
CO-OPERATION BETWEEN THE
PRODUCER, SHIPPER AND

COMMISSION MERCHANT.

I wish to preface what I am about

to say with the remark that for one
or two facts in the following paper, I

am indebted to the American Agricul-
turist, under date of December 7, 1901.

I mention this that I may not in any

sense be accused of plagiarism.
In the report of the Secretary of Ag-

riculture made public recently, the

statement is made that the exports of
agricultural products from the United
States during the fiscal year 1901

wore nearly a billion dollars ($950,-

--000,000), the higher by over 90,000,-
--000 of any previous record. Of all

merchandise sent abroad from this
country during the past year 65 per

cent originated on the farm, and yet

we must remember after all that the

home market is the chief consumer of

the products of the American farm.
It has been said that a large per-

centage of the food products of the
earth is handled on commission. The
commission merchant is and of neces-
sity must always be an important fac-

tor in the eyes of the world. It may

be said that the world contributes and

tii9 commission merchant distributes.
No plan has ever yet been evolved
which serves to effectually put the pro-
ducer in touch with the consumei

more readily than through the medium
of the commission merchant. Associ-
ations for co-operative buying and co-

operative selling have been at various
times organized and efforts to sell t.
o. b. promulgated. A measure of suc-
cess has in some instances been ren
ized for a time at least, but the most
inevitable tendency has been a return
of the producer or shipper to the com-
mission merchant as the natural an
best channel through which to dispose
of his wares.

In its incipiency our organization
declares for the fraternizing of the in-
terests of the producer or shipper and
the commission merchant, it being rec-
ognized that the interests of both are
so inseparably linked together as to
necessitate harmony and co-operation
that the mutual good of each may be
properly conserved. It may be very
easy to theorize, but good, down-right
hard work is what brings results to
pass. What is co-operation? It is joint
action —concurrent effort or labor; op-
erating together to one end. The
problem confronting us is how may
this condition be best realized? Opin-
ions as to its accomplishment may
differ; it is much harder than one
niight imagine at first thought. It
reaches down deep, and I am not un-
mindful of the fact that in this discus-
sion I may introduce ideas and
thoughts which perchance will be
subject to criticism. If, however, ob-
servations and views pertinent to the
point in hand be brought out, valua-
ble to all alike, then my efforts for
good will not be in vain. Ifwe would
indulge in generalities we might say
that efforts should be directed toward
securing lower freight rates; showing
up fraudulent concerns and individ-
"als; concerted action in bringing
nbout uniformity of packages, such as
the standard barrel, bushel, crate, etc.
But underlying all these there is to
ray mind one great central idea; one

'eat power that must be recognized
Mid around which all these different
question! swing in their respective or-

I refer to integrity, uprightness,
lioiu'sty of purpose and intention.

In order that a desirable co-opera-
tion be brought about, it seems to me

that confidence, one in the other, is a
most important essential to be estab-
lished, and how may this be consum-
mated? One of the fundamental prin-
ciples embodied in the creed of our
National League of Commission Mer-
chants is integrity. Integrity first,
financial responsibility afterward. The
old adage, "Honesty is the best poli-

cy," will not be lost sight of. "Do unto
others as ye would that they should
do unto you" is advocated, not as some
have paraphrased it, "Do others be-
fore they do you." The commission
merchant should be a man, not neces-
sarily in physical make-up, but in
cnaracter a manly man. Age, experi-
ence, wealth, need not be character-
ized as indispensible adjuncts, though
they are qualities greatly to be desired.
To be successful in almost any fol-
lowing one needs to possess common
sense, business acumen, knowing
when and how to act, quick to grasp
a situation. Responsibility I consider
as being desirable, and yet you cannot
always guage a man's responsibility
by the size of his bank account. He
may be worth thousands and yet be
sorely deficient in a true mercantile
sense. I recognize the conditions im-
posed as qualifications for member-
ship with us, "personal integrity and
financial responsibility," and yet we
should not be too exclusive, while we
must needs discriminate carefully as
we declare for "financial soundness
and honesty." These requisites com-
bined in a national organization of
broad commercial views must and will
command the confidence and respect

of the producer and shipper. Unfor-
tunately, conditions at times arise
which, perforce, cannot seemingly be
explained in a manner satisfactory to
the producer and shipper, but if you
have by your integrity won his confi-
dence, he will, if a man of integrity
himself, co-operate with you to the
end that a better understanding is
sure to accrue and a repitition of un-
pleasant complications avoided. Let
us preach the doctrines which we are
trying to promulgate, and let us prac-
tice what we preach. If it is our pur-
pose and intention to ferret out fraud-
ulent houses, let us do it, and do not
let us fail to begin at Jerusalem first.
If we have any objectionable or doubt-
ful concerns in this National League,
let us show up such, and that fear-
lessly and uncompromisingly, and see
to it that their names are eliminated
from our roster, and by so doing you
will multiply your power and enhance
the confidence of the shipper. Be can-
did with your shipper, state conditions
just as they are. Be frank and honest
in your advices and recommendations,
be honest in all your business deal-
ings. Pursue the principles just out-
lined, and you will almost invariably
become known as reliable. Your in-
tegrity will not be questioned, and at
the same time you will instill confi-
dence. Let the searchlight of your
integrity, your honesty of purpose,
with all its concentrated power, be
turned on your own actions. F have
somewhere seen the motto, "Is it
right?" I have many times thought

that such a motto hanging upon the
wall of every honest intentioned pro-
duce commission house in the country
would not be out of place. The
thought which I am trying to impress
is, keep the idea embodied in that
motto ever before you and you will

come to be recognized, in a measure,
at least, in answering those require-

ments so much sought after, and when
this fact becomes known to the pro-
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