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This thesis has been written for the benefit of grocery
store personnel interested in acquiring a knowledge of the
methods used in the production and distribution of meat. It
is the opinion of the writer that such information is often
found lacking in groeery stcre personnel and consequently in
young executives moving up from store level positions., It
is felt that an understanding of the fundamental methods em-
ployed in producing and distributing meat 1s important to
anyone seeking executive status in the grocery chain store
field, not only because of the significance of meat in the
food industry, but also due to the need for developing men
with "well-rounded" backgrcunds who will one day be better
cualified to assume the responsibilities of management.

With this purpose in mind, the foremost components of
the meat marketing system are outlined. Only that informa-
tion which would be of value or interest to grocery store
personnel is included.

The information contained has been gathered from numerous
printed publications, bulletins and booklets, and from first
hand interviews with prominent men in the meat industry.

The following paragraphs contain the findings that have
been made in establishing the factors most pertinent to
grocery store personnel.

The importance of meat cannot be over-erphasized. Its
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nutritional value alone is instrurental in assuring the
health and vitality of human beings everywhere. Farmers re-
ceive much of their revenue from mest and almost half the land
in this country is utilized by livestock converting grass and
similar forage into foods suitable for human consumption.

Livestock 1s raised 1n certain areas of the country in
order to take advantage of the available feed and climate and
because the topography of the land prohibits commercial culti-
vation., Producers can market thelr cattle in many different
ways through such agencies as the public markets, local buyers,
cooperative associations, auctlions and concentration yards.

Livestock marketings not only vary widely from month to
month but from week to week and day to day. This situation
brings about a seasonal influence on the price cf meat as does
the duration of beef, hog and lamb cycles. Supply and demand
conditions which result from these factors have a definite
effect throughout the industry.

To meet the demand for fresh meat, the meat packing
business is geared to slaughter, process, and distribute meat
on ; high-speed time-table. Approximately ten days after the
livestock has been slaughtered, the meat has been purchased
by retallers thrcughout the nation for their customers,

From this point on, it is the responsibility of retall
meat merchandisers to sell the prcduct to the consumer. This
is accomplished through the establishment of competent buying
and merchandising departments, efficient distribution systems,

proper store ordering, effective inventory control and similar



ey



methods of management. Meat cutting tests are performed to
provide a standard procedure and pricing guides used to help
establish retall prices. The consumer must then be told about

the advantages of meat and subjected to an appealing display

in retail meat cases.
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CHAPL:R I

INTRODUCTTION
Purpose of Study

The manner in which we live ard the length of time we

live are determined in large part by cur diet. iroi thousands

of years, meat has been a pillar of the human diet. Primi-

tive man chose it instinctively. Modern man not only obtains

from meat the same rich enjoyment, but also has profited
from the discoveries of science which have shown how richly
meat contributes to the satisfaction of his needs, both foi
hi gh-quality proteins and easily digested fats, and for many

of the essential minerals and vitamins.

But meat also has other virtues, It 1is pleasing to the

eye and tempts the appetite; not merely a food, it is even a

goal of man's existence. A vigorous and healthy nation needs

meat, The fuliiilment of this need is accomplished by pro-

viding it for the people of this nation through a complex and
diversified channel of distribution.

Tne purpose of this thesis is two-fold. An obvious pur-
POse 1is to indicate the significance of the meat industry, not

only as a segmcnt of the food industry but as an important

tontributor to our nation's growing economy. It is forecast
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that some 16 billion deliial's in consumer expenditures will be
spent for meat alcne in 1955, This figure represents over 6.5
per cent of 1955 consumer expcncltures forecastl and does not
include the revenue received from the many by-prcducts of the
industry., It is a healthy coniribution to an expanding economy
and signifies the unknowing recognition by the American people
of the importance of meat in their lives,

And yet its importance cannot be fully expressed in a
purely monetary sense. The meat industry 1s ccuposed of hun-
dreds upon hundreds of varied occupations, ranging from the
farmer who is the very basis of any economy, to the retailer
who performs the final distributive action of the meat market-
ing force. Each component of the marketing system is an in-
dustry in itself, Each component provides employment for
millions of men ana women throughout tihe United States. Prac-
tically the entire populace is dependent upon meat and the many
industries that have developed because of its acceptance. Some
receive their very livelihood from meat while others delight
in 1its savory taste or nutritive values.

The synopses of the components of the meat marketing sys-
tem are presented in the following chapters in an effort to
point out the vastness of the industry, the factors and condi-
tlons which bring about this immensity, and the far-reaching
effect it has on the people of this country. It is thought
that an uncerstanding of these components will serve as sup-
Plementary evidence in confirming the importance of the meat

industry.

AR The Livestock and Meat Situation. United States Department
of Agriculture, Agricultural Marketing Service, (March
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The second and primary purpose of this thesis pertains

to one of the principal distributors of the final meat pro-

duct -- the chain store food company. It is the ccntenticn

oz the writer that there are men cccupying positions of re-
sponsibility in food chains who have only a2 varue understand-

ing of the system employed in marketing meat. The general

store mana;er serves as a prime example., Many men in this

position guide the activities of $5 million per year opera-
tions with practically no idea of the marketing functions
involved in their meat department., The Food Distribution
Curriculum at Michigan State Universlity reiterates this con-
tention. Among the 1954-55 class were former store managers,
grocery managers, produce managers, co-managers, trainees,
etc., sponsored and carefully selected by several of the
largest chains in the country. They readily admitted their
lack of knowledge on the subject and substantiated the ne-
cessity for it by participating in courses such as Animal
Husbandry, Agricultural Economics and Poultry, which were
directly concerned with the marketing of livestock and meat.
These men and others working in the same capacity simply never
had the opportunity to learn about the meat industry. Train-
ing programs have been established in some companies in order
to acquaint the personnel with each department in the store.
This certainly is a step in the right direction. However, in
the majority of cases the training is limited to routine store
OPerations, and the trainee does not grasp the full significance

of <the marketing system., Perhaps he has no immediate need for

Such a knowledge, being temporarily preoccupied in the exercise
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of his duties. Yet when the time comes for him to assume the
responsibility of supervision and leadership in a company,
this 1s the type of knowledge that will aid him most.

Supervisors do not necessarily have to possess the tech-
nical skills 1nvolved in cutting and preparing packages of
meat since many of the rules governing these techniques are
passed down via company policy. Their Jjob 1s to supervise

and see to it that these policles are carried out. It is also
their job, however, as an important tool of management, to
understand the structure and operation of the marketing sys-
tens pertaining to the food industry; to be able to explain
these functions to a less informed store personnel; and to
place themselves in a position where they would be ready and
able to accept a Jjob in any department of the company.

It is the opinion of the writer that deficiency in this
respect 1is also present on a supervisory level, This is only
natural when the source of supervisory management is consider-
ed. Most supervisors ascend a gradual store ladder in the
grocery department and then make their final step from general
store manager. Since there is generally no trailning or source
of knowledge at store level, the supervisor is equipped only
with the limited information he has gathered from his own ex-
Perience. Usually both technical and general knowledge of the
complete meat department operation are found lacking. Some
companies have attempted to mitigate the situation by appoint-
ing meat supervisors (thoroughly trained and experienced meat
men) for each District. This form of specialization is effec-

tive but it creates certain problems in so doing. In instances
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where the general store manazger has authority over all de-
partments of a stcre, the meat manager 1s responsible to

three men directly above him; namely, the general store mana-
ger, the meat supervisor and the district supervisor. One of
the fundamental rules of manrgement is that, although sub-
ordinates should bc held definitely accountable to their
superiors, divided accountability should be avoided. No sub-
ordinate should have more than one boss. If he does, there

are bound to be times when he receives conflicting orders and
friction may follow. The subordinate himself is usually in

no position to take direct issue with either of his superiors
and hence 1s in an untenable position.2

This same type of ineffective management can be traced
progressively through many organizational charts. Its exis-
tence is seemingly inherent in the corporate chain. There
are exceptions, to be sure, but they are usually few and far
between, The chain stores started out as grocery stores witn
grocery men as their leaders. Today they are highly depart-
mentalized with some self-service meat departments contributing
thirty-five per cent of the business. The chains have not kept
pace in training men to combat this significant emergence of
departmentalization.
At this point one thing should be made perfectly clear.

The 1ﬁplication is not that meat department personnel are inade-
qQuate, As a general rule, they are top-notch; specialists in
thei r field. The point is that such departmentalized special-
1zation 1s confining., It limits the man and the company.

Mill arg C. Faught, President of the Faught Company, Incorporated,

——

2. Moore, F. G. Manufacturing Management. Homewood, Illinois:

Richard D. Irwin, Incorporatec, 1954, p. 59




observes that:

"We have begun to conclude that while specialization
may still be an ideal way to increase the efficiency of
machines, there are now certain obvicus limits to how
narrowly we should ccnfine a man within this mechanized
and automized process ---- it is important to note that
business enterprise is struggling with ways to get the
whole man back in manzzenent., 1In its search for new
executive material it is beginning to look for what is
often referred to as 'the well-rounded man',"

Mr., Faught explains his statement and the contention cf
the writer with this comment:

"The American economy in all its business ramifica-
tions now produces a billion dollars worth of goods and
services for every day in the year. It is hardly sur-
prising, therefore, that it urgently needs more well-
rounded men wiio have breoad vision as well as special
skills and talents ---- this does not mean that future
business executives or industrial technicians, whether
they are financiers, foundry superintendents, metal-
lurgists, or merchants, will be less well-schooled in
their specialities., They may well have even more precise
training than in the past, because the technological re-
finement and economic complexity of enterprise continues
apace. But these future experts will henceforth - 1if it
is humanly possible - also have their special talents
counter-balanced by a broader undeﬁstanding of the 'whole
show ana where they fit into it'."® -

The crux of the matter 1s that executive talent springing
up from store and supervisory levels is not equipped with a
comprehensive knowledge of the food industry., Familiarity
with meat department operations is very often found lacking.
It 1is this factor more than any other that constitutes a
stumbling block to many ihdividuals, and it is for this reason
that any search for the "well-rounded man" will very often
Prowve fruitless.

Since the executive positions of tomorrow will eventually

be filled by the supervisors and managers of today, this thesis

3-:.—'mF‘augIﬂE, 4. C. The Need For Executive Versatility. Dun's
Review ¢nd dModern Incdustry. (October 1954), p. 66

. Ibid. p. 76




copcedlnlly directed tewnrd them vilh the cxnressced desire
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that 1t may be of come 21id in f017illing their objectives in
the food industry. An effort has been made te provide a clenr,
concise anmlysis of the norketing systen cmnloyed in the dis-
tribution of meat. In so dcing, relererces are made to vari-
ons bulletine and publicaticns that will furnish, if necessary,
a more elaberate consideration of eny cnce varticular phase,

As farther cvidence of the necessity of such information
on the part of chain store personnel, the followinz are some
of the activities beins cenducted or considered by several
large companies. At the recent Meat Clinic concucted by the

ational Asscciation of Food Chains in Chicago (April 18-19,
1955), o topic of ccnsiderable concern preved to be the broad-
ening of the capacity and outleok of meat managers.5 Several
conpanics have already adopted prejects ¢nlling fer the meat
manager to play a meore active rcle. They feel that he should
have a comprehensive knowledge of the entire meat progran,
not mercly & repetiticus view of hic own operation. Theilr
ob Jective is to broaden the present scope of the manager and
enable him to acquire an insight into the various aspects of
the meat industry. At the same time, it would provide the
M2nager with an excellent foundation for a possiblec executive

on scmetime in the future. Zvery chain at the clinic

-I.

po

U)

i+
eXDressed a desire to continue working toward this end.
Another point mentioned at the Meat Clinic established
that porrol proced re in Keat Merchandisins Department is to
Plen ngales prosraws" approximatcly four wecks before the

Actin]l "sale date". Such tentative prosrams are generclly

————
o Discussion with Dr. E. A. Brard, Director of wood Distri-

bution Curricnlum, Michigan State University, April 20,

55,




confirmed tlhirece veeks bhefore the "sale date" so that meat
buyers can have scme leewey in preparing their orders., 1In

both caces, "sales plenning' and "meet buying'", the inclvid-
usls responsible should hzve an accurate and complete picture
of market concditions if maximum resnlts are to be achileved.

He must knew what the farmer intends toc do with his cattle or
hoss, what types of livestock are arriving at the markets,

what seasonal variations may effect the price he must pay,

and many other items that constitute effective "sales planning"
and "buying". The executlive who is familiar with this pro-

cedure is already one step ahead of the next man when the
time comes for advancement,

There is one final supposition that merits consideration.
Centralized prepackaging, a possibility discussed in some de-
tail in tke ccnecluding chapter of this thesis, could very well
revolutionize the entire meat department organization, Such
an operation wculd undoubtedly be performed by the meat packer,
an event which wculd eliminate to a great degree any meat-
cutting at store level., Experienced meat cutters would prob-
ably gain employment in the pecking plants and thus create 2
vacuum directly below the position of meat manager. How then
could a company fill its managerial ranks if there were no
meat men to move up the chain of command? One possibility,
since the operation would no longer require as much technical
sk111, would be a horizontal movement of managers from one
department to another. Once acain the individual with the best

all — around background would have the best chance for advance-

ment
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This last point should be emphasized for it is almost
universally true. The individual with the most comprehensive
knovwledge of his job - whether it be at store level, supervisory
level or execuvtive level - is nicre likely to be promoted than
a less ambitious fellow employee. And cocmprehensive knowledge
in the focd industry includes the study of meats and the in-

dustries associatec¢ with 1t,
Sources of Material

The information contained in this thesis has not been
derived from any one main source. It is rather a combination
of material gathered from numercus printed publications and
from first hand interviews with prcominent men in the meat in-
dustry.

The outline 1s presented alcong the line of most of the
books published on the subject of marketing livestock, A num-
ber of these books have been read along with several pertinent
chapters containeé¢ in books on related subjects. These read-
ings have contributed notably to the overall picture, but due
to their relative antiguity, their usefulness has been limited.

The main portion of thls thesis has been obtained from
up-to-date publications and bulletins published by the United
States Department of Agriculture, the American Meat Institute,
the National Livestock and Meat Board, the Naticnal Association
of Retail Grocers, Swift and Company, and Armour and Company.
Each of these organizations wvas visited and their public re-
lations and agricultural research men interviewved in order to

substantiate the validity of the subject matter., Interviews
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and ccerrespondence were also carried on with top meat executives
of the Krorer Ccrpanry, Detroit Branch, the Crand Union Company,

American Stores, Wripglcy's Markels and the Naticral Teaz Compeny

to complete the marketirg picture.

First-hand infermation has also been secured frcm conver-
sations with various men immecdlately cecnnccted with the dis-
tribution of meat. This was accomplished on visits to the
farms, livestock auctions, terminal marketcs in Chicago and
Detroit, local slaughtering establishments, major meat packing

plants, and their branch houses,
Scope of Study

The substance of this thesis 1s concerned mainly with
the economics of livestock and meat, that 1s their importance
in the production and distribution of wealth, It 1s concerned
with the system of marketing employed in the satisfection of
human needs and desires, The main body of the report is com-
posed of information pertaining to the dynamic business that
brings American farm animals to their ultimate consumers. The
material has been assembled as nearly as possible to meet the
requirements of grocery store personnel in order that they
may obtain a broader view of the structure of this large sector
of our economy.

The chapters have been organized in a manner that shculd
best give a general view of the components of the marketing
systen and their importance., It is believed that an extensive

treatise on the subject is not necessary for the type of
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personnel that this thecis is written., With this thought in
mind, these ccmponents are madc as clear and as meaningful as
possible and their positions in the markelins system are derl-
initely established.

The importance of the meat industry and the problems it
faces are offered as a prelude tc the three mein components.
The latter are categorized as farmer, meat-packer and retailer,
The central markets, direct markets, etc., which might well
be cconsiderec a prominent component of the marketing system,
are linked with the farmer in order tc better describe the
marketing operation. A chapter on the factors influencing the
price of meat 1s included in order to tie in the relationship
between the various components,

The next to last chapter concerns a "look to the future",
and includes a discussion of current trends and future problems
that the meat industry may have to meet, 7This is offered to
give as complete a picture as possible of the meat marketing

system as it is viewed tcday.



CLAPTER II
THE SIGNIFICAICE 0i MEAT
An Important Scurce of Reverue

The wealth and eminent stature of the United States is
depcnaent to a large extent upon the fertility of its land
and the efficlency of its agricultural force. This great
country of ours is the best fec nation in the world, 1Its
populace have access to foods of every variety, whether they
be in a frech, canned or frozen state, Large supermarkets
have opened a new avenue of availlability tc potential con-
sumers, The imagination and merchanaising technigues of the
chain stores, voluntary und cooperative groups, etc. have
whetted the appetites of custcmers to such an extent that the
percentage of disposable income spent for food has risen from
22 per cent 1n 194U to a remarkable 26 per cent in 1953.l

Nowadays it is a simnle and even enjoysble task ior the
customer to do her shopping. The modernistic markets of today
are replete w2th a prepcnderance of high quality products.
Highly processed items have provided a convenience to the
housewife unhecard of ten short years ago. Behind these scenes

presented in the store, however, are millions oi processing,

1. The rFabulous Market tor rocd. Fortune. (October 1y53),
p. 135
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distrivution and transpertaticn workers whose etforts coentri-
bute tc the successiul macieiiny cof foods srecwn hundrecs or
thevsands of miles {rom the place where they are ultimatedly
consumed,

The most inccicoiing and complex division ci the feod
industry is tiie livestock and meat business which takes the
meat animals raised oun siX million American rarms and ranches
and converts them into the ecuivalent of 159 pounds of meat
consumed pos cepita in the United States.2 This consumpticn

ot 25 billion pounds of mcat by the Anericen pecple in 1uhu

indicatec the vastness o1l one of the largest industries in the

3

werld - thie meat industry.
Yet livestcek have always been important to the farmer,
Meat animals moved westward with tie early settlers in the
pioneer and frontier days, and cattle, nugs anc sheep have
continued to be a mainstay of modern agriculture. Livestock
prcvide most farmers with their largest income., The lorgest
single source cf farm income in 1952 was frocm the sale of
cattle for meat (19 per cent)., Other sources included dairy
products (14 per cent), hog (11 per cent), poultry (11 per
cent), and sheep (2 per cent).4 For this reason, livestock

are raised in every state and on practically every farm.,

Utilization of Pasturelandas

Fron neatly fenced pastures in the limited farmlng sec-

cf Public Helations, Chicago, 1955, p. 1

3. Loc. cit,

4, Cattle and Calves. Swift and Comprry. Agriculturcl hkesearch

Department, Chicago, Bull. 15, 1954, p. 7

2. Feet Tor The Fillions. American leat Institute. wvepartizent

PR— S—



tion of the Bast to the vast open ranzes of the West and
Sonthwest, catile ;13x¢ on nature's bounty of rrass. Threough-
c1at the nation's breadbasket - the slcoping, fertile farms of
the Midwest - hearty, fat hogs iced on cern and carefully

p repared supplements, 0On desolate mountain slopes, herds of
sheep search for lush green grass and similar {crare.

These pasturelands are the backbone of the livestock in-
dustry and the primary reason for its importance. For meat
animals, in their growing and fattening process, ccnsume grass-
es, gralns, mill feeds, and protein feeds. These feeds are
rich in nourishmcnt but, except for cereal grains, the general
public cannot eat them. Thus, we are dependent on the millions
of head of cattle, laads, and hogs to transform these grasses
and other feeds which human beings cannot eat, into highly
digestible meat products which are suaitable for human con-
sumption.

Were it not for these grazing animals, 779 million acres
of the farmlsncs and uncenltivated range land in the United
States would give little, ir any, food for human consumption.
In other words, almost half of all the land of our nation 1s
only grassland and cannot be used for growing other foods.
Thus, the procduct of this vast area can be marketed only through
livestock, Over three fourths of the food that beef cattle eat

is g£rass, hay, and foods of this nature. A large proportion

of our lambs eat practicnlly nothing else.’
7. The Story cf Meal Animals. Swift and Compeny. Arricultnral

Research Departrent, Beoklet C, p. 9
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Besides convertin« grcss and ferage crops inte meat,

1 ivestock put to use many other crops that are concamed only
in nart by humens, An estimsted €5 per cent of America's corn
cTop is turned into meat, fo per cent oi tiw oals and 46 per
cent of the barley. Although wheat is grown primarily for
human consumption, livesiocx, by utilizine undergrade wheat
and the material left after milling, acccunt for about 4O per
cent of this cereal.6 Buckwheat, rice anda rye are also fed to
livestock, and in addition, the by-products of many ctler crops
are utilized. Cottonseed and soybeans, for example, are fed
to livestock after ihe oil has been pressed out of them; the
pulp from sugar beets and some citrus fruits is likewise used
forxr this purpcse,

The significance of this essentizl conversion from feed
into meat cannot be overemphasized. Its full impact may be
better realized in the decaces to come as our population in-
Cresses steadily from year to year, Thils point, however, will
be discussed in the seventh chapter of this thesis., It is
sufficient to conclude here that without the resour~efulness
of livestock, much of ile nourishment contained in inedible
forms and so necessary for goed health, would never find its

vay 3Jinto human consumption.
Nutritional Value of Meat

Still another reason for the importance oif meat is that

g:\’::“accnom.’tcs of Livestock and Meat. Arncur and Compeny,
Public Relations Department, Chicago, 1954, p. 2

T ——
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it conlains foc¢ values ol the hirhest quality for all of us.
Extensive recearcn has proved that meat is rich in food nutri-
ents, and as such, it ic rccognized as a basic foca require-
ment,

To begin with, meat is an important source of high cual-
1:ty protein, which is necessary for the growth and repair of
body tissues and fer building resistance to disease, And
while meat is classified as a protein food, 1t does furnish
energy. Its csloric value varies with the amount of fat it
contains, 7This fat not only supplies heat and energy, but
also carries certain fat soluble vitamins,

Meat alsc prevides minerals. It 1s the richest scurce
of phosphorous which is needed to ccmbine with caleium in
buillding bones and teeth, and with protein and fat in building
many body tissues. The iron of meat is present not only in
large amounts but alsc in a highly available form.

Murther nutritive value of meat may be found in its valu-
able ccntribution of vitamins - thiamine, riboflavin and niacin,

In addition to its foed value, meat has many characteris-
tics which recommend it for the diet, 1Its tempting aroma and
distinctive flaver give it universal appetite appeal. Meat
makes the meal more satisfying; the housewife forms her meal
around it., Finally, it is almost completely digestible - pro-
teins 97 per cent and fat 96 per cent.7 Its easy, almost total
digestibility is so widely recognized that it is ;iven in

\.._ .
7. The Food Value of Meat. National Livestock and leat Beard,
Departirment of Natrition, Chicage, p. 3



specially prepared form with outstanding benefits to babies
=zs early as the second month of lifte,

Gocd health and adequate nutrition go hand in hand.
wi thout adequate nutrition, health cannot be achieved or main-
tained. Meat plays an important role 1n the balanced aict
reqguired for adequate nutrition and has done much to make the

IInited States the vigorous and healthy nation that it is.
The Problem of Marxeting Livestecic

Marketins, as we kncw it tcday, constitutes a distri-
bution of wealth, In the case ot meat, it is the way in which
a product is movec from the farmer to the consumer and invelves
serwvices relating to the transfer of ownership of goods and
payments between sellers and buyers, It embraces functions
relating both to the geographical distribution of roods and to
thei r distribution throush time,

Until the start of the eighteenth century, the problem of
narketing livestock was hardly noticeable, The majority of
People were devoted to the land or else they had easy access
to someone who was. For the most part, meat animals were
slaughtered on the farm, and the carcasses were exchangec for
the goods and services supplied by the various tradesmen.
There were no railroads, no refrigerator cars, and no large
central markets.

A= the population of ihe country increased and becane
hore widely distributed, it became increasingly more difficult
te satisfy the needs and wants of the people., The farmer had

become more specialized in his methods cof production and he



feound hireolf with o snirpluc thet ceoild neil Le Ciecpored of
in hie cretlenery Ydirect to the cercurer" mernner., The prob-
lemn for him thien was te bricdse the gop betveen hinmeelf arnd tlc
consrmer,  As 2 result, speciallzaticn of laber was apnlied
to the markelires function ns well ac to cther phases of
prodiuction, The metheds empleyed ot that time have been
altered at varicus intervels due to the introduction of numer-
ous tirme-caving »nd lober-scving devices, bt the struggle fer
more efficicnt distribution methods still goes on.,

On Joruery 1, 1955 there were 95,433,000 cattle and

calves on the farms o7 the Urited States. In additicn, there

(a0

were 55,002,000 hogs und 20,931,CC0 sheep.8 The number of
cattle and calves corstitutes the greatest tctal ever record-
ed in this ccintry. Only the exerticn of tremendouns techno-
logical advonces and scientific researcl:y, res:ltins in a

.

saving of crep end feeds, have ennbled the farmer to acccmplich
this feat. Even greatcr strides rust be made in the future if
e ic to cope with the febulous populstion inéreases predicted
for the decades to come., (Sce Chapter VII).

During 19°%4 there were over 25 million head of cattle,
12 million calves, 75 millicn hogs, and 16 million sheep and
lambs slaughtered in the Tmited States.9 Frem six mrillion
farms @nd rencres in every state, Fecerally inspected meat
Packers in 1954 bousht approximately 100,200,000 cattle, calves,

hoss, and sheep to make into steaks, rcasts, stews, sauscge

€. The Livestockk and Meat Situation. TUnited States Department
of Agriculturec, Arricultural Markeling Service, (March

1955), p. 5
¢, Ipbid. p. 21
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items, and canned meat. They supplied pharmaceutical, sport-
Ing c<cods manmifacturers snd many olhers with by-products for
handreds of lifesaving druzs =nd other itens necessary for
‘aﬁr national economy, Estimoted total meat production for
1954 was 25,575,000,000 pounds vhile civilian per capita
consumntlon was ectimated at 155 pounds.lo
As = resull of the continious presence oi a flourishing
meat industry from generaticn ic generation, the American
people have come to take an ample supply of meat for granted. .
But such is not the case. From the time they are raised until J
the time they are consvmed, meat animals are involved in one J
of the more ccmplex systemns of marketing in the United States.
The situation can be better understcod when the areas of
production and ccnsumption are explored. States west of the
Mississipni account fer 62 per cent of our livestock production
while those east of the Mississippi only 3 per cent, Moreover
69 per cent of America's meat production is eaten in the
heawvily populated region east ot the Mississippi, while cnly
31 per cent is consumed in the states west of the Mississippi.l1
From these figures, it can be seen that the important
livestock-producing zreas and the heavily populated, large
neat —consuming areas just do not match up. It is the problem

et the meat industry to rcconcile these differences and thus

fulfi1] the needs of each individual in the Tnited States.

10. Tlect for the Millions. American Meat Institute. Department
of Public ltelations, Chicago, 1955, p. 1

11. Facte and Figures about the Meat Packing Industry and Its
Products. American Meat Institute, Chicago, 1954, p. 7




CHAPYTER III
TEE POSITION OF 1IE FARMER
Reasons for the Geosraphical Locatiocn of Livestock

It was peinted out in the preceding chapter that ap-
proximately three-fifths of the livestock in the United
States 1s produced west of the Mississippi, whereas about
two-thirds of the meat is consumed east of this zrea, The
maln reason for this is that livestcck need plenty of space
in which to feed and grow. The cection west of the Miscissippi
is ideally suited for production purposes.

The areas in which the various types of animals have
settled differs greatly among the species. 1In general, there
has been a tendency for each species tc be produced in the
region or regions in which it enjoys the greatest ccmparative
advantzage or the least comparatlive disadvantage, This does
not necessarily mean that a single species is prcduced exclu-
sively in a given region. There are many farms suitable for
the raising of any combination of animals and very often this
1s done in order to obtain the maximum potentialities of the
land.  In the corn belt, for example, hogs and beef cattle are
commonly produced on the same farms, A4lso, there are many
hogs kept on dairy farms. However, there are certain regions

that are continually dry and consequently inappropriate for
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pboth beef cattle ancé sheep prcduction, The reesen for this is
cirat only these two species can utilize thiec natiral feeds of
surch areas so that the presence of both on the same range
woltld create 2 decided strain on these feeds.
The location of the crop-producing areas is probably the

mo st important factor to be considered in the situating of

1% vestock. The Corn Belt is a prime example of the natural
attraction that such areas contain. The majority of hogs and
a great many cattle are raised and fattened cn the golden prod- T
uct of this fabulous region., The dairy animal has a natural
advwvantage 1n those areas where grass ond other forage crops =
are plentiful and where the topography of the land or the
fertility of the soil are such that it is unsuitable for
commercial purposes. The grazing lands of the West supply
the necessary grass for cattle and sheep, and the topography
and limnited rainfall excludg ccmpetition from cultivated crops.
Cattle and sheep moving from this region may either be marketed
for slaughter or transferred to another area for fattening pur-
Poses, In the latter case, such animals would be referred to
as " stockers" or '"feeders"., Farmers buy these animals for the
eXpIress purpose of feeding them corn and other grains in addi-
tion +to hay or grass in order to fatten them, Twc or three
months later they are returned to market for slaughter and sold
at a better price.

Areas of livestock production are alsc influenced by the

location of consumers and the availability of markets. This

is especially important in the case of dairying. Dairy cows

Provide g considerable amount of beef for consumption. Also
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veal, (o a large extent, 1ls a product of these dairy farms.
Consequently the necessity for localing dairy farms close to
the consuner actuclly determines the sources of meat supplies
p roduced from dairy herds.

The geographical location of livestceck supply areas has
had an lmportant influence upon the location of markets, meth-
od of marketing, and place of slaughter. Under exlsting condi-
tions, either livestock or meats, or both, have to be moved
from the surplus-producing areas of the West to the deficit-
procucing reglons of the East., From a practical standpoint,
1t has been found to be more economical to slaughter animals
inn plants located in close proximity to the western regions,
to save the by-products, and then to transport the meat in
refrigerator cars to the consuming eastern sections than to
ship the live animals, Also, there is an acute danger of
sustaining a high loss frem deaths, injuries, bruises, shrink-
aze, and freight costs when the animal 1s shipped live. Follow-
ing this procedure, a pcund of meat will travel on the average
ebout one thousand miles from where it is produced to where

it is consumed.l

Arezss oi Production

Beef Cattle

Cattle are generally broken down into two classifications -

thcse raisea for beef and those raised for dairy purposes,

1. Cat¥iec and Calves. Swirt and Comnany, Agricultural Research
Departnent, Chicago, Bull. 15, 1954, p. 12
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Although beef cattle are raised in every state, the most
e>xtensive preduction takes place in the West and Southwest,
Cattle in this areca are raised largely cn grass and generally
ax e cold as stockers ana feeders cr as grass-fat cattle. The
1 == tter are cattle produced on grass that have sufficient fin-
3 sh to be suitable for immediate siaughter, Range cattle usu-
ally spend their first summer grazing and at times are held
ov er for a second summer, VWhen the farmer feels they are
ready for market, they leave the range ares. Most cattle irom
this region come to market in about three months e¢f the year,
Septenber, October, and November. Thils 1s natural inasmuch as
cgxrass 1s the mein feed of range animals, and while there is
plenty of grass in the surmer months, it dles off in the fall.

The Corn Belt is also a heavy cattle production areo,
Many of the livestock shipped out from the range area are
bought by farmers located in the Corn Belt, While feeding
operations are carried on in all sections, most of it 1s done
in this area vherec a surplus of feed grain is produced., These
feeAers and stockers are fattened ana along with the original
high grade herds of the Midwest reach the markets for slaughter
during the spring and early summer months, Texas furnishes the
largest number of high-quality feeder cattle to the Corn Belt,
with Kansas, Nebraska, and other Great Plains states following.
Some of the cheaper grades of feeder cattle come from the
MiSSouri, Arkansas, Tenncssee, Kentucky, Mississippi, Alabama,

. 2
and ILouisiana.

The principal beef-producing areas in the United States

2. Thomsen, F. L. and R. J. Foote. Agricultural Prices. New York{
Toronto, London: McGraw-Hill Book Company, Inc., 1952, p. 3¢3
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- rxre indicated in ¥igure 1.

IDairy Cattl

(¢

bailry cattle are extrerely importont in farmirng opera-
+ ions surrcunding lerge cities where there 1s a ready nmarket
Ccor fluid milk, Dairy farminz is alseo prominent in areas of
heavy grass preduction vhere the milk is made into butter,
cheese and condensed milk, Wisconsin, New York, and Hinnecszota
arc thz leading dairy states, bul dairying 1s praciiced in
most fare ccrm'mities.3

The significance of dairy cattle should not be under-
estinated. There were some 24,408,000 dairy cows on the farn
on Jznuary 1, 19‘55.'+ Perhaps a brief resume of the dairy cow
wowuld serve to point out their Importance, Young female
cattle are xnown as heifers., When a heifer gives birth to a
calf, shec is no longer a heifer but is knowvn as 2 cow. This
generally occurs when the animal is about two years cld.
After 2 heifer has had 2 call, she is able to give milk. FHow=-
ever, she will usually continue to give milk only for about
ten months after the birth of each calf, Cows generally give
birth to five cr mecre calves in a lifetinme.

The products of a dairy farm are numercus, Dairy animals
In America give out about 58 billion quarts of milk a year.s

A little less than helf of this emount is swallowed up by

3. Ibidq. p. 40h

Y+ The Livestccl ond Meat Situation., United States Department
of Agriculiure, Agriculiural larketing Service, (larch

1°55), p. 5

The story of Dairy Animals. Swift and Company. Agricultural
Eesearch Department, Chicago, Booklet ¥, p. O

5.



nzaAan consumption, The remninder is »nrocessed into cheese,
b1 tter, ice cream, canned and powdered milk, and some prod-
ncts ve use but do not eat., A protein cnlled casein is re-
noved fraw mill end used as an aid in producins paint, slue,
{41 dm for cameras, dyes, explocives, aixd items cof that naturc.
Culves ncot needed as replacements for dairy herds are
sent to martet and these younr animels nrovide much cf our
veal supply. Older dairy stock, also, are sent to market
when their milk procdéuacing cays are over, These animals yield
very lean meat though thcy do not have the finish c¢r confor-
mation to grade prime and checice., DBesides providing a share
¢ the good cnd commercial meat scld in the retail outlets,

they constitute an excellent meat for naking seusage, canned

meats, dried beef and other procesced meat products,

Hoz Production

Although hogs eat some grass, they require grain or
other concentrated feeds for proper growth. Consequently,
hog procduction is concentrated largely in one area of the
COHntry, the Corn Belt, as shown in Figure 2, FKcgs are corn
M the hoof, and the production and feeding areas practically
codlncide with the corn-producing sections. In 1948, Iowa and

I113inois produced almost a third of the hogs in the count ry.6

Some areas, including parts of the Dakotas, Minnesota,

“Ssouri, ana Arkansas, prcduce more hogs than can be fed out

o d
~

6.

Thonsen, F. L. and R. J. Fcote. On. cit., p. 366

e
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SWINE OVER l; MONTHS OLD

Nwmbev, Apral 1, 1940

U.S. Total Number
on farma 8nd ranches,

34,057, 000

Base Figures are
from the bureau
of the census

U.S.Department of Agriculture Neg. 42165 Bureau Agri Econ,

CORN HARVESTED FOR GRAIN
Production, 1939

Base figures are
. from the bureau
U.S. Total : ) of the census
2,311,400,000 Bushels L4

U.S, Department of Agriculture h Neg. 39846 Bureau of Apri.Econ,

Figure 2. -- Distribution of the hog population and corn production in the
United States, showing the close relation between corn and hogs.
(Courtesy of U.S. Department of Agriculture, Bureau of Agricultural

Cconomics.)
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on leeolly oreouced corn aind chilp consicerable ¢ranltitics of
Teeder pirs to the necvier corm-nraducins regions, vhere they

N

re fed to merzet veichts en corn.  Alse, there 1s a consid-
erable intcrchanre ¢l Tceder pigs between farrters located in

Corn 2eli nroper. A larre neortion of these feeders are
utilized by farmerc wvhe are primarily cattle fecders ana who
need hogs anring certain pnrts of the yeor to follow the
cattle on Teed. Generally, hovever, the liogs are fed cut on
the farms cn wihich they are procducea.

Hogs are clco nroduced in considerable numpers in certain

narts cf the Soulh, on the Pacific Coast, and in the Iast,
mostly for lcecenl slaughter and consiamtion. All states ex-

Fal

cept those west ¢ Ohio, ncrth of Xentucky, on

o)

east of the

Rockies are deficit arcas, consuming more pori than is pro-
\’.HLCOd.7

Whilc pics are frrroved scriiewnere in the uUnited States
aurin~ every nonth of the year, the bulk of thwe pig vroduction
takes place in the sprin~ and fall., The spring cron is usually
considerced to incluce all pigs farrowed from December tixrcush
May and the fall crern te incl de thcse farrcucd frcm June
throur-ii MNoverber., Although the preportion varies considerably
from year to yeor, an averacse sprinc crov weila constitute
about 60 per cent ci *the years cupply and the f211 crop weuld
accrunt fer the rem .ining 4O per cent.

rrem six te ten menihs ordinarily intervene hetween

time of feedin- ond marketin., depenuin: on the weignt to

viiich the hovs are {od, the mcihoeds enmployed in Teeodinyg alwd

7. Ibid. »n, 300
€. 1Ibid. o. 37¢

Py

—
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handling, anc veatocr coricilonz,  Ghe bulk ol Lie sohrine

-

cron is sileveiterod worling The Lol lowiag Dovenber, Decomber
anc Jemery v nile the Toll erap Zc slavcuierca curing April,

Moy anu June ¢f the reollovine year,

Shecen »1i¢ Lamb

Shec) arc raLgcu o reacies in the West and Sonlhwest,
and, 1u 8 lescer cxient, cin ferms in lhe Miavest, Souti: und
magst. JTn iywo, the lcawin: states in sieen ard lcmb precvcticn
vere Texas and Caiifornia, The lestern regicn plus Texas
prod:ced cver lLzlf of tlie United States tctcl.g

Larbs are prcdiricus foragers, They grow qguicldy if they
heve arple Jecd ond meny are rcedy for market aiter one som-
mer of zrozing, Those tco licht for slansiter are s:lo to
feccers wiwe fatten the lambs for threce cr four monins., In
the United States tlere are three distinct sycstewms ol citeep
production as shovn in Figure 3.

1. rarm fleocks, Many farmers have i'lccks of sheep rsnc-

ing in size from a few head to a thousend or more. They are
located primarily in the rcougher secticns of the East ond of
the Corn Belt, except where dairying predominotes. Many of
these farm flocks, particularly in the East, receive little
care and consequently the lambs coming to moarket from these
districts are generally of infericr cuality.

2. Range sheep. The far-Western range country prcdnices

about twe-thirds of the sheep and lambs raised in the United

10. Ibid. p. 398
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States, Vast areas of grozine lnnd nole it particenlarly
suitable for their grewth, Alsc the cuality cof lambs pro-
duced 1in large portions cof this arew is much above the over-
age Tor the ccuntry es a whole,

3. Feeding loambs. Since abeut one~helf of tho ranre

lambs when marlketed are not in suitable conditicen fcr slangh-
ter, they are finished by feeders in the Corn Belt anc cther
areas., Abcut one third cof the larmbs are fed in western
Kebraska and Cclerado, where on extensive feeding industry
has been develcped. The remeinder zre shipped mainly to the
Corn Belt, where they are fattened in the corn fields and

feed lots.
OQutlets Available to the Farmer

Every farmer has the copportunity tc make his cwn decisicn
about when to sell and how nhe should market his livestock.
He is the sole judge in determininc when he will sell his
animals. He also has the chcice of a large number of locations
and types cf markets at which to sell his stock. In addition
to the large and small public markets, he can sell to or
through local buyers, cooperative associations, livestock
auctions and packer concentration yards and plants, Where he
sells at any given time depends upon custom, relative prices,
convenience, comparable market charges, and hls cwn perscnal
likes and beliefs. The outlet selected cften veries with the
different species cf livestock and among sections of the
country. There is also a diffcrence in the methods ¢f market-

ing slaughter and fecder animels,



L
N

A study made in the 14 Ccrn Bell ctates reveanls that
producers in those states sell their livestcck to cor throurh
12,000 cealers and truclers, 2,900 lccal meat dealers whe do
some slaughtering, 1,000 aunclion markets, 1,000 cocperetive
associations, 600 direct buying packing plants, 300 concen-
tration yards, as well as 550 comrission firms operatinc on
26 large public markets.ll

Similar marketing opportunities exist in other sections
of the country, although there are not as many outlets in
areas where livestccl supplies are lighter. Figure 4 shous
the channels of llvestock movement from farms in the Corn
Belt regicn tc packing plents, other farrers and other users
in 1640, The trend since that time has shown a steady increase
in direct marizetinrs vith a corresponding decrease in public
market receipts. There has becn considerable discussion about
the merits of this movement on the part of the farmer, Ad-
vocates of the terminal markets insist that thesc direct nar-
ketings do not prcevide the service and the convenience so
prevalent in terminal marketing. They say further that the
farmer dces not obtain the test price when he deals for him-
gelf - that the commission firms and cooperative commission
agencies more than make up for any additional merketing ccsts
sustained in shipping tc the terminal markets througch more
experienced and efficient handling of thelr Jivestock. What-

ever the case may be, the uninformed should not underestimate

11, BEcononics of Livestock and lfeat. Armcur ond Company,
Public Relazlione Department, Chicago, 1954, p. 5
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the value cf central mnar-ets, They are the firm fecundation
of the entire marketing cysten end provide o nceded remuilating
and staobilizing influence. In tle present trend toward ncre
decentraliza®icn, this faoct shculd be reccgnized for there ic
a 1imit to how small a centrzl market mey be and yet renmain
sufficiently strong to exert this regulsting and stabilizing
influence, The various cullets available to the farmer are

listed belcw.

Local Euyers

These men usually purchase livestock directly from farmers
and then ship them cn to the central market, It is a highly
speculative venture ard rcquires keen judgment and knowledge
of market ccnditions, They make their prefit from the aif-
ference between the price given the farmer and ihe price
recelved at the central market, With the increase in the
number of improved hishways end metor trucks, in additicn to
the growth of cooperative marketing and direct buying, this

type of transaction has diminished.

Coovnerative Marketing

Cooperative marketing includes cocperctive shipping as-
ccciaticns and cooperative commission assoclations,

Local cooperative shipping asscciations were organized
by preducers primarily to increase returns from livestock.
The early livestock shipping asscciations were organized at a
time when practically all livestccel moved to market by reil.

The movement was really prompted as a means cf circumventing



thie locel buyers vhe, the preducers thourht, were either
ta%ing advantage of the farmer's lack of knowledge of mar-
ket conéitions cr wvere not vaying full value., In cocperctive
marketing, the prodicers in a given lccality pool their live-
stoclk and ship ccoperatively so that it is possible for
farmers with small lots of livestock to ship at carlcad rates
to some ccnvenient market,

There las also been a steady decline in the nuwxber cof
shipping asscciations. Many economic changes have been re-
sponsible for this, including innovatiens in methods of trans-
perting livestock to market, the increase in the number cf
available outlets, and improvements in the collection and
disseminatiocn of market news., Such declines in cooperative
shipping associaticns and lccal buyers indicate that large
numbers of prcducers have assumed the responsibility of mar-
keting their own livestock, This implies further that many
producers have reached the conclusion that they no longer need
the services of the local asscclations. Here again, there
arises the guestion of whether they are in a position to
market their livestock to the best possible advantage or whether
they would benefit from the services of a marketing agency.

A cocperative ccrmission association is an agency estab-
lished by livestock producers for the purpose of selling live-
stock at a public market. They are similar to commission firms
(page 39), differing mainly in the fact that cooperative com-
nission agencies are owned and operated by producers instead
of by private individusls. They came about with the expansicn

of the cooperative movement and because the preducers believed



that they wcre not getting satisfactory service frcm the
estnblished ccmnissicn Tirms c¢n the centrel nmarkets. These
commission asscocintions have servec the producer well and

dc much to create a ccmpetitive spirit on the public markets.
In 1952, about 25 per cent of 211 comwercial livestock sold

o]

annually in the United States was marketed cooperatively.l

Community Livestock Auctions

The community livestock aucticon system i1s & method cf
selling in which the 2nimals are sold tc the highest bidder,
either on a per head cr a weight basis. Both bidding and
selling are open to the public. The sales take place either
cutdcors cor in largce sales barns built specifically fer the
purpose cof selling livestock at auctions, At most of thece
euctions, 0ll kinds of livestock are handled, including ani-
mals bought for slaughter as well as immature and unfinished
animals bought fcr feeding and grazing purposes., At most of
these zuctions, sales are made of individual anirals cr of
small lots of animals of uniform gquality and weight.

Most of the community auctions are owned and operated by
an individual or partnership. Some are incorporated and a
few are cooperatively owned. There has been a marked growth
in livestock auvctions since 1932.13 The main reason for this
has been the growing need for satisfactory outlets fer the
small producers. Alsc, there has been a lack of shipping

associations in some areas., Filnally, it can be traced to

12, Ensminger, M. L. Animel Science. Darville, Illinois:
The Interstate Printers and Publishers, 1952, p. 255

13, Loc. cit.



the genuine 2npeal that the auction methods hold for pro-
ducers, The latter can now sell near hore, observe compet-
itive bidding, reccgnize comparative market values and visit
with their neighbors. 1In additicn, auctions thrive when
prices are low becanse producers are anxious to market near
home and at a minimum of out-of-pocket costs.

As in all types of business, there are sore practices
existing on certain commminity livestcclk auctions that are
undesirable and serve to create unfaveorable impressions. Sone
auction operators buy producer's livestock before the sale and
sell in competition with livestock confined by the farmers.
Also, unless due care is exercised, auction yards may be a
major factor in the spread of disease and parasites. Public
regulation and supervision has been set up in many instances

primarily to contrcl these abuses,

Direct Marketing

In direct marketing, slaughter animals are sold direct to
meat packers., This does nct mean that direct marketing is
confined to sales made by farmers and feeders to slaughterers.
It also includes livestock bourht by packers from such local
marketing agencies as local buyers, cooperative shipping
asscciations, ccncentration yards and assembly points and
auctions. The maln point is that central markets and com-
mission firms are by-passed by the farmer in his dealings
with packer representatives. With stockers and feecers, di-
rect marketing also applies to transfer of cwnership through

sale other than at central markets. Increasing numbers of
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stockers and feeders have been moving direct from thic range
tc feed lots in the Corn Belt States and elsevhere during
recent years.

This type of marketing was accelerated by the large
nation-wide packers in an effort tc combat the influx cof
small interior packers, The latter constitutea strong buy-
ing competition for the large packers since they were situated
clese to the livestock production and livestock fecding
areas a2nd purchased practically all of their hogs and large
proportions of cattle and sheep by direct marketing., Thus,
the large packers resorted to direct buying as a method cf
striving te regain some of the animals, especially hogs,
vhich were going tc the independent plants.

As mentioned previously, direct marketing has increased
over the years with arguments pro and con marking its route.
Swift and Company in 1951 had direct shipments of cattle
anounting to 26,5 per cent, calves 43,6 per cent, hogs 58
per cent, and sheep and lambs 4&,2 per cent., This showed an
increase from 1939 figures totaling 24.2 per cent cattle,
36.1 per cent calves, 51.8 per cent hogs and 34.l1 per cent

1L

sheep and lamb, These figures are fairly representative of

the overall trend.

Central Markets

A modern central or terminal market is a very complex

L. Discussion with Roy Green, head or Agricultural Research
Department, Swift and Compeny, Chicago.



organization, and the larger it is the more ccmplex it be-
comes. Therc are many distinct factions cperating on a mar-
ket, all of whicii periorm o separate function in making up
the entire cperation. 7These functions will be described
briefly to shcw how livestock is moved through the market.lrj

The stockyards ccmpany owns the land, yards, and eguip-
ment necessary fer unloading, weighing, and handling of
livestock while they are being marketed. Employees ot this
company untoad, count, yard and fecu and water the stcck as
directed by the commission company to whom they are assigned.
The stockyards company neither buys nor sclls l1livestock., It
derives its inccme solely from a yardare fec, the salc of
feea and bedding, and rentel of office cpace.

Commissicn firms have already becn menticned brieily.
Their principal function is to sell livestock assigned to
them by farmers, shipping associations and local buyers., They
receive a commission on a per-head or a per-carload basis for
rendering this service. The stockyards company allots blocks
of pens to each comtission company based on their volume of
business. Comnission men who act as the owners agent invite
buyers one at a time into the pen to bid on the livestock,
Any bid or offer made in the pen is usually cancelled when
the buyer leaves if a sale has not been agreed upon. When a
buyer and a commission man reach an agreement, the sale is
completed, the animals are weighed and payment is made on the
basis of weight and the agreed price, Following the sale,
the commission company promptly remits to the farmer, or some

15, Ensminger, ¥, E. Animal Science. Danville, Illinois:
The Interstate Printers ana Publishers, 1952, p. 2601
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other marketin; zgcincy, the 2mcoint received for the animals,
minus the cost of transporislion and other marketing fees,

There cre usually many buyers at the terminal markets,
Beside buyers for the local packers, there are order buyers
for packers in other cities and speculators who buy with the
idea of reselling locally or at some other market.

The livestocl: exchange, vwhich exists on most of the
larger markets, insures fair dealings and integrity on the
part of its members. It is chiefly an organization of the
commlission companies operating on a public market., Special
services rendered members snd shippers include the collection
of claims 2gainst carriers for losses in transit and for
excess charges, Mcst livestock exchanges also require satis-
factory bocnds from members as a guarantee of financial re-
spensibility.

At the larger markets one or more coinvenicntly located
banks facilitate prompt payment by the buyer, They also in-
sure the earliest possible remittance to the consignor by the
ccmmissicn companies,

There are varieus market news services in operation at
these central markets. These include the Federal Market News
Service, the Corn Belt dailies, and marxet Information supplied
by commission men which keep both buyers and sellers well in-
formed regarding supplies and prices.

Federal meat inspectors, functioning under the Meat In-
spection Act of 1906, make ante and post-mortem inspections
of a1l slaughter animals. They also enforce sanitary regu-

lations covering both the yards and the packing plants.
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Federal officials, operating under the provisions of
the Packers and Stockyards Act, ascertaln that fair and
competitive prectices are observed by the packers and com-
mission companies. They 2lso make sure that reasonable
charges are made for marketing services rendered,

All of the functions listed above are important phases
of the market terminal operation, Each is diligently attend-
ed and the entire combination results in a high form of ef-
ficiency. The central markets have rendered and are render-
ing valuable services to large numbers of producers, shippers
and purchasers of livestock. Their relative importance in
the future may be expected to depend upon the services offered
and charges made for these services compared with cther types

of markets and market outlets.
Transportation of Livestock

An important step in the marketing of livestock involves
the physical movement of the live animals and their preducts.
Transportation 1s not a very large item of expense in the
marketing of livestock that is slaughtered and consumed near
the farms where it is produced. However, where livestock is
produced in cne area and fed or slaughtered in another area,
the problem of transportation 1s extremely important.

The method employed in transporting livestock to market
necessarily depends upon the type or types of transportaticn
that are at hand. When alternative methods are aveallable,
the choice will depend on relative costs and convenience.

Costs include the actual money outlay for the transportation



service and expenses enrovte, torether with losses frem
death, crippling, bruising and shrink., This discussion will
be limited to the two chief metheods utilized by the producer -
railroads and motor trucking,

Transportation by truck is the most recent development
in the livestock field. Imorovements in both highways and
trucks served to increase this method of transportation. By
1935, trucks were used in transporting more than half ef the

16 15 merket

livestock delivered at the central markets,
recelpts, truck shipments are referred to as "drive-in" re-
ceipts in order to distinguish them from rail shipments.

There are wide variations in the proportion of livestock
arriving by motor truck at different markets, 1In general, a
: higher propcrtion of hogs and calves than cattle and sheep
arrive by motor truck. In a study involving more than sixty
leading central markets, it was reported that 71 per cent of
the cattle, 74 per cent of the calves, 76 per cent of the hogs,
and 44 per cent of the sheep and lambs, were delivered by
7

motor truck in 1949.1 Rail shipments predominate when long
movements are involved, whereas truck shipments are favored

for short hauls., The latter point probably explains why a
lower percentage of sheep and cattle are transported by truck,
for longer shipments are involved for these animals, especlally

with western range cohsignments.

Table I shows the percentage of tctal livestock receipts

16, Ibid. p. 239
17. Ibid. p. 240






at several leadins certral markets received by rail versns
trucik,
TABLE I
PERCENTAGE OX TOTAL LIVESTOCK KECEIPTS Or SEVERAL
CIITRAL MARKETS AIND QOF 66 U, S. MARKETEBRECEIVED

BY RAIL VERSUS TRUCK, 1948
(in per cent)

Truck Kansas St. Sioux Total of 66
or rail Chicago Omaha City Louls City U.S. markets
Rail 37.5 31.9 54,7 21.5 17.4 35.9
Truck 62.5 66.1 45,3 78.5 82.6 64,1

Accordingly, Sioux City receives most of its shipments by
truck, whereas Kansas City is primarily on a rail-cshipment
basis, The preponderance of rail receipts at Kansas City is
due, in part, to the large number of feeder cattle shipped
to this market from the ranges of the West and Scuthwest.

The long-haul shipments involved in the latter case require
rail shipment as a matter of expediency.

The most common reasons advanced for the marked increases
in motor truck shipments are as follows:

l. They are more convenient., Trucks enable animals to
be loaded at the farm and mcved directly to their destination.
Also, in comparison with rall shipments, truck transportation
is more elastic from the standpoint of size of loads, routes
and schedules, Trucks vary in size from the standard pick-up
to the semi-trailer, with a load capacity ecual to the standard

36 foot reilrocad car, In the case of rail shipments, it is

18, Loc, cit.
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crdinarlly necessary te order the car in advence, to drive
the animals from the far te the shipping point, te bed and
load the cars, and to consign the shipment to the designated
market, Much of this inceonvenicnce is elimincted in truck
transportation.

2. Trucks have a lower transpertation cest on short
hanls, This is due to the extension of good rocds and the
improvement in the size and type of mctor trucks.

3. They provide greater flexibility of time and place
of marketing. Many progressive farmers fcllow market quc-
tations very closely. Often they are able to ship their
livestock by truck after getting an early merning market-news
report. Motor trucizs can alsc move in any directlion, thus
increasing the number of outlets a farmer has at his disposal.

Without going into detail, it is safe to say that truck
transportation has had two major effects on the markets,
First, 1t brouzht about a change in stockyard management since
the stockyards had been set up primarily to handle rail de-
liveries., Consequently, the introduction of trucking on such
a large scale demanded the complete transformation cf stock-
vard facilities, Sccond, it tended to influence farmers tc
ship to the nearby markets. In this respect, it has been a
contributing factor te the decentralization of livestock
marketing and slaughter.

In recent years, railroads have granted numerous conces-
sions to livestock producers in an effort to meet motor truck
ccmpetiticon., These ccnsideratlons include local assembly by

motor truck, more favorable rates on less than carload-lot



shipmentes, and liberol unleocding privilezes cnroute,  Also,

to treir everlasting credit, tie roilrcoas bave long sunpertied

[,

and advanced prorressive livestcoclt nregrems, beth through their
own conpetent nersennel and in ccoeperaticn with the state

RS

agricultural colleres.
Shrink, Bruisinr and Cripnling of Livestock

An impertant elermcnt in the transnortation picture in-
velves the losses sustained frem bruisins, cripplinsg and
death that occur darin~ the marketing process. Tney rep-
resent a portion of iie cest cof marketing livestceclk; and,
Indirectly, the prcducer feots most of the bill, Fer bruises
usually cannct be detected until after the animals have
been slaughtered, and thus it is net practicable, since
livestock are weighed while still alive, to charge the loss
tc those whe are responsible for it. And since packers take
dbrobable losses into consideraticn when they offer prices for
the live animals, the burden of loss from bruising is shared
by all producers.

Bruisins may result from accidents, from improper han-
dling or any number of other reasons. Whatever the reason,
losses incurred are surprisingly high and only serve to raise
Prices for all parties concerned.

The intercst of transportation nrencics is based on the
POssible effect ot excessive losses upon future patreonnge.
With the nore general dlssemnination of inforneticn on the
Caluses snd extent cf losses from bruising there has been a

teruiency fer some shippers tc aveid the type of transmortaticn
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that is found te cnse evcescive broisineg,  Yeor this reacon,
truekers and rrilronds hove to be canticons in their harndling
livesteclt.

Shrirlazce 1s ancther important factor, The facet that
tissue shrinkegeae begins cnrly in the pericd in transit ana
continves vntill the animales reach the slanchterhouse is
stenificant to pnrodrcers, denlers, transpertation agencies,
slauzhterers and preocesscrs. It secmsc rensonable to suppose
that ihe edible pcrticn of the carcass will shrirnk al a

inedible portion., Thiec menns Lliat

4

creater rate tihirn th

.g
=
)

the sirinkzse elffects the mere valosble narts oi the onimnl,
It is te the interest or the ovuncers, tnoercelore, te move the

aestination in the shertest possibie

ct
O

livestoclk frem orizin
tire.

ihe preceuing narncrapl. enumerstes si.ll anoiner ol the
many consiceralions thot a lerrer musi view 1n decicding how
and vhen tc market his livestock. This chapter has attcupted

te give you ccnme of the preblems that confront the farmer

-~ -~

and certain facts whicn could cid nim in his decisicn. IDach
individnal farmer has a preblem of his cown teo decide. The

1wl farmer is tre one who investigetes

*"J

nrogressive ond success:
thorourhly and mokes an acenrate decisicn on wvhere te raice

his livestock, what marketing ocutlets teo utilize and whot

(-

type of transpcertolicon te employ.



CiAPUIR IV
FACTORS IVFLUENCINC 17E PRICE O RIAY
Imteraction of Farmer, Peciter, Retoiler

Vi:ile in mcet cemnmercial fields the ultirste selling
price represents thie accunmlaticn of expenses plus a prcfit,

“

in the meot indnstry tiw cperction wvorks largely in reverse.

L)

Ceriernlly the »nrice ot whicn meat 1s cveniuslly scld rep-
recents tne bect price trat con be cbtained frem the con-
suming public Tor the ¢npply which is oveilable. Thliese
narizet nrices for meat are translated through the mect packer
irto bicds fer livestocis cffered feor =sale by the nroducer.
Everyv secrent of the industry watches price trends and

noerket conditiens closely. Rcteil meat men nct cnly watch

their own sales but 2lso cleosely follow livesteock and nmest
supplies and whclesale meat prices, They are ccnstantly on
the a2lert for daily ana weekly fluctuaticns in livestcck and
wholesale prices., They bargain vigerously for lover prices
vhen they know there is an increased supply of beef, When
there is less beef available, retnail rmeat deazlers may beccone
agcressive buyers - willing teo pay hicher prices in order tc
obtain their beef reguirements.

Th.e packer 1s ecnally vigilant., Iie kncews at the begin-

ning of e~ch day how much mcat he has on hand ready for the
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1

ircet.,  Iie instructs lidie colesrien te ret the bect prices
ressille Tor thal quantiiy of ment, reminding them thot it
has to be scld, The paciier then follows the market closely,
frem heur te hovr, ncting the prices st which his prcducts
are beins scld.

On the basis ¢f the prices he 1s able to et feor his
nmeat and by-prcducts, and what he thinks he will be able to
get in the irmecdiate future, he sends his buyers into the
livestock market to make bids for livestock. Here he has tlo
cocmpete with other meat plant buyers, dealers, and speculators,
all ef whcem want to buy livestock., 1In addition he has to buy
from expert salesmen (cormissicn rmen) whe are trying to get
the best possible prices for the producers, In the cempeti-
tive bargeining which takes place, each buyer tries to buy
live animale at a price that will cnable him to make a prefit
after the meat and by-procducts have bcen scld and menufac-
turing and distributicn costs have been met,

The producer has tc decide when and how to move his
livestock., Feed supplies, weather, seascns, and how the mar-
ket looks at a particular time are a2 few of the factors which
influence his decisions. Producers are alsc concerned about
keeping marketing costs as lcw as is consistent with the
marketing services rendered. The cost <¢f transporting live-
stock to market or teo a slaughtering plant must be taken into
acccunt., This is trve in a case vhere the producer pay:s for
having the service perfcrmed for him ond likewise in the event
he trancporte the livestock himself. The cost of transportaticn,

therefere, must be ccnsidered in relation to the gress price



cifererd at alternetive marikets. As menticned previensly,
the cost mey alcc be influcnced by the type ~f transportation
used.

This is the geneoral nrocedure cuployed by the varicus
components of the moarketing system in arriving at a price,
There are, however, varicus facters that influence the cver-
all transacticn which shculd be censidered. These facters

are presented in the following sections c¢f this chapler.
Supply end Derand

Contrary to the opinion held by some, packers do not
contrcl livestcck and meat prices, Rether, like nmcst com-
modities, they are dominated chiefly by supply-and-demand
forces. That is, fluctuations in livestoclt prices are due
either tec changes in the denand for meat cor to changes in thre
supply cof slaughter animals.,

Basic to the demand for any product is the consumer's
desire for that product. The desire of ccnsumercs for meét
has a very solid background of preferences, habits, and prej-
udices, It is evidenced by the comparatively small change
during the last forty years in the per capita consumption of
neat compared with the change in some cther items of ocur diet
such as sugar, flour, potatces and oranges. Government figures
show that ccnsumers, year-in and year-out, generally spend
about the seme per cent of their disposable income for meat.
For the past forty years, the percentage has averaged 5.6

per cent.l

1. Iivestock Prices. Swili nnd Company. Agricultural Rescarch
Deparuvment, Chicago, Bull. 44, p. 1O



While the decire for nmeat raos prcbably been very stable
over the past half-century, the per copita demand has not,
Deriand depcnds net only cn desirc but alse upon the ability
tc purchase, Chnnges in the ver capita demend have been the
recult primerily of chenres in consurer incomes. Thus the
derand feor meat lias been fovnd to be clesely associated
with national income. VWhen national inceme is high, the
cemand for meat 1s cstreng; and, when national inceme is 1ow,
the demand for meat is wecok.

The supply of livestcck, on the cother hand, is to a
considerable extent geverned by the cost cf prccduction in
relation to the prices at which livesteck can be soléd., If
costs are high in rclation to prices, the supply tends to
decrease, and, if costs arc low in relation to prices, the
supply tends to increase.

With meat, however, as with most other products of
agrlcultural crigin, the supplies on the market in any cne
Year arc almost wholly the result of decisions made by farmers
in previous years and of influences which are beycnd the
control of the fermer, Price has little influence on supplies
in the same year, For this reason, the total supply of live-
stock marketed during a given year is approximately equal to
the number produced fer market. Because of the perishability
of the animels, it is impracticable to retain them on the
farm for any considerable length of time after they are ready
for market, For short pericds of time, however, the market

supply of livestcclk may be somevhat adjusted by holding part



of the supply cfl the marlzet cr by merketing earlicr than
normally plamned, This may be done in respense lc chenses

In prices of livestock or to changes in feed prices.
Cyclical Trends

The price cycle as it applies to livestock may be de-
fined as that period of time during which the price for a

o)

certain kind cf livestock advances from a low point to 2
high point and then declines to a low point again. The "F'F
length cf time between the pcak c¢f one cycle ard the peak ]

cf the following cycle varics with different species cf

1 ivestock. Even for a given specles the length of time

v sually fluctuctes over the course of time,

The cattle cycle is more evident in cattle population
figures than in cattle prices. Tor this reascn, the cattle
populaticn cycle will be discussed along with ifs relation-
ship to the price cycle,

When cattle prices commence a downward swing, producers
in dincreasing numbers become discouraged and start tc ligui-

date their herds. As the decline ccntinues, a growing pro-

portion of current market recelpts (of cattle) is composed

of cows and heifers which under other circumstances would be
Tetained for breeding. This liquidaticn continues after the
Pcak of the actual production cycle has been reached and the
cattle pepulation has begun fo decline, Finally, this

1ioui dation begins to dry up, as the production adjustments
°f individual producers are temporarlly ccmpleted. Market

1heceip‘ts gradually fall, until the price movement is reversed




in ar unward directicn. As prices rise, acctucl ond petentiol
producers become increasinsly optimistic, meore and mere ani-
mals are rctained for productior purposes, ona the cattle
pepulation expands. lowever, the rise in morket receipts is
delayed due ¢ the retention of cows and heifers feor breedins.
A= the herds cre gradually built up, a larger and larger
proportion of current preduction is diverted into the nmarkets,
and current slaughter picls up until it is sufficient once
mere to start prices deownward.

Since about 1890, cwing to the tendencies discussed in
the previous paragraph, the cycle cf farm values (price) of
cattle has preceded the cycle cf cattle population by about
four yeers; that is, the chenges in cattle population have
lagged about four years behind the changes in value of cattle
which have induced the changes in production.2

The cattle cycle in the past has averaged about fifteen
Years, compared with five years for hogs and seven to ten
years for sheep, The greater length of the cattle cycle is
a result of the long-time nature of cattle production. For
€Xample, in order to increase cattle production, it is nec-
essary to save more heifers feor breeding., The first progeny
of heifers held back for breeding purposes would ordinarily
be ready for market in three to five years. However, many
PToducers arc slew tc rezct, and not encugh heifers are
Saveqd in response to the first improvement in prices tc in-

Crec cse population prestly. Several generatiocns cf cattle must

P ————
2. " Thomsen, F. L. and R. J. Foote. Agricultural Prices.
New York, Toronto, London: McGraw-H11ll Book Company,

Incorporated, 1952, p. 388
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be raised tc maturity befere the number of cattle in the
country reaches a maximinm,

Livestock prcducticn cycles recull alse from changes in
the interrclationsi:ip between the volume of livestock, the
emcunt of feed frem which it is produced and the price of the
feed. When the feed cupply is large, prices are low ond
prcducticn increases.

Thls is especially significant in the prcduction of hers
wvhere corn represents the major item of expense. A4As the price A
of hogs rises and falls relative to the price of corn, farmers
increase cor decrease prcduction.

This relzticn between the prices of hegs and corn is known
as the hog-ccrn price ratic. 7This term represents the number
of bushels cf corn that a hundred-weight of hogs will buy;
that is, the price of hogs divided by the price of corn. The
influence of the hcog-corn price ratio upon hog production and
marketinzs 1s showvn in Figure 5, The dotted lines indicate
the influencc upon subsequent hog slaughter of hos-corn ratios
higher ané lower than the average.

It will be cbserved (Figure 5) that pericds of greater-
than-average hog-ccrn price ratics (the average being 12) are
followed by an increase in marketing a year or two later, and
that periods of below-average ratios are followed by decreased
marketings. The latter, in turn, results in higher hog prices
relative to corr prices, which causes an increase in marketings
after farmers have had an opportunity to increase production.
The increascd marketings bring lower hog prices reliative to

cern prices, and so cn, as the sequence of events is repeatea.
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Figure 5 - Relation between the hog-corn price ratio and
subseguent hog marketings, 1901-1949., (Courtesy of
U.S. Department of Agriculture, Bureau of Agricultural
Economics.,)




This scoucnce cf seli-gencrating interrelatca events is
sutficiertly reguler tc be termed a cycle, alticugh frecnent-
ly it is Interrupted or greatly mocified by changces in the
deriand fer hegs cr changes in the prociction and nrice of
corn.3

A thorough knowlecee and kecn analysics of these pcpu-
latien and price cycles czn be a valuable aid tc the whole-

m

saler and retailer c¢f meel., These cycles usually follow a
definite pattern so that many times it 1s possible to judge
when there willi be a shertage cor surplus of any particular
species of livestcck on the market. Since these shortares

er surpluses arc accompanied by a corresponding increasc cr
decrease in the price of livestock, meat buyers have a great
deal of factnal data to 2id them in making profitable decisions.
Sales programs can likewlise be measured with ccrnsiderable in-
sight on the part of wholesaler and rctailer nerchandising

departments.
Seascnal Variations

Livesteck prices tend tc vory seascnally, largely because
cf the seasonal production and seasonal marketing oi animals,
Seasons of large marketings are usually associated with
relatively lcw prices and seasons cf light markelings with
relatively hish prices. As weoculd be expected, seascnal vari-

ations in prices vary with different spccles ct livestcce:,

3. Ibld. p. 373



Fer this rcasen, ench vill be cicclosce in turn,

Tc berin with, it should bc understceod thot the sescenal
price movenont itself moy vary fron yesr to year in responce
te certain irrcpulsr indlucncces, such sos the size c¢f the
corn crop, fHence, the typical or normel ceascnal variation
whiclhh occurs cver a pericd cf years will be exnlained, feollcwed

by a listing o. scme of the reassons for deviation from this

variation.

Cattle

The averaoze seascnal variaticen in prices of the higher
grades of Corn Belt beef steérs, as well as the scasonal
variation in marketings of Ccrn 2Belt beef steers by compara-
tive grades, are shown in Figure 6, It can be clearly seen
from these cnaris how 2n increase in marketings infiuences
the price of livestock, When the supply increases, the price
decreases and vice versa.,

Prices of chcice and primc cattle are lowest on the
average during the spring and early sumrer and highest in the
late summer, fall and early winter, On the other hand, prices
of the lower grades of cattle generally are highest in the
spring and early summer and lowest in the fall and winter,

There are several recasons for these seasonal changes in
the prices of slaughter cattle. During the spring and early
summer months, cattle fed during the winter are shipped to
market in fairly large numbers. A large proportion of these
fed cattle can be graded as checice and prime. Vith this

increased supply ol top grode cattle, the price naturally
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tends Lo be lower during these monthac, It is tric that
cattle rcceipts azre nernelly hichest dering the fall meonths.
lowever, the propertion of top-grsde cattle markcied at this
time is smaller then at any other time of the year. Hence,
the comparatively small supply duringe these fall months is
acccmpanied by higher prices for prime and choice cattle,

The lower grade cattle are handled differently. It was
mentioned in the preceding paragraph that cattle receipts are
highest in the fall months. September and October are usually
the months of heaviest cattle marketings. The reason for
this 1s that the farmer must utilize as much grass as possible
during the summer monthe, and consequently leaves his cattle
on the ranze until most of the grass has been consumed. Cattle
from thesc wester: ranres are then marketed in large numbers
during the early fall months., Also, many dairy cows, nc
lenger suitable for brecding purposes, are shipped to market
during this period. This acticn further swells the market
receipts. Some of the range cattle are suitable only for
feeding, but many of them are ready for slaughter., This tre-
mendous influx of lower grade cattle serves to create rel-
atively lower prices in the late summer and fall months than
at any other time of the year.

As stated previously, the month-to-month ncvement of price
in any one year is unlikely to be the same as in the preceding
Year or as the average for a period of years, The size of
the corn crop and pasture conditions are important factors
affecting seasonal variation in the beef cattle prices. The
influence of corn supplies on seasonal variaticn in prices of

high-grade slaughter steers is shown in Figure 7.
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In years of large corn creps, competiticn for cattle
arriviny at the markels in the fzll is kcen. ‘eedersz, desiring
cattle in order to take advantage of the oncoming crop of
corn, are willing tc bid high for feeder cattle., This
competition not cnly raises the prices of fecder cattle rel-
ative to current and prospective future prices fcr fat cattle,
but alse affects the prices for nearly all grades of cattle.
Although the corn-fed cattle and the grass cattle shipped in
X'rom the West generally constitute twe distinct market classes, 7
*there is a considerable proporticn of so-called "two-way
cattle," or these vhich may be shipped to the country for a
sheort feed and yet carry sufficient finish to be suitable also
for immedicte slaushter, 7The good corn prospects encourage
conpetition for this type of g¢grass cattle betwecn bcth feeders
and killers., 7This reduces the number cof cattle available for
immediate slauchter and tends to raise prices for slaughter
cattle as well as for feeders.

In years of shert corn crops, an oppecsite situaticn takes
place., There is a relatively low demand fcr cattle frem
fecders, because of tlie prospective chortage in feed supplies.
Thus, a larger proportion of current fall receipts goes to
killers, tending to hold down prices of both feeder and
slaugrhter cattlc,

Frem thesc twe situations, the heavy and short corn
supplies, 1t is casily seen how the trend of livestock prices
can be altered. Thus, it is important that every greup in
the marketing system have on adecuate knowvledge of the feed

sitnation in orcer to bc better eguipped tc accurately analyze



market conditions.
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The so-called typical, or average, seascnal rovenent of
hos prices also correspends with the alternate periods of
light and heavy heg marketings which result from the sea-
scnal nature of heg procduction., The months of heaviest heg
prcduction and slaughter have alrcady bteen gilven in Chapter
ITI.

The degree of averace seasonal movenment of hog prices,
Lowever, is much less than that of market receipts. The
principal reeson fer this is that packers place large quantities
cf lard and perk preducts in storage during the months of
heavy receints and sell these precducts d:ring the months of
light receipts. This serves as a stabilizing influence on
hog prices over the yecr since the available supply of pork

products is adjusted to the relatively stable seascnal demand.

Lambs and sheep

Unlike cattle or hogs, there is a relatively steady
seacsonal movement of lamb prices, The reason for this is that
preoducers and feeders of lamb have relatively few opportunities
tc vary their preduction, feeding and marketing programs in
response to chanzes in seasonal factcrs, and hence the sea-
sonal distribution of market receipts of lambs is relatively
uniferm from year to year.

Lambs are markcted at different times during the year
depending con the secticn of the country in which they are

prcdnced, These markel recceipts are highly seascnal, a



ch weld indicate ri cemnally wide fluctuatli-n

—de

condition wh
ir scasconrl prices. llovever, approximately 20 per cent of

the lanbes received at nmutlic stoclzyards durins tlie vear and

up to M0 te 5C per cont received during the fa'l months

(the latter reprecenting nearly 795 per cent of total annual
fceder chipments) are reshipped te teed lots.” They arc then
retrned to market during the winter after feeding periods of
varying lenctii. These shipments to fecders serve to adjust

the slaurhter of sheep and lambs at a remarkebly uniferm

rate thrcuchout the ycar.

The zenersl seascnnl movement of lamb prices which results
frem these conditions is shown in Figure 8, The higher prices
for lambs 1n the sprins result not only from the relatively
licht market receipts, but also frem the fact that a large
porticn of these lambs are of high qunlity, being either milk-
fcd or well-Ffiniched grain-fed lambs. Increased maricet receipts
in the sommer, fall, and early winter account for the decline
in lemb prices during that period.

The progressive procducer is well aware of these seasonal
influences on the price cf all animals, and plans his produc-
tien and market operaticns accordingly. At the scme time,
these variaticns in livestock prices are closely associcted
with flvuetnaticns in retail meat prices, so that the retailer
mict be ecnally alert and resnonsive to beth the nermal sea-

senal variations in nrices and the deviations which accompany

4, TIbid. p. =400
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them.  Uhe better underct-onding the retnilor naz concerning
them, the better job of huyins »nd perchordisins e vill be

able {o perfrrn,

Price Differentials Detveen Morlrets

4

Coupeliticn in the meat incdnstry i1s net restiricted to

formers, ment packers, retnil meszt dealers, or zny cther
individnals vhe mizht be interestced in buyinz livestock or
meat, There is alseo a continrous competition fer meat that
goes on amony the marxets themselves., Every market is
competing with every cther morket for its meot sunnlies,
The Yew York mariet, for exnmple, is in competition with
St. Lonic, Phiiladelphi~, Trentcn, and Detrcit as well as
thousands of clties and towns located all cver the United
States.5

Because of this competiticn, the sales c¢rganizations cf
the varions ment packing companies are in constant comuni-
cation with all marlkets by means of telephone, telcgranh or
perscnnl centact., In this way they are able to determine
just hew much each market is paying for meat and arranfe the
distribution of their supplies accerdingly - shipping greater
onantities to the hirh morkets ana reduecing, when necescary,
the shinment to the low markets. The objecct of this preccedure
is to cbtain thc best pogssible price for the supplies cf meat
they have en hand., It is slsc thrcurh this means that the

surplns meat preduction of the Central VWert is distributed

threuyhout the entire ceonntry.

5. Markets Compete with Markets, Swift and Company. Agricul-
tural Research Department, Bull, llo. 1, p. 2
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Ac o rle e meritets locoied ot tlhe ~rertest Jistonce
Trom tivee livestock=-nrodrcing ceclicons of
poy e hichest nricez,  liarkets in the ensty, Ter exrronle,
st poy o price hi-h encursl to noke it werth thie effort and
cost ~f ithe reat paclier te chip his wecat fren the cllies wvhere
hls plants nre localcd. Were it not for price aifferenticls
ct this type, it wenld nct be profitable Tor anyence to chip
mcot frem the precducine teo tlie cengsoining arcas.

When llew York City (or any other market) pays mere ter
ite meat thnn Chicagc b an amennt ceinl to ¢r above the cest
cof transportation, thin an increassd amount of meat will be
shipped to this market, This increcses supply of meat will
bring abcut a decline in price in that market, and then some
other rarizet will beccme the hishest peint. The same prece-

e
VL

dure will be repected until still another merket assuimes
prices. In this way prices arc in a continuslly fluctuatirg
status, influcnced by demand on one side ard leveled off by

inply cn the other,

This sitvation also exists for the prcducer since cone

et his most difficultl tasks is tl.e cheosing cf the bect market
outlet. There arc coften wide fluctuations in the dey-tlco=-dny
price differentials on the same grade of livestock between
diffcrent private snd public markets, If tidds were net so,
ihe ehiipner conld cclecel bis boest ontlet cnce arce fer 011,
As it stands, lhe price differertial betwveen nortcts ney or

¢ 1c thie cne offerine ihoe hirhest

< hd s wedd : o

L8]

ships
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s
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may neot varrant hi
price. "“ronsnertoticn costs or ctrer frelers such as shrink,

bruisine or cripplins nay be rrebibitive, ond thue inTlucrce

6. Loc. cit.
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ies to mnlte o Cecicien vhetber to boy from onc pocker o

another, Ie mmst decide vhetler Lo Duy ot e dictribation

snupplied, Since ezt dis 2 perichable nreduct and mict be
scld within o certain pericd, very cften this conditien will
force an over-csupply intc conswalns channels alt lcowered
nriccs, The retail men vwho ic awvare of guchk situaticons is

Just one sten ahead cf his competitor,
Price Spreads Between Live Animal end Finiched Product

The c¢urecticn often arises as te why a ceustomer, vhen

w

phrchasing o sleok, mist pay almost four times ags much per
poind at retail as tr.e meat packer pald per pound fer the
live enimal,

There are threce cutstanding rcascns fer this conditicon,
First, only sixty per cent of & choice steer is carcass bcecef,
Second, cnly a small porticn of the carcess is steak. Third,

open range

1y

there are nany necessary costs between beef on th
and meat con the kitchen rance.

The best way tc explecin these reasons is by way of
excmple, A meat packer porforms Lhic Initial transacticn,

b

purchasinge a 1C00 pcund cheice steer at 52547 per lLiindred-

weisht, So his criginel cost is 294,50 which includes all of

udes the hide, head, bone, hcrns

=3
n
.
5]
e
¥

e}
e}

the live animel.

and hoefs, bleod, weter, paunciiy, and similar waste raterials.

7. Cattle....Numbers Prices Spread. Swift and Company.
Agricultural Research Department, p. 3
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Wien this 10CC ncund ghecr 1o dreosced oy, the
000 pounds ¢ carceacs beef (60 ner cent), Thic reons that in
crCer foer ihe pacer (o cot baclr the tetal ¢ollers neid fer
the live steer, the carcoss mist scell for more than D27&¢ per

pound. (ccst £25U,50 divicded by weipht (00 pcunds ecuols

coct per neornd h27b¢).

The weelr folleowing the purchase of the stcer, the cheice
carcass beef is scld for 42%4¢ a pound or $255.00, This tctal
$255.00 nminus the cest £294,50 leaves the packer with 50¢ to

help pay the ccst of buying, slaughtering, refrigerating,

[&>]

sellin:, advertising, dcliverinz, procescing by-products,
shrinkage and still leave him with a prcfit., It is pcinted
cut in the following chapter that the value cf the animel by-
nrodiicte generally assures the packker c¢f this prefit.

Hew the carcess beefl ic in tlle hands cof tlie retailer,
The cest to him was {255.00, so lie must sell i1t tc the consumer
for $310.00 in order to provide a margin wide enough to ccver
such costs as rent, labcr, depreclaticn cn equipment and
fixturcs, taxes, lighting, supplics, advertilsing and other
cperaling cxpenses, as well as trimmin: lcss and naturel
shrinkage in the wei~ht of the beef carcass when ccnverted into
retail cuts,

But the retailer ot1ill hes a prcblem, Meat eaters are
unwilling te pay as much for scme cuts as for others. Thus,
he must sell over half thc carcass beef for & price belcw the
average price per pound in order to induce the customer to
buy. Cenversely, hLe must sell the choicest cuts of meat which

the ceonswrer vwill pay o preunium for, at a hicher then overare
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nrice in crdéer te ottedin his gress margin, Togeller, this

crrbingticon ¢f pricces ok
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¢ up Uhr tetal volaice of the cer-
e cheicest and ricre decirsble
er pcund,

cund

]
H
o]



CLAPTZER V
T7E MEAT PACEING IIDUSTRY
lecessary Limitations

The neat paciking industiry comprises plante of varicus
sizes =&nd slaughterers of varicus types. A breakdown of
these varieties should give a more accrrate picture of the
industry., In 1952 there were 458 esteblishments slaughtering
under Federal inspcction. The number of plants operating
without Fecderal 1nspection was divided into twc groups. The
first group included these plants slaughtering over twe mil-
lion pounds live weirht per year and totaled 796, The seccnd
group incluvded plants whose amnual slaughter wias less than
twe wmillion pounds live veight but more than 300,000 pounds.
This group tctaled 2209, In addition tc these plants, there
were approximately 11 thouscond butchers slaughterlng less
than 300,0C0 pounds live weight per year.l

Hovever, for the purposc of this report, the reference
tec a meat packing plant will include only those ccming within
the limits of the following definition.

"This industry comprises establishments primarily ecn-

gaged in the slaughtering of catile, horss, sheep, lambs,
calves and other animels, for mezt to be scld fresh or

1. Facts and Figures about the Meat Packing Industry and Its

Products. American Meat Institute, Chicago, L19L4, P. 23



YAY]
te be used on the scme premizes in conning and ceuriig
and in making ssusegre, lard ance eother procucts. e
This definiticn excludcs a reletivelly large muaber of
erall plants which slavghter cnly a few head of livestock
each year (chiefly fer their own sale direct tc ccnsumcrs),
locker plants, and c=imilar firns operating cn o strictly lecal
basis, as well as slaughter by farmers. Iowvever, it includes
about 2,000 ccmparies which process approximately €5 per cent
of the nation's total mcat supply, end which 1s that portion
) I
of the teotal that nermally moves threouch whelesale channels ]?
to retailers.3
There are certain ccemnanies that have len~ been prcminent
in the meat packing industry. Orgonizaticns such as Swift
and Comnazny, Armour and Comnany, Wilson end Company and Cudahy
Packings Compony at cne time preovided nore than 42 per cent of
the total meat obtained from cnimals slaughtered in the course
of a year.h Hewever, as mentioned previonsly, the trend
toward decentralization has gradually reduced this percentage.
Many interilor plants have sprung up close to the producing
arcas and have consecuently consumed a fair share of livestock
that might otherwise have gone to the major packers. Since
these major packers are lccated mainly on the central markets,
they have countered this trend throuch decentralizcticn of
their own operations, chielfly through direct buying and pur-
chases of some of the interior plants.

Aside frem the major packers, there are many other

2. Flnancial Results of the Meat Pacling Industry. American
Meat Institute. Department of Marketing, Chicagec, 1953, p. 2

2 Loc. cit.

-~ ®

“. Ensminger, M. E. Animal Science. Danville, Illinois: The
Interstate Printers and Publishers, 1952, p. 253




packers o i1mmcrtence scrving particular areas. ligure ©

liste the rationnl and ccue of the recional packers sz well

cs thedir vecl trands iIn decreacins order cf thelr grace.

Services of the Mecat Paclier

1-

Thie manner in which the producer ships his livestock

te any of the varicus cutletls at his disposal has been
described. Livestcclr at this point have comnleted the first
leg of thelr journey and it is not long before they continue
cn, This further distribution of the meat supply of the
nation is the responsibility of the packers.

It is the undertaking of ilhe meat packing incustry to
convert the avallable supply of slaughter animals markected by

farmers and ranchers into meat and other products desired by

ccnsurers, and to distribute these products in such a manner

as to saticsfy mocst adequately the demond for them. In render-

ing thils service, mcdern meat packing plants actually perfcrm

5

fcur dietinect functions:

1. The production of fresh meats.
2. The precduction of cured and nrocessed meats.
é. The complete utilization of by-products.
. The transportation and efficicnt distributicn cof
fresh and processed meats from areas cf prcduction
to centers of ccnsumption.

Each will be discussed in turn,

The Production of Fresh Meats

Packing plents may process cattle, calves, lamhs and hcgs

or any combination of these animals., Some packers have killing

5.  1Ibit. p. 2066



Many pacikers stamp their beef with verionz trade nores
or hrancc ag an indication o ¢rality, 0Often the same brords

-

are ised on veal ond lrmb, Thic is esvpeclinlly true of the
first or top brand. Thoe becf broards of the notional and

sene of the regionel puckers follow in decreasins order of
their zsrade.

ARMOUZR AND COLPANY - Star, Banner, Crescent

CUDATY BLWOTIERS CO, - Peaccock, Jack Sprat, Ce-Ee-Co

TTZ CUVDATY PACKING COMPal’Y - Puriten, Tex, lFancy, Kival, Thrift
CIRCLE PACKXIIZ CO. - Champicn, Blue Kibbon, lied Ribbcon, Special

D7 @ OIN PACKILG CO, - Gov't. zrades except on high Ccmmercials,
wvhich are brandecd Tip Top

GEC. A. HORMEL & CO. - Best, lMerit, Velue, Hormel

G. E. HAMMOI'D CO., - Rcsebud, Famcus, Ilamrond

HOME PACKII® CO. - Dependable, VWabasl, IHcme

EUVNTELR PACKING COIPANY - Ace, Fing, Queen

EYGRADE FOOD PRCDUCTS CO. - Peerless, Ilicney Brand, Faverite
ILLINOIS PACKING CO. - Francy, Crovn, lkerit

IOWA PACKING CO. - 0l1d Licmestead, Famous, lianor

JOHIT MORRELL & CO. - Special, Bvergocd, Pride, Xtrafine, lorrell,
Allrite

KIKGAY & C°, - Reliable, Circle, Peerless, Shamrock

OSCAR MAYER & CO. - Yellew Band, Caepitel, Special

THT RATH PACKIN® COIMPAIY - Steers and Heifers - Blackhowk Delux,
Bleckhavk, Corrnland, Racon, Sunvale,
Budret

TI'E RATY PACKING COMPANY - Cows - Crest, Harvest, Sycamcre, Club,
Econony

ST. LOUIS INDEPEUDE:NT PACKING CO. - Mayrose, 1idy, Indepcndent

SCLLUDELBERG-LKURDLE CO, - Esskay Quality, Fighlana, DBeesuties,
Sun-Up

STARL-MEYER, INC. - Ace, King, Crown
SW:FT & COMPAI'Y - Premium, Select, Arrow
WILSOY & CO. INC. - Certilied, Speciel, Ideal, Leader, Wilsco
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beds which can hendle 200 cattle per heour. The entire cper-
atien is perfcrmed on the style of un assembly linc; one man
perferms his specific job ond then the cnimal passes on to
the next man., Most of the jobs in the slanrshtering ond meat
packing industry are cf a sinelec repetitive nature. For
exarmple, the only task of thc cattle splitter is tc split the
beef carcass down thc middle after it has been skinned.
Jobs in the meat packing indvstry f211 into categories
related to the varioucs operations. Slaughtering of animals, ?7
preparaticn of the carcass, processing of the variocus cuts, !
and the sale egnd distributicn of the firol preduct are the |
principle categcries, Killing floor overations are the first
step in meat production. 1In the case c¢f hecgs and lambs, work-
ers fasten the animals by a hind leg to an overhead conveyor.
Cattle are stunned in narrcw pens and then sllowed to slide
down a few feet on to the killing floor proper, where the
hind legs are shackled with chains and the animals are raised
up. The animals are dicpatched by the stickers and the blcod
is then drawn frcm the carcass.
Skinning of cattle and lambs and de-hairing of hogs are
also done on the killing floor. Hog de-hairing includes
scalding with hot water, scraping, singeing with a blowtorch,
vashing with water and spraying with steam.
In the skinning of cattle, the skin is locsencd from the
front legs which are then c¢ut or brceken off, The skin is
next loosened frcm one part and then from ancther until finally
the whole hide is removed in one piece. Each of these cimple

steps is performed by a different worker. When the carcass



haos beer preoperly nreparsc, it geoc te thie cutting flocr.

Workers in the denartment where tre actusl meat cuttling

1

takes place are genernliy cn a hirher skill level than those
cn the killing floor, They must know the cnatemy of ihe
aninzls, the vario:s cuts of mest, and how o riake thece
cuts withh the minimum amount of waste or damare teo the car-
cass. A high degrec c¢f ckilll is necessary in the use of
butchering and boning toolc, such as knives, hand or pover-
driven saws, ané cleavers,

All internal organs are removed except the kidneys., If
the plant iz federally inspected, the carcass and viscera
are exariined at this stage in the slaughtering prccess. The
carcass is then split through the center of the backbecne and
the tail is rcmoved, The split carcass or sides are washed
with warm water under pressure. The betier carcasses are
shrouded tightly wilth cloth so that they may have z smoother
apncarance following chilling.

Followinz slauvghter, the sides or cercasses are sent to
the ccolers where they are kept at a tempcrature cf abeut 247
F. for 2 minimmm periocd of twenty-four hcurs.

They are then procecssed inteo wholesale, primal or re=-
tail cuts depending con the animal slaughtered, Hers are
processed into retail cuts by thie packers, Cattle, having
beer c¢ivided inlo two equal sides, are further divided into
twve forccuarters and twe hindguerters., Veal calves and lamb
carcasses are left whole., Because of the hi-h molsture content
of veal, the hice is usially left on for the purpcse cf re-

ducing evapcraticn. This also procuces a nore desirable carcass

Ty
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leat for the Jdewich trade muct ccme Trom animals slauvgh-
tered accordinge to the rmles o Shenitarn (the sncient cietary
rules), Altkough peoplc uzual:iy think in terms cof beefl wlien
loshering is menticnedy lomb, mutticn, veal, and even pecuttry
are dresced in this manner,

In Kccher slaurhter the rnimal is heicted witheout stun-
ning »r¢ is cut acress tlie threat with a cpecial iyne ¢f
knife, The kitling is pcriormec by a rabbi cf the Jewish
ciurch cr a sprcially troinecd representative. 7This method
cl killing causes more instant desth and a rapid, free flow

of blooc frem the enimel. The rebbi alsc makes an inspecticen

N

0

re is acceptable,

f'\
“

of the lungs while drcscing. If the c

it is marked on the brisket with a cross inside a circle.

The mark also gives the date or slaughiter and the name of the
inspector.

Kosher meat must be sold by the retailer wiihin seventy-
two hours after the time it is killed, or it must be washed
and reinstated by a representative of the synagogue every
subseqgucnt seventy-twe hcurs. A maximum total holding period
of 216 hours is allowed following slaughter. For this reason,
rapid handling of Kosher beef following slaughter is imperative,
Because nmest of the feur million Jewish people in the United
States reside in the eastern states, large numbers of live
cattle and lambs arc shipped from lhe lsrge markets farther

west to be slauchtered in or near lhe eastern consuming arease

P g



The Proecdiceticn of Cured ond Prccessed peats

ocr reveilers. Souc umects, bhovever, reguire precessing, cr
curing, before they arc ready. 2ZBacon and hams are exaaples,

Porit sicdes are cut according tc nced and local custcns, bul

J

generally it mey be said they fellow o divisicn comprising
hars, shoulders, bacen, and loins,

Coring ic ¢of twe kinds., In the swveot pickle cure, Lhe
pork cuts are imrersed in vats of sweet pickle, which is a
liguid mixture of salt and sweetening, and are left tco absord
the pickle until the reouisite cure is attained. In the dry
cure, the culs are packed in laycrs in watertight contziners
with sugar, salt, ard other curing agents sprinkled between
the layers. In the dry salt cure, the pork cuts arc laid onc
upon the cther in tlers, with salt sprinkled on and between
them, Tecr hans, there are also artery pumping and heavy sprey
pumping cures. W%When the sveet pickled cnd dry-cured meats
are sufficiently impregnated, they are smoked over a vcod
fire, There is alcc a distinction in the length of time for
curing. Long cures sometimes call for frcem 30 to 4O deyrs.
Today, thece long cures arc seldom used. The short cure, now
popular with pork packers, requires anywhere from 2 to 10 days.

The monufacture cf meny kinds ¢f sausages is an important
segnnenl ¢f the meot packins industry. The last government
cencus licted mcre than one lhcusand cansage establichuents,

producinz about 1.7 billicn pounds of Federally Inspected
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stiffed intc beef, ¢

nmarizeled eitrcr raw or cocked Vhen marlzeted fresh tley are

L]

either dried and sncked, or cimply air-dried.

Trere arc twe moin divisions of sautisageg, One is the
dry, cr cumrer type, suchl ac cervelat, thurinrer, salami,
mertadella ond pepperoni, which will keep for o long time wiih- |
out refrigeraticn if keld in a cocl, dry, dark place. The ¥
other type of sausage is clazsed as fresh, and includes ;
belosrnas, frankfurters, head cheesc and fresh pcrk sausage.
The latter type skculd be held in the refrigerator until re-
quired for censumption, Some sausages may be caten as pur-

chased, without additon#l cookingy while others are ccoked for

-+

varying pcricds befere serving. lMest sausage plants are clesely
safeguarded by ederal, State and City health regulalicns and
inspection.

The canned meat brisiness likewise hias shiovn tremendous
growth in the last half dozen years. In 1953, the procduction
wvas 1,447,000,000 pornds. In the seven-year period between
1947 and 1953, the production of canned meats incressed 238,000,
000 pounds.8 The growth of cenned mezal ccnsumption by Ameri-
cans, excluding the Armed Services, is pcinted up 1n that per
capita consumption in 1952 was 9.23 pounds compared to 3.53

9

pcunds in 193¢,

7. Heat Tor the Milllons, American» Meat Institnte. Department
of Public Relaticns, Chicago, 19595, p.

8. Loc. cit. '
o)

¢. racts and Figures about the Meat Packine Industry and Its
Produects. Op. cit, p. 53



One ¢f thc main reascns for the rise in canned neat
consmptien, occerding te scme autherities, is that these
preductc are cogy oa the pecuetbrck,  Conned
selves well to advertising and othier mass merchandising
technicnes, since the brand nane is presented cn the can that
resches ihie ccnsumer, 1he noticn's hure baby populetion is
also ceontributing to ricing dermsnd for canned mcats.

About sceventy-five companies can meat - ten cr twelve
10

more than were in the business prior to Werld War II. All re
of the major packers preduce canted meat. A number of others

are not in the fresh meat buisiness, but specialize in canned

meats,

The Complete Utilizaticn of By-prodicts

The tctal of the by-prcducls of the American meat pack-
ing industry rmns into a large volume and value and ferms a
ccnsiderable peortion cf tetal production. Varicus by-prcducls
recuire different methods of processing, refrigeration,
stcrage, pacleging and trarspertation befere being useful to
mankind.

Without the aid cf scilence the packer would never have
been able to work cutl metlicds cf saving the different by-
products of cattle. These products benefit the human race in
meny woys. Many ailments are relieved by extracts from cattle

-

'iabetes and

[oN

glends, The discovery of ins:lin for relief of
h

e use of liver products feor peinicious ancmia are well-
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ruovn,.,  To rmzlke cne peund of pure, dry inculin reguires
materinles frem the poneress of ~hout 100,000 lLicrs or 60,000
catt]e.ll Hosl meat packers sell trhe ¢l:qaids which they pro-
duce to laboratcries mamitccturing insulin and cthicy Tinished
pharracenticals,

Another impertant point to cconsicder is that the utility
value cf by-precducts increacses thie price vhicel: the cattle-
man receives for his arimale and red ces the cost c¢f beef to
censuners.,  In many years the revenue from thicse ty-preducts
is safficient to poy thie expencse of slaughtering the cattile,
transnorting thc beef from mecat packing plants te retailcers,
refrigeration, sales cxpense, taxes, sinmilar operatin: costs,
and still lecave 2 prcfit,

It shculd be remewbered, however, that their contributicn
is by no means tihe nmost impertent cne, While it is true thatl
the returns from ithe manutacture cof by-prcducts are very large
reregate, die to the immense volume, the total return
is mincr ccipared to that derlved from the scle of the nain
prcdict of the meat paclkins industry, namely meat.

The relationship of the value of by-products to the total
value of meat and by-products varics with the kiné of live-
stock, Table II chows the approximate average percentage
distrib tion over a pericd of years of the total mcney
received by meat packers for meat, by-products, and hides or

. ; 12
pelts cbtained from lambs, hogs, calves, and cattle.

IT, Meat Ior the Millions, Op. cit. p. 6

12. Lamb By-products. Swift and Company. Agricultural
Lesearch Department, Chicago, Bull. 10, p. 1

r

-
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TAZLE II 3

Carcass IIide Olhier

ment cr Pelt Sy-products Total
Cattle 65.0 Ok 0.6 100
Lambs 75.1 15,2 2,7 100
Calves 77.9 12.06 €.5 100
Frus 96.3(includes -- 3.7 100
o lord) 4

It shiomld be vnderstood that the nercentare return from

meat and lhie different kinds of by-prcducts varies from vear

te vear., In additicen, sharp declines in the valiie cof impertant

by-prcducts can be an imncrtant facter in bringing about
lover prices for stecrs. In Deceuwber, 1932, a 1000 pcund
steer wvas worth &1¢ less te the packer than it was in 1950
becanse ¢of o 70 per cent cdecrease in the valie of tallew and
a "W per cent decreasc in thc value of hides., Tallow, of
vhich o 1000 pcund steer yilelds approxinately 40 pounds,
dropped fren nearly 15% cents per pound to W} cents per pcund
in these twe years. Iiides, which average abent 60 pounds fer
e 1000 peund steer, dropped from 36 cents per pound te 15%
cents per peound during the cane period.13 Situaticns ¢f ihis
nature serve to redice the retuirn to the precdicer and raise

the price to the consumer,

Transpertation and Distribition of Ifresh and Prccessed ieats

The cihannels cf nmoveinent of meot and meat products from
packine »lanis to concnmers oand c¢ther neers are chown in
Fighre 10, Only the two princi»al metheds of distributicn

will be diccusced: narely, branch heuse service and refrig-

13. [Facts ané Fipgures 2bout Llhe Meat Paclking Industry end Its

Products. Op. cit. p. 44

-t
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erater car rcutec sorvice,

.~ 1. - - 3 v~ . -
Branch honces aore selling cgercices

mn

‘—J-

towrs ond citiec, The tynicel bronch house of o neal paclier
is a combination warclicuce, vholecale nerkel and refricerator.
]

The tranch ncuse 1g ucun2lly lecate?d cn a railren

4

alsc has trick-=loading platforms, Iach house has refrigerating

facilitiles, expert neat crtters an® handlers, on ccerunting
nd credit orcanizaticn, a sales Torce, and delivery cguipnent
tc carry the meats to the retasiler, These branclhes recceive

thieir suppl:

&

;._.

ec Adcily, cr several times weekly. Deliverics are
nade in refrigcrated cers and ir cks direcctly frem the packing
plants.

Each house has a manager vho works con salary. Some
prcducts are purchased cin a cdefinite price basis while cthere,
usually carcasses, are hordled on a commission besiz. The
comrlissions are applied to pey for operating the house, 1In
this way responsibilit; ic¢ pleced cn the manajzer to wake the
house "pay". Thus, the branch house maneger and his staff
mist censtantly be on the alert tc perform their duties
efficlently. Retaillers may buy from salesmen over the tele-
phone, cr on inspecticn while visiting the branch hecuse. liony
retailers 1i%e to cee the mecat they buy and will "chop arcund",
Visliting several packer branch houses vlhiere they can coapare
quality ond price ond bargain for the best terms, This
competiticn challenges the 2bility of tre branch hevse manager
and his staff.

The brench hense cells fresu meat, and fresl mea? will

nct lteep indefinitely. In a relatively shert timce the ez

&



T
will lece ite Ll-c ond cucteners vill net want 3t thoes ~t
ary nrice, The vr= ¢l heotice meangers, tnereforc, met odjust
Lirir prices co as e leen thely ontire stocel: of Tresb rents
clcarin: prouptly inte consiening channe” =z, If {he mesl can-

not be sc’d 2t a profit, then it st Le z221d fer vhat it will

brings teo held it nesns detericraticn +nd greater leze,
Dcalers within the braouceh house snles ferritory are

callcd “tpon by campany salcsmen, These salecimen travel olens

regnlar roites in comprny-cvned cors ond fae or prene their

orders t- tbe branch henee,  Scne of tie declers, however,

prefer tc sec the moatl befrre they by and meke 2 regulear

practice to call at the Lronch honse, wlhere they prrscnally

select the proeiucts which they reeuire fer their trade.,

ouses provide 5 direct and cconemical

These broaneh
nethoo of merk-tins a meatl naclier's precducts. Theoy are

tribvntins units, properly ecuippced fc supnly ihe varied demands

i thentesnnds of retail stores., They previde the refrigerasticn

facilities so essential for the proper nerxeting of neats.

steric they molie frecient deliveries

[ 69]

Thrcu- It thelir delivery sy

to individual sicres, The wicde line of nreodocets handled and

the 1lorge velune of bucincss recduce selling costs To a ninlmum,

Brraeh houses cre a nececcary nart of any cenplete nationwide

t+ enles crganization,

o}
0

I'owever, i1l branch Lense con be operated cccnemicnlly
cnly in those citics vhich are sufficicrtly lerge tc furnish

The thoisands ¢f emaller toims,

a Jarre vclunme of business,
vhicl extend ont in 211 directicns from the meat pl-nts end

whicl n~re net lar-e cpotiel fo suppert branch housce, arc
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v ¢ Thener, o oolecio coes Ao Alone tevne In ocrder Yo ocnld
on Lhe rote-il aant donlerc,  QJrcere sre oo ond ot bheel:
teo the ment nlont or broreh nhouice.

Tro retfrizerctir cars Lellow delfinite rotes ¢in nrovi-

}Jc

c21y cstablished cchedles, delivering the crders which the

0y " @ <y " .
commery's solesmern hove cocired,  There are usielly abeont

20 toviis on ench rovte,  The refricerator cors are locced
&t the pnuclines nlent or lrrse branch warehonse anda roien
threapgh the towms in eiccezgicn until they return te the
nlant Tor releoding on ancther trip. 7The corders are rack-
ed intn the cars in the crder o deliverys; thc orders feor
the first town hedins placed nearcst the deeor, the crders
fer the second towr hetina thresny, ane oo on, This errance-
ment net only facilitstes the unleoadirg but alese neons
the diors ¢ the cers are copen for a minlmu amcunt eof time.
Improves hicslwoys and the increoased .se of refricerated
trucks hove redrced the imnertance of the reute cor in the
distrib-tion system. Delivery LY retrigerated motor trici,
howcver, is limited tc a redius of anpreximately 100 to 150
niles freo the nlant, so that there are many towns ithat still
Tegiiire reite scrvice.lq
At headgrerters the sales crgonization of a meat-nacling
Ceprny with o noticnal distribiiicn systen is usually divided

0 A &l - 1 K g -, -
°fa vreciet basis.  Each proaccl, such as beef, porls, lank,

ren i - . 4 . SN
veel, earveq meate, hides, cor scap, has its cwn sales depoert-

MO0 din tie office ot Leadeverterz, These departricnts mointain

——

1t Swift's Servicec to Producer and Consumer., Swift and Company.
Agricultursl Lesearch Department, Chicarc, Bull. ©, ©. 12
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tlot o the laticor miey bid fer live-
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ctecec arrivele at ¢ pnrice wiicer rellects Loe retall denand,
ms ~os 3 Vel hd 4 +) dace™ 1V e e N elrin s Fonen eyl e

Tvo efflcleney vith vilcr Lhele ooy Dealn, Cinpilile!

M

dietribiite meat ord eother nr-duets is chovr b o repert cof

tde

craittee of the Laticnal Distribticn Cenferciice, which

found thet cut of ceventeeon princinel vhclesele trodes in-

1reat nrececacers? branch bcouces had e lewvecst

othen,

cest of eneraticn, In Swift broneh hovzec, nect rrodeets

ore hardled at a ccet of abont ¥ per cent of seles compared

with a ccst o2 10 teo 20 ner cent in noct wheolesale trades.

~

)

The crst of providing refripcrator car scrvice 1s abent tlc
15

sure as trat of brench heuscs,
Meot Inspeciicn

The Federal peoveramont recuircs ginervicicin of cetab-

lighments vhich slavghter, nocik, render, ond prennsre meate

and meet producte for interctate shipment cr fereign experts.

)
!

The rccneetive states have the recponsibility of enfcereing
legiclaticn governine ile sleanghlering, packa
handling of mcats shipped intra-stale., Thic umcs
laws dc not anply tc form slowshiter [eor heme ceonsurpticn,
althcugl most states recuire irspecticn 1If the neat ic cscld
cr tronenerted awey “ron thie form,

Ment dinsnhection is cendicted under the directicir ¢ the

15, Loc. cit.
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Secrevory of Alrionluvre In occecriopcee withy tle roslotions
n A R I BT o R - yvg ~ T ) S e
o the nllcd Jucter Ooverivor t o trot Inencciden Divicicil,
a nojoerity of tle clersl Goverrant dncnecters cre graduatecs

[ AP PR LI P PR I T, . b PN e T P I A ™
of Tour-ycoLl coirce il o veuleriner: ccollope annroved by the

Coverivuani, 1hwer mucl pass o Tisld civil service exemination,
The rena’a2der cre mern oxnert 1n tho celence ond teclnicne o7
neat poeting., They are ncsafsncd te duty, ‘rensferred,

preacted ard nodid by the Foderzl Goverment,  When an cstab-

& Vea oy PPNE T P 1. (I ~A~d ek S ~ ~
lishauent wveriig oot o, the dnspeclers!' cvertine wores are
:"‘-‘v(.ai 1:‘3, -i! ﬁl\» c - A '\iv.

The purncscs of the [Heal Inspoetieon Act of 1206 are:
(L) t- cofernrd tre pilic Ly clindnstiics Giccrscd or ohlhora
vice umvhelocone meat fron the Focd cupply: (2) te onforceo
thie canitory rrepareticn of nment and meatl preducts: (3) to
grard aspinct the nee of harnil incredientsy and (M) to
nrevent the ine of fulse or nisleadine neomes or siatements
on labels, There are twe types of inspectienr rerforned undcer

this Act, ante-ncrtem ané ncst-merten,

Ante=iicrtenm

[l

Thic zrte-merten inspecceticn is condicted in the helding
pens of the offiecial estzblishnent., The animals are cbscrved

as thecy are driven inte the pens ¢nd agelin while at rect., Any

) )

nimel pleinly shoving o conditicn that weould cause its

cendceunation en post-iicrten inspecticn ie¢ togyed "U, S. Con-

demned™, and ic net permitted to be breught into the pleant.

uelr ornimales may be held for treatment il their owner so

desires: ctherwise theoy wre dispatched contside thie plant and

i5. Ensmincer, if, E. Op. cit. p. 206



oSy crrercren pod i Vo dnediUls tantmes, Al dncovcector
ceenpunlien (e errerse Lo the sonlie te oo suve of ite
tleponition,

Aninales vhiclk rre sngoected of beins affected with any

Gisecngc or conditdicen the1l miht core corddonnmeticn on poct-
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nmeorten are Ligged YU, 5, SugpeetlM, Ther are neld anerit from
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ion toregs place at tre time of clau
Irmediotely after the hecd is scvered, the lyumph clands arc
cnt inte, as the lymph systeri 1g ameng the first tissves to
chew evidcnce of disease. It 1s by this melhod thotl the
incipicnt stases ¢f diccuse are deteclted. Any aninal sroving
evidence ¢f diccece in any degreo 1e norked "U, S. Letaincd",
When the animols are eviscerated, the viscera arc cb-

cerved, cxa:ined and, vihen necessary, diccsccted., Thococ parts
showing evidence ¢ cdisease - togcther with the carcaosses -

are tagged., After thic carcasses are eplit, they pass ancther

(@]

inspcetcr whe observes the» botii on the insice w::.d culslde,

b-ie

Al animcls tagged, togetner with tie viscera, are held
separate aud are examined in all parts by a finsl inspector
‘nc determines the dispositicn of the carcass - vhether it
shnall be pesced for food cor condemned. These znimnls which

on {insl inspection zre passed for food arc allcwed to preocecd
to the ccecler. Theooe cendenned are nlaced, under supervizicn,

in the rendering tanks tegetucr with sifficient denat wwiny:



rorderine produeet fron teinr used
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fcr edible purpores.  The Letiom mud top o thego tanlin rre
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In additicn 1o the enle-merten arné poct-nerten inspections

referrec to, the government meat inspectors have the pewer to y
close a rlent thet is not sanitary in every recpect. In crder ﬂ
te conform with the requirencents laid down by the Governnment, KJ

the flcrore and tables in 2 plent must be washed every day,
tecels must be thercurhly sterilized, ond workmen must have
clean garments. Ample lavaiory Tecilities, wash basins and
dressin~ rocns must be provided so that the worl: may be
carried on in a most sanitary wmaenner,

The sarme minutec atten'ici is given to the hondlins and

."\

care of meals con their way to market. Before a refrigeratcr
car or truck is loaded, it 1s thoroughly scalded with steon
ard hct wvater. Abecut three tons of ice and eight hundred
pounds of salt are put intc the ice chambers to ccol a refrig-
ator car, the salt causing the ice to melt and sbscrb the
heat, It takes about this quantity ic get the refrigerator
car chilled before the meat is put in, and the car rust be
iced again when the meal is lcaded. In order to keep the
temperature ccol and even thrcughont the overland jeurney,
icin~ stations are meintained at various points along the
railways so that ice and salt mey be replcnished every twenty-

four heurs. Motor trucks cenerally utilize mechanical refrig-
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CHAPYER VI
PUMDAMETALS Or HETAIL MANAGERZIMY

Chain store creganizations have deiinite ways in which
they operate and deiinite company policies which must be
iollowed at each cperational level., ‘These poliicies are
ccmmmnicated thrcugh the varicus levels of ccmmand to the
market manacers. Consegiuently market managers have a
definite set of rules to fellow and are limited in certain
phases of operation.

Mosl cperaters seem tc feel that standardized cutting
methods are of vital importance feor successful meat mer-
chendising and operating in a chain cempany. Fer this rea-
son, tuey have established definite cutting metheds, and,
in many cases, have put them in writing (manuals). This
repert will not be concerned with any meat-cutting principles
or methods, since tuey are clearly presented in these chain
store operating manuals.

In addition, there is a wealth ef valuable material
centained in these manuals which is at the disposal of all
store perscnnel., Such items as the selectlon, training and
supervision of personnel, customer service, expenses, equip-
ment, pllfering, records, safety rules, and similar data are

included, &3 weis as store level receiving, coenler arrange-
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meni, displays, sellins material and even cookins methods.
Nene of these teonics will be discissed, at least not directly.
The contents or tiins cnapler will be aimed rather in
cutlining scome o1 tne activities engaged in aboave store
level in eorder to provide store personnel with a background
knowledge of the overall chain steore meat cpcraiion. Such
knowledge could be extremely useful, both in enabiing an
empleyee te better understand his ewn pcsitien in the epera-
tien, and in preparing him for future positions requiring a

moi1e eéxtensive coverage ef the meat industry,
Sources of Supply

One of the prereguisites of the chain stere operater
is te have a reliable scurce of supply. Good relatienships
with suppliers are oi vital impoertance., ict cnly de regular
sources '"pay good dividends in the pinches", but alseo 1n
day-teo-day negotiations during nermal times, Mutual con-
fidence relationships between chains and suppliers make it
easier tc¢ buy, assure more uniferm quality, regular delivery
schedules and other advantages.

While some companies recemmend "getting a good supply
source and staying with 1t", ethers feel that it 1s necessary
te spread scurces b..cause if one source fails temporarily,
as in the case of a war, it is practically impossible to
get supplies. Pclieies on selecting the source ef supply

vary with different companies,



Buying

The buying of meats is an important undertaking in the
chain store eperation. The perishability of the prsduct
necessitates carefnl analysis and accurate decisions, 1In
erder to make these decisions the buyer must have a thorcugh
knowledge of market conditions. Valuable market infermatien
may be ebtained threough variocus daily, semi-weekly er week-
ly publicatiens and bulletins published by the United States
Department of Agriculiure as well as reperts issued by pri-
vate concerns interested in livestock marketing. The anal-
ysis ef these reports is tied in with a recerd of past sales
and associated with the current retall price structure in

iermulating plans fer purchasing the necessary supply eof

meat for a certain peried. There are, of course, other guldes

at the dispesal of the buyer, such as stere orders and com-
petitive conditiens, which may influence his decisiens. It
is the jeb of the buyer to evalnate this infermatien and ce-
ordinate his decision with that ef the meat sales department

in arriving at the best sales pregram pessible,
Sales Planning

The sales depariment likewise has the task of selecting
the most attractive items to feature in its weekly advertis-
ing. The sales force must consider market conditiens as well
as the buyer. Seaswnal variatiens in price can be of extreme
impertance in reaching a decisien. The supply cf livestock

en the market, reflected in censumer demand at retail level,

—
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is a very impertant factor. Mist eperalors have a scmewhat
similar precedare., It includes careful watching ¢f the nmar-
keis, the seascn, the supply and demand situation, andg,
particularly, studies sf the needs of the censumers in a
particular area tc enable them te vary their diets and pre-
vide for their special regisnal and seasonal requirements,

Many cempanies practice advance sales planning teo vary-
ing exterts. One of the e¢bjectives of this type of planning
is te find and correct mistakes before they are made. An-
other is te get the best pessible realistic estimates of
velume - tonnage and dellars for each cut.

The proximity e¢f steres te a meat packing area has an
influence on the nature and timing of advance sales planning.
Companies lecated in the heart of these areas de not have te
contend with transpertation and time of travel difficulties,
Censequently, they can plan their sales cleser and are more
flexible in adjusting te market conditiens. Pregrams are
scheduled anywhere frem four days te thirteen weeks, although
the average is prebably semevhere between three and four weeks.
The meat buyers representing chains lecated a censiderable
distance frem the packing plants, generally negetiate with
these packers about ten days prier te the date of delivery.
Since the price is established on the date of purchase, there
is a pessibility ef intervening fluctuatiens which may in-
fluence the sales plan. Where the chain stcres are situated
in a meat packing area, er where buying is perfermed en a
local basis, negetiatiens can be made within several days of

the delivery date and conseguently the chance of price reduc-
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tiens or advances is reduced,

Most companies plan and operate en a clessiricatien basis,
that is, they arrive at a sales guota feor each item. They
decide what gress prefit each item will bring in a particular
week and develep a sales pregram to aciiieve balanced selling
that will previde the overall gross profit desired. On
Judging the final results, and the tolerances allewed, most
cempanies seem to feel thal "circumstances alter cases." If
results are unsatisfactory in a particular stere, it may be
due te the area in which it eperates, er heaviest sales may
be on items wiili the lewest gress, er there may be ether
reasens. Whatever the case, steps are taken te cerrect the
situatien as guickly as pessible. Distriet managers and meat
specialists are responsible fer these trcuble areas, and in
soeme cases, speclal censideratien must be given te individual

stores in order te sclve the prcblem.
Distribution

There is considerable difference of opinion econcerning
the manner in which meat should be distrivuted from meat
packer to retailer. One cof the main distinetions centers
about the use of company-owned meat warehouses. Some large
chains operate their own warehouses and are constructing new
ones as they are needed, while other ehains prefer the use
of packer branch houses or local distributors. One of the
largest chains in the country has only three meat warehouses
at the present time, and barring a change in plans, will

cease warehouse operations completely. The major factor in

P
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elther case, of course, is cost. Where the cost of distri-
bution is shown to be less in cone instance, that particular
method will be used,

The chain operating its own waorehouse will gererally
buy in carload lots in order to take advantage of lower trans-
portation costs and possible lower market prices. These car-
loads, shipped from packcr to warehouse rail siding, usually
constitute the bulk of the chain's meat requirements. Com-
pany-owned or leased refrigerated trucks then deiiver the
meat to the retail stores. Supplementary ordering may be
done through local slaughterers, local distributors, or local
branch houses. On some occasions, veal or lamb may be pur-
chased locally due to consumer preference for a particular
type of meat or to market surpluses and resultant lower prices.

Without a meat warehouse, a chain has to depend on the
local slaughterers, local distributors, pacicer branch houses
or local packing plants. Chains using this method are gener-
ally located in the midwest where the scurces of supply are
plentiful., Handling ccsts on the part of company employees
are eliminated except at retail level since one of the distri-
butors mentioned will dellver the meat orcers directly to the
store. However, transportation costs are liable to be higher
without carload rates and the market price is likely to be
higher since the cost of transporting the meat to the branch
houses and local distribntion points will have to be included
in the price.

The tinal decision depends on these tactors: the cost of

distributicn, the difference in market prices, the radius of
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of deliveries to the sicres, ana tiie service that is given

by ti:e parties concerned., In additicn, it is necessar: for

a chain te have sufficient volume to handle carload lots in
order to make warehousing pay. Finally, warehiouse conirol is
cenerally considered to be an important factor in controlling
retail shrink. One coperator summed it up: '"control is best
threoush the warehouse, but warehousing and delivery are not

always practical".1
Store Oraering

Ordering is based on the previous weeks' records kept
by the meat department manager in his store,‘modified by
evaluation of prices, seasonal demand, holidays and inventory.
Many different practiceces are followed 1n establishing schedules
and procedures for ordering., Generally, orders are taken
from stores one week to ten days or more in advance, with
adjustments and fill-in orders made nearer the time of actual
deiivery. Orders from stores inay be evaluated at distriet
or division level by meat specialists or even by order clerks,
who call attention to "cut of 1line" orders. General practice,
however, 1s to permit chanzes only when the situation has been
Teported to a supervisor, who then discusses the matter with
the store manager or meat manager. Several companies use a
telephone ordering system so as to bring orders and delivery

one day closer together,

1. Feat Merchandising ana Operating. FKational Association
ol Food Chains, Washington, D. C. Swmmory Report,
1952, p. 12
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Inventery Control

It is generally concedaed that while inventory control is
necessary, il should nol be emphasized to such a point where
it interferes with sales. As one meat executive expressed it,

"it is better to have a large inventory on Saturday night

than to be out of business on Monday morning".2 It should

be pointed out that a flat standard of Saturday night inven-
tory to weekly sales can be very misleading. It is important
to have a balanced inventory and thils is the joint respcnsi-
bility of meat managers and supervisors.,

Companies differ in setting up standards for 1nvéntory.
Several companies represented at the National Association of

Food Chains Meat Clinic reported as fellows:

"20 per cent of sales tonnage is a good fignre but it
tends to get up to 25 per cent; 20 per cent of 211 fresh
meat 1s one company's standard, but it generally reaches
23 per cent with a 25 per cent figure on provisions, based
on net cost of merchandise with five deliveries 2z wveek;
another ccmpany reported an average 26 per cent carrye-
cver with variation depending on when the store gets its
first delivery the next week - lower if Monday, higher

if Tuesday. Still another company reported a 30 per cent
carry-cver brought about because of long distances to
stores, and need for having inventory to avoid loss of
early week sales: one company regarded inventory as being
excellent if less than 25 per cent of weekly sales, good
if 30 per cent, fair if 35 per cent, poor if 4O per cent;
formula for one company was 2,000_1lbs. of inventory for
up to $10,000 weekly meat sales."3

Regardless of what percentage is used as a guide, the
foal should be to carry as little meat a2s possible over the

weekend without running short. ~ Aceurate inventory control

2. Loc. cit.

3. Loec. civt.
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will hrelp redtce naturcl shrirkege, the number c¢f markdewns,
snd also help store managers in both orderire and merchendis-
ing. |

In ccnnection with inventcry conirol, it shculc be
pointed out that most companies are as concerned about stock
overares as they are about stock shortageé. They feel that
"stock overages'in the lons run mean loss of business and loss
of customers. Stock shortage§'are the result of numerous
deficiencies such as poor crderirng, imprcper cutting methceds,
inefficient receiving methods, and usually are corrected by a
conference between a line supervisor and meat manager, with

the aid of the mest specialist, if there happens to be one,
Information Available to Meat Manager

More ard more companies are adopting the policy of givins
the store managers z greater amcount of information concerning
sales and other important items. 7The belief is that managers
should be informed of coming events. Many chains feel that
giving managers the whole story brings them in on management,
inspires them with conficence and puts more responsibility
upon them. Informaticn may be comnrunicated to the meat manager
through the use of bulletins or imparted verbally by way of
supervision.

Companies in general do not seem too concerned about
leaks of advance planning to competitors. They are interested
primarily in achieving an efficient cperation, and if they
congider it sufficiently important tc keep managers well in-

formed, that is the policy they will follow.
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Integratlicn o! lMeat Packer - Hetailcr

Two of the lergest retail chain cumpenies in the United
States cwn and operate their own meat packing plants. Al-
though this is no innovation in the food industry, it is
nevertheless a distinct form of integration at the present
time. During the war years when meat supplies were scarce,
many ol the large chains employed their own pecking plants.
However, following World War II, the supply of meat increased
and the majority of compenies deperied from the meat packing
business tc concentrate on retailing. American Stores Com-
psny and the Nailonal Tea Company retained their plants and
have maintained a successf:1l operation through the years.

Arerican Stores Compeny has two meat packing plants
located in Lincoln, Nebraska and Pueblo, Colorado. Slaughter-
ing is confined to cattle snd lambs and the plants are operated
the same basically as the major packers. The selection of
livestock at the central markets, concentration yards, and
similar outlets is pericrmea by buyers employed by the com-
pany. Range fed cattle and lambs are shipped tc company-owned
feed yards and fed out to meet the specifications of the com-
pany. All carcasses dressed out in the packing plants are
government graded.

Distribution methods resemble those of the major packers.
Carcasses are shipped by rail to any of nine ccmpany-owned
warehouses located in Philadelphia, Pa., Allentown, Pa.,
Philadelnhia, Pa. (#2), Forty-Fort, Pa., Baltimore, Md.,
Kearny, N. J., Johnstown, Pa., Syracuse, N. Y., and Buffalc,

li. Y. Frcm these points the carcasses are moved by-refrig- .

t;, Information received in response to questionnaire..

=






erated truck tc all stores in the company (apnroximotely &u5),
Thie initial shipment, however, only represents about 55 per
cent or total store shipments. The remainins 45 per cent is
purchased {rom packer branch houses or otker lccal distri-
butors. U:ti1l now, there is no prepackaging done at the
meat plant level;y 211 packeging is perfcrmed in the stores,

The National Tea Coumpony operates in essentially the
sanie manner with a few exceptions. They own two meat packing
plant s, one located in Denver, Coloradu and the second in
Fergris Falls, Minnesota. The company has its own livestock
buying department and buys both slaurhier and feeder cattle
and hogs. These cattle and hogs are fed to the specifications
of the company with all carcass beef graded by United States
Government employees.

TInlike American Stores Company, hozs are slaughtered
along with cattle (no lamb slauzhtering) and the distribution
SYStem is set up differently. All meat leaving the packing
Plants is transported by refrigerated truck. There are no
RASE A & shipments., Althongh they c¢¢ operate their own warehouses,
® ZTeat deal of the meat never leaves the refrigerated trailers
#MA 15 gelivered direct to the retail stores. The reason for
'this 45 that all branches of the company, excluding Chicago,
N1y receive approximately 20 per cent of their beef supply
Trom the Denver Packing plant, and approximately 10 per cent
°f their pork and smoked meats from Fergns Falls. In the
Chicago branch (285 stores), however, approximately 75 per
¢ent of the beef is supplied from their Denver Packing Plant,

®hq oy per cent of their pork and smoked meats from their
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Fergus Frclls Packing Plant., The remainder of their cattle
and hogs and all lamb and veal are purch.ased from cutside
packing plants,

Zoth American Stores Company and the National Tea Com-
pany operate their packing plants in an efficient manner,
Llke any integrated operation, however, there are certain
problems that exist. The operation of a meat packing plent
regnires a different typne of personnel than the typical re-
tail food chain. Management as well as manual workers must
be well informed in their positions. The processing 1tself
requires a certain amount oi" specizlization and mechanization
and only experienced men can be entrusted with the job of
planning, analyzing and cocrdinatins the complete operation.
It is for these reasons that many companies have preferred to

remain strictly in the business of retailing.

A Comparison ot Meat Cutting Tests

Meat cutting tests are performed by companies and utilized

by them as a guide in arriving at retail nrices. It is not
necessary to perform such tests fregquently since they are
usually established as standard cutting procedures. Unless
there is a radical change in the cutting technigues of a
company or there is a departure from the customary type of
carcasses handled (differing in weight, conformation and fin-
ish), there would be no need for conducting such tests very
often.

A cutting test establishes two basic things: the weight

of the individual primesl cuts received from a carcass and the
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percentase ol thie carcess which these nrimal cuts represent.
Using Fignre 11 2s »n example, it will be nected that "shert
ribs" weigh three pounds, six ounces and reprcsent 1.4 per
cent of the carcass, the '"plate and navel" weigh fifteen
pounds, three ounces, renresenting 6.2 ner cent of the car-
cass, and sc on down the line. The total weight (244 pounds,
4 ounces) of the side naturally equals 100 per cent.

When the per cent of carcass of any one of the primal
cuts is multiplied by their respective retail price per pound,
the resultant figure reprcesents the retiirn in dollars that
each primel ciat should brine, The total dcllar return of the
whole side is computed by adding up the individual dellar
returns from the primal cuts. Since the cost of the side is
known, it i1s a simple matter to subtract the cost from the
total retail value of the side in order to arrive at a final
gross profit dollar figure. More will be said ebout this pro-
cedure in the fecllowing section of this chapter.

The purpose here is tc point out the difference in cutting
methods, percentages of carcass and gross profit percentages
obtained in different sections of the country., Figure 11 and
12 illustrate New York and Chicago style cutting tests in that
respective order, Many comparisons can be made from these
charts, especially from the hindguarter.

The greatest distinction lies in the utilization of the
round. New York merchandises boneless top, bottom and eye
round separately, whereas the Midwest prefers a round steak
(bone-in) composed of all three of these cuts. Rump roasts

are a popular seller in the Midwest while attracting little



103

FIGUKE L1
=4
NEW YOI STYLE STAFDARD CUTTING TSI

SLiDE G BEar

WEIGHT O HSTAIL

ITElM - FOREGQUARYER ILBS. 0Z. CAKCASS P&k LB, EXAT,
SEORT RIBS 3 ) 1.4 .35 $ 4y
FLATE & NAVEL (BONE IN) 15 3 6.2 .25 155
SKIRT STEAK 1 2 .5 .65 33
BRISKEl, BONZLESS 6 o 2.7 .62 167
CROSS RIB, BONELESS 9 Y 3.9 .69 269
SEIY, BONELESS 4y 6 1.8 45 bl
CEUCK ROAST (BONE IN) 26 12  10.9 L7 512
RIE ROAST 11 3 4.6 .63 290
ISWPORT ROAST 4 6 1.7 .89 151
STEW BEEF 12 Y 5.1 .65 332
SALISBTTRY STEAK 4 2 1.7 .65 111
CHOPPED BEEr 12 8 5.1 45 230
SHOP FAT g 5 3.4 .08 27
BONES 12 6 5e0 .02 10
TOTAL FOREQUARTEK 132 4 54,0 Goul?
ITEM - HINDQUARTER

TOP ROUND (BONELESS) 1o 10 4 b .79 § 348
EYE ROUND (BONELLSS) 4 2 1.7 .79 134
BOTT3M KOUND (BONELESS) G 2 3.7 .79 292
SIRLOIN STEAK 21 12 §.9 «75 667
PORTERHOUSE STEAK 14 5 5.9 .75 Ly

TOP SIRLOIN 9 11 4,0 «79 31

FLANK STEAK 1 6 .6 .65 39
SHIN, BONELESS 3 1 1.3 L5 59
CHOPPED MEAY 1 s 45 18
SALISBURY STEAK 10 2 4,1 .65 267
KIDNEY 1k o .3 13
COD FAT g 1 1.3 .0 10
SHOP FAT 3'8 .06 26
SUET 4 8 1. .10 18
BONES 10 6 4,2 .02 08
TOTAL HINDQUARTER 112 46,0 $2658
TOTAL SIDE 2Ll 4 100.0 £5075
COST 4150
GROSS PROFIT 4 925
GROSS PKOFIT PER CENT 18.27%

5. Meat Cuttin. Test received from a large Easteri food chain.
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cIGUKE L1
-
YEW YOLs STYLE SIANDARD CUTYING 12817

T Y DT oD
SibE Cih BE:

WEIGHY R HITAIL

ITEl - FOREGQARYER LBS. 0Z. CAKCASS Ph LB, EXT,
SEORT KIBS 3 o 1.4 .39 $ Y
FLATE & WAVEL (BONZ IN) 15 0.2 .25 155
SKIRT STEAKR 1 .5 .65 33
BRISKET, BONSLESS 6 Q 2.7 .62 167
CROSS FR1B, BONELESS Y < 3.9 .09 269
SKIY, BONELLSS Y & 1.8 45 b1
CEUCK ROAST (EONE IN) 26 12 10.9 L7 512
KIL ROAST 11 3 4,6 .63 290
NIWPORT ROAST 4 6 1.7 .89 151
STEW BEEF 12 Y 5.1 .65 332
SALISBTRY STEAK 4 2 1.7 .65 111
CHOFPED BxEF 12 8 5.1 45 230
SHOP FAT o 5 3.4 .08 2

BONES 12 6 5.0 .02 10
TOTAL FORE(UARTER 132 L 94,0 G217
ITEM - HINDQUAKTER

TOP ROUND (BONELESS) 1o 1o 4 4 .79 § 348
EYE ROUND (BONELLSS) 4 2 1.7 «79 134
BOTT M KO{NL (BONELESS) Y 2 367 e 79 292
SIRLOIN STEAK 21 12 §.9 «75 667
PORTERHOUSE STEAK 14 5 5.9 .75 Ly

TOP SIRLOIN 9 11 4,0 <79 31

FLANK STEAK 1 6 .6 .65 9
SHIN, BONELESS 3 1 1.3 Ly 59
CHOPPED MEAYT 1 A L5 18
SALISBURY STEAK 10 2 4,1 .65 267
KIDNKY 14 h 3 13
COD FAT g 1 1.3 .0 10
SHOP FAT 3'8 .08 20
SUET 4 8 1. .10 18
BONES 10 6 4,2 .02 08
TOTAL HINDQUARTER 112 46,0 $2658
TQTAL SIDE 2Lk 4 100.0 £5075
COST 4150
GROSS PROFIT W 925
GROSS PROFIT PER CENT 18.27%

5. Meat Cuttin; Test received from a large Eacsteri lood cinain,
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FIGURE 12
CLICAGO STYLE CUITING TEST®

SIDE Or BEuF

WEIGHT 4 Of RETAIL

ITEM - FOREQUARTER IBS., 0%. CAHCASS PULR LB. EXT.
74 RIB STEAK 9 13 4,1 .7 L 326
CHIICK BLADE 21 12.7 L40 621
CEUCK ARM 10 8 4.3 .53 226
EMGLISE CI'T & 7 4 .53 179
BONELESS NECK 11 b,y <59 206
BRISKET 9 13 3.9 .20 113
SHORT RIBS 6 11 2.7 .33 90
PLATE 12 & 5.1 .10 97
TRIM“INGS 27 11.1 .32 365
TOTAL FOREQUARTER 126 12 51,8 2283
ITEM - FINDQUARTER

PORTERHQUSE STEAK 13 3 5ok .98 $ 531
SIRLOIN STEAK 13 9 5.6 .89 4G8
ROUND STEAK (BONZ IN) 17 12 7.3 .&9 652
SIRLOIY TIP 7 12 3.2 .99 320
FLANK STEAXK 1 3 .5 .95 47
EIMP ROAST 9 7 3.8 .69 259
HEEL OF ROUND 5 15 2.4 69 168
KIDNEYS 15 oh .19 07
TOTAL HINDGQUARTER 69 12 28.6 $2u82
FATS 28 3 11.7 .0C5 06
BONZS 17 L 7.1 .005 o4
SHRINK 2 .8

TOTAL SIDE oLy " 100.0 4775
COST 3950
GROSS PROFIT $ 825
GROSS PROFIT PER CENT 17.3%

6. leat cuttins Test received from a large Western food chain
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attention in the New Ycric 2rea because oi the abundance of

ten, bottom, eye ard crcssrib roastc. The reascen for these
differences, of course, is that demand for various cuts differs
in certain sections of the country.

The dirferences in per cent or carcass are attributable
to this variation in cutting methods. For example, the rump
roast prepsred in the Mlidwest is composed of portions that
make up the rcund, sirloin and sirloin tip in New York. There-
fore, the per cent of carcass of these three euts will be less
in the Midwest than in New York.

Before going any farther, ii should be pointed out that
the difference in gross profit shown on these charts is not
the direct result of any cutting methods., Market conaitions
and pressure of competition as well as the financial and
marginal backlog accumulated by a conpany over a previous
period may have an effect on the gross profit figure. 1In ad-
dition, the figure 1s a flexlble one and will fluctuate from
week to week in relation to the meat tonnage and retaiil prices
maintained. Competition from other companies and other produects
willl also have its effect. It is the combination of all these
factors which enables the meat merchandiser to arrive at a
given overall gross profit figure.

It should be pointed out further that it 1s not practical
to compare prices since the two tests were taken in separate
years and the cost of the beef was not the same. It 1s, how-
ever, possible to transpose these figures into gross profit
percentages for each individual primal cut. This 1s done by

computing the cost of an item and subtracting the cost from
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its extended dcllar return at retail so as to arrive 2t a
gross profit in dolLlars for the item. The gross profit in
dollars divided by the dellar return at retail will decide
the gross profit percentage. As an example, in Figure 11,
the top sirlein constitutes four per cent of the carcass.
Since the total cost of the carcass is $41.50, the cost of
top sirloin would be $1.66 (441.50X .04). The known return
at retail minus the cost leaves the gross profit in dollars
($3.16 = $1.66=¢1.50)., This gross profit in dollars ($1.50)
divided by the dollar return at retail ($3.16) will give the
gross profit percentage of the single item, top sirloin
130 _
(3.16 = 47 per cent). Figure 13 lists the gross profit per-
centages made on all primal cuts listed under New York and
Chicago style cutting methods. By computing these percentages,
it 1s now possible to show the contrast between the two methods.
From the chart in Figure 13, it can be c¢learly seen how
consumer demand affects the price that can be placed on retail
cuts of meat. In the New York area, the forequarter provides
a 22 per cent gross profit. Only the plate and short ribs
are sold at a loss while the remaining items, excluding chopped
beef and boneless shin, are so0ld at a respectable margin. The
Midwest market sells the plate, short ribs, brisket and trim-
mings at a loss. The only items that sell at a high margin
are the chuck and the rib and the overall gross profit for the
forequarter is only 10 per cent.
The reverse is true of the hindquarter. Gross profits
ranging from 42 to 61 per cent permit the Midwest to obtain

55 per cenl overall. The New York wmarket can only obtain Ly




GROSS PROFIT PEL
(FAT A"D B

MW YORK STYLE

SHORT RIBS

PLATE & NAVEL
SKTRT STEAK
BRISKET

CKROSSKIB, BOKLLESS
SHIN BONLLESS
CHUCK ROAST (BLADE)
RIB ROAST

NEWPORT ROAST

STEW BEEF
SALISB'RY STEAK
CHOPPED BEE

TOTAL FOREQTTARTER

TOP ROUND (BOHELESS)
EYE ROUND "
BOTTOM KQUND "
SIRLOIN STEAK
PORTERKOUSE STZAK
TOP SIRLOIN
FLANK STEAK

SHIN, BONELESS
CEOPPED MEAT
SALISBURY STEAK
KIDNEY

TOTAL HINDQUARTER

* If fat and bone were included, total gross profit percentages

would be lower.

/,
FIGUAL 13 7

, ST MADE QX VARIOQUS CUTS Cf MLAT

DTS ARE NOT CONSIDERSD HERE)*

& OREQUARTER
GROSS
PROFIT #  CHICAGO STYLE
- 187 SHOKT RIBS
-667% PLATE
36
33 BRI SKET
50 CH'CK ARM
7
12 CHUCK BLADE
%4 7" RIB STEAK
3 BONELESS NECK
36
& TRIMMINGS
22%

HINDQUARTER

L7 ROUND STEAX (BONE IN)
L7 HEEL OF ROUND
L7 RUMP ROAST
L5 SIRLOIN STEAK
Ll PORTERHOQUSE STEAK
L7 SIRLOIN TIP
32 FLANK STEAK
6
36
-31% KIDNEY
ul 7
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GROSS
PROFIT &

r
9 /0

-107%
- 267%

25

19

50
33

56
k3
42
56
60
61
57

-129%

55%

The purpose of the chart is to show gross

profit percentages for individual 1tems.

# These figures have been computed by the writer from the

cutting tests shown in Figures 11 ard 12.
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per cent gross profit.
These firures disclosc certain facts. The consumer in
the Midwest is evidently ready and willing to purchase the
choicest cuts of meat but will only accept the less desirable
items at a very low price. For this reason, the meat depart-
ment must obtain a high gross profit percentaze on the choicest
cuts in order to arrive at the desired overall percentage.
Percentages are spread more evenly in the New Ycrk area
since many of the less desirable cuts willl be accented by the
consuzer more readily. Brisket, for example, can be sold at
a gross protit of 33 per cent wherecas the Midwest retailer
ust sell it at a loss. The quesiion of whether a demard can
be created ror Lhese less desirsble items 1s a debatable one,
Changes in the location of populatfion may create this demand
as people retain there likes and dislikes when they move 1irom
one place to another. Consimer educatiion is another possibility.
In comparing the two styles of cutting, it is evident that
the New York method offers more in the way of variety and value.
Varlety can be a big selling point. The New York method has
all the items offered trom the Chicago style and then scme.
Additional items include chuck steaks, boneless brisket, flanken,
boneless crossrib roasts, Newport roasts and Yankee Pot Rcast
from the toreguarter and boneless top, bottom ana eye round
roasts, boneless top round steaks, short steaks, and top sirlcin
roasts from the iiinaguarter. The reterence here is to meat
items that are displayed in retail meat departments. With this

variety, a housewife has a charce to vary her servirgs in beef
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elere. It may ~ll be beel, bit il locks differert, it is
sheped éifferent cond it can be cecked dilffercntly.

Tre consumer receives & better valne since thic choicer
cutes cf meat do net have te provide ¢s high 2 marpgin as in
the Micdwest. A perscn desiring and'purchasing choice cuts of
meat will cornsecnently pay less cver the course of time and
still be eating the meat that he decires most.

Irom the viewpoint of the retailer, however, it wculd be
easlier to work under the Chicago style of cutting. The ceon-
sumer is wvilling to pay high prices fer the choicest cuts of
meat. The meat man does not have to put s mich work into
merchandising tle foreguarter (elthough his margin could be
increased if he did). Labor costs coculd possibly be lcwer
since the Illev York cstyle dewands more time and effort in pre-
paring this greater variety.

The intenticn in this camparison lLas not been to show a
preference fer one method or the other, but merely to point

out scme of the differences and the advantages and disadvan-

tages contained in them,

Establishing the Reteil Price

The methods of establishing the retail price vary with
the company although all ernplcy the saie general prccedure,
The method tc be described is merely a suide and is not com-
pulscry in the particular company in which it is used. Most
companies nse some form of guide, but few fcllow it exactly.
The reascn for this is that the pricing system must remain

flexible in order to cope with chonging market conditicns,
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competiticn, and variaticns in demand brecuyht about by naticn-
ality or locality factcers.,

Figure 14% shows e beef pricing guicde used by a large
Micwest chain. Siwilar pricineg giuildes are also available for
lemb, veal and pork., Cclumn I lists the Wholeszlc Cattle Costs
per hundredweight, Column II the Net Weirht Cost per pound
while both are listed in a corresponding ratio. Fror exemple,
when cattle costs ¢46,50 to fik7,00 per hundredweight, the net
welght cost per pound would be $.60 (costs of transportation,
handlirg, etc. are included in this figure).

Column III lists the percentage weight of the primel
cuts to the side. These are the figures computed from comp: ny
cutting tests (see pagelOl). Column IV denotes the varicus
cuts. Column V lists the cents per pound mark-up toc be added
to or subtracted from the net weight cost in order to arrive
at the selling price. Fer example, using the same net weight
ccst $.60, the selling price of the sirloin would be §,98
($.60+ $.38)., Now the job is simply to extend the figures in
the same manner as shown in the cutting tests., For instuance,
the percentage weight to the side of sirleoin (5.1 per cent),
multiplied by the selling price (§.98), wculd give the dollar
return at retail, This procedure would be follcwed down the
line until the total dollar return at retail is calculated
(¢54.82). Once acain, the mark-up 1s arrived at by subtracting
the known cost ($47.17) from the retail total (¢{54.83). 1In
this case, the nark-up would be $7.66.

As mentioned previously, these guides are available for

all kinds of meat sc that advanced reports can be made estimating

O |
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FIGTRE 14
EEER PHICIMNG G"IDE7
COL T COL TI ChL ITII ChL IV COL V
¢ Per Lb. Mork-up

Wheclesale to be added to net
Cattle Costs Ilet Weipht % Welght welsht to arrive at
Per Cwt, Cost Per Lb. to Side cu?n selling price.
$25.00 to 25.25 32 513 Sirloin REY:)
25,50 " 206,00 33 5.3 Porterhouse-3" .60
26.25 " 26.75 34 .5 Flank Steak .38
27.00 " 27,50 35 «3 Beef Kidney - 41
27.75 " 28.25 36 4,0 Rump Relled .33
28.50 " 29,00 37 1.9 Back End Round .05
29,25 " 26,75 3& 6.6 Round Steak .38
30,00 " 30,50 30 3.6 Round Tip .38
30.79 " 31.50 L0 1.3 Shank Meat -.17
31.75 " 32.25 41 L4,6 Trimmings -.15
32.50 " 33,00 Lo 1.6 Round Swiss .35
33.25 " 33.75 43 Q.7 Sa. Cut Chuck -.01
34,00 " 34,50 Ll 3.0 Arm Roast .10
34.75 " 35.25 45 3.8 Weck Boneless .05
35.50 * 36,00 L6 6.2 7" Rib Roast 5 Ribs .23
36.25 " 36.75 47 2.5 Brisket Boneless .05
37.00 " 37,50 48 2.1 Shank Meat -.15
37.75 " 38.50 49 2.0 Short Ribs -.25
3.75 " 39,25 50 4,5 Navel (Bonec In) -.31
39.50 " 40.00 51 3.3 English Cut .10
40,25 " 40,75 52 4.3 Trimmings -.15
41,00 " 41,50 53 1.6 Kib Roast 6/7 Rib -.01
41,75 " 42,25 o4

42,50 " 43,00 55 77.8%

43.25 "o43,75 56

uly ,00 " 44,50 57 11.2 Fat

4 75 " 45,50 58

45,75 " 46,25 59 9,2 Bones

L6,50 " 47,00 60

. . 1.8 Waste & Shrink

L8, 00 * LE,50 62 22,2

48,75 " 49,25 63 100,0% 47,17
Lg,50 " 50.00 ol

50.25 " 50.75 65

51.00 " 51,50 66

51.75 " 52.50 67 This calculation based on:

52.75 " 53.25 68

53.50 " 54.00 69 $47.17 Cost

54.25 " S4.75 70 )

55.00 " 55.50 71 $54.E3 Retail

55.75 " 56.25 72

56,50 " 57.00 73 % 7.66  Mark-up

57.25 " 57.75 7
58.00 " 58.50 75

7. Becf Pricing Guide received from a large Midwestern
food chain.
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the prcduction of the complete mest departrcnt operaticn (See
Figure 15). Estimates zre rade fcr total pounds to be solé
during the weelk, expected mark-up certs per pound ara ex-
pected total doliar ¢resc prefit.

After the week has ended, these estimated figures can
be cormpared with the actual figures (See Fipure 16). In this
woy & cecmpany can ecstima'e how many gross profit cdollers it
expects to make and by ccomnarins the estimates with actual
figures, can determine wheiler the cperation is goins according

to plan ana, if not, what circumstances have altered it and

what acticn, if any, must be takern to remedy eny discrepancies.
Suich procednres are nocessary in order to nasintain offi-
ciency. NMeat specialicsts or superviscrs must follow-up when
a store goes outl of line.
It 1s with this view in mind - to help the merchoendiser
in the performance of his buying and sales preograms - that
pricing guides and various other reports are institutea and

maintained.
Consumer Education

At the vpresent time there is a great need for consumer
edncation., The average houvsevife knows little aboutl mest,
outside of cooking methcds perhaps. The increasing number cf
self-service cases will only serve tc enhance this need. Con-
s'rmers are simply not aware of the many cuts of meat available
to them. They are not cognizant of the differences in grade
and quality which exist in mcat. They buy the samec items weck

in and weekx ont with little variance in thelr diet. 7This
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Branch Weelk Deginring
Estimated Total |Expected lark- |Expected
Pounds to be up Cents Per total collsr
Commodiity Sold Pcund Gress Prefit
(1) (2) 3

la Carcnss Beef

1b Beef For Grinding

Veal

————

.T_........,...._, B

- - -

Lamb

Pork Loins

Fresh Pork Shoulder

Smov.ed Hams

Bacon

Smcked Picnics

O e |3 oy vt |F (w1

Sausage

10 Miscellaneous Meats

11 Poultry

12 Seafoods

TQTAL FRESH MEATS

. necport received from a large iidcdwestern fooo chain,

(VRPN
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G
PTUTI0N DAY JNCHAYDISTY G RESILYS”
Eranch Period 16
ESTIMATED ACT!'AL _
Retail Vel Mark Mark-up Ibs % of Coet Lstimated
of Del's 3 % on bel's| Commodity Del'd Total Per HMork-Up
¥t 1bs.,1b. ¢ Per Lb.

la., Carcases
Beetf

1b. Beef Fer
Grinding

2. Veel

2. Lamb

TOTAL RAIL

STOCK

r

Pork

Loins

. Fresh Pork
Shoulders
Smoked IHam
Bseen
Smoked
Picnics

9. Sausage
10, Miscellon
Meats 4_

coO~I O \n

TOTAL PORK
PRODUCTS

11. Poultry
12. Sea Foods

TOTAL MEATLT
(1 thru 12)

&, Report received from o large Midwestern foor chain.
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makes it more difficn1lt fer the retailer vio must sell a1l

of his meszt, ncl just certain popular items. Consumer edu-
cation covld go a long wey tewards increasing the sale of his
less cdesirable cuts.

The next decade is certain to create an even greater
need for consumer educaticn., The following chapter ocutlines
two of the melhcds being perfected in preserving meats. The
cdootion of eitlier cne of these methods will leave the con-
sumer even more in the dark than she is now. Freezins ana
cold sterilizaticn of meats are technical subjects and much
will have to be done in explaining these processes if the
conguner is going to cccept them., Time is now an important
facter. One of the major packers in the United States ex-
pects to have a full line of freozern meals fcr sale in retail
utlets by 1958.10

The probler of educating the consumer deces not rest with
the packer alone. Every component of the meat industry must
do its pert if the ccnsumer is to continue to accept meat as
the basis for her meal, D3he must be assured cf quality and
instructed in the preper methods of handling the product.
Above a2ll, she must be instilled with confidence in her pur-
ckhases. Consumer education, in this respect, is a necessity.

The majority of chain store organizations have done
little in furthering ccnsumer education. What worx has been

accomplislied nos becn performed mainly through the mecdium of

T0. The Detroit Branch of Kroger Company is already merchan-
dising a full line of frozen mcats packagcd by Swift
anéd Commany.
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advertising, Institnticrnl ecaverticemcnte ceoncerning the
citality of meatl laove srined scume preminence in trle «aily »nd
vecikly newsnepcrs, Mich more will hove tc be done 17 the neat
department is to retalr its share of tctal csales. There is

a story to be t~1ld zbout mecat, an interestirg one, ard people
wvant to hear thal stcery. It remains fcr scome pregressive,
irazinative company to tell the cstory.

The KFational Livestocw and Meat Beard has prebebly deone
more along this line than enycne else. This orgenization is
unicue in that every major group within the meat industry is
represented. Their twenty-two man board is comprised ¢f
thirteen representatives cf livestoc!: growers and feeders, four
representatives cof livestock marketing agencies, three repre-
sentatives of the meat packing industry, and two representon-
tives of the nation's ment retailers. 1In addition to conducting
an ambitious and effective eaucatlon program in behalf of meat,
the Nationel Livestock and Meat Board firances much worthwhile
fundamental researcl. in the field cof meats at selected cclleges
and universities thrcoushiout the United‘states.ll

The latest venture of the National Livestock and ileat
Board 1s arn extensive television progrem which will be pre-
sented in forty-two states over a period of months. The pro-
gram runs for fcur days and is titled "Meat-The New Look". Some
of the information that is presented includes the story of meat
as it was yesterday and how it 1is tcday, the "new look and
design of meat," how to prepare meats, hcw to hancle frczen

mezts, how to carve meais, and the "mocdern manner in meat teday".

Figure 17 outlines the scheaule for one day of the week, The

TI. T'msminger,y M. E. Animel Science. Dunville, Illincis: Wie
Interstate Printers and Publishers, 1952, p. 286
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I'ne

lievr Leook"

Yecterdo ond rodoy

Vesterday'c Beef cn the Toneir (Phctes)

Today's Beef cn the Rarch
Yesterday's Stenk

Tedoy's Steck

Steclr ¢f the suture

Line arc Dcsion of "The liewr Look"

Steaks and Chops
Sirlein
Loin
Rib

Toiloring "The lNew Lceold"

Beef Shert Loin
Porterhocuce
T-Bone
Club

Prenarine "1The Meouv Look"

Broiling
Pan-broiling

"The INew Look" in FFreezing leat -

Demonstrate drug store wrap

Moisture-proof, air-tight wrap
Label and date

Carving - The Corcnation cof "The
New Lcook"

Porterhouse Steak
Eam Slice

The Modern Menner in MEAT Todav

Have the steakx cut at least 1"
thick for breiling.

Turn steaks only once during
ccokin-,

One of every six men like
steaks cooked 1rare,

Tele off veipht with safety and

ceonifert with lean meat in the
diet.

Infants need meatl
wecks of are,

12.
Boara.

os early as six

Recelved from Mr. A. R. Ring, Nalticnal Livestcck ond

Rib Stesk
Porterktouse Stcalt
i1<-Bone Steak

Club Steok
Sirloin Stecsk
Ground Beef

VEAT

Rib Chop
Loin Chop
Sirlein Steak

14

O
T
-\

e

Rib Chop

Loin Chop
Sirloin Chop
Centcer Eam Slice

LAIMB

Rib Chop
Loin Chop
Sirloin Chep

-

Meoat
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same subjects are discussec on the other davs bvt in a2 wif-
ferent lient.
The presramn will not stop here. Plans are beiirs made to

of the uvseisilness

m

present a naticnwide weckly program tellin
and necessity ol meat in a series of actual life stories. It
is hoped thal the interest generatea ir this venture will
provide the incentive nececed for cther organizations and
conpanies to enter the field with the same neccssary vizecr and

enthusiasm,



CHAPTEI VII
A LOOK T0 7THE ¢ TURE
Preservation of lMeatls

The food indnstry tcday is keeping a sharp eye on the
progress ol scientists and research specialists in the
field of meat preservation. At this time the two major
methods in the prccess of experimentation are through freez-
ing and through the use of cold sterilization. If and when
either coi' thece methods 1is perfected, the food industry will
have taken a glant stride in eliminating both expenrse and
loss throurh spoiloze.

The merchandise handled in fcoced stores todny consists
of a hirh percentagse of perishable items with a 1life expect-
ancy of only a few days at nost. The job of transporting
these goods rapidly and safely is an extremely exXpensive one.
The products must be in the hands of the consumer in as short
a period as possible in order to retain the freshness and
giality so essential tc continued sales. The fabulous loss
incurred throurh spoilage is another burdening expense.
Under the prescnt system, spoilage and high expense are a
necessary part of the marketing system. Consecucntly, these
factors are reflected in a higher price to the retailer and

ultimately to the consumer. Advocates of meat preservaticn
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are confident that they have the ability to remedy this

situatlion by means ol their cwn resnective methods,

Frczen Meatsl

The acceptability of frozen meats has had a firm increase
in the past few years. DMore and more people are purchasing
home~freezers or utilizing the freezing units of their re-
frigeraters. The majority of consumers do not hesitate to
buy fresh meats and then freeze themn in their homes. They
have discovered that frozen meats are just as palatable as
fresh meats.

But wihien it comes 1o selling frozen prepackaged meats,
the retailer is confronted by considerable reluctance on the
part of the consumer, For in this situation the consumer has
not had the opportiunity to view the meat in its fresh state
and corniseouently is somewlhat skeptical when purchasing it
sight unseen. Like self-service meats, the consumer must be
convinced of the merits of this innovation,

The guestion 3lso arises as to whether a frozen meat
operation is scientifically scund for large scale distribution.
The answer is definitely "yes" 1f processor, distributor, re-
tailer, and consumer, all understand three important factors:
(1) meat must be quick frozen; (2) frozen meats must be pro-
tected at all times by frecezer temperatures of zero or below;
(3) proper packaging is essential,

In orcer io protect the fresh beauty and maintain the
brizht appearance of meai, it must be quick frozen at below

zero temperatures. Such freezing; protects the flavor and

J. Carlin, G. T7. Frozen Heats. liationsl Food Conference snonsorad
by Swift and Company. Recport of Proceedings. Florida, 1955,

p. ©6
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gocdness of the meat ond tiie lose of neat jaices on thawing
is small. ©Slow freezing, on the cilher hand, produces a dark
colorecd meat which lacks eye appeal and worse yet, vhen thowed,
meat julces are lost secriticins flavor, juiciness and fcod
nutrients. The eye appeal of the guick freozen meat mesns
satisfied cuctcmers and is in sharp contrast to the slow
frezen product.

Yet, ouick freezing in itself is only part of the =story.
The bright color of quici frozen meat must be protccted by
below zero storage temperatures. In freezer storagce the red
color of beef remeins bright over a period of six to eight
months cr more at below zerc temperaiures. At 10° above
zero the meat becomes dark and unattractive in a matter of
four months., If held at 25-28° F. the product, thouzh still

es to a reddlish gray or gray-grcen color in less

.
<

hard, chang
than a month's time,

Together with quick freezing and low temperature storage,
proper packaging is essential. DMaterials that permit loss of
molsture cause an oranre-red coler to develop on the meat
surface. The meat becomes sponge like in appearance. This
"freezer burn" condition damages the appearance and causes
an act.al loss in welight of the meat. Consecuently a tight
wrapper is essential, Also, frost a2nd ice crystals will form
insice a loosely wrappéd package.

The industry has already seen how vacuum packaging pro-
tects against discoloration ci cured meats. Exposure tc
licht causes a repid fading of the bright color of sliced

ham in a non-vscuum package, while sliced hLam in a vacuum
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prexage will retain its originnl color for come iime. Siniler
vacuun pacsafes uced on resh mests vwill elirinele "ircezer
burn' ane dice crysiols ara will help te protect azgainst lcoss
of flavcr. Compareble moterials may serve ile purvose as
lonz as the meat 1s protected by a skin-tigiit transparent
filn,

The execl manner in which Trozen meats will cdevelep is

uncertain, but one tiuing is definite. The industry and the

consumer will have to be educated concernirg certain fundo-

meptal princivles. Obgcervations made by speecialists in the
field nave disclosed five main areas for the fcod industry
to concentrate on:

1l. Eccncmies of irozen meat packages. In frczen meat
pacrxages, the lhomemaker will buy 100 per cent edible meat,
Fat content will be just enough to give flavor, julciness
and protecticn during cooking. Excess fat and Bone will no
longzer be shipped teo the retailer and back to the renderer.

Without bone ana excess fat in the package, it would
hardly be possible for frozen meats to compete on a price per
pound basis with fresh cul "bone in" rmeats. However, once
the housewife realizes that the true value of meat is the
cost of the actual servings that the family eats, she will
be a steady custcmer,

2. Convenicnce. The pressire of modern cay living nakes
convenience a real selling point. This is the fundamental

principle of all frczen foods and it must be a basic cheracter-



istic of Irczen nects. Donelcrc erte of meat are easy to

Y

S

carve, slice unifer=ly end cerve sinaply,
2. LFov te cook, Honv homceowvives are uncertain abeout

~ S,

frezen ment ceockery. They mist be Lcld how simple it is,

She hos her cheoice tc- thew cnd cook or coeck frozen, Lul above

all, cre mnsf be edvcated to prepore frozen neats properly.

L. Packages. It is a imnown fact that a fine display
of a given prcecuct is the best possible salesman., Thus wien
frczen meats are wrapped, each nacicage becrmes its own salecs-
man and *hat means celerful, appetizing pictures cre a ne-
ccesity.

5. @lity and Proper EHandlings. Since repeat cales
ceme with uniform high cuclity, frozen packasges must be made
from a cuality product, and since customers today desire
tenderness, flaver and juicinecs, these features must be in-
cludec ir the preoduct,

But quality does nct end here. Everycne, including the
consumer, rmust holc frozen meats at temperatures of zero or
lower tc make certain fhat the original cuality of the meat
has been maintained,

This ccncludes a brief outline of the essential pre-
recuisites of frozen packaged meats. These packages may be
the menats of tomorrow., The tremendous growth of the frozen
feod industry indicates that thie ceonsumer wants frozen foods,
Perhaps the time has come fcr frozen meats to take their pro-
per place in the rapidly exv=nrding fcod industry.

Cold Sterilizaticn®

The process of colc stcrilizatien is a simple cne - food

R

g - s

S
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are mercly exposcd to the right emeounte of romua rediction
roys, BE¥periments hove shown that lhesce ravs kill tre focd
spoilare bocteria withet deing much to the Food. e heaot
i1s developcd. Fence the term cold sterilirzatiocon and con-
secuently, there is nc cocking., EKaw meat when irradiated
remaine rawv,

Meatl that has been subjected tc this precess will re-
nain in a norrel state indefinitely., There will be no
spoiloge ard it will continue to look fresn, It is a pro-
cecss which: destroys spoilage bacleria ond apparently leaves
the fcod as it was, 1In eliminating the bacteria, a najor
ocbstacle is remeved. Meat can then be preserved and con-
seauertly, the nroblem of perisnability ard loss from spoil-
age removed,

The prccess, itself, tales cnly a fecw ceccnds. The
product can be in its final package, even in the shipping
container. The possibilities of minimizing expences in this
sitvation are enormcus - it will simply be a matter of
exploiting them,

The Armed Fcrces are extremely interested in cold
sterilization and its application to their needs in supplying
better fccds to the nation's soldiers and sallors, and have
joined in the research and experimentation connected with it,

Several recent articles have been printed regarding the
Army's experience in this matier., Excerpts from tlese arti-
cles follow:

"Nine Mennoniie conscientious objectors Monday

began a diet of atcmic-treated food in Denver, which
eventually could make refrigeraters cbsolescent and



put power firms into the greccery business,

"The experiment was disclosed befcre a joint
Conyressionzl atomic subceomrititee.

"The #roap 1s lcrkines into the Army's plan for
preserving focd withovt refrigeration by "sheoctins" it
with atomic reys. The prccess weuld have important
battlefield benefits.

"The Mennonites began a two-to-three month diet
of the atomic-treated food. They vglunteered in liev
cf beines érafted for military service against their
religfous beliefs.

"All the food they cat - raw, ccoked or frozen -
+will be "shet" with atomic rays. The prccess kills
decay-causins bacteria and permits the fcod to be
¥ept Icr several months without refrigeraticn. The
food can be treated after beins canned or packagzed.

"Majer Gencral K. L. Hastinge, cunrtermaster
gcreral, said the Army plans by 1%5C teo have its firet
pilot plart to treat 1,000 tons of fcod a rwonth, "3

"The cfficers, cne after arother, told the Joint
Atomic Lnergy Conmittee thie details of their progrom
to make food keep vhere it wouldn't before, except
uncer refrigeration., Major General R. F. Hertford
talked about a new horizon in the food industry; he
sald the first pilot pl=znt for widespread irradiatiocn
of ertables would be in operation in 1956,

"He demonslrated how the process left a chuck of
beef tenderloin unchanged in taste and appearance, while
standard thermal sterilization literally cocked it.

"Colonel W. D. Jackscen said the rays turned raw
meat gray, except wvhen it weas frozen first., Then it
stayed red. After that the experts explained the vari-
cus methods, all akin to the X-ray, which they are try-
ing on foods.

"These rays can be taken from present atcomnic wastes;
they will be particularly plentiful as a by-procduct of
the atomic electric plants which even now are being
built.

"The implication was that some day the electric
ccmpany may take the fresh raw meats and vegetables,
put them in small boxes, run the latter through the
ray machine on a conveyor belt, and ship them to the
grocery store, wbﬁrn presnmably they'd stay good on the
shelf for months.'™

Up tc this point, this discussion has dealt with the

advantageous possibilities of cold sterilization. Unfortu-

I, article 1n The Detroit Free Press. John S. Knight Publi-
cation, Vol. 125, No. 6, (May 10, 1955), p. 20

4, Othran, . C. Ok, Boy, Atomized Steaks! The Detroit Frce
Press. John S. Knight Publication, Vel. 129, No., €,
(kny 12, 19%5), p. &
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nately, this is not the entirc story. HNothing is perfect
1t seems and even this ceemingly weoncerful method Ter pre-

serving feoous hes a fault - a serious fault - cone vwhich so
far hes wrevented its uce,

While the primary reason Icr eating foods ic to salisfy
hunger and to secvre nutrients, an.ell important considera*tion
is thelr teste and arpeanrarce. Unfortunately, irradiation ’
orcdirces ar nndesirable flavor change and this, coupled with
changes in appearance in certain cases, makes irradiated fcods
unacceptable. I colad sterilization is to be ucsed, a vay must
be found to overcome this cbstacle, Tor no one will eat foods
having a fereign flavor. The irradlated flaver resembles a
“ind of scorching.

While much effort has been expended to dete to work out
a neans ol cverccming this difficulty, and while thc research
coentinues in many laboretories, no salisfactcry wey to sclve
this problem has been fonund.,

This is the situation as it stands teoday. KResearch sci-
entists know how to destrcy the spoiloge bacteria but deo not
know how to secure a normal taste 1n irradiated fcods. The
guestion of how leong it will be before a sclution is found
and irradisted fcods will be ccld can only be answered some=-
time in the future.

The Relationship between Meat Production
and Population Increases

"'he nation's livesticcx and meat industry feces the
tremendous task cf stepping up meat producticn almost a
million pounds a day over the 7,205 days constit:ting the
next two decades in order tc keep consumption in pace with



~r
o<,

porulaticen crovih,

"The rieat recnirements for Celifeornia nlone rave
nearly donbled freon: 1940 tco 195k and they prebably will
dcuble agein durine the nexl 20 years if the precent
rote of pevvloation growth centinves,

"Our nation's nhuman population now is more than 16b
nillion, but twenly yesrs from new - that ie, in 1975 -
it ig expecied to be morc then 200 million, possibly
even 225 milllion. In order te ncintzain the present
rmeal censumption rete o around 1.0 pounds per perscn,
Ly 1975 our nresent naticnal meat production will have
to be 27 per cent grester than it 1is today."5
These words were snoken by Wesley larcenbergh, presicent

of the American Mezt Institute, befcre en Animal FErcbandry
Livestcclk Dey gathering cponsored by the Collere of Agricul-
ture, iniversity of California, Davis,

Ir examining this much-debated cquestion of whether live-
stce’s and meat preauciion will be able to cope vith the
rapidly rising recuirements of ocur nation's population, the
fact theat American agricultore has aone very well up until
now should not be overlooked. Althougn production, and con-
secuently consumption, of different meats have had ups and
downs through the years, the treno has been definitely up-
vard in the total per czpita consumpiion of beei, veal, pork,
lamb, fish and poultry dnring the last fcrty years.

This is a contradicticn of the Malthusian Theory which,
in effect, states that the proportion of meat in the average
diet must decline as imumanity continues tc mount in numbers,
It can be shown that the per capiia consumption of all meats
plus fish and poultry has actually risen, ratier then decllned,

. 6
between 1910 an. 1u52.

I'owever, the years to come may prove the Malthusian

5. Spcech by Weesley IHardenberch, American Ment Institute.
"niversity of California, Devis, (January 22, 1955).

6. Ieat Consunption Trends. Armour's Analysis. Vol. 1, lo.
10, (January-February 1953), p. 3
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Theory tc be not far frem the truth. Stacicc mouce in 1926
show that per copiia nmeat concurption was 17¢.7 pounds
snntally in the decnde 1E3C=-2%, and reazched a high of ap-

~
proximately 1él pennds in the decades 1650-59 and 1690-99, ¢
It these reports are accurcte, threc things may be assumed:
(1) thnt the per cepita consumption ci meat hes actually
decreasecd over tne past 120 years in accordance wiiia the
Malthusian Thecrys; (2) in view of the fact that pepulation

in the 'nited States has more than doubled since 1900, that
animal szgriculiure has been gravpling with a task of tremen-
dous preportions and has performed wonders in actuolly raising
the per capita censumption ol mecait during tnis pericd (1900-
1955); (3) that ~n even greater effort will have to be made

in order to maintoin the current per ccpita consumpiion.

There are certain reasons to establish the validity of
this third conclusion., Although per ccpita concumption of
beef has shown a firm increase c¢cnrrently over the average fer
the period 1910-50, total cattlec numbers, while increasing
approximstely 35 per cent, have not matched the 6% per cent

8

rise in human population during the sare time interval, In-
proved breeding, better feediny, marketing at younger ages,
and o more repid turnover have helped to offset this widening
gap. The cuestion novw is whether cattle producers can pos-

sibly ecualize the even greater increases in populatlion pre-

dicted.

7. 1Ibid. p. 1

€. Loc. cit.
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One of the greatest deterrents in reaching the neat
prodilcvion goals of the fulure is the static noture of our
available crop acrenge. Very little has been s~dded ¢iring
the past 30 years. Another fnctor in the distant future -
if and when the stockmen reach the limit of their output -
is vhether there will be meat surplus countries to supply
us with ever-increasing guantities of mcat. Meat imports
rcse frcem 1.5 million poiunds in 1900 to apnroximately 529
million in 1952. This increase can be nisleading, héwever,
for meat imports represent only 2}%per cent of domestic pro-
duction and there is some doubt whether this fiegure can be

o)
increased anpreciably.”’

Current farm ccnditions can be misleading also. From
a glance at the current {nited States farm surplus, one
might conclude thot science and mechanization have lured the
farmer into overproduction, This is far frem the truth., The
embarrassing pile-up of wheat, corn, butter, etc., may soon
vanish,

One good drought couls do it. In any case, it will soon
be eaten awvay as the population boom adds 2.5 million mouths
a year to the national stomach.lo If these mouths are to be
fed, farmers must become mich more scientific than even the
best of them are tcday.

Up until now, only the unfavorable faclors nhave been

discussed. The situation is not 2ll bleak. There arec many

9. Ibid. p. 2

10. Food: liot Less, but More. [owsweek. (April 25, 1255),
p. 110
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things that heve been dene and sre being drne te preserve the

well-rcunaed diet ¢l tre Aneric:

',J

2 peconle,

The nited 5%

jo)

tes, which was on important meat exporting
coontry at orne time, hars reduced its exports tc one-tenth its
foermer veolume in on effcrt {c meet industrisl development =nd
rapid populzticon increasec Many misunderstondings or neoiions
infavorable 1o meat have been clarified or discredited.
Zrrorecius beliefs that clder pecple should rcedce their meat
quctas, that meat was not a proper ['ood for infants, cr that
meat covised variocus physicol ailments, have been exnloited
by researcii, These triumphs have wicdened the meat outlets
and worked to the advantage of the entire liveslecelr industry.
Canned meots and mecat preparalions, as pointed out in a pre-
vious chapter, lzve had a phenomenal development. A highlier-
cuality product plus vigorous promotions have helped to
pcopnulerize canned meats and thus increasc the consumptiicn of
meat,

Azricultural research scientists have contributed great-
ly throush the introduction of improved preoducts and processes.
Just one activity in this area 1s the exploration by workers
in ths Amecrican Meat Institute Foundation at the University
of Chicago of the possibility of curing hides with less salt
and delvdratin- them so that shipping ccsts (an important item
in the industry) may be reduced. If these studies can be
developed ond applied comrmercially, savings of millicns of

11
dollars a year will be possible,

1). Speech by Wecley zardenbergh, Op. cit,
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Atorice [ission, oc ¢ means of improvin: the keeping
cualities of ment oo thal dits shel? 1life ¢rd 1ife In the
w eyt .\ » 2 it b s
sorie may be prolonced, is under constonl experimentation,
The leal Foundalion hac a2lsc clearly denmenstirated the
value ol adding fat te feed for ponltry ond dozz, and Lhe
sane thiing has been deronsiroated to be true in the caose of
becf arnimals. Just how far these developments may ¢o is
not known, but at thec present time they are providing a new
ontlet feor Tfat at the rate cof nearly & cuarter of a billion
\ 12
pounds annually.

The American farmer has also had a change of heart and

has participated heartily in the recsearch efforts of the

scientists. As one Iowa farm menager expressed it:

"Befcre the war, the county agent needed several
seasons to put acress o proven point con soil care or
insect control. Most farwers wenld wait for the fellow
down the road to try it first, Today, it's the other
way around, A former snoops around an experiment station,
thon rushes bacl tc try scmg,disccvery that the scien-
tists haven't holf tested."

For the 1955 seascn, this scicence-minded farmer has a
bumper crop of fresh wonders tc¢ keep his eye on.

A Micdwest experiment station is abcut to release a
strain of corn with husks so tough a bird will not be able
to penetrate., It will alsc fend off its old enemy, the borer.

Since January, American cattlemen have been feeding
female sex hormene, stilbestrol, tc 2 million steers in order

to make them bicger gquicker on less feed (an operaticn, scien-

——————

12, Loc. cit.
13. Food: ol Less, but ilore. Op. cit. p. 110

14, Loc, cit.
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ticts say

?

Ireeders nlee are talliing cericusly of impregnating

. . . 15
200,000 cows with the frezen scuen of o cincle prize Luli.,””

anothier current develeonment is Lhe work being done with

ct

antibictics, the versatile wonder drizs vhich alcne rney nrove

otent factor in ensing ihe probler. Startling feats are

&)
3

beins perfermed in makin:s an animal transform rmore oi what
it eats into good lean nent,

Antibiotics were initieclly used on animals to knock
out bacterial infections., Hovever, scientists have dis-
ccvered that, in small dcses, they also melie the eonineals
srecw laster. First fed to chickens ara pigs, they have been
supercharging cat'le and sheep te a nrofit doubling extent
in the last twc years. In Terre Haute, Indisna, the Pfizer
Research and Developnent Farm, which fceds and weighs ex-
perimental cattle, now serves a special antibiotic - and -
hermone cocktail that is setting fantastic new records for
induced growth.l6

Further utilization may develop in the antibiotic pre-
servin~ of meant, dairy products and vegetables. Thils nay scon
compete with radiation sterilization of foods which is still
scme years away. Dr. F. E. Deatheridge, head of the Ohio
State biochemistry department, embelms fresh-killed steers
simply by pumping an antibiotic through their arteries.
According teo him, the meat will then keep through three hot

sumrer days and acquire in tlin process a delicate aged flevor.

15. Loc. cit.
16, Ibid. p. 112
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Similarly, by pumping brine and smcke {laver inte a slaugh-

-

tered ho:-, Dr. Deatheridge thinks he can pul nan and bacon

17

c

cn the table in three days instead o7 three weeks.

To some experts - the ones wvho can see beyond the nis-
leading mountains or *oday's surpluses - such advances are
deceptive. They assert that they are not nearly encurh to
assnre that i'nited States agriculture will continue to get
its job done.

One of these men, Dr. Byrcen T. Shaw, farm research chief
of the United States Department of Agriculture, estimates
that, if the average American is to continue to hove as much
meat to eat as he did last year, all acreege that is current-
ly idle will have tc be back at werk by 196C. By 1975, even
if all marginal londs are nsed, there might be a deficit of
morc than 100 million acres. To meet this, livestock pro-
duction alone will have to be doubled on the land at hand.18

Scientific research has come a long way and has done a
tremendcus job in maintaining our per capita meat supply, but
the biggest test lies in the future. Technological advances
on the farm have been rapid, but there is still much to be

done, Mechanized as farming is, the farmer still spends an

estimated 65 per cent of his dey shoveline, 1ifting and toting.

A variety of radical lazbor-saving devices are needed. The
marketing system must also be streamlined to keep up with

increased production. The tight water supply over most of the

17, Ibid. p. 114
18. Tbid. p. 112
19. Ibid. p. 115

1¢
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noetion vill rrow even tigliter @s pepvlatien inereases oo that
slricter ccnservaticon and mere researel are essential,

The guestion alsc arises as to whetlier or not regearch
vill be gronted sufficient f:inds to carry on their work prc-
rerly. Fenry T. lMcikni-ht, pnresident of the Council for Agri-
cultural and Chemurgic Research, is alarmed by the fact thet
indstry's investment in research is five timcs that of agri-
culture. Iec maintains that:

"It seems pretty shortsighted when you consider that
the $15 million spent to develop, hybrid corn now brings
in more than &1 billion a year,"<
To keep the United States diet 2s rich as now in protein,

Mcknight figures that the 300 million spent last year for
ferm research will have to be doubled within five years.21
This is still another prcblem that the farmer must face in
his efforts to provide for the tremendous population increases

to come, The 2nswer to this perplexing problem lies scmewhere

in the future,

20, Ibid. p. 112
21. Loc., cit,



CHAPTER VIII

SUMMARY

This report iias been written for the bencfit cf grocery
store personnel interestcd in accuiring a knowledge cof the
produciion ana distribution o1 meat. It is the opinion of
the writer that such iInTormation is often {found lacking in

grocery store personnel end consequently in young exccutives

moving up from storc level positions. It is felt that an
understanaing ol the fundamentnl metlicds erployec in pro-
duecing and distributing meat is important to anyone secking
executive status in the grocery chain store fiecla, not only
because ct the significance of meat in the fcod industiry,

but also due to the neced for developing men with "well-rcund-
ed" backgrounds whe will one day be better qualified to
assume the resncnsibilities ot managencnt.

With this purpose in mind, 2n outline has been presented
of the fcremost components o the nmeat markketing system, any
one ol thcse constituents wcocula provide an extensive subject
for research. e intention of the writer has been to nresent
only that iniormation which would be of value cor interest to
grocery store personnel,

The impoertance of nmeat carnot be over-cmphasized. Its

nitrition~1 value alone is instrumentol in ascorines the



health and vitality of Lauman beinrs everywicre. foriers

receive muclh of thrir reven:ic Trom necat and -olmost hall the

I=¢ in this couniry is utdlized by livest:cl eonvertinge grass

and ¢inilar ferage into Ioods cuiioble [lor iouren conzswantion,

The marketing ci this higsly desiraeble prodict is not per-

formed witncut its »rcblems, however. Since tuc-thirds of

thie nation's livestoc’s is reised vest of the lMissicsippi

River ard two-thirds cof the pecple live eact of i, distri-

buiion is an important factor in satisfying the derond,
Livestoc's is raicecd in certain zreas cil the ccuntry

in crder to take advantage ol the availeble feed and climate

D)

ard beecnvce tnhe topegrepily of the land prchibits commercic

¢

cultivaticn, lLiarizetin- facilities heve kept pace with an
increased prodvction ¢f livestiock. Precdicers can rarket
their cattle in many different ways trhroursh such agencies as
thie public markets, local buyers, cccperative asscciations,
auctions end concentration yarcds.

Livestockk marictin-s nct cnly vary widely from month to
month but from week tec weeck and day to day., This situation
brings about a seasonel influence on the price cof meat as
does the duration of beef, hog and lamb cycles, Supply and
demend conditions which result from these factors have a
definite effect throurhcout the industry. A heavy supply
tends to lower prices while @ lowv supply tends to ralse thoem.
Demand depends on the desire of thc purchaser and his ability
to pay. Thus, when nation»l income gocs up, per capita con-
simption cf meat tencs to go up and vice versa,

Te mcet tre denand Tcr fresh meat, the meat pocking



business is geercd te slaughter, process, ana distribule nent
cn a high-speed time-table. On lie aversge, meat travels
akbout 1,00C miles fron producer to corcuner,

Dressed meat is chilled and ucsually reody for locnl sale
cr meverment tco dictant markeils within tvo doys after Jive-
stock are sleoughtered., Frcem that time on, until ile meat is
cold to the rcteoiler, the meat is meintained at 32-34 degrees
temperature. Abcul four to five days are usually needed to
meve the meat from midwestern meat packing »lante to édistant
meat paclkers' wheclesale branch houses cor compeny-cwned meat
wvareiouses, Anoither few dayvs are needed tc move the meat to
tre reteiler so that aponroximately ten days after the live-
stce's has been slaughtered, thc neat has been purciiased by
retailers throughout the nation for their customers.

From this pecint on, it is the responsibility of retail
rmeat merchandisers tc sell the product to the consumer, This
is accomplished through the establishment of competent buying
and merchendising departments, efficient distribution systens,
proper store orderingc, effective inventery control and similer
methods of menagement., Meat cutting tests are performed to
provide a stendard procedure and priecing guildes used to help
establish retail prices. The consumer must then be told about
the advantages of meat and subjected tc an appealing display
in retail nmeat cases.

The future of meats is contained in the persistent efforts
cf scientific research to develep a methced of preserving meats
ané thus eliminate the danger of perishability. Crozen meats

ond the process of cold sterilization are twe prominent possi-
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bilities znd will »rcbebly pley en irpertant rele in the
formeticn cof nev merchondising technigues in the yenrs to
caonac,

Thic rreblen of pormitlaticn incresses adversely affeciing

re

the censpricen cof

[
0

5= 4.
reces L

an importent one, particularly
for persennel ascociated with the food industry. It will
reculre the concentroted effort of all members cf ithe meat
industry, vith an invalueble assist from scientiflic research
programs tec enable neat preocucticn te keep pece with rising
populaticn, 2nd consecuently, tc maintein the avercge per
capita consumption of meat.

This concluces a brief sumrary of the material which
has becn presented in this thesis. It is the opinion of the

his type of information is important to store

ct

writer that
persennel, The broadening of the scope of store managers

has created a need for "well-rounded" men and indications

are that this trend tcouvard cdeveloplng hichly competent men

to perform the duties of store manager will ccntinue, The
objective of this thesls has bcen to fulfill part of that
need; to present the essentials of meat production and distri-
bution 1in order that an individual may attain a background
knowledgze of the meat industry.

The conclusion is that all of these esscntials are a
fundamental part of the food industry and play an inmportant
reole in the successful operation of a chain, It is also con-
cluded that specific information of this nature can be con-
tinually utilized by the retailer; that it 1is important to

know abont the significance of neat in 2 community; to under-
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stand the problens 2nd actions of the meat nroducer; to be
able to annlyzce thie varicus factcrs inTluencine the nrice of
meat and plan cccordinglys; to be familiar with the operation
of the meat packer who is the immediate source of supnly for
the retailer; to nnderstand the Dindamentals of retsil manage-
ment and consequently achieve better cverall performance; and
to have #n up-to-date knowledgze of current evenis and Tutiire
possibilities.

4

Since the escsentials of meat productiion and distribution
are fundamental te the food industry and necessary for
successful operations, the finsl conclusion is that a great
denl should be done te familiarize store perscnnel with this

type of irformation.



APPEIDIX

Questionnaire
low many meat packing plants de you operate?
VWhere are tihey located?

What type of c¢nimals do you slnurhter? Cattle?
Calves? llogs? Lanb?

o
9]
=
)
5]
=
=

s
@)
4]

Are your meat paclziing planis onerated the sane b
the major pacliers?

Do you employ your own buyers to selecl livestcec!: cr do you
utilize order buyers?

Do you purchase any feeders or stocliers ord feed thetr to your
own specifications?

Are your carcasses government graded or do yvou grade them
yourself?

F'ow co you transvort your carcasses from pacliing plant tc
retaller?

£

Do you operate your own branch houses or warciicuses? If so,
how many and where are they leocated?

Howv many of your retail stores are supplied with meat frcm
your plants?

Do you buy any other meatl tc supplement your own supply? If
so, what percentage of meat do you supply for your packing
plants, and what percentage do you buy elsewhere?

Do you deo any processing into retail cuts and prepackaging on
a centralized basis? (excluding pork and simoked iteiis)

Is your Company conducting any form of consurer education
prograns? If so, how are they conducted?
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