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ped through New Orleans. The fruit is grown chiefly in Cen-
tral America and is shipped in steamers owned and controlled
by the owners of the fruit and discharged at New Orleans.
Here they are loaded into cars containing about three hundred
and fdrty bunches and are trans-shipped by rail to the entire
West. As has been stated elsewhere, the fruit is sold on order.
The égencies in New Orleans, by telegraphic advices, know
exactly what fruits are required, what are on the way to New
Orleans and what are obtainable. The prices quoted for these
differ according to the quality of the fruit. Prices are quoted
by the name of the port from which the bananas are shipped
but they are all of the Jamaica or Martinique variety. For
the week beginning June 16, 1906, they were as follows:

Limon............ N $2.40 per cwt.
Changuinola . . ............ 230 “ ¢
. Bluefields . . wisvsssmsonens 220 “
Chiriqui . . ..., 220 “ ¢
Baftios « : sepupboussmsnne w2520 ¢
Ceiba . . ..ol 1.90 ¢

The cars containing bananas are sent through by fast freight
and are accompanied by an attendant who is an employee of
the company shipping the fruit and whose business it is to
look after the interests of the fruit in transit, opening or clos-
ing the ventilators as required by varying climatic conditions,
in order to maintain a uniformly cool temperature. In the
hottest weather refrigerator cars are used, but simply for cool-
ing, since low temperatures destroy bananas. The freicht
rate which the buyer pays for transportation from New Or-
leans to any port on the Pacific slope, be it Los Angeles, San
Francisco or even Vancouver, B. C., is $1.25 per hundred
weight. On the average the cost of the freight, and other
charges brings the price to the wholesaler, to approximately
414 cents per pound for the best fruit.

San Francisco receives bananas from Hawaii, from the East
and a few from Mexico. From Hawaii there are shipped to
San Francisco approximately 15,000 bunches per month. Only
a few bananas are received from Mexico. There are two or
three banana plantations in Mexico owned or controlled bv
San Francisco capital and which ship bananas to that market.
These fruits are of the Chinese variety and are in some re-
spects fine hananas. They usually open up with a clear yellow
rind if the shipping has been at all satisfactory. This is due to



Plate V.—Young Papaia Orchard Coming into Bearing.
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comparative freedom from ripe rot disease or banana anthrac-
nose, Glaosporium musarum, Cke. and Massee, which is the
cause of the black speckled condition of some bananas. The
Mexican bananas are affected recently with a disease which
appears to be more serious than the ripe rot; it affects the stem
of the bunch causing it to decay, which decay extends into the
stem of the individual fruits causing them to drop from the
bunch with blackened ends. The main stem may break off
midway of the bunch so that the whole bunch goes to pieces:
This disease, however, can probably be controlled and Hawaii
must reckon upon Mexico as'a competitor in the market.

Comparing the Chinese variety from these Islands and the
varieties with which they come into competition in San Fran-
cisco (Plate VII), it may be said that no banana in the market
is superior in point-of flavor to those from Hawaii. If they
arrive in good condition they find a ready market. Tt is a well
recognized fact that the best class of trade in San Francisco
calls for the bananas from Hawaii. Here their good qualities
are known and recognized. Tt must be said, however, that
growers. in Hawaii have acted against their own interests, in
shipping inferior bunches. As fine bananas can be produced
today as were ever grown here if intelligence and care is
brought to bear upon every detail of the industry. The cost
of production of a small bunch is nearly as great as for a large
one. The freight, which represents about one-third of the
selling price of a good bunch, is precisely the same figure for
the smallest bunch shipped. A small bunch is difficult to sel?
at any price and often does not bring enough to pay the 40
cents freight. A dealer who handles a very large number of
the Hawaiian product has made the statement that Hawaii
would practically supply the whole San Francisco market, if
stich bananas were shipped as formerly. The Chinese banana,
however, is not so good a shipper as those of the Jamaica or
Central American variety with which they come in competi-
tion. The Hawaiian bananas are wrapped in leaves and some-
times in straw, while those from the Fast are shipped without
any wrapping. One of the steamship companies has offered
to cooperate in an experiment in the shipping of bananas from
Honolulu without wrapping. If this can be accomplished it
will save an expense of ‘approximately 5 cents per bunch for
wrapping. It may cause a more careful handling of the fruit
by all parties, from the plantation to the wholesale warehouse
. and it may also allow a better circulation of air to the fruit
in the ship.
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MARKET POSSIBILITIES.

Exclusive of Hawaiian bananas, there are shipped to the
Pacific Coast, approximately 1900 carloads of bananas per
year. This includes those supplied to Arizona and New
Mexico through Los Angeles; those to California, Oregon,
Washington, British Columbia, Montana and Idaho. A car-
load averages about 340 bunches, making a total of 646,000
bunches per year consumed within this territory, exclusive of
bananas from Hawaii. This is the equivalent of approximate-
ly 53,833 bunches per month. Tf these bananas were grown in
Hawaii within the territory of the United States, they would
represent an annual value of over half a million dollars to this
Territory directly. In addition to this, they would supply the
chief freight to two steamers making regular trips between the
Islands and the mainland. All the markets west of the Great
Plains might be supplied with bananas grown here on United
States soil. The importance of this trade in the future mayv
be estimated from the fact that the annual consumption of
bananas in the United States is and has been increasing at the
rate of more than one million dollars per year in value. From
an agricultural and economic point of view there is no gooid
reason why the Pacific Slope trade in bananas should not be
supplied from Hawaii.

COOKING BANANAS.

The cooking banana is in its use so unlike the banana which
is eaten without cooking as to be quite a distinct product upon
the market. During the past twenty years, as has been seen,
a large trade has been built up in the banana which is eaten
raw. The cooking banana which takes the place of fresh
vegetables and cooking fruit has not as yet been introduced
to the American markets, except in New Orleans and about
the Gulf Coast. There can be no doubt that during the winter
season when there is a lack of fresh vegetables in the markets,
there would be large demand for the cooking bananas that are
grown now in a small way in Hawaii. The merits of the Ha-
waiian -cooking bananas are but little understood even by a -
large number of people who have resided in the Islands for a
considerable period. To the people of the mainland they are
practically unknown. Active efforts to introduce and acquaint
the people with this fruit could build up a large trade in these
fruits,
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MANGOES.

The mango will unquestionably become a popular fruit in
the markets of the temperate zone. Its beauty of form and
coloring, its enchanting aroma and delicious flavor make it a
fruit universally appreciated where known. The inferior seed-
ling varieties have been responsible for the unenviable repu-
tation which it has acquired among some travelers. The fine
varieties have only recently been introduced in the American
tropics and are as yet known to but few. When these shall
have been propagated and widely distributed in Hawaii, Flo-
rida, Porto Rico, the Philippines, Cuba and Mexico, the grow-
ing of the fruit will become an important industry. The de-

“mand for it will increase as those who are yet young have
seen the markets increase in their capacity for oranges, lemons,
pomelos, bananas and many other fruits. Hawaii should grow
a large portion of the mangoes for the Western markets.

In the shipments of August, 1906, no mangoes were in-
cluded. The Station has, however, experimented for several
years in the keeping of mangoes in cold storage with most
favorable results. Mangoes may be kept much longer than
avocados under refrigeration without deterioration in quality.
They have been shipped long distances and have arrived in
perfect’ ‘condition.

There is but one obstacle to the development of a large and
prosperous mango industry in Hawaii and this one calls fer
immediate and stringent action on the part of the Government.
The mango-weevil, Cryptorhynchus mangifere threatens the in-
dustry and the longer the fight against it is delayed the greater
will be its difficulties and expense. It is a short sighted and
suicidal policy to withhold immediate action even if its cost
should be great.

SWEET POTATOES.

The shipping experiments included only fruits but a study
of the markets revealed a promising opening for the shipping
of sweet potatoes {from Hawaii to the mainland during the
time when those grown there are out of season. Almost all of
the sweet potatoes used on the Pacific Coast are grown in
California. The opening of the season is about the middle of
August and it continues until about April 15th. When they
first appear on the market the prices are very high, $60. to
$80. per ton wholesale being not an uncommon price. During
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the latter part of the season the potatoes which have been
stored for a long time are of indifferent quality. The time
when the Hawaiian product could probably be put on the
market at high prices would be from April 15th or earlier, un¥il
August 15th. .

All these markets at the present time, demand a white or
light yellow potato of medium size and dry. The red varieties
are almost unknown and though it might be possible in time
to place some of our best red varieties, it must be done grad-
ually. The people know the yellow potato and in this case it 1s
much more profitable to grow what the people want than o
make the people want what you grow.

The standard crate in which potatoes are slnpped in Cali-
fornia, contains about one hundred pounds. The ends are 18
by 1134 inches and are one inch thick. The side slats are 2 fect
long and are of 4 inch lumber. This would be a suitable crate
in which to ship from Hawaii. Sacks should not be used.

MARKETING SYSTEM.

Fruit and all agricultural products have in the past been
marketed by the commission and consignment system. This
system is too common today. By this method the grower
ships his fruit to a distant city consigning it to a commission
merchant and says in effect “Sell for me these products at
such prices as you can secure, take your commission and re-
turn to me what is left.” Such a method of marketing is
manifestly unbusinesslike and does not prevail in the world of
commerce except in the handling of agricultural products.
Does the manufacturer of shoes or household furniture or any
other commodity take great pains in the production of the
finest possible manufacture and then ship his goods to a com-
mission merchant with the request that the goods be sold
and that whatever may be due him after the transactions are
closed, be remitted? Granting that he is assured of the highest
integrity on the part of the commission house, he does not care
to market his product in this manner. Men in the fruit com-
mission business are as honest as in other lines of enterprise,
yet it will be admitted that this system offers unusual oppor-
tunity. for unscrupuious dealing and it is hardly to be expected
that the whole fraternity of commission men will be without
an exception, in straight dealing and integrity. For this rea-
son if for no other, the grower should seek other methods of
marketing, for many losses will be sustained while the grower



Plate VI/.—The Jamaica or Central America Banana.
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is finding a man in whom he can rely to do the best for him
which this system permits.

There are, however, other reasons for condemning this sys-
_tem. The interests of the commission house lie in exactly
an opposite direction to that of the producer or shipper. Mani-
festly the interest of the commission house lies in the direction
of commissions. Much more money can frequently be made
in the forin of commissions, on fruit selling at a low than at
high price. It is of course to the advantage of the shipper
that the fruit be sold at the highest possible price. At first
sight it may appear that this will also be to the best interest
of the commission merchant, but it is not the case. Low prices
mean many sales and an easy market, high prices mean fewer
sales. As prices drop, the sales increase very rapidly. Sup-
pose for example, that a pineapple grower in Hawaii ships to
San Francisco one hundred dozen pineapples. If these are all
sound and sell at $4. per dozen the account not considering
minor charges should stand as follows on a 10 per cent. com-
mission basis:

100 doz. pineapples at $4. ... ...t $400.00
Commission at 10 per cent.................. 40.00
Remittance to grower................ $360.00

Suppoée the same pineapples should be put on the market
at $3. per.dozen the account would stand:

100 doz. pineapples at $3....... ... L. $300.00
Commission at 10 per cent.................. 30.00
Remittance . . ... ...t .. .$270.00.

By this fall in prices the shipper has sustained a loss of $go.
and the commission merchant an apparent loss of $10. Pro-
vided, however, that there is a sufficient supply of pineapples
available, this loss of $10. is only an apparent loss. By selling
thirty-three and one-third dozen more pineapples, the $10. is
made up. This difference of $1. per dozen in the price will in-
crease the sales far more than 33 1-3 per cent. so that the com-
mission house has really profited by this low price and has no*
lost. The larger the volume of trade as a general rule, the larger
will be the net income of the commission house. It will be
granted that the commission house will wish to do the best
possible for the man who consigns to it, provided that in so.
doing its own business interests are not interfered with, be-.
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" cause it wishes to please him and secure his future busincss,
but the fact remains that its interests are in the line of large
sales even at low prices and would frequently be interfered
with by doing the best possible for the shipper. Greater activ-.
ity in distribution might dispose of the supposed one hundred
dozen pines at $4- per dozen, but would it pay? From the
standpoint of the owner of the fruit it would, but from ihe
point of view of commissions, it might not. If not, who will
charge thé commission merchant with anything other thun
honorable business dealings when he sells at $3. per dozen?
If the careful distribution at the higher price costs him meoere
than the $10. it would be akin to philanthropy for him to main-
tain that figure. The fault is not with the men but with the
systen.

It must further be admitted that the care in handling which
fruit receives in being taken from the ship to the store rcoins
will be greater if performed by or under the supervision of the
owner of the fruit. This again is saying nothing derogatory of
the commission merchants but nobody expects another party
to look after his interests as well as he, personally, or through
his agents, could do. Business is not done on this plan. For
example the writer has seen bananas from Hawaii loaded on
wagons on the docks in San Francisco being placed five or six
tiers high and the men loading the fruit walking over the low-
er bunches while reaching to place other bunches on the higher
tiers. When these bunches begin to ripen the bruises which
have been caused by being walked upon and by the decp
stacking, are very apparent and probably a large portion of
the bunch is worthless. These bunches have to be sold for
almost nothing and returns are made to the shipper for so
many bunches spoiled. Probably the managers of the houses
for whom these draymen were working would not approve of
the fruit being treated in this manner, but if the ownership of
the fruit were transferred to the commission house and the
destruction of each bunch represented a dollar or two to them,
no one will dispute that the incentive to enforcing proper
handling upon those driving the fruit wagons, would be great-
ly increased. In other words, the commission house makes
cash returns for only the fruit that is opened up at its show
rooms in fit condition for sale and so remains until a sale ha
been made.

In other lines of commerce, goods are sold on order. The
owner or his agent interviews the buyers and secures orders



Plate VIII.—The Chinese or Cavendish Banana as grown in Hawaii.
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from each. Is there any good reason why the fruit growers of
Hawaii should not sell their fruit on this plan? It is business-
like, it avoids glutting the markets and provides for a far more
general and wide distribution than the system described above.
This is the method which is pursued by the competitors of
Hawaii in the banana and pineapple markets. Those who con-
trol the “Eastern” bananas sell to a given commission house
in San Frauncisco, Seattie, Portland or other market, a carload
of bananas at a given price f. o. b. New Orleans. This fruit
then becomes the property of the Pacific Coast firm which, in
the transaction, acts not as a commission house, but as a
wholesale dealer in fruits. Pineapples from Florida, which
compete with the Hawaiian product, are sold in the same man-
ner as these bananas. The different wholesale dealers unite
in ordering a carload when one firm cannot handle that quan-
tity but they are sold in Florida to be shipped to the West and
ownership in the fruit is there transferred to the different
firms who buy.

This method of disposing of fruit is growing in favor. Noth-
ing further need be said to show %hat it is far more desirable
for the producer than the commission system. It is also satis-
factory to the commission merchants who are to a large extent
at the present time, wholesale dealers in fruit, which they buy
and sell in the same manner as any other commodity. A very
large portion of their business is done in this way. Provided
the fruit is up to the standard, well packed, sold at a reasonable
price, and arrives in reasonably good condition, this method
cannot fail to give satisfaction to those who buy at wholesale.

In order that such a plan may be carried out to the best
advantage, it is important that the Hawaiian fruit growers
should organize for the marketing of their product. By so
doing, an agent on salary and wholly responsible to them,
could be maintained in San Francisco who could for the pres-
ent attend to the taking of orders on the Pacific Coast. This
being. his exclusive business he could without a doubt, place
large quantities of fruit in cities and small towns where our
fruits are scarcely known. This would not necessitate the
establishing of a wholesale fruit house, for the fruits could go,
as now, to the wholesale dealers. Another agent should be
appointed to attend to the proper shipping of the fruit from
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Honolulu, who need give only a part of his time to this work.
This plan need not entail much expense and would certainly
save to the growers and shippers, a sum far in excess of that
expended. :

The fruit growers of California have organized themselves
into very strong combinations conspicuous among which are
the California Fruit Exchange and the California Fruit-Grow-
ers’” Exchange, the former for the handling of deciduous fruits
chiefly, and the latter for citrus fruits. These two bodies now
market a very large portion of the fruit of the State. Their
agents are in every important market in the United States
and keep the growers and shippers informed by telegraphic
advices as to prices and the general condition of the markets.

The Hawaiian growers could doubtless avail themselves of
the advantages of this whole California system if an organiza-
tion could be effected along the lines followed by the local
associations throughout California. These local associations
together constitute the central organization. In conversation
with Mr. A. R. Sprague, President and Manager of the Cali-
fornia Fruit Exchange, the, writer was assured that it would
be possible for an association in Hawalii to be taken into the
general organization on the same basis as the local branches in
the different parts of the State. This opportunity is well
worthy of consideration by those interested in Hawaiian fruit
industries.





