of the
dey product must reaeh consumers in packaged form. The con-
tinued suecess of epen-display retailing will probably mean that this
proporiion will nerease steadily i the diveetion of making consuner
packaging a regular practice.

Tawue 11.—Brokers, jobbers, and distribuiors: Percentuye disiribution
of sales of beans and peas in packages and 100-pound bags, by class
of buyer

Clistablishments handiing—

i

Beans ! Peas

- e
2 Numbe [ Number
Reporting .. - I 21

Disposition: !
Prekaged:
Qther dealers.. .
Wholesale grocers. | |
Retatlers, ... .

Pereent | Percend

:

!" .

| Pereentage of all reporling
!

}

!

FS v L

I

108-pound bags:
Oiher deglers
Whotesale grovers _. .
LRelailers
Puckagers
Canners.
Lxporlers |
Qthers. ...

LA A pagt]
B R N )

P

oo Ooomo

]

Total, ... .

Cirand toini . : 100. 9
P Distributed in proportion to percentoge of Fotal beuns or peas which were
distribuled fo each ageney.,  See Appendix for diseussion of metheds used.

Beans and peas pul up in consumer packages arve generally of high
quality., A subslantial proportion is lop grade, although the largess
quantity is U, 3. No. 1; very little of the packeged product is of lower
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quality than that. The types and relative importance of packages
reported are shown in table 12. These tindings are consistent with
thosc of o 1949 packeging study made by the United States Depart-
ment of Agriculture.”

TABLE 12—DBrokers, jobbers, and distributors: Perceniage distribution
by type of container used for consumer-size packaging, 1949

Establishments

Benns Peas

. Number Number
Tteporting 1o _ . 18 11

Pereentage of all reporting

3
Containers: Pereent Percent

Collophane bags_ ... ... ... ... . _._. 83.3 72

Cardbonrd package___. ... .. .. ... . . 5. 6

|

1

Window-front package . ... . . .. . ... .
Krafb bags_. .. .. ... ... ... ... . 1,

0
27.
18.
25-pound containers..___ . .

3
2
1

! Some respondenis reported more {han one Lype,

Packacing axp Mereganpisive.- ~The groaily increased attention
to consumer paekaging has contributed significanlly to market expan-
sion.  Dealers and even elevators heve often been Torced by compati-
tion Lo package goods; some complain of it as an expensive complica-
tion in the marketing of beans. This tendency appears to be an
inevitable adjustment (o the merchandising requirements of the
modern open-tisplay store. Many chains and supermarkets have
inslalled their own prepackaging deprrimenis to increase their sales
on such produects as dry beans,  Wholesale grocers ordinarily are not
cquipped Lo undertale packaging bul are influenced Lo purchase beans
in consumer packages, hecause of the competitive merchandising
needs ol theie customers,

Movexeyt or Bravs axp Puoas—Shipment in carload lots
represents a minor part of seles by distributors. In 1949, 28.4 percent
of the beans distributed were moved in straight carloads and 16.2
percent of the peas.  An additional fraction of the velume moves in
mixed carloads, The mixed car is an interesting leature of bean and
pea marketing.  An average of about four classes of beans are trans-
ported in the mixed car. The high raie for truck transportation as
compared to rail [reight rales practicelly precludes the use of trucks
for long-distance shipments of beans. The situation is different for
peas; 63.8 percent of the crop is reported moving by truck, The
movement by water is negligible.

? Item 22 in Bibliography.
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Sronrace AN Bquarizamion or Surrnins—The monghly business
of doaless for the period September 1948 to August 1949 is shown in
tables 37 and 38, Appendix.  Nearly half of the purchases of beans
were made in Lhe first 3 months, 'The monthly totals dropped off
steadily, rnd reached their low peint et the end of the crop year.
Only 8.9 percent of the total was purchased in the last 3 montlhs of
the crop year (June -August). This gencral pattern prevailed for most
classes of beans. The principal exception was in tho case of large
limas. A much larger percentage of total purchases of these beans
took place in the fivst 3 months. Purchases of peas, ou the other hand,
scarcely got started in the first 3 months, The sceond 3 manths
bcgmnmg with December, necounted for neatrly two-thirds of she
iolal purchases.

The seasonal paltern in (he sale of beans closely [ollowed that for
purchases. This was generally true month by meunth and for cach
muin class. The tum-over is very rapid; denlers sold cach month
practicelly all the beans they bought that month, The situation
was substantially the same lor peas e\u‘pi that there appeared to be
a slight delay in moving some classes such as yellow and green split
peas.

The monthly vaviations in prices were somewhal differcnt for
different classes. In most cases the varialions are not large. The
principal excoplions were represented by the fluctuntions thal appear
to be something otler than seasonal varintions., An example is
blackeye which siarted at $9.95 per 108-pound bag in September,
reached o low of $4.25 in June, and eame back Lo $5.25 in August.

Selling prices seemed somewhat more stable than purelaese prices,
There was a tendeney Tor Uie year to close with higher prices than it
began.,  There were several oxeeplions, including blackeye which
suffered a decline in sclling prices proporvtionate o the dedline in
purchase prices.

Risks~—There seems to be little interest i speculative profits,
although comments received during the study indicate that specu-
lative gains were onee a principal incentive for Ui boan dealers. The
almost immedinte turn-over indicates that dealers and brokers now
function ¢hiefly to meet current demaned,

There is little evidence of speeulation, and filtle is doue to reduce
the risk inherent in price fluctuation, Nearly two-thirds of those
interviewed satd they did nothing ab all to offsel risk.,  Others men-
tioned such expedienls os “small and freguent purchases.”  Some
dealers aeted primarily as buying agents, buying only against orders
already in hand,  One respondent expressed a wish for the establish-
ment of o fulures mavkel in beans, presumably {o permit hedging.
Such a development might encourage dealers to build up larger
invenlories as part of a steady drive for expanding business.  As it s,
they operate on such narrow nungins that they tey to aveid the risk
of even the present mederate Huc,hmll()nq i price,

Distributors do not go very far in assuming markeling risk through
preharvest purchases for future delivery. The grmt majority do not
engnge in this practice at all. A low reported that 5 to 10 percent of
gheir business was done on Uiis basis,  Where (his practice porsists it
may represent the survival of a more general peactice going back to
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the period before price supports. A similar possibility has been
pointed out with respect to the contract purchases of elevabors.

The distributors who act as both dealers and brokers no doubt
exercise an option in some cases as to which procedure to follow.
This option may serve as @ partial hedge agaiust market risk. It is
somewhat similar to the position of an eclevator in excreising the
option of making purchases or performing eustom serviees of proe-
essing and storing. It would appear difficult for a firm that operates
in this way to maintain any consistent or continnous merchandising
program.

The most hopelul signs from a merchandising standpoint are the
extiend to which dealers ave taking the initiative in packaging and the
ingreased tendency to carry a complete line of beans and peas. Dealers
did not show operaling margins thai would permit large promotional
expendifures,

REAN CANNERS

A minor part of the erop of dry edible beans veaches the consumers
in the precooked and eamned state. Canning of peas in the dry séate
is so negligible in extent that it can be ignored for the purposes of
this study. The canner is treated here as an additionsl intermediary
for that part of the crop which he handles. From another point of
view the canner may be regarded as the producer of finished products
such as potl-and-beans, the dry bean constituting one of the raw
materials that lie buys. Tt was not within the scope of the study
assignment to break down the costs of eanning in the way that was
attempted for the operation of {he clevator and the bean dealer.
The canner, for the purposes of (his study, constitutes onc clement
in_the marketing channels for dry edible beans. The discussion here
relates to the size and structure of firms that can beans, the beans
bought by emners, and the buying and selling policies of cauncrs.

Si56 AND Srrucrune or 1R Caxyer Inpursrry.—The sample used
m this study included 41 camers.  All those who reported having
branches were corporations. The corporatle form was also dominant
among firms without branches. Only one cooperalive cannery was
includted in the sample,

Theve was a himodal distribution of firms by size. That is to say,
there was one cluster of firms whose total sales of all products was
less than $500,000, which accounted for 41.5 pereent of the total of
“oll firms i the canner sample. At the other end of the size range
were 31.7 percent of the firms with volumes worth more than 3
million dollars ench.

Only one of the firms reported that its bean-canning business
accounted for more than 80 percent of ils lotal business (table 13).
More than {wo-thirds of the canncrs reported that less than 20 per-
cent of their tolal voliine of business was in canned beans. Most of
the leading classes of heas were represented among these handled
by carmars. Some of these classes probably were used in moderate
quansbibics in soups and were noi canned i substantial quantitics.

Puncmases or Beans sy Canyens.—Of the annual purchases of
beans reported by canners, 81.7 percent was accounted lor by four
classes.  One class was first by a wide margin, namely pea and medium
white, with 46.1 percent of the total. Red kidney beans were second




MARKETING DRY EDIBLE BEANS AND PEAS 29

with 15 pereent.  The low months in volume of bean purchases were
July, August, and September, which together accounted for 8.9 per-
cent of the annual total of purchases. Otherwise, purchases by
months were fairly evenly distributed. The patterns were quite dif-
ferent by classes. The two leading classes, pea beans and red kidueys,
followed the pattern for all beans. Small reds had no off season, as
purchases were distributed evenly throughout the year. In sharp
contrast was the picture for pintos, nearly all purchases by canners
being made in the 4 months November to Ifebruary, inclusive.

TaBue 13.—DBean canners: Percentage disiribution by volume of business,
classes of beans handled, and supplicrs of beans

stahlish- | Pereenlage
Tem ments af all
reporting reparting

Voluine of business: Number Pereent
20 pereent and under ]
21 Lo -0 pereent
41 to GO0 pereent
61 to 80 percent
81 to 100 pereenl !

B 3

Classes of beans hancled:
Pea and medium white
Great northern_ . __......
Small white
White marmrow ..o e e
White kidney .. oo Lol L.

Small red oo oL
Cranberry _ - . oowaua. . .. .
Yelloweye e e e
Targe Hma_. . ... . _.__.

Bahby limsa e e
Blackeye, Calit .. _....
Garbanzo_._._.___ .. __

Other?_ _._.__.....

WNWOMW @R RO~

Supplicrs of beans;:
Brokerg. .o e ... Lo _
Patlers o e e ea e R

Tlevelors oo e e e

i
; 41 Q]

1 Inclndes ouly voe eanner; his entire volume of husiness is derived (rom eanning
of beans, )

2 Tncludes fava heans, black turtle heans, and others not specified.

3 Many respondents specified more than ane class or supplicr.

Similarly, the data for 1949 did not indicate a standard pattern
with respect to monthly variations in prices. Prices reported paid
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for pea beans were higher toward the end of the crop year. Some
classes such as pinks and small reds showed remarkable price stability
throughout the year, according Lo these reports. In other cases there
were random fluctualions wilh no clearly mariked sensonal &rend,

The distribution of canncrs’ purchases by grades was very similar
to the distribution of heaus put up in consumer packages. U. 8. No. 1
ranked highest, being bought by 85.4 percent of those reporting. Next
came Choice which was bought by about one-third as many canbers.
Canners reported a folal of 1.8 pereent of loss or waslc in bean
purchases.

Buvixe axp Seinine Pouterrs— Canners buy from  brokers,
dealers, and elevators, n that order of volume (lable 13). The
number buying from dealers was about twice as Jarge ag the number
buying [rom elevators, according lo reports in [his study. The
number buying from brokers was three times as large as those buying
from clevators,  All cunners engaged in on-the-spol buying., A few
also bought on annuat counlract.  The provailing tevims weve £, o. b,
shipping point. A farge proportion of cannevs also bought on a
delivercd basis.

Spoilage of beans apparvently was nol a serious problem in the
indusivy.  To the extont that 1t was s problem, spoilage was met in
two principal ways. Dry storage was the principal reliance of 44.8
pereent of the eanners.  Another 39.5 pereent said they hought beans
onty as used.  Infact, only a minority of canners or 18.4 pereent said
they hold beans for an average of more than a month before conning,
AL the other extreme was 21 percent who reported holding them 7
davs or less,

Canners sold to various groups of custemers, including institutions
and exporters.  In lerms of volume, sales Lo instiiutions and exporters
were accounted for almost entively by direet sales Lo wholesale
groceys and chains, inchiding a small quantity handled for the canner
by brokers.

Boeans are conned in several sizes of eans, vanging from “pienies”
to No. 10 cans. Abeul 30 peveent of the net welght of a can of heans
was oviginally dry beans,  Thus a rase of 48 pienie (or 24 No. ? cans)
coniring the equivalent of about @' pounds of beans.  Allowing fer
loss and wastage, a 100-pound bag of dry beans holds enough heans
for 10 enses of canned beans. "The cosls of cans and labor largoely
determines the selling prices for eanned heans. Thus the average
price for n case of pienie cans was $5.23, compaved witly $2.78 for
the same gquantity of beans in the No. 2 cans.

Taking the No. 2 ean as the standard, it appears thal in 1949 the
eannter received $27.80 for 100 pounds of heans in this form.  This is
three times as much as he paid for o 100-pound hag of beans, oxeluding
canning cos(s.  The margin is wide enough to allow some loewny for
promoting canned beans.  On the ether hand, the resulting price
differentinls at the vefail Tevel make the ennned produet not very
competitive wilh dry beans for consumers who are inlevesied in
economy.

The telal output of eamned dry beans continues ta he a minor
factor in the tofal picture.  Theve islittle indieation of further marked
shifts in consumer demand toward {lie canned product. Dvidently
the great bulk of the crop will conlinue o he marketed in the dry
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state for some time. The canmers offer only a partial answer to
market expansion. At the same time the canners will continte to be a
major oullet for some of the most important classes of beans.

THE WHOLESALE GROCERY TRADE

For the purposes of fhis seetion the term “wholesaler” ineludes all
warchouse operators who are prinmarily engaged in serving retail
grocery stores. Independent wholesale groeers, vetailer-owned whole-
salers, and chain stores, are ineluded.  Thus, the volume of heans
and peags moving through the wholesale grocery trade practically
coinewdes with the quantity destined Tor demestic human consump-
tion. The principal exceptions arve (he relstively small quan{ities
moving lrem clevators and dealers direetly to institutions. So lar
ns Lhis stwdy s concerned, the whoelesalers are elosest, among the
agencies discussed, (o the consumeors of dry edibie beans and peas.
Their aperations ave most divectly afleeled by denund, as thase of
the elevators are most direethy alleeled by supply.

The lopies diseussed in this seetion nehide organization strueture
ol wholesalers, buving policies, sales policies, and sessonud movements.
The seasonal movements are (reated anly in sumimury thshion as the
movements are taken up agnin in the next two seetions.

Seasonal moventent of heans and peas is covered in the diseussion
of the marketing flow.  Seasonal changes in prices are considored in
the seetion on pidees and margins,

Srreerrrr oF Ixprstry axn Murions o WHOLESALERS.-—
About 60 pereent of the whelesalors covered in the study were organ-
ized ag vorporations.  Among these that had hranehes, 100 pereent
were corporations. Aboul 10 pereent ol ail units covered were chain
warchouses,  More than 6 pereent were retailler-owned wholesalers
and the other 81 percent were completely independoent.

The annual dollar volume of all business done by the group of
wholesulers veported hore s indieated i fable 4. The majority
were in the middle ranges, with & median of shehtly less than 1 million
dollars.  Wholesalers handling both brans and poas wore likely to be
sontewhat Inrger than those handling beans only. Beans and pous
formed only a minor part ol the bhusiness of the wholesalers,  Ifilty-
three and nine-tenths pereent of the wholesalers reported thad heans
constituted less than 2 pereent of their annual volume.  About 7 oul
of 8 said it wns less than 4 pereent. About @ ol of 10 wholesalers
sividd thal pens necounted for less than 20 pereent ol their volume,
while 19 out of 20 sail it was less than 4 pereent. - No class of dry
benns or pens was handled by every wholesaier. "Fhe most widely
disteibuted classes were great northern, baby lima, red kidney, and
pei beans ! enrricd by over 60 pereent of wholeswlers (table 15}

Muerirops or Beyvisa axp Sennoyee- The prevatling method of
Luyving followed by wholesalers was on oa delivered basis. When
transpariation is headied mothis way, the freight is usually prepaid
bt is dded o the Invoice (o be pald by the wholesaler. Freight
enters inlo the purchase price paid by the wholesaler hut is not
counted in the selling price of his supplier. .\ substaotiol part of the
business (Jess than 40 percent Tor hoth beans and peas) is bought
[ 0. b shipping point. Nearly all purchases by wholesalers are in
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less than carload lots. Even the small percentage of carload ship-
ments was of mixed cars rather than straight cars (table 16).

TavLe 14.—Wholesalers: Percenitage distribution, by vo'ume of business
attributable to handling of beans and peas

Iistablishments hancdling—

Ttem
Beans and Total

Beans
cans peas

Number. | Number Number
26 36

Respondents

Percentage of all respondents

Volume of all husiness: ! Pereent Pereent Percent
Less than $100,000 23. 2 11
$100,000 to S499,90M) . L. 15,
$500,000 to 8090009 . __ .. _. 15.
$1,000,000 to S2,00.0908  ______ :
3,000,000 to 4,490,000 . .
$3,000,000 and over .. _
TUnelassified

o

25,
30,
30

il

2
1L
2,

B =00 g BT DT

=2 7T v - JURTR o
[ s s o R ]

100.

=]

! Bascd on reports from respotdents, reparts from Dun & Bradstreet, Tnc,
and estimates based on rabings from T aas’ Reasren or Wionesanry Grocery
anp Kixprip Traves.  Volume of business refers to volume arising from all
types of operations.

Wholesalers bought from various fypes of suppliers, including
dircet from elevators (table 17). Intermediarices were of three principal
kinds, with those performing a straight brokerage function accounting
for about one-third of the purchases of beans and a somewhat, larger
proportion of peas. Deslers who held Litle 1o beans in 1949 and main-
tained stocks accounted for aboul 14 percent of the wholesaler’s
prrchases of beans and 21 percent of his purchases of peas.
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Tasre 15.—Wholesalers: Number handling beans and peas by class
and areo

Establisiiments by area

i
TID|IV | V| VI VIO VI

No. i Na.
Reporting _ j 6] G
Beans:

Pca.s_ and medium

[

White marrew___ .. ...

Whlte kidney

) L}
L} L}
LR % FLS
T L3

Small red. .. .__. _.
Cranberry
Yelloweye
Laree lima

b
b
L

]
+

Ll =r = % N S %=

1

Baby lima ;
Blackeye, California -1
Garbanzo

Peas: !
Alaska, other smmouoih

White, Canada, ﬁl-,t.]
and hest, other:
white and yellow
sceded ... .

b
|
i
3
!
1

Ao
b

The most frequently used type of intermediary for marketing
beans is o kind of cross between n biroker and a dealer.  This t\'p(,
might be called & dealer without stocks or a broker holding title.
This type of agency assumes some marketing risk Lwough the owner-
ship of beans and peas Lut does not take possession of them., Beans
arc shipped on its order from its sources of supply Lo its customers.
Wholesalers typically buy frequently and in small qumlutws as shown
by the predominance of Tess-than-carload purchases. Somewhat more
than half of these interviewed said that hand-to-meuth buying is
employed to avoid the visk of [luetuntions in price.  Alost of the re-
mainder do not use any particular maethod to reduce marketing risk.

953587—51——3
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Tanre 16 —Wholesalers: Percentage distribution, by size and make-up of
beans and peas purchased

Establishments

Ttem
Beans Peas

Reporting ' i aneas ; a8 33

i

. !
i
i Number ‘i Number
23
i

{

' Perecninge of all reporting

Size and make-up of purchases; i Pereont Percent
Less Lhan carload lots. ... . . .. e - us. 2 07.0
Carlond lots in straight ears. ... . . ... . 0
Carload lots in mixed cars? . . . ceadt L8 3.0

TOWL. e 100, 0 100, 0

! Distributed in proportion to 1he percentage of total bean or pen purchases
acconnted for by cuch elass of size and make-up roported,  See Appendis for dis-
cussion of methotls nsed.

2 Less than 0.03 percent.

3 Average and frequent number of elnszes of beans and peas in mixed earlond lots
was reported in oo few cases to be significant.

TarLg 17.-—RBeans and pea wholesalers: Perecndage disiribution by
supplices of beans and peas

Establishments handling-—

Ttem - et e e -

Beans | Peas

Number | Niunber
Reporting . ..o . ... . .. o a2 36

Pereentage of all ceporting !

]

Snppliera: . Pereent Perceni
Hrokers holding tithe 2 | . i . ELR 3.
Brokers not holding vtle® .. ___, 32,0 . 36,
Dealera. ... . . ... . . i3.8 i 20,
Couniry shippers or clevaiors . . 10,7
Others ... oo Lol o 3.

Total . e ’ 100, 104,

1 Distributed jv proportion to (he pereentage of teial beans or peas purehased
from cach supplivr. Hee Appendix for diseussion of methods used,
? The term: “brokers’ holding title is used here to designate that kind of agent
whigh legally tahes title Lo the gouds bui duees not teke physical possession of the
aoda.
5 Theae are brokers in the forinal sense of the word—those who merely bring
buyers and seller together, charging a conunission for the service.
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The most important change in demand now affecting the whole-
saler is the steady trend toward the use of consumer packages. Of
the beans sold by wholesalers, nearly 40 percent are in consumer
packages; with peas it is 533 percent. The difference in beans and
peas begins back at the clevators which are apparently more accus-
tomed to packaging peas than beans (table 18).

Tanue 18.~—DBean and pea wholesalers: Volume handled by types of
containers

Establistunents

Beans | Peas

Nimtber i Nuwmber
Reportinf. o oo caemam e m i mimmam emmiammmae ] 41 = 25
H

!

] .

i Pereeniare of all reporting
L}

Pervent - Proreent
G0, 46, 9

Containers:
1G0-pound bags. . . .. _ .. . S .
Consumer-size package:
Collophane . oowvee oo eeime e . 2.8
Cardboard . .. . . ool s e e . 3.7
Window-fronl packages. .. . ... oL ..l..aa ia. 16.6

Total . . oo e o, 100. 0 . 106, 0

Window packages are the prevailing form [or packaged peas. For
packaged beans, cellophane bags exceed window-front packnges in
frequency of appearance among wholesalers. About three-lTourths
of the wholesalers handle beans in 100-pound bags and almost as
many handle beans in consumer packages.  For peas, the ratios are
different, with over half the wholesalers handling peas in 100-pound
bags and two-lhirds in packages.

NMost whelesalers Lypically hold beans in slock lor abeout 1% months.
About 10 percent hold beans for 3 months or more and about 14
pereent hold peas for that lenglh of lime, :

The grades of heans purehased by wholesalers presumably are
fairly represeniative of the quality of the entire marketing of the erop.
The bulk of purchases, or aboul 79 pereent, was U, 8. No. 1; nenrly
all the remainder were U, B, Choice, according to reporls. While
this applies to purchases in 100~-pound hags, the proportions are similar
o Lhe proportions of grades packaged by bhoth elevators and dealers.
Much the same proporlions obtained with respeet to grades bought
by canners.  Thus beans bought by the consumers seem Lo be divided
in about the same way by grade, whelher bulk, packaged, or canned.

In making prices to retailers, {wo-thirds of the wholeselers reported
that they followed the practice of fixing a standardized percentage of
mark-up over cost. Approximately another sixth said they were
guided by “eost and competition.”  The remamnder mentioned market
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price and handling charges, what the traffic will Lear, and quick
turn-over. The proportions among these answers were not very
different for peas.

A large proporlion of the wholesalers said they absorbed the cost
of delivery to the retailers (table 19). Thus the wholesaier's selling
price covered a transporlation cost in conirast with the separeie iden-
Lification of transporiation charges at other lovels. Othes SCIVICOS
1o retaiers were specified by a minorily of the wholesalers. Mlost of
these services have to do wilh selling and mdvertising.  Nfost fre-
quenily mentioned was the service of supplying free advertising
malterial, mentioned by about one wholesaler out of vleven,

Tanre 19.—Wholesalers: Perecntage distribution, by operational serrices
extendad to relatlers

Yslabilishing handling—

e
Beaps I Pens

Reporting? 35

Number | Number
Gi:

! Pereontase of all reporting

Operaliousl serviees: © Pereent D Perceni
IFroe of charre delivery . 3.8 1 68, G
Sapply sdvertising . S 1L 5 | 86
Sapply display .. o . o L 29
Mler® . - . R 1.5 l

4
None L L. 2.3 34

! Bome speeified more tha une sorviee,
* Tneluddes such serviees as carhennd-earry plants, adviee Lo retailers, adver-
Hising programs,

Purchases and sales by wholesalers were comparaiively stable
month by monih during 19049 (fie. 3). This was (rue of hoth bulle
and packnged goods and for neavly every elass. Sales of hoth beans
and peas foll off slizhily in June, Julv) and August of the 2 years
studied, but there was no special period of peak sales by wholesalers
for these year-round foods,  Purehases are almost equal by months.
Tnoa few classes there tends to be a slightly greater purehase at the
beginning of the season,  The principal example is pea and medivm
whites,

Botli purchinse and selling priees of the wholesalers ave vather stable,
according to this study. This is parficularly true of prices on pack-
nged goods.
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MONTHLY VOLUME OF BEANS
HANDLED BY THE VARIOUS
MARKETING AGENCIES

1948 Crop Year
% OF YEARLY TOTAL ] !
| PURCHASES

*\/ Elevator

30

\ Broker

20

WHolqsaler

Brok
~ I'OI °r Wholesaler

‘hl——

El.vator/l

o OCT. JAN: APR.

1948 1749
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Figune 3
THE MARKETING FLOW OF BEANS AND PEAS

One objective of this study was Lo describe the fow of beans and
peas through marketing channels.  This llow begins with the receipt
of beans by the elevator, the ageney which deals directly with the
growers. 1t ends with the reteil store which sells to the consumers.
The retail step was omitied in this investigation, but this rvesiriction
did not mean too serious a loss in comprohoensivencss as the ultimate
regional pattern of distribulion is fairly well established at the whole-
sale level. The marketing flow is here considered in terms of three
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major aspects: by regions, by channels, and by the movement gver
time from one mavkeling ageney to the next in the series.

IxTerriGIONAL MoveEMexT or Braxs axp Puas—Mlost classes of
beans and peas are fairly well localized with respeet to the arens in
which they can be grown most effectively.  There are marked regional
prelerences in consumption of some classes, whereas others ace mar-
keted with some uniformity across the United States.  INer the pur-
poses of this section of this report the United States may be divided
inio four broad regions, combining the consideration of production
and consumplion, These four regions are dorived from ihe nine
census geographic divisions which in some cases have been grouped
together.

figure 4 shows these four regions and briefly notes their spoeinl
charaeter. The region here designated as the South is a major con-

MAJOR BEAN PRODUCING AREAS
AND FLOW TO CONSUMING
MARKETS, 1949

. "'g\’k.»"ul M
PAC ——.Froducer lar Nalicnal, Savthern, and swn contumptian
WEST-— Producer for Soythern ond owa contumphion A
HE Braducer for owd consumphion and ganning }}
SOUTH - Cansumer for others' praduclian

G 5 CEPARTWENT ©F A5R " - T-RE MEG 48%90 X B_AEA. TF ATR . TORA £ U RowicE

Iigvre L

suming region and has the highest per eapita consumption. 1t has
little or no ecommercial production so that a basic fuctor in inter-
regional movement is the flow of beans from other of these vegions
into the South,

‘The Northenst regiun contains the primary areas of production for
such tmportant elasses as pen Lbeans and red kidneys, 1t is also the
major domestic consunnr of ull classes in canned or dry form.  Pea
and medinm white beans are ihe leading beans used for eanning, and
the Noertheast leads in the consumption of canned beans,  This class
also finds better than averge consumption in the dry beans in this
region.  Some minor elusses, such as yelloweye and “cranberry, are
almost exelusively produced and consumed in the Northeast,
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Pinto and great northern are the twe important classes in the
western area.  Yhile both classes are favorites in Lhe areas in which
they are grown, they are alse in great demand in the South. The
most significant stream in the entire interregional flow is the move-
ment of these two classes from the West to the South. Aside from
domestic consumption, this stream is augmented by the fact that
New Orleans is a principal point of export for beans.

Thoe situation on the Preific coast is the most complex.  This region
is a relatively small consumer of beans that are grown clsewhere.
California produces the blackeye for sale largely in the South. It

roduces the large and baby limas, which find a market very much in
ine with total bean consumption in every part of the country. It
produces pink beans for consumption almost exclusively on the Pacific
const and Pucrto Rico.  Small white heans are produced in Californis
and are largely consumed in other States.

The State of Washinglon leads in the production of peas, which are
marketed throughout the country in the same ways as lima beans.
While there are many small markeling streams and “rivulets,” the
main movements of interregional flow are those already deseribed.

Freight rales as of July®1949 for beans eriginating in the few widely
separated States of New York, Michigan, Colorado, and California
are given in table 20. Tt will be seen thal the rates are generally more
favorable when the movement is woest to east.  That is a direet conse-
quence, no doubl, of the fact that the principal movement is in that
direction. Favorable rates are usually established for those routes
over which the greatest movement is taking place.

Tanve 20 —Freight rates per 100-pound beg of beans and peas from
leading producing States o eeriain cities, July 1950

l Rate por 100-pound bag from Siale of origin
Destinalion : et s —

I New York | Michigan | Colorado | Califaruin

UGS RN SO,

l, Daollars Dollurs Datlars Dollurs
Roston. ... . e mam e mamaad 0. 65 0. 63 I, 38 1. 48
New York. cvccomi e wmee ' i) .73 1. 37 1. 48
CRICABO . . oo e e e LT G .71 1,13
86 Lowis oo . oo L o0 .79 BIE] L6l i. 02
Charleston_ o o om oo e - e ; 1. 13 1. 30 148 1. 48
Birmingham. .. o oaoa. - - 1. 35 : 1. 20 1, 00 142
IS e e ol 1.10 . 08 . o8 .98
Sali Lake City _....... ... ... .70 ! 1. 78 .25 1.17
Los Angeles or Reattle. . ... - I.70 : 1. 79 : 60 .80

1

e i mami e i 4. i ma - o T—— 1148 e o e

Movesmest oy Crasyxins.—The flow chart in figure 5 is believed
to refleet the main outlines of the {low of henns and peas ns’of 1949.
So many different kinds of transactions occur that any flow chart is
hound Lo be an oversimplilication. The best that ean be done is to
indicate (he refative importanee, in terms of bean marketings, of
major marketing agencics. The figures on the chart stand for approxi-
male pereenlages of the total erop moving along each How line. Tho

!
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line from the grower to the clevator is emitted because it is assumed
that practically all of the erop comes to clevators for processing, Thus
the chart shows 100 pereont of the supply at the elevator level and
divides up thereafter throughout the distribution flow.

The figure indicates physical movement except with respect to the
lines showing the flow to and {from deslers. Some dealors operate with-
out stocks, and do not take physical possession of the goods, Some
dealers operate in both ways and also nct merely as brokers in some

MARKETING CHANNELS
FOR BEANS, 1949

Packagers , Institutions
| 2

o
Canners Exporters

o

* INCLUDES SOME RETAILERS WHG MUY
OIRECTEY FROM CAMMNERS, DEALERS, £TC,

U.5 DEPARTMENT OF AGRICULTURE KEG, 481%0-XX BDUREAU OF AGRICULTURAL ECONQMICS

Fravws 5

instrnces, talking neither title nor possession. The information on
schedules turned out to be searcely adequate for the separation of
these categories of the dealers’ business, so that one block for all
types ol dealers is shown on the chart.

The normal brokerage operation is not shown in figure 5, as the
broker simply acts as a sales agent for the clevator or othier principals.
It is believed that most of the sales transactions of clevators other than
those with deslers nre handled by brokers. As compared with the
marketing flow depicted in 2 study made in 1939,F one of the major
shifts is thie increased importance of (he broker as compared with
the dealer. '

The clevator typically minimized its market risk by limiting its
buying ot harvest time primavily to what it needed to fill orders im-
mediately in prospect. The remainder of the erop was taken in for
slorage, but bought from the farmer only month by month. as necded.
Presumably beans and peas usually belonged to the clevator or to the
murkeling cooperative owning the clevator at the time they were
shipped out. ‘The chief exceplion would be the beans and peas moving

8 [lem 14 in Bibliography.
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to Government warchouses. These shipments represent sales by the
growers o the Commodity Credit Corporation without intermediate
ownership by the elovators. It ean also be assuined thai brokers have
not appeared in these deals, as there is no commission on Government
purchascs.

At the other end of the line the wholesale grocer, including retailer-
owned and chain warchouses, accounted for much the larger part of
the total 1948 crop or 83 percent. Of this amount, nearly onc-fiféh
represented eanned beans. In years in which the total crop is not
abnormally large, canned Deans might make up 8 somewhat greater
propertion of the total.

Beans bought by the wholesaler in the dry state come to him from
dealers or packagers or from clevators through breokers. Beans re-
ceived from the packager probably amounted (o less than one-third of
the packaged beans bought by the whelesalers, Of the remainder, the
larger part came {rom dealers who undertake packaging, and the
remginder from clevalors, Canners buy divcetly from clevators or
through denlers. lxporlers buy from elevators and dealers,

MonraLy TransaerioN BY MarkeriNg AcunNcius—Dala were
collected from agencies thal handle dry edible beans and peas, showing
monthly purchases and sales. Delailed sables of these date for
canners and wholesalers ave found in the slaiistical Appendix {tables
39-47). To analyze {hese sensonal mevements, it is necessary to
consider one elass at a Lime and make monihly comparisons by market-
ing agency. Comparative tables for five principal classes of beans
and one class of peas ave found at the end of this section.

The main table in cach case covers the crop year beginning in
September 1948. Purchases are shown [or canners and purchases
and seles for wholesalers, the monilly figures being expressed as per-
contages of the annual totals.  In the case of the wholesaler, separate
ficurcs are shown fer 100-pound bags and for consumer packages.
In the case of the lotal for clevators, elevator receipts are shown as
well as purchases and sales.  Receipls include beans and peas cleaned
and stored for the growers’ account, as well as beans purchased.
supplementary table for each class shows clevator receipts, purchascs,
and sales, for the first 7 months of the crop year, beginning September
1849, The tables cover selecled classes in the {ollowing ovder: Great
northern, pinto, large tima, red kidney, pen beans, and Aleska peas.
Certain general tendencies hold throughous, but there are also some
imporiant differences from one class to another.

Kievators handling great northern beans veceived 98 percent of
the 1948 orop in the fivst 2 months of the crop year. 1t took 9 months
before they completed the same proportion of their purchases, and 11
months to reach the sane point in sales. Dealers made only 14.7
pereent of their purchases in September, compared to 33 percent of
elevator purchases. Dealer sales closely paralicled purchases, month
by monti. The same thing was true for wholesalers with respect to
both bags and consumer packages. The wholesalers’ business done
in bags was spread more evenly through the year than their package
business.

There was a more moderate tendency for elevator receipis and
purchases to anticipale sales in 1949, This situation was probably
the result of (he sirain put on ihe facilitics of the clevators by the
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succession of two bumper crops. There was a marked change in
clevator stocks between September 1, 1948, and September 1, 1949,
(bable 21). There were fow great northern beans in storage ab the
first date. A quantity about equal to half the average stock Tor the
year was on hand at the later date.  This upward movement in begin-
ning stocks was similar but not quite so large for all classes of beans
combined.

The picture is rather similar for pinto, except for an apparent differ-
ence in the timing of the crop year. The harvest begins in August
rather than September. The pinto is generally grown farther south
than the great northerin.  There is somewhat more evidence of antie-
ipatory buying on the part of dealers, and in the bag purchases of
wholpsalers.  Wholesalers’ purchases of consumey packages run di-
rectly parallel. Outright ownership by elevalors, compared with
beans stored for growers, was somowhat grealer in the case of the
pinto than the greal northem.

Appavenily the elevators wore througl buying lavge limas for the
senson, exeepl Tor storage, by the end of November, and dealers had
bought their requiremients Dy the end of Deecenber. Wholesalers,
on the other hand, had ouly an aversge business during the first 4
months, and conlinued to buy and sell at & fairly steady rate through-
oub (he year, It appears that, from January on, wholesalers must
have been huying lavgely from the markoting cooperative organiza-
lons that represent the growers. These (rausactions would not
appear as elevator sajes, bhut the heans would move from the olevalors
wihere they had been stored lor the growers’ aecount.

In the ease of red Tidney, clevator reccipts do not show such a.
sharp peal at harvest time, The large clevators which store the
beans often have severa] smatler subsidiaries engagod chiefly In process-
mg.  This results in some smoothing out of (he roceipt of beans at the
storage clevator. It would also seem thet the harvest may o some-
what later and more protracted.  Klevator salos, maostly direet or
through brokers, continue in a subsiantial way during 10 months of
the year,  Wholesalers” sales, both in bags and consumer packages,
are remarkably even throughout the voar.

The table Tor pea heans appenrs last beeause of (he incompleteness
ol the data regarding this class.  Figures were inaderuate on hath
elevator sales and dealer purehases.  The available evidence indicales
that handling pesr beans is a verr-round lusiness lor ench fype of
marketing ageney engaged in it Plere is little difference monih by
monih hetween elevator receipts and purchases. Al ageneies, inelud-
ing wholvsalers, huy a substantial parC ol their vears Tequirements in
Seplember and Octabor,

With respect to canners ol beans, monthly figures are available lor
theiv purchases only.  Canners bought only o small part of their
annual supply during September, the first month of the Crop yenr;
and agnin during July and August, the last 2 monihs. Otherwise,
canners hought dry beans fairly steadily throughout the vear, The
two principal elasses bought by canners are pea heans and red isidney
beans.  The seasonul puttern for all Heans whieh have been deseribed,
applies to both of these classes.




TapLe 21.—Blevators, processors, and shippers: Relative size of elevator stocks of beans and peas on hand, by classes,
specified dates, 1948

Tlevator stocks on hand, crop year 1048

sreentag rerage sbock
Average stocks-as As percentage of average stocks

pereentage of all
classes Sept. 1, 1948 Jan, 1,1949 Apr. 1,.1949 Sept. 1, 1949

Owned | Stored v | Owned | Stored! | Owned | Stored! | Owned | Stored! Owned | Stored?

Beans: Percent Pereent Percent Pereent Pereent Percent .| Percent | Percent .| Percent | Percent
Pea and medivn white. .. 87. 1. 38.90 H3. 3 0.1 285. ¢ 161. 9 53.2 226. 0 2.6 12,
Great Narthern. ... ... 4, 115 0 .9 254 200. 1 141. 3 149. 6 49,
Small white.. ... . 12,8 284, L4 115. 212. 8 0 153. 0 26.
White marrow L @) 42, 171, 274. 5 159. 80. 3 3. 36.

Pinto. . o0 ai e i . 4 . . 329, ¢ 79
Red Kiduey. oo oiiaa o 3. 2, 52. . ¢ 200. 169.
Pinkeoooow o iiinaa ; . 0 187
Smallred. o oo e s . . 2 30. 2 153. 6 157.
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Yelloweyeo iiowe cvnaianon . ) . 249, 180.
Large lima oo Lo iina o 0 G 3 ] 0 1G9.
Baby lima . ... oo 0 . . -0 T1:19.
Blackeye, Catifornia. ... _. 0 2] . 0 132.

All classes 100. 100. 5, € 281. 6 170.

HoginRor Y o)

SlUOWwO  ~JLworen

—

Peas:
Alaska, other smooth green . 65. . , 31. . 141, . 117.
White "Canada, first and :

best, other white and yel- ‘
Tow seeded 3l & 4.4 88. . .7 . 4 , 133.

All classes 100. 100. 0 70. ¢ . A . 6 117,

1 Not owned by elevators, 2 Tess than 0.05 percent.
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Alaska peas and other smooth green peas are harvested in July
and August, Elevator rcceipts ave also largest in those months.
Elevator purchases occurred during the first 8 months of ihe crop
year beginning in September, and elevator sales during the last 8
months. Dealer operations teok place during the middle of the
Crop year.

Wholesalors bought on & regular basis throughout the year. The
erratic movements ab the clovator and denler levels were probably
partly caused by drastic changes in the supply situation and by &
curtailment of the priec-support program on peas (fig. 3). The
1948-49 pea crop was about half as Iarge as the preceding crop,

MARKETING MARGINS AND COSTS

One of the objectives of this study was to learn the margins obtained
by each marketing agency. Another was lo try Lo determine what
were the typical costs for clevalors and dealers. In cach ense studied,
attention was direcied to the small subdivisions of operating costs as
well as to the average total costs for the bean and pea operations.
Figures on margins were obtained from wholesalers for dry edible
beans and pess. Price daia were oblained from canners for their
monthly purchases. Sales prices of canners were obtained in {crms
of annual averages. It was impossibic to cstimate accurately the
margins on canned beans beeause of the lack of data on sales by
classes and the varations in the conversion factor from dry beans to
canned beans.  Analyses of the costs of canners and wholesalers were
not within the scope of the study.

This section deals with the division of the consumer’s dollar belween
the grower and the various marketing agencies, menthly price trends
and margins by elasses, conewnrent versus lagged marging, clevator
costs, dealers’ costs, transportation costs, and selling costs, Variations
in cost in relation to such factors as region and stze of firm also are
mndicated. Possible means for reducing costs are considered in the
next scction of the report.

Divisron or »au Constmsr’s Donnaw—The dollar poid for dry
beans by the consumer covers the charges of successive markeb
agencies as well as the prices reecived by the farmer. Beans reach
the consumer through vavious combinations of steps in the marketing
channels. An important channel is from (he clevator to the whoic.
saler through a broker, and thence to the retail store which sells to
the consumer. A sccond channel is from the clevator to the bean
dealer to the wholesaler to the retailer. The part of the crop (hat is
canned also moves (hvough alternative channels, The most typieal
seems o be sales from the elevator to the eanner through s broker,
and thence to the wholesaler and the retailer.  Of nemrly eqgual im-
portance is the channel in which the dealer appears in place of the
broker. The dealer-wholesaler method is generally followed in sales
to the average wholesaler. The farmers’ share of the average dollar
spent by consumers for dry beans when they are marketed through
this channel is 52 cents. = Transportation cost accounis for about
5 cents out of the dollar. The wholesaler and retailer charges to-
gether account for 27 cents.  The clevator and dealer charges together
account for 16 cents (fig. 6).
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An estimated break-down of the consumer’s dollar pertaining to
1939 showed that the farmer received 43.8 cents compared with 52
cents recorded in this study for 1949. The biggest single difference

between those carlier estimales and the present figures is the decrease
in the amount absorbed by reiail margins.  Food retailers apparently
took substantially lower average margins in 1949 than formerly.

In nddition, marketing margins for dry beans have tended to become
average rather than above average among the products handled by
the retatler.  Margins ave Uypically sinaller on packaged products
than on bulk produets and a steadily increasing proportion of dry
beans have been reaching the consumers in packaged form.

Tigure 6 shows the best available estimate of the breakdown of the
consumer’s dollar spent for canned beans in 1949, Nearly lalf of
the tolal was taken by the canner alone. A large part of the canner’s
margin went lor the cost of cans and labor and & moderate part for
other ingredients that are comiined with the beans. The price paid
by the canner for dry beans was somewhat less than one-third of the
price ho receiverd for canned beans.  This ealculation is based on the
beans required for a case of 24 cans of the No. 2 size. Beans make up
n smaller proportion ol the volume of other packs but the No. 2 can
was the prevailing size.

TFigure 6 shows an estimaled weighted avernge for beans reaching
the consumer by (he three remaining methods. Compared with a
similar chart appearing in the study of maorgins in 1939, it seems clear
that the farmer’s share of the total has increased.”  Any comparisons
{from year to year for the total bean crop must be interpreted with
caution, The farmer’s share would tend to be higher in & bumper-

? See ilem 21 In Bibliography.
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Ccrop year since the proportion reaching the consumer in the dry state
might be increased somewhat. The year 1939 was marked by meder-
ete production relative to 1949. The break-down of the eonsumer’s
dollar spent for dry beans only, probably constitutes a better index
to margins from year to year,

Dealer’s margins on great northern beans were small but were less
variable than elevator margins. The most variable series is the whole-
salers’ mergins on 100-pound bags. The least vaviable is the whole
salers’ margins on cases of consumer packages. It should be remem-
bered that a casc contains only 24 pounds seo that the margin in cents
per unit is not direetly comparable with the margin on 100-pound
bags.

Denlers’ margins on the pinto were higher than the margins of the
elevators, in several months. In October 1949, clevators wore buying
pinto at 37.12 per bag even thoush the average sales price during
that month was $7.00. That disparity in price must have put a
damper on sales even though beans bought in October were lator sold
at substantielly higher prices.

Wholesalers” margins on large lima beans which are highly stable
with respeet to cases of packaged goods and very unstable with respeet
to 100-pound bags, show o remarkable contrast, A somewhal similar
situation is found in the ecase of red kidney beans. Wholesalers’
margins on both bulk and packaged goods are unusually stable in the
case of Alaska pess.

CoxcurrexT Versus LacGep Mareixs.—Agrieultural economisis
have frequently discussed the desivability of caleulating lagged mar-
gins at each step in the marketing process.  Various devices have
Been discussed, such as tagging individual lots and ascertaining the
actual prices ab which they change ownership as they move through
markeling chamnels. A possible way of making such ealculations is
illustrated in this section.  Tirst, however, the respeetive nierits of
different ways of compuling marging nre considered.

One of the great ndvantages of using concurrent margins is sim-
plicity.  They can be caleulated without ulilizing inventory data.
If turnover is rapid cnough there is i tle difference between concurrent
and lagged margins, That is true, fer example, in the wholesalers’
purchases of beans In consumer packages. Purchases and sales
correspond closely month by month so that o wholesaler has litte to
gain or lose through changing prices.

Even when there is & considorable lag between purchase and sale,
concurrent marging undoubtediy influcnce the viewpoint of the
trader (Lable 22). Tn a lime of rapidly rising prices & buyer may be
concerned as {o wheilier e can replace inventory at the prices ab which
he is selling.  His buying interest may be stimulated but his selling
becomes sluggish.  The fact that his true or lagged margin is larger
than his concurrent margin is not much comfort Lo & merchant who
must go on buying in a rising market to serve an established clientele,

The lagged margin as usually conceived is cquivalent te the “first
i, first oul” principle of accounting, It has been frowned upon by
many accountants us tending to exaggerate apparent profits in periods
of rising prices and apparent losses in times of falling prices. ‘Trgde
pressures that arefavorable to Government pu rchasingand arenotfavor-
able to Government selling would probably be enhanced by the general
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ndoption of this attitude toward margins in the bean and pea industry,

Several leading accountants have ndvoeated the reverse method of
evaluation which is known as “Life” or “last in, first out” principle.
In a period of rising prices the tendency would be to minimize the
computed margin by using the latest purchase price for the item sold.
In times of falling prices this meihod results in a greater margin than
might be computed under other methods. One of the arguments for
this method of computing margins was ils presumed advantage in
making out income-tax returns. This advantage has not always been
borne out by experience, A general adoption of this point of view
in the bean industry might produce more temperate attitudes toward

COSTS FOR HANDLING BEANS
1948 Crop Year
ELEYATOR DEALER P Overhead

L ialsy - . 4.5% Management, office
ST - 3 — & general labor

INDIRECT
COSTS -7 —— Operating & adm,

— Depreciation or rental

~, Buying, selling &

transportation

DlRECT __Supplies G’
COSTS maintenance

= Direct labor
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price ftuctuations. The point of this discussion s to show (hat
emphasizing lagged marging is equivalent lo adoptling a principle of
inventory valuniion,

Concurrent margins for great northern were more varinble than
lagged marging during (he 194849 erop year (table 23).  There is no
special reason for anticipating this result #s n regular thing, Thepee
is no particular consistency of relationship between the two series
excepl Ehab the divergence betwoeen them tends Lo inerease as the year
procecds,  The average margin for the year is the same, cither way,
Nething Iess than a crop vear scems Lo he an adequate, or meaningful.
prriod for computing margins.

Evevaror Costs.—In attermpting Lo show the general (endencies
ns to costs, several statisticnl devices hiave heen used including the
mean, the median, and the inter-gqoartife range.  The most satis-
factory wav of gefling a representative figure for all elevators was
by means of developing a curve in which costs are related to volume
(fig. 7). From this curve it was possible (o read ofl the cost figure
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TABLE 22 —Percentage disiribution of elevator sales of great northern beans, and corresponding month of purchase as per-
' centage of annual volume, by months, 1948

Elevator sales

Year and month sold As per- Monthly purchases as percentage of annual ‘sales volume
centage of
yearly ‘ -
sales Sept. Oct. Nov. | Dee: Jan. Feb. | Mar. | Apr. May { June | July | Aug.

1948-49: Percent | Percent| Percent| Percent! Percent| Percent Percent| Percent| Percent| Percent| Percent| Percent Percent
11..7 11.

6.
7.
8.
A4
5. -
4.
3.
1.

GHALTNOTEDY J0 ‘LdFd 'S ‘A ‘PF0T NILITING AVOINHOAL ST
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for the average firm. This figure twrned out to be 49 cenés per 100-
pound bag. The curve has the further value of providing a yard-
stick whieh varies with volume and henee can be used for large and
small firms. The curve shown in figure 11 was {itéed statistically to
the values reported by individual clevalors. The next illustration

RELATIONSHIP BETWEEN VOLUME
OF BEANS HANDLED BY ELEVATORS

AND AVERAGE ELEVATOR COSTS
1948 Crop Year

¢ PER BAG

0
0O 20 40 60 80 100 120 140 160 180 200
THOUS. |100-LB. BAGS HANDLED

Y. & DEPAATMEHT OF AGRICULTURE KEG. £3152+x BUYUREAY OF AGRICULIVRAL ECONOMICS

Figene 8

(fig. 8} gives the bevak-down of elevator cosls by hactional cost
groups. The largest single item is labor at the elevator, which
makes up 28,2 pereenl of wial costs. Al direet costs, including Iabor,
malke up 55 pereenl of total costs for the typical Arms. Indirect costs
are 45 pereent of sales at (his volume, bhut they vise sharply 8s & per-
coninge of sales of smaller firms.  Median figures and (he miber-
guartile range for several items of elevalor expense are listed in
tables 24 and 25,

853587 —51-—




TanLe 23 —Marging per 100-pound bd.g for great northern beans handled by elevators, 1948

Year heginning September 1948

Margin g
; Jan, ‘ Feb. Mar. Apr. ‘ May | June f July I Aug,
¥ : .

¥ " -
£ i Oct. } Nov. | Dee.
‘Dollnr‘s ii)ollars Dollars{ Dollars ])ollar%: Dollars| Dollars | Dollars: Dollars| Dollars| Dollars| Dollars

»

0.73 ] 074 070 ] 0.50F 069 0.8 1.02| 0.8 | 0571 0.99 0. 93
.88 .83 279 .98 .89 .85 1L.06] 1.03 | 121 .18
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TanLe 24 —Bean and pea elevators: Cost of operations for beans

Yirst Third

Ttem Reporting | Median ! auartile ! | quartile !

Cost:
Direct: Number ) Daollars
Elevator labor 43 0. 0. 313
Elevalor supplies and main-
Lenance : A | . . 262
Tuying, selling, and {rans-
pertation ! L0 . 00 031

. 606

Indircet: : :
Deprecintion or rental : . . LT
Operalional and administra- !

. 024 | . 113
Management, office, aund | ! I
general labor i 001 . 026 . 252

General overhead ! 48 i . : .033 ] 175

.08y } . 687

1 Individual medians and quartiles have been adjusted to add to total medinns
and guartites which were independently computed,

TanLs 25.—Rean and peu elevalors: Cost of operations for peas

t
Ttem ' Reperting | Mediant | Aean !
4

Cost,:
Dircel:: Niumber Dollars Bollars
Llevalor labor 0. 20 0. 181
Elcvator supplies and maintenance . 187 . 222
Buying, seliing, and transporiation L 010 . 022

. 308 L4235

Indircet:
Depreciation or rental ! L 043 .07
Operational and adininistrative i 11t 102
Management, oflice, and general labor__ i . 133 . 178
General overhead ' .05t . 085

Tottl e o o e vem e mm e m AR ' . 338 436
|

! Individual medians and means have been adjusted to add to total medians
and means which were independently computed.
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TaBLE 26.—Bean and pea elevators: Average cost of performing specific
Junetions (cost per 100-pound bag)

Beans Peas

.

Cost iterm Average Average

Reporting cost Reporting cost
{median) (inedinn)

Number Dollars Number Dollars
Transporiation to elevator | 0. 0G7 2
Processing: !
Dryingl oo .. : . 200
Cleaning____.. .. e . 180
Destoning.... . . . . . 050
Fumigating_._ . e - 0580
Hand pieking .. .. R . 303
Machine picking. . - A . 080
Polishing____ .. | . B L0235
Bagging:
Sacking._.... ... . . ..l . . 040
Costolsack..... . : . 250
Storing costs S RILE
Loadingoutcosts. . ... ._ .. 1 45 . 040
Inspection fees . ; } . 020
Miseellaneous
PENSes . i ’ . DlE

I Tusulfeient data ohiained.

An alfempt was made to prepare n consolidated operaling slatemont
for elevators but this method of combining the figures was not prac-
ticable. There ave too many variations in the kinds of functions
performed and the kinds of costs incurred.

Median costs are also provided for the types of processing and other
functions performed by elevators.  Cleaning beans is found to cost
10 cents a bag, on the basis of 85 replics among the elevators studied,
and cleaning peas cost 15 ceuts.  Some of the specinl operations ace
more expensive, such as drying, 20 cents, and hand picking, 36 cents.

Most of these functions are also performed on o cusiom basis,
Tigure 11 compares cosls and eustom charges for them. In most
cases there is o moderale margin for profil. The veported cusiom
charge secems out of proportion to the cost 6f service in the ease of
destoning and polishing.  Cleaning appeass {o have been more ox-
pensive in the Mountain States than clsewhere but severnl oilier
functions cost mnst in California.,

Draver Cosrs.~—It waes more difficult to obtain data on operating
costs for dealers than for elevators. Oune problem was the aront
diversity of types of operation among brokers, jobbers, und dis-
tributors, Bo far as brokers were coneernogd the complete story
apparently consists of the typical brokerage fees reportod—10 cenfs
per 100-pound bag and 15 conts per ease of packaged zoods,
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TasLe 27.—Bean and pea elevators: Average cost per 100-pound bag of
beans for various Junctions performed by clevators, principal producing
areas

Celorado, Ne-
California braska, and
southorn Idaho

Alichipan and
New York

Cosi items

Average Average | Average
Rei;:lart- eost Rciil}lorb- cosh R(?"‘Oﬂ“ cost
B lomedian € J(medign)| ™&  |{median)

Transporlation to ¢le- | NMwmber | Dollars | Number | Dollars | Number | Dollars
2 3 17 0. 675
Processing:
Drying . 260
Cleaning i . . : . 850
Destoning ] . LB } . 050
Fumigating . . 010
Hand picking : . . 080
Machine pieking. ... . 371 . 080
Polishing_ . ____.___ . . . 050
Bagging:
Secking . } . . 080
Cost of sack

Loading ouf :

Inspection fees__. ...

Miscellaneous inspee-
tion expenses

Deslers’ costs differed according to whether or nob dealers book
possession of the product. Warchouse labor is a substantial cost
item for dealers who bave stocks. Paclaging cost is probably the
largest single item [or the dealers who undertake packaging,  Details
concerning dealer costs for both beans and peas are shown in tables
27-98 and the break-down of dealers’ cost is given in figure 9.
Direet costs make up & substantially grealer part of the total than is
true for elevalors,  Selling and transporltation is much more importang
relatively. Depreciation is much smaller, probably reflecting a Jesser
amount proportionately of equipment and machinery.

Traxsrorzartion Cosrs.—Transportation is genevally by molor-
truck from grower to clevator and from wholesaler {o retailer. Rail
shipments predominsate for the longer movements in botween. It
has been pointed out that freight charges make up about 5 pereent
of the consumer’s expenditure for dry beans, That does nol consti-
tute the whole story with respect to transporiation. Elevators re-
ported a typical shipping cost of 2 cents on a bag and dealers about
7% cents. The majority of wholesalers reported that they provide
free transportation for (heir vetall customers so that transportation
actually accounied for a parl of the wholesaler's margin., A farmer
genernlly finances the movement of his beans [rom farn to elevator.

~
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AVERAGE COSTS AND CHARGES FOR
PROCESSING AND BAGGING BEANS
1G48 Crop Year

FUNCTION ¢ PER 100-LB. BAG
¥ 0 20
i T i T

PROCESSING

|
DRYING

CLEANING - §
DE-STONING*}

FUMIGATING kb

PICKING
HAND & MACH.
HAND seoveres f
MACHINE =v = -

POLISHING*

|

BAGGING
SACKING -+

COST OF
SACK

1 L [ 1

WCUSIOM CHARGE MECHAN I5 SASED ON ONLY 1 REFORTS

U.5 DEFARTWMENT OF AGRICULTURE HEG 4B183-¥X BUREAU OF AGRICULTUAAL ECONDHLCS

Frasue 9

The cost of trucking might be deducted from the price received by
the grower and added to the transporiation account if the full trans-
poriation story were to be told.

An apparent paradox is the fact that nearly all freight movement
was reported as less than carload lots, yeb trucking rates appeai to
have been prohibitive on the longer ruus, There would seem to be
a place for terminal swarchouses in the principal market conters with
& larger part of the crop moving in straight carloads and with truck
delivery routes radiating from the warchouses.
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TasLE 28, —Bean and pea brokers, jobbers, and distributors: Cost of
operations for beans

Report~ | yradinn Tirst Third

Item ing quartile t | quartile!

Cost:
Direct: Nunber Datlurs Dallurs

0 0. 062 0. 083

Supplies and meaintenanee. . . 108 Bz

Selling and transportation__ . 068 L042

. 238 . 137

Indirect:
Depreeiation or renfal__ ... 000G . 003
Operational and  adminis-

trative. .. __._ e | . . 020
Management, oflice, and
general lebor. .. _...___ LOI2 . 004
Guoneral overhead L0154 013

Tatul 006 . G40

| Tndividual medians and guartiles have been adjusted to add to total medians
and guartiles which were independently computed,

Tante 28.——HRean and pea brokers, jobbers, and distributors: Cost of
operation for beans

: .
Tem | Reporling ' AMedian Mean

_ Number Dollars Dollars
Direet cosls o viaar oo oo ) 0. 136 0. 416
Tndireet costs. oo oo oLl il .80 . 405

SeLiixe axp Avvermisixe.—Costs of selling are dispersed through-
out the channels of distribution. Some firmms that landle beans are
nothing more than sales agencies.  All of their costs might be regarded
as selling costs. Trom the viewpoint of their serviee to the industry
the retallers may also be vegarded as entirely engaged in selling.
Ordinarily they are not invelved in processing, packaging, or trans-
portation, which form a substantial part of the costs ol other marketing
agencies that handle beans nid peas.

There are also selling costs that account for part of the margin of
both elevators and dealers. In 1949, salesmen’s salaries typically cost
the dealer 7% cents u bag, nccording to replies reccived in this study.
Dealers also reported spending an average of 3 cont a bag lor adver-
tising, Travel and communication expense exceeding 2 cents a bag
js probably incidental to selling for the most part.

Tdentifinble sales expenditures are not nearly so large in the case of
the elevators. Nothing was reported for salesmen's salaries. Adver-
tising, travel, and communications all combined took less thon 1)
cents o bag. The corresponding jtems reported for the dealer added
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up to more than 10 cents a bag. This happens to-be about the same
as the standard brokerage fec.

All of the reported identifinble selling costs added together would
he small compared with the selling expenditures on many compefin
foods. Market expansion was suggested as a desirable goal by severa,
respondents. Real accomplishment in that direetion would require
sale]s expenditures of an entirely difforent order from those now being
made,

OBSERVATIONS ON STABILIZATION AND MARKETING
EFFICIENCY

Some of the limitations of this study were pointed out in the intro-
duction, The findings of the study will help in promoting improve-
ment in marketing efficiency; but its primary use will he as 2 bacle-
. ground for intensive study of specific problems. Such genernl points

s may be raised at this stage miy well be related to trade comments,
Respondents were asked for their opinions conecerning the effect of the
Government's price-support program and of any recent developments
in trade practices. Many had very definite opinions as to what is
wrong with the bean and pea business. The authors of this report
are perhaps entitled to have an informed opinion on some of these
issues although they do not presume to settle them on the basis of
the data at hand,

It may be said that the net reaction to the Government price sup-
port program jin 1949 was {avorable although few were completely
satisied with it as it then stood. The comments on this point were
too varied to tabulate, ind verbatim reproduction would not be jus-
tified, There does appear to have been o definite consensus, although
there was also o vigorous dissenting opinion on most pomnts. The
comments reeeived from besn and pea elevators and denlers came
from every growing arvea and presumably represent all conditions in
bean marketing,

The fundamental point on whieh practically all agreed was that the
Government program had vedueed the marketing risk for the entire
industry as well as [or the growers, A fow dissonters dic not thinlk
that stabilization had been promoted even for the growers. This group
said thet the program inevitably leads to averproduction; hence, to
erretic price fluctuations. The grent majority asserted the contrary,
and repeatedly used such expressions as “Has eliminated gambling,”
“No speculative element loft,” cte.

A somewhat smaller majority are sure that the evening-cut of price
trends promoted by the Government marketing program is a good
thing. Those with oppositec views said that the chance for speculn-
tive gnins was a valuahle incontive which las now been eliminuoted.
Others say that price supports have led to hand-to-mouth buying, to
unduly expanded production of some varigtics, and to inadequate
attention to the Improvement of quality. The favorable majority
said that their business is more profitable and less hazardous than
before; that the support program hag benefited then as well as the
ETOWers,
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The really fundamental issues whieh emerge from these comments
coneern the relation of stabilization to marketing efficiency on the one
hand and to consumer demand on the other. The discussion in this
section centers on several basic questions related to these issues: Is
the trade correct in the prevailing opinicn that ¢he support program
has eliminated or minimized marketing visks? What about the con-
trary opinion that it has merely changed the character of risk or shifted
it from one party to another? I stabilization has genuinely been
attained, how has it aflected marketing efficiency? In what directions
may further improvements in cfficiency be sought? Would active
efforts to stimulate consumer demand be in the public interest or
should emphasis be placed upon serving the established demand as
efficiently as possible? If active effort to stimulate demand is to be
undertaken, what type of marketing agency in the bean and pes in-
dustry is best equipped to do it?

Asprcrs oF Marxerivg Risk—The statistical evidence from the
present survey and from other sources indicates that market hazards
have at least beem modersted for the growers of beons and peas.
Prices were low throughout the 1930’s but have stood ab & decidedly
different level during World War 1T and later. Prices declined as
the result of two record crops in succession. But the degree of the
decline scems to have been moderate in view of the magnitude of the
adverse factors. Not enly were these 2 years marked by bumper
crops of beans, but they were also record years in total agricultural
production with large surpluses of foods which compete with beans.
There was a decrease in per cepita domestic consumption of beans
without & corresponding offsct in terms of inercased exports. Under
these circumstanees, the bean end pea induséry has exhibited re-
markable stability in the face of the large carry-overs.

The main point here is nob to prove that stabilization has been
achieved but to show that the statistical evidence lends support to
the majority of trade opinicn on this subject. It scems remarkable
that comments should have been so favorable in the spring of 1950.
Although the trend of prices had been generally downward for several
months, the general view was that they would have dropped farther
and faséer witheut the support prices.

The indirect stabilizing cffects were mentioned earlier. Elevators
have moved in the direction of processing and storing beans on o
custom beasis, assuming the risks of ownership only as beans were
needed to fill orders. ealers have functioned increasingly as brokers,
Those who bought outright were buying for immediate use or resale.
Some respondents recognized these indivect stabilization effects upon
the industry. A few thought that price protection for the farmers
reacted to the disadventnge of the elevators and dealers. It was
claimed that, as farmers were able to withhold their beans from the
market, adequate supplics were not olways available to meet nor-
mal trade.

The severest crifics of price supports were those who acknowledged
that they appeared to be working effectively but who did not see how
they could continue to work. "They are pessimisbic with respect to
both private and governmental aclion. They said that, on the one
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hand, acreage expands and surpluses rise because of the inducoment
of price protection, On the other hand, Government must csll o
halt eventually to the aceumulation of surpluses, with disastrous
cffcets upon fhe market. They maintained, in effect, thab market
risk has not been eliminated but merely deferred in such a way as to
become a more scrious threat.

The majority opinion was mere optimistic. The middle ground
taken by some was thab price supports should Lie continued bui
that the Government should pursue a meore vigorons program for
disposing of surpluses through relatively nencompetilive channels.

SeasinizaTion axp Errrerenoy.—The majority view was that
stabilizalion of the industry had tended to lower costs rather than
incrense them. It is apparent that clevator operations might pro-
ceed on a more ordetly basis and with fewer peaks and lulls. Sales
organizations, such as dealers and brokers, would be netive throughout
& greater part of the year, Sales volume and fixed costs might have
o more favorable relationship under these cireumstances.

Several exceptions were noted to this general lendeney {oward
lower costs. Some said office overhead has been increased because
of additional red tape. Others said that stornge costs had increased
because of the length of time that & grower may hold his beans under
o support loan.  This comment is not entirely valid as beans have to
be held somewhere hetween harvest and the (ime when they meove
into consumption. If they were not held al the clovator, {hie cosi
of starage would simply be passed along to the deaier, eanher, or
wholesaler. As it is, the cost is passed baek to the grower who con-
tinues to own the beans and the olevator gains an additional revenue
{rom custom storage cliaraes,

On the subject of the offect of sinbilization on profits, the general
view was thal profit was probably somewhat less, on the avernge, but
did not vary as much as formerdy.  The comhination of lowor average
costs and net profits should mean a coutenction in gross margins,
From the public viewpoint, gross profit mav be regarded as the cost
of gelting a jobh accomplished.

Mrrwovs ron INcriasive Brrieiexey.—Specifie reconimendstions
for inercasing efficiency eould come only from a compsralive gludy
of techniques employed within the industry.  Some general ideas are
listed biere for use in identifying opportunitics for improvement. The
first is Lo postpone each change in the product to the latest possible
poinkin the markeling flow.  Leaving the produet in an unrefined and
undilferentinted state facilitates mass movement and leaves the way
open for allernalive uses.

Some {rends can be observed that are in line with this idea. Not
long ago the general faem practice was 1o bag benns in the fields Lo
be hauted to the elevators,  Now about half of the crop moves to the
elevalors in bulk. "This means the growing adoplion of a method
which has rapidly become standard praciice in leading grnin-producing
aress. 1L is to be expected (hat this tendeney will he earsied mach
farther in regawd to beans. 1 they can be transported salisfacioriy
in bulk, il is premature to put them in bags, when they have to be
emplied for processing.
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1§ beans can move to the clevators in bulk, it may not be long before
more are transported across the country in bulk rather than m bags.
This method also is foreshadowed by wiat has happened in regard to
grains. True, the reeciving point would have to be anolher elevator,
and (e clevators at both places would have to be equipped for mechan-
ical loading and unloading.

The bulk shipment of field-run beans would not be coniemplated.
Beans in the growing area should be hrought up to & minimum grade
before shipments arc made to distent points.  Furthermere, il 13 not
contemplaied that ali beans should move to their ultimate destinn-
tion in bulk. The suggestion assumes Lhe existence of proper handling
facililies in the terminal markets, or an adequale market incentive for
adding such [acilities. The addilional tare that would be shipped
under this plan would probably increase the cost ol transportation
glightly. This tendency would be offset to some extent hy saving the
weight of bags involved in the present method of shipping. Thoere
would also be a saving in the cost of loading and unloading with the
use of proper bulk-handling facilitics.

The advantages of butk shipment would he grealest i phases of
processing were also postponed  The elevator veceiving the u ngraded
beans (rom {lie grower might process them only up to the requirements
for a U. S. No. 2 grade,  Shipment to market would be simplifiedd by
shipping only a single grade, The number of straight carfoad lots
should be increased greatly by this practice.  Further processing at
the lerminal point would bring the beans up to U. 8. No. 1 erade to
{he extent nocded Lo satisfy the Joeal market.  Electrie-exe and hand
picking would nlso be employed (o bring the heans up 1o a condition
that would qualily them for the T. 8. No. 1 grade or to mecl other
requirements,

Change of ownership might also be postponed if the clevalors in
tlie terminal markels wore operated by cooperative associalions based
in the producing arens,  Such an arrangement might be fess compli-
eated with respect Lo continued reliance on CCC loans by the growers.
The support prices for heans in the terminal markets micht appro-
priately he higher than in the growing arcas, al least lo the extent of
covering the cost of transportation. The cooperative, under this
plan, would process and atore ona custom hasig tu the terminal markels
and would net as broker for the growers in the sale of the beans,

Phere are other ways in which (his vesull might be accomplished,
rather than (hrough the extension of cooperative activities. Iixisting
clevators which are handling locally grown elasses of beans may be
strategically situated for the intermedinte distribution of other classes.
This is particutarly true of the elevators in New York SBtate. Al
least one such organization, that has ample eonnections in the western
growing aves, is adverlising and selling a full line of heans and peas
T s own consumer packages.  Olhiers were discussing similar plans
when visited during the course of the survey,

"The program involves posiponing consumer packaging wniil beans
reaeh (e terminnl markel,  One advantage of this is to {acilitate the
packaging and merchandising of complete lines rather (han only the
¢lass grown in a producing area.  Packaging machinery could be kopt
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running steadily, turning out packaged goods as required by local
demand. Packaging machinery is expensive for elevators in the pro-
ducing areas to own and operate because of the irregular schedules.

The second basis for reduction in costs is (o lay thie various methods
of internal operation on o scale related o volume of business. Each
picce of equipment hes its individual break-cven point above which
1t begins to pay for itself. There are methods of organizing the
working force and of laying out a flow of work which would represent
overspecialization below minimum volume figures. A scparate scale
of techniques should be established on cach of the mere important
functions, showing all the peints along the scale at which cfficiency
demands & change froin onc method to another,

Each operation in clevators, for example, would have to be studied,
using firms that represent various volume levels, so that a volume
scale could be construcled.  The benofits of such o study could be put
into effect only through intensive educational work with a sinple
manual which the individual operator eould use in applying the
results of the study in his own cstablishmens.

A third step in promoting marketing efficieney is the adjustment
of sales effors and expenditure to leasible marketing goals.

The application of this idea would require an advance study of
consumer demand which would evaluate the possibilities for cffective
expansion.  Market expansion reduces some fixed costs auztomatically
by putting & larger volume through the same [acilitios, This usually
accepteble statement is subject to lhe condilion that the cost of
achieving the inereased volume is not great. Sales expenditure spent
against sales targets that are not realistic is usually a waste. But
fallure to promole sales is wastefnl if the reduetion in other costs per
unit, resuiting from volume, would more than offsel the inereased
cost of sales,
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APPENDIX
TavuraTiox Mernons Usep

1. Wherever possible in this study, the median vather than the
arithmetic mean was used in nn effort to present o typical cost not
affected by extreme cases. In addition to ihe median, Some indieation
of the range of reports is shown-—- sometimes by giving the first and
third quartiles and sometimes by giving the medians of the cosls
reporled in ench area. Tioolher cases, both the median and (he grith-
metic mean wre presented, especinlly where there are too fow cases (o
allow sole relinnee on the median, or wliere there are too fow cases Lo
allow quartiles {o be computed.

In final elevator tabulations, the following avea groupings wore used:

1. Bean-growing areas;
o, (*alifornia,
b Mountain ¥Maivs: Coloradn, Nebreaska, and southern Iduho,
e Bastern State<: Michican and New York:

2, Pea-growing area: Nuorthern ldaho ol Washinglon State,

2. In ovder to approximale o measure that would climinale (he
effeet of firms of Inrie volume, (e following method was used.  Baeh
respondent was nsked, for example, what pereentage of his {otal
volume of beans bandled was subjected to each of several practices,
Assume that respondent A, who hnndled 50,000 bags of beans, reported:

Hircemtuge
of total
Praclice: rofume
.- . . G0. 0
. . 30, 9
|3 5 R . 0. 0

while respondent B, who haodled 500,000 bags of beans, reported;

Lereentige
nf tofnf

Prartice: FlH e
I

0. 0
Ir.. 0

i . L a

I we weighted by volume, the following would vesult:
Fruoxpanide nt Drereptinge of
Practiee: A 1 Tutal tofud eolutie
3, nng 1a0. 000 480, 000 87.3
| 14, Q0 0 15, 00 2.7
i1 : 3, (00 A1, 000 53, 000 0.0

1
I

Total. . . S0 DO A0, 000 A54, 000 100. 0
Coomparison with respondent B's orieinal report shows the extent
of his influenees.

On the other hand, by our method, each vespordent’s one answor
would be distributed in proportion (o the pereentages hie roported:

Frafon end . Tercentnge of

Practiop: { n Tutal Eatul rolwme

1. . 00 [ 1., 75. 0

.. .3 0 . 153.0

ni... o -1 . 1L 0

Total.. . . o Lo 1,0 : 100. 0
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Thus, respondent B, who handled a larger volumie of beans, has
received no greater weight than has respondent A, As we are looking
for a figuze Lhat vepresents the practice of many firms ratlier than the
practice of some large firm, we helieve thai this measure more closely
approximates what might be ealled the modal praciice,

Tables 10 and 55 show the greup pereentages obtained by weighting
for the imporiance of cach class of bean after percentages of each
cinss of bean and pea had been abtained by the iabulation method
here outlined, The combined 1948 and 1949 produetion as listed in
1949 Annual Summary --dereage, Yield, and Production ™ was used as
r basis for weighting.

3. The technique used in the consivuction of the flow chart (fig.
5y—the diagram of the How of beans through the marketing chon-
nols-—was a combination of slatistical method and subjective anatysis,

The veports from the surveyed ageneies were classilicd aceording to
the volume of beans handled by them during the period studicd.
These firms reported the percenfage of Lotal beans handied which
were sebd Lo different types of buvers. For exnmple, clevaters ve-
ported what pereentage of their beans went Lo dealers, what percontage
to the Government, ete. These pereentages woere weighted by the
volunie of bean business for o parlicular firm and were avernged Lo
obtain (ypieal distributive patierns.

Often o chieelz Drom both direetions was nvailable, for some bovers—
dealers, wholesalers, and canners - veported the percentage of their
volume ol beans bought {rom varions sources,

The weighted pereentages were sdjusted slightly for diserepancies
hetween reported selling patlerns and reported buying patiems.

The rosults were compared with available dala on canned beans and
exporicd beans, and were found o approximate closeiy the percentage
obtamed from secondary sourees.

SameLE DEsiex ror BEAN anD Pra Sruby

The study consisted of four separately designed independent
samples:

{17 Bean and pen eclevalors,
{2) Wholesnie proeers,

{3 Canners,

(1) Brokers and dealors,

SamrrLi o Koevarous. -The sample of bean elev: {ors had Lwo
purts - o sample of bean elevators and a sample of Hea elevators.
The part represenling beans was designed m theee stages.

Slage {,—"The tolal quota of interviews with bean elevator operators
was distributed among Uhe mwajor bean-growing Stales I proportion
to Lheir 1949 production of beans. The major bean-growing States
in 1949 weee Calfornia, Colorade, [dabs, Michigon, Nebrasia, and
New York, These States accounted for 87 percent of the lotal 1949
produclion,

N, 8 Bureau of Agricaliural Mronomies, 10 ANNUAL SUMMARY—ACRBAGHE,

YIGLL, AND PRODUCTION. Washipslon, 13, (", Deermber 1948, (Processed.d
12 Jge Biblopraphy,
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Stage 2.—State elevator quotas were distributed among counties,
This assignment was made on the basis of county preduction in 1945
as reported in the Census of Agriculture.

Stage 3—Elevators to be sampled within countics were sclected.
A list of elevators in cach county was compiled from lists furnished by
the United States Department of Agriculture and from Thomas'
Wholesale Grocer and ICindred Trades eqister. To provide the list
of bean elevator operators to be interviewed, every nth clevator was
taken from the county lists.

The sample of pea clevators was designed in the same way. Inter-
views were confined to Idsho and Washington, as these States ac-
counted for 77 percent of the dried ficld-pea production in 1949.

5 Appendix table 30 gives the distribution of tha elevator sample by
tates.

SAMPLE oF Brogers anp DrivLers.—Brokers and dealers were
distinguished on the basis of whelher or not they physically handled
beans. The available lists of brokers and deglors were not accurite
In this differentiation. On the basis of the lists given in Thomas’
Register, scparate samples were drawn for brokers and dealers, The
regional break-down of the sample of wholesale grocers was uscd,
Each of these two samples was made representalive with respect to
regiona! distribution and disiribulion according to number of brokers
or dealers per city.

It was discovered in the process of interviewing that, because of
the inaccuracy of the available lists, many establishments assigied to
the broker sample actually handled beans and therefore should have
been classified as dealers. ~ The opposite situation frequently hecame
evident in the case of establishmonts assigned to the dealer sample.
In both of these cases interviews were obtlained, and the establishments
were later classified properly for tabulation. Appendix table 31 lists
the cities in which broker and dealer interviews were obtained.

SAMPLE OF WHoLEsaLE Grockrs—The universe of wholesale
grocers from which 1he sample was drawn consisted of all wholesale
grocers listed in Thomas’ Register in citios of 25,000 population and
over, in 1940, with cerlain exceptions. Excluded from the universe
were the following groups of wholesale grocers,

1. Wholesalers who claimed to handle neither dried fruit nor
cereals and brealkfast foods. This group was excluded on the theory
that wholesale grocers who handled neither of these commeodities
would not be likely to handle dried beans,

2. Those who speeialized in some line that does not include dried
beans or peas.

3. Those who had less than 25 pereent of their husiness in groceries,

4. Those who operate no stores; for example, wagon dealers, and
those who operate on a drop-shipment or consignment basis.

5. Manufacturers who handie wholesale groceries as sidelines,

The entire universe of wholesalers was divided into 5 regions and
each of these regions was further divided into 2 subregions, making 10
geographical divisions altogether. Within eoch subregion, clusters
of cities were defined as primavy sampling units. The purposc of
the clustering was to effecl cconomies in training the interviewers.

In sll subregions the primary sampling units were arrayed according
to the retail sales in 1949 of the largest city in cach primary sampling
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untt. From each of the 10 subregions & primary sampling unit was
selected, with probability proportionate to size, The process knewn
as deep stratification was employed in this selection which involved the
following steps,

(1) In enchregion one of the two subregions was assigned at random
to be an area in which a primary sampling unit with high reteil seles
would be selected. The remaining subregion was then taken to be
an ares in which a primary sampling unit with low retail sales would
be sclected and 10 subregions were represented nationally.

(2) From cach subregion a primary sampling unit was selecled by
the use of random numbers, with probability proportional to size.

Within ench scleeted primary sampling unit, interviews were dis-
tributed amoung the cities that constituied the unit according to the
distribution of ecligible wholesalers among the cities. At this stage,
then, » toirl of 10 primary sempling vmits had been selected which
included 14 cities, and eily interview queolas had been ealenlated.
The remaining task was the selection of whelesalers Lo be interviewed
within eities,

Within each sample city wholesalers were arrayed sccording to the
size code reported in Thomas’ Regisicr, and every nth wholesaler was
seleeted after a random start. This process of selecting wholesalers
assured that all size classes would be represented in proper proportion.

Appendix table 32 gives the distribution among cilies ol the sample
of wholesale grocess.

SBampre oF Canners.—The universe of canners consisted of all
canners of dried beans listed in the Feod Products Direclory, Blue
Book of Food Packers. 'This universe was first elassified inlo the same
geogruphical strata as employed in the sample ol wholesale groeers.

The number of cligible canners in all cities, by region, was ascer-
tamned and & sample of 41 canners was drawn In 28 eities, which was
representalive wilh respeet to geographical disiribution and number
of canners, per city. Appendix table 32 gives the distribution of the
sample by eity.

TanLe 30.—Nuwmber of elevators in sample, by *State and commodity

Flevators handling—
State

Beansg Peas

Nuwmber Number
28

17 7
oo 15 ..
Nebraska. .. ..o ... ... 5
Michigan___. ..., ......
New York_ .. ...._. _.
Washington.___..... ...

Total ... __._.... . .

99358751 5
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TasLe 31.—Number of brokers and dealers interviewed, by specified cities

Cily

Brokers
interviewed

City

. Dca_lura
interviewed

San Francisco, Calif._, ... _
King City, Calif

Sulida, Calif____....
Kansas City, Mo, ... ..

%305 x\'IoinnI:s,nI}'own._ .-
Springfiele ———
Charlotte, N.C... .
Wilson, N. Coo_... _ ...

Jackson, Tenn..._

Lexington, Ky___. .
Clarksburg, W, Vs .
New York, N, Y__..

Roanoke, Va

Number

Lios Angeles, Calif

San Joaguin, Calif .. _._
Oxnard, Calif
Spokane, Wash___...___..
Denver, Colo
Albuguerque, . Mex. . __
Chieago, Tl . __.___..
Savannah, Ga.___..___ ..

Charleston, 8. C__.. ...
Greensboro, N. C
Lexinglon, Ky .
Chattanooga, Tenn_... ...

Nashville, Tenn____. . _._
Montgomery, Aln
Birmingham, Ala.., ... ..
New Orlears, La__. . | ..

Rochester, N, Y____.__ .
New York, N,V ___..
Danville, Vo

Reoancke, Va...__ ..

Norfolk, Va._._....

Number

Pl = T T PR, P 2

Ll R

[T -0 ]
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TasLe 32.—Number of wholesale grocers and canners intermewed, by
specifivd cities

City

Wholesaie
grocers
inferviewed

City

{Canners
interviewed

San Franciseo, Calif __. _._
Qakland, Calif_.______.___
Albuquerque, N, Mex_._._
Des Moines, Iown

Dubugue, Iowa
Cleveland, Ohio
Montgomery,
Columbus, Ga.

New Orleans, La
Portland, Maine
Bangor, Maine

New York, N. Y

Reochester, N. Y
Richmond, Vo _______....

Total. oo o _..

Number

=TT LR B A R L T

San Francisco, Calif
QOnkland, Calif

Los Angeles, Calif
Brighton, Colo

Plattsmouth, Nebr

Austin, Tex . __._.____
Dalias, Tex_ oo
San Antonio, Tex.__.____.

Chicngo, Iil
Collinsville, Tl
Indianapolis, Ind
Bedford, Olia

Cireleville, Ohio
Nashviile, Tenn
Portland, Maine
New York, N. Y

Oakficld, N. Y
Merchantville, N, J
Willinmstown, N. J_o______
Baltimore, Md

Number

= I e e e R

et How bt ek et 0 B e

e
et
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TasLe 33.—Bean and pea elevators: Percentage distribution of all re-
porting, by perceniage of totel volume of business attributable to
handling various commodities and retail business

Commadities handled .
Retail
business

Beans Peas Other

Numnber Number MNrmber Number
Reporting 08 20 39

Percentage of all reporting

Percentage of total physieal
volume: Pereent Pereent Percent

20 percent and under. 26. Gh. O 2L 3

21 to 40 pereent 24, 153, O 12. 4

41 to 60 pereent 10, 5. 0 15,7

61 to B0 percent 13. 27.0

81 percenb or over_ ... . 25. 16. 0 23. 6

] 100. ¢ 100. O

[=1 3 =5) =R |

—
=]
==
=]

Number Number Number Number
a4 19 |, 87 1

Perecninge of all reporting

Percentage of total dollar vol-
ume: Pereent Pereent Pergent
20 pereent and under 17.4Q 3. 21. 8 57.2,
21 to 40 percent 18. 1 . 14. 9 214
11 to GO percent., 24, 4 23.1 14. 3 3
61 to 80 pereent 11, 7 X 241 0 '
81 percent or over 28 8 . 16.1 7.1 .

100. & . 100. 0 100.0 |
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of establishment and classes of beans and peas handled, Cali ornia

[~ - TaBLe 34.—Bean and pea elevators: Percentage distribution, by function
¢
b
¥

¥ . Ttem f'unction !

Storing Processing

Number Number
Reporting ? 20

Percentage of all reporting

Beans: Percenl Percent
Pea and medium white ] .
Small white 48, 48,
Pinto 24, 24.
Red kidney 13. 13.

34
13.
27,
58,

Baby lima 37
Blackeye, California an
Garbanzo 13.

S om0 000
00D SOmeo o=

Alaska, other smooth greon
White Canade, first and best, other white, and
yellow seeded

1 Only one respondent in this area reported doing packaging,
® Many respondents reported more than one class,
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TaBLE 35.—Bean and pea elevators: Percentage distribution by function
of establishment and classes of beans and peas handled, Colorado,
Nebraska, Idaho, and Washington

Colerado, Nebraska, and Washingto
southern Idaho and nor%he;!n
Idaho,
storing and
Storing | Proeessing | Packaging | processing !

Number Number Number Number
Reporting 4 _ . ... 35 37 5 12

Percentage of all reporti

Beans: Percent Percent
Great northern. ... 7.4

94. 3
Red kidney
Pink
Small red

Cranberry

Standard lime.

Baby lima

Blackeye, California
Pea and medium white
Small white

Peas:
Alaska, other smooth groen.
White Canada, first and
best, other white, and
vellow seeded i ,
0 0 20.0

! A1l respondents did both storing end processing, but no respondents did any
packaging. !
? Many respondents reported more than one class.
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TaBLr 36.—Bean and pea elevators: Percenlage disiribution, by function
of establishments and classes of beans and peas handled, Michigan and

New York

Function

Storing

Processing

Packaging

Reporting *

Beans:
Pea and mediom white
Greab norfhern
White marrow
White kidney

Red kidney
Small red
Cranberry__
Yelloweye

Peas: White Cenada, first and best, other
white, and yellow seeded

Nusnher
486

Nunlber
B3

Nunber
4

Percentege of all reporting

Percent
91,
2.

Pereent
84. 3

Pereent
1090, ©

t Many respoadents reporied more than one class,
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TABLE 37.—Brokers, jobbar& and distributors: Perceniage distribution of beans and peas purchased by volume by months, 1948

Class Sept. Oct. Nov. |.Dec. Jan. Teb. Mar. Apr. May | June July

Beans: Percent | Percent | Percent | Percent| Percent’| Percent Percent | Percent| Percent | Percent | Perce nt
1 1 1 1 1

Pea and medium white o) t

Great northern . . 8.0 . 8.6 5.3 . 9.1 11.1
: Q) ® ) M

16. . R 7.9

10.
22.2 )

<

0
0
2.

—
o
%) ]

25.

Baby lima 4, 15.
Blackeye X 16.

16.

(o
P RO o, corREHE
[~

|

O NO W~ m
S| WSS moSsuim

Peas:
Alaska; and smooth green
Other (yellow and green split)___

All classes { . 3.3

! Monthly data not shown because of insufficient reports.

HUNILINOIIDY J0 "IdHd 'S ‘A ‘PFOT NILETIOE TVOINHIAL ol




TABLE 38.—DBrokers, jobbers, and distributors: Percentage distribution of beans and peas sold by volume by months, 1948

Clasg ‘ Sept. |- Oct. | Nov. | Dec. Jan, i Feb, | Mar. | Apr. May | June | July | Aug.

Beans: Percent | Percent| Percent | Percent| Percent| Percenl | Pereent | Percent| Percent| Percent | Percent
Peir and medium-white 17.3 13. 4 13. 4 0.5 8.3 7. 6.2 6, 0 3.1 4, 1 4.2
Great northern . oo muc VI k7 11. 9 . 5. 8. .3 4.0 0, -4 1156 5.0 .
Small while oo iimewimems i o 0 25.0 18. 6.2 0 0
Pinto.....co .. e e i 18. 7 't i 10. R} 7.1 0.3 .3 3.0

6. 4 : 3. 27,
: 11,

10
1.

—
[v)

5

— T
PRoNs
e 28w RVLR g

Red kidney . ... .s L
Pink. ..ol e
Small red

Cranberry ..o .loial oo,

SIoSYD e
W=,

Yelloweye . . oo .o. o
Standard lima . oo oia L.

Baby Hmg. .. oivaieniscnean .
Blackeye .o i las

.
v3v <}

L=

=
Fxa :
LWLy

b —
MEEN
— U3 k1D

W
Eoumw

o0

—
@
o«
=
~
1 &
-3
s

Al classes .. onin et ainn

Peas:
Alaska; and smooth green . ...
Other {green and yellow split) ..

All claSS08 . v v e e imrnemna
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TasLe 39.—Canners: Percentage distribution of beans purchased by volume by months, 1948

Class _Sept. Oct. Nov.- | Dec. | Jan, Feb, Mar. Apr. May | June July | Aug.

Beans: Percent | Percent | Percent | Percent | Percent | Percent| Percent Percent | Percent| Percent| Percenl| Percent
Pea and medium white 0 20. 3 12. 4 11,7 12.8 9.2 11. 6 6. 3 6.9 5.2 .7 . 9
Great nortk.rn 24, 4 0 3 29,7 0 18. 6 .7 24,5
White kidney 28.9 2.9 R 15,7 22.7 5 0
Pinto 0 1 42, 23.0 34. 8 0

Red kidney 20| 12.3 1.0
Pink 10. 7 10. 7 0
Yelloweye ® M
‘Small red 9,2 7.6
22. 6

0
4.5

4. 6
14. 9 14
7.0

9.0

oo
o]
{=2]
w

_.
s o
-
wo ou
T
pE o

B
(=2 (a2}, o) [=7] oo

—~
=
bagtery

=

—

=

(N

o~

oy

'~

Standard lima
Baby lima
Garbanzo

o

[CTUNES S}

W ocomt © o

[y
il Bl
B SO v oo

(]

SR 00

Pt et
KNS 00
00| #0000, 00 D

=
-

! Data not made available,
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TasLe 40.—Wholesalers: Percentage distribution of beans and peas purchased by volume by months, 1948

Class ; Sept. | Oct.. | 'Nov. | Dee. Jan. Feb. | Mar.. | Apr. May | June | July

Beans: : Percent | Percent | Percent| Percent| Percent | Percent | Percent | Percent| Percent | Percent| Percent
Pea and medium white 21, 13. 5 8 0 5.1
. § 9. 8. 7
10. 13. 5

19, 4.
2. 1L
11. 6.

8. 8.
9. 6.

11 11
14, 5.
7. 11.
13.
9.

11.

=
—

Great northern
Small white
White marrow.

=100
Slhoo] Herwew - ww1m U
e 00 S
—
vo

O] NgoE DR RN

[
Ol O| HN~=ON RPD00 WO

fas
PNE . PeOND

O©] PO SN
—

SN, Wwo. SPSR ONND

Red kidney
Pink_____ -
Small red o ia i

WL o mS
C=3 o e =]

=
ik

[

Yelloweye

Standard lima

Baby lima
Blackeye, California
Garbanzo

e
—

[%Y

2O =
SR W-. OWHS ottt

=JOOTT= WWWLT. 00N

@
e

All classes

O e} 00, GO DOEMN RN
W[N] wOoSmk. RO BNOS
wi o] oo-wo- WY TUTOW
= | oo~ Uity wNwmo
Wi 00| oo F WO OOk
Nfo N, kWO Ok ONN

olo|nprpro oppd co®

[eo20 (I VI A VS e R oo
=N oo

1
7.
7.
8

oo
Nl =3

Peas; Alaska, other smooth green_. 9.
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TasLr 41.—Wholesalers: Percentage distribution of beans and peas sold by volume, by months, 1948 and 1949

Class Sept. | Oct. Nov. | Dee, Jan, Feb. Mar, | Apr. May | June | July | Aug.

Beans: ) Percent | Percent| Percent| Percent | Percent | Percent| Percent | Percent| Percent | Percent Percent | Percent
Pea and medium white j . 2 10. 1 / 96 7.9 8. 8. 8.2 8.2
Great northern .0 8. 8 . S 4 . .

Small white .5 7. 5110 13:1

7 1L 18. 4

12, 4
11,

[~
-3

x®
i
FIALTAMEDY J0 "LdEd *S ‘0 “pH01 NILFTING TVOINHOAL 9[,

[ RS B
[ b bt
LN

Red kidney ..
Pink._ i oo oL
Small redoooo ol 0.

OWLON wNN®
owen
[0 AV ' | foa g SRt
OO O U=
.
[e s VLR LS Cold) ]
(V]
U=X e X4

HORPew . wNw
Wil | oUWwO R ookl o

o
—

Yelloweye

Standard lima

Baby lima. ..o oo, .
Blackeye, California
Garbanzo

NRNMCT= DL =1

!

w N oSNms
Sl wapwe cwmew wam

] ] R RS
S| N| oo SRMO B ON

elN|Nprooo pood ma

Ol oo

Wi S RS ANy St
Coll 00 | oo O

plom| o=
-3 258 DU LD -
wf S| aNaNae

G 1 JEe o]

Peas: Alaska, other smooth green_.,




TasLe 42.—Percentage distribution of marketings of 100-pound bags of great northern beans, by agencies, by months, 1948

and

1949

Agency

Pereentage of crop year total, 1948

! Sept.

Oct.

Nov.

Dee, |

Jan. Feb.

Mar,

Apr,

May

June

July

Elevator:
Receipts
Purchases

Wholesaler:
Purchases

Elevator:
Receipts
- Purchases

Percent
65. 9
33.
1

14,

[SECTCRR SRR PR RN =

Percenl

Percent
1.3
10 ')
13,1

8.0
7.9

0.0
8.9
13,0
13.0

Percent

0.4
6.7
8.0
. 0
.6

Percent} Percent
0.0 0.0

et .
SowE Cg N®
el o o] [SLRVL) ~y~1

Percent
0

&
8.

14
1

Percent
.1
.3
i

Percent
0.0
2.

Percent
0.0

P GO

LI o e
D= O

Percent
0.0
.5

. 5

DIFO. =~y OB N

—t
D
e
<

»

29.
29.
29,

L4
3
.0

6.
6.
1.

1 Ixpressed in terms of percentage of purchase sales of consumer-size packages rather than 100-pound bags.
2 Seven months only.
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TABLE 43.—Percentage distribution of marketings of 100-pound bags of pinto beans, by agencies and by months, 1948 and 1949

Percentage of crop year total, 1948

Agency - y
Sept. |+ Oct. Nov. | Dee. Jan. Feb. | Mar. | Apr.- [ May | June | July Aug.

Elevator: Percent | Percent| Percent | Percent | Percent | Percent| Percent | Percent | Percent| Percent | Percent | Percent
Receipts 61 3 .3 . 6 0 0.1 0.1 0.1 24,
. 16.

Purchases 32. 3.4 L4 4. 3.
X ] ) 30. 5. 1 K . 2. 21,

10.
9.

10.
11,
7.
7.

21. 5
17.0

2 §
18.7

18. 8
5.4
8.6
8.6

e o
oo en

Dealer:
Purchases 13.
Sales. ..« 14,

Wholesaler:
Purchases . . 2.

2.

4,

4,

"
SOk WO v

D B B Gr= -1 ~1~3
RN WS N
g vel
DWW WO OO w
DOWW Q0N F
O = oo T
[0 X3 ¥ (=23~ O W QO

.
[ieRial L3 )
OO$ ) i

Elevator: |
Receipts 88.
Purchases 46. X X X .1

45. L . . 14

! D\pressed in terms of consumer—sme packages rather than 100-pound bags.
Seven months only.
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TABLL 44 —Percentage distribution of mazketm gs oj 100-y)ound ba ys of lstandar(l lima beans, by agencies, by months
1948 and 14

Percentage of crop year total, 1948

Agency ;
Sept, | Oct. Nov. | -Dee. Jan. Feb, Mar. | Apr. May | June | July Aug.

Elevator: Percent | Percent | Percent| Percent | Percent | Percent| Percent | Percent | Percent| Percent| Percent | Percent
0 0 0 ] 1.4
0
0
0

Receipts 275 65. 2
PUrCHASES o me s e ot s e 81 41.6
41. 6

0 0 0
0 0 0

Lom

M O3 Wsw

1 1 L S L

Dealer:

.1
Purchases.ovoer o wimmioinn ol ., 6 20.3
~ .1} 28

12.
10.6

8.

7.4
11,
11,

Wby ey

, O ooo

il
TS
cin ey

Wholesaler:
Purchases

&
soms

*

fer g
NNOD SO
oW

S

Purchases o oool 0
Y [ J U

NN oo

Elevator: : i

Receipts. oo cnna e a e X 46. 8
PUrChASES v i i em v e e s X 45.3
SaleSeonn o iomoinoal.ood| 10.5 | 45.8 l i

SVEd ANV SNVId TT4dIdd X¥d ONILIIIVIN

1 Toxpressed in terms of consumer-size packages rather than 100-pound bags:
2 Seven months only.




TaABLE 45.—Percentage distribution of marketings of 100-7zouml bags of red kidney beans, by agencies, by months, 1948
and 1949

Percentage of erop year total, 1948

Agcney
Oct. Nov, Dee. Jan, TFeb. Mar. | Apr. May | June | July Aug.

Elevator: Percent} Percent! Percent { Percent| Percent| Percent |. Pereent| Percent | Percent | Percent
Receipts 17. 13. 1 15.0 2.2 0.4 0.8
Purchases 22, 9. 4 5. 4 15. 5. . O !

16. 3. 1.6 13. 14, . 0 0
1.

24. 29. 0
23, 27. 1 ‘

6.1 1L
9. 11.
9. 9.
9. 9.

fi=3

e
-3
NEeN
WLt

T D

Dealer:
Purchases

Ft 1t

H
PGS o

PRON B ®
Lot oo =
(SR Nar ¥t R e R ]
oLt ~W;m

bk

i
(3=}
[
<

*»

Elevator: :
Receipts ) i 2. : 22.2 11,
Purchases . R X X 14. 4

. . 12. 9 24,

~ ! Expressed in terms of consumer-size packages rather than 100-pound bags,
2 Seven months only.




TaBLE 46.—Percentage distribution of marketings of 100-pound bags of pea beans, by agencies, by months 1948 and 1949

Percentage-of crop year total, 1948

Agency
Nov. X Jan. Feb. | Mar. | Apr. | May | June | J uly | Aug.

Elevator: Percent Percent| Pe
Receipts. 3 . 8.6
Purchases

Dealer: Sales

Wholesaler:
Purchases

Ea

Percent| Percent | Percent | Percent | Percen
7.2 11.9 6. 6
g 6.4

®

Wk Noo3

t
. 7
.8
.9
.1
. 7
. 5
. &

©P0® S

Elevator:
Receipts . 26. 1 9.9 10.7
9.3

5.7 \ 7.4
Purchases 27.3 7.3 . 11.9 0.6

10. 12.9

1 Expressed in terms of consumer-size packages rather than 100-pound bags.
? Seven months only.
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- TaBLE 47.—Percentage distribution of marketings of 1 00-pound bags of Alaska and other smooth green peas, by agencies,
‘ by months, 1948 and 1949 .

Percentage of crop year total, 1948

Sept. | Oct. | Nov. | Dec. | Jan. Feb. | Mar. | Apr. | May | June | July

Elevator: Percent| Percent] Percent| Percent| Percent| Percent] Percent] Percent] Percent| Percent| Percent
Receipts . 24, 1.4 9.3 5.7 4.1 1.7 7. 3.6 0 43. 2 0

.7 3.2 15. 28. 9 0 0

. 7 10. 6 31.7 . 142 22.9

39. 29.

39. 29,

Purchases . . 4, 2 23. 0 14. 1
0 0 0 1

[==va]

i
©Om® oo

(SRR pon
BENON 6o Wwwo

94. 6 2.6
30.3 | 20.8 1.
10.9.| 37.9 | 15

! Expressed in terms of consumer-size packages rather than 100-pound bags.
2 Seven months only.
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Tanue 48.—Bean and pea elevators: Percentage distribution of estab-
lishmenls' transporting beans and peas to elevators, by bag or bulk

Establishments transport-
ing

Beans Poas

Reporting

Number Number
116 18

Percontage of all reporting !

Delivered to clevator in bags lurnished by: Percent Percent

Elevators
Growers

22.6 16. 3
29.7 3.6

2.3 47. 8
47. 7 82,2

! Digtributed in proporiion to the percentage of all beans delivered to the
elevator i each form, Sce Appendix for diseussion of methods used.
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TapLe 49.—Bean and pea elevators: Percentage aistribution of average
and mazimum distance groupings of transportaiion to elévators

Tstablishments transport-

ing—

Beans

Peas

Average distance reporting !

Under 10 miles
10 to 19 miles
20 to 29 miles

Meaximum distance reporting 2

Under 1¢ miles
10 to 19 miles
20 to 29 miles
30 to 49 miles

Number
113

Number
18

Percentage of all reporting

Percent
46, 3
29 .2
2.7
1.8

Percent
61.1
33.3
0
56

100. &

100. 0

Number
113

Number

Poreentage of all reporting

Pereent
16, 8
48, 7
14. 2
11, 56
8 8

Percent
22. 2
95. 6
16. 7

0
5. 6

100. 0

100. 0

! The median averape distance beans are transported is 6 miles ; peas, 7.5 miles,
? The median maximure distance heans are transported is 15 imiles ; peas, 10

miles,

-
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Tasue 50.—Bean and pea elewtt'w;_'s: gercentage distribution of methods
of sa

Establishments selling—

Beans Peas

Nwmnber Number
Reporting 66 15

Percentage of ali reporting ?

Percent Pereent
F. o. b, car, elevator shipping point 86. 3 60. 0
Delivered to warchouses of dealsers, canners, and

26.1

xi

. B 7.3
.2 6.6
06. ¢ 100, 6

1

I Distributed in proportion to the total percentage of beans mnd pess sold
under cach method followed, See Appendix for discussion of methods used.




TaBLE 51.—Bean and pea elevators: Number reporting and charges per 100-pound bag of beans for custom processing by
: type of charge and by specified areas ‘

98

. Colorado, Nebraska, Michigan and
Cahformg. and southern Idaho New York : All areas

Type of charge

Charge

Charge
(median)

(median)

Charge

Charge
(median)

(median) Reporting

Reporting Reporting Reporting

Processing charge: Number Dollars Number Dollars Number Number

Drying. o _____ i !

Fumigating , 13
Cleaning . . . 56
Destoning.... : | 3
Picking . . , 18
Polishing : . 3
Bagging_ . ____.____ - . . . 15
B 45

! Insufficient data secured.

HYALTAJIYOV A0 “TdAd *S.°0: ‘3501 NILGTTAE TYIINHOAL
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TasLE 52.—Bean and pea elevators: Percenduge spread betweer cost and
selling price per 100-pound bag of beans and peas, by classes and by
principal preducing areas, 1948 and 1949

Percentage spread besed on
Crop year average——

Cost Seclling price

1048 1040

California:
Beans: Percenl Pereent Percent
Small white 3.9 X
Standard lima .
Baby lima 2,
Blackeye, California. .
Colerade, Nebraska, sonthern
1daho:
Beans:

Small red
Michigan, New York:
Beuns:
Pea and medium white
White marrow
Red kidney
Yelloweye
All areas;
Beans:
Pes and medium white
Gireat northern
Small white

QO R BT

Red kidney

Bmall red

Yelloweye

Standard lima

Baby lima

Blackeye, California____.__.
Washington, northern Idaho:

Peas: Aleska other smeoih

o 0013 00 0 15 5 i 0
] e T O A Gl = = O O
5 1 D 10 D 0000 D
o i e i 00
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TABLE 53.——Bean and pea elevators: Average and actual gross returns
Jrom handling and sale of beans, by source of returns

Source of returns

Reporting

Gross returns

Average !

Actual 2
Parecentage

Value of total

Sales for food !

Bales to growers for seed

Sales of culls for food, ete., in-
cluding own use

Custom processing

Custom storing

Sale of original bags

Others

Number
81

Dollars
323, 028
25, 750

4, 030
21, 302
8, 926
12, 610
67, 330

Dollars Pereent
252, 261 85.
14, 113 4.

1, 821
10, 446
4, 377
2, 183
10, 358

S| a1t oo

100

205, 589 463, 876

I Average gross returns are the averages for the industry as a whaole.
? Actual gross returns are nverages for firms reporting income from each soutce.

TABLE 54.—FBean and pea elevators: Average and actual gross returns
Jrom handling and sale of peos, by source of returns

Source of returns

Reporting

Gross returus

Average!

Agtual 2
Percentage

Value of total

Sales for food !

Sales to growers forseed__._____

Sales of culls for food, etc., in-
cluding own use

Custom processing

Custom storing

Sale of original bags

Other

Number
9

Dollars
138, 765
2, 817

1
5, 611 3.
;
3

Percent
39,

557
1, 5686
31

5, 284

8
8
6
4
0
4

@
. 68, 691

154, 631 100. ¢ 204, 426

!Average gross returns are the averages for the industry as a whole.
2Actual gross returns are averages for those firms reporting income from cach

source.
¥ Less than 0.05 percent.




TABLE 55.—Bean and pea elevators: Percentage disposition of beans and peas marketed for human consumption, by class
and by type of buyer, 1948

Percent-
ag(il of

. produc-

Class tion Whole-
of all Dealer Canner salor

classes

Percentage of total sales by type of buyer?!

Packager | Exporter Govern- | Institu- | Growers Others

ment tion (sced)

Beans: Percent | "Percent | Percent | Percent | Percent | Percent | Percent | Percent | Percent Percent
Pea and medium white._... 25.0 10. 9 10. 3 56. X 0.4 11. 9 1.4 0
44, 3. 2, 7

35. 18. 4.
1.
0
51.

Great northern 18.
Small white 3.
White marrow__ .

‘White kidney

.6 8.4
14. 2
0
0

[
[=2]

slocowoorp gom o

g
W OTNN

Red kidney

—
o

ks
000 RNODOW

Small red

Cranberry

Yelloweye

Standard lima

Baby lima

Blackeye, California
Garbanzo

Other_____.__ e

All classes? . 100.
Peas:
Alaska other smooth green. 63.
White Canada, first. and :
best, other white and
vellow seeded 14. 5 20.9 0 15. 6 3.9 1.7 36.2 0 55 7.2
th 21.9 50.0 Q 0 0 0 0 0 50.0 0

All classes 2 - 100. 0 22.0 0 9.2 6.7 1.8 41.2 0 13. 8 5.3

1 Each answer for each class of bean or pea was distributed in proportion to the percentage of total sales of this class of bean or pea
which was sold to each type of buyer. . ‘
2 Fach class of bean or pea was weighted for importance (according to 1948-49 United States production) to get total lines.

See Appendix for discussion of methods.

0D D 00 DI NI ~T00.00
pomon O

W, ooy, N N,
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OO OO OROW RS
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4.
0
0
10.
0
12.
0
7
0
0
0
0
0
0
2
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TaBLE 56.—Bean and pea clevators: Weighted average price per 100 pounds for beans and peas handled, 1948 1

Season
begin-
ning | Sept. . y. . . Feh. lar. 2 May
Sept.
1948

Beans: Dollars | Dollars { Dollars Dollars { Dollars | Dollars Dollars | Dollars | Dollars Dollars
Pea and medium white.| - 6, 74 6. 44 A 6. 0. 68 6. 94 6. 81 5. 65 . 7. 34 7.
Great northern 7.-02 7.03 . . 6. 89 6. 84 6. 81 . L 01 X 6. 70
Small white_.___.__.__. 8. 45 . 8¢ . 6. 91 7 05 7.25 . , 52 . 6. 84
White marrow 830 887 . 81 . 8 39 747 .60 . 86 .17 . 8. 49

i . 7.13 . . ¢ . .18 . . 66 . . 7.49
Red kidney . .84 . . X . 54 7. 96 . ] X 9 21
Small red ) , . oy . 2 L .24 .

Blaclc; ¢, California. ...

Peas:

40 "I4Ed 'S ‘A ‘PPOT MNILRTIOL TVOINHOWL

LT, 0. b. delivered.

THALTA0IYDY




TaBLE 57.—Bean and pea elevators: Weighted average price per 100 pounds for beans and peas sold, 1948*

i Season
begin- )
é)ing Sept. QOct. Nov. | Deec. Jan, Feb. Apr. May | June July ‘1 Aug.
ept.
1948

Beans: Dollars | Dollars | Dollars | Dollars | Dollars | Dollars | Dollars rs |} Dollars | Dollars | Dollars | Dollars
Pea and medium white.| 7..83 f 7.70 f , 7. . 7.7 7.79 7. X s 8. 78
Great northern._.__.... A . L T7 . R ! 7. 3 7. 86 g . . 7. 80
Small white . X 9. 03 X s . . . 581 6. 81 . . . 7.10
White marrow X . . 75 . X 3 X .75 X 8.75

. 7.13
Red kidney-
Small red
Yelloweye

Standard lima

Baby lima

Blackeye, California__..
Peas: Alaska

1 F, 0. b. shipping point.
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TasLe 58.—Bean and pea elevators: Length of time machinery is in
operation for cleaning beans and peas

Cleaning machinery .

Beans Peas

Number Number
Reporting 115

Medinns

Machinery in operation: !
Hours per day 10
Days per week G
Days per year. GO

1 Medians.,

TasLe 59.—DBean and pea elevators: Percentage using bean and pea

polishers

Polishers

Beans

Peas

Reporting

Number
85

Numler
12

Percentape of all reporting

Fercent
43. 5
5B. 5

FPercent
18,7
83. 3

108, &

190, ©
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TasLE 60.—Bean and pea elevators: Percentage doing consumer-size
packaging of beans and peas, by grades

¥stablishments handling—

Beans Pens

Number Number
83

Reporting

Percentage of all reporting

Percend Percent
Elevators doing consumer-size packaging 3 25.0
Grades packapged:?
U. 8, Extra No. 1 or choice hand picked X 125
meNst . 25. @
U. 8. No. 2 . 125
Elevators not doing gonsumer-sized packaging ___ .. . 75.0

190. ¢

t Some respondents specified more than oue grade.




TaBLE 61.—Brokers, Jjobbers, and distributors: Establishments handling each cla&s of beans and peas, by area

Establishments handling—

II

III

Vv

VI

IX

X

Total

Reporting. .

Beans:
Pea and medium white
Great northern
Small white

Red kidney_.
Pink

Baby lima
Blackeye, California
Garbanzo

Alaska other smooth green
White Canada, ‘first and best, other
white and yellow seeded

Number
11

Number
1

Nuwmber
9

LN ]

Number

Number
2

Number

Number

Number
5

! Data omitted to avoid disclosure of one firm’s operations.
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TaBLE 62.—DBrokers, jobbers, and distributors: Percentage of distribution
of all reporting, by percentage of lotal volume of business attmbutable
to handhing of beans and peas

Functions

Beans

Peas

Reporting

20 percent and under
21 to 40 percent

41 to 60 percent

61 to 80 percent

81 percenf or over

Number

41

Number
17

Percentape of all reportiog

Pereent

48. 7
7.3
4, §
9.8

29.3

Percent
76,
23.

100, 0

100.

TaBLE 63.—Brokers, jobbers, and distributors: Percentage distribution,
by clusses of beans shipped in mived cars

Number of different classes
shipped

Establishments shipping mixed cars

Average

Maximum

Reporting

Percentage
of all re-
porting

Reporting

Percentage
of al} re-
porting

Number

Pcrc‘em‘.

40
-18 0
48. 0
0

Number

Percent
4, 5
22. 7
50. 2
13.6

100. 0

100. 0
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TABLE 64.—Brokers, jobbers, and distributors: Perceniage distribution
by stop-offs in shipment of beans

Establishmenis shipping beans

Average Maximum
Number of stop-offs

Percontage Parceniage
Reporting | of all ve- | Reporting ) of all re~
porting porting

Number Nuntber Pereent

100.

t Includes one respendent who reported 20 stop-offs as average.
¢ Includes one respondeitt who reported maximum of 30 stop-offs.




. ' ‘

TABLE 65.—Brokers, jobbers and distributors: Weighted average price per 100 pounds for beans and peas purchased, 1948

Season

Class beginning | Sept. Oct. } Nov. | Dec. | Jan. Feb, | Mar, | Apr. May | June | July Aug.
| Sept. 1948 :

- £

19185856

Beans: ' ,
Dotlars Dollars | Dollars| Dollars | Doilars | Dollars | Dollars | Dollars | Dollars | Dollars| Dollars Dolzlars
2 2 2

Small'red_ o ___._
Standard lima

100 X444 HNILEMIVIT

Baby lima
Blackeye

Peas:
Alaska, and smooth
green :
Other - (green -and
yellow split) 6. 43

1 ¥, o. b, shipping point. ‘
2 Monthly data not shown because of insufficient reports.

SVEd ANV SNVIL ®T
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TABLE 66.—Brokers, jobbers and distributors: Weighted average price per 100 pounds for beans and peas sold, 19481

Class

Season
beginning
Scpt 1948

Sept.

QOct.

Nov.

Jan.

TFeb.

Mar.

Apr.

May

June

July

Aug.

Beans:
Pea  and medium

Small red
Cranherry.

Yelloweye
Standard lima
Baby lima
Blackeye

Peas:
Alasksa, and smooth

(green - and

yellow split)

. 69

Dollars

Dollars
58

Dollars
8. 55

. 32

. 35

Dollars

Dollars
8.

Dollars

Dollars
8.

Dollars

Dollars

1 ¥, 0. b. shipping poing.

2 Dsta not shown because of msufﬁment reports

EYALINNIEDY J0 “IdAd 'S ‘0 ‘PPOT NILATIAL TTVOINHOEL 86
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TapLe 67.-—Brokers, jobbers: ‘and distributors: Percenlage spr¥oid
between cost and velling, price ‘per 100-pound bag of beans and peus,

by clusses

Class

Cost

Selling Price

Beans:
Pes and medium white

Beby lima
Blackeye

Pefcent

SIS R
= Yo e Y e b O Q0 Qe

Percent

=l S0 T IR ]
MO@=N  WeI;

o
o=

TaBLE 68.— Brokers, jobbers, and distributors: Percentage distribition
of establishments using specified sales methods

Establishme

nts selling—

Beans

Feas

Reporting

F. 0. b, car, dealer's shipping point
Delivered to purchaser's warchouse
Delivered shipside

Consigned to broker or other handler
Other

Number
4

Number
21

Percentage of

all reporting *

Percend
48, 2
16. 3
.3
6. 4
0.8

Percint
48,1
22, 4
0

8.1
21. 4

100. 0

100. 0

1 Distributed in proportion to the percentage of all beans or peas which were
gold by each method. See Appendix for discussion of methods used.




TaBLE 69.—Canners: Weighted average price per 100 pounds for beans purchased, 1948,

Season
beginning
Sept. 1948

Sept.

Oct.

Nov.

Dee.

Jan.

Feb.

Mar.

Apr.

May

June

‘fuly

Aug.

Beans:
Pea and  medium

White kidney
Pinto. emmemrmdeanls

Red kidney

Pink

Small red. oo nno.
Yelloweye

Standard lima
Baby lima
Garbanzo. . .. .onl.l

Dollars

Dollars

Dollars
8. 28

Dollars

Dollars

Dollars

Dollars

Dollars

Dollars

Dollars

Dollars
7. 81

Dollars

Dollars

¥ Monthly data nog

available,

=% P01 NELATENE - IVOINEOEL ()01
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TaBLE 70.—DBean canners: Perceniage of danage and foreign malter
in beans purchased and lengih of time beans are held before canning

Ttem

Average loss

Ttem

Establishiments
handling beans

Type of loss:
Damage !
Foreign matter2. __

Reporting

Length of time held:
Tdaysorless ... _._
S to 14 doys
15 to 21 days
22 to 31 dnys
Over 31 days

Number

Percentage of
all reporting

Pereent

! Tneludes loss from splits.

1 Includes stones.

I Twenty-four firms reporfed pereentage loss or waste,
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TABLE 71.—Bean canners: Average price per case received, by size of
cans, 1948

Size of can

Report-
ing

Weight
of can

Average ptrice
received for
1948 pack

Mean Median

Number 1 picnic
Number 10

Ounces

Dolinrs Dullara
47 3. 90

. 29 312
, 78 2,38
. 25 4, 32
. 05 4. 88
. 13 4. 10

t Includes a variety of heterogeneous packs.

TasLe 72.—Wholesalers: Percentage distribution of ownership by type
aof organization

Ownership

Type of organizatien

Individual! Partner-
proprietor ship

Corpora-
ton Total

Reporting

Owned by some other purchasing

organization:
Corporate chain
Retailer-owned

Not owned by any other organi-

Number Number

12 13

Number Number
37 62

Pereentage of all reporting

Percent
8

5

FPercent Pereenl
13. 5 97
10. 8 6.4

75,7 B39

100. 0 100. 0
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TABLE 73.—Wholesalers: Percentage distribution of business aliributable
to handling of beans and peas by establishments by totel volume

Tiem

Establishments handling—

Beans

Pens

RepoOrting - v - oo oo mmmm e e e m—wm—memmmm o

Volume:
Lesa than 2 pereent
2 to 4 percent

5 percent Or OVer. .o oo rcvmmmmm e

Total e mmr——————

Number

Number
21

Percentage of all reporting

Pergent
53.9
33.3
12. 8

Fercen!
85.
9.5
4 8

100. 0

100. O

TaBLE 74.—Wholesalers: Percentage spread between cost and selling
price of beanz and peas, by type of container by closses

Percentage apread based on—

Cost

Belling price

100-pound
bag

Case !

bag

100-pound

Cage !

Beans:
Pea and medium white_____._
Great northern_ __ ___ .. _._._.
Small whita
White marrow

Yelloweye
Standard lima

Baby lima
Blackeye, California.
Garbanzo

Peaa: Alasks, other smooth green

Percend

* 25
13.
b,
127.1

7.9

12, 2

Percent

-3

-
Ik WD
s
—

—t

EHNee oo

Percent

o]

—

S@@e 7
GO0 LWkt

-

-

ba = b3

S NoemS
L =Tl R ]

—

S W= ks00

1 Cases of 24 ooe-pound packsages.

1 Based on a small number of repo

rts and therefors not necessarily typical.
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Tasue 75.—Wholesalers: Percentage distribution of seles by type of
contarner, by establishments

Establishments handling—

Beans Pess

Reporting 1

Containers:

In 180-pound hags

In consumer sizc packages
Cellophane bags
Cardboard packages
Window-front packoges
Other? . ___
Not classified

Nuwmber Number

Percentage of all reporting

Percent Poreent
75.
72,
41,
12,
14,

3.

8

AT DN

! Some respondents spanified hoth
soma specified more than one kind o

180-pound bags and consumer-size packages;
f consumer-size package.

% Inciudes 10- and 25-petind packages,

Tasre 76.—Wholesalers: Percentage distribution of establishments by
length of time for holding beans and peas before sale

Bstablishments handiing——

Beans

Peas

Reporting

Time held:
Tess than 1 month

2 months to less than 3 months_ . ____________

3 months and over

Number
61

Number

Percentage of all veporting

Percent
36,1
41. 0
13.1
9.8

Percent
34 3
45. 7
57
14. 3

160. O

100. &
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TaBLE T7.—Wholesalers: Percentage distribution of establishments by

methods of pricing beans and peas

to relailers

Establishments handliog—

Beans

Peaa

Reporting

Number
45

Number

Percentage of ali reporting

Pricing methods:
Standardized pereenfapge mark-up over cost
Market price and handling charges
Cost: an(P compelition
What traffic will bear
Quick turn-over

Sercend
66. 7
6.7
17. 8
4.1
4, 4

Percent
62.

100. 0
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