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_ When the invitation was accepted to- 
“ards the end of 1984 to read a paper 
“* your conrerence, it was my intention 
“0 make its content largely statistical; 

only with Important changes 
rave taken place cn the principal 

ark ets over the past ten to 
a also to make comparisons 

gerds ¢ the costs of the market ser- 

endered by representative markets. 
; howaver, not proved to he 

Sibie for a public Paper of this nature. 
SO many estimates and arbitrary as- 
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Catalin end-ficures for comparison of re- 
wults oF one merket with another. Such 
~<\imates, with the necessary qualifi- 
vsions, could lead to misunderstanding 
~Cnseque ently, little of the results of the 
“Asiysis could be used he 

by, “rom the beginning I had in mind 
“Ss present title of this paper, but could 

wa have anticip pated then that matters 
he wt take such a decisive turn as they 

“YE taken during the past few months. 
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YOu are aware, a deputation repre- 
the United Municipal Executive 

South Aarican local suthorities saw 
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and Mar! keting, 
2 Town on February 8, ws in 

narketing boar rds 
Ops societies - which, in 

“S View of the U.M.E., threaten the 
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€ Cf municipal markets. 
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r Agricultural Economics and Marketing 

Consequently, a meeting was held with 

the Minister on the 30th of March, at- 

tended by representatives of all the par- 

ties concerned, AS a result of this meeting 

it was decided, 4S you are also aware, 
that Minister UysS Should appoint a re- 
presentative committee to go fully intothe 
reasons for the unsatisfactory state of 

affairs, and to make recommendations to 
rectify matters. 

I therefore trust that you will under- 

stand my problem in dealing with a ques- 
tion which has become one for special 

consideration by local authorities and the 
users of the municipal markets. I was 

tempted to regard the subject as sub judice 
and to refrain from dealing with it here 
at all. But I am Sure this would have 

disappointed you. Also, I cannot see that 

anything is to be gained by avoiding public 
discussion of the issues I have in mind to 
place before you aS Market Masters, I 
shall try and limit myself tothose aspects 
which, in my view, have become of funda-~ 

mental importance for the future of the 
large municipal markets, Because of the 

two considerations to which I have re- 
ferred, this paper is a relatively short 

one with few statistics - for which many 
of you will no doubt be grateful! 

Let me make it clear right at the 
outset that all my remarks in this paper, 
except when otherwise qualified, refer 
only to produce markets in the large ur- 
ban centres of the Republic. [have in mind 
here centres with populations of 100,000 
and over. 

Vow me £0 réier to the paper | read 

Annual Conference at Pieter- 
maritzbare on April 20, 1948 (also 
published in the "S.A, Journal of Econo- 
mics", June 1548). It is important that I. 

   



    

should do so, because several of the points 

I deal with today were fully dealt with 
in that paper 17 years ago. Most of the 

things I predicted then have come about; 
and, to my dismay, we have not made 

much progress Since then in dealing with 
the crux of the problem to which I then 
directed attention - and which remains 

unsolved to this day. I shall return to it. 

PROGRESS MADE 

We are all grateful for the progress 
which has been made over the past ten 

to 15 years in the marketing of perishable 
farm produce on our municipal markets. 
Our urban populations have grown at a 
breath-taking rate. Per capita incomes 
have risen steadily and the per capita 

consumption of vegetables and fruit is 
steadily increasing. Consequently, the 

volume of 32 kinds of fruits and 17 kinds 

of vegetables on the eight major municipal 
markets has grown during the 11 years 
ending 1963/64 as shown in Table 1. 

TABLE 1 - Sales on eight markets 

year. 
as compared with that of the previou® 

True enough, these figures are 
taken collectively for the eight principa! 

markets*; nevertheless, it illustrates dra~ 

matically the steady unbroken growth 1° 
the volume and value of vegetables and 
fruits marketed year after year. Thanks 

to our excellent transportation syste™: 

supplies are drawn from far and wide 
to every-one of these eight markets. 

Consequently, crop failures in one are@ 

are largely compensated by supplies fro™ 
another area; similarly, bumper croP® 
in one area spill supplies over to distant 
markets in other areas. 

It is significant that the 1963/64 sale® 

exceeded the 1953/54 sales on the eight 

markets by 70 per cent on a welg 
basis and by 84 per cent on a value baq 
sis. This means that the increase }” 

turnover exceeded the increase in popum 

lation in the areas concerned, 

It would be interesting to make exact 
comparisons in respect of the growth 

    
    

  

    

    

ee 

Weight Value ee 
(1,000 tons) Index (R1,000) Index 

1953/54 552 100 22,948 109 

1954/55 586 106 24,184 105 

1955/56 617 1120 26,049 114 

1956/57 683 124 27,296 119 

1957/58 668 121 31,873 139 

1958/59 689 125 31,380 137 

1959/60 745 135 30,115 131 

1960/61 778 141 34,123 | 149 

1961/62 800 145 35,476 155 

1962/63 854 155 37,445 163 

1963/64 975 177 42,512 185   
(See Annexure for details) 

  
    

The steady annual growth inthe volume 
and value of vegetables and fruits marketed 
is impressive. In spite of periodic 
droughts, unusual frost damage in some 
years, and depressed prices in other 
years on account of heavy supplies, it is 
remarkable that not in one single year 
during the period in question a drop 

occurred (either in volume or in value) 

in population in the centres concerned 
in turnover on th? 

  

with the increase 

eight markets in question. However, this 

*The eight markets are (in order of 

turnover): Johannesburg, Cape Tow? 
Durban, Pretoria, Port Elizabeth, P1¢" 
termaritzburg, Blcemfontein and East 
London. 

   



Would be a difficult task, as the large 

harkets also serve populations beyond 
their municipal boundaries. On the other 
and, produce is consumed in municipal 

areas not purchased on markets. For pur- 

Poses of comparison, I took the popula- 
‘ion cf the entire Witwatersrand, but 
pnly the vegetables sold on the Johannes- 

Surg market. For the other seven cen- 
tres the populations of only the municipal 
ereas in question were taken, 

5 The results were as set out in Table 

TA Dr x i oo, 
*ABLE 2 - Increase in population in 

eight centres 
    

    

1954 1963 Percentage 

increase 

% 
Whites | 1,525,000/1,862,000 22 
Non. 

    

          Whites |2,499,000/3,459,000| 38 
TOTAL 4, 024,000] 5, 321, 000 32 
a 
    

Although the population figures do not 
Wuite correspond with the municipalareas 
"2 which the eight markets are located, 

Is quite evident that the volume of 
Sales of vegetables and fruit has in- 
“reased considerably faster thanthe num- 
“fs of people living in the neighbour- 
°0d of these markets. 

é The obvious conclusion to be drawn 
"om this is that the consumption of 
vegetables and fruit is increasing per 
“ad of population. This is to be ex- 

Pected and the trend will continue, es- 
Pecially as income per family rise 
“nd as dietary habits change, 
, 
~ARGE MARKETS AND 
‘ATIONAL MARKETS 

All of the eight markets referred to 
\ Ove could be regarded as national mar- 
€ts, in the sense that they normally 
Yaw supplies from producers in many 

  

districts of several provinces. The five 
largest ones also normally supply the | 
needs of buyers located outside the boun- 
daries of the municipalities in which the 
markets are located. For 1963/64 the 
turnovers on these markets were approxi- 
mately as set out in Table 3, for vege- 

tables and fruit. 

TABLE 3 - Individual turnovers of the 

eight principal markets for 
1963/64. (Figuresare still 

  

  
    

  
  

    

provisional) 

Market Tons sold | Value sold 

(R1, 000) 
Johannesburg 376,895 17,134 

Cape Town 204,098 9,138 

Durban 135,661 6,070 

Pretoria 91,821 3,769 
Port Elizabeth 54,863 2,267 

Pietermaritzburg | 38,262 1,510 

Bloemfontein 33,322 1,345 

East London 40,129 (1,279 

TOTALS | 975,051 42,513 
            

Source: The Division of Agricultural Eco- 

nomic Research, Department of Agricul- 

tural Economics and Marketing, in colla- 

boration with market masters. 

As these markets grow, their national 
character increases relatively. As urban 

centres spread out, relatively less house- 
holders buy directly on markets. 

Intermediaries buy on markets in or- 

der to make supplies ayailable to house- 
holders via general food distributors and 

via specialised fruit and vegetable dis- 
tributors. IncreaSing quantities are sold 

to such end-buyers who do not trade 
or reside in the Same municipal area in 

which the market is Iccated and where 
the produce was purchased from the pro- 
ducer or his agent. It is therefore evident 

that these larger markets have ceased 
to be of interest only to the ratepayers 
of the municipality in which the market 
is situated. A few years ago it was esti- 

mated by consultants, engaged by the Jo-  



hannesburg municipality to study the sales 
on their market, that about 40 per cent 

of the produce sold on that market was at 
that time bought by buyers outside of the 
Johannesburg municipality. 

This brings me to the crux of the pro- 

blem with which I wish to deal here to- 

day - namely the interest of "outsiders" 
{of persons and bodies outside the boun- 
daries of the municipalities owning the 
market) who have a vital interest in the 
manner in which these markets are ope- 
rated. Broadly speaking, they are the dis- 
tant sellers who sell their produce on 
these markets and the buyers from outside 
the respective Municipal areas who regu- 

larly buy on these large markets. They 
include the marketing boards and co- 
operative societies, whose duty is to en- 

sure that producers obtain fair and rea- 
sonabie prices. 

But before dealing with the problem 
specifically, I wish io direct attention to 
important changes which have taken piace 
in South Africa in recent years - and 

which have an important bearing on the 
problem as such. 

CHANGES IN MARKETING 

Simultaneously with the tremendous in- 
crease in the volume of vegetables and 
fruit marketed in the large population cen- 
tres of Scuth Africa, a number of develop- 
ments took place which shouid be taken into 
consideration by those who wish tounder- 

stand the position. 

The most important of these are: 

1. Faster conveyance of perishable pro- 

ducts (by road and rail) as well as 

relatively larger quantities transported 

by road - and over larger distances, 
The rapid development of this trans- 

port action by road over long distances 

applies both to and from markets. 

2. Increase in standard packing of more 
types of products as well as better 

grading. More producers realise that it 
pays to market quality products and to 

grade them uniformly. 

3. Increase in specialisation with the 
handling of fresh fruit and vegetable>: 
that there is an increasing num” 
ber of persons who make it thell 
business to handle only vegetable® 
and fruit, and some who concentratl© 

on a few types only. Such perso 

make it their business to know where 

nd from whom they can obiain thel! 
lies at reasonable prices and diS” 
of them profitably. As an iilus7 

on of this, mention may be made 
€ so-called Portuguese vegetable 
fruit traders in the Transvaa) 

fa large buyer at George, who buy® 
ind sells vegetables and fruit on ° 
considerable scale at various centre® 

ranging from Cape Town to East Loh” 
don, including Ladismith and Oudt®” 

hoorn; and of the "Super Markets 
which sell in an increasing este? 
to housewives fresh vegetables an 
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fruit (standard packed) together with 
other foodstuffs. 

When these factors are taken togethe”» 
they have the effect of buyers and seller 
becoming people in a hurry. In oH 
words, go-getters who know what they 

want and find out very quickly where tney 
can get it. Ifthe market is not satisfactory” 
they get busy on the telephone. The 1” 
creasing expansion of standardisatio? 
coupied with the increasing persona. 

knowledge acquired of each other ® 
buyers and sellers, enables them to rea’ 

price agreements on the basis of & gma! 

sample of the product, or even by mean? 
of the telephone if necessary. 

r 2 * 
- > t e7 

This quickened tempo by which it ? 2 
comes necessary to do business, is or 
that the larger markets should take note Or 

CENTRAL MARKETS ESSENTIAL 

There is no doubt but that the great 

majority of buyers and sellers pre’?” 
to buy or sell their products at a SW") 
ably situated centre in the city. It save? 

much time and expense, It affords 1° 
aids 

opportunity for both parties to ascert4 

within a short time, the supply anddem*” | 

position; and each buyer can determi. 

quickly which consignment wili best 5” 

an 
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his requirements, and then decide the 
Price he is prepared to pay. 

But this general wish is subject to 
two important considerations, namely time 

and expense. Most buyers have only little 

time to spend at the market, For them 
time is money. If they remain too long 
at the market, their selling business 
Will suffer. . 

That is why marketing conditions 
Should be adjusted to the changed condi- 
tions of our time, otherwise the parties 
Concerned will consider other plans to do 
business in another way, outside the 
Market, 

Apart from sufficient and satisfactory 
Physical facilities for off-loading, display, 
Contrel over and despatch of supplies, 

the greatest Single factor which deter- 
Mines time and costs on the municipal 

Markets today, is the method of sale.   

METHOD OF SALE 

_ The sale by auction is an old and 

Geep-rooted method on our municipal mar- 
kets. It is one of the oldest national 
traditions in this respect, dating back 
‘O the days of the Dutch East India Com- 
Pany. In the olden days, all farm pro- 
ducts - ranging from wood, wool, hides, 
STain, meat, eggs and vegetables - were 
Sold by public auction. The commission 
Cn sales became a jealously guarded 
Source of income for every hamlet and 
‘own, It was a vested "right", granted by 
the authorities, from the earliest times, 
° Svery town (later the city). 

Following on the grading of products 
“nd specialisation of trading channels, 
°neé product after another began to dis- 
“pear from the market until today only 
vegetables and fruit remain. Every time 
“ preduct: faded and disappeared from 
the market, the City Fathers and market 
Masters were very concerned. In this 
‘egard you will recall perhaps the case 
°l eges during the early fifties! 

W a © have now arrived at the last 
“fonghold - namely that of the extremely 

perishable and still relatively unstan- 
dardised vegetables and fruit. . 

While the market masters and market 

operators of Cape Town and Port Eliza- 
beth had realisedfor a considerable period 
that the time had arrived for the sales 

method to be adjusted to the changed 
conditions, progress in this direction 
at other large centres appears to be 
slow. There are even signs of sustained 
opposition to such changes, This attitude 
is understandable in the light of the 

historical tradition already mentioned and 
the natural inclination of man to cling 
to that which he knows, | 

For those persons who still harbour 
these sentiments, I submit two aspects 
for their consideration: 

Firstly, that sale by auction can only 

be justified where conditions for auc- 
tioning are distinctly favourable - such 
as lively competition amongst buyers 
and where sales can be effected swiftly 
in proportion to the quantities to be sold. 
And, secondly, that, according to the data 
recently coilected by Mr. J.B. Bester 
(Chief Professional Officer) and other 
investigations of the Division of Agricul- 
tural Economic Research of my Depart- 
ment, it is evident that the costs entailed 
in sales by auction exclusively (coupled 

with the "rotation" method as regards the 
arrangement of products) are particularly 
high. 

  

It is very clear to me that this method 

of sale by auction exclusively has become 
a luxury which we can no longer afford. 
This is one of the subjects which call 
for early and serious attention. 

Let me add at once that I fully realise 

that this is @ Subject which cannot be 
considered by itself, but should be viewed 

in combination with the other aspects, such 

as the space available on the market, 

the number of agents occupying that space, 
the guarantees by buyers, and so forth. 
Nevertheless, I believe that where there 
is a will, there is a way.



    

Sales out of hand (which is the stan- 
dard method of sale for vegetables and 
fruit on the markets of Britain, the U.S.A., 
Canada and most of the other countries) 

will naturally make high demands on the 
agent and his salesman, They are expected 
to know the value of each product. At each 
transaction the judgement and integrity of 
a salesman are put to the test, and should 
a mistake be made or a lower price 
accepted, he cannot hide behind the mar- 
ket master. But where an agent of the 
right calibre is available, larger quanti- 
ties of a product can be sold within the 
allotted time and with a minimum of ex- 
pense than can be done under the system 
which we so often see at our auctions, 
namely where a large number of auctio- 
neers in a certain section have to shout 
themselves hoarse Simply to attract afew 
buyers nearer to them, 

That is why success with sales out of 

hand obviously also require the co-opera- 

tion of agents and buyers. I trust that we 
are going to get it. 

CONTROL OVER THE MARKET 

In the foregoing it has been pointed 
out that our larger markets serve not only 

the interests of local producers and buyers, 
but that their services have become of a 
national character. It was further pointed 

out that new factors have come to thefore 
which make the management of a marketa 
complicated business, 

The question therefore arises: Should 
the control of the market be left solely in 

the hands of a local authority? Is such 
management not inclined to deal with the 
activities of such a market mainly on the 

basis of local considerations? Inthe nature 
of things, this should be the case. But 
should housewives insist oncertain facili- 

ties, must such requests receive recog- 
nition out of proportion to their importance 
as buyers on a large market? 

Furthermore, serious doubt has arisen 
as to the ability of local authorities to 
exercise efficient Supervision over the 
management of a large market, with all 
its intricacies and problems, whereby the 

10 

clashing of interests are involved. The 
business activities on a large produce 

market, with its changing needs according 
to the product concerned, scope of sales, 
type of buyers, measure of control to be 
exercised, etc., has become so compli- 
cated in nature and scope (and differs 50 
widely from the type of business which 
Town Councillors usually have to deal 
with) that they, in the nature of things, 

cannot give guidance to the market mas~ 
ters regarding his problems. Usually 
he has to solve his own problems. In cases 
where he requires the Council's decision: 
he is practically: the only man to indicate 
what the Council should decide. He sub- 
mits his case according to his own view~ 
point, and it would probably be difficult 
for the Council to disagree with him 
concerning matters relating to methods 
of sale of products on his market. 

As already indicated, the method of 
sale on the markets has become of the 
greatest importance to buyers and sel- 
lers. Where important differences with the 
market master arise, matters can be- 
come serious; where they arise with the 
Council itself, they might become eve? 
more complicated, 

ADVISORY BODIES 

It may be said that there are advisory 
committees to deal with such matter®: 
but in practice this is not always satiS~ 
factory. It is a difficult matter for 2” 
advisory body to accomplish much where 
its advice does not conform to the view? 
of the market authority. 

When, in 1948, I addressed your ID~ 
stitute at Pietermaritzburg on this su0- 
ject, I still had faith in the good effect 
of advisory bodies. 

Allow me to read to you a few eB” 

tracts of what I said at the time: 

"From the national point of view it 
seems clear that under present-day coP” 
ditions in the Union there should be # 
central authority which should actively 
interest itself in the manner and effl- 
ciency with which local authorities carly 

   



Out their delegated market functions, It 
1S an untenable position that these local 
authorities should be responsible to no 
One on such a vital matter, concerning 
the welfare of citizens outside the borough 
boundaries. It is hard to believe that 
the Fathers of our Constitution could 
have foreseen in 1909 the present-day 
Situation in this respect, when, under 
Section 85 of the Act of Union, all powers 
With regard to markets were delegated 
to Provincial Councils and in effect re- 
delegated to local authorities," 

"The main functions of a central mar- 
Keting authority should be advisory to the 
Ocal authorities, but it should also have 
Some supervisory powers. It should equip 
\tself to obtain the best available infor- 
™Mation on the efficient operation of mar- 
€ts dealing in perishable produce: it 

Should, with the co-operation of market 
Masters, collate the experiences on the 
Various markets; and, on the basis of 
his advice, assist local authorities and 
market masters in the planning of new 
‘acilities and the realisation of improve- 
ments in the methods of handling, display, 
S€lling, accounting, etc., where necessary. 
An interesting variety of methods of 
“Perating produce markets exist in the 
Nion, from which a great deal is to be 
“arnt, and, in attempting to effect im- 
Provements, an experimental attitude of 
ind in dealing with the problems is very 
desirable. But, in order to obtain the best 
Tesults, some central co-ordination of 
“xperiences in various centres would be 
highly desirable." 

“Responsibility for the actual operation 
Of the market, appointment of staff, etc.., 
Should, the writer feels, remain with the 
’Cal authority as at present, but provi- 
‘10n should be made for anactive advisory 
“Ommittee on local marketing matters, ..." 

"By supervisory powers is mainly 
meant that market by-laws should be sub- 
ct to the approval of the central au- 
“rity, as they are now subject to the 
“PProval of the provincial authority. But, 

11 

in co-operation with local authorities 
more uniform codes of practice should be - 
deveioped for various sizes and types of 
produce markets, and it should be the 
duty of the central authority to see that 
these codes of practice are gradually 
introduced and adhered to. The approach 
should be one of advice and persuasion, 
but where a local authority should be 
adamant to effect necessary changes, the 
central authority should be at liberty 
to bring the matter publicly to the atten- 
tion of rate-payers and, if necessary, 
to confer with the Administration of the 
Province concerned on any further steps 
which may be necessary to take." 

"Furthermore, it should be competent 
for an authorised officer of the central 
authority to investigate on the spot an 

irregularity, observed by him, committed 
by an official of the local authority, or 
to investigate a complaint that an irregu- 
larity has been committed." 

WHAT HAPPENED SUBSEQUENTLY 

As you know, the so-called De Klerk 
Committee was appointed shortly after 

this, and submitted its report towards 
the end of 1952. This Committee recom- 
mended the establishment of a National 
Marketing Advisory Board, with which 

you all are acquainted, Due to various 
reasons, which cannot be discussed now, 
this Board could not begin to function 
until 1957. Some people have expected 
great things from this Advisory Board, 
but it should be observed that this body 

could only act in an advisory capacity 
and that its functions did not include su- 
pervision (supervisory powers), as I re- 
commended 17 years ago. 

  

This Advisory Board - of which, for 
my sins, I was elected chairman - 
accomplished many things in spite of 
considerable difficulties, suchasthe Mar- 
keting Code and the Act on the Sale of 
Perishable Products (Act No. 2 of 1961). 
This has served as an important forum 

 



  

where knowledge and viewpoints on pro- 
duce markets could be exchanged, andhas 
undoubtedly served as an incentive for 
many of the new opinions regarding im-~ 
provements of marketing facilities and 
sales methods. 

But as to the vital question of super- 

vision on what should be done, and the 
establishment of a central body with a 

measure of authority, we are no nearer 

to it today than we were 17 years ago. 

  

A VOICE IN MATTERS AND 
RESPONSIBILITY 

Perhaps we are trying to achieve the 
impossible, namely to give outside in- 

terests (such aS organised agriculture, 
market agents, conSumers and the central 

government) a voice in matters relating 
to markets - but without any responsi- 

bility whatsoever. The final say in most 

matters of consequence rests absolutely 
with the local market authority. If anyone 
is not satisfied with a decision, or lack 

of decision, of a local authority on a 
matter pertaining to the running of a 
market, it is just "too bad''. There is no 

higher authority to appeal to - except 
in theory the local ratepayers - who 

again on matters affecting producer inte- 
rests cannot be expected to develop 
much interest. Theoretically the Adminis- 
trator could be said to have the right to 
intercede, but we know in practice that 
he will not, unlesSS some ordinance is 

affected. 

This brings us to the deadlock we have 
now reached between local authorities on 

the one hand and producer interests on 
the other hand - tO which I referred ear- 
lier on - and which has become a special 

problem to be studied jointly by a repre- 
sentative committee to be appointed soon 

by the Minister of Agricultural Economics 
and Marketing. In view of the task to be 
undertaken by this committee, I should not 
say more in this question now - except 
that, in my view, the crux of the proble™ 

is that of reconciling the interests 0 
the users of the market with those of the 
local authority. 

The users of the market are interested 
in rapid, dependable and noi too expensive 

services. The market authority should 
concentrate on providing this service: 
without insisting that the method of sale 
of produce should be on the basis Oo 
outmoded ideas. 

What we need is anew mental approach 
to the whole problem. All concerned shoul 
be prepared to put on their thinking caps 
and work out solutions which serve best 
the problems of marketing expeditiously> 
and at lowest cost, increasing quantitie® 
of highly perishable produce. If this 1° 
done, I foresee a bright future for central 
produce markets. But where market mas~ 
ters and local authorities are going t0 
be more aware of their "rights" thanthe!? 
opportunities, they should not be sur 
prised if methods of sale and distributio? 

develop which will by-pass municip@ 
markets. 

I can think of no more challenging prO7 
blem than this one - which we all have t° 
tackle - whether we like it or not. It 
provides a great challenge and a ereat 
opportunity to the market masters, cily 
councillors and market agents assembled 
at this conference. I wish you luck 1!” 
dealing with it in a worthy manner. 

   



ANNEXURE 

Total quantity, total value and value per ton of 17 kinds of vegetables and 32 kinds of 
| fruit sole on the eight!) largest municipal markets for the seasons 1953/54 to 1963/64 
  

  

    

  

            

| Season (Jul./Jun.)| Quantity | Index?) Value Index“) | Value per! Index4) 
(1,000 tons) (R1, 000) ton (R) 

Vegetables 
1953/54 401 100 15,299 100 38 100 
1954/55 430 107 15,759 103 37 97 

1955/56 454 113 17,159 | 112 38 100 
| 1956/57 499 124 17,648 115 35 99 

1957/58 460 115 22,234 145 48 126 
1958/59 507 126 21,461 140 49 110 
1959/60 545 136 19,534 128 36 95 
1960/61 539 134 22,809 149 42 110 

| 1961/62 566 141 23,847 156 42 110 
| 1962/63 600 150 23,140 151 38 100 

1963/64 38 159 26,791 175 42 110 
Fruit 

1953/54 154 100 7,840 100 51 100 
1954/55 160 | 104 8,656 110 54 106 
1955/56 167 108 9,124 116 54 106 

| 1956/57 184 119 9,648 12 52 102 
! 1857/58 209 135 9,639 123 46 90 

| 1958/59 181 117 9,918 | 126. 55 108 
| 1959/60 200 130 10,580 135 53 104 

1960/61 239 154 11,314 144 AT 92 
1361/62 234 152 11,629 148 50 $8 
1962/63 260 168 14,305 182 55 108 
1963/64 307 199 15,841 202 52 102 

Total 
1953/54 555 100 23,139 100 42 100 
1954/55 590 106 24,414 106 41 98 
1955/56 622 112 26,284 114 42 100 
1956/57 683 123 27,296 118. 40 95 
1957/58 668 120 31,873 138 48 114 

| 1958/59 689 124 31,379 136 46 109 
| 1959/60 745 134 30,115 130 40 95 

1860/61 778 140 34,122 147 44 105 
1961/62 800 144 35,476 153 44 105 
1962/63 | 860 155 37,444 162 44 105 
1963/64, 945 170 42,632 184 | 45 107 
  

      

| 1) Johannesburg, Cape Town, Durban, Pretoria, Port Elizabeth, Pietermaritzburg, 
Bloemfontein, East London. 

*) Index 1953/54 = 100. 
Weight (tons) of produce sold. Estimated by the Division of Agricultural Economic 
Research of the Department of Agricultural Economics and Marketing. 
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