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Britain 

During the past 10 years carnation 
production has increased by 40 per cent in 
England and other parts of Europe, with very 
little effort to sell more. It is reported 
that the British Flower Growers Association 
plans next year a widespread education pro
gram in schools to attract new blood into 
the industry. They also plan to create area 
committees, spend one million dollars on 
modernizing Covent Garden, have a flower 

survey, and further advertising programs. 
They will make a try for a set of standard 
grades. 

The Flower Publicity Council, formed 
in 1958, during August of last year had 
registered 2,500 firms, these being made up ~ 
up of 1500 growers, 750 retailers, and 
200 wholesalers, and by August of 1959 
they had collected about $70,000. We are 
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Fig. 1. General layout of flower 

auction market. 

still hoping for better efforts. Please 
remember through this discussion that 
conversion of sterling to dollars is easy; 
conversion of purchasing power is diffi
cult. One dollar will buy much more in 
Europe than in the u. S. Assessments for 
publicity are as follows: growers pay 1\ 
cents per box, retailers 1\ cents per 
pound ($2.86) purchased, and the whole
saler \ cent per box and acts as collector 
from all sources. 

The basis of most work is to give a 
form of SERVICE, no less with growing. 
This I feel can better be done by coopera
tion to produce quality and uniform crops 
that get the local industry a respected 
name, and also favoritism for HOME pro
duced articles. 

Cooperation and guidance could have 
paid handsomely in a case which came to 
my attention recently. There has been a 
movement to get a Joint Fruit Coopera
tive in England, with little success. In 
Jamaica they have heavy rainfall and a 
serious problem with ap~le scab. England 
has a vast market, if an organization 
could process apples and send them to 
Jamaica. The Jamaicans have much waste 
citrus fruit, yet tbeir stores display 
marmalade made in England. How much 
better if they manufactured their own 
marmalade and displayed our apple pulp or 
other products. Similar opportunities 
exist with tomatoes. These suggestions 

~ came from a grower in Jamaica. I imagine 
.., that a well organized marketing council 

would have seen these opportunities. 

Auction markets of Holland and Denmark 

There are 24 fruit, flower and vege
table auctions on the island of Fyn in 
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Fig. 2. Diagram of the auction room. 

Fig. 3. A buyer can stop the cloek at 
any price merely by pressing a 
button on his desk. 

Denmark, having a membership of 1300 grow
ers, 95% of all growers. This auction had 
a gross sale of about 6\ million dollars 
for the 1957-58 season, split roughly into 
thirds for fruit, flowers and vegetables. 

The market was established with the 
aid of a government loan, this being re
paid over a 10-year period. A levy of 8 
per cent is made to each grower according 
to the turnover on his produce handled, 
and at the end of the year any excess over 
actual cost of sale is refunded or put 
into a grower bank. Deductions for market
ing, maintenance, improvement, repayment of 
loan, etc., in the year 1957-58 came to 
4.2% of gross sales, consequently giving 
growers a refund of 3.8%. All growers 
must send 100 per cent of their produce 
to ensure continuity and a steady supply 
for the export buyers, and must accept 
and abide by the rules for packing and 
presentation. A grower found selling out
side the markets is warned, and on further 
infringement can be expelled from the 
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group. Once expelled from an auction, a 
grower is not eligible to join another. 
Deliberate price rigging attempts by buy
ers are rare due to the high element of 
competition during selling. Judging by 
the membership figures and financial 
solvency of the growers, they are more 
than satisfied with this method of sell~ng. 

Auction described 

Auction markets have pretty much the 
same general layout, shown diagrammati
cally in Fig. 1. A standing hall down the 
center separates the reception bays from 
the dispatch bays. On the right end is 
shown the sales area with buyer's seats 
arranged facing the auctioneer (Fig. 2) 
and clock (Fig. 3). 

The auction market in the diagram 
also has administrative offices~ a com
puting center, vegetable and flower 
auction rooms, cold and gas storages, 
grading rooms, and a transport depart
ment which acts as a collection agency 
for smaller growers. 

Produce may arrive either from the 
reception bays, graders, or coolers. 
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It and the grower's number are placed on 
trolleys in the standing hall, Upon its ~\ 
turn for sale, it proceeds th~ough the 
auction room on the railway. As the 
flowers or produce move in front of the 
buvers, the auctioneer gives a brief 
description of the material and the name 
of the grower. This movement is quite 
rapid. Sales are made in rotation with 
the first 5 or 10 growers receiving a pre
mium, as starting prices are usually low. 
Late comers wait their turn. 

The electric clock (Fig. 3) is so de
signed that each buyer's de.sk has a number 
with a button connected to the clock. The 
price on the clock moves from high to low, 
each buyer being at liberty to stop the 
clock at the price he is willing to pay. 
Excitement runs high when the hand on the 
clock approaches the price most buyers are 
paying. Sales are made very fast. As a 
buyer presses his button the auctioneer 
records the buyer number, price paid ~nd 
quantity. -' The buyer's number is then 
placed on the trolley which proceed~ back 
to the standing hall. · 

(Continued in Bulletin 121.) 
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