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It 1s no longer true that tize market will take everything. We are ir a rich
"affluent” soclety where buyers are choosey end merket requirements are chenging
rapidly. The merket will take what it wante end not what the farmer thinks 1t wents
oy what he likes to produce.

Farmers have traditionally used the "production approach” vhere they get
equipzent, land and bulldings azd produce whet is customary in theéir area. Usually
they have done this with good r2sson for that type of ferulry has been proven by
hard experience.

Ihis s in contrast tc the "merket eppwcach” of the nor farm businecsaman w2o
loocks at what the market wante and then tries ¢o put Sogether the "pachage" in-
cluding equinuent, land and bul Nu,n oa thet will simple not vhat Be vmrss, but whed
the moyielt wants. He does this becauss ke hes lesimed that this is the way ke can
makZe the BOSt in cur congumey orienied ecosmmy where the cornsumer calls the tune.
Truz, h@ often has more Flexlbility than tas farmer. The chtnges 2 former cen
e eve Mmlted--a Funsas wheeb farmery wouldn's Eu,we any luck reising orarges
in aontmest Kensas. But » With vofays “mess’ Bayes aad merchendisers nn@ the
resulting "specification’ buying and grester indusiry coordiration, fermers are
producing for e marked, not for the market, and necd 4o adlvst Lo charging maviet
deuende $0 survive.

in exarple of changling merzeis aszd survival io the wroller industiy. Yester-
days chickens weat Lo market ik & farmers flivver. Kot loag ago, lecsl procecsors
were 84411 sending Hew York dressed hirde to food utores. It wes o sumll scale
coperation. Today it is ome of our great masgs productlon guccess suvories. Broilers
are & gieatly improved pro@uct osver what they were 10 yzars e£go. They are one of the
bargizs in good eating today. Fals industry success story wes nade possible by
giving the consumer & desirable product--plumyp, Juicy, clear, ready-to-cock birds
at resscnable prices. Improvereznts im production uné zwoces,aing ere increasing
efficiency. Birde are clzan snd protecteé through merieting shannels Lo pressrve
their quality. EBrollers are evallable at anytime of the yesew, cleaned, wrepped,
and ready-to-cook. They are & far cry frox yesterdeys HNew York dressed bixda. As
& vesult of being market orlented and givirg the consumer whket she wvants, the in-
éuatry has grova. Per caplte, consusption of chicien on & ready-to-cook basis
hes ircreased from fourteen pounds in 1940 tc 29 pounds in 1660. Hew York drecssed
birce are 2 thing of the pest.

Buyers have changed. Today ve have reletively few of them and they ere "large’
ones. They distribute in regicunel, metiocnel, ard o some ceces internnaticaal
merkets. Supermarkets--food stores doing $375,000 or more gross sales annually--
sre doing over 3/5 of the totel U. 8. grocery stoivs sales. Buyers for these
stores are getilng large quantities of farxm producis for many similar stores. These
buyers require large quantities of uniform quality food products. To them this mcaus
ease in buying and handling. It meang they can price the Broiler or othar product
the seme in each store. They caw prepure one advertisiang program thet can Be used
for 21l the stores in their district. Most important, the product will sell and
eclling keeps them ip business. 8imiler comditions exist for buyers of many other
agriculturel producis then broilers.
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\ Since todays "large” wuyers arc buylng gvest cuantities of food producis of &
certain kind, in a specified foim, for specific prurposes, they have developed "spocie
fication buying” wheve they buy producte according to their individus.. requirements.
They often buy direct from producers end tuy where they get the best packsge whether
it 1e in the midwest or szlsewhere. Thir hag forced furmers to Seveledh "specifilcabion
production’--producing a certein kind, emount, voluze aad tyye 9f producet for a certein
buyer. Often the product hess a home before it is started, especislly in the broiler
erea. Farmers are increasingly producing for a zarket.

The trand toward increassing si=ze ig apparent in several of our egricultural
marketing industries. I% is expected tc continuwe. 43 1t dows, there will be more
specification production and bauying and farmers will do well to take the market
route -~ "I'1ll produce what the markst wants'--irstzad of the old aprroach--"I'll
produce what is traditicmal”. Ey studying waat the merket wants, his abillties erd
his resources, he will combine them where profiteble to produce for a market. There
are riske in getting tied to oune of a few buyers, bat there are also eédvaniages that
may cutwelght the dissdvanteges.

"¥ass’ buylng ard merchendising with its resuliting specification production
and vuylng is here to stay and the market approach -- producing what the markesg
vants--13 good business in todays consumer oriented ecomnomy.
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